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Choose the true statement(s):
a.  Keeping your retail shelves clean and 

organized is fundamental.
b.  You should rotate your retail items every 

four to six weeks.
c.  You should place higher-priced products at 

eye-level.
d. All of the above.
e. Only A and B.

How do you keep clients interested in buying 
retail items in your salon?
a.  Keep up-to-date with the latest collections, 

colors, and new products.
b.  Offer special promotions.
c.  Have a good selection of professional-quality 

retail products.
d.  All of the above.

What are some advantages to including retail 
items in your salon?
a.  Having popular products in stock may 

prevent clients from going to another salon 
to seek them out. 

b.  Having samples of the products available 
may encourage clients to request a service 
using that product.

c.  Most clients feel that having retail items 
available is a convenient service.

d.  All of the above.

How do you find out about retail items to sell 
in your salon?
a.    Attend gift and jewelry shows and 

merchandise marts.
b.   Read gifting trade magazines.
c.   Wait for local craftspeople to contact you 

about consigning their products.
d.  Only A and D.
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Quick Quiz: 
Retailing Basics 

Offering retail items is a service to guests. Use this quiz to educate your students on 
the importance of recommending products to clients at every visit, and how and where 
to find, display, and sell quality retail items that their clients will enjoy. .

When setting up a retail section in your 
salon, you should display items:
a.   At the cash register so the receptionist can 

offer recommendations at checkout 
b.  At the manicure station so the nail tech can 

offer recommendations during the service
c.  In a designated retail area so clients can 

peruse the products on their own
d.  All of the above

When it comes to retailing, nail techs should:
a.  Never recommend products because they 

aren’t sales people
b.  Wait for clients to ask for a 

recommendation for take-home products
c.  Offer their expert opinions based on each 

client’s individual needs for at-home nail 
care

d. None of the above

lf you retail nail products to your clients, 
you’re giving them an excuse to never come 
back for another appointment.
a.  True
b.  False

You should never offer commission on retail 
items to nail techs who are selling the 
product.
a.  True
b.  False

A good way to start offering retail items is to 
sell the products you use in the salon.
a.  True
b.  False

Nail salons can only sell nail products to 
their clients.
a.  True
b.  False
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Answer Key:
1.  D. It’s a good idea to have a main designated area for retail items, but placing a few key items near staff who can 

discuss benefits and features with clients will also boost sales.

2.  C. It is good customer service for nail techs to recommend products to clients based on individual needs.

3.  False. At-home products will never replace salon care, and clients will appreciate having products available to 
help maintain their salon services in between visits.

4.  False. You should offer commission on retail items to nail techs who are selling the product.

5.  True. If your clients like the products you use on them in the salon, they will be eager to purchase them for at-
home care. 

6. False. Anyone can purchase retail products from your salon.

7.  D. Keeping shelves clean and organized makes your display appealing, rotating items keeps your clients’ visual 
interest engaged, and placing higher-priced items at eye-level helps them sell because those items are the first 
items a client will see.

8.  D. Offering special promotions on the latest, high-quality items will help move your retail inventory.

9.  D. As long as you research your options and bring in retail items strategically, it will only benefit your salon.

10.  C. Reading gifting trade magazines and attending gift shows is great way to find new retail items. You can also 
sell consignment items from local artisans, but because of consignment fees, your profit margin may be less.

For more information on retailing, check out these articles:
http://www.nailsmag.com/article/96087/buying-behavior
http://www.nailsmag.com/article/97246/easy-retail

For more information about your career in nails, check out these helpful links: 
http://www.nailsmag.com/career-handbook
http://www.nailsmag.com/education/nail-school

FACEBOOK, PINTEREST, AND TWITTER:  
Online Networking
www.facebook.com/nailsmag
www.twitter.com/nailsmag
www.pinterest.com/nailsmagazine

Join NAILS Magazine on Facebook, Twitter, and Pinterest 
to network with hundreds of thousands of nail techs 
from around the world. You’ll also get to interact with the 
magazine’s editors, get dibs on contributing to upcoming 
stories, and be eligible for exclusive product giveaways. 

NAILStv: Learn by Watching
www.nailsmag.com/nailstv

There are hundreds of free videos on NAILStv. The site is 
similar to YouTube, but only includes videos relevant to 
professional nail techs. Watch everything from product 
tutorials to beauty tradeshow footage to salon tours and 
more. Plus, our new Troubleshooter series clarifies nail prep 
and product application techniques — perfect for newbies.
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