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T hrough this unit you will learn how to promote 
and sell products and services to clients. You 
will have an understanding of the legislation 
related with selling products to clients and be 

able to recognise the most ideal selling opportunities. 
You will be able to identify further services or treatments 
that will complement the client’s circumstances or the 
treatment they have just received. You will be able 
to explain the features and benefits of the service or 
treatment that you are recommending.

Level

2
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 and sell products and services to 
clients
a. Research products and services to promote and sell to clients and customers

b. Identify the legislation associated with selling products, services or treatments

c. Identify ways in which promotion and sales of products, services or treatments 
should be carried out

Learning outcome 2
Be able to promote and sell products and services to 
clients

a. Present an information leaflet on a product, service or treatment to your client

b. Communicate and behave in a professional manner

c. Promote and sell a product, service or treatment to your client 
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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 and sell products and services to clients

Research 
products and 
services to 
promote and sell 
to clients and 
customers

Your research should include the process behind the products and 
services used, such as: 

Benefits and features of each.

Unique selling point for each product or service.

Prices and sizes of products.

Prices for courses of treatments and any discounts or promotion attached to 
booking a course of treatments e.g. buy six get one free.

Research to include the target audience, for skin or hair types, age, price etc.

Most appropriate treatment for the client’s needs and personal preferences.

Types of visual aids for selling: e.g. shade charts, hairstyle books, 
collection of styles, the colour wheel, pamphlets, pop-ups, training manuals, 
product brochures, before and after photos, commercial step-by-step leaflets.

The features and benefits of products and services:

It is important to understand the features and benefits of products and 
services/treatments to ensure you are able to give a client all the information 
they need to make a purchase.

Features: Added attraction for the client - e.g. plastic bottle means the 
product container is unbreakable and makes an ideal travel/holiday purchase, 
or it is recyclable.

Benefits: What it will do for the client - e.g. anti-frizz serum smoothes down 
the cuticle giving a sleek appearance, adding shine or a cream cleanser will 
rehydrate and nourish a dry skin as it dissolves make-up and removes dead 
skin cells.

The unique selling point (USP):  For each product or service - e.g. the 
specific ingredient unique to this product and what it can do for the skin or 
hair, only available to purchase within a professional salon setting, not readily 
available in the high street.  

The price and size of products: Larger sizes are more economical, easily 
dispensed for minimum wastage, cost per treatment, expected shelf-life and 
expected home usage. 
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What you must learn
Special offers: Any discounts or promotions attached to booking courses of 
treatments e.g. buy six get one free, promotional offers through well-known 
web sites for vouchers, the expiry dates, the specific products, services or 
treatments this applies to and the terms and conditions of use of all, including 
gift vouchers or codes used.

The best way to promote and display the products – use wall space effectively, 
‘eye level is buy level’, use effective lighting, categorise products together 
for easy viewing e.g. all cleansers, toners, shampoos, conditioners, with all 
labels facing forwards. 

Examples of products can include:

Hair Products – shampoo, conditioner, mousse, hair spray, heat protection, 
serum, gift packs, promotional packs, aftercare products. 

Hair Services – shampoo, cut and blow dry, dry cut, shampoo and set, cut 
and colour, deep conditioning treatment, heated roller set, perm, colouring, 
bleaching, high lift tint, wash-out toner, semi-permanent, permanent, curling, 
straightening, Brazilian blow dry, bridal, special occasion hair.

Beauty Products:

Skin care – cleanser, toner, moisturiser, day cream, BB cream, CC cream, 
night cream, serums, eye cream or gel, neck cream or gel, face masks, 
primers, pigmentation concealers. 

Make-up – concealers, foundation, powder, blusher, highlighter, shaders, eye 
shadow, mascara, eyeliner, lip-liner, lipstick and lip gloss.

Body care products – shower and bathing products, exfoliators, creams and 
moisturisers, tanning products.     

Salon treatments – manicure, pedicure, deluxe manicure or pedicure, gel 
polish, nail varnishes, nail extensions, waxing, eyelash extensions, eye lash 
and brow tinting, eye lash perming, manual and electrical facials, epilation, 
massage, hot stone massage, aromatherapy, reflexology, Thai massage, 
bamboo massage, lava shell massage, reiki,  tanning treatments, Indian head 
massage, hopi ear candles. Advanced cosmetic procedures, e.g. removal of 
warts, skin tags and blood spots.

Spa treatments, the wet area – sauna, steam bath, spa bath slimming/
body wraps.
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What you must learn
Identify the 
legislation 
associated with 
selling products, 
services or 
treatments

Control of substances hazardous to health legislation: Deals with the 
use and storage of potentially dangerous substances that may be handled 
or dealt with in the workplace, many substances that are used in the hair, 
beauty or holistic therapy industries are potentially hazardous, even if they 
seem completely harmless. All substances should be handled with care and 
stored and labelled correctly. Hazardous substances may enter the body 
via the eyes, the skin, the nose (inhalation) or the mouth (ingestion). Any 
substance in the workplace that is hazardous to health must be identified on 
the packaging and stored and handled correctly. 

Trade descriptions legislation: Makes it an offence for a trader to make 
false or misleading statements about goods or services. It carries criminal 
penalties and is enforced by Trading Standards Officers making it an offence 
for a trader to apply a false trade description to any goods, supply or offer 
to supply any goods to which a false trade description has been applied, or 
to make certain kinds of false statement about the provision of any services, 
facilities or accommodation.

