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The way clients discover, choose, and stay 
loyal to the salons, spas, and clinics of their 
choice is rapidly changing. Nowadays, it’s 
easy to find a local business offering high-
quality hair and beauty treatments. But that’s 
no longer enough. Clients want more. 

In the age of AI, social media, and information 
overload, clients are seeking out connection, 
consistency, personalisation, and a sense 
of belonging more than ever before. They 
want to find the right businesses with which 
to spend their time and money. The bar, for 
salons, clinics, and spas is higher than ever. 

Online Reputation in the Era of Google Reviews

The Future Is Here: 
Are You Ready?

94%
of consumers say it’s 

important for businesses 
to have a strong purpose 

44%
of marketing leaders 
said that offering a 

personalised experience 
significantly boosted their 

company’s sales

65%
of marketers reported that 
addressing social issues 
in marketing campaigns 
in 2024 was effective for 

their brand

Introduction
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Introduction

But don’t let this information overwhelm 
or discourage you. Equipped with this 
knowledge, you can ensure your business 
stays ahead and attracts all the right clients 
for all the right reasons. It’s not about adding 
more work to your plate; we know you’re too 
busy for that. It’s about choosing the right 
marketing channels that work for you. 

This ebook is your guide to staying ahead.  
In it, we’ll explore:

From fresh takes on the partnerships 
you utilise to smarter ways of using your 
client data, this is your guide for building 
a marketing strategy that works for your 
business, generates revenue, and encourages 
happy clients to keep coming back.

The key trends shaping the future of 
salon, clinic, and spa marketing

Strategies and tools that you can 
implement today

Real-world examples from marketing-
savvy salon, spa, and clinic owners 
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Chapter 1
The Trends 
Reshaping Salon, 
Clinic & Spa 
Marketing
The days of sending generic marketing 
blasts are over. With the ever-increasing 
abilities of technology, consumers 
don’t just like marketing material to be 
personalised; they expect it. They want to 
be reached on channels they actually use, 
with material that’s genuinely valuable 
to them. They’re also more conscious 
than ever about brand values and who 
they spend their time and money with.

Your clients aren’t just looking for a 
haircut, new nails, or a facial- they’re 
looking for connection, community, and 
values they resonate with. In this chapter, 
we’ll explore the shifts transforming how 
businesses in the hair and beauty industry 
attract, engage, and retain clients, 
and how your business can adapt.
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Chapter 1

AI & Personalisation

In the past year, access to advanced AI 
tools has exploded, completely transforming 
the marketing landscape. Unlike traditional 
search engines, AI-powered searches and 
chatbots give consumers access to instant, 
hyper-personalised advice and suggestions. 

Download our free ebook, Using AI 
to Simplify the Running of Your Salon, 
here.

71%
of of businesses 

report using AI in at 
least one function

42%
of of businesses use 
AI to support their 
marketing efforts

Did you know: 

While mass marketing may reach many 
people, it will resonate with very few. 
Personalisation is vital if your business 
wants to stay top of mind for your clients. 
Luckily, modern AI and salon software 
technology work both ways, and can 
help you create this personal touch 
that your clients are searching for. 

Whether it’s automating birthday treat emails 
& SMS, sending appointment reminders 
at just the right time, or segmenting your 
social media ads, prioritising personalisation 
keeps you ahead of the competition. 

Want more information on how you can 
use AI in your hair or beauty business?

https://www.phorest.com/resources/salon-ai-guidebook/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
https://www.mckinsey.com/capabilities/quantumblack/our-insights/the-state-of-ai
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“Exposure is at an all-time high, but trust is, 
for customers, at an all-time low. So it takes 
the average customer five to seven touch 
points between themselves and a brand 
before buying from them for the first time. 
Kati Whitledge, Marketing Expert, Mya

Clients want to easy access to their hair, 
beauty, and aesthetic providers of choice. 
Intentional omnichannel marketing can help 
you give them this. 

