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Learning Objectives for Module Nine

After completion of Module Nine, you should be able to:

● design a basic business plan for your aromatherapy business

● identify the main types of business entities

● understand your scope of practice as an aromatherapist

● identify basic good manufacturing practices (GMP)

● identify how to describe an aromatherapy blend legally

● identify the basic legal documentation needed to set up your aromatherapy business

● identify a code of ethics

● define your aromatherapy target market

● identify the main tools for marketing your aromatherapy business

● identify how to label your aromatherapy product correctly

● calculate both a retail and wholesale price for your aromatherapy product

● identify the main pieces of equipment required to organize your aromatherapy business

efficiently

● identify the main types of social media for your aromatherapy business

● identify the main tools needed to set up a website and blog for your aromatherapy business

© Sharon Falsetto 2022 All Rights Reserved 2



Sedona Aromatics Certificate in Professional Aromatherapy

Sedona Aromatics

Certificate in Professional Aromatherapy

Module 9

The Essentials of Business

Chapter One

Designing a Business Plan

1.1 A Business Plan

Although I studied business at university, and understood the need for a business plan, I must admit

that I did not start out with a written business plan when the time came to start my own business! I

think that this is true for many small businesses that start out with an informal idea, or as a

home-based operation.

The need for a formal business plan is often prompted by the need for investment to help your

business to grow. Most financial institutions need to see what your goals, methods, and realities are –

before they will lend you money. However, I advise you to learn from my misdemeanors, and start out

with a formal business plan, even if you don't intend to borrow money to start your business! It is not

only good business practice, but it will help you to define your goals and objectives for your business

more clearly.

This chapter helps you to get started on formulating a business plan, based on my own business

education and lessons learned!

You might also find it beneficial to take an additional course in business with your local community

college – particularly with regard to local legal, accounting, and taxation issues.
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Tip: Most small businesses do not make a profit in the first two to three years of operation. Hard

work, perseverance (and perhaps another means of support) often motivate and drive a person

through the first few years of business. Starting (and maintaining) a small business is tough with

many hours put in for little reward in the beginning. Success is hard-earned!

1.2 Brainstorming Your Ideas

You will no doubt have your own ideas and aspirations for what you want to do with your business.

There are many different ways you can practice and use your aromatherapy education and knowledge,

depending upon your own personal experiences, location, and other qualifications.

In order to formulate a business plan, start out by brainstorming any ideas you have. Use a notebook,

journal, picture board, or computer to record your ideas. Some people prefer the written word over

visualization – or vice versa. Ask yourself such questions as:

• Do I want to work from home or rent an office/space?

• Do I want to make products or combine aromatherapy with another therapy (if qualified to do

so)?

• Do I want to offer products wholesale or retail (and what are the advantages/disadvantages for

doing so)?

• Do I want to sell at local markets/stores – and are there restrictions for doing so?

• Do I want to open my own store?

• Do I want to give information sessions on aromatherapy?

• Do I want to teach at the local community college – or start my own classes (experience and

practice in aromatherapy is usually advisable before embarking on this route, in order to build

your credibility as an “expert”)

• Do I want to write blogs or newsletters about aromatherapy?

• Do I want to “partner” up with someone or go it alone?

• How do I set myself apart from others in the same business?

• Do I want to develop an online business?

• What are the goals for my business?

• How much money do I have to invest?

• What are the legal and ethical implications of my ideas?

• Am I willing to multi-task and learn new skills to start my business – or do I need to outsource

some tasks I do not have the skills for?

• How much time do I have to dedicate to my new business?

• Do I want a local, national, international, or web presence?

• Is there a market for my ideas – and can I meet the needs of those customers?

• What are the main purpose/s of my business?

This list is not exhaustive and, once you start brainstorming, you will find other ideas and questions

will begin to flow.

It is important to understand that your business plan may change over time, as you develop and grow

your business. Having some idea of the short and long-term goals for your business will help you to

direct your business in the direction you wish to take it.
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1.3 Aromatherapy as a Business

Once you've brainstormed some ideas for your business, you should be able to pinpoint which type of

aromatherapy business you are interested in setting up. The following aromatherapy business options

are popular set-ups in the United States for those trained in aromatherapy:

• Holistic practitioner – which may include combining aromatherapy with another therapy

• Day/health spa – a possible combination of aromatherapy with other beauty

therapies/treatments

• Home business (products)

• Online business (products and/or consultation services)

• Aromatherapy school – it is preferable to have a few years experience in the aromatherapy

business before offering aromatherapy classes to others; it lends credibility to your “expertise”

• Essential oil distributor

• Local store – bath and body; gift store; natural food outlet

• Local (farmer's) markets

• Aromatherapy writer – unless you are an excellent writer (and aromatherapist), it is difficult

to get paid in this area; most aromatherapy journals and blogs expect you to give your services

for free (or in trade for a free advert). However, if you are good at what you do – and can write

at a professional level – it is possible to land paid private writing work for articles, websites,

blogs, content marketing, books, and e-books in the aromatherapy industry. Just know that

the paid market area is small – and you will have to “earn” your way to paid work. I started out

writing for free or for very small payments – but have eventually worked my way up to

higher-paid assignments!

• Wholesale manufacturer of products

• Retail manufacturer of products

Try to identify your business type before putting together your business plan – it will make things

easier in the long run. Of course, goals and plans constantly change too; but a passion for the “right”

direction can make the difference between success and failure. If your heart isn't truly in it, success

might be difficult to come by.

1.4 Financing Your Plan

Perhaps one of the most important questions to ask yourself is how you plan to finance your new

business. Even if you start out small, you will need a minimum amount of capital to invest in products,

ingredients, premises, general business, and office costs, banking fees, technical costs, and equipment.

It is also important to remember to factor in such costs as insurance, licensing, accounting, and taxes.

You can finance your new business in several ways:

• existing savings

• loan from family/friends

• loan from a financial institution

• local business initiatives/grants

If you borrow money, you will have to factor loan payments into your business expenses. Check out

local resources for any grants or initiatives which may apply to your business and help you with

start-up costs.
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1.5 Writing a Business Plan

The purpose of a business plan is:

• to define the goals of your business and how you will achieve those goals (see point 1.5.1 below)

• to explain how your business will be managed, marketed, and funded

1.5.1 Defining Goals, Objectives, Strategies, and Outcomes for a Business Plan

There is a lot of discussion about goals, objectives, strategies, and outcomes in the business world, with

varying opinions. For the purpose of this course, goals, objectives, strategies, and outcomes are defined

as:

• Goals are broad, general terms describing what you intend to achieve in your business.

• Objectives are more in-depth terms that expand on your general goal terms.

• Strategies form the base of your “plan of action” on how you will achieve your goals and

objectives.

• Outcomes define what your customer/client/student will have ideally achieved at the end of

your services.

Consider the following example for someone who wants to teach aromatherapy courses:

• Goals: To provide educational courses about essential oils and their therapeutic uses.

• Objectives: Students will develop an understanding of essential oils and how to use them safely

and correctly. Students will be able to identify reputable essential oil suppliers by various

means and understand how to identify an essential oil correctly. Students will understand the

safety dilution rates of essential oils for various groups.

• Strategies: Associate with reputable organizations and respected professionals in the industry,

to demonstrate that my educational courses are qualitative. Educate myself to the best of my

ability in my area of expertise and demonstrate my credibility as an expert by writing

informative articles, education handouts, and other publications. Establish an online study

program by partnering with a reliable online platform provider.

• Outcomes: Students will be able to demonstrate knowledge of at least fifty essential oils and

their uses. Students will be able to name and use the tools for correctly identifying an essential

oil. Students will be proficient in making ten aromatherapy products.

This is a very brief example. You will normally have several goals, objectives, strategies, and outcomes

for a business proposal.

You will also find many variations on the above terms, and business terminology is constantly

changing, given the influence of social media interaction. However, if you can remember these simple

definitions and know-how to implicate them in writing your business plan, it should help you get

started on writing your business plan!

1.5.2 The Basics of a Business Plan

In order to write a business plan, you need to compile a report as follows:

• Cover page – includes business name, date, location, and contact details. The cover page

should be entitled “Business Plan.”
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• Table of Contents – This will list the following pages:

• Executive Summary – although listed first in the Table of Contents, you should write this

section last (once you've got the rest of the report compiled). It should provide a summary of

the “who, what, and why” of your business and provide the reader with a basic understanding

of your business. It should be between one and two pages in length. As it is placed first in the

written report, your reader should be inspired to then go on and read the rest of the report.

• Business Description and Vision – include a mission statement of your business, business

goals, and objectives, history of your business, list of key employees (even if there is just you).

• Definition of the Market – describe your business industry and outlook, the needs of your

business market, identification of your target market (aromatherapy is a broad area and you

should pinpoint it to specific products/services and people), a profile of your target market (for

example, female, aged between 40 and 60, income level), the share of the market you think that

you can achieve.

• Description of Products and Services – describe all products and services you intend to offer

and why your products and services are competitive. Include photos and/or sales literature for

your products and services in an appendix.

• Organization and Management – describe how your business is organized (if you understand

how to create organization charts, include one of those), describe the legal structure of your

business (sole proprietor, partnership, corporation), describe any special licenses you need to

operate your business, including a biography of all key employees of the business.

• Marketing and Sales Strategy – identify and describe your market (supply and demand),

describe how you will distribute your products and services, explain your sales strategy, pricing

policies, promotions, placing of products, and types of products.

• Financial Management – estimate start-up costs, including a projected balance sheet, cash

flow, and income statement* for one year. If you are applying for a loan, you need to include a

personal financial statement and the previous year's federal tax return. You will also need to

check with the lender if they require other information.

• Appendices – sales brochures and information, employee biographies, list of business

equipment, additional photos (if applicable), copies of advertisements (if applicable), and lease

and contract agreements (if applicable).

I suggest checking out Google Workspace for business tools:

https://workspace.google.com/

1.6 Revising the Plan

Once you've established your initial business plan, you will need to revise and re-assess at periodic

intervals. Not only may your vision of your business change, but markets change, economic downturns

(and upturns) happen, your experience grows – and you grow.

I started my own aromatherapy business in the United States after moving from the U.K. I initially set

up as a local business, but changes happened to lead my business to the point it is at today – the

economy crashed in a big way (meaning my market changed) but the internet (and technology) grew,

turning my business into an internet-based operation, with an emphasis on custom, quality, and

affordability – something I can more easily identify with on a personal level these days!
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1.7 Starting Your Own Business

Starting your own business is a lot of hard work – your aromatherapy education and training are just

the start of your journey. The road is long and tough, with setbacks along the way – but if you have

determination, creativity, business sense, and a warm personality you will succeed in some small way!

At times you will feel like giving up (learning a whole new set of regulations, taxes, and laws was one of

the toughest things for me in moving to a new country) and you may have a few “false” starts and/or

setbacks. However, I am always amazed by the creativity and inspiration I find in those around me –

draw on others for inspiration and support when your motivation and mood is low.

Success is defined in different ways, and on different scales, by different people – understand what

success means for you and how you will try to achieve it.

Be strong, be bold – but above all else, be you!

Complete Assignment 1 before moving on to Chapter 2. Assignments are listed on page

68 of this workbook.

© Sharon Falsetto 2022 All Rights Reserved 8



Sedona Aromatics Certificate in Professional Aromatherapy

CHAPTER ONE REVISION SUMMARY:

The chapter revision summary is designed to help you re-cap the main points of the chapter in

preparation for the final examination paper. However, note that the final examination paper may or

may not include these points (and they may or may not be expanded upon). Therefore, it should be

used as a guideline only.

• In order to formulate a business plan, start out by brainstorming any ideas you have.

• Once you've brainstormed some ideas for your business, you should be able to pinpoint which

type of aromatherapy business you are interested in setting up.

• Try to identify your business type before putting together your business plan – it will make

things easier in the long run.

• You can finance your new business in several ways including using existing savings, obtaining

a loan from family/friends, obtaining a loan from a financial institution, using local business

initiatives/grants.

• The purpose of a business plan is to define the goals of your business and how you will achieve

those goals and to explain how your business will be managed, marketed, and funded.

• Your business plan report should ideally be comprised of a cover page, table of contents, an

executive summary, a business description and vision, a definition of the market, a

description of products and services, how your business is organized and managed, marketing

and sales strategies, a financial management breakdown, and any applicable appendices.
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Chapter Two

Legal Issues

2.1 Legal Issues and the Aromatherapist

Learning the legal issues which may affect your practice as an aromatherapist is both complex and

time-consuming. Yet, it is also very important. In addition to the areas covered in this chapter, I advise

you to take proper legal or business advice, specific to your state and/or country of practice.

It’s also worth noting that how you choose to practice – for example, as an aromatherapist in a health

care setting, or as a proprietor starting your own bath and body business – will also affect which legal

areas are of importance to you.

I have tried to cover the various scenarios which I myself have encountered (and researched) during

my time as a certified aromatherapist in the United States. You may find that your needs and

experience vary.

This chapter refers specifically to legislation within the United States. This is a broad area of study

and, if you live outside of the United States, you are advised to check the legislation required in your

own country. However, this chapter will give you the guidelines of the areas to address. In addition,

this chapter (and course) do not necessarily cover all the legal aspects of setting up a business within

the United States – information constantly changes, as does the legalities of each state and country.

2.2 Different Types of Business Entities

The different types of business entities discussed in this section relate specifically to the United States.

However, you may find that these are similar entities to those in other countries too.
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2.2.1 Sole Proprietor

A sole proprietor is the easiest form of business entity to set up. You own the unincorporated business

by yourself.

There is no legal distinction between the owner and the business as a sole proprietorship.

Therefore, although the owner receives all profits of the business, the owner is also responsible for

unlimited losses and debts of the business.

You will often see the term DBA used in relation to a sole proprietorship: DBA is an abbreviation for

Doing Business As and acts as a trading name for the business. For example, Sharon Falsetto DBA

Sedona Aromatics.

2.2.1.1 Advantages:

• Easy to set up

• Minimum investment required

• Receive all profits

• More hands-on and personal interest in the business

• Some tax advantages (depending upon the state)

2.2.1.2 Disadvantages

• Limited resources

• Unlimited liability for business debts

• Personal property may be at risk if the business fails and debts are owed to creditors

• As the business is the same legal entity as the owner, the business usually dies with the owner

2.2.2 Partnership

A business partnership is made up of two or more individuals. Each partner contributes time, money,

skills, and assets. The profits and losses of the business are shared. Each partner is personally liable,

jointly and severally, for business debts and taxes.

A partnership agreement is often drawn up prior to the start of business, stating the partnership's

division of profits, losses, contributions, responsibilities, etc. There are several variations on the

general partnership setup, such as limited liability partnerships (LLP).

2.2.2.1 Advantages

• Workload is shared by more than one person

• More resources than a sole proprietorship

2.2.2.2 Disadvantages

• Profits are shared equally between all partners, so business has to generate a high enough

profit

• Personal property may be at risk if the business fails and debts are owed to creditors

• Disagreements are usually resolved by a majority vote amongst partners. There has to be more

give-and-take than with a sole proprietorship where you have total control over the running of
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the business

2.2.3 Limited Liability Company (LLC)

A limited liability company (LLC) structure is allowed by state statute and may vary from state to state.

It is a legal formation of a company that provides limited liability to its owners (known as members).

In most states, it is possible to form a limited liability company with one member or more. LLC's

merge the characteristics of a corporation and a partnership or sole proprietorship. It is not

incorporated, like a corporation, and offers more flexibility than a corporation.

2.2.3.1 Advantages

• Greater flexibility than a corporation

• Limited liability

• One person or more ownership

2.2.3.2 Disadvantages

• Regulations vary from state to state – if you intend to move states with your business, you will

need to re-check if you can still carry on business as an LLC

• More formal than sole proprietorships and partnerships

2.2.4 Corporation

A corporation is the most formal – and most complex – business entity to set up and operate. A

corporation is a separate legal entity to its owners and is incorporated through state legislation and

registration. Corporations can be both profit and non-profit businesses.

Shareholders in the corporation exchange money and/or property for capital stock.

There are different types of corporations: These include C Corporations and S Corporations, each of

which has different tax advantages and obligations.

