Monthly Marketing Plan At A Glance

	Q1

	January
	February
	March

	Considerations: 

· Property specific celebrations: n/a
· Season:  Winter
· Holiday:  New Year’s Day
· Regional specifics: n/a
· World events: MLK Jr. Day
Promotions from Vendor Partner #1:Makeup Product Line
· Expectations to assure mutual success: $2500 min order, staff training and event participation
· New product launches: Global Foundation Shades
· GWP/PWP: n/a
· Support Materials: “Start Year w/Rock Solid Foundation” Post card
Promotions from Vendor Partner #2: Nail Product Line
· Expectations to assure mutual success: Staff training
· New product launches: New Q1 colores
· GWP/PWP: Buy base coat and new color, get top coat
· Support Materials: Post flyers in plexi throughout Salon
Preparations:

· Training: Salon/Spa Booking/Reception
· Merchandising/Displays: To be changed December 27th
· Soft Sell Opportunities: Foundation touch up’s post facial, massage and hair treatments
· Cross Sell Opportunities: New Year New You turndown
· Special Events: New Year New You Beauty event in Salon
· Goals and Incentives  *Send Staffer a Thank You Note
· Individual: Makeup-most sold min of 4 to qual.
· Group: Dept with highest $, receive 12% comm.
· Prize: Individual to choose $75 limit
· PR Outreach: Release featuring New Year New You details
· Advertising: Full Page ad in New Beauty runs Q1
	Considerations: 

· Property specific celebrations: n/a
· Season: Winter
· Holiday: Valentine’s Day
· Regional specifics: Mardi Gras
· World events: President’s Day
Promotions from Vendor Partner #1: Body Care Product Line
· Expectations to assure mutual success: place eligible order, Rep to training and support launch on seasonal items
· New product launches: Rose Scent Oil & Body Balm
· GWP/PWP: n/a
· Support Materials: Vendor provided Protocols
Promotions from Vendor Partner #2: Makeup Product Line
· Expectations to assure mutual success: place eligible order, Rep provides training and support Valentine Day’s event
· New product launches: New Lip and Cheek colors
· GWP/PWP: Free M/up Bag & Ltd. Ed. Gloss w/ $125 +
· Support Materials: ”Look Books” w/ application techniques
Preparations:

· Training: Body Care Vendor to train Nail Dept on seasonal mani/pedis and Body Care treatments
· Merchandising/Displays: See Worksheet for details
· Soft Sell Opportunities: See Worksheet. Start Feb. 1st.
· Cross Sell Opportunities: Reservations Package
· Special Events: Day of event and Singles Ladies Event
· Goals and Incentives  *Send Staffer a Thank You Note
· Individual: None
· Group: Most event appts (3+) wins in each dept.
· Prize: $75 personal prize per department
· PR Outreach: Pitch Regional Mags in Dec./Secure TV visit
· Advertising: Spa Magazine One Page Jan Issue w/Pkgs. 
	Considerations: 

· Property specific celebrations: 3 months until Anniversary!
· Season: Spring (First Day of)
· Holiday: St. Patrick’s Day, Passover
· Regional specifics: n/a
· World events: n/a 
Promotions from Vendor Partner #1: Skin Care Product Line
· Expectations to assure mutual success: place eligible order, Rep to training
· New product launches: New Hydrating Collection
· GWP/PWP: Special Intro Pricing (ends last day of March)
· Support Materials: New Fliers and Pamphlets
Promotions from Vendor Partner #2: n/a
· Expectations to assure mutual success: n/a
· New product launches: n/a
· GWP/PWP: n/a
· Support Materials: n/a
Preparations:

· Training: Spa Reservations/Estheticians/Reception Staff
· Merchandising/Displays: Feature new products, Water displays. Set displays last week of February.
· Soft Sell Opportunities: Use Hydrating Moisturizer in Manis
· Cross Sell Opportunities: Spa Preview Sample Bag at Resort Check In
· Special Events: n/a
· Goals and Incentives  *Send Staffer a Thank You Note
· Individual: Resv: Most bookings of new facial
· Group: Estheticians: Most Hydrating Coll. sales
· Prize: Higher Commission on New Products
· PR Outreach: Releases to Local Newspapers and Mags
· Advertising: Q1 ads still running…Possible Vendor Co-Op