Omnichannel 
Marketing 

Today’s consumers move seamlessly between 
your social media, email, website, and in-
salon experience—and they expect your 
brand to do the same. Staying relevant means 
showing up consistently and professionally 
across every touchpoint.

When creating a marketing strategy, don’t 
just focus on one channel; connect all of 
them. While posting unique content across 
different channels is important, keep your 
branding, tone of voice, and overall client 
experience cohesive. 

For a beauty salon, this could involve 
promoting a special offer on Instagram that 
links seamlessly to your online booking system, 
and understanding exactly what your clients 
want (and have booked) when they visit the 
salon. For an aesthetic clinic, it could mean 
designing your online branding to be minimal, 
clinical, and chic, which extends to glossy, 
clean interiors and sophisticated uniforms in 
your physical space.

Chapter 1

Pssst: Want to hear more from 
Kati? Read our recap of her 
keynote at the 2025 Salon 
Owners Summit here

https://www.phorest.com/blog/kati-whitledge-salon-owners-summit/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
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Authenticity & 
Genuine Brand 
Values
What does your brand stand for? In a 2024 
survey by Wisernotify showed:

While your core values should be authentic 
and come naturally to your brand, examples 
include:

	 Environmental Care & Sustainability
	
	 Diversity & Inclusion
	
	 Giving Back to Local Communities

In the era of overconsumption and climate 
change, businesses are expected to use 
their power for good. It’s no longer enough to 
claim certain values in your social media bios 
or virtue signal for causes that seem trendy 
or viral; consumers want to see their brands 
weaving their values into their stories, actions, 
content, and long-term plans. It needs to be 
real. 

6

Chapter 1

81%
of respondents said that 

they would need to trust a 
brand to buy from it. 
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Loyalty Over Leads

Salon marketplaces are dead. Especially in 
an economy where rising costs and inflation 
are major worries for the professional hair 
and beauty industry, having a solid retention 
strategy is important. While attracting new 
clients is important, turning them into regulars 
is where true growth lies, especially when 
attracting is 5 times more expensive than 
retaining them. 

Retaining existing clients isn’t just more cost-
effective, it’s often easier, too. They already 
know and trust your brand, they’re more open 
to trying new treatments, visiting more often, 
or spending more per visit. And best of all? 
You can automate much of it.

Benefit-Focused Referral Programmes

A Digital Loyalty Programme

Private Client Groups on Social Media

Lead-Nurturing tools

Automated, personalised 
appointment follow-ups

Automated, personalised 
appointment booking reminders

These simple marketing strategies play a 
powerful role in making clients feel part of 
something bigger- a connected community 
they’re glad to stay loyal to.

Chapter 1

https://blog.hubspot.com/service/customer-acquisition-vs-retention
https://www.phorest.com/features/referrals/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
https://www.phorest.com/features/salon-loyalty-program-software/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
https://www.phorest.com/blog/track-and-convert-with-integrated-lead-management/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
https://www.phorest.com/blog/salon-marketplaces-salon-directories/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
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Strategic Partnerships 
& Collaborations
The best brands understand that great 
marketing is collaborative. The most 
successful hair and beauty businesses build 
strategic partnerships that help them reach 
wider audiences and grow their brand 
reputation authentically. These partnerships 
include their product brands, influencers, 
other local businesses, or even their salon 
software provider. 

As well as reducing your workload, 
collaborating with partners on things like co-
hosted events, special offers, treatments, or 
solutions like On Behalf Marketing can help 
you multiply your reach without having to 
significantly increase your workload. 

Plus, by choosing the right partnerships, 
you can make clear your business’ values, 
expertise, and care to clients. 

Tapping Into an Ever-
Changing Marketing 
Landscape
Now that you know what’s important 
to consumers when it comes to modern 
marketing, let’s explore the logistics of 
building a marketing strategy to future-proof 
your business.