Consumer protection legislation: Protects the public by: prohibiting the 
manufacture and supply of unsafe goods, making the manufacturer or seller 
of a defective product responsible for damage it causes and allowing local 
councils to seize unsafe goods and suspend the sale of suspected unsafe 
goods and prohibiting misleading price indications.

Cosmetic products (safety) regulations: States that labelling, composition, 
marketing and description of cosmetic products, full product listing 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
Identify ways in 
which promotion 
and sales 
of products, 
services or 
treatments should 
be carried out

Establish a rapport with the client: Ensure the clients feel relaxed, positive 
and under no pressure to buy, client should have confidence in you, make 
sure you are knowledgeable about the products, treatments or services that 
you are promoting.

Establish the client’s needs: Use open questions, listen actively, maintain 
eye contact and positive body language, think, plan and then speak.

Select products to meet client’s requirements: Show them products, 
testers, leaflets etc. 

Up sell: Identify associated products, services or treatments e.g. If they 
are buying a cleanser recommend a toner, if they require a shampoo, 
recommend a conditioner as well.

Recognise key buying signals: Engagement, nodding from the client, good 
eye contact, asking lots of questions (how to use it, when to apply, how long it 
will last), the client trying to touch the product, verbal agreement for price and 
size and confirmation “yes please, I would like to buy it”. 

Overcome objections: If this happens ask more questions to re-establish 
needs e.g. if client says it’s too expensive, discuss the quality and concentrate 
of the professional product and state how much longer it will last.  

Close the sale: Take the money and give products, appointment card, 
gift voucher, packaged nicely with some free samples and maybe some 
instructions for use.

After sale service: Continued support for the client on product use, length of 
time before results may be seen, how much to use, client care, reassurance 
and support supplied after the sale.    
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What you must learn
Learning outcome 2

Be able to promote and sell products and services to clients 

Present an 
information leaflet 
on a product, 
service or 
treatment to your 
client

Produce a leaflet on a product, service or treatment to present to a 
client, to include: Price, features and benefits, USP, instructions for use 
(product) and aftercare (treatment or service).

Communicate 
and behave in 
a professional 
manner

Communication:

Verbal – you should have clear speech, an acceptable volume, tone and pace 
should be used, discuss appropriate topics, use appropriate language, avoid 
jargon or technical terms and use references to products and treatments the 
client will understand. 

Non-verbal – you should have open body language, a positive attitude, 
friendly facial expressions, with good eye contact, smiling, nodding, and open 
hand gestures. You should be patient and listen to the client’s needs and 
respond appropriately. 

Behave professionally in the salon or reception: You should follow health 
and safety rules at all times. Sensible behaviour e.g. no running or putting 
yourself or others at risk. Complete a basic consultation with the client to find 
out their needs and requirements.



    |   9

What you must learn
Promote and sell 
a product, service 
or treatment to 
your client 

Promote and sell products, services or treatments to a client.  

Show you have matched the most suitable product or service to the client’s 
needs, through a consultation. 

Actively look for opportunities to promote products, services and 
treatments by:

Using products.

Allowing client to hold/feel the products.

Teach clients how to use them.

Talk about further service and treatments throughout

Hair consultation – hair and scalp type, specific problems e.g., frizz control, 
dry ends, recent colour treatment, recent correction services.

Beauty consultation – skin type and skin corrective products required 
for each skin type, colour correction, highlighters, concealers, oil control 
products or rehydrating products.

Hair and beauty products and services – face, nails, spa and body treatments 
e.g. Skin care, body products, nail products and make-up, shampoo and 
conditioner, styling products, hairdressing services.

Hair and beauty accessories – e.g. hair straighteners, hair brushes, sponges, 
make-up brushes.
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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 methodical 
approach to research the wide 
range of products, treatments 
and services available. 

You presented evidence 
clearly and organised it so that 
all methods of promotional 
activity were clearly identified. 

You used visual aids such as 
shade charts, hair style books, 
collection of styles, the colour 
wheel, face or body mapping, 
before and after photos.  

You demonstrated a clear 
understanding of how 
legislation can affect 
retail sales.    

Possible examples:

You introduced yourself and 
greeted the client by name.

You communicated clearly 
and confidently in a polite, 
friendly and respectful 
manner throughout.

You used technical language 
appropriately during 
your conversation. 

You listened carefully and 
responded accurately to 
any queries. 

You established that the client 
understood your explanation.

You used a wide variety 
of positive non-verbal 
communication skills. 

Possible examples:

You recognised the level 
of information that the 
client needed. 

You interpreted buying signals 
by knowing when to continue, 
when to stop and when to 
close a sale.

You ensured that the product 
bottles were clean and 
well presented with labels 
facing client.

You ensured there was a  
price list available for client to 
take away. 

You drew on your own 
knowledge of prices of 
products, services and 
treatments available.

You established stock levels 
where appropriate to ensure 
access to products you 
may recommend.
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Know how to promote and sell products and 
services to clients

Learning outcome 1
Portfolio reference

Achieved all    
a. Research products and services to promote and sell to 

clients and customers

b. Identify the legislation associated with selling products, 
services or treatments

c. Identify ways in which promotion and sales of products, 
services or treatments should be carried out

Be able to promote and sell products and 
services to clients

Learning outcome 2
Portfolio reference

Achieved all     

a. Present an information leaflet on a product, service or 
treatment to your client

b. Communicate and behave in a professional manner

c. Promote and sell a product, service or treatment to 
your client

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


