SESSION.CARE

The Complete Guide
to Starting & Growing
a Care Business

12 chapters. Backed by U.S. Census Bureau data.
Free for care business owners, aspiring operators, and students.

2025 Edition



Table of Contents

1. Market Research & Industry Analysis

2. Choosing Your Business Structure & Licensing
3. Location & Premises

4. Setting Your Pricing & Revenue Model
S. Booking Software & Scheduling Systems
6. Marketing & Client Acquisition

7. Managing No-Shows & Cancellations

8. Hiring Your First Employee

9. Financial Management & Profitability

10. " client Retention & Loyalty

11. Growing to Multiple Locations

12. Industry Data & Research Resources



Market Research & Industry Analysis

Before investing a single dollar, you need to know the size, shape, and trajectory of the market you're
entering. The U.S. Census Bureau publishes detailed annual datasets that let you do exactly this — for
free.

Key Data Sources

e County Business Patterns (CBP) — Establishment counts, employment, and payroll by NAICS code
and geography. Filter by NAICS 812111 (Barber Shops), 812112 (Beauty Salons), 812191 (Diet &
Weight Reducing Centers), 812199 (Other Personal Care Services).

e American Community Survey (ACS) — Workforce demographics, median earnings, and commute
patterns for personal care workers in your metro area.

e Nonemployer Statistics (NES) — Revenue data for sole proprietors with no employees — critical for
benchmarking solo practitioners.

Key stat: There are over 500,000 hair salon businesses registered in the U.S. Census Bureau's County
Business Patterns. Your local market may have anywhere from 50 to 5,000+ competitors depending on metro
size.

How to Size Your Local Market

Pull CBP data for your county or zip code. Count establishments in NAICS 8121xx. Compare against
population to get a "salons per 10,000 residents" ratio. A ratio above the national average (roughly 15-18
per 10,000) suggests saturation; below it suggests opportunity.

Cross-reference with ACS income data: higher median household income correlates with higher average
service pricing and more frequent visits. A zip code with $80K median income will support premium pricing
that a $40K area cannot.

Tip: Use data.census.gov to download CBP tables filtered by your state and county. Export to a spreadsheet
and sort by NAICS code. This takes 15 minutes and gives you competitive intelligence that most local operators
never bother to gather.



Choosing Your Business Structure & Licensing

Every care business needs a legal structure and the right licences before serving a single client. Getting
this wrong can result in fines, liability exposure, or forced closure.

Business Structure Options

e Sole Proprietorship — Simplest. No formation paperwork. But you're personally liable for everything
— one lawsuit could take your personal assets.

e LLC (Limited Liability Company) — The most popular choice for care businesses. Separates
personal and business liability. Simple tax treatment (pass-through). Costs $50-$500 to form

depending on the state.

e S-Corp — Useful once you're earning $50K+ profit. Allows you to pay yourself a "reasonable salary"
and take remaining profit as distributions, reducing self-employment tax.

Key stat: All 50 states require licensed practitioners in personal care services. State boards of cosmetology

regulate barbers, estheticians, nail technicians, and massage therapists separately. Check your state board's
website for current hour requirements and exam schedules.

Licences You'll Need

State cosmetology / esthetician / barber licence (individual practitioner)

Business licence (city/county level)

Establishment licence (if operating from a fixed location — separate from individual licence)

Sales tax permit (if selling retail products)

Professional liability insurance ($1M-$2M coverage recommended)



Location & Premises

Your location decision shapes your costs, your clientele, and your daily operations for years. The three
main models each have distinct economics.

Operating Models

¢ Retail lease (salon suite or standalone) — Highest cost, highest visibility. Expect
$1,500-$5,000/month depending on metro. Best for businesses with 3+ staff.

e Chair/room rental — Rent a station inside an existing salon. $200-$800/week. Low risk, low
commitment. You keep 100% of service revenue but pay your own products, insurance, and marketing.
e Home-based — Lowest overhead. Legal in many areas with a home occupation permit. Works well for

estheticians, massage therapists, and nail technicians. Check local zoning laws.

e Mobile / on-location — You go to the client. Growing fast in massage, hair, and makeup. Requires a
vehicle, portable equipment, and separate insurance rider.

Key stat: U.S. Census Nonemployer Statistics show that 83% of personal care businesses operate without paid
employees — the majority are solo operators working from rented chairs or home studios. You don't need a
retail lease to start.