2.2.4.1 Advantages

• Limited liability

• Separate legal personality

• Controlled by an elected Board of Directors

• Easier access to funding and loans

2.2.4.2 Disadvantages

• More formal in setting up

• More restrictions with regard to business development – each aspect needs to be voted upon

and approved

•

2.3 Setting up a Home Business

Setting up a home business of bath and body products is not regulated in the United States by the FDA
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or other authorities, with respect to the selling of the products. There are no legal requirements for the

testing of your products (although you can certainly get them tested if you wish to do so). Homemade

products can be sold if:

• The product is in compliance with the provisions of the FDA Food, Drug and Cosmetic (FD&C)

Act, the Fair Packaging and Labeling (FP&L) Act, and subsequent regulations which relate to

these Acts.

• The product is properly labeled – this is discussed further in Chapter Five.

• The product does not contain prohibited ingredients (as discussed previously).

• The product is free of pathogens.

You may also find this FDA fact sheet on Small Business and Homemade Cosmetics useful as a

checklist:

https://www.fda.gov/cosmetics/resources-industry-cosmetics/small-businesses-homemade-cosmetic

s-fact-sheet

2.4 Voluntary Cosmetic Registration Program (VCRP)

If you are making your own aromatherapy products and starting a bath and body product business,

you will want to make yourself familiar with the legal requirements associated with manufacturing

requirements of such products.

The description of aromatherapy products as cosmetic products vs. drugs/medicinal products has been

discussed previously in this course but is also summarized below in this chapter.

At present, there are no legal requirements for manufacturing cosmetic products within the United

States. However, it is prudent to follow the Good Manufacturing Practices (GMP), as outlined by the

FDA (discussed below), and look at the benefits of participating in the Voluntary Cosmetic

Registration Program (VCRP). If you live in the UK and Europe, such practices are now required

legally, and you need to check the latest EU laws to comply.

As the title states, participation in this program is voluntary and it is up to you if you decide to

participate. The program is also free. The VCRP is a reporting system operated by the FDA for use by

commercial manufacturers, packers, and distributors of cosmetic products in the United States. It does

not apply to cosmetic products used professionally in spas, salons, and beauty clinics, or free gifts,

samples, or products made at home and given to family and friends.

Voluntary registration in the program assists the FDA in evaluating cosmetic products on the market

and assists scientific experts and panels in assessing ingredient safety. An assessment of cosmetic

ingredients is not legally required by the FDA before selling such products. However, if the FDA is

alerted to cosmetic products which are found to cause harm, it has the authority to regulate them.

If you are interested in registering with the VCRP, you can find more information from the FDA

website by following this link:

https://www.fda.gov/cosmetics/cosmetic-registration-program-help/cosmetics-registration-program-

faqs
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2.5 Good Manufacturing Practices (GMP)

Although good manufacturing practices (GMP) are not enforceable, as yet, by law, they are a good

guideline to follow for your business – especially if it becomes future law. It is also good practice for

your business. GMP is set out by the FDA in the United States.

A full outline of GMP can be found by following this link:

https://www.fda.gov/cosmetics/cosmetics-guidance-documents/good-manufacturing-practice-gmp-g

uidelinesinspection-checklist-cosmetics

To summarize, you should check the suitability, cleanliness, and functionality of the following areas:

• Building and facilities – size, design, construction, use

• Equipment – cleanliness and storage

• Personnel – suitable experience and training of employees, control of food and drink

consumption in the area of work, appropriate clothing and protection

• Raw materials – storage and handling protocols

• Production – formulations, processing, transfer and filing instructions

• Laboratory controls

• Records – recording and control of raw materials, packaging and finished products

• Labeling – covered in further detail in Chapter Five

• Complaints – maintain a suitable recording and filing system

These practices might seem overwhelming if you are just starting out – and may not apply on a large

scale at first – but it is best to be aware of them and initiate practices where appropriate. I certainly did

not have all my ducks in a row when I first started out – but I have put together this information to try

and prevent you from making some of the mistakes that I did!

A good resource for good manufacturing practices is Marie Gale's website:

https://www.mariegale.com/gmp-basics/

Marie provides information on labeling products and good manufacturing practices. She has also

written a book on the subject, Good Manufacturing Practices for Soap and Cosmetic Handcrafters:

https://www.amazon.com/Good-Manufacturing-Practices-Cosmetic-Handcrafters/dp/0979594545/r

ef=sr_1_1?keywords=Good+Manufacturing+Practices+for+Soap+and+Cosmetic+Handcrafters&qid=

1646866428&s=books&sr=1-1

2.6 Scope of Practice as an Aromatherapist

It is very important to understand the scope of practice which you have, both in the United States and

in other countries. In the United States, you are not allowed to “claim to cure” or make any medical

claims about the aromatherapy blends you create (without getting into the very complex area of

making “drug” claims about your product). If you are not medically qualified (for example, a doctor or

a nurse), you can't give a client professional medical advice. If you notice something odd, or a matter

that comes up in consultation with a client, advise them to see a suitably qualified health care

professional.
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In addition, if you are not a licensed massage therapist (LMT) or are not licensed to carry out any other

form of “touch” therapy,” you are not legally allowed to apply an aromatherapy blend on a client in a

treatment that requires as such (but they can apply it themselves as a home treatment). For example, if

you want to apply a massage blend to a client in a consultation, you will have to obtain the required

licensing for your state. However, note that every state is different – and some states may not require

such licensing. Therefore, it is always best to check with your own state on current licensing laws. This

area of differentiation is evident in the practice of reflexology. In Arizona, reflexologists do not need to

be licensed to practice reflexology – even though it is a “touch” therapy. Confused? I know I was when

I first moved to the United States! The bottom line is this – check with your individual state on current

practices, current therapies, and the appropriate licensing required (if any).

You should also note that your aromatherapy certification is not a “license” to practice aromatherapy.

It simply indicates the level of training you have received from a particular school or person. It helps to

inspire confidence in your customers that you have some knowledge and education about the subject

area – and that you understand the essential oils you are working with. Aromatherapy training varies

widely – even between schools accredited by the same provider – so make sure that you understand

the full credentials/experience of your training provider too.

There is no government legislation governing the practice of aromatherapy in the United States which

means that anyone can set themselves up as an “aromatherapist.” However, you will only be successful

in the practice, if you actually know what you are doing!

A certified aromatherapy course of at least 200 hours of study will give you the ability to take out

professional liability coverage – and work within the scope of practice as outlined in the policy. All

reputable insurance providers will ask for proof of your certification before issuing such coverage.

The main points to remember about the scope of practice as an aromatherapist is that:

• you cannot diagnose

• you cannot prescribe

• you cannot perform “touch therapy” - unless licensed to do so (where appropriate)

Instead of diagnosing or prescribing – educate. This means giving your client as much information as

you can about an essential oil or blend. Give them information on how to use it. Don't guarantee an

outcome.

2.6.1 Difference Between Practice as an Aromatherapist in the United States and the

UK (and Europe)

In the United States, it is possible to practice as an aromatherapist in consultation with a client or use

your aromatherapy training to create and sell your own bath and body product line. You don't even

have to be certified in aromatherapy in order to create and sell a bath and body product line. In

addition, regulations in place are “guidelines” and are not (currently) legal regulations (although if

someone reports your practices as dangerous, regulations may be enforced).

However, under legislation in the UK (and Europe), UK (and European) aromatherapists can only

make bath and body products by consultation with a client – or conform to extensive EU regulations in

order to legally sell a bath and body product line.

This course currently only covers the United States in any detail with regard to legal requirements for
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practicing as an aromatherapist. If you live outside of the United States, you will need to do your own

research to make sure that you conform to applicable laws in your country of business.

2.7 Scope of Practice as an Aromatherapist

It is very important that you understand any healthcare laws that may affect your practice as an

aromatherapist – and it is your responsibility to find it out.

In addition, remember that the scope of practice as an aromatherapist (unless a qualified

medical professional too) follows these main criteria:

• do not diagnose

• do not claim to cure

• do not prescribe prescriptions or treatments

• do not perform touch therapies without licensing (see individual state regulations for

requirements and interpretation of this phraseology)

• do educate the client with your aromatherapy knowledge, pass on that information, and

empower them to use these tools to improve their health

• do refer to a suitable healthcare practitioner if the need dictates

• do take a holistic approach to help the client change their lifestyle in conjunction with

aromatherapy knowledge (for example, exercise, diet, sleep).

2.8 Legal Use of Aromatherapy Language: Aromatherapy Blend Names

When describing and advertising your aromatherapy blends, you need to be aware of the legal

implications of describing your product in a certain way. For example, if you use a term such as an

insect repellent or hand sanitizer, you could be inviting legal trouble. This goes back to the FDA

definition of a product as a drug or a cosmetic. If you describe a product as an insect repellent, you are

essentially making a claim that it works like a drug.

In addition, words such as healing, and insomnia blend might get you into trouble. I've used these

terms to describe some blends in this course (Module Seven) but if you plan to market and sell

products, you might want to come up with alternative names that ensure your product falls within the

cosmetic category and doesn't unwittingly make any “medical” claims. The examples I've given are not

exhaustive of other products which might fall into this category.

You can find more information on the FDA descriptions of drugs vs. cosmetics by following this link:

http://www.fda.gov/cosmetics/guidanceregulation/lawsregulations/ucm074201.htm

If you live outside of the United States, check your own country and/or state requirements.

You should also avoid using terms such as treatment and to treat; legally, an aromatherapist cannot

treat a particular health problem. However, you can educate.

2.9 Business Registration and Licenses

Depending upon your state or country, you will most likely need to obtain a business license to operate

your own business, even if you are working from home. Check for any restrictions on carrying out a

home business in your city or town. If you live in a place that operates a Homeowners Association
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(HOA), there might be restrictions in place that prevent you from setting up your business at home.

Each state differs – check to see if you need a city, county, and/or state license for your business.

Before you apply for a business license, you will need to register your business with the federal

government. Registering your business depends upon the type of business entity you choose to start

(as discussed above). Once you know the type of business entity you intend to operate, you will need to

register it at the county clerk's office or the state government offices by completing the appropriate

paperwork. And, of course, you will first have to come up with your business name! Check with your

local state as to the availability of this name, before filling out any paperwork (this can be done online

via your own state authority website).

When you have registered your business, you will then need to fill out a business license application,

and pay the appropriate fee, before submitting it to the issuing organization (for example, in Sedona,

this is the City of Sedona). You will also have to renew your license each year. The business or trade

licensing department in your state should be able to provide you with the information you need. They

will also be able to tell you if there are any other special licenses required to operate your business.

There is no such document as an aromatherapy license. If you are professionally qualified in another

area of expertise – for example, massage – you will already have a license to practice that therapy (if

applicable).

2.10 Business Insurance

Once you have successfully completed Professional Certification in Aromatherapy (of over 200 hours

of study), you will be able to apply for insurance for your business. Insurance is of great importance. If

you are not insured, you are leaving yourself open to a huge potential loss, should any type of disaster

strike.

There are two main types of insurance to consider:

• professional liability insurance

• product liability insurance

My advice is to purchase both types of insurance if you are creating and selling your own

aromatherapy blends. Product liability insurance is not cheap – but cheaper than a potential lawsuit if

a customer reacts badly to one of your products and can apportion blame to you. In addition,

professional liability insurance protects you from any claims arising from accidents incurred on your

business premises by a client – plus many other benefits. Other types of insurance to consider too

include:

• Buildings Insurance – if you work from home, check if you are covered by your homeowner's

insurance for business. If you rent your premises, building insurance might be the landlord's

responsibility – but check and make sure.

• Contents Insurance – to protect stock, equipment, and fittings from damage or loss.

• Personal Accident Insurance – to protect yourself from loss of income and earnings in the

event of an accident that prevents you from working.

Basically, if you can insure against a potential loss or disaster, do so!

Many of the professional aromatherapy and bath and body organizations offer professional liability
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and product liability insurance through group arrangements with insurers to their members (you will

usually have to become a member first to qualify for the policy) including:

• National Association for Holistic Aromatherapy (NAHA)

• Indie Beauty Network

• Handcrafted Soap and Cosmetic Guild

Aromatherapy might also be available as an “add-on” if you already have insurance: for example, as a

massage therapist.

Insurance cover for any/all of the above might also be available from your local insurance provider.

2.11 Consent Forms

Consent forms refer to the aromatherapy consultation process.

Although not essential, you might want to consider a consent form for clients. This type of form will

also help to set out the expectations and limitations of the consultation in that it is an education

process, not a diagnostic or prescribing process (as discussed above).

Consent forms for children, and legal disclaimers, were covered in Module Six. If you are consulting

for a child, you might want to complete a consent form for the child and some variation of the consent

form for adults.
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A sample consent form for an adult might look something like this:
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2.12 Taxation and Accounting

This is a large, yet important, area of your business matters. If you have some basic accounting and

taxation knowledge, you can probably do your own accounting and file your own taxes when starting

out. However, if like me you are unfamiliar with accounting and taxation rules for a country (that I had

just moved to), it is probably wise to invest a few dollars in hiring an accountant too, at the very least,

to prepare your taxes. Depending upon your business setup, this can be relatively cheap. A

professional will also make sure that you are claiming all the legal tax deductions allowed for your

business and personal situation. For example, if you work from home, you are allowed to claim a

certain proportion of your home as business expenses, including applicable utilities (for example,

electricity, water).

Whether you employ the services of a professional or not, you will need to keep a record of all income

and expenditure for your business. Keep all receipts that pertain to business expenses too. You can

either do this manually – or on a computer spreadsheet or database. You will also need to keep a

record of stock purchases and sold stock. If you are unfamiliar with accounting methods, consult a

professional in the area – or invest in a few good books on the subject.

There are also certain tax forms you need to file each year. For more information on which tax forms to

file for which type of business, visit the link below, and click on the relevant business structure. For

example, if you are a sole proprietor, click on the sole proprietor link which will take you through to a

list of all possible taxation forms to file. In addition, you might find the IRS website useful in

answering other taxation questions you might have when setting up your business:

https://www.irs.gov/businesses/small-businesses-self-employed/business-structures

You will also have to file a sales tax return each month (or quarter) for any sales of products (even if

you sell exclusively on the internet). Each state (and county/city) differs in rates of sales tax, so check

with your local Department of Revenue on filing requirements. If selling locally, you will need to

remember to charge the appropriate sales tax on your product too (this usually applies to products

only – not services – but check with individual state requirements).

2.13 Business Bank Accounts

Most businesses – even home-based operations – set up separate business accounts to deal with

business expenses and income. The paperwork required to set up a business account will vary from

bank to bank – and will also be dependent upon the type of business organization you have opted for.

At the very minimum, you will probably need to have your business registration and license in place,

before setting up a business bank account (the bank will most likely ask to see these documents).

Contact your bank for specific requirements before setting up a bank account.

You will also have to decide how you intend to pay for your business expenses (for example, business

debit card, business credit card, check, or cash) and have these forms of payments in place before you

make your first business purchase!

Just as important is deciding how you will accept payment for goods and services for your own

business. Common methods of payment include:

• Cash

• Credit card

© Sharon Falsetto 2022 All Rights Reserved 20

http://www.irs.gov/
https://www.irs.gov/businesses/small-businesses-self-employed/business-structures


Sedona Aromatics Certificate in Professional Aromatherapy

• Debit card

• Check – note that if someone pays you with an out-of-state check and defaults on the payment,

it might be very difficult to enforce payment (check your own state and bank rules on this)

• Online Payment Solution – Examples include PayPal, Stripe, Wave, Square, Adyen, etc. Check

out your options, depending on your web host.

You will need a card reader for methods such as credit and debit cards – but you can obtain such

devices that fit your smartphone, unlike the clunky (and expensive) credit card machines of the past

(yes, I am that old!). If you intend to set up a larger retail space, you might prefer the more expensive

credit card machine option – but smartphone card readers are the least expensive (and easiest) option

for mobile and small sellers.

Finally, check what charges might be due both on your own business account for deposits and

transactions, and charged by online processors (such as PayPal) for processing payments received.

