Brand Creation and Product Launch Planner

The idea of starting your own brand can seem like an overwhelming project, but it doesn’t have to be. My goal is to make the process of creating your own brand as easy and seamless as possible for you! We will go through a three-step process to get your new products created and show you how to successfully launch them. As we work through this process I am happy to give you recommendations based on my experience helping other brand owners. Parts of steps 1 and 2 we’ll work on at the same time, then move on to step 3. If you have any questions during this process, below is all of my contact information. I’m looking forward to helping you launch your products!
André West-Harrison, Branding Master

Phone or Fax: 1-800-884-1656 x200

andre@mysacredfig.com
1. Creating a look and feel for your brand

· Let’s start by defining the scope of the line. In your business, which of these services do you offer?

___Skincare ___Bodycare ___Nails ___Hair

· What is your philosophy? Who is your target audience? Do you have a certain skincare philosophy you want to emphasize? Is there anything in particular your business is known for? Is there a certain type of product you want to focus on? Answering these questions will help us guide you on your look as well as brand name and product names. 

· What are we going to name your brand? Some clients choose to name their brand the same as the name of their spa, which works well. Your clients will recognize the name and it will blend in with your concept. Typically this also means you have a logo ready to go so we can get started on creating labels.

Other clients choose to create their own unique brand that has a different identity from their business. This has some distinct advantages if you think you might want to sell your products through other outlets besides your own spa (for example, you may want to sell your brand to other spas at some point, or maybe your dream is to get your products into a high end boutique retailer). To go this route may mean a little more work up front to create the name and look, but the flexibility it offers is great.

If you are going to create a new name for your brand, that usually starts with a good brainstorming session. Write down all the possibilities that come to mind. Look on the web for inspiration. Ask friends and family for ideas. When naming your brand, do some preliminary trademark research online too at http://www.uspto.gov to make sure the name you want is available. Find something that’s not already trademarked or overused. Personally, I would only use a name that also had a “dot com” domain name available too so that you can create an online store!

HINT: Made-up names are more easily trademarked than words in proper English.

HINT: Non-beauty names are more easily trademarked too. 

If you feel that you need an expert’s help with the branding process, we can provide you with good resources!

· Will you rename any of the products? Besides creating your unique brand name, we offer the ability to rename the individual products in your line. This is a huge reason why My Sacred Fig is the preferred private label line–most lines don’t allow for this level of customization. Your brand should be yours the whole way through; the effort you put into this now is well worth it!  It’s one more fun opportunity to make your brand even more “branded.”

Step One Action Items
· Decide on your brand name and concept

· Review (and/or have your designer review) “Graphics Preparation for Label Layout”

· Complete “Label Layout Information Intake Form” (I will get that to you)

· Submit your existing logo if you have one, or work with a designer to create a look for your brand that he/she can send to us.

· Review label mockups

· Submit a signed label approval/terms and conditions form

· Submit a completed name change

2. Selecting your line
We want to create a product mix that meets your market position and client/menu needs. We have over 150 products so you will have a lot to choose from!

I’ll be happy to help you come up with the right mix for your situation. We’ll want to set up a time to talk through this together once you have reviewed our brochure and all the product descriptions. I can answer any questions about the products, and we can also review the facial and body protocols we have created for you to use. From this we will create an opening order to include sample/travel size, retail and professional products to suit your budget. We will also talk about product training via phone or in person.
Date & Time for call: 

Step Two Action Items
· Review product descriptions and available treatment protocols, then select product mix

· Create new menu items based on protocols and products you’ve chosen

· Place opening order

· Talk about our product training options

3.  Pre-launch countdown 
Now that we have your opening order placed and our lab has started production, we want to make the most of your new launch. We want both your clients and your staff to be anticipating the new arrivals! The checklist below will guide you through some of the steps you can take to get your line off to a great start. 

Your brand is underway, and it’s time to stop using the term “private label.” My Sacred Fig uses this term to define what it does in the marketplace, but your line is now your own line–not My Sacred Fig’s. You and your team should be calling your brand by its own name now! We truly want your brand to be YOURS–that’s the point of private branding. My Sacred Fig won’t discuss your line with anyone else, although many of our customers do feel comfortable disclosing our relationship with other spa professionals. It’s up to you what you want to share however. 

When telling people about your new product line, it’s ok to say it’s YOURS. Technically, your products aren’t custom formulas, but the brand is IN FACT YOURS. You have created it! The brand is customized, even if the formulas aren’t. You may also want to say that you worked with a lab to create your own brand, with formulas handpicked by you to get excellent results for your clients. When describing it, here a few phrases that work nicely:

· Our line of products

· Our exclusive brand

· Our proprietary brand

· The brand we created

· Our custom brand

· Once it has an actual name, you can just call it that.
The most critical step you can take now is to have a staff meeting to introduce them to your brand. Your enthusiasm and confidence is critical at this juncture! Your staff will be taking their cues from you, and they will often borrow their confidence from you until they get to know the line themselves. You need to be the ultimate evangelist for your own brand; if you come in strong from the beginning and consistently cheerlead for your own brand, you will reap the rewards in staff support. 

Step Three Action Items

· Enter new products into your POS system

· Get your marketing materials ready. Most spa products are sold largely by technician recommendation so lots of brochures and point of sale pieces are really not necessary, but you may want to have a brochure, a postcard to mail out, etc. We can point you to some excellent, cost-efficient resources for creating customized materials to support your brand!

· Prior to product arrival, give your staff product information sheets so they can start to read up on the line. Once the line is in, set up another meeting to get to know the line. Open up testers! Your staff will want and need to get to know the line well if they’re going to feel good about selling it, and your clients will want to experience your new products too!

· Create an attractive display for your new products–really showcase them. They should get the premium shelf space in your retail area. We have customizable shelf talkers available as well.

· Give staff new protocols to review and practice. Our protocols are very simple to follow step by step. 

· Write press release for local media. A sample release is in the product guide, which you can customize. Get the word out!

· Announce in your client newsletter

Your Notes:

