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The beauty industry is facing difficulty recruiting new staff and keeping 
existing employees long-term. This has resulted in a shortage of therapists, 
leading to many businesses raising wages beyond what they can afford 
just to attract new staff. But increases alone may not be enough and 
could quickly become unsustainable moving forward.

The UK Spa Association (UKSA) has therefore actively been tackling the 
problem with their current campaign:

The Spa industry is currently seeing an unprecedented shortage in candidates for 

interviews as well as a large number of their teams leaving for other industries or simply a 

better work life balance. The UKSA’s Work for Wellness Campaign which launched in 

November 2019 is now well underway after a tough 18 months, assisting colleges with 

industry guest speakers, preparing resources for the industry to use within their local colleges 

and schools and continuing to work towards changing the perception of our sector. It is 

vital that organisations look at how best to recruit for their roles and look to bring in newer 

ways of doing things.

– Yvonne Ebdon, GM of UKSA

Since the pandemic, individuals are much more conscious of their well-being and 

work-life balance. Consider aspects of wellness and flexibility you can incorporate into 

your environment. This could look like, membership to a self-care and/or exercise app, a 

therapist visit for on site treatments, a certain amount of flexible working hours per month 

(are there tasks that could be done at home if the usual working environment doesn’t 

allow this), occasional healthy snack deliveries, encouragement of digital-free walks 

and encouraged facility use.

– Holly Webster, UKSA Board Member

With this in mind, you too could help the UKSA’s plight to tackle the 
recruitment crisis. While fixing the long-term issues will take time, there 
are plenty of actions you can take to improve recruitment in the short-term. 
Holly Webster, board member of the UKSA, offers some vital advice to help:

From education to continual professional development, 
here are ten more tips to keep in mind:



Educate career opportunities
It is so important to put education first, regardless of your recruitment 

strategy. At the first point of contact, such talking at an event or on a 

job description, highlight what newcomers should expect day-to-day in 

the spa and wellness industry. This should include the versatility of such 

a career and what each role entails. This sets up clear expectations 

  and informs potential new staff of where they could progress to 

     futher down the line.
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Engage Generation Z with tech
Many new therapists emerging from education are from Generation Z 

and younger, so engage them with content and platforms they are 

more familiar with. Short staff testimonial videos, inspirational images 

of staff in action and utilising the power of social media for sharing are 

all great ways to grab their attention. You can then use this content 

to outline why working in the beauty industry will benefit them! 
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Focus on short-term benefits first
Highlight the short-term benefits to hook people on the idea of working 

in the spa and wellness industries. The immediacy of these benefits will 

be appealing, such as client relationships, expert training, support or a 

benefits package which may include free use of the spa. You can then 

communicate the long-term opportunities to keep them engaged, 

such as career progression and any pension plan.
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Continual Personal Development
Following on from long-term opportunities, career progression will 

be imperative for any driven employee. Therefore, it is important to 

communicate clearly from the offset regarding what avenues are 

available. For example, a beauty therapist may not be aware of 

other areas of the industry they can sidestep into later. Not only 

could they progress within your company, but they may also 

have doors opened with suppliers, industry bodies or receive

opportunities to travel abroad.
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Focus on the environment
One key aspect of tackling the spa recruitment crisis is to focus on 

the literal working environment. For example, recruiting for a spa 

should highlight the beautiful and serene spa environment of work. 

For roles that may require travel to showcase spa products, this should 

be highlighted as it will attract those who like to meet new people. 

Making sure the right staff fit the right areas of your business will ensure 

    everyone involved is satisfied with the day-to-day operations.
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Host recruitment open days
With spas back open, why not attract people to your site with a 

recruitment open day? That way, you can speak to candidates 

face-to-face about the roles and opportunities available. For those 

new to the industry, you could provide talks on your business heritage, 

the brands you work with, and offer demonstrations so candidates 

can experience what is expected first hand. For those already in the 

industry, open days provide an opportunity to discuss previous

positions, transferrable skills and other opportunities they may

not have considered.
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Highlight the team dynamic
Nothing is more harmonious than a team whose personalities and 

ideals align with one another. Highlight your team, their dynamic 

and how someone can fit into that outside of everyday roles and 

responsibilities. Someone who aligns with the team is much more 

likely to enjoy working day-to-day, leading to higher staff retention.
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Assess their skill
At the interview stage, it is worth testing what the candidate 

knows about the position and your business. Start with general 

questions about the spa sector they are interested in, gauging their 

current knowledge of the practices involved. You can then look into 

more practical assessments to evaluate their hands-on skill. This will 

give you a good idea if they would be a good fit.
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Get to know the person
The spa industry is perhaps not a perfect fit for everyone, which is 

why it is important to gauge a candidates personality. See how they 

converse with you and ask questions that will give insight into their 

personalities. For example, why did they choose a career in spa and 

wellness? How did they handle a problem they encountered? What 

are their hobbies? All of these will help you see their decision-making 

 skills, how they handle conflict and, above all, how their personality 

   fits with your business ethos and team! This may even open your 

     eyes to alternative roles they would be better suited for.
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Once you have planned your strategy to tackle the recruitment crisis, 
ensure your operations run smoothly with a business management solution 
that targets your pressure points.

Core by Premier Software® has been designed specifically for the spa, 
wellness and leisure industries to help manage your business. Suitable for 
independent destination spas, to multi-national hotel groups with spa and 
leisure facilities, Core helps you keep a finger on the pulse of your business 
while highlighting areas for growth.

Aiding in a multitude of other ways, Core helps set up new staff, organise 
their rotas, assign treatments and set up repetitive strain indicators to make 
sure staff are looked after. Core also helps with memberships, marketing, 
client bookings, reporting, retail, loyalty rewards and plenty more, helping 
you get ahead when boarding new staff.

Discover how Core can support your business:

Read more on the blog Book a free presentation

Outline COVID-19 procedures
Given the hands-on nature of the spa and wellness industry, 

it is important that prospective employees feel safe during the 

spread of COVID-19. For example, foreground your online medical 

questionnaire so clients can fill this out prior to arrival, or your cleaning 

and sanitisation practices of spa equipment. This will give candidates 

confidence that you care about protecting them and their wellbeing.
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