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she redirected her business, became an 
acne specialist and found big profits. 

“Specializing in acne has grown 
my skin care business by leaps and 
bounds during this recession. Not only 

do I have double the clientele, but 
they are happy clientele because this 
protocol truly produces results … My 
clients already wasted lots of money 
on modalities that didn’t work. So, 
when they see results, their loyalty 
is cemented! What a great job I now 
have,” Tortolani explains.

Specifics of specialization
Many estheticians have told me about 
the fear that grips them when thinking 
about not offering all the traditional ser-
vices of a spa. However, if you are pas-
sionate about one specific treatment 
or service, this may be an opportunity 
to turn a small idea into a grand one. 
Develop the proper skills and knowl-
edge so you can welcome clients with 
confidence, knowing that not only will 
they be happy, but they will be sending 
you new clients. 

Determine your  
favorite aspect of  

the spa industry and 
build a business based 

on your passion. 

JUST A COUPLE OF YEARS 
ago, it seemed like there was 
a salon or spa on every corner. 

Unfortunately, times have gotten tough 
and many of those businesses are gone 
or struggling. In this economy, many 
people are cutting back on nonessen-
tial goods and services, so it may be 
a long time before we see those days 
of carefree spending again.

Stand out
If you want to thrive as a business, you 
need to stand out from the crowd by 
providing a service that is truly needed. 
The most common skin problem is acne 
and though every esthetician and der-
matologist will treat it, very few are suc-
cessful at it. In September 2005, I opened 
a clinic dedicated to treating acne and 
the business has grown faster than my 
wildest dreams. This presents an op-
portunity for every esthetician, because 
once you have mastered a specific skill, 
your clientele will build. Your reputation 
will grow and so will your bottom line. 

It is thrilling to experience the grati-
fication of improving the quality of life 
for your clients. However, personal grati-
fication does not pay the bills, as ex-
perienced esthetician Trish Tortolani 
in Napa, CA, found out. She knew she 
needed to redirect her business, and 
change the focus of it to be able to cut 
overhead and survive. In just two years, 

Determine your favorite aspect of 
the spa industry and build a business 
based on your passion. For me it was 
acne, for you it may be cellulite, hair re-
moval or aging skin. The ideas are end-
less. It just takes some careful planning 
and focusing on what you do best. Learn 
the protocol, make your clients happy 
and watch your business thrive.  n

Laura Cooksey is an acne specialist 
and educator. She is also the owner 
of the Face Reality Acne Clinic near 
San Francisco, CA. She became an 
acne specialist out of her own strug-
gle with acne and has 21 years of 
experience as a licensed estheti-
cian. Contact her at 866.477.3077 or 
info@facerealityacneclinic.com.

focus on your passion 
and watch profits soar! 

business|specialize in success

by Laura Cooksey
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