Chapter 1

https://phorestpartnersnetwork.com/obm-for-salons/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
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Chapter 2
How to Build 
a Successful 
Marketing 
Strategy

Great marketing isn’t about constantly 
churning out content. While it’s always 
beneficial to have seasonal or promotional 
content planned to help you achieve your 
business goals, marketing these days 
needs to go beyond promotions and focus 
on “always-on” brand-building, too. 

Great businesses build their marketing 
strategy around more than just content. 
They check their foundations and 
build smarter systems to ensure their 
marketing doesn’t just land, it converts.
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Keeping Your Client 
Database Strong
Salons, clinics, and spas have mountains 
of client data. That’s a huge advantage 
versus traditional retail stores or hospitality 
businesses. Are you using it to the best of your 
ability?

As mentioned in the previous chapter, 
personalisation and relevancy are the most 
effective ways to market. Use your client 
data to achieve this. Send service-specific 
information to clients who’ve availed of a 
particular service before. Automate birthday 
messages that invite clients into the salon, 
clinic, or spa to treat themselves. Personally 
invite lapsed clients who haven’t visited within 
their usual timeframe. 

When clients visit your business, keep their 
details and preferences updated, and always 
ask for consent to market to them. A healthy, 
permission-based database means better 
engagement, higher conversions, happier 
clients, and fewer unsubscribes. 

Pssst: Phorest’s client management 
features help you keep your database 
clean and keep track of all the 
important information you need 
to provide an outstanding client 
experience.

Better Marketing, Together Chapter 2

https://www.phorest.com/features/salon-crm-software/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
https://www.phorest.com/features/salon-crm-software/


Better	Marketing,	Together

12

Chapter 2

quiz

Is your business 
managing your client 
database properly?

Yes No

We collect SMS and 
email opt-ins from 

every new client during 
booking/check-in.

We regularly clean 
our database (remove 

duplicates/inactive 
contacts).

Yes No

Yes No Yes No

Clients can easily 
manage their marketing 
preferences (opt-in/opt-

out).

We check that our 
clients’ data is up-to-
date every time they 

visit.

Yes No

We never message 
clients without consent 
— quality data is our 

priority.

Yes No

We track the 
performance of each 

campaign (open 
rates, conversions, 

unsubscribes).

Yes No Yes No

We segment our 
database based on client 
behaviour & preferences

We have a clear plan 
to grow our database 

month by month.

0–2 POINTS
Needs Attention: Your 
database might be holding 
you back. Without accurate, 
consented, and segmented 
client data, it’s hard to deliver 
effective marketing or provide 
a seamless client experience. 
Start by collecting opt-ins 
at every touchpoint and 
regularly updating client 
records.

3–5 POINTS
Getting There: You’re on 
the right track! You’re doing 
a good job, but there are 
opportunities to improve. Why 
not focus on segmentation 
and cleaning your database 
regularly to ensure higher-
performing campaigns?

6–8 POINTS
CRM Powerhouse: Amazing 
work! You’re managing your 
client database like a pro, 
which gives your business a 
major advantage. Keep up 
the good work! 

Final Score: /8
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Pay Attention to Your 
Online Reputation  
& Reviews

Today’s clients don’t take referrals or word-
of-mouth at face value. They research online. 
They check your star rating on Google. They 
scroll through social media comments. They 
want peace of mind before they spend. 
Taking control of your online reputation is vital 
if you wish to succeed. 

And while great reviews are good for 
attracting and retaining clients, they’re also 
good for your online visibility and SEO. Google 
favours highly-rated businesses in local 
search. That means more five-star reviews 
= more chances to be shown as the salon, 
clinic, or spa of choice for people who are 
searching. 

How to Get More 
Online Reviews
Nurturing your online reputation doesn’t have 
to be hard. With Phorest’s Online Reputation 
Manager, you can automatically gather 
feedback after every appointment. Set aside 
time each day to check and respond to new 
reviews, and seamlessly publish the best 
ones to your social media and Google, all 
from within your Phorest system. Your happy 
clients will be prompted to share their glowing 
reviews online with a simple copy-and-paste 
prompt. Meanwhile, any less-than-stellar 
reviews can be managed privately, so you 
stay in control of your brand’s image.

