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Preston Wynne Spa, Saratoga, CA



Top 4 Reasons Not 
to Start a Med Spa
Top 4 Reasons Not 
to Start a Med Spa

I love going to spas!
Managed Care is killing 
us
My wife/husband/ 
daughter/son/ 
hairdresser wants to 
run a spa
I just bought this 
amazing Victorian 
house

I love going to spas!
Managed Care is killing 
us
My wife/husband/ 
daughter/son/ 
hairdresser wants to 
run a spa
I just bought this 
amazing Victorian 
house



Key Ingredients of a 
Great Med Spa

Key Ingredients of a 
Great Med Spa

1. A great idea

2. A great team

3. A great deal more 
money than you 
think.

1. A great idea1. A great idea

2. A great team2. A great team

3. A great deal more 3. A great deal more 
money than you money than you 
think.think.



Your Great 
Idea…

Your Great 
Idea…

Me Too Med Spa
Kitchen Sink Spa
Synergy Spa
Blue Ocean Spa

Me Too Med Spa
Kitchen Sink Spa
Synergy Spa
Blue Ocean Spa

(It’s only a great idea if customers think so!)
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Our clients want convenient, 
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GREAT ideas answer the question, “So What?”
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Blue Ocean Strategy, W. Chan Kim, Renee 
Mauborgne
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GREAT ONE PAGE STRATEGIC PLAN:
Mastering the Rockefeller Habits, Verne Harnish
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From THE ART OF THE START by Guy Kawasaki
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