2.14 Importing and Exporting Goods for Sale

This is another complex legal area. Both the country of origin and destination for the sale of goods are

important factors in assessing any legal duties and taxes which might be due. If shipping from the

United States to Canada, for example, your customer in Canada will most likely have to pay sales taxes

and/or customs duties on their order. This can significantly increase the cost of the sale to the

customer. There are also various custom forms to complete (by the seller), depending upon the method

of service chosen with the shipping carrier.

In addition, if you import goods into the United States for resale purposes (with a value of over

$2500), things begin to get more complicated with custom fees and taxes, checks at the port of entry,

and other documentation such as that required for formal entry. For more information, visit the US

Customs and Border Protection website.

You might even need additional licenses to import and export goods on a large scale, depending upon

both countries of origin and country of destination.

For this reason alone, I decided to only ship physical products within the continental United States. I

did not realize the implications of the initial restrictions when I was starting out, so I advise you to do

your homework, before venturing into this area! If you do, you need to ensure that both parties are

informed of any extra charges that they may incur. In addition, your method of shipment might affect

the speed and availability of orders (for example, the United States Postal Service (USPS) prohibits the

shipment of products such as alcohol-based perfumes).

2.15 Quick Checklist of the Points Discussed in this Chapter

Setting up a small business is both complex and time-consuming! At times, it can be very frustrating

not knowing what to do and when. When starting out, I did not have the benefit or guidance of a

professional in the United States who had been through this process. This chapter is designed to give

you the basic starting points of most of the important legal issues which might affect you when setting

up your own small business – information I learned along the way and I am still learning! As each

state differs, it is impossible to list a step-by-step process.

I have learned that many home-based bath and body businesses start out informally – growing into the

formalities of a small business as the business grows. For this reason, I think it is helpful to have a

© Sharon Falsetto 2022 All Rights Reserved 21

https://help.cbp.gov/app/home/search/1
https://help.cbp.gov/app/home/search/1


Sedona Aromatics Certificate in Professional Aromatherapy

basic knowledge of the main legal issues – to avoid any potential disasters!

The main points of this chapter that you need to remember are:

• What type of business entity do you want to operate?

• What are the FDA requirements for operating a bath and body business and/or selling

aromatherapy blends? (both legal and voluntary)

• What is your scope of practice as an aromatherapist?

• What are the business registration and licensing requirements?

• What type of business insurance do you need?

• How do you set up a bank account to send and receive payments?

• What are the taxation and accounting issues?

• The complications and legalities surrounding the importing and exporting of physical goods

into and out of the United States.

In summary, I highly recommend that you do one or more of the following when setting up your own

small business:

• Take a course at your local community college or chamber of commerce in setting up a business

• Purchase several good books on accounting, taxation, and other legal matters.

• Consult a recommended resource such as the Small Business Administration –

https://www.sba.gov/

• Research, research, and do more research! You can never have too much information where

legal issues are concerned

• If your budget affords it, consider legal advice in the form of an accountant, lawyer, or other

legal professionals

Complete Assignment 2 before moving on to Chapter 3. Assignments are listed on page

68 of this workbook.
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CHAPTER TWO REVISION SUMMARY:

The chapter revision summary is designed to help you re-cap the main points of the chapter in

preparation for the final examination paper. However, note that the final examination paper may or

may not include these points (and they may or may not be expanded upon). Therefore, it should be

used as a guideline only.

• There are various types of business entities including sole proprietor, partnership, limited

liability company (LLC), and a corporation.

• Setting up a home business of bath and body products is not regulated in the United States by

the FDA or other authorities, with respect to the selling of the products.

• At present, there are no legal requirements for manufacturing cosmetic products within the

United States. However, it is prudent to follow the Good Manufacturing Practices (GMP), as

outlined by the FDA, and look at the benefits of participating in the Voluntary Cosmetic

Registration Program (VCRP).

• Scope of practice as an aromatherapist in the United States dictates that you cannot diagnose,

you cannot prescribe, and you cannot perform “touch therapy” - unless licensed to do so

(where appropriate).

• When describing and advertising your aromatherapy blends, you need to be aware of the legal

implications of describing your product in a certain way.

• Depending upon your state or country, you will most likely need to obtain a business license

to operate your own business, even if you are working from home.

• Before you apply for a business license, you will need to register your business with the federal

government.

• There are two main types of insurance to consider: professional liability insurance and

product liability insurance.

• A consent form is a good idea for your client to fill out.

• Be aware of relevant taxation and accounting liabilities and practices.

• Set up a business bank account in order to keep business expenses and income separate from

personal income and expenditure.

• Importing and exporting goods and services may require additional paperwork and licenses.
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Sedona Aromatics

Certificate in Professional Aromatherapy

Module 9

The Essentials of Business

Chapter Three

Ethical Issues

3.1 Introduction to Ethics

Ethics are defined as a system or code of morals for a particular group or person. In a business

organization, it is expected that certain rules and codes are followed, for the health of the organization

and the individuals.

As part of the aromatherapy community, it is expected that you follow certain ethics. You may have

business ethics to follow in the organization or business you work for – or you may develop your own

set of ethics for your own business.

The National Association for Holistic Aromatherapy (NAHA) expects professional, business, and

donor members of the organization to follow a code of ethics. Other professional aromatherapy

organizations follow a similar code of ethics.

3.2 NAHA Code of Ethics

NAHA's Code of Ethics is as follows:

Professional, Business, and Donor members shall:

1.1 Demonstrate commitment to provide the highest quality aromatherapy service to those who seek

their professional service.
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1.2 Conduct myself in a professional and ethical manner in relation to my clients, fellow

aromatherapists & colleagues, and the general public so as to comply with the highest standards of

moral behavior & integrity and to uphold the dignity and status of my profession under all

circumstances.

1.3 Share professional knowledge, research, and experiences with fellow aromatherapists and

colleagues to support the advancement of aromatherapy.

1.4 Treat clients in accordance with holistic principles (Recommend treatment based upon the

specific needs of the client) and render professional services for no other purposes than the total

well-being of my clients.

1.5 Educate clients on the quality and availability of true aromatherapy products and services.

1.6 Refrain from engaging in any sexual conduct or sexual activities involving clients.

1.7 Recognize that my primary obligation is always to the client and agree to practice aromatherapy

to the best of my ability for my client's benefit. My client's comfort, welfare, and health must always

have priority.

1.8 Provide clients with an informed consent/disclosure statement and information that includes

training, certification, the scope of practice, payment structure, benefits, limitations, and

expectations of both the practitioner and client.

1.9 Endeavor to serve the best interests of my clients at all times by providing the highest quality of

service and I shall undertake continuing education and improve upon my aromatherapy skills and

professional standards whenever possible.

1.10 Provide services within the scope and the limits of my training. I will not employ techniques for

which I have not had adequate training and shall represent my education, training, qualifications,

and abilities honestly. I shall acknowledge the limitations of my skills and, when necessary, refer

clients to the appropriate qualified professionals.

1.11 Not diagnose, prescribe, or provide any service, which requires a license to practice unless

specifically licensed to do.

1.12 Maintain client confidentiality and not divulge to anyone the findings I acquire during a

consultation, or in the course of professional recommendations, without my clients' consent except

when required by law.

1.13 Support other Consultants at all times and shall never criticize, condemn or otherwise denigrate

other Consultants in the presence of a client or other lay persons.

1.14 Respect the rights of other healthcare professionals and aromatherapists and will cooperate

with all health care professionals in a friendly and professional manner.

1.15 Where another Consultant refers a client to me, I shall return such clients to the original

Consultant when the specified recommendation is completed. I will not denigrate another

Consultant's recommendations.
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1.16 Not make false claims regarding the potential benefits of aromatherapy and shall actively

participate in educating the public regarding the actual benefits of true aromatherapy.

1.17 Not give guarantees regarding the results of any recommendations, nor exploit a client for

financial gain through inferences or misrepresentation of any sort.

1.18 Practice honesty in advertising, promote my services ethically and in good taste, and practice

and or advertise only those skills for which I have received adequate training or certification.

1.19 Maintain my premises in a hygienic condition, and ensure that my premises offer my clients

sufficient privacy.

1.20 Maintain complete records of each client, including specific details of my recommendations.

1.21 Refrain from the use of any mind-altering drugs, alcohol, or intoxicants prior to or during a

professional aromatherapy consultation or while representing the National Association for Holistic

Aromatherapy.

1.22 Dress in a professional manner, proper dress being defined as the attire suitable and consistent

with accepted professional practice.

1.23 Represent a united front to the public and refrain from criticism of colleagues either in writing

or verbally before clients or the general public.

1.24 Shall, upon being found to have transgressed any of the By-laws of the National Association for

Holistic Aromatherapy and/or this Code of Ethics voluntarily surrender and return my membership

certificate to the Association.

3.3 Other Professional Ethics

Other professional ethics which you might want to include in your own business practice include:

• Set professional boundaries between yourself and your client/customer.

• Never discriminate.

• Don't copy-cat other businesses' practices and ideas – it is very easy in today's world of social

media to both follow and mimic the actions of another individual or business. This is not

professional behavior (although it commonly occurs). For example, if a business decides to post

an offer for a specific product, don't copy-cat that idea (in how they promote it or what they are

promoting) during the exact same time period in the exact same way. Come up with your own

ideas and practices. Although imitation is said to be the sincerest form of flattery, it can harm

another business financially – and ultimately doesn't paint the copycat in a good light.

3.4 Ethics and the Aromatherapist

Although it seems like common courtesy and professional practice to follow a code of ethics, as

outlined in this chapter, many forget manners and professionalism when conducting business. Be

aware of your own behavior at all times and act in accordance with a code of ethics. Ultimately, your

business (and reputation) will benefit.

© Sharon Falsetto 2022 All Rights Reserved 26



Sedona Aromatics Certificate in Professional Aromatherapy

Complete Assignment 3 before moving on to Chapter 4. Assignments are listed on page

68 of this workbook.

CHAPTER THREE REVISION SUMMARY:

The chapter revision summary is designed to help you re-cap the main points of the chapter in

preparation for the final examination paper. However, note that the final examination paper may or

may not include these points (and they may or may not be expanded upon). Therefore, it should be

used as a guideline only.

• Ethics is defined as a system or code of morals for a particular group or person.

• In a business organization, it is expected that certain rules and codes are followed, for the

health of the organization and the individuals.

• Familiarize yourself with any ethics that you may be expected to follow within the

aromatherapy and business community.
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Certificate in Professional Aromatherapy

Module 9

The Essentials of Business

Chapter Four

Marketing Your Business

4.1 Marketing for Aromatherapists

Even if you studied business at college, the strategy for marketing your business in today's world is

constantly evolving. Internet and social media are a strong influence on marketing strategies, yet many

small businesses don't have a website or social media presence. Even if you are just selling locally, the

odds are that your local audience is surfing the internet looking for options.

In addition, most business start-ups don't have a large budget. The good news is – that you don't need

a lot of money to start marketing your business. There are expensive options – if money is no object –

but there are also cheaper (and even free) options if you are willing to put in the hard work. Marketing

does take time, whatever your budget, and a certain period of “trial and error” to see what works for

you.

4.2 Marketing Strategy Models

There are various marketing models which are used to devise a business's marketing strategy, the most

well-known of which is the Four Ps model. The Four Ps model focuses on product, price, promotion,

and place. The model asks such questions as:

• Product – satisfies the customer's demands. What is the life cycle of the product, and what is

the product mix (including branding of the product, as discussed below)?

• Price – the amount of money a customer is willing to pay for a product (or service). Demand

for the product will be affected by the price, so you need to decide what your profit margin will

be, taking into account all business expenses which go into producing the product (including

your time) and what the customer expects to pay for such a product. This will vary depending
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upon state and country. Pricing your product is discussed in Chapter Five.

• Promotion – how will you market the product to your customers? There are various ways to do

this, as discussed below.

• Place – where will you place your product for distribution? Is this locally, nationally, on the

internet? Will you sell retail and/or wholesale? Will you allow others to sell your product for a

share of the proceeds?

4.3 Defining Your Target Market

Perhaps one of the most important factors in the success of your business is defining who your target

market is. Simply stating “aromatherapy” is not defined enough. You should be asking questions such

as:

• Is my product/service suitable for moms and babies? If so, are you specifically targeting this

market segment?

• Is my product/service female/male orientated? Your product might be suitable for both but

sometimes product lines are targeted towards a particular gender.

• What is the income bracket of my target market? Are you aiming at exclusive spas or another

income group? Your product/service will reflect this.

• Do you want to set up a local business or an online business? Or both? Do you want to sell

nationally?

• Are you offering consultations, exclusively selling products, offering a local service, teaching

classes, or using aromatherapy to complement a current skill or service (for example,

massage)?

These are just a few examples of some of the questions which you might ask yourself. The more you

can define your specific target market, the more you will be able to put together a specific marketing

plan.

4.4 Branding Your Business

Branding has become a big business in recent years. It seems like everyone is doing it!  Basically, you

(your business) is your brand – a name and product that people will come to recognize and associate

with you. Branding includes designing specific logos, slogans, designs, and symbols for your business.

It can also mean registering trade names and phrases to prevent other people from copying your brand

and letting them know that you are the “original.”  Registered trade names are usually followed by the

® symbol. Trademarks and service marks for phrases, words, symbols, and designs are usually

followed by the letters TM or SM respectively. Trademarks are registered through The United States

Patent and Trademark Office (www.uspto.gov). There is a fee for all services.

An example of a brand is Coca-Cola. As a business grows, the brand name can be defined as an

intangible asset of the company and is worth money. It is not necessary to register or trademark a

business name in order to operate but, as your brand grows, you might want to consider paying the fee

for doing so, in order to protect your brand.

In addition to logos, branding is really about you. You represent your business's values, face, ethics,

customer service, products, style, pricing policies, and more – put simply, your brand is a reflection of

you and what you represent. Your brand sets you apart from other businesses – so think about it

wisely.
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4.5 Unique Selling Points (USPs)

One of the golden rules of marketing is to identify your Unique Selling Point (USP). USPs set you apart

from your competition. You might not think you have any USPs but people don't always capitalize on

their assets! It might also take time to identify your USPs – sometimes you learn from customer

feedback about USPs (see below). In order to identify USPs, you need to ask yourself:

• What sets me apart from my competition?

Make a list of points that answer this question such as:

• Features and benefits of your product or service – why is your product or service different to

your competitor's products or services?

• Yourself – you are your product/service/brand's biggest asset. What is different about you,

your experience, or your training that sets you apart?

Ultimately, the customer asks the question, “What's in it for me?” (WIIFM). Try to answer this

question for them by providing them with a quality product and/or service that they “need.” If you

don't stand out from the crowd, you are going to get lost in it.

4.6 Tools for Marketing

Marketing strategies have changed a lot in recent years. It is no longer necessary to take out an

expensive magazine advertisement to “get noticed” – something which most small businesses can ill

afford, and which usually provides little return for the investment made.

The internet – such as a website and blog – and social media (support for your website and blog) are

probably two of the most valuable tools at your disposal for getting the word out about your business.

Chapter Seven covers this topic in greater detail.

Other tools and strategies which you might adopt for marketing include:

● Professional Organizations – become a member, participate, and contribute to the

organization's activities. This often means volunteering your time but in the long run, it will get

you noticed – and you'll be “giving back” by contributing to your profession's future.

● Talks and Demonstrations – volunteer your time with local groups (such as a mom and baby

group) to educate people on the safe use of aromatherapy. Some groups may even pay you for

your time.

● Local Craft Shows, Fairs, and Health Expositions – setting up a booth or table at any type of

exhibition, show, or fair (related to aromatherapy) will help to spread the word about your

business. If you sell products, it is also a chance to make some sales. Additionally, you can offer

free demonstrations on any services you offer. However, some shows and fairs charge a lot

more for space than others – make sure you know what you are paying first and consider the

potential business gain against the cost.

● Local Spas and Stores – local spas and stores may be open to buying your products or services,

helping you to “get established” locally.
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● Become an Expert in Aromatherapy – building up your reputation as an expert in your field

will help establish you as a go-to person for advice and ultimately your business will grow. This

may take time but the investment will usually pay off. Write articles, pieces for local

newsletters, magazines, newspapers – or again, give talks and demonstrations.

