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Who we are

ÂPeggy Wynne Borgman
Ã 26+ year spa operator: Preston Wynne Spa

Â SF Bay Area spa with 50 employees

Ã Wynne Business, 15 year old spa consulting firm

Â Turnaround and startup consulting

Â Webinars and live seminars

Â Strategic visioning for spas and spa vendors



Congratulations: you survived 

2009. 

Â Businesses were 

transformed last year

Â òSuccessful Survivorsó 

seized the opportunity 

to repair and improve 

their business model.



What does Q-1, 2010 look like 

to you?



Congratulations! Itõs a 

Recovery!
Ohé



Successful Survivors

ÂHave watched 

sales drop and 

profits increase

ÂAre creating 

their own 

recovery

éhow??



In 2010, Successful 

Survivors willé

ÂReduce Costs and 

Expenses (yes, 

more) 

Â Increase Revenue

Ã Consumer spending 

is on the rebound

ÃThe luxury sector is 

leading the way



Supportive Trends

Â òLuxury shameó is abating, 

spending is on the rise among 

super-affluents*

Â Luxury market is recovering 

before the rest of the market

Â Luxury experiences are 

outselling luxury items*

* unitymarketingonline.com, Pam Danziger



Supportive Trends

Â Searches on Spa Finder 

for òwellnessó 

increased 300% in 2009

Â Wellness and quality of 

life have increased in 

importance

Â But donõt write the P 

word off yet (pampering 

isnõt dead)



Successful survivors found 

their leverage.

Â Controlling cost of 

sales gives the best 

return on effort

Â High risk, high gain 

moves can only be 

made during first 

phase of a crisis. Itõs 

harder to make bold 

moves nowé
ébut you may still have to.



Leverage Point: 

Compensation Plans

ÂMany successful 

survivors recalibrated 

their comp plans

ÃAre retail commissions 

too rich?

ÃAre service commissions 

or treatment rates too 

high?

ÃEnd hourly guaranteesé



òShared painócan 

backfire after awhile

Â Across the board pay 

decreases during a crisis 

work for short periods only

Â They eventually end up 

demotivating your team

Â The recession has lasted 

longer than expected. 

Â Itõs time to create ways to 

earn a raise.



Increases in pay must be 

self -financed and òJITó
Â Your most productive 

employees should be rewarded 

for their larger contributions

Â Favor full timersõ commitment

Â Performance -based incentives 

must be JIT

Ã Example: All eeõs who contribute 

more than $xx per pay period 

move up a tier in the pay scale for 

the following pay period


