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T hrough this unit you will learn the importance 
of promotions and displays of hair and beauty 
products, tools and equipment within a salon.
You will be able to state the legislation that 

covers the selling of each and how to market it. You will 
design a poster to promote sales of these to clients and 
identify what the terms, features and benefits mean.

Level

1
3

Credits

30
Guided Learning Hours (GLH)

Overview
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What you must know & do
How to achieve this unit
On completion of this unit you will:

Learning outcome 1

Know how to promote hair and beauty products

a. Identify the need for a promotion of hair and beauty products

b. Research different types of promotional activities that may be used by a salon to 
promote hair and beauty products

c. Identify products that may be used in a hair and beauty promotion

d. State the features and benefits of products

e. State what a USP is and its importance in a promotion

f. Identify the legislation affecting selling and promotion

Learning outcome 2

Be able to promote hair and beauty products

a. Design a promotional poster for a hair or beauty product



4   |    

What you must learn
This section provides you with guidance on the recommended knowledge and skills required 
to achieve this unit.

Learning outcome 1

Know how to promote hair and beauty products

Identify the need 
for a promotion 
of hair and beauty 
products

What is a promotional activity: Promotion is a form of communication that 
uses various methods to reach a targeted audience with a certain message 
to make sales.

Why would a salon need one: Promotion raises customer awareness of a 
product. It sells more and makes money for the business, it creates loyalty to 
the business and clients like to use the products used on them in the salon.

Types of promotion: Posters, flyers, windows and shop displays. 

Who are promotions aimed at: Age group, gender, skin or hair type, 
specific problems, such as acne or dandruff. 

Ideal location for promotion/displays: Reception, window and other areas 
where clients can see the display.

Ways to attract the customer: Buy one get one free, discount prices, free 
gift with purchase or with treatment/service.

Research 
different types 
of promotional 
activities that 
may be used by a 
salon to promote 
hair and beauty 
products

Types of promotional activities: Product displays in store, window 
displays, demonstrations.

Advertising types: Local and national newspapers, leaflets, magazines, 
posters, mailshots, emails, free products samples, new product launches, 
special event evenings, celebrity endorsements, discount websites such as 
Wowcher or Groupon, TV adverts, radio.

Social media campaign: Facebook, Twitter, Instagram, Google 
plus, Snapchat.
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What you must learn
Identify products 
that may be used 
in a hair and 
beauty promotion

Examples of potential promotional products/tools in hairdressing: Hair 
dryers, tongs, straighteners, range of brushes and combs, hair products 
(shampoos, conditioner, conditioning treatments), styling products (serums, 
mousses, wax, oils), finishing products (hair spray, gels, shine spray), 
colouring products, hair accessories, retail sets, Christmas gift sets and 
gift vouchers. 

Examples of potential promotional products/tools in beauty: Skin care 
(cleansers, toners, moisturisers, serums, night creams, day creams, face 
masks), gift sets, promotional packs, make-up (foundation, powders, blushers, 
highlighters, lipstick, lip balms, pencils, eye shadows, mascaras, eye 
liners), make-up brushes, nail files, buffers base and top coats, nail varnish 
and vouchers.

State the features 
and benefits of 
products

The benefits of a product - what it will do for the client, for example: 
Shiny hair, deep conditioning, manageable hair, smoother skin, thicker looking 
lashes, stronger nails, reduce excess hair growth, reduce skin spots. 

The features of a product – what it looks like, the key ingredients or 
special offers, for example: Plastic container is unbreakable and ideal for 
travelling, contains a humectant to attract moisture, buy one get one free, the 
packaging is recyclable.

State what a 
USP is and its 
importance in a 
promotion

The Unique Selling Point (USP): A USP is something that makes products 
more desirable to clients and customers e.g. contains Argon oil for added 
moisture and shine.  

It may be a new ingredient that claims to enhance, improve, ease a skin, hair, 
scalp or body concern, which can encourage clients to come into the salon 
and buy the product and hopefully become a regular client for treatments 
and services.
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What you must learn
Identify the 
legislation 
affecting selling 
and promotion

Legislation: Laws that cover the selling of products.

