s the world continues to adjust
Ato new business expectations

post-pandemic, spas and
personal care businesses remain front
and center in the minds of consumers
globally. According to data from the
2022 Global Wellness Economy Monitor,
Mexico is already the 13th largest spa
market in the world, and Latin America
and the Caribbean are home to 16k spas.
2022 revenues were still slightly below
2019 levels, but continuing their steady
climb back, and growth is projected to
remain at approximately 8% annually
through 2027.

These trends are obviously
good ones, but we also need to
consider how these changes in consumer behavior will affect
our business planning. Guests today are seeking more than just
a facial or massage to make them feel better in the short term;
they want to learn self-care habits that will enable them to live
longer and healthier lives. The silver lining of the pandemic
experience for the spa industry was the realization among our
clients that regular visits for spa and wellness treatments helped
them to feel more in control of their own health status. Whether
lowering blood pressure and maintaining mobility from a
massage regimen or enjoying brighter skin and appearance on
a Zoom call as a result of regular facials, spa treatments have
become part of a standard wellness routine for a large part of
the population, including younger consumers. But this swell in
interest has coincided with an increased difficulty in hiring and
retaining appropriate amounts of staff to meet the demand,
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another trend that shows no signs of changing. Therefore, we
need to think strategically about how to operate our businesses
and meet increased demand with shrinking supply; one answer
lies in considering additional revenue streams that don’t
necessarily rely on labor.

Wellness is in the news regularly, so clients are

often aware of new technological developments and their

applications in self-care. Modalities

such as cryotherapy, LED-therapy,

breathwork, sound healing,

compression  therapy, guided

meditation, salt therapy, saunas and

contrast bathing are now sought

after as longer-term solutions to

maintaining holistic health. Some

of these options are expensive to

introduce into your spa, but others

are very affordable, and in fact,

may help you to make better use

of currently under-utilized space.

Introducing a zero-gravity chair

on which clients can enjoy the

benefits of these therapies may

create a new income stream, and

the best part is, the labor costs

are comparatively small. Rather

than the one trained therapist per

guest ratio of massages and facials,

guests can be set up in these

treatments by customer service or

support staff, who can make sure

they are comfortable, give them a headset to listen to music

or watch a relaxing video, and leave them to rest in private,
gaining health benefits as well as focused personal time.

Additionally, treatments and experiences
that provide social options are currently very much sought
after by the younger generations, and this helps to explain the
recent burst of popularity in bathhouses and saunas. Offering
some of these new services that can provide a healthy and fun
activity that can be enjoyed with friends, and perhaps without
a lot of advance notice, will definitely catch the eye of these
consumers. It may be beneficial to review how you are utilizing
space in your facility, and by consolidating some traditional
treatments and introducing a few new options, you can refresh
your client offerings and improve profits at the same time.

GowelVieg [