When gathering online reviews, the goal 
isn’t perfection- it’s consistency and 
responsiveness. The way you handle your 
online presence directly reflects the care you 
put into each and every client experience. 

81%
of people check 

reviews online before 
visiting a business

Chapter 2

https://www.phorest.com/features/salon-reputation-management/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
https://www.phorest.com/features/salon-reputation-management/
https://www.phorest.com/features/salon-reputation-management/
https://www.phorest.com/features/salon-reputation-management/
https://www.phorest.com/features/salon-reputation-management/
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Making Data-Driven 
Decisions
Great marketing isn’t about guessing 
what works. It’s about knowing. The best 
salons, clinics, and spas use their marketing 
data wisely–not just to look back on past 
campaigns, but to plan for future success. 

By tracking and analysing the right marketing 
metrics, you can make better decisions 
about where to invest your time, money, and 
resources for more creative and impactful 
marketing.

Here’s the data you should be tracking: 

Booking & engagement rates from 
email, SMS & social media marketing 
campaigns  

Client retention rates 

Top-performing services and retail 
items 

Client lifetime value 

Online Review Volume & Star-Rating

PS: All this data and more can be tracked 
from the Reporting & Marketing Suite in your 
Phorest system

By regularly reviewing your marketing data, 
you can identify what works with your clients, 
spot gaps in your strategy before they turn 
into problems, and carve out an achievable, 
transparent growth path for your business.

Chapter 2

https://www.phorest.com/features/salon-accounting-software/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
https://www.phorest.com/features/salon-marketing-software/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
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“

Real Results:  
Beauty Secrets
By using Phorest’s reporting and marketing 
features to track data and focus on what was 
working for them, Beauty Secrets, a salon 
based in the UK, generated a massive 1647% 
ROI. 

Phorest lets us see what works and what 
doesn’t work. So we do more of what works, 
and less of what doesn’t, and therefore the 
business increases. 
Karen Thompson, Owner of Beauty Secrets, UK

Want to learn more?  
Hear their full story here.

Chapter 2

https://www.phorest.com/case-study/beauty-secrets-rebooking-reminders/?utm_medium=Ebook&utm_source=Direct Traffic&channel_source=Direct Traffic
Emily Treacy
@avril.kealy@phorest.com Hi Avril, Maebh was saying this link was broken. It seemed to be working okay for me but I've replaced it anyways. Lmk if it's working for you now

Avril Kealy
Working fine for me Ems, thank you!
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Creating a  
Consistent Brand

A basic yet often overlooked marketing 
strategy is maintaining a consistent brand 
across all channels. A consistent brand 
means showing up the same way wherever 
consumers see you. It means having the 
same personality, look, tone of voice, and 
values wherever and whenever someone is 
interacting with your business, whether that’s 
online or in person. 

Unsure what or who your brand is? Get your 
team involved and start to define your brand’s 
personality, tone of voice, visuals, and values. 
Then, make sure you reflect this online, in-
house, and through your team members. 

Want to learn more about 
branding? Read our recap 
of Sophia Hilton’s keynote 
on branding at the Phorest 
Salon Owners Summit here.

Chapter 2

When your business has a strong, 
recognizable brand, it builds trust with 
clients. It helps them feel part of something 
they understand, and creates a seamless 
experience. That experience makes them 
feel confident, cared for, and comfortable; 
everything you need to encourage them back 
in, again and again. 

https://www.phorest.com/blog/sophia-hilton-branding-marketing-mot/?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
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Chapter 3
Using 
Partnerships to 
Elevate Marketing 
Growth
Great partnerships can boost your reach, 
improve your reputation, and increase your 
bottom line- often with minimal time, effort, 
and money required. 

