
Create EOFY offers 
that drive revenue



Create an offer with intent

Why EOFY? 
It’s a chance to capitalize on people actively looking for deals, even if our services aren't typically 

tax-deductible for clients.

Check Yourself: 
Before creating an offer, always ask: "How does this benefit my business long-term?"

The Goal: 
Discounts reduce profit, so your mission is to turn this low-profit sale into recurring revenue that boosts 

your client's average spend later.

What to Push:
 Introduce clients to something new or a "luxury" add-on, not just essential services.



Part One: 

1. Define your strategy 
2. Educate the team
3. Create a special EOFY Category
4. Create a special EOFY Add On
5. Marketing your EOFY Offer via SMS; Email and Meta Ad 



Define your strategy

The Strategy: Value First. 
Focus on educating clients on solutions that solve their problems. This builds trust and naturally drives 

higher customer retention and revenue.

Team Knowledge is Power: 
Before the sale starts, make sure your team knows the features, benefits, and aftercare for the 

product/service so they can confidently advise clients. (It's essential to make the client feel it's a necessity, 
not a luxury!) Get this info from your product house and share it in a quick meeting.

Reinforce the Value: 
After the service, follow up with an email, SMS, or call to check in and remind the client of the benefits. Use 

automations for this post-service reinforcement!

Incentives that Work:
 Use your staff goals feature to create an average bill goal. This encourages the team to increase 

long-term client spend instead of chasing short-term, discount-driven sales.

https://support.phorest.com/hc/en-us/articles/4407190379410-How-can-I-automatically-send-pre-care-and-aftercare-instructions-to-clients


Educate the team,
to educate the clients
The offer might get clients through the door, but it's you who will keep them coming back.

Now is a great time to ensure the team have the knowledge they need to educate the client on the additional service they have received.

Ensure the team know the service:
● Features
● Benefits
● After care

Take the opportunity to educate the client on why this service is essential, not just a one off luxury.
Ensure that additional service is offered again upon rebooking so we can turn this service combination into a 
habit.

Also ensure your team understand the impact they could have on the business targets.

1 extra $50 service a day (5 days a week), over a year (48 weeks) is an additional $12,000 in revenue !



Create a category
Start by creating a Service category for your EOFY offers.
Doing this will help with reporting and marketing 

Go to Manager > Categories > Service Categories.

Here, you will see a list of your existing Service Categories. 
Click Add to create a new one.

Click here for a help sheet

https://support.phorest.com/hc/en-us/articles/360021862839-How-do-I-add-a-new-Category-Staff-Service-Product-Client


What are Add Ons?
 Add-on services are optional extras linked to a main (primary) service.  They let clients personalize their booking by 

adding enhancements, such as a conditioning treatment or a lip mask.

Add ons can organically boost the revenue coming through your door and increase your client average spend

Types of Add on Services

A standalone service
This can be booked by itself as a service or can be used as an add on

An add on only service
This cannot be booked by itself, it must accompany another booked 

service, 
Can be 0 mins in length

Click here for help sheet

https://support.phorest.com/hc/en-us/articles/34677418988050-How-do-I-create-Add-On-services-and-how-do-they-work


Let’s set up 2 examples

Setting up Add Ons:

EOFY 50% off K18 
Add On Hair Treatment 

was $50

● $25

● 0 min

● Is an add on to any Cut 
& Blow dry

● Is an add on only

EOFY 50% off LED 
Add On Service 

was $75

● $37.50

● 15 min

● Is an add to a Blueberry 
Peel

● Is an add on only 



Promotion
Let people know via an SMS or Email campaign



SMS & Email
Don't forget your links
Ensure you add links behind images, buttons and highlighted text.
We need to make this easy for clients to grab these offers so make 
it obvious what to do next.

Timing
Timing is everything. Early morning, lunch and early evening are 
best.

Email vs SMS
SMS have a 93% open rate but are limited in characters and are 
best if you are promoting a single offer.

Emails have a much lower open rate but you can include multiple 
offers, build your brand through great visuals and are a zero cost 
option.

Use your own images
Stay away from stock images if you can, using your own images 
keeps it real and personal. You can edit images within Phorest or 
use a tool like Canva and import them in.

Follow Up
As the big day approaches, this is the perfect time to follow up 
clients who may have forgotten. Schedule a campaign to go out 
the evening before the event to catch the last minute rush.

Check the results
Once the campaign has completed, don't forget to go back and 
view the results. Open rates, direct and indirect purchases are all 
tracked in the marketing suite. Your campaign history will help you 
build better marketing campaigns in the future.

Click here for the marketing help sheets

https://support.phorest.com/hc/en-us/sections/360004847860-SMS-Email-Marketing


Create an Ad

Meta Ad Manager
Utilise the power of social media by creating Facebook and 
Instagram Ad’s 

Use your existing client database to target:
● New clients (lookalike audience) with your EOFY offers

Click here  for our 

Ads Manager help 

sheet

https://support.phorest.com/hc/en-us/sections/9572198750354-Ads-Manager
https://support.phorest.com/hc/en-us/sections/9572198750354-Ads-Manager
https://support.phorest.com/hc/en-us/sections/9572198750354-Ads-Manager


Example Ads
 



Example Ads
 



Walkthrough example of creating an Ad

http://www.youtube.com/watch?v=K8bgDe3WeiA


Part Two:

1. Report on future bookings
2. Goal check in - keep the team motivated
3. Educate your clients - keep the momentum going! 



Reporting on Add On Bookings
Future Appointments:
Run the Future appointments report looking at this month, filter by the Service Category. This will show you how many bookings your offer has generated



Team Motivation
Future Appointments:
Run the Future appointments report looking at this month, filter by the Service Category. Scroll down to Appointments by staff member.This will show you 
how many bookings your offer has generated, broken down per team member



Follow up campaign:

● On the 1st July create a campaign that targets clients who 

purchased the 50% EOFY offer.

EOFY add ons - online booking

● Remove your EOFY Add ons from your Online Booking

● Re link any full priced Add ons again

View Results

● Use the Service Trends report and filter by service category to 

see how your EOFY offer performed

Part Three: 



Post event email / sms
Use your ʻ service category’ filters to find your clients that took 
part of your EOFY offer.

Sell the benefits of the service they received, don't forget to 
include products or other services that compliment the 
treatment they received.



Checklist 

❏ Define your strategy 
❏ Educate the team
❏ Create a special EOFY Category
❏ Create a special EOFY Add Ons - unlink any current K18 or LED add ons
❏ Marketing your EOFY Offer via SMS; Email and Meta Ad
❏ Report on future bookings
❏ Goal checkin - keep the team motivated
❏ Educate your clients - keep the momentum going! 
❏ Create a follow up campaign for clients who purchased the offer
❏ Remove the EOFY add ons from your Online Booking
❏ Rellink any full priced K18 Treatments or LED add ons
❏ Keep the conversation going with your clients after the event



Special Offers & Gift Voucher 
promotion

If you’re looking for how to do a Special Offer or a Gift Voucher promotion - click 
here for the link to our previous session in Feb “Share the Love”

https://www.phorest.com/au/grow/february/


Missing Features?
Click here

Phorest Grow Homepage
Click Here

https://phorestsalonsoftware.typeform.com/to/N9mHsKFs
https://www.phorest.com/au/grow/

