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UV20367
Understanding the retail sale of 
skin care products
This unit provides you with the knowledge and 
understanding of skin care retailing, covering the basic 
anatomy and physiology of skin. It will allow you to explore 
the range of different skin types and understand why the 
market and products are segmented according to skin type. 
The importance of product knowledge is covered and how 
such knowledge can be used to recommend and advise 
customers on the best type of products to use.
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On completion of this unit you will:

Learning outcomes Evidence requirements

Understanding the retail sale of 
skin care products

1. Understand the basic composition and 
structure of the skin

2. Understand skin care products and the 
selection of products to suit customer skin 
type

3. Understand how to help customers choose 
skin care products

1. Knowledge outcomes                              
There must be evidence that you possess 
all the knowledge and understanding 
listed in the ‘Knowledge’ section of this 
unit. This evidence may include projects, 
assignments, case studies, reflective 
accounts, oral/written questioning and/or 
other forms of evidence.

2. Tutor/Assessor guidance                          
You will be guided by your tutor/assessor 
on how to achieve learning outcomes. All 
outcomes must be achieved. 

3. External paper                                          
There is no external paper requirement for 
this unit.
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Achieving knowledge outcomes

Developing knowledge

You will be guided by your tutor and assessor 
on the evidence that needs to be produced. 
Your knowledge and understanding will be 
assessed using the assessment methods listed 
below: 

• Observed work
• Witness statements
• Audio-visual media 
• Evidence of prior learning or attainment
• Written questions
• Oral questions
• Assignments
• Case studies

Where possible your assessor will integrate 
knowledge outcomes into practical observations 
through oral questioning.
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Knowledge

Outcome 1 

Understand the basic composition and structure of the skin

You can: Portfolio reference 

a. Describe the structure of the skin

b. Describe how skin cells renew themselves

c. Describe the principal skin types and their characteristics

d. Outline common skin conditions which may restrict or prevent 
product use

e. Identify situations where the beauty consultant may need to 
suggest that the customer seeks medical advice

UV20367 5



Outcome 2 

Understand skin care products and the selection of products to 
suit customer skin type

You can: Portfolio reference

a. Explain why it is important to provide the best possible advice and 
information when selling skin care products

b. Describe the features and benefits of skin care products and their 
use with different skin types

c. Describe how skin analysis can help in selecting suitable products 
for the customer

d. Describe the factors that should be considered during skin analysis 
and explain their significance
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Outcome 3 

Understand how to help customers choose skin care products

You can: Portfolio reference

a. Describe effective questioning techniques used to establish 
customers’ requirements for skin care products

b. Describe ways of helping customers to understand the features 
and benefits of skin care products

c. Describe opportunities for selling additional or associated products
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Outcome 1: Understand the basic composition and structure of the skin

Unit content

This section provides guidance on the recommended knowledge and skills required to enable you 
to achieve each of the learning outcomes in this unit. Your tutor/assessor will ensure you have the 
opportunity to cover all of the unit content.
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Structure of the skin: Epidermis, dermis, 
hypodermis. 

Skin cell renewal: Shedding of dead 
skin cells from the epidermis, process of 
keratinisation, skin growth. 

Principal skin types: Sensitive (often pale 
skins, dry, colour easily, redness, react to 
products), dehydrated (normal sebaceous 
secretions but still flaky, tight), mature (loss 
of elasticity, loose muscle tone, wrinkles, 
epidermis thinner), normal (fine texture, 
no visible pores, smooth, supple, flexible), 
oily (shiny, slight thickening, sallow, coarse, 
enlarged pores, congestion, comedones), 
combination (combination of two or more 
skin types, usually oily T zone, normal or 
dry on cheeks), dry (lacks moisture, dry 
to touch, flakiness, fine texture, thin, tight, 
small pores, broken capillaries, ageing).

Common skin conditions: Broken 
capillaries, eczema, impetigo, herpes 
simplex, tinea, pediculosis, scabies, 
pustules, milia, comedones, open pores, 
papules, hyperpigmentation, uneven 
texture, folliculitis, hypo-pigmentation, 
keloids, dermatitis, papulosa nigra.

Situations where medical advice is 
required: Contra-indications (impetigo, 
herpes simplex, ringworm, conjunctivitis, 
severe skin conditions, acne, excessive 
erythema, boils, scabies, eye infections, 
allergic reactions to treatments, creams 
and gels).



Outcome 2: Understand skin care products and the selection of products to 
suit customer skin type
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Importance of providing best possible 
advice and information: Maintain individual 
and store reputation, prevent allergic 
reaction, improve customer confidence, 
satisfaction, loyalty and repeat business, 
enhanced mystery shopper reports and 
consumer reviews. 

Nail analysis: Visual and manual 
examination of the nails, general condition 
of the hands and nails, assess between the 
fingers, the lunulae, cuticles, skin around 
the nails, nail colour, nail texture and 
markings, nail shape, nail pliability.

Skin analysis: Using magnifying lamp, 
protect eyes with damp cotton wool pads, 
used to assess face and neck for skin 
type, skin conditions and characteristics, 
blemishes and abnormalities, 
contra-indications, colouring and facial 
features, skin elasticity, muscle tone, 
questioning (skincare routine, protection, 
use of soap, moisturiser, general health, 
recent skin changes, reactions to 
make-up, used skincare products and 
lifestyle), suitable treatments and products 
recommended based on analysis. 

Skin care products: Features (fragrance 
free, hypoallergenic, pH neutral, 
biodegradable packaging, not tested 
on animals, double concentrated and 
contain plant extracts), cleansers 
(cleansing creams, milks and lotions, 
make-up removers and ‘wash-off’ 
cleansers), exfoliants (scrubs, masks and 
peels), toners (skin tonics, bracers and 
fresheners), moisturisers (moisturising 
creams, milks and night creams), face 
masks (clay masks, peel-off masks, 

thermal masks and biological masks), 
massage mediums, firming agents and 
revivers.

Use of nail and skin analysis in selecting 
suitable products: Skin analysis used 
to determine customer needs, suitable 
products selected based on customer 
needs, product features include moisture 
replenishment, protection and softening, 
nourishing, opening and tightening of 
pores, freshening, sound base for make-up 
and removal of impurities, product 
selection takes account of lifestyle, age 
and general health, product features and 
benefits aligned with customer needs and 
requirements.

Factors to be considered during skin 
analysis: Skin types, suitability of 
products for skin types, benefits of skin 
care products, the actions of different 
ingredients in skin care products, skin care 
routine, protection from the sun, use of 
soap, general health, recent skin changes, 
reactions to products, products used and 
lifestyle. 



Outcome 3: Understand how to help customers choose skin care products
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Effective questioning techniques: Polite, 
friendly and respectful approach, make 
eye contact, effective and welcoming body 
language, establish good rapport, use 
of open, closed and probing questions, 
demonstrate product knowledge, active 
listening, establishing who product is for, 
type of product wanted and needed and 
expected benefits, establish customer 
suitability for products, discuss the options 
available, establish product specifics 
including budget, type of coverage/finish 
and colour/tone, skin analysis to determine 
skin type. 

Helping customers to understand the 
benefits and features of skincare products: 
Verbal description, written explanations, 
illustrations and diagrams, demonstrations 
and ‘try before you buy’, free samples, use 
of product videos and resources, use of 
simplified and non-technical language.

Opportunities for selling additional and 
associated products: Linking of associated 
products (i.e. skin care treatment would 
include pre-cleanser, cleanser, barrier 
cream, toner, moisturiser and firming 
gel), promotional offers and discounts, 
promoting treatment systems rather than a 
single product treatment, promotional box 
sets.