Whether it’s teaming up with niche influencers, 
working more closely with your affiliated 
product brands, or pairing with a local 
business, smart partnerships unlock growth 
that traditional, solo marketing simply cannot 
match.
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Chapter 3

Why Partnerships 
Work So Well in 
Modern Marketing

Today’s consumers expect brands to stand 
for something: to be purposeful, value-driven, 
and dynamic. Partnering with the right names 
shows your clients you’re in touch, relevant, 
and part of something bigger.

Good partnerships give both parties access 
to new audiences, social proof from trusted 
voices, and fresh marketing momentum, all 
while community-building and encouraging 
more clients to visit both businesses. 

Over the next few pages, we’ll detail the top 
partnership opportunities for salons, clinics, 
and spas, as well as tips on how to reach 
out and create these opportunities for your 
business.
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One of the simplest partnership opportunities 
is right on your doorstep: other local 
businesses! This could look like:

A local gym offering a post-workout 
blow-dry or hair treatment deal

A café that offers discounts to your 
clients

A boutique offering your clients 
exclusive shopping nights

A local charity with shared fundraising 
or awareness campaigns

Why It Works:
These types of collaborations show your 
business is genuinely interested in fostering 
community while also introducing your salon, 
clinic, or spa to entirely new audiences. These 
partnerships also usually cost nothing, as 
they’re equally beneficial to both businesses. 

How to Reach Out:
Organising these partnerships is usually quite 
casual and simple; either walk in or send 
a friendly DM sharing ideas for a mutual 
promo or specific collaboration concept. 
And remember to lead with value. Explain the 
benefits of the partnership for them, not just 
you, to gain buy-in.

Collaborations with Local 
Businesses and Charities1

Chapter 3
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Influencer collabs are one of the most utilised 
and popular partnership options, because 
they work! However, you don’t have to spend 
huge amounts of money collaborating with 
massive influencers- oftentimes, micro-
influencers who align with your values 
can bring more engagement and trust. 
Authenticity > Audience size. Influencer 
collaborations could include: 

	
Content swaps (they share their 
experience of your business, which 
you share on your socials in return)

Paid advertisements 

“Takeovers” on your social media 
stories or lives

Exclusive packages or giveaways

First access to new services or 
seasonal promotions

Why It Works:
Micro-influencers often have highly engaged 
audiences that trust them. Their audience 
trusts their recommendations, driving more 
clients to your business. As well as that, 
partnering with relevant influencers builds 
your brand reputation, strengthens your 
business’s position as trusted in the industry, 
and can generate content that you can 
repurpose. 

How to Reach Out:
Research is key when organising influencer 
partnerships. Search locally for relevant 
influencers with 1k-10k engaged followers, 
who align with your brand values. Send a 
personalised message to them (or their agent) 
that shows you understand their content, and 
offer a genuine perk or payment in return for 
a collaboration. While this is more costly than 
partnering with a local business, the monetary 
pay-off is usually better. 

Influencer  
Collaborations2

Chapter 3
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Are you making the most of your existing 
partnerships with the product brands that 
you use in your salon, clinic, or spa? Don’t miss 
out on powerful partnership opportunities 
just because you don’t ask! Beauty, hair, skin, 
and tech brands often have large marketing 
budgets for:

	
Co-branded campaigns

Product bundles

Digital marketing assets

Training opportunities. 

Bespoke reporting

Why It Works:
Getting access to exclusives from the world’s 
largest hair and beauty brands can super-
charge your brand. As well as boosting reach 
and enhancing your brand image, being 
associated with larger brands can draw at-
tention and encourage more high-spending 
clients through your doors. 

How to Reach Out:
Just ask! Whether in-person, through email, 
or over the phone, don’t be afraid to ask the 
brands you partner with what more they can 
offer you. Being proactive and treating the 
brand like a growth partner, not just a supplier, 
could be the difference between a standard 
transaction and an incredible partnership. 

