
INDUSTRY INSIDER

American Spa readers shared their thoughts  
on the latest industry trends via a web survey. 

Here are the results.
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What is the total square  
footage of your spa?
0 to 2,000  .  .  .  .  .  .  .  .  .  .  .  .  .              59%
2,001 to 4,000  .  .  .  .  .  .  .  .  .  .  .            22%
4,001 to 10,000   .  .  .  .  .  .  .  .  .  .            13%
More Than 10,000  .  .  .  .  .  .  .  .  .  .           6%

Please identify your spa as one of the following:

Single Location	 93%
Multiple Locations (2 to 5)	 6%
Chain (More Than 5)	 1%

How many years has your  
spa been in operation?

0 to 2 Years	 15%
3 to 6 Years	 28%
7 to 9 Years	 17%
More Than 10 Years	 40%

Which of the following  
best describes your spa?

Day Spa and Salon	 32%
Day Spa (No Hair Services)	 26%
Medical Spa	 8%
Resort/Hotel Spa	 8%
Wellness Center	 7%
Dermatology/Cosmetic Surgery Practice	 2%
Destination Spa	 1%
Health/Fitness Club Spa	 1%
Nail Salon	 1%
Other	 14%

SPA STATS

How many treatment rooms  
Does your spa have?

1 to 4 Rooms	 68%
5 to 9 Rooms	 22%
More Than 10 Rooms	 10%

When will your spa be renovated next?
2009  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                               20%
2010  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                               24%
2011  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                               20%
2012  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                               10%
2013  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                               26%
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INDUSTRY INSIDER

What is the  
approximate  
annual revenue  
of your spa?

Less Than  
$25,000   .  .  .  .  .  .  .         11%
$25,001 to  
$50,000   .  .  .  .  .  .  .         16%
$50,001 to  
$100,000  .  .  .  .  .  .  .        23%
$100,001 to  
$250,000   .   .   .   .   .   .   14%
$250,001 to  
$500,000  .  .  .  .  .  .  .  9%
$500,001 to  
$1 million  .   .   .   .   .   .   .  9%
$1 million to  
$5 million   .   .   .   .   .   .   15%
$5 million to  
$10 million  .  .  .  .  .  .  .       2%
More Than  
$10 million  .  .  .  .  .  .  .       1%

FINANCE

Please indicate how many times per year  
your clients receive the following services:
Manicure   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .     18
Waxing   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .     13
Massage  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                                10
Facial   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  8
Body Treatment  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                          7
Hydrotherapy  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                           5

Top-grossing spa services:

1. Massage Services
2. Facial Services
3. Hair (Salon) Services
4. Retail Sales
5. Bodycare Services
6. Nail Services
7. Fitness/Exercise
8. Other

Please indicate revenue change in:

Decrease 11% or More  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                              18%  .   .   .   .   .   .   .   .   .   .   . 26%
Decrease 6% to 10%   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   13%  .   .   .   .   .   .   .   .   .   .   . 15%
Decrease 1% to 5%  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   17%  .   .   .   .   .   .   .   .   .   .   . 16%
0%   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                                        12%  .   .   .   .   .   .   .   .   .   .   .   6%
Increase 1% to 5%  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                                19%  .   .   .   .   .   .   .   .   .   .   . 16%
Increase 6% to 10%   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                               11%  .   .   .   .   .   .   .   .   .   .   . 12%
Increase 11% or More  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                              10%  .   .   .   .   .   .   .   .   .   .   .   9%

2008 2009

What factors are most likely 
to hamper your profitability 
in the coming year?
State of the Economy	 75%
Maintaining Adequate Cash Flow	 44%
Supply Costs	 36%
Maintaining Competitive Pricing	 34%
Insurance Costs	 32%
Increased Competition	 25%
Ability to Find Employees	 22%
Government Regulations	 20%
Retaining Employees	 15%
Ability to Develop Leaders	 14%
Unmanaged Growth	 6%
None of These	 4%



� american spa •  august 2009

STAFF What is the average tip  
(percentage of service fee)?
0%	 7%
1% to 5%	 11%
6% to 10%	 14%
11% to 15%	 27%
16% to 20%	 35%
21% or higher	 6%

Spa-Provided Training	 49%
Tradeshow/Conference Training	 47%
Manufacturer-Provided Training	 45%
Distributor-Provided Training	 35%
Other	 36%
None of These	 8%

Approximately how much 
does your staff earn?