Setting Your Pricing & Revenue Model

Pricing is the single biggest lever on your profitability. Most new operators underprice. The goal is to
charge what your market will bear while keeping your chair fully booked.

Pricing Frameworks
e Cost-plus pricing — Calculate your product cost + time cost + overhead per hour. Add a margin
(typically 40—-60% for services). Simple, but ignores what clients are willing to pay.

e Competitive pricing — Survey 5-10 competitors within 5 miles. Price at the median, above, or below
based on your positioning. Use Google Maps and competitor booking pages.

e Value-based pricing — Price based on the outcome the client values. Anti-aging facials, bridal
packages, and specialty treatments can command 2—-3x the hourly rate of basic services because the
perceived value is higher.

Key stat: Median salon revenue ranges from $135K to $200K annually. At typical net margins of 8-15%, that's
$10K-$30K net profit. Every $5 price increase on a service performed 20 times per week adds $5,200/year to
your bottom line.

Revenue Streams Beyond Services

e Retail product sales — 10-20% of revenue for well-run salons. Margins of 40-50%.

e Membership/subscription — Monthly flat fee for a set number of services. Predictable revenue, higher
lifetime value.

e Add-on services — LED therapy, serums, masks. Low cost, high margin, increases average ticket by
$15-$40.



Booking Software & Scheduling Systems

Online booking isn't optional in 2025. Clients expect to book at 10 PM on their phone, not call during
business hours. The right booking system pays for itself within weeks.

What to Look For
e 24/7 online booking — Your website should let clients pick a service, choose a time, and confirm
instantly.

e Automated SMS/email reminders — Reduces no-shows by 40—65%. At minimum: 24-hour reminder +
2-hour reminder.

e Deposit collection — Require a deposit for high-value services or first-time clients to reduce no-shows
further.

e Calendar sync — Two-way sync with Google Calendar or Outlook so you never double-book.

e Client history — Track what each client has had done, their preferences, allergies, and notes.

Key stat: 40% of online bookings happen outside business hours. If you're phone-only, you're losing revenue
every evening and weekend to competitors who offer online booking. Only 12% of salons currently use online
booking — early adopters have a significant edge.

Session.care — Built for Care Businesses
Online booking, SMS reminders, client management, and analytics. $4.99/month. No contracts.

https://session.care



B Marketing & Client Acquisition

The best service in the world means nothing if no one knows about it. For local care businesses, marketing
is about being found by people who are already looking.

The Marketing Stack That Works
e Google Business Profile — Free. The #1 source of new clients for local care businesses. Complete
every field: services, hours, photos (at least 10), and respond to every review within 24 hours.

e Instagram — Visual before/after content performs extremely well for esthetics, hair, and nails. Post 3-5
times per week. Use local hashtags.

e Referral programme — Offer $10-$20 credit for both referrer and new client. Word of mouth is the
highest-converting channel in personal care.

e Local SEO — Ensure your website mentions your city, neighbourhood, and services. Claim directory
listings on Yelp, Booksy, and industry-specific platforms.

Key stat: 46% of all Google searches have local intent. "Waxing near me", "facial Las Cruces", "barber
downtown" — these are people ready to book. If you're not showing up, your competitor is.



Managing No-Shows & Cancellations

No-shows are the silent killer of care business profitability. An empty chair earns zero revenue but still
costs you rent, utilities, and opportunity.

The No-Show Toolkit
¢ SMS reminders — Send at 24 hours and 2 hours before the appointment. This alone cuts no-shows by
40-65%.

e Deposit policy — Require a $10-$25 deposit for bookings over $50. Non-refundable within 24 hours of
the appointment.

e Clear cancellation policy — State it at booking, in the confirmation email, and in the reminder.
"Cancellations within 24 hours are subject to a 50% fee."

¢ Waitlist — Maintain a waitlist so cancelled slots can be filled immediately.

Key stat: A 10% no-show rate costs a $150K-revenue salon $15,000 per year. SMS reminders reduce this by
40-65%, recovering $6,000-$10,000 annually for the cost of a few cents per message.



B Hiring Your First Employee

Going from solo to employer is the biggest operational leap in a care business. It doubles your revenue
capacity but adds complexity in payroll, compliance, and management.