	Q2

	April
	May
	June

	Considerations: 

· Property specific celebrations: 2 months until Anniversary!
· Season: Spring
· Holiday: Easter
· Regional specifics: n/a
· World events: April Fools, Tax Day, Earth Day, Rosacea Awareness Month
Promotions from Vendor Partner #1: Feature Organic Products
· Expectations to assure mutual success: Work with local Gift Showroom to buy interesting green offerings 
· New product launches: Diversify with new green offerings
· GWP/PWP: PWP of Recyclable Shopping Bag w/Spa Logo
· Support Materials: Signage in locker room and shower area with stats and asking to limit consumption
Promotions from Vendor Partner #2: n/a
· Expectations to assure mutual success: n/a
· New product launches: n/a
· GWP/PWP: n/a
· Support Materials: n/a
Preparations:

· Training: Educate staff on resort wide initiatives and any Vendors green benefits
· Merchandising/Displays: Green, green everywhere! Globes
· Soft Sell Opportunities: See details on Worksheet
· Cross Sell Opportunities: See details on Worksheet
· Special Events: Earth Day event, product exchange for disc
· Goals and Incentives  *Send Staffer a Thank You Note
· Individual:  n/a
· Group: 1st, 2nd and 3rd place winners
· Prize: Selection of New  Green Products 
· PR Outreach: Releases sent to Green Mags in January/Blogs
· Advertising: Internet ads to send msg of ad w/o paper 
	Considerations: 

· Property specific celebrations: 1 month until Anniversary!
· Season: Spring
· Holiday: Mother’s Day
· Regional specifics:

· World events: Cinco de Mayo, Memorial Day, Melanoma Awareness Month
Promotions from Vendor Partner #1: Body Care Product Line 

(Cinco de Mayo) 
· Expectations to assure mutual success: Training on Product Knowledge and Protocol
· New product launches: Tequila Salt Scrub (Operational)
· GWP/PWP: Partnered w/Margarita, Chips and Guacamole
· Support Materials: n/a
Promotions from Vendor Partner #2: Skin Care Product Line 

(Mother’s Day)
· Expectations to assure mutual success: n/a
· New product launches: Special feature for Mother’s Day
· GWP/PWP: Glass of Champagne with Service
· Support Materials: Special signage of Mother’s Day GC’s
Preparations:

· Training: Train staff to DOWN sell on GC’s and appts.
· Merchandising/Displays: Feature Anti Aging/Luxe Products 
· Soft Sell Opportunities: See details on Worksheet
· Cross Sell Opportunities: See details on Worksheet 
· Special Events: n/a
· Goals and Incentives  *Send Staffer a Thank You Note
· Individual: n/a
· Group: Person from each dept w/most sales $
· Prize: A treatment for a Mom in their life
· PR Outreach: Release to Mom/Child Magazines in Feb.
· Advertising: Contest on Sports Radio to promote GC sales
	Considerations: 

· Property specific celebrations: RESORT ANNIVERSARY!!!
· SPECIALS ALL MONTH!!!
· Season: Summer (First Day of)
· Holiday: Father’s Day
· Regional specifics: n/a
· World events: n/a
Promotions from Vendor Partner #1: Sun Care Product Line
· Expectations to assure mutual success: Training on Product Knowledge and Protocol
· New product launches: Sun Protection/Sunless Tan
· GWP/PWP: Free Mini Spritzer w/ Sunscreen Purchase
· Support Materials: Signage that showcases stats of danger of sun exposure and alternatives
Promotions from Vendor Partner #2: Skin Care Product Line 

(Father’s Day)
· Expectations to assure mutual success: n/a
· New product launches: Special feature for Father’s Day
· GWP/PWP: Kobe Burger and Beer with Service
· Support Materials: Special signage of Mother’s Day GC’s
Preparations:

· Training:  Add sun screen application to end of all protocols
· Merchandising/Displays: Focus on Sun Care Products
· Soft Sell Opportunities: Complimentary Sun Screen App.
· Cross Sell Opportunities: Tons! See details on Worksheet
· Special Events: Anniversary Celebrations/ All Vendors
· Goals and Incentives  *Send Staffer a Thank You Note
· Individual: Highest Sales Dollars (set high min.)
· Group: n/a
· Prize: A night at the Resort for them as a guest
· PR Outreach: Assure Spa included in Anniversary Release
· Advertising: Ads in a spa or travel magazine/website

	Q3

	July
	August
	September

	Considerations: 

· Property specific celebrations: n/a
· Season: Summer
· Holiday: Independence Day
· Regional specifics: Canada Day
· World events: n/a
Promotions from Vendor Partner #1: Continue Sun Protection/ Sunless Tan Promotion Throughout Summer
· Expectations to assure mutual success: See June
· New product launches: See June
· GWP/PWP: Change to PWP: Buy Sun Screen, Get Bronzer for ½ price
· Support Materials: Create a Summer Look Book of Natural Sun Kissed Makeup Ideas
Promotions from Vendor Partner #2: Hair Care Product Line
· Expectations to assure mutual success: n/a
· New product launches: Color Stay Protection Products
· GWP/PWP: Complimentary Conditioning Treatment w/Highlight Service
· Support Materials:Look Book of Hollywood’s Best Highlights
Preparations:

· Training: Spa Reservation to offer Salon appt always
· Merchandising/Displays: Fun in the Sun Displays
· Soft Sell Opportunities: Complimentary Bronzer App.
· Cross Sell Opportunities: See Worksheet
· Special Events: Blondes Have More Fun Highlights Event
· Goals and Incentives  *Send Staffer a Thank You Note
· Individual: n/a
· Group: Person from each dept. 
· Prize: Free hair or sunless tan service
· PR Outreach: Release to get on all local “calendars”
· Advertising: Q3 Ad Campaign Begins
	Considerations: 

· Property specific celebrations: n/a
· Season: Summer
· Holiday: n/a
· Regional specifics: n/a
· World events: Friendship Day
Promotions from Vendor Partner #1: Continue Sun Protection/ Sunless Tan Promotion Throughout Summer
· Expectations to assure mutual success: See June
· New product launches: See June
· GWP/PWP: Change to PWP: Buy Sun Screen, Get an After Sun Lotion for ½ price
· Support Materials: n/a
Promotions from Vendor Partner #2: Nail Care Product Line
· Expectations to assure mutual success: New Nail Service Protocols and Training
· New product launches: Summer Scented Products
· GWP/PWP: Free Paraffin with Mani and Pedi service
· Support Materials: n/a
Preparations:

· Training: Spa Reservation to offer Nail appt always
· Merchandising/Displays: Fun in the Sun Displays 
· Soft Sell Opportunities: All Staff wearing bright new Summer Polish Colors
· Cross Sell Opportunities: Add Polishes to Mini Bar
· Special Events: End of Summer Soiree
· Goals and Incentives  *Send Staffer a Thank You Note
· Individual: Person with most sales over $500
· Group: n/a
· Prize: One free mani/pedi a month until 2011
· PR Outreach: TV Segment of End of Summer Maintenance
· Advertising: Web Ads with End of Summer Specials
	Considerations: 

· Property specific celebrations: Annual Wine Weekend
· Season: Autumn (First Day of)
· Holiday: Rosh Hashanah, Yom Kippur
· Regional specifics: n/a
· World events: Labor Day, Grandparents Day
Promotions from Vendor Partner #1: Skin & Body Care Product Line
· Expectations to assure mutual success: place eligible order, Rep to training and support launch on seasonal items
· New product launches: Featured Grape Extract Products
· GWP/PWP: Partner service with Wine and Cheese
· Support Materials: Benefits of Grape Seed/Anti Oxidants
Promotions from Vendor Partner #2: Makeup Product Line
· Expectations to assure mutual success: place eligible order, Rep provides training and support Wine Weekend event
· New product launches: New Fall Seasonal Colors
· GWP/PWP: : Free Mini Brush Set w/ $125 +
· Support Materials: ”Look Books” w/ application techniques
Preparations:

