Selling the Experience
How to Talk to Clients About LED Tanning
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. the kind of ongoing relationship that makes a real difference
skilled and knowledgeable when a salon owner needs answers. For Pipp, that support

enough about the differences infrastructure is inseparable from the equipment itself.

between fluorescent and “Once clients experience the LEDs, it won't take them long to
LED.” Pipp says. “You really figure it out,” he says.

“ And once they do, they're
have to understand that the . y” y
. not going back.
technology changes the environment
you're going to get your tan in. Clients

The front desk is where that process starts. Giving your
staff the knowledge and the language to have that
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