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All meet ings are sched uled from 9 am to 5

pm or un til com ple tion of busi ness. Al -

though the city lo ca tion of meet ings are set, 

ex act lo ca tions have yet to be de ter mined.

New Technology Lets Salons
Benefit from Internet Sales

The internet is play ing a grow ing role in con sum ers’ lives. Con sum ers like to pur chase

prod ucts – and espe cially beauty prod ucts – on the internet. 

A new tech nol ogy has devel oped a way to sell online while cred it ing your salon elec -

tron i cally for all of your cli ents’ pur chases. Not only will sales increase, you’ll also be tak -

ing a major step toward stop ping diver sion in its tracks.

In the past, salon brands have opted not to sell online. How ever, that’s left the elec -

tronic mar ket place wide open for divert ers to pro vide the avail abil ity that con sum ers –

your cur rent and poten tial cli ents – want and demand. As a result, salons and spas have lost 

the ini tial retail sales, as well as the incre men tal and repeat sales. Often, con sum ers mak ing 

these pur chases receive old for mu las, out dated pack ag ing and even com pletely coun ter feit

prod uct, and that just dilutes the value of the brand. 

One exam ple of a com pany that has tapped into this new tech nol ogy is Paul Brown

Hawaii. The com pany recently announced that it has rede signed its website to sell its

prod ucts online and share rev e nue with its dis trib u tors, dis trib u tor salon con sul tants,

salons, spas and styl ists. This rep re sents a major evo lu tion in the pro fes sional salon busi -

ness model as we have known it, giv ing an entirely new way to ser vice cli ents.

So how does the pro gram work? In the offline world, con sum ers choose where they

want to shop based off geo graphic prox im ity, prod ucts and offered ser vices, rela tion ships

with salons and styl ists, refer rals, price and other fac tors. Reshare, whose pat ented solu tion 

enables brand-man u fac tur ers to sell their prod ucts via their websites direct to con sum ers

and “re-share” online sales rev e nue with val ued chan nel part ners, rep li cates that con sumer 

choice in the online world.

When a con sumer vis its the website and elects to pur chase a prod uct, the con sumer

will be asked to select her pre ferred salon. That pre ferred salon will be paid a “com mis -

sion” for the sale. The con sumer can locate these part ners by zip code, city, or state or by

typ ing a salon’s or spa’s name into a text box. Upon com ple tion of the trans ac tion, the

salon or spa is paid elec tron i cally for the sale. (Its DSC and dis trib u tor get credit, as well.)

Reshare pro vides all part ners with com plete online report ing regard ing con sumer and

back-to-back pur chases and respec tive attrib ut able prof its. 

“By launch ing this pro gram, we will be able to increase sales for every one in our dis tri -

bu tion chan nel by mak ing our prod ucts avail able to salons and con sum ers any where in

North Amer ica,” said Ron Wil loughby, pres i dent and chief exec u tive offi cer for Paul

Brown Hawaii. “We will also be return ing even more dol lars to our pro fes sional dis tri bu -

tion chan nel by tak ing this major step toward elim i nat ing diver sion.”

In addi tion to giv ing your cli ents an alter na tive to pick ing up a prod uct at the gro cery

store when they run out between vis its, the pro gram also expands a salon’s prod uct offer -

ings. You prob a bly can not stock, dis play or effec tively rep re sent 100 per cent of a brand’s

prod uct line. Now, your cli ents can select from a brand’s entire prod uct line on the

website. In doing so, salons can “vir tu ally stock” up to 100 per cent of a man u fac turer’s

prod ucts. And you get credit for the purchases.

For more information, visit www.reshare.com, or contact Juli Baecker, Reshare

director of business development, at (952) 426-7392 or julib@reshare.com.