● Training and Experience – emphasize your quality of training (who you trained with and their

credentials), length of training (200 + hours), assessment of training (case studies, written

papers, examination) and when you trained (How many years of experience do you have in the

field? If you are just starting out, it is usually best to emphasize the previous points until you've

built up experience in the area). Your training and experience will set you apart from the

myriad of essential oil distributors who have little or no experience and training in

aromatherapy – and from the hundreds of small businesses who formulate and manufacture

aromatherapy products – but have not taken the time (and investment) to understand and

learn about the products they are selling and making. In addition, I have come across

therapists who did not give me faith in their understanding of essential oils – yet were using

them with clients in various therapy practices. It is not illegal to do any of the aforementioned

operations – as there is no law governing the regulation of aromatherapy and essential oils in

the United States. However, you are already ahead of these groups of people – by choosing an

accredited provider with a quality course program – so use that to your advantage in

marketing!

● Business Cards – business cards are useful marketing tools to have handy with you wherever

you go. Place one or two in order (to encourage the customer to pass on to friends and family).

And you also never know where you might need one – even at the local grocery store! People

have commented on a blend I was wearing when shopping – and I gave them my business card!

Encourage friends and family to pass them out for you as well. You can design and print your

own business cards using templates such as Avery – or use an online printing website such as

www.vistaprint.com.

● Website and Blog Cross/back Links – this subject area is covered in greater detail in Chapter

Seven. Basically, if you cross/backlink your website and/or blog with a reputable and

comparable website, business, and/or blog on the internet, you will gain a higher ranking with

search engines, helping people find you more easily during web searches. However,

cross/backlinking with the wrong type of business or website can have the opposite effect.

● Free and Paid-for Listings on Web Lists and Directories – there are a lot of website lists and

directories which will ask you for money to list your website. Most of these are not worth the

money and will rarely deliver on the traffic they promise to your website. However, there are a

few reputable ones out there (including free listings) such as:

● Aromaweb – Paid-for Listing. Aromaweb is one of the biggest listings on the web for

aromatherapy and bath and body businesses. Listings start from as little as $95 per year,

although more expensive listings (and ads) with them will bring you greater visibility. Listings

are by category (and you get the choice to add a few), making it easier for people to find

specifically what they are looking for. I have had some success with listing with Aromaweb. For

more information visit: https://www.aromaweb.com/

● Beauty by the Batch - Paid-for Listing. This website promotes artisans of handmade skin and

home care products. Although I have not personally listed them (because I create them to

order), I would recommend a look. For more information visit:
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https://www.beautybythebatch.com/

● From Nature with Love – Free listing. This website promotes instructors of bath and body

courses by enrolling in their instructor program. Subject to approval in the program, qualified

instructors are given a 10% discount code to distribute to students for the purchase of products.

In return, instructors receive a 5% commission on qualifying sales. From Nature with Love

also has an affiliate program offering an 8% commission on qualifying sales which you refer to

via your website. For more information visit: https://www.fromnaturewithlove.com/

● Professional Organization Listings – if you become a member of professional aromatherapy

organizations such as NAHA, or beauty networks such as The Indie Beauty Network, you will

receive a listing on their web directory. Some of these listings may only be available to

members – and some incur an additional fee. However, your target market is more within your

reach.

● Google Adwords and Other Search Engine Listings – these options are not cheap (and you

have to keep a close eye on your daily budget, otherwise the organization may continue to bill

you before you realize how much you've spent) but some people have relative success in

reaching specific target markets on the web through Google Adwords and social media ads

(such as Facebook and Twitter). I have never paid for these ads – but have utilized free offers

available through web magazines, Google offers, and organizations such as American Express.

If your business is local, it is important to make sure your listing is correct with Google Places

and/or other search listings such as Yahoo Local. This helps people to find your business

locally. Many people are not aware they need to update the standard listing Google inserts for

businesses and a lot of information is incorrect. For more information visit:

https://www.google.com/business/

● Free Samples – free samples of your products help to promote sales. Although not every

customer will follow through with an order, after receiving a free sample, some will be

encouraged to buy. After all, it is difficult to decide on a blend, if you are unsure of the scent!

Note: Don't let people take advantage of you with free samples; some people are just after a

free sample with no intention of buying and will try to give you a “sob story” to encourage

you to do so.

● Holiday Gifts – if you use the services of other businesses within your local community (for

example, doctor, dentist, veterinarian, etc), show appreciation with a small Holiday gift. This

could be a sample of candles, bath salts, massage oil, or another small bottle or package – but

wrap it up in Holiday style. Include a handwritten note or comment on the package – and don't

forget to include a couple of business cards! For the final touch, make sure that you personally

deliver the gift to the business yourself. People like to put a face to a name. Although the gift is

in the spirit of the season – and a way to say “thanks” to other local businesses which you use –

it also gets your name out there. You never know who might notice your goodwill gesture.

● Local Advertising – advertising in local magazines and newspapers, in addition to producing

flyers and brochures, is not as popular as it used to be. Return on Investment (ROI) on such

types of advertising is usually very low. However, if you know your local market, it might be

worth investigating.

© Sharon Falsetto 2022 All Rights Reserved 32

https://www.beautybythebatch.com/
https://www.fromnaturewithlove.com/
https://www.google.com/business/


Sedona Aromatics Certificate in Professional Aromatherapy

4.7 Gaining Repeat Customers

Repeat customers are the ultimate goal of most businesses. If a customer likes your product or service

and comes back for more, it is likely that they are talking about you to friends and family, too.

Word-of-mouth recommendations are the best type of referral service you could ask for. However, they

are not a quick way to make money, as your reputation will take time to build.

In today's fast-paced world, I personally believe that good customer service is of great importance. A

simple “please” and “thank you” go a long way. If you treat a customer with respect and courtesy, it's

likely they will return or recommend you. Reward customer loyalty with:

• special offers designed just for them

• offer a reward scheme – for example, buy three treatments/products and get the next one free

• offer incentives for customer feedback – ask customers to complete a simple questionnaire

about your product or service and offer a reward coupon on a future order for doing so. The

customer gets a discount for taking the time to respond – and you get feedback on your

product or service (vital in assessing what you are doing/not doing right)

Remember, you can't please everyone all of the time. Even if you do your very best, there will be one

customer you will never be able to please or who will try to take advantage of you. Hard as it is, treat

them with respect, and move on.

4.8 Special Occasions

There are certain times of the year when you can use the season or occasion for marketing purposes.

Occasions such as Valentine's Day or Christmas often increase sales, depending upon your product or

service. Offer your customers incentives for buying more or purchasing ahead of time for these

occasions. For example, “10% off all Christmas sales between December 15 and December 24” or “Buy

now for Valentine's – purchase one treatment for yourself and get another one at 25% off.” If you offer

any deals or discounts, make sure you have specified your terms clearly, in order not to lose money (for

example, start and end dates, plus any time restrictions on offers, are important points).

Tip: Many product-based businesses do the majority of their year's sales over the Holiday period.

Plan ahead (as far in advance as the summer/fall season, depending upon your product) and be

ready for the rush!

4.9 Marketing Strategies

In order to successfully market your business, you need to identify your product or service, identify

your market, and identify a strategy for making sales. You will have to be innovative in coming up with

new ideas for doing so – and experiment with what works for you!

Complete Assignment 4 before moving on to Chapter 5. Assignments are listed on page

68 of this workbook.
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CHAPTER FOUR REVISION SUMMARY:

The chapter revision summary is designed to help you re-cap the main points of the chapter in

preparation for the final examination paper. However, note that the final examination paper may or

may not include these points (and they may or may not be expanded upon). Therefore, it should be

used as a guideline only.

• There are various marketing models which are used to devise a business's marketing strategy,

the most well-known of which is the Four Ps model.

• One of the most important factors in the success of your business is defining who your target

market is.

• Branding represents your business's values, face, ethics, customer service, products, style,

pricing policies, and more – put simply, your brand is a reflection of you and what you

represent.

• Unique Selling Points (USPs) set you apart from your competition – identify them.

• The internet and social media are probably two of the most valuable tools at your disposal in

getting the word out about your business.

• Tools and strategies which you might adopt for marketing include professional organizations,

talks and demonstrations, local craft shows, fairs, and health expositions, local spas, and

stores, becoming an “expert,” training and experience, business cards, website, and blog

backlinks, free and paid-for listings on websites and in directories, search engine listings, free

samples, Holiday gifts, and local advertising.

• Repeat customers are like gold dust – once you have them, do everything in your power to

keep them! They are often your biggest fans and will help to spread the word about you

further, leading to greater success – and increased customer satisfaction.

© Sharon Falsetto 2022 All Rights Reserved 34



Sedona Aromatics Certificate in Professional Aromatherapy

Sedona Aromatics

Certificate in Professional Aromatherapy

Module 9

The Essentials of Business

Chapter Five

Labeling, Pricing, Packaging, & Shipping Your Products

5.1 Aromatherapy Products and Packaging

Although the quality of the ingredients that go inside your product is very important as an

aromatherapist, what goes on the outside of your product is very important, too. If you are intending to

sell your product in any shape or form, you need to comply with labeling requirements, and

description requirements – and decide how you are going to price and package your product in order

to attract sales. In addition, if you intend to ship your product, you will need to be aware of shipping

options and restrictions.

Chapter Five discusses each of these topics – and gives you pointers on where, and how, to get started.

The information given relates specifically to selling products in the United States, although you will

find that many of the points discussed may apply to other countries too.

5.2 How to Label Cosmetic Products for Retail

As discussed previously, you will most likely be marketing your aromatherapy products as cosmetic

products. The FDA has detailed guidelines on how to legally label your product for retail including:

• How to place information on labels.

• Details required on labels – the principal display panel on the label must state the name of the
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product, identify the nature or use of the product, and state the net weight of the product.

Other information panels must show the name and place of the business and contact details.

• Language requirements – usually English in the United States.

• Declaration of ingredients – including the minimum size of the font and descending order of

dominance of the ingredients from which the product is made.

• Warnings – i.e. list any contra-indications on the packaging or literature enclosed with the

product.

A full Cosmetic Labeling Guide for FDA requirements can be found at this link:

https://www.fda.gov/cosmetics/cosmetics-labeling-regulations/cosmetics-labeling-guide

Make sure that you are aware of up-to-date regulations, in case of inspection or query from the FDA on

your products.

If you are selling essential oils (as opposed to making your own cosmetic products), you will need to

comply with such regulations, too. In my book, Authentic Aromatherapy, I discuss what you should

expect to see on a label of an essential oil bottle.

Another invaluable resource for cosmetic labeling is Marie Gale's book Soap and Cosmetic Labeling

(3
rd

Edition), 2015, US: Cinnabar Press. The book is available direct from her website:

https://www.mariegale.com/soap-and-cosmetic-labeling-book/

5.2.1 INCI Ingredient Labeling Requirements

INCI is an abbreviation for the International Nomenclature of Cosmetic Ingredients.  The United

States, Australia, Japan, and the European Union use the INCI system. This means that you should list

each ingredient in your aromatherapy blend on your retail label by its official INCI name. Even though

several countries use the INCI system, the interpretation (and subsequent listing) may vary from

country to country. I strongly advise you to obtain a copy of Marie Gale's Soap and Cosmetic Labeling

(2
nd

Edition), for in-depth, up-to-date information on US regulations for labeling products. For

example, common English names are also required on labels in the United States.

INCI identifies ingredients by their scientific or Latin name over preference to common English

names. This helps to avoid confusion over a specific ingredient, just as the scientific plant classification

system does with the names of plants and be able to compare “like” with “like” – without

misunderstanding the products being compared to each other.

Ingredients should be listed in order of importance on a label, unless they are present at 1% or less

(then any order can be used). For example, if jojoba oil is the main ingredient you need to list that first,

followed by the number of essential oils used in order, too. You just need to list the order of

importance – not the amounts/number of drops used for each ingredient.
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Examples of INCI names, as used in the United States, include:

COMMON NAME INCI NAME

Emulsifying Wax Cetyl Alcohol

Vitamin E Tocopherol

Shea Butter Butyrospermum Parkii

Tea Tree Melaleuca Alternifolia

*Note: botanical names are usually listed in italics; INCI names (to my knowledge) can use regular

type.

Example of a Label Ingredients Listing (in the United States):

Aromatherapy Blend:

• 10 drops of true lavender essential oil, 2oz jojoba oil, and 15 drops of rose essential oil.

Your label would read as follows:

• Simmondsia Chinensis (Jojoba) Oil, Rosa Damascena (Rose) Oil, Lavandula Angustifolia

(Lavender) Oil

Various INCI lists (US) are available online for free including:

https://cosmetics.specialchem.com/inci-names

You may also find other resources online which have partial lists available. Simply Google “INCI

directory or database online for free.”

Other abbreviations which you might find in listings include:

• CAS Number – a code number developed by the Chemical Abstracts Service (CAS). This is a

division of the American Chemical Society. The CAS number is a means of identifying chemical

substances by a common code number.

• EINECS/ELINCS Number – another numerical coding system for identifying chemicals.

EINECS is the European Inventory of Existing Commercial Chemical Substances whereas

ELINCS is the European List of Notified Chemical Substances. The former list is for existing

chemicals whereas the latter list is for new chemicals.

• INN Name – International Nonproprietary Name recommended by the World Health

Organization (WHO)

5.2.2 Templates for Labeling

Before you choose a design for your product label, you will also have to take into account:

• The type of product – bottle, jar, box.

• The standard of label – for example, does it need to be oil or waterproof? Products which are
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inadequately labeled will result in smudged ink and labels falling off when used (I learned this

the hard way!). Choose your paper/medium for your label carefully.

• Logo and design – do you have a business logo to use? Or a specific design? If not, can you

design one yourself or contract someone to do the work for you? I started out with simple labels

– no real logo and no real design. For single, custom blends I still keep this simple. However,

eventually, I got someone to design a logo for me (with my ideas) and I think that this is a good

idea from the onset.

• Colors – the standard, design, and color of your label will convey a message about your

business. Learn from my mistakes and take the time to do this right the first time. It will save

you time in the long run – and present the right image for your business. Color is a personal

preference but be aware that certain colors give out certain messages. For example:

◦ red – bold and energetic

◦ blue – safe and calming

◦ green – nature

◦ orange – bold and lively

I originally chose a color scheme of purple/pink for my website and image from the onset. Recently, I

transitioned to blue. I wanted to initially attract a predominantly female target market and I saw

purple and pink as calming, friendly, and fun! My recent revision of my business, and subsequently my

logo, saw me switch to pale blue – away from the girlish pink/purple of the past and “maturing” into

something more professional, yet still calming. At least, that’s my take on it! Part of the fun in

designing your own label (and brand) is learning how you see yourself (and your business). And

remember: You can constantly update your branding as your business and life evolve!

These days, it is much easier to design and print your own labels from your home or business

computer. When I started out, many of these options were not available – it took time and money to

get them printed at a traditional printing outlet. Today, you can choose to download templates from

such companies as Avery and Martha Stewart. You will need to purchase the applicable labels to go

with the template but, once purchased, you simply type in the code number of the product on the

appropriate website (given on the product package) and begin to design your perfect label! You can

also design (and/or upload your logo) into Microsoft Photoshop – or other photo editing programs –

and simply copy the finished result into the label template program.

5.3 How to Price Your Products

Pricing strategies vary. In these difficult economic times, if you mark your product up too highly, you

will deter sales. However, if you price too low, you won't make much profit per item. It used to be that

you could mark up products three or four times more than the total cost to you. Today, it depends on

who and where you are selling to. If you can mark up your products this much – and make sales – it

will mean more profit to you. Individual markets vary – for example, cost of products in cities is

generally higher than a small, market town in a rural state. With this in mind, I research my

market/client and price a quote for wholesale/retail products accordingly. After all, if a store is

wanting to sell my products in New York City, their final retail price will be higher than a local outlet in

Arizona. In addition, do your research on what similar products are selling for – if you are selling at

twice the price of the average comparison product, you will struggle to make sales. In today's market,

you need to be competitive – while not undervaluing your worth.
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5.3.1 Pricing for Retail

Pricing for retail is easier than pricing for wholesale. You will either be selling your product

individually to clients or retailing products to sell in a store, craft fair or show directly to a customer.

Selling retail does not normally involve a third party before your product reaches the final customer

(as with wholesale).

