
Case Study: "Oasis Day Spa" - A Strategic Launch Plan for a Boutique Wellness Center 

1. The Client: 

A skilled and experienced massage therapist and licensed esthetician in Palm Beach County. She 

has a strong personal book of business, currently generating approximately $8,000 per month 

through services provided at her home and clients' residences. She also maintains professional 

relationships with three other local day spas as a 1099 contractor, with non-compete 

agreements that restrict her from soliciting their specific clientele. She is now ready to take the 

next step and launch her own boutique day spa. 

2. The Challenge: 

The client needs a comprehensive strategy to transition from a sole proprietor to a day spa 

owner. She requires a blueprint for a successful launch and a plan for sustainable, aggressive 

growth. The key areas of focus are: 

 * Real Estate & Lease Negotiation: Finding and securing the ideal small-scale commercial space 

in Palm Beach County and negotiating a favorable lease. 

 * Branding & Digital Presence: Creating a professional brand identity, including a name, logo, 

website, and digital marketing strategy. 

 * Strategic Growth: A five-year business plan to scale revenue from $8,000 to $50,000 per 

month. 

 * Operational Excellence: Developing Standard Operating Procedures (SOPs), defining a service 

menu, and selecting retail products. 

 * Marketing Strategy: A clear marketing plan based on the Four P's to attract and retain clients. 

 * Ongoing Support: A request for monthly business coaching and supplementary services from 

General Media Consulting to guide her through the initial five years of operation. 

3. Proposed Solution & Recommendations: 

a. Real Estate & Lease Negotiation 

 * Ideal Location Profile: 

   * Size: A small, intimate space of approximately 800-1,200 sq. ft. is ideal for a start. This allows 

for 2-3 treatment rooms, a small reception area, and a restroom. 

   * Demographics: Target high-traffic, affluent areas in Palm Beach County with a high 

concentration of the desired demographic (e.g., Downtown West Palm Beach, The Gardens, 

Jupiter). 



   * Accessibility: A location with ample parking or close proximity to public transit is crucial for 

client convenience. 

 * Lease Negotiation Strategy: 

   * Tenant Improvements (TI): Negotiate a tenant improvement allowance from the landlord to 

help cover the costs of building out treatment rooms, installing plumbing, and electrical work. 

   * Lease Term & Renewal: Aim for a 3-5 year lease with an option to renew. This provides 

stability while allowing flexibility as the business grows. 

   * Build-out Clause: Include a clause that protects her if the space's build-out takes longer than 

expected, delaying her opening. 

b. Branding & Digital Ecosystem 

 * Business Name: "Oasis Day Spa" 

   * Rationale: The name evokes a sense of escape, tranquility, and luxury, perfectly aligning with 

the client's service offerings. It is simple, memorable, and universally appealing. 

 * Logo & Visual Identity: A minimalist logo featuring a stylized lotus flower or water ripple. The 

color palette should be calming and sophisticated, with soft greens, muted blues, and neutral 

tones. 

 * Website: 

   * Functionality: The website will be the primary hub for her business. It must be mobile-

friendly and feature an integrated online booking system (e.g., Mindbody, Vagaro) to streamline 

appointments. 

   * Content: High-quality photos of the space, a detailed menu of services, a bio of the owner 

and her qualifications, and testimonials. 

   * Lead Capture: The website will include lead capture forms for a mailing list, offering a 

discount on a first-time service to attract new clients. 

c. Five-Year Business Plan & Growth Targets 

 * Year 1: Launch & Stabilization 

   * Focus: Open the spa, leverage her existing client base, and begin a targeted marketing push. 

   * Hiring: Hire one additional massage therapist on a part-time or 1099 basis to increase 

service capacity. 



   * Revenue Goal: Average $15,000/month. This allows for a modest profit while covering all 

new overhead costs. 

 * Year 2-3: Growth & Expansion 

   * Focus: Expand the team to 2-3 full-time or 1099 professionals. Increase marketing efforts to 

build a new, loyal client base separate from her existing network. 

   * Service Expansion: Introduce new services (e.g., advanced facials, body wraps) and retail 

product lines. 

   * Revenue Goal: Average $25,000 - $35,000/month. 

 * Year 4-5: Scaling & Profit Maximization 

   * Focus: Optimize operations, increase average ticket price per client, and potentially hire a 

front desk manager to free up the owner's time. 

   * Team Expansion: Consider adding more specialized professionals (e.g., nail technician, 

acupuncturist) to diversify offerings. 

   * Revenue Goal: Achieve the target of $50,000/month by the end of Year 5. 

d. Operations & Service Offerings 

 * Standard Operating Procedures (SOPs): 

   * Client Experience: Develop a clear SOP for every step of the client journey, from the initial 

booking to the post-service follow-up. This ensures a consistent, high-quality experience. 

   * Daily Operations: SOPs for opening/closing procedures, inventory management, sanitation, 

and client data handling. 

 * Products & Services: 

   * Services: Offer her core strengths (e.g., therapeutic massage, deep tissue massage, 

customized facials). Introduce signature services (e.g., "The Oasis Signature Facial") to build 

brand identity. 

   * Retail Products: Curate a small selection of high-quality, reputable skincare brands and 

aromatherapy products that align with her esthetician's expertise. This adds a new revenue 

stream and reinforces her brand. 

e. The Four P's of Marketing 

1. Product: 



 * Refinement: The "product" is the entire client experience. Emphasize the quality of her 

treatments, the serene ambiance of the spa, and the personalized attention. 

 * Differentiation: Her personal touch, combined with the new serene environment and high-

quality retail products, will be her key differentiator. 

2. Price: 

 * Pricing Strategy: Price services competitively but not at the lowest end. Position the spa as a 

premium, high-value experience. 

 * Packages & Memberships: Offer service packages (e.g., "Relaxation Bundle") and monthly 

membership programs to ensure recurring revenue and client loyalty. 

3. Place: 

 * Physical Space: The strategically chosen physical location is the primary "place." 

 * Digital Presence: The website and social media profiles are the digital "place" where clients 

discover and interact with the brand. 

4. Promotion: 

 * Launch Promotions: Offer an introductory discount for first-time clients and a referral 

program for existing clients to encourage word-of-mouth marketing. 

 * Digital Marketing: Run targeted social media ads on Facebook and Instagram to attract local 

residents. Use email marketing to stay in touch with her existing book of business and promote 

new services. 

 * Local Collaborations: Partner with local businesses like hair salons, gyms, and wellness 

centers for cross-promotion. 

4. Conclusion & Supporting Services: 

By adopting this strategic blueprint, the client can successfully launch and scale her day spa, 

"Oasis Day Spa." The careful planning of real estate, branding, and operations will mitigate risk, 

while the robust marketing strategy will drive new client acquisition. 

General Media Consulting's supporting services will be crucial for her success: 

 * Monthly Business Coaching: Regular sessions to review financials, marketing performance, 

and address operational challenges as they arise. 

 * Digital Marketing Management: Ongoing management of her website, social media, and 

advertising campaigns to ensure a consistent stream of leads. 



 * Website Maintenance & SEO: Continuous optimization of her website to maintain search 

engine visibility in Palm Beach County. 

This partnership will provide the client with not just a plan, but the ongoing guidance and 

support needed to transform her vision into a thriving and profitable day spa. 


