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Selling tips for therapists

Antoinette Moolman, trainer for skin care S h o p W I n d OW

brand Thalgo sugpests the following tips

when selling to clients:

* As a therapist you need to have a thorough
knowledge of the supplements available
from suppliers, nutritional supplements
are just as important to recommend as the
home care product routine.

-”11.‘I.I[1i!-['w need to have the kt'u.:"-'t’|l.'d_qt'
about how the supplements work within
the bady and the benefits of incorporating
them into 4 home care routine (food
supplements work within the cells of the
body for long lasting effects).

Supplements compliment skin care
products applied topically.

Just as Eu'ndlu,'h are <t1-\|1|.|_1.'1:d in the
reception area of your salonfspa = 50 too
should the nutritional supplements be
xlixll].t}cd.

Aam for a daily chet that includes

* Six to eight glasses of water every day

« Colourful fruit and vegetables

= Frash seeds (pumpkin, sunflower, sesame or
linsead}

* Cold-pressed seed oils

« Vegetable proteins {soya. beans, ect.)

+ Fibre-rich foods {whale grains)

» Matural yoghurt - low fat and organic

« Limit alcohol, tea and coffee, red meat

cheese and milk and grain foods

Exclude sugar, refined carbohydrates,

chemicals added to food, fried and fatty

foods, trans- and hydrogenated fats

{processed foods), and smoking. PB

-

Vanessa Ascencao is a highly-qualified nutritional
consultant. She recently launched the eco-diet, an
eco-friendly eating and lifestyle plan embracing
whaole, natural foods and natural supplementation.
Contact her at vanessa@otcpharma.co.za or
visit www.ecodiet.co.za
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