Product Brand 
Partnerships3

Chapter 3
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Chapter 4
Using Phorest’s 
On Behalf 
Marketing 
Solution to Stay 
Ahead
If staying on top of marketing trends feels 
overwhelming, you’re not alone. But it’s not 
that you lack creativity or ambition. You just 
lack time. That’s where Phorest’s On Behalf 
Marketing (OBM)* Solution comes in. 

OBM was created to take the pressure off 
busy salon, clinic, and spa owners, giving 
you professional, done-for-you, co-branded 
campaign material that brings your marketing 
to the next level. For free. 

OBM brings all the best facets of modern 
marketing together, weaving powerful 
partnerships into strategic and creative 
campaigns that reflect your brand positively 
and professionally to your clientele. And with 
all campaigns managed and sent to your 
clients on your behalf, you can view it as your 
very own marketing department —working in 
the background to elevate your brand and 
keep your calendar full, while you focus on 
your team and clients. 
*On Behalf Marketing (OBM) may not be available to all Phorest 
salons. Availability is subject to brand partnerships and eligibility 
criteria.

https://phorestpartnersnetwork.com/?utm_source=ebook&utm_medium=partnershipsebook&utm_id=inbound2025
https://phorestpartnersnetwork.com/?utm_source=ebook&utm_medium=partnershipsebook&utm_id=inbound2025
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Chapter 4

“
OBM is Phorest’s free, done-for-you marketing 
service, offered exclusively to salons, clinics, 
and spas that use the product brands 
we’re partnered with. It combines industry-
leading strategy with beautiful design, 
expert copywriting, and in-depth marketing 
knowledge to create campaigns that convert 
for your salons and land with your clients. 

We’ve seen some incredible results from 
our OBM solution. And the proof is in the 
data! Phorest salons that have taken part 
have experienced, on average, 40% more 
appointments and 46% more revenue from 
campaigns. They’re some incredible results, 
for very little effort on the salon’s part. 

Damien Russell, Global Head of Partnerships, 
Phorest Salon Software

The Basics:  
What is OBM?

OBM campaigns are created by the Phorest 
team in conjunction with the world’s leading 
hair and beauty brands, and sent directly to 
your clients. Campaigns are personalised to 
your salon, clinic, or spa’s brand and business 
goals, and are designed to drive bookings, 
build loyalty, and increase revenue for your 
business.

*On Behalf Marketing (OBM) may not be available to all Phorest 
salons. Availability is subject to brand partnerships and eligibility 
criteria.
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”

Solving an Age-Old 
Marketing Problem
OBM was created by Phorest to solve a 
problem that we heard about repeatedly from 
our clients:

I don’t have the time 
or resources to create 
marketing campaigns for my 
business… it always falls to 
the bottom of the to-do list.

We wanted to solve that, which is why we 
created a solution that combines:

Strategic campaign planning aligned 
the salon industry’s usual calendar

Marketing content that’s written and 
designed to drive action

Input & exclusive content from 
product brands to drive more 
beneficial partnerships 

Professional visuals and brand-
personalised messaging

Targeted audience segmentation to 
ensure messages land with impact

Performance tracking and insights to 
show what’s working 

Chapter 4

*On Behalf Marketing (OBM) may not be available to all Phorest 
salons. Availability is subject to brand partnerships and eligibility 
criteria.
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Chapter 5
Real Results: 
How OBM Helped 
Salon Cora Boost 
Bookings, Loyalty 
& Retail Sales
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“

Based in Crystal Lake, Illinois, Salon Cora is a 
premium salon known for exceptional service 
and strong client relationships. Like many busy 
salons, the team wanted to run consistent, 
high-impact marketing campaigns, but 
struggled to find the time.

That’s where Phorest’s OBM came in. 

