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2026 Client Appreciation Checklist

Client appreciation isn’t about big gestures — it’s about consistent, thoughtful
touchpoints that make clients feel seen, supported, and confident in your care.

Use this checklist to build simple systems that improve loyalty, referrals, and
retail naturally.

1. Set the Foundation.

Before launching anything new, make sure the basics are in place.

L] My rebooking language is confident and consistent
L1 | explain why regular treatments matter
1 Clients understand what their next visit supports

1 My policies (rebooking, referrals, loyalty) are clear

2. Rebooking with Intention

Make rebooking part of professional care — not an afterthought.

1 Recommend the next visit before the service ends
[1 Use skin-focused language (not sales language)
[1 Rebook before checkout whenever possible

[ Offer gentle reminders for clients who prefer to wait

Goal: Rebooking feels expected, supportive, and normal.
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3. Referral Appreciation (Not Pressure)

Encourage referrals by leading with gratitude.

(] Choose a simple referral thank-you (credit, gift, upgrade)
L1 Clearly explain how referrals work
[1 Thank clients personally when they refer

1 Follow up with appreciation — not obligation

Remember: Happy clients refer when they feel valued.

4. Retail That Builds Trust

Retail growth comes from education and consistency.
[1 Recommend fewer products with clear purpose
L1 Explain how home care supports treatment results

L] Check in on product use at the next visit

L1 Celebrate progress, not perfection

Retail should feel like guidance — not pressure.

THANK YOU.
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5. Social Spotlight Touchpoints

Use social media to deepen relationships, not just visibility.

[1 Share seasonal skin education
L1 Highlight client success stories (with permission)
[1 Educate on product benefits and routines

[J Show behind-the-scenes professionalism

Think of social media as an extension of your treatment room.

6. Simple Client Appreciation Moments

Small gestures make a big impact.

[1 Thank-you message or card (digital or handwritten)
L] Birthday or anniversary recognition

[1 Seasonal appreciation offer

U LoyaIthmen@r consistent clients

Consistency matters e than scale.
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Plan Your First 90 Days

Focus on what you can implement now.

L1 One rebooking improvement to prioritize
[] One referral idea to test
[] One client appreciation touchpoint to add

[1 One social spotlight theme to rotate monthly

Final Reminder -

Client appreciation is not about doing more — it's about doing what works with intention.

Strong relationships lead to:
* Higher rebookingrates

* Better referrals j ;
I ’

* Increased retail confidence :
A plan you have been working on for a

« A moref sustainable business long time is beginning to take shape.

S | 4

Euroskinsource


https://www.euroskinsource.com/

Checklist
Complete?

You're already building momentum for 2026.

As we head into the new year, strong esthetics businesses are

built on one thing: great client relationships. N\

Wishing you a confident, connected start to the
The Euroskinsource Team

Euroskinsource
The Euro Institute of Skin Care
10900 SE Petrovitsky Road
Renton, WA 28055
425.235.9600
info@euroskinsource.com
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