The following diagram helps to explain this concept:

RETAIL = YOU ---------> FINAL CUSTOMER

WHOLESALE = YOU -------> THE STORE, SALON, THERAPIST ETC -------->

------> FINAL CUSTOMER

In order to price your product for retail, use the following formula:

• Work out all of the costs associated with the production of your product – do not forget to

include labeling, ingredients, packaging, overheads, and time. You may have to proportion

some of these costs – for example, the individual cost of essential oil drops vs. the cost of the

whole essential oil bottle (you will make further sales to make an eventual profit on the cost of

the essential oil bottle to you). In order to do this, you will have to work out the cost of the

product to you (don't forget to include any shipping costs to you of raw materials) and divide

the cost by the number of drops in the average bottle size (use the Measurements Chart in

Module Four to average out the number of drops in a bottle size).

• Once you have the total cost of your product, price up accordingly, depending upon how much

profit you want to make on the product. I would advise pricing at least two to three times the

cost of the product to you, in order to make a profit. Therefore, if your product costs $5 to

make, the retail price would be a minimum price of $10 - $15. Sometimes it depends upon the

product – some products are easier to make (involving less time and money) but can still bring

in the same profit margin as a more complex product.

• If you are shipping your product, you will need to inform the customer of the shipping charges

for the product – or price it into the product and specify that shipping is included.

5.3.2 Pricing for Wholesale, Large Volume, and Custom Blends

Wholesale usually means selling products by a larger volume, and a customer will expect a discount for

buying by volume. You normally receive a discount from a supplier for buying your raw materials in a

greater quantity (if not, ask for a wholesale account or negotiate), so this usually works out in the final

product price. Wholesale pricing and terms are up to you – some people set a minimum order quantity

or value (a good idea) whereas others don't. Set out your terms and conditions in advance, so both you

and your customer know what is expected.

You may get requests for wholesale pricing from local stores, online retailers, therapists, spas, and

salons. You can also custom make your product for specific requests (private label) or supply your

product with your label. Just remember that you can't legally make medicinal claims in order to sell

your product as a cosmetic.
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Note: Some product makers prefer to sell custom (private label) rather than wholesale. Custom

(private label) blends are usually priced higher than wholesale because you are custom making a

product for a client and not just wholesaling your (ready-made) retail product. However, if you are

selling large volume custom (private label) blends, the customer usually expects a discount. You will

have to decide how much of a discount you are willing to give – and if the customer is willing to

accept that price.

It is up to you how you want to market your product – are you only going to sell under your own label

or are you willing to use your expertise and allow others to sell your blend under their name? Are you

willing to sell your product wholesale – or just retail?

If you do custom blend a specific product for a customer – who also intends to market that blend

under their own name – always remember to price that into the product. In addition, if they ask for an

“exclusive” right to that recipe, charge accordingly. Or, if you are unwilling to sell the rights to that

mix, inform them of your decision at the beginning before you go too far into the negotiations. People

and companies who ask for custom blending services often demand a lot for little – don't undervalue

your skills and expertise. They need your help, not the other way around. Of course, if it is a retail sale

of a few products for personal use, your approach can be less formal. Often individuals just require a

specific blend for their own use; for example, specific-scented candles for their home.

In addition, set out pricing terms and conditions from the start – and outline when and how you

expect payment. Always ask for payment in advance for retail, wholesale, and large orders. In the case

of wholesale and large orders, you may ask for part payment as a deposit and the remainder due before

the products are released, but always make sure you receive 100% of the money owed to you before

releasing your products. It is harder to get money from any customer once you release the products.

5.3.3 Consignment

One other option is to sell “on consignment” – also known as “sale or return.”  With consignment

contracts, you don't get your money upfront (it depends upon how many products the customer sells)

and you are responsible for your products at all times (unlike wholesale). Remember products have a

limited shelf life – so if you sell on consignment, and the customer returns unsold products to you, you

may be stuck with losing money on the returned products. And the customer, knowing that they are

not responsible for the unsold products, may return them with little care and attention, especially if

they haven't sold as they anticipated.

Personally, I have never sold on consignment – I feel that given the expertise required to make such

products, the customer should be willing to invest some money in that expertise. However, it may be a

good way to get your products out there in the beginning – if you are willing to wait for payment.

5.3.2.1 Examples of How to Calculate Wholesale Prices

Depending upon the quantity ordered, and customer status (for example, repeat customer or first-time

customer), you can give a discount on the retail price of between 10% and 30%. Some state that up to

50% is acceptable – I think that this depends upon the product and the volume required. I give bigger

discounts to larger customers – but I also give small wholesale discounts to smaller customers. For

example, I may discount a wholesale order of 500 bottles by between 30 – 50 %; for a customer who

orders 10 bottles from me for the purpose of resale, I may give a 10% discount. I believe in helping

people get a start, no matter the size of the market.
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This is my personal opinion, and I would advise you to always get more for yourself whenever you can.

The difficulty in judging whether your quote will be accepted – or be considered overpriced by the

customer. I do as much research as I can on a customer (including their location and intended selling

outlets) to try and make an educated guess on what they would be willing to pay. If a customer really

likes your product and thinks that the initial quote is too high, they may come back with a counteroffer

and you can decide if you want to negotiate that price (some wholesalers don't move from their fixed

terms but I believe in being more flexible). In addition, do a courtesy follow-up with the customer after

a few days if you don't hear from them – but don't be pushy or over-anxious! Sometimes people simply

take their time.

Example One

Tip: Profit = wholesale price LESS the cost of making the product

Example one shows the profit share ratio for a 30% discount:

• cost of product = $5

• retail price of product = $15

• 30% discount off retail price = 30% of $15 = $4.50

• wholesale price = $10.50

• profit = $5.50 per product ($10.50 – 5 = $5.50)

As you can see, your wholesale profit is $5.50 compared to a potential retail profit of $10 if you were

retailing the product, not wholesaling the product. However, if you are selling 200 bottles of this

product as opposed to one retail bottle, your profit is $1,100 vs. $10. You can see where pricing (and

selling) for wholesale now begins to look advantageous over selling retail. The more experienced you

become in mixing and blending products, the faster you will become in making products and

composing a blend – meaning less production time and essentially more profit for you. BUT, you do

need to consider the time (usually several hours) required to research and price a large wholesale or

custom quote – with no guarantee of a sale. Is it a gamble you are prepared to take?

Tip: Once you are more established in the market, consider charging a “consultation fee” for pricing

up a custom quote on a large scale. The customer is asking for more than wholesale pricing – they

are asking for your expertise and advice on a particular blend, with no guarantee of final sale at

this stage. They can use this advice to take their business elsewhere. If that happens, you have

covered your costs and time with the consultation fee.

Example Two

In example two, you can see the difference if you give a smaller wholesale discount to the customer:

• cost of product = $5

• retail price of product = $15

• 10% discount off retail price = 10% of $15 = $1.50

• wholesale price = $13.50

• profit = $8.50 per product ($13.50 - $5 = $8.50)

These examples are based on an expected retail price of $15 per product.
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**Note, your cost to make the product might be lower than that indicated – this figure was used to

simplify the examples.

Tip: Work on the assumption that the customer will mark up your wholesale price for retail by 2 – 3

times.

However, you don't always know what price the wholesale customer is planning on selling the product

for (it might be higher or lower than your calculation), so it is essential to do your research on the

customer first and, if possible, see what price range they sell other products for. Even if you can't

always find this out, you can learn as much as you can about the company or individual and estimate

what their price is most likely to be. If nothing else, I can usually find out the location on national

orders by requesting a zip code in order to provide a shipping quote. Location can tell you a little bit

about the income bracket of an area and the expected retail price.

Pricing for wholesale is complex. When you price for retail, you know what your expected profit will be

– with wholesale, you can calculate an expected profit margin (if the customer accepts the quote) but

don't be disappointed if you then discover that the customer prices for retail are higher than you

expected (and think about the potential profit you “lost”). You have to be happy with the figures once

you've both agreed on the quote.

In addition, the amount of product that they request from you will give an indication of how much

money they are expecting to make from sales (although, given my past experience, the customer

doesn't always estimate realistic sales figures, not realizing the cost to make the initial product). This

research will give you some indication of the profit they expect to make on your product – and allow

you to adjust accordingly, so that you don't take a bigger “loss” in profit than necessary.

It is up to you how much discount you give for wholesale pricing (and how high you set your retail

price) but consider your time to make (and perhaps ship) one product vs. making and shipping

hundreds of bottles; the more you make, the more economical it usually becomes. I find that shipping

one product can sometimes involve more work than it is worth (making the blend, packing the

product, shipping, doing the paperwork involved with the transaction, etc). But in the beginning

selling just one product to a customer (beyond that of family and friends) is a success, no matter how

small! And sometimes selling wholesale can give you a lot more work and headaches than selling retail.

Tip: Start off by trying to negotiate a smaller discount for wholesale (for example 10%), so that a) if

the customer agrees, you will make $8.50 per bottle vs. $5.50 per bottle (based on the above

examples) or b) you can discount further to secure the sale. Just know your bottom line before

negotiating – and if the customer insists on a price that will mean that the sale becomes a loss

(rather than a profit) to you, you have the right to refuse and walk away. And this does happen!

Some customers have unrealistic expectations of what their money can buy.

Remember: You are giving your time and expertise to the project – if the customer had the skills to

make the product themselves, they wouldn't need you to make it for them. Don't undervalue yourself!

The following is an example of Sedona Aromatics Custom Quotes and Wholesale Terms and

Conditions Information Sheet. In addition, I send out payment terms and conditions, once a quote has

been agreed upon.
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The following template is © Sharon Falsetto.

_____________________________________________________________________

www.sedonaaromatics.com

sharon@sedonaaromatics.com

CUSTOM QUOTES & WHOLESALE TERMS AND CONDITIONS INFORMATION SHEET

Sedona Aromatics wholesale clients can custom blend a product for their own skincare line, therapy

practice, spa, boutique or hotel with a particular scent or purpose. You pick the scent and/or product,

labeling requirements (standard or unlabeled), and, where possible, the type of container for your

custom product.

Initial quotes include several choices of sample scents (PLEASE READ CUSTOM SERVICES SECTION

BELOW ON APPLICABLE CHARGES). Sample scents are included in the price of the initial quote,

except for excess shipping charges or if a special stock has to be ordered. Please note that due to the

work, research, and time involved in putting together an initial quote, any substantial changes after the

initial quote incur an additional charge. In addition, quotes (without changes) are good for 30 days

from the date of the quote; after 30 days the quote has to be re-calculated due to possible changes in

the pricing of the stock.

Wholesale discounts are given based on volume, cost of supplies required to fulfill a custom order, and

repeat customers. The lead time for custom orders is in reality several months, depending upon the

availability of packaging, supplies, and current workload. Unless a customer has specific requirements

available at the outset, samples and initial quotes can sometimes take a couple of months to agree

upon - before the final order is placed.

Pricing

Pricing is determined by the following factors:

● wholesale pricing is determined as 100 products or more for the initial order placed;

subsequent orders are free of order minimum requirements, within reason and subject to

product and negotiation

● type of essential oil -  some essential oils cost considerably more than others

● type of container - I will always try to negotiate the best price available at the time to meet your

requirements. However, base price is often determined by quantity purchased, so a substantial

change in the volume ordered will usually incur a price increase in your wholesale price per

product

● quantity purchased - if you are unsure of the number of products that you may require, please

ask for an initial quote for up to three different volume requirements
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● labeling - unlabeled products will cost less per product than those requiring the Sedona

Aromatics label.

Packaging

Availability of types of packaging depends upon the product and the availability of suppliers to me.

Examples of packaging include bottles, jars, roll-on bottles, push-up tubes, and more in various fittings

and lids. Please specify as clearly as possible your preferred type of packaging when requesting an

initial quote. Depending upon the type of product, some products can be heat sealed too.

Labels

At the present time, Sedona Aromatics is able to offer the following labeling options for your custom

product:

● unlabeled

● labeled with a standard Sedona Aromatics label and logo

Quality Control

All custom products are made to order. Your order is made and filled on a mutually agreed day and

usually shipped/delivered to you within one business day of completion.

Only local orders are available for pick up.

If your offer is being shipped, I will ensure that there is adequate packaging to ship your products

safely to you, to the best of my ability. However, once the order leaves my possession, I have no control

over how it is handled.

All custom orders are shipped via USPS priority mail with insurance and signature confirmation

required. If you prefer another shipping method, please specify at the time of the initial quote and I

will be happy to supply an alternative shipping quote for you.

Tax

● Tax ID number is required for wholesale orders

● Customers located within the state of Arizona are subject to sales tax, where applicable

Custom Services

We are a small business whose expertise lies in custom blending aromatherapy scents and creating

skincare products. We do not outsource any of our services. All other services are provided to the best

of our ability and we can only advise you within our capabilities. However, we try to go above and

beyond to provide you with a custom product that you will be proud to sell or use to promote your

business. Custom products require a lot of care, time, and energy to create, in order to make them

unique from factory-produced products.

You will be charged a consulting fee of $95 per hour for the preparation of a custom quote, with this in
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mind. We have implemented this charge based on past work and experiences; we have found that such

orders take several hours of work to prepare the initial quote and custom samples. Our custom pricing

and quotes go beyond the business calculations and include advice on suitable blends, with research as

required. We have found that most people need this support and advice in order to make a safe

product – and this work takes time, care, and skill!

If you decide not to go ahead with the completion of the blend with Sedona Aromatics, you are free to

keep and use the information supplied to you in the initial quote and samples.

You will find that professionals in other industries charge an hourly fee for consultation work too. Our

charge reflects our training, experience, demand for such a service, and achievements in the industry.

Thank you for supporting the future of small businesses by buying custom made!

Sha��� F�l�e�t�

Sedona Aromatics

________________________________________________________________

5.4 Packaging for Your Products

Even if you are not shipping your products, you have to package them appropriately in order that they

have some sort of shelf life. Dark-colored glass bottles are recommended to prolong the life of your

products and to protect essential oil blends. In addition, aluminum tops and rubber topped droppers

are not usually recommended for essential oil blends – over time, the essential oils will start to corrode

the fittings. Use an orifice reducer (also known as a euro dropper) for pure essential oil blends for

diffuser mixes. If you are mixing essential oils with a carrier base, the need is not so urgent, but I

would still recommend using dark-colored glass bottles or jars where possible. You can, however, use

clear glass containers for a product such as bath salts.

Most suppliers stock the standard jars and bottles for essential oil blends – such as amber, blue, and

green glass. However, you might also make some vintage finds at flea markets and craft fairs if you are

looking for individual products (just make sure that you sterilize the container before use).  Bottle and

jar suppliers include:

• www.specialitybottle.com

• www.sks-bottle.com

• www.containerandpackaging.com

• www.sunburstbottle.com

5.4.1 Storage of Raw and Finished Products

Finished products should be stored in a cool, dark place away from sunlight to maintain the shelf life

of the product. Vast differences in temperature (ranging from too hot to too cold) may affect the shelf

life, too. Maintain a consistent temperature where possible.

Raw materials for your products – including essential oils, carrier oils, butter, sugars, salts, waxes, etc

– should also be stored appropriately. Store under the same conditions as finished products to
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maintain shelf life. You might want to invest in some large containers and jars to store ingredients

such as salts and sugars and remove the raw ingredients from the original packaging they were

shipped to you. This will help to prolong shelf life – and help in storage organization! If the supplier

has specified a “Use By” date, mark this, along with the name of the product, on the storage container

or jar. If there isn't a “Use By” date, mark the purchase date on the container, so you have some idea of

how long the product will last.

Some people like to store essential oils in the refrigerator. I personally have not seen the need for this

– unless you don't have the means to keep the storage area cool in any other way.

5.4.2 Packing for Shipping

If you plan to ship your products, you will need to pay special attention to how you pack your products,

in order that they arrive safely at their destination. You will most likely devise the most effective and

efficient methods and means for your situation (depending upon the quantity, products, and your

workspace) but some points to remember include:

• Bubble wrap – glass bottles and jars should ideally be bubble-wrapped. Bubble wrap is one of

the best types of packaging to securely ship essential oil blends.