Anything that saves me time is worth it… 
It’s attractive to clients to see marketing 
from us associated with big brands like 
[brand name*]… they want to know more, 
but I don’t have to do the work to give that 
to them.
Denise, Owner, Salon Cora

*Brand not named due to confidentiality

Chapter 5

The Results
Salon Cora opted in to receive 2 OBM 
campaigns from Phorest, in collaboration with 
their product brand of choice. The results?

“We had clients coming in asking about our 
[brand name] glossing services because 
they saw them in the emails,” she explains. 
“I’d overhear stylists talking to clients 
about the emails. It made conversations on 
upselling easier, because the marketing was 
already doing the heavy lifting for us.

For Denise and Salon Cora, leaning into OBM 
has helped drive more revenue while building 
stronger client relationships, deepening their 
relationships with Phorest and their product 
brands, and empowering their team to upsell 
with ease.

Want to learn more?  
Read Denise’s story here.

23%
more colour bookings

extra revenue 

$17,600

higher email open rates 

15%

https://phorestpartnersnetwork.com/case-study/salon-cora-uses-obm-to-increase-bookings-boost-client-loyalty-sell-more-retail/?utm_source=ebook&utm_medium=marketingebook&utm_id=inbound2025
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Why Other Salons 
Love OBM

“[OBM] was great to have somebody taking 
the pressure off doing ads/campaigns 
so I can deal with client-based things
Emma-Lousie, Absolute Face & Body, UK

“I didn’t have to think about it, it was simple 
to take part and was setup instantly.
Kim, Aviary Beauty, Ireland

Interested in seeing what OBM could do 
for your salon? Opt-in via this form or 
learn more by visiting our website.

Want to Get Involved or Learn More?

“OBM worked great, bringing services 
clients didn’t know they could get 
done, as well as explaining what 
the services were. It also brought 
additional revenue into the salon.
Kristal, Savanna Salon USA

“[OBM] was very easy for me. Being 
a working business owner, it’s hard 
to do marketing as well… We found 
we had a great deal of interest from 
the email, which was great.
 Jenny, Noosa Body & Skin Care

Chapter 5

https://phorestsalonsoftware.typeform.com/to/Rs9TZ8o9?utm_source=websiteutm_medium=partnershipsmarketingebook
https://phorestpartnersnetwork.com/obm-for-salons/?utm_source=ebook&utm_medium=marketingebook&utm_id=inbound2025
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Conclusion

Making Modern 
Marketing Work 
For You
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Conclusion

Marketing a business in today’s fast-paced, 
digital landscape can feel like a full-time 
job, but it doesn’t have to be. We hope this 
ebook helped you learn more about the 
core foundations that every hair and beauty 
business needs to thrive, from building strong 
foundations and cultivating a great brand to 
making data-driven decisions and forming 
mutually beneficial partnerships. 

Whether you decide to overhaul your 
marketing strategy completely to bring it to 
modern standards or simply want to try out 
some new tools, like On Behalf Marketing or 
local partnerships, Phorest is here to help you 
every step of the way. 

Together, We Grow. 

Not a Phorest client, but 
interested in learning more? 

Book a personalised demo here.

Making Modern 
Marketing Work  
For You

https://www.phorest.com/custom-demo/?request_type=Demo%20request?utm_medium=Ebook&utm_source=Direct Traffic&utm_campaign=OBM&channel_source=Ebooks
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About Phorest

Phorest was born on the salon floor and bred 
to help businesses like yours thrive. Now, over 
11,000 hair and beauty businesses worldwide 
trust Phorest at the heart of their operations 
every day. 

Our team of industry veterans take the time 
to understand the problems you face day 
to day and build solutions that will make a 
difference. From booking to checkout, Phorest 
works behind the scenes to make your guests' 
experience seamless while keeping your 
brand front and centre.

#TogetherWeGrow

Phorest Salon 
Software 
In Your Salon,  
We’re at the Heart  
of It.

Born on the  

	

Salo
n flo

or... ...bred to help you thrive!

I      Phorest