Employee vs. Independent Contractor

e Employee (W-2) — You control their schedule, provide tools, and withhold taxes. More expensive
(payroll tax, insurance, benefits) but more control over quality and branding.

¢ Independent Contractor (1099) — They set their own hours, use their own products, and you pay a
flat rate or commission. Lower cost but less control. Misclassification is a major IRS audit risk.

e Chair rental — The contractor rents space from you. They are fully independent businesses. You earn
rental income, not a cut of their services.

Key stat: The average beauty salon employee earns approximately $28,000 per year. Total employer cost
(payroll taxes, workers' comp, benefits) adds 20—30% on top, bringing the real cost to $34K—$36K. Ensure the
employee generates at least 3x their cost in revenue.



B Financial Management & Profitability

Most care businesses that fail don't fail because of bad service — they fail because of bad financial
management. Understanding your numbers is hon-negotiable.

Key Financial Metrics

e Gross margin — Revenue minus direct costs (products, contractor payments). Target: 60—75% for
service businesses.

e Net margin — What's left after all expenses including rent, insurance, marketing, and your own salary.
Target: 8-15%.
e Revenue per service hour — Total revenue divided by total booked hours. This is your true hourly

rate.

e Chair utilisation — Percentage of available hours that are booked. Target: 70—-85%. Below 60%
means you need more marketing; above 90% means you need more capacity.

Key stat: Net profit margins in personal care businesses average 8—15%. Financial discipline — tracking every
dollar, minimising waste, and pricing correctly — is what separates businesses that thrive from those that close
within 3 years.



Client Retention & Loyalty

Acquiring a new client costs 5—7x more than retaining an existing one. Your rebooking rate is the most
important metric in your business after revenue.

Retention Strategies

e Rebook at checkout — Ask every client to book their next appointment before they leave. This single
habit can increase retention by 30%.
e Loyalty programme — "Every 10th service free" or points-based system. Keep it simple.

e Birthday/anniversary offers — Automated email or SMS with a discount or free add-on. Personal
touch at zero effort.

e Review follow-up — Send a review request 2 hours after the appointment. 5-star reviews drive new
bookings and reinforce the client's positive experience.

Key stat: Repeat clients spend 67% more than new clients on average. A client who visits monthly for 3 years
at $75/visit is worth $2,700 in lifetime revenue. Losing them costs you far more than a $10 loyalty reward.



Growing to Multiple Locations

Once your first location is profitable and running without your constant presence, it may be time to expand.
But expansion done wrong can destroy the profitability of your original location.

When to Expand
e Your chair utilisation is consistently above 85%
¢ You have a waitlist or are turning away clients
e You have a manager or senior staff member who can run the original location

e You have 6+ months of operating expenses in cash reserves

Evaluating New Markets

Use the same Census Bureau data from Chapter 1. Pull CBP establishment counts for your target area.
Compare the salon-per-capita ratio against your current location. Look for underserved areas with growing
populations (ACS population estimates).

Key stat: The $9.1 billion U.S. nail salon industry shows that multi-location operators capture a disproportionate
share of revenue. Scaling from 1 to 3 locations typically doubles the owner's personal income — but only if each
location is individually profitable.



Industry Data & Research Resources

This guide is built on publicly available data. Here are the sources so you can do your own research for
your specific market.

U.S. Census Bureau

e data.census.gov — The main portal. Search by NAICS code, geography, and year.

e County Business Patterns (CBP) — Annual establishment and employment data. NAICS 8121xx
covers all personal care.

¢ American Community Survey (ACS) — Demographics, income, and workforce data at zip, county,
and metro level.

e Nonemployer Statistics (NES) — Revenue benchmarks for businesses with no employees.

e Economic Census — Published every 5 years (most recent: 2022). The most detailed revenue and
cost data available.

Industry Associations

¢ Professional Beauty Association (PBA) — Annual industry report
e Associated Skin Care Professionals (ASCP) — Esthetician salary and business surveys
e International SPA Association (ISPA) — Spa industry benchmarking

¢ American Massage Therapy Association (AMTA) — Massage industry research

Additional Resources
e Bureau of Labor Statistics (BLS) — Occupational Employment Statistics for personal care workers
¢ SCORE / SBA — Free business mentoring and financial planning templates

e Session.care Industry Hub — session.care/industry — Free charts, statistics, and analysis updated
monthly
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Ready to Put This Into Practice?

Online booking, SMS reminders, client management, and
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