Esthetician  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                  57%   .  .  .  .  .  .  .  .  .  .            29%  .  .  .  .  .  .  .  .  .  .           14%
Massage Therapist   .   .   .   .   .   .   .   .   .   .   .   .   53%   .  .  .  .  .  .  .  .  .  .            32%  .  .  .  .  .  .  .  .  .  .           15%
Nail Technician   .   .   .   .   .   .   .   .   .   .   .   .   .   .   77%   .  .  .  .  .  .  .  .  .  .            20%  .  .  .  .  .  .  .  .  .  .  .           3%
Spa Director/Manager  .  .  .  .  .  .  .  .  .  .  .            35%   .  .  .  .  .  .  .  .  .  .            32%  .  .  .  .  .  .  .  .  .  .           33%
Stylist   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   39%   .  .  .  .  .  .  .  .  .  .            43%  .  .  .  .  .  .  .  .  .  .           18%

$0 to $35,000 $70,001 or More$35,001 to $70,000

On average, most employees 
undergo eight to 20 hours 
of education each year. 
What type of formal train-
ing does your staff receive?

Please indicate how your staff is divided:
Full-Time (Performing Services)	 35%
Full-Time (Management, Support, Admin)	 15%
Part-Time (Performing Services)	 28%
Part-Time (Management, Support, Admin)	 10%
Independent Contractor (Not Employees)	 12%

What is the average commission 
paid at your spa?
0%  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                   20%
1% to 25%  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .               25%
26% to 50%   .  .  .  .  .  .  .  .  .  .  .  .  .  .              47%
51% to 75%   .  .  .  .  .  .  .  .  .  .  .  .  .  .               6%
76% to 100%  .   .   .   .   .   .   .   .   .   .   .   .   .   . 2%

Which of the following practices  
occur at your spa?
Company-Paid Training  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                    50%
Incentive Programs   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                      41%
Flex Time  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .    40%
Job-Sharing Opportunities   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                  26%
Spa-Provided Health Benefits   .   .   .   .   .   .   .   .   .   .   .   .   .   .    25%
Career-Advancement Paths  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                  20%
Benchmarking  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                         7%
Association Membership   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                   1%
None of These   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .    22%
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What percentage of your clients 
are repeat vs. new?

Repeat  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                         73%
New   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                          27%

INDUSTRY INSIDERCUSTOMERS

  
Please indicate the effectiveness of each method to retain existing customers:

Newspapers  .  .  .  .  .  .  .         39%   .  .  .  .  .  .  .  .        27%   .  .  .  .  .  .  .  .  .  .            30%   .   .   .   .   .   .   .   .   .   . 5%
Email/Internet  .  .  .  .  .  .        10%   .  .  .  .  .  .  .  .          2%    .  .  .  .  .  .  .  .  .  .  34%   .   .   .   .   .   .   .   .   .    54%
Telemarketing  .  .  .  .  .  .        63%   .  .  .  .  .  .  .  .        17%   .  .  .  .  .  .  .  .  .  .            14%   .   .   .   .   .   .   .   .   .   . 6%
Direct Mail/Coupons  .   .   .  28%   .  .  .  .  .  .  .  .        12%   .  .  .  .  .  .  .  .  .  .            38%   .   .   .   .   .   .   .   .   .    22%
Yellow Pages   .   .   .   .   .   .   .  34%   .  .  .  .  .  .  .  .        29%   .  .  .  .  .  .  .  .  .  .            28%   .   .   .   .   .   .   .   .   .   . 8%
Loyalty Programs   .  .  .  .      31%   .  .  .  .  .  .  .  .           5%    .   .   .   .   .   .   .   .   .   .  37%   .   .   .   .   .   .   .   .   .    28%
Charity Events  .  .  .  .  .  .  .       16%   .  .  .  .  .  .  .  .        15%   .  .  .  .  .  .  .  .  .  .            51%   .   .   .   .   .   .   .   .   .    18%
Referral Programs  .  .  .  .  .     14%   .  .  .  .  .  .  .  .          1%    .  .  .  .  .  .  .  .  .  .  38%   .   .   .   .   .   .   .   .   .    47%
Newsletters   .  .  .  .  .  .  .         39%   .  .  .  .  .  .  .  .          4%    .  .  .  .  .  .  .  .  .  . 38%  .  .  .  .  .  .  .  .  .  .           20% 

  Not Used	 Not Effective	 Somewhat Effective	 Highly Effective

Please estimate your spa’s percentage 
of customers by age:

13 to 19 Years Old	 6%
20 to 30 Years Old	 21%
31 to 50 Years Old	 43%
51 to 60 Years Old	 21%
More Than 60 Years Old	 9%

What percentage of  
your clients are male  
and female?
Female	 77%
Male	 23%

Please estimate your spa’s 
percentage of customers  
by ethnicity:
Caucasian	 69%
Latino	 12%
African American	 11%
Asian	 7%
Other	 1%
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DOWN TO BUSINESS

Through which channels do you purchase the following?