• Packing Fillers – for example, foam “peanuts” to further protect your product. These can be

packed around your bubble-wrapped bottle or jar, ideally “floating” the container in a sea of

peanuts. If you have ever wondered why sellers pack small bottles in such large packages, there

is a reason – to make sure that the product arrives safely! Once that package leaves your

possession, you have no control over how it is handled. All you can do is to make sure you've

taken every step possible to protect it. Otherwise, it will arrive damaged – and you will most

likely have to replace it for the customer.

• Strong Tape – to secure the package. Don't rely on the cheapest tape – it might cost you more

in the long run! I always tape around the corners and edges of the box too to give extra

protection against bumps and other outside factors.

• Labels – for example, “Fragile – handle with care!” USPS requires that you also clearly mark all

packages which contain liquids.

• Recycled Packaging – decide if you want to use recycled packaging and fillers to minimize

shipping costs and/or help the environment. Although this can be effective if you ship via USPS

it is often easier to use their (free) standard flat rate shipping boxes (and a requirement if you

ship flat rate). You can still use recycled packing material.

Remember to include the cost of packaging in the retail cost of your product.

5.5 Methods of Shipping

Depending upon where you live – and what you plan to ship – will determine your choice of carrier for

shipment of your products. In the United States, shipping carriers include:

• United States Postal Service (USPS) – 1
st

class mail, priority mail, express mail, 1
st

class

international, priority mail international, and standard post are the main methods of shipment.

• FedEx

• UPS

Each carrier has its own rules and regulations on what they will ship (for example, USPS does not

allow you to ship perfumes with an alcohol base, but massage oils are acceptable). You will also want to

© Sharon Falsetto 2022 All Rights Reserved 46



Sedona Aromatics Certificate in Professional Aromatherapy

consider insuring and tracking your package. USPS offers free tracking on priority mail packages – and

free insurance on products valued at $50 and under (within the United States). If you want a signature

confirmation on your package, it will cost a couple of extra dollars. In the case of USPS, (free) flat rate

regional rate boxes are available for businesses (by ordering online), making it cheaper to ship to

neighboring states than those further afield.

If you set up an account and purchase shipping charges online, you can sometimes save on the cost of

mailing directly from the post office. This might only be available for certain services. USPS can also

schedule pick up of packages from your place of business – unless you live in a place like I do where I

have to drive a mile just to pick up mail from a locked mailbox – USPS will not venture past the end of

the hard-top road! FedEx, on the other hand, brings packages straight to my door.

Remember to include the costs of shipping (and extra shipping services) in the retail cost of your

product – or inform the customer that shipping costs will be added to the sale price of the product.

For further information on each carrier, visit the individual websites:

• USPS – www.usps.com

• FedEx – www.fedex.com

• UPS – www.ups.com

5.6 Aromatherapy Products After the Blending Process

Blending your initial aromatherapy product/s is just the start of your final product. You also need to

consider packaging, labeling, pricing, and finally shipping your product/s to the final destination. Take

the time to design a good label, find the right packaging, establish a fair price, and a means to ship.

You will save yourself work in the long run!

Complete Assignment 5 before moving on to Chapter 6. Assignments are listed on page

68 of this workbook.
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CHAPTER FIVE REVISION SUMMARY:

The chapter revision summary is designed to help you re-cap the main points of the chapter in

preparation for the final examination paper. However, note that the final examination paper may or

may not include these points (and they may or may not be expanded upon). Therefore, it should be

used as a guideline only.

• Market your aromatherapy products as cosmetic products with the correct labeling and

wording.

• INCI identifies ingredients by their scientific or Latin name over preference for common

English names.

• It is a requirement that you list the INCI ingredient name on your product or blend for retail.

INCI ingredients should be listed in order of importance.

• Pricing for retail means that you will either be selling your product individually to clients,

selling products to sell in a store, craft fair, or showing directly to a customer. Selling retail

does not normally involve a third party before your product reaches the final customer.

• Pricing for wholesale usually means selling products by a larger volume, and a customer will

expect a discount for buying by volume. You may choose to set a minimum amount for

ordering and establish other terms and conditions too.

• Selling on consignment is also known as sale or return. With consignment contracts, you don't

get your money upfront (it depends upon how many products the customer sells) and you are

responsible for your products at all times.

• Even if you are not shipping your products, you have to package them appropriately in order

that they have some sort of shelf life.

• Finished products should be stored in a cool, dark place away from sunlight to maintain the

shelf life of the product.

• Raw materials for your products should also be stored appropriately.

• If you plan to ship your products, you will need to pay special attention to how you pack your

products, in order that they arrive safely at their destination.
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Sedona Aromatics

Certificate in Professional Aromatherapy

Module 9

The Essentials of Business

Chapter Six

Organizing Your Business

6.1 Business Organization for the Aromatherapist

As an aromatherapist, you are often focused more on blending and customer/client care than the

fundamentals of organizing your paperwork. However, not only does good record keeping and filing

keep your business more efficient – and give you more time to focus on customers – it helps you to

more easily comply with required documentation (and locate it when asked to produce it). And it helps

to keep you sane!

When starting out, you will most likely be a chief aromatherapist, office admin, and more, so devise a

system that works for you. As your business grows, you might be able to employ part-time help to help

with the day-to-day paperwork of your business.

This chapter attempts to give you common-sense tips based on my own personal experiences and

lessons learned.

6.2 Essential Business Equipment

Even at startup, there will be basic pieces of equipment you will need to invest in in order to run your

business effectively. Such pieces of equipment are in addition to those needed to make your blends.

For example:

• Computer – a laptop computer is usually sufficient to start with. Laptop computers have a large
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capacity and are capable of performing all the business tasks you will do. You can do online

banking and processing, send and receive files, e-mails, social media, write documents, design

documents, and more. A tablet or iPad is useful if you are out and about a lot. And make sure

that you have the means to back up your computer separately to the actual computer (online

and/or physical hard drive). Both types of backups are relatively cheap in comparison to losing

valuable work documents.

• Phone – this does not necessarily mean a separate, expensive landline. You can set up a Google

Voice phone number (https://voice.google.com) through your computer (with internet access)

for free. You can also use Zoom video chat for free to consult and talk with customers. If you

have a smartphone, it can double as a “cash register” for mobile sales. There are various mobile

card readers that you simply plug into your phone and accept payment from credit cards, once

the initial service is set up. These include Paypal and Square and are extremely useful if you do

craft fairs and exhibitions. The old alternative was to sign up with an expensive credit card

processing service and invest in a bulky machine.

• Internet Connection – it is difficult to do business without a reliable internet connection these

days. Even if your business is local, you will probably need an internet connection at some

point.

• Printer/Scanner – in order to print and scan documents (for emails) and print labels. Although

some businesses may still use a fax machine to send paperwork from one destination to

another, the fax machine has more or less been made obsolete by the ability to scan and send

documents via email. The size of your printer and scanner will depend upon your office space

and needs. You may prefer the use of a scanner app such as CamScanner. Simply photograph

your document and “fax” it with your mobile phone! A quick search in the Google Play Store

will bring up a multitude of scanner app options.

• Filing Storage – see below.

• Office Equipment – desk, chair, bookshelves, writing materials, tape, stapler, hole punch,

binding machine, etc – consider all of the additional items of furniture and equipment which

you might need to run your business. If you are unsure of what you might need, take a visit to

OfficeMax or Staples (either in person or online) and start a shopping list!

6.3 Organizing and Filing Paperwork

There is no escape from paperwork, even if you try to keep most of your records computerized. At

some point, you will be asked to produce a paper version of a document for someone. To help you deal

with your paperwork more efficiently:

• Have at least one filing cabinet for customer/client records, receipts of purchases (for taxation

records), receipts of sales, licenses, insurance documents, and any other type of business

paperwork. File in alphabetical order (and within that in date order), to ensure the quick

location of a document. Customer/client records are confidential and should ideally be stored

in a locked cabinet.

• “In/Out” tray on your desk or workspace – The “In” tray acts as your “To Do” tray (for example,

bills to be paid, customer quotes to do, customer sales) and the “Out” tray is for completed

sales orders, bills paid, and other documents that you have to file. You may also have an

electronic version of this system on your computer.

• Planners – smartphones have digital calendars and planners which you can utilize to set up

appointments and reminders to send out invoices, chase up a customer, confirm an

appointment, etc. Most email account managers (such as Windows Live Mail) also have this

ability. Use them to make your life easier and minimize paperwork.
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6.4 Good Record-Keeping

You will need to keep good records of sales and purchases for income and expenditure purposes.

Record sales in a separate book or ledger, recording such information as customer name, address,

contact details, details of the sale, and price of sale. Or invest in a software computing program such as

Quickbooks (https://quickbooks.intuit.com/) which automatically correlates sales and expenditure

when linked to your payment and expenditure sources. For manual correlation try spreadsheets such

as Google Sheets. Packages such as Google Workspace include most of the tools you will need for

efficient record-keeping and are probably the best way to go from the start for free (or minimum cost).

For more information, visit:

https://workspace.google.com/

You will also need to maintain good customer records. Start a new file for each customer or client that

you have contact with if you have more than one piece of communication with them. Even if it doesn't

turn into a confirmed sale, you will have records of who said what and when in case you need to refer

back to it at some point.

Client Relationship Management Programs (CRMs) are another useful tool to help with record

keeping including bookkeeping, scheduling, task lists, and more. Examples include:

● Honeybook: https://www.honeybook.com/

● Dubsado: https://www.dubsado.com/

● ClickUp: https://www.clickup.com/

Prices range from free upwards, with various levels of tools.

6.5 Initial Aromatherapy Stock Purchase

Your initial aromatherapy stock purchase will depend, to some extent, upon how you intend to set up

your aromatherapy business. However, the following items will probably feature in your initial

aromatherapy stock purchase, regardless of setup:

• Essential Oils – invest in a basic stock of essential oils, based on the more popular essential

oils, and those that you think you will use. If you really have no idea where to start, base your

choices on those essential oils you have studied in this course – and think you will make the

most use of them in the beginning. Your essential oil stock will increase! There will always be

another essential oil you “need” - or an oil a customer asks you about. Try not to get too carried

away at first! Remember, you can substitute one essential oil for another, based on your

training and learning, if you don't have a particular oil.

• Carrier Oils – you will also need to invest in a basic stock of carrier oils. Consider the carrier

oils covered in this course and make your decision based on those that you think will be most

useful to you in your work.

• Product Bases – you will need various other types of base products (and ingredients) to blend

your essential oils and carrier oils with, depending upon the extent of your aromatherapy

product making. If you intend to use essential oils with massage clients, most of your bases will

be carrier oils. However, if you intend to set up a bath and body aromatherapy business, you

will need to invest both time and money in deciding which bases and products you want to

market.

• Hydrosols – if you intend to use hydrosols in your aromatherapy practice or product business,
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you will need to decide which hydrosols to initially invest in, too.

• Aromatherapy Product Making Equipment – take the time to assess all the various pieces of

equipment you will need to make aromatherapy products. For a quick checklist on what you

will need to get started in making the products in this course, refer to the checklists for each

recipe in Module Seven.

• Storage Equipment – take note of how you will store your ingredients and aromatherapy

supplies to maximize shelf life – and invest in the equipment which best suits your needs and

space.

Most importantly, remember to take a detailed stock inventory of your initial stock purchases! (see

below)

6.6 Stock Control

Simply put, stock control is managing how much stock goes in and out of your business. An inventory

of stock is usually carried out once a year for taxation purposes but keeping accurate records

throughout the year will help to minimize this task.

Organization is key to efficient stock control, so make sure that you implement the advice for the

organization of your stock discussed previously in this course (for example, storage containers, correct

storage conditions).

Accounting for stock control is complex – take the advice of a professional accountant and/or use an

inventory management database system.

You can also use a basic spreadsheet computer program and set up a design that best suits your needs

– or take the old-fashioned route and use pen and paper. The important thing is that you record

everything that you purchase (stock in) and record everything you use (stock out).

You may find the following software programs useful; they are specifically designed for the crafter in

business. These programs also have a tool for calculating recipes for lotions (you don't have to make

soap to make use of this program). They have different payment options, so check out each program

individually at:

• https://craftybase.com/ – inventory tracking and business management software for

professional crafters – plus the calculation of stock for recipes. Based in the UK but set up for

multi-currency. You can also take a 14-day free trial to see if the program is for you before

purchasing (with no obligation to purchase). This program is based on monthly billing once

you purchase the program.

• https://www.soapmaker.ca/ – inventory tracking, invoicing, recipe calculations. Available in

different currencies (you don't have to be located in Canada to make use of this program). All

you pay is a one-time fee (there are no monthly fees for using the program).

Using these programs helps you to comply with Good Manufacturing Practices (GMP) more easily

too.

6.7 Organizing an Efficient Business

Organizing your business can be time-consuming and daunting. But, get it right from the start, and

you will save yourself a lot of time and frustration at a later date. I hope that the methods discussed in
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this chapter give you a head start!

Complete Assignment 6 before moving on to Chapter 7. Assignments are listed on page

68 of this workbook.

CHAPTER SIX REVISION SUMMARY:

The chapter revision summary is designed to help you re-cap the main points of the chapter in

preparation for the final examination paper. However, note that the final examination paper may or

may not include these points (and they may or may not be expanded upon). Therefore, it should be

used as a guideline only.

• Basic equipment that you will need to start your business includes a computer, phone,

internet connection, printer/scanner, filing storage, and other office equipment.

• Organize and file your paperwork appropriately for efficiency and ease of access.

• Practice good record keeping.

• Initial aromatherapy stock purchase may include essential oils, carrier oils, product bases,

hydrosols, equipment to make your products, and storage equipment.

• Practice good stock control using an appropriate method.
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Sedona Aromatics

Certificate in Professional Aromatherapy

Module 9

The Essentials of Business

Chapter Seven

Social Media and Web Presence

7.1 The Internet and the Aromatherapist

Like it or not, if you don't have any form of internet presence in today's digital age, you will most

certainly be lost in the crowd. The internet has grown – and continues to grow – at an increasingly fast

pace. There is so much to learn. From setting up your own website, to deciding how to participate in

social media effectively. Each activity helps you to both operate and grow your business.

There are many “social media experts” and web companies eager to charge you a nice sum of money to

offer you help with their “expertise.” Although some of these are legitimate, many have little or no

more knowledge than what you know – or can teach yourself – about the world wide web. The internet

is an ever-changing, new world and the rules are constantly changing too. What worked last year,

might not work now. You need to keep your head in the game to stay ahead – even if your web

presence is minimal.

This chapter is designed to give you the basic knowledge and tools to get started in setting up a web

and social media presence for your business. There is a lot of information on this topic so you will need

to do your own research after reading this chapter. In addition, be warned, maintenance of these

operations takes time, whichever strategy you choose!

7.2 Social Media

Small businesses cannot ignore social media. A lot of your potential customers are surfing the internet,

“liking,” “tweeting,” “pinning,” or sharing via any means possible your latest creations and services.

Although not every liker, tweeter, pinner, or sharer will result in a sale for you, positive social media

interaction is vital to the survival of a small business in today's world. People have all sorts of avenues

to leave reviews and spread the word about your business – so a negative review or response can

reflect badly on a business. Not all negative responses are valid. Some people make it their life's work
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to negatively attack others just for the sake of doing so while hiding behind an internet profile. But

negative responses should be dealt with in a professional and courteous manner, whatever the gripe.

Positive responses – and sharing of a particular product you posted – can work as free advertising.

Your followers are effectively doing some of the hard work for you if they like what they see. Make sure

you post informative, interesting subjects to keep them engaged and happy. Don't simply post a string

of “sales” speak with no response required. 90/10 is the guideline for posts – with 90% of posts being

content link orientated and 10% of posts being sales pitches. You can also combine these two types of

posts; give them content, but with a link to a product or book that will give them more.

7.2.1 Types of Social Media

There are various social media sites to choose from. Some people invest time in just one, while others

invest their time in several. Personally, I think it is wise to have at least a presence on each of the

following social media sites – because you never know which one may disappear tomorrow!

7.2.1.1 Facebook

Facebook is probably the number one social media platform for most small businesses, although paid

ads are the only way for sure to get your business seen.