· Training: Spa Booking/Reception
· Merchandising/Displays: Wine Inspired Props
· Soft Sell Opportunities: Use Grape Inspired Products in Salon Services too
· Cross Sell Opportunities: Resort Package Pairings with Dinner Reservations
· Special Events: Resort Wide Effort
· Goals and Incentives  *Send Staffer a Thank You Note
· Individual: Person with most sales over $500
· Group: n/a
· Prize: Dinner for two with wine pairings 
· PR Outreach: Assure Spa included in Wine Weekend 
· Advertising: Spa /Travel/Wine Magazine Ad in July/Aug 

	Q4

	October
	November
	December

	Considerations: 

· Property specific celebrations: n/a
· Season: Autumn
· Holiday: Columbus Day, Halloween
· Regional specifics: n/a
· World events: Boss’s Day, Breast Cancer Awareness 
Promotions from Vendor Partner #1: Halloween Boo-tique 

(All Vendors)
· Expectations to assure mutual success: 

Vendor participation and well planned event
· New product launches: Fall Inspired Offerings
· GWP/PWP: TBD
· Support Materials: Event Invites and Evites
Promotions from Vendor Partner #2: n/a
· Expectations to assure mutual success: n/a
· New product launches: n/a
· GWP/PWP: n/a
· Support Materials: n/a
Preparations:

· Training: Staff Trained to Assist Different Brands that Night
· Merchandising/Displays: Fall, Halloween Inspired
· Soft Sell Opportunities: Staff mentions event during each treatment
· Cross Sell Opportunities: Invites in all rooms at turndown
· Special Events: Halloween Boo-tique
· Goals and Incentives *Send Staffer a Thank You Note
· Individual: n/a
· Group: Entire Spa Sales (Helping) Goal
· Prize: After Hours Staff Party 
· PR Outreach: Local Outreach 
· Advertising: Local Outreach including evites
	Considerations: 

· Property specific celebrations: n/a
· Season: Autumn
· Holiday: Thanksgiving
· Regional specifics: n/a
· World events: Veteran’s Day
Promotions from Vendor Partners:
For remainder of year, concentrate on all Core Vendors, having gift type items and selling gift certificates, Remember, no gift certificate is complete without a link sale.  Try selling a Spa Robe with a gift card and suggested they put the gift card in the pocket as a surprise!
Preparations:

· Training: How to ring up Gift Card sales, reminder of how to DOWN sell
· Merchandising/Displays: Fall inspired until day after Thanksgiving them make the change to holiday.
· Goals and Incentives  *Send Staffer a Thank You Note
· Individual: Most sales with $750 to qualify PLUS sliding commission scale
· Group: n/a
· Prize: $200 Gift Card to Spa of Choice
· PR Outreach: Local Outreach 
· Advertising: Local Outreach including evites
	Considerations: 

· Property specific celebrations: n/a
· Season: Winter (First Day of)
· Holiday: Hanukkah, Christmas, New Year’s Eve
· Regional specifics: n/a
· World events: Pearl Harbor Day
Promotions from Vendor Partners:
For remainder of year, concentrate on all Core Vendors, having gift type items and selling gift certificates, Remember, no gift certificate is complete without a link sale.  Try selling a Spa Robe with a gift card and suggested they put the gift card in the pocket as a surprise!
Preparations:

· Training: How to ring up Gift Card sales, reminder of how to DOWN sell
· Merchandising/Displays: Holiday inspired.  Show stocking stuffers. Wrap gift baskets premade in different dollar amounts $25, $50, $75 and $100.
· Goals and Incentives  *Send Staffer a Thank You Note
· Individual: Most sales with $750 to qualify PLUS sliding commission scale 
· Group: n/a
· Prize: $200 Gift Card to Spa of Choice
· PR Outreach: Local Outreach 
Advertising: Local Outreach including evites


Notes: 
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