Supplies/Products  .  .  .  .     43%  .  .  .  .  .  .       33%  .  .  .  .  .  .       41%  .  .  .  .  .  .  .       31%   .  .  .  .      28%  .  .  .    8%
Spa Equipment   .  .  .  .  .      40%  .  .  .  .  .  .       23%  .  .  .  .  .  .       44%  .  .  .  .  .  .  .       16%   .  .  .  .      20%  .  .  .    4%
Fixtures and Furniture  .  .   29%  .  .  .  .  .  .       11%  .  .  .  .  .  .       31%  .  .  .  .  .  .  .       12%   .  .  .  .      20%  .  .  .    34%
Business Equipment  .  .  .    31%  .  .  .  .  .  .       10%  .  .  .  .  .  .       32%  .  .  .  .  .  .  .         8%   .  .  .  .      26%  .  .  .    3%

Manufacturers	 Manufacturer	 Distributors	 Beauty Store	 Online	 Retail
	       Direct	 Reps		  Suppliers		  Stores

What products do you retail?

Skincare Products	 93%
Bodycare Products	 85%
Cosmetics	 60%
Candles	 51%
Nailcare Products	 49%
Jewelry	 29%
Tea	 24%
Vitamins/Nutritional  
Supplements	 22%
Music	 21%
Clothing	 20%
Books	 16%

Do you offer a private label  
brand in your spa?

Yes  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                           36%
No  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                           64%

What factors are important to you  
when selecting spa supplies?
Product Reputation   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                      21%
Price  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                              17%
Education Support  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   8%
Brand Awareness   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                       5%
Unique Ingredients   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                      5%
Manufacturer Reputation  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                   5%
Availability  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                           4%
Innovation/New Technology   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                 4%
Sales Representative   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                     3%
Warranty/Return Policy   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                    2%
All of These   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                          24%
None of These   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   2% ph
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To what degree has the use of each technology improved your spa’s profitability?

Spa Management Software  .  .  .  .    37%   .  .  .  .  .  .       5%    .  .  .  .    10%   .   .   .   .   .   .   .  20%   .   .   .   .   .   .   .  28%
Digital Imaging/Photography  .  .  .   66%   .  .  .  .  .  .       8%    .  .  .  .      7%   .   .   .   .   .   .   .  12%   .   .   .   .   .   .   .   7%
Client Management Software   .   .  40%   .  .  .  .  .  .       6%    .  .  .  .      9%   .   .   .   .   .   .   .  22%   .   .   .   .   .   .   .  23%
Internet Sales   .  .  .  .  .  .  .  .  .  .  .           35%   .  .  .  .  .       18%   .  .  .  .      7%   .   .   .   .   .   .   .  14%   .   .   .   .   .   .   .  26%
High-Speed Internet   .   .   .   .   .   .   .  13%   .  .  .  .  .  .       5%    .  .  .  .    16%   .   .   .   .   .   .   .  28%   .   .   .   .   .   .   .  38%
Spa Website  .  .  .  .  .  .  .  .  .  .  .  .            14%   .  .  .  .  .        8%   .   .   .   .    4%   .   .   .   .   .   .   .  26%   .   .   .   .   .   .   .  48%
Email Communications   .  .  .  .  .  .          9%   .  .  .  .  .       15%   .  .  .  .      4%   .   .   .   .   .   .   .  30%   .   .   .   .   .   .   .  42%
Social Networking Sites  .  .  .  .  .  .      26%   .  .  .  .  .       17%   .  .  .  .    11%   .   .   .   .   .   .   .  27%   .   .   .   .   .   .   .  19%

Not in Use	 Plan to Use	 In Use-No	 In Use-Some	 In Use-Major
		  Improvement	 Improvement	 Improvement

How often do you typically  
use the internet?
All Day  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .                 61%
At Least Once a Day  .   .   .   .   .   .   .   .   .  37%
A Few Times a Week   .  .  .  .  .  .  .  .  .          2%

How do you track client appointments?

Manually	 44%
Spa Software	 39%
Online/Internet	 3%
Mix of Manually/Software/Online	 12%
No Tracking	 2%
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