Control of substances hazardous to health legislation: Deals with the 
use, handling, storage and disposal of chemicals (hair and beauty products 
are chemicals).

Trade descriptions legislation: Makes it an offence for a trader to make 
false or misleading statements about goods or services. Consumer protection 
legislation: Protects the public by not allowing the manufacture and supply of 
unsafe goods.

Cosmetic products (safety) regulations: States that labelling, marketing 
and description of cosmetic products should be available on all products.

Sale and supply of goods legislation: States that all products have to 
be of ‘satisfactory quality’. This means that they have to be safe, last for a 
reasonable amount of time, be fit for their intended purpose and have nothing 
wrong with them (unless the defect was noted at the time of sale).
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What you must learn
Learning outcome 2

Be able to promote hair and beauty products

Design a 
promotional 
poster for a hair 
or beauty product

Draw up a list of requirements for your poster:   

Product name

Pictures and theme

Benefits and features of the product

Price including discount or special offer

How to get it

Contact or purchase details   

Theme of displays:  

Seasonal

New product launch 

Rebranding

Linking to bigger events e.g. World cup, Olympics, Common Wealth games, 
royal events

Linking to other events e.g. weddings, proms

Factors to take into account for poster design: Time involved in 
preparation, time taken to create a poster, accessories required, cost of 
products/stock to sell for the promotion, printing costs of poster or flyers. 

How the poster could be used as a promotional tool: Window display, 
taken to event, put up on wall, put in reception, handed out as a flier, copied 
onto social media.
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Communication Attention to detailWork skills

To achieve a Pass:
You must achieve all criteria in the What you must know & do sections of this unit

To achieve a Merit:
You must achieve all criteria in the What you must know & do sections of this unit
AND achieve 2 of the 3 additional performance standards. 

To achieve a Distinction:
You must achieve all criteria in the What you must know & do sections of this unit
AND achieve all 3 additional performance standards.

Additional Performance Standards:

Achieving your grade

Achieved      Not achieved      Achieved      Not achieved      Achieved      Not achieved      
Possible examples:

You used a systematic 
approach to researching 
promotional options, e.g. 
posters, window displays and 
social media. 

You effectively organised 
your time and work load to 
hit deadlines.

You kept a working mood 
board of the ideas for 
the theme.

You developed a good 
understanding of a wide 
range of products used for 
the promotional activity and 
are able to provide a clear 
definition of each. 

You showed an 
excellent level of subject 
knowledge to produce the 
promotional poster.

Possible examples:

You communicated clearly 
and confidently using verbal 
communication skills.

You ensured all 
communication was conducted 
in a polite, friendly and 
respectful manner throughout. 

You took part in a 
professional conversation  
and used technical 
language appropriately. 

You listened carefully and 
followed any instructions 
accurately, making 
notes and questioning to 
ensure understanding. 

You used a wide variety of 
positive, open body language.

Possible examples:

You have taken great care to 
produce a neat, well presented 
poster, without any spelling or 
grammatical errors, showing 
attention to detail.  

Your poster clearly identified 
the products USP and you 
were able to identify the 
products features and benefits.  

You provided evidence of 
research from at least three 
different resources e.g. 
books, trade magazines, 
websites, newspapers.

You presented well organised 
evidence clearly and creatively 
that was eye-catching to 
the clients.
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Know how to promote hair and beauty 
products

Learning outcome 1
Portfolio reference

Achieved all    
a. Identify the need for a promotion of hair and 

beauty products

b. Research different types of promotional activities that may 
be used by a salon to promote hair and beauty products

c. Identify products that may be used in a hair and 
beauty promotion

d. State the features and benefits of products

e. State what a USP is and its importance in a promotion

f. Identify the legislation affecting selling and promotion

Be able to promote hair and beauty 
products

Learning outcome 2
Portfolio reference

Achieved all     

a. Design a promotional poster for a hair or beauty product

Unit Sign off
Unit grade achieved (tick box)

Pass   Merit   Distinction   

Date

Assessor initials

Learner signature

IQA signature (if sampled)

What you must know & do
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Notes and Diagrams