Setting up a Facebook business page is free and simple. Don't make the mistake of setting up a

personal profile page for your business – not only is it against Facebook rules but you can't take

advantage of the business benefits (access to statistics for page visits, audience engagement, target

specific posts, advertising, etc). However, you will need to set up a personal account with Facebook

before you are able to set up a business page. All posts on business pages are public whereas personal

pages have the ability to protect the visibility of certain posts (for example, only family and friends can

view posts). You have the ability to respond directly to followers' comments and conduct private

messaging with them (if they choose to contact you this way), using your business profile. You build up

followers on your Facebook profile by gaining “likes” through Facebook searches from people, inviting

Facebook friends to “like” your page – or through paid advertising. Even if you pay for “likes,” there is

no guarantee that these “likers” will see your future posts (unless you pay for them).

In the past, I have made both direct and indirect sales through Facebook – although this has become

harder over time, due to changing Facebook rules on what it decides to show to followers. Either way,

you should at least have a presence on Facebook – and try to direct followers to a platform you can

control the use of (such as your own website, blog, or newsletter).

For more information on setting up a free account for your Facebook business page visit:

https://www.facebook.com/pages/create/

You can find Sedona Aromatics on Facebook at:

https://www.facebook.com/SedonaAromatics

Tip: Use the hashtag # symbol to highlight keywords in your post; it helps people to more easily

find the topic that you are posting about in searches.

For example:#Aromatherapy tip: Always dilute #EssentialOils

© Sharon Falsetto 2022 All Rights Reserved 55

https://www.facebook.com/pages/create/
https://www.facebook.com/SedonaAromatics


Sedona Aromatics Certificate in Professional Aromatherapy

7.2.1.2 Twitter

Twitter is also big business in the social media world. Twitter allows you to make short posts (called

tweets) in 140 characters or less. You can also post links and photos. If you intend to set up a business

profile on Twitter, you will need to make your posts unprotected (i.e. public). Although some people

protect their posts, it defies the rules of marketing for a business. You don't need to set up a personal

profile in order to set up a business profile with Twitter. Just remember to choose your name wisely –

often business names need to be shortened due to the limitations in characters (for example, my

Twitter profile is @sedonaaroma).

If you want to talk directly with another Twitter user, you begin your tweet with the @ symbol. If you

want to re-post (retweet) another person's post, you simply type RT@ followed by the original tweet.

Build up followers on Twitter by following other people and businesses with shared interests –

hopefully, they will follow you back if they like what they see. You also have the ability to build lists for

people to follow. It is Twitter etiquette to thank someone if they retweet one of your posts. In addition,

take the time to retweet other people's posts that your followers might find interesting or useful. You

can build credibility and increase your own followers this way.

Be informed about people who follow you to build followers. They will follow you, and then when

you've followed them back, will unfollow you. These types of people only have their own interests at

heart – or they may simply be a “false” account designed to spam you.

I have made direct sales and business connections through Twitter.

Tip: Use the hashtag # symbol to highlight keywords for searches; it helps people to find the topic

you are tweeting about. You can use hashtags on Facebook, twitter, and Instagram.

For more information on setting up a free account with Twitter for your business visit:

https://twitter.com/

You can find Sedona Aromatics on Twitter at:

https://twitter.com/sedonaaroma

7.2.1.3 Pinterest

Pinterest is now one of the top social media platforms, favored mostly by women. The attraction of

Pinterest is visual – users have the ability to post (called pinning) and repost (repin) photos and

videos in compilations of boards. All boards are public – except for those you choose to keep secret. At

the moment this number is limited, so choose wisely if you want to create a secret board for your own

use. I use secret boards to collect “ideas” for blog posts and course content – something I want to refer

back to later, but I don't want to share those ideas with others.

Although users have the ability to comment on pins in Pinterest, I find that most interaction is through

repins. Repins are useful in that you can get some idea of what interests your followers the most. If a

particular post is re-pinned many times, it's sparking interest.

You can choose to follow other users – or just individual boards. You can set up an account as an
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individual or a business. I think that Pinterest works well as a market analysis tool for your business.

For more information on creating a free account for your business with Pinterest visit:

https://business.pinterest.com/en/

You can find Sedona Aromatics on Pinterest at:

https://www.pinterest.com/sedonaaroma/

7.2.1.4 YouTube

YouTube is all about video. On YouTube, you can create and post videos that will engage your followers

in your business. YouTube takes time in creating videos but if you have the ability to make a simple

video about your business – or the products you make – it is yet another way to create awareness

about your business.

You can share videos publicly or privately – sometimes it is useful to share private links with students

or customers to which you don't want the public to have free access.

I have not utilized YouTube to the full extent of its capabilities – but I do have a presence on the site.

Interested followers may take the time to visit your website after viewing your videos.

For more information on creating a free account for your business with YouTube visit:

https://support.google.com/youtube/answer/1646861?hl=en

You can find Sedona Aromatics on YouTube at:

https://www.youtube.com/user/sedonaaroma

7.2.1.5 LinkedIn

LinkedIn is a professional networking website designed to connect like-minded professionals with

each other around the world. It is a bit like posting your professional resume publicly online.

Individuals looking for your skillset can contact you and request services. Likewise, if you are looking

for a professional to help you with a project, you might find that connection on LinkedIn. You can ask

for (and give) personal recommendations of people's work to display on their profile, verifying the

value of their work.

There are also various discussion groups you can join to talk about common interests in your industry.

You can set up both an individual and business profile on LinkedIn. Personally, I don't find much use

for my business profile as my individual profile states my resume and skills – but if you are part of a

larger organization, it might prove useful.

People have varied use and success with LinkedIn. I have contracted private writing work through

connections on LinkedIn – and have been contacted about product blending, too. However, be aware

that some may ask to make a connection with you in order to send you sales pitches for their own

products and services – if someone becomes a nuisance, report or unlink them.
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For more information about setting up a LinkedIn profile visit:

https://www.linkedin.com/

You can find my profile on LinkedIn at (you will need to be logged in as a user to view the full profile):

https://www.linkedin.com/in/sharonfalsetto/

7.2.1.6 Instagram

Although I was late to the game with using Instagram, Instagram is now my number 1 preferred social

media platform! I think that what I love about Instagram is its visual appeal and a greater degree of

interaction with followers. At least, that has been my experience.

Instagram is all about posting photos and pictures for followers to “heart” and discover your products.

You can create a business profile vs a personal profile which will give you access to business tools and

statistics on how your account is performing.

There are two important things to remember about Instagram: 1) Hashtags are king if you want your

posts to get found 2) Live links do not work in the main body or comments of your Instagram post. You

need to post a generic link in your bio descriptor (at the top of your profile) to a page that redirects

users to the page you want to send them to. Many businesses use LinkTree but I created a simple

WordPress “landing” page for my Instagram users to find relevant pages:

https://sedonaaromatics.com/instagram/

All Instagram business posts are public. You have the ability to respond directly to followers'

comments and conduct private messaging with them (if they choose to contact you this way), using

your business profile. You build up followers on your Instagram profile by gaining “hearts” through

Instagram searches from people or through paid advertising.

I also like the story and reel features on Instagram. Stories remain active for 24 hours and then you

can save them to your profile favorites or they are deleted. Reels are similar but seem to have the

ability to reach a wider audience in my experience, especially if you use hashtags. Stories and reels

usually have a video element and/or music element to them. Spend some time getting to know what

you can do with these features before utilizing them for your business.

For more information on setting up a free account for your Instagram business page visit:

https://business.instagram.com/getting-started

You can find Sedona Aromatics on Instagram at:

https://www.instagram.com/sedonaaromatics/

7.2.2.7 TikTok

I confess that I have not got into TikTok, yet by all accounts, it is “the” place to be - at least for the

younger generation. TikTok was founded in 2016 and is all about video content, the shorter the better.

Its initial market was in the personal use sector but now businesses are figuring out ways to use it as
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part of their social media marketing campaigns. I personally have not used it for personal or business

to date but if your target market is in the younger age range, give it a look at:

https://tiktok.com/

7.2.2 Ways to Engage Your Followers on Social Media

It always surprises me which posts followers respond to most effectively. You can never be sure how

posts will be received! In addition, social media platforms have different algorithms for choosing

which of your followers to “show” your post to in a news feed – an example of this is Facebook. Unless

you choose to spend money on advertising posts, it is often a game of chance if your post will show up

at all in news feeds – and can be very frustrating at times.

My advice as a startup is not to engage in paying for sponsored posts and “likes” – the payback is

relatively small in terms of sales and there are other ways to get yourself noticed. It might be a long,

hard slog to begin with but, as your followers grow, so will audience engagement and visibility.

The following ideas might help you to get started:

• Post photos with captions/information – social media is very much visual orientated and

social media news feeds seem to favor (at the moment) posts that have photos or videos

attached to them.

• Post high-quality links – if you are posting a link to another website or blog, make sure that the

information is credible and relevant to your business. If using Instagram, see the post above

about how to post live links.

• Ask a question – try to engage your followers by asking a question. Some people love to

respond and feel part of your business operation.

• Don't imitate or copy other social media pages post for post – it can be exhausting coming up

with new ideas for posts each day, but don't duplicate another business's social media page.

Not only will it irritate the competing business owner, but it is also unethical – and will

discredit you in the long run. The competing business owner has various means to gripe about

your actions through many social media groups and forums, ultimately painting your business

in a bad light. So, don't do it!

• Make your followers feel special with a promotion or discount – everyone loves to be loved!

Reward your followers with a promotion or discount exclusively for them – and as a “thank

you” for supporting you on social media. In addition, they will probably keep checking back for

further offers and deals.

• Take advantage of free advertising from companies – some companies, such as Facebook,

sometimes give you a free or sponsored advertisement in an attempt to get you hooked on

paying for advertisements – once you see the potential traffic you might receive on your page.

The disadvantage in paying for paid “likes” is that you may attract non-qualitative followers

(for example, how many pages do you like and then never visit again?). In addition, I have

looked at the number of likes on other company pages and compared those figures to the

interaction on that page. Although the numbers are higher than mine, the percentage variable

is not much different. Do you want quantity or quality?

• Run a competition or giveaway – the rules for hosting a competition or giveaway on your

social media page vary from one company to another, so make sure you know the rules before

starting. Facebook, in particular, is quite strict in running competitions on social media pages,

although many are unaware of it. However, if someone reports you for a violation, you could

potentially lose the right to your page.
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• Interaction on social media sites – social media is supposed to be social. On networks such as

Twitter, speak directly to followers by using the @ symbol and use RT@ to retweet another

person's tweet that might be of interest to your followers too. Respond to comments left on

your Facebook, Instagram, and Pinterest pages. You should get an automatic notification

about these comments (if you have it set up to do so) but it is always worth checking once a day,

in case you miss it. Social media interaction will help to grow your following and give you

credibility.

• Take advantage of free offers and promotions – American Express, for example, supports

Small Business Saturday (held annually each November). On one occasion, American Express

offered a certain percentage of free adverts on Facebook for small businesses. Keep your eyes

open for such offers. For more information on American Express and Small Business

Saturday, visit the website at:

https://www.americanexpress.com/us/small-business/Shop-Small/

• Post frequently and regularly on social media – but don't spam your followers. How often to

post is open to discussion – there are various opinions on it. However, too much and you will

annoy your followers and they will stop following you, too little and you will fade from memory.

In addition, if people respond to your posts, you have to find time to reply to their comment or

question. Don’t leave them hanging! Businesses that don't respond to comments also annoy

followers. Twitter is fast-paced – a dozen posts a day on Twitter is not excessive if you space

them out and interact with others too. Facebook, Instagram and other social media platforms

vary, so take a browse around and see how often others are posting – and the responses that

they are receiving.

• Engagement on Social Media – If you want to be boosted in the social media algorithm, especially

in regards to Facebook and Instagram, you need to spend 15 mins commenting and engaging with

other people’s profiles, then post, and ensure you are writing comments back not just posting

emojis. This is how you show up as “recommended.” It is also important to remember to do one of

three things when posting: Entertain, Inspire, Educate. This is what attracts people. Do not “hard

sell” on social media! You will lose credibility, interest, and followers. It’s a fine balancing act

between pulling in sales and being social.

• Use a social media manager app – You don't want to be spending an excessive amount of time

on social media, so limit your time and invest in managing and scheduling your posts through a

social media app such as Hootsuite. There are many out there. Research and find the one which

works best for you. For more information on Hootsuite visit: https://www.hootsuite.com/ As I

use Facebook and Instagram most these days, I schedule my Instagram posts to be

automatically uploaded to Facebook, as I find I get more interaction on Instagram than on

Facebook among users.

Although it is up to you, there are various ways to build a following on social media for free! It just

takes time, creativity, and perseverance.

7.3 Setting up a Website and a Blog

Every small business needs a website – and ideally a blog, too. A website is like your “store front” and,

whether you sell on the web or not, you should ideally have a minimum on your website of:

• About Page – informing customers who you are and your experience and education. If a

website doesn't have an About Us/Me Page, I am very suspicious about who I am actually

dealing with - and why they aren't displaying their credentials. The personal touch works well

for small businesses!

• List of Services/Consultations/Therapies/Products – with a booking form for consultations
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and therapies and a shop interface for selling products.

• Subscribe Button – for people to subscribe to your mailing list and to help you to build up a list

of mailshot customers. Offering a free newsletter is an ideal way to do this. Just make sure you

don't abuse the trust they put in you when signing up by spamming their inbox too much.

• Privacy, Policy, and Terms of Conditions Pages – the legal stuff. You are required to list your

privacy statement by law for people visiting your website. The policy page lets people know

what happens if they need to return a product or cancel an appointment. It is also a good page

to display your Disclaimer information. Check out an online provider such as Iubenda

(https://www.iubenda.com/) or  Termly.io ( https://termly.io/) to generate free legal terms for

these pages (and keep you in compliance).

• Shipping – if applicable. There is one sure way to lose me when I am shopping on the web – if I

can't find information on how my shipping charges are calculated, without having to “check

out” first, I don't buy from that company! Think in terms of how your customer thinks when

setting up your website – and make it as easy as possible for them to find the information that

they need.

• Contact Page – make sure that your potential customers know how to contact you with a

question or query, either by providing your email address or a contact form.

• Copyright Statement: Add a copyright statement and “All Rights Reserved” to your website.

• Testimonials/Reviews Page: Recommendations sell you! We all like to know who we are

working with or who we are purchasing from. If you are just starting out, ask family, friends, or

neighbors to say a few kind words about you and your services to get you off the ground. Check

out the Sedona Aromatics Reviews Page at:

https://sedonaaromatics.com/what-students-and-clients-are-saying/

Visit my own website for ideas on getting started and an example of many of the above pages at:

https://sedonaaromatics.com/

Before you even start designing your website, you will also need to consider:

● If you are not tech-savvy with regard to websites, start out with a provider such as Wix

(https://www.wix.com/) or Squarespace (https://www.squarespace.com/) which are excellent

one-stop shops for the beginner.

• Website Domain Name - what will be your domain name? For example, mine is

https://sedonaaromatics.com/ This is the name people type into their internet browser to find

you – or how search engines find you. Choose an appropriate name for your website (usually

your business name) and choose wisely! It is a lot harder to change, once you've got it in

motion. You can purchase your domain name from about $15 per name (renewable every year)

from a domain name provider such as https://www.namecheap.com/

• Hosting, Email, Banking, Shopping Cart – Once you've chosen and purchased your domain

name, you will need a provider to “host” your website. Many domain name providers provide

such services, but I advise you to shop around. You might want to employ someone to design

and build your website for you – who will not only take care of building your website but

address these issues for you. Website designers often build websites from templates: Custom

sites cost a lot more. If you have the skills (or can learn the skills) build it yourself; this is the

route that I took as I couldn't afford to employ a website designer at a startup. It takes a lot

longer – but I saved literally thousands of dollars and learned a lot in the process! I also

recommend trying a website builder like WordPress: https://wordpress.com/ It is extremely

easy to use, with a myriad of plug-ins to add on features to your website for free. Another

popular one among aromatherapy and beauty businesses is Shopify:

https://www.shopify.com/ You will also need an email account (contact your internet service
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provider for more information if you don't know how to do this or don't have an email address).

The shopping cart experience, and how you process payments, vary between website builders.

• Regular Updating of Your Website – websites take maintenance. You need to be on the

lookout for errors to make sure that your website is functioning properly – otherwise, you may

as well have the “closed” sign up! You will also want to update your website on a regular basis

to keep content fresh and current. In addition, I carry out routine “maintenance” of my website

to make sure that links are up-to-date and still working – or if any other information has

changed and I have forgotten to update it. You can pay a company to monitor your website for

glitches if you have the budget.

Tip: Even if you build and maintain your own website, invest time (and money) in a working

relationship with a go-to web expert. When (not if, when!) things go wrong, and you need either

quick advice or help, you'll have help and support!

7.3.1 Third Party Sites

If setting up a website seems overwhelming at first, you might want to consider setting up on a

third-party site such as Etsy for selling products. Basically, such sites offer support in setting up your

“shop” and are there to assist if you need help. Set up costs are minimal – and it's usually pretty easy to

set up a basic “storefront.” However, be aware that you have limited control over changes in policies –

and the company may have the power to choose to take down your store, if you are in violation of their

policies, or something else occurs. In addition, there may be listing fees and other charges.

Websites such as Etsy have their own community and if you are prepared to take the time to network

and figure everything out, it's possible to have success with such sites. I used Etsy as a “signpost” to my

main website when I first set out because they helped to “support” each other. I never really

participated in the Etsy community – yet, I made a small number of sales without much effort on Etsy.

Although the majority of these sales were e-books and short courses, I did sell custom blends for a

short time on Etsy, and also had requests for custom blends through Etsy; although not a significant

part of my income, my Etsy store contributed to my business in more ways than one. I no longer have

an Etsy site after many years of establishing my own website and brand. For more information visit:

https://www.etsy.com/

7.3.2 Setting Up a Blog and Using it to Drive Traffic to Your Website

It seems like everyone is blogging these days. However, not everyone is blogging effectively. You need

to blog regularly, and offer quality information, and know-how to write a blog post to be successful in

getting noticed. It also takes time.

How to set up, write, and use a blog is more information than can be written in this chapter but it's

something you should consider. Here are some quick points of reference:

• Integrate your blog as part of your website – it will help to drive traffic to your website and

get you noticed. Although you can move a blog from free blog domain names (such as

WordPress and Blogger) after setting it up, I wouldn't recommend it! I have moved my blog

three times (facepalm!) because I had no idea what I was doing when I started out. AND I had

to move all of my links manually at that time – unlike the initial import. Fortunately, there are

apps to help you with this now but my advice is: Get it right the first time!
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• Blog regularly – blogging once a week or more is what you ideally need to be aiming for when

starting out. This keeps you fresh in the mind of search engines and readers – and gains a

higher listing in searches. If you only blog once or twice a year, you won't gain followers or

readers – and search engines don't put the same value on your website as someone who blogs

regularly. If you don't have the ability to write regular blog posts, don't do it – or pay someone

with the ability to do it instead.

• Offer quality information – don't just blog for the sake of blogging. If you haven't got

something useful to say, don't say it. Search engines assess the quality of your posts and “bad”

blogging will give your website a negative impact. You also need to be original – duplicate work

(or copying someone else's work (which is also illegal without permission)) doesn't gain you

points or credibility in the long run.

• Be concise and to the point – there is much debate on the ideal blog length, but I aim for

between 400 and 600 words. Break up blog posts with relevant subheadings – not only does it

make it easier for the reader to read, but search engines like it too. SEO (Search Engine

Optimization) used to be key to writing for the web. However, it was overused and over-abused

and it is now much harder to keyword your writing effectively. In addition, search engine rules

on SEO are constantly changing making it difficult to keep up. My advice – write naturally and

the keywords will automatically appear in your work. And if you use WordPress, the plugin

called Yoast is essential to helping you make sure that your posts are SEO-ready, ideal length,

appropriate use of subheadings and more. Today it is much easier to manage these things than

it was when I started out!

• Use a template – blog templates are the way to go unless you can afford custom services. Most

websites (and website builders) incorporate a provider such as WordPress – which literally

walks you through setup and design.

• Guest blog – research blogs that are comparable to your blog and offer your services as a guest

blogger. Guest blogs are usually unpaid – but come with a valuable link back to your own

website, increasing visibility in search engines. In addition, ask qualified people to guest blog

on your blog too – it gives you a break from blogging and gives your readers another voice. Just

make sure that you are happy with the guest post before posting – and always know you have

the right to refuse. I am always careful who I ask/who asks me to guest blog. If possible, ask to

see examples of their work.

Your blog establishes you as an expert in your field – and gives readers information about your

business. It's an excellent marketing tool when used correctly while providing quality information to

your readers and ultimate customers.

If you can’t write, consider vlogging! It’s the same as blogging but with video content vs. written

content. Learn more about vlogging here:

https://www.adobe.com/express/learn/blog/how-to-start-a-vlog

7.3.3 Taking Your Website Mobile – and the Use of Apps

Users expect a website to be mobile-friendly these days as many use their phones, tablets, and iPads to

browse the internet. Most website templates will be mobile-friendly but it still surprises me when I

come across some which are not.

You can also read PDF workbooks on mobile readers, another reason to make sure that any materials

you offer as digital downloads are compatible.

You might also want to make use of Apps on your mobile devices to help run your business more
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efficiently. Apps are designed to work in conjunction with your mobile device to help make your life

easier – or more fun, depending upon the App!

One particular App which I use frequently is Evernote. This app basically helps you to write your

memos and “sticky notes” on the go electronically – and you can sync the App up with your laptop too,

making it easy to transfer data as needed. It's great if you are meeting a client away from home/your

workplace and want to make notes of the meeting. Once you get home/back to work, you can sync the

notes on your phone/tablet with your laptop and write up a client file. I find this App particularly

useful for making notes about perfume scents for blends when the client is wanting a quote based on

their initial ideas. You can refer back to your notes when putting together a quote. Of course, you can

still use paper and pen for such a meeting too, if you are not comfortable with the technology of Apps.

For more information on Evernote visit:

https://evernote.com/

There are lots of other Apps you can utilize, too. If you have a smartphone or other mobile devices,

check out places like Google Play Store to find the latest Apps available.

7.4 Free Tools to Get You Started with Your Business and Website

When you are setting up a new business, it can get costly. Therefore, a little bit of help with some free

tools can go a long way to making your budget stretch. I find the following resources useful in various

aspects of running my business and website:

• MailChimp – MailChimp is a free resource to help you build your mailing list (up to 2,000

subscribers) and send out newsletters and other updates to your subscribers. There is an option

to “upgrade” to a paid version of MailChimp (and more resources) but personally, I find the

free version more than adequate for my current business needs until I hit 2,000 subscribers

(which might not be far off). For more information visit: https://mailchimp.com/

• Google Workspace: Documents, slides, spreadsheets, and more can be created and shared

within Google’s “starter” business suite. For more information visit:

https://workspace.google.com/

• Free Virus Protection Programs for Your Computer – Most people assume that virus software

programs such as Norton and McAfee, which you pay for, are superior in protecting your

computer from unwanted viruses, malware, and cyber-attacks. Although viruses are part of

today's online world, paid-for services are in no way superior to free services. I have had virus

attacks on my computer while using both Norton and McAfee. I use the free version of

Malwarebytes. Malwarebytes, in particular, has found unwanted files on my computer that

McAfee failed to block. Although no system is perfect, I recommend taking the time to look at

this program: https://www.malwarebytes.com/ Another one to check out is Kaspersky

(https://usa.kaspersky.com/) although I have not had any personal experience with this one.

• Google Analytics – Ideally, you should be tracking the web traffic which you receive on your

website and blog. Tracking your web traffic helps you to assess which posts and pages are

popular, where your web traffic is coming from, keywords people are using to find you through

search engines, how long people remain on your website, the percentage of people who return

to your website, and so much more. This helps you to improve in areas which are lacking and

gain more traffic. Google Analytics is probably one of the best free programs for doing this. All

you need is an email address to set up a Google account. For more information visit:

https://marketingplatform.google.com/about/analytics/
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• Cross/Back Links – As mentioned above, guest posting on other people's blogs can help you to

gain cross/backlinks and web traffic back to your own website. Building credible

cross/backlinks with other relevant websites are important and can go beyond that of guest

blogging. For example, some websites have a Links page with a list of helpful links and

resources, beyond that of your own website. If you find a website that you like the look of – and

think it is relevant – ask the website owner if they would like to cross/backlink to your website.

Stay clear of anyone who asks for money for such a service – or offers you money for doing so.

Paid-for cross/backlinks can have the opposite (i.e detrimental) effect on your web traffic – and

are usually a scam. In addition, if the website isn't relevant to your website, it will be viewed by

search engines detrimentally, too. Linking for the sake of linking is not good practice – in the

past, anyone and everyone linked to each other to drive traffic, but search engines got more

vigilant about “spammers” who did this. Don't do it if it is not relevant to you.

• Zoom, Video Chat, and Instant Messaging – Zoom offers a video chat service worldwide (paid

for options for business), and since the pandemic is the number one essential video networking

tool for small business! For more information on Zoom (US) visit: https://zoom.us/

7.5 Photography

7.5.1 Taking and Editing Your Own Product Photos

In order to sell your products (and services) effectively, you will need good quality photos for your

website and literature. If you can't afford a professional photography service, you will have to learn to

take your own photos.

Fortunately, today's technology makes this task a little easier. Most smartphones and tablets are

equipped with the capabilities to take an acceptable photo. However, if you can afford it, I would

advise considering an investment in a high-quality camera or a phone with a high-quality camera. Of

course, you will also have to learn how to use it effectively!

To take close-up photos of products, you will need to use a lightbox indoors or learn to use natural

lighting outdoors (my preference).

Once you've taken your photo, decide how and which photo editing apps and tools you are going to use

to crop and enhance your photos. Sometimes the editing software on your phone is good enough to do

this.you will need to edit it and improve it to the best of its ability.

7.5.2 Using Stock Photos for Your Website and Literature

You might want to use stock photos for your website, blog, and literature. There are several sites that

offer the use of royalty-free photos for a small purchase fee or some offer photos for free. Check out

free websites such as Pixabay (https://pixabay.com/) or Unsplash ( https://unsplash.com/) or paid

content such as Dreamstime (https://www.dreamstime.com/).

Copyright law applies to photos in a similar way that copyright law applies to the author of a written

article. Respect rights – and ask permission for use, if you are unsure of the legal usability of a photo.

7.5.3 Canva

If you create a video, photo, social media, presentation, print, or marketing content on a regular basis

(and you will as a small business), the best recommendation that I can give you is Canva. Canva offers

© Sharon Falsetto 2022 All Rights Reserved 65

https://zoom.us/
https://pixabay.com/
https://unsplash.com/
https://www.dreamstime.com/


Sedona Aromatics Certificate in Professional Aromatherapy

both free and paid options but the free version offers more than enough to get you started creating

professional-looking content. To learn more, visit: https://www.canva.com/

7.6 Web Technology for the Aromatherapist

If you've made it to the end of this chapter, you will no doubt be overwhelmed by all the different ideas

and recommendations suggested – unless you already have some working knowledge of how to utilize

the web for business!

These ideas and recommendations were researched by me and implemented through trial and error as

I progressed with my business. I set out with no knowledge in this area – but it is the sort of

information I wish I had had to hand in one place when I began my business. Although it is not

intended to be the definitive web business plan for you, I hope that it helps you in a small way. Finally,

I recommend you continue to research ideas and options, based on this starting point!

Complete Assignment 7. Assignments are listed on page 68 of this workbook.

Assignment 7 concludes Module Nine and, upon completion of this assignment, you

will be ready to move onto the final Module – Module Ten!

CHAPTER SEVEN REVISION SUMMARY:

The chapter revision summary is designed to help you re-cap the main points of the chapter in

preparation for the final examination paper. However, note that the final examination paper may or

may not include these points (and they may or may not be expanded upon). Therefore, it should be

used as a guideline only.

• Types of social media include Facebook, Twitter, Pinterest, Instagram, LinkedIn, and

YouTube.

• Engage your followers on social media in a number of ways – don't just post sales pitches.

• Understand the importance and the basics of setting up a website and blog.

• Free tools to get you started with your business and website include Mailchimp, Google

Workspace, free virus protection for your computer, Google Analytics, website backlinks, and

Zoom.

• Use stock photos for your website and business literature if your photography skills are not

great. However, you will need to take quality photos of your individual products in order to

promote them.
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Assignments

I would have liked to recommend a great small business book for this module. However, after much

research, I came to the conclusion that each state in the US has various differentiations in rules and

regulations, and it would be impossible to recommend one single source.

I advise you to review the information and resources in this module – and take a local small business

course at your community college if you think it will benefit you further. In addition, you might want

to take a look at some of the free courses available on the internet from select universities – such as

MIT http://ocw.mit.edu/courses/find-by-topic/#cat=business. Although these business courses might

be too advanced for you in setting up your small business, you may find something useful at a later

date.

If you are invested in setting up your own aromatherapy product line, and you are located in the

United States, I strongly advise purchasing the following two books for reference:

• Gale, Marie, 2015, Soap and Cosmetic Labeling (3
rd

Edition), US: Cinnabar Press

• Gale, Marie, 2012, Good Manufacturing Practices for Soap and Cosmetic Handcrafters, US:

Cinnabar Press

Neither of the above books were available when I set up my own business and I have had to teach

myself the complicated regulations/guidelines of the FDA. I think that these two books will prove

invaluable to you as you start your journey!

I also hope that Module Nine will act as a great starting point to utilize the resources out there.

Starting a small business can be overwhelming (I speak from experience) – but don't be put off.

There are many great resources to help you!

1. Write a summary of the main goals and objectives for your future business. Refer back to page

11 of the course workbook for further information on goals and objectives.  For the purpose of

this assignment, a simple list of the main goals and objectives for your future business will be

sufficient.

2. In the United States, what are the FDA requirements for operating a bath and body business

and/or selling aromatherapy blends? (both legal and voluntary) (between 500 and 700

words*). *The word count acts as a guideline – you don't need to go into great detail about

the full FDA regulations. I am looking for a basic understanding of the main points.

3. What is your understanding of the term business ethics? List five business ethics from the

NAHA Code of Ethics that you identify with most strongly (2 – 3 paragraphs).

4. Make a list of your unique selling points (USPs). Why would someone choose your product or

service over someone else offering similar products and services? USPs might include your

location, what you offer, your background, your education. Expand on these points and include

others, if applicable. This assignment is designed to get you thinking about the unique points

you will use to market yourself when you start your business. In short, why would I want to buy

a product or service from you?
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5. List the INCI name of the ingredients for a label on your product, in the correct order, for the

following examples. You will need to download a free copy of the INCI list from the link

provided in Chapter Five, 5.2.1. If you don't have access to an INCI list, you can also use

internet search engines to find INCI names (just double check that they are correct):

• 10 drops Lavandula angustifolia essential oil, 2 oz coconut oil, 8 drops Citrus sinensis

essential oil

• 5.3 oz (aqua) distilled water, 0.2 oz stearic acid, 1.2 oz shea butter, 1.2 oz Theobroma

cacao, 9 drops Cymbopogon martinii essential oil, 0.7 oz emulsifying wax, 8 drops

Pelargonium graveolens essential oil, 8 drops Citrus aurantium var. amara (fol)

essential oil, 5 drops Commiphora myrrha essential oil

• 0.5 oz Prunus amygdalus dulcis almond oil, 10 drops Citrus limon essential oil, 0.5 oz

jojoba oil, 2.5 oz Magnesium sulfate, 1.5 oz Dead Sea salts, 15 drops Mentha x piperita

essential oil

• 7 drops Boswellia carteri essential oil, 0.36 oz beeswax, 8 drops Rosa damascena

essential oil, 0.5 oz Simmondsia chinensis oil, 15 drops Citrus sinensis orange essential

oil

6. Make a list of all the possible pieces of business equipment that you think you will need to set

up an office for your business. This is a short exercise designed to get you thinking about how

you will set up your office and can act as a future checklist for your business startup.

7. List three different platforms for promoting your business through social media (for example,

Facebook). Write a short description of each platform and the main focus of the platform (for

example, Instagram – visual through photos and videos) (approximately 50 – 100 words on

each platform).
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