
WEEK 2»   SEPT. 8-14
RESEARCH PROJECT: Travel to the 

very best spa within a two-hour 

drive of your location and spend 

a day getting pampered there. 

Go for the experience, but with 

an eye to seeing where your own 

business can and can’t compete. Perhaps 

you can’t provide your customers with an 

indoor waterfall. But you certainly can off er 

your customers greater friendliness, personal 

service, and knowledge of their particular likes 

and dislikes. If possible, have key members of 

your staff  also do this and write a report upon 

their return.

DO YOUR SIX-MONTH employee 

reviews. Since these reviews 

should not be directly affi  liated 

with pay adjustments, these 

should be performed every year in 

March and September.

LAUNCH “PROJECT TELL-A-FRIEND.” 

Encourage your best customers 

to tell their best friends about 

your store. 

WEEK 3»  SEPT. 15-21
START PLOTTING WAYS to get your 

face out in the community. Join 

a business group and off er to 

do a talk on stress-reduction 

techniques or skin and grooming 

tips for businesspeople.

HOLIDAY GIFT SEASON is coming, 

and you defi nitely want a piece 

of that action. Gift cards are a 

great way to get your share. If 

you’ve used paper certifi cates in 

previous years, consider moving to plastic gift 

cards (with a renewable balance just like credit 

cards) this year. Or, more ambitiously, create a 

gift box that includes a selection of beauty and 

wellness products along with a gift certifi cate 

for a spa regimen.

MEET WITH YOUR CPA and set a 

target date for receiving year-end 

fi nancials. (This should be no 

later than the end of the fi rst 

quarter after the fi scal year ends.) 

Develop a checklist of items that need to be 

accomplished. Discuss tax strategy now.

WEEK 4»  SEPT. 22-28
DO YOUR STAFF know what to do in 

case of fi re? Medical emergency? 

Malfunction of various pieces 

of equipment? Go over your 

procedures this month.

BEGIN TO CREATE a list of 

“Frequently Asked Questions” for 

your business. Work with your 

team to develop best possible 

answers to these questions. Share 

with everyone. This could be an opportunity 

to create your own company wiki — where key 

information about your business is shared with 

other team members and regularly updated on 

a secure, private Internet website. (Compare 

wiki software — there a dozens of hosted online 

solutions at WikiMatrix — wikimatrix.com.)

ANALYZE YOUR marketing this 

week. Clear a wall in the back 

offi  ce and stick all of your 

diff erent promotions together on 

a wall. Don’t worry about putting 

them in neat rows — what you want is to have 

them all visible in a single glance. Now look at 

the wall from a distance. What’s the feeling you 

get? Harmony — colors work together, fonts 

consistent, regular use of white space. Or is it a 

mish-mash? If it’s the latter, you’re sending an 

inconsistent brand message and you need to 

do some work.
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There’s an old saying that “behind every successful man 

stands a devoted wife ... and a surprised mother-in-law”. On 

Mother-in-Law’s Day invite the men on your e-mail list to 

add to their favorite M-I-L’s surprise with a gift certificate for a 

spa treatment. The perfect treatment for a mother-in-law? It 

might be something similar to the “Grouch Tamer” package we 

mentioned earlier. But don’t tell the mothers-in-law that.

Some 85 years ago, a lifeguard at 

Coney Island kicked sand in the 

face of a 97-pound weakling by 

the name of Angelo Siciliano and 

walked off  with his girlfriend. In doing so he inspired 

one of the greatest marketing campaigns of the 20th 

century. On  the 115th anniversary of Charles Atlas’s 

birthday, remember the moral of the story: A clear and 

unwavering marketing message (think seven decades 

of that same comic-strip ad) that promises a benefit 

instead of a feature and the world will be your beach 

ball. Hoisted. Above your head.

Is  Halloween  at your spa just 

another day? As you have probably 

sensed by reading this column, 

we’re big believers in trying 

special promotions to get customers through 

your doors and talking about you once 

they leave. But more than that, they 

also get employees excited about 

working in your spa. So you can do 

just about anything for Halloween to 

express your personality and sense 

of fun. Just do something.
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MORE EVENTS AND HOLIDAYS
• Class Reunion Month. A time when people really want 

to look their best. Advertise a “Look Great for the Big 

Reunion” package.

• Emotional Wellness Month. As most people 

consider spas to only be in the business of physical 

“wellness,” this is a good way to connect your 

business to the emotional benefits you provide. 

How about sending weekly bulletins on emotional 

wellness to members of your e-mail list?

• Positive Attitude Month. Because “attitude, more 

than aptitude, aff ects altitude.” 

• Women’s Small Business Month. If you qualify 

(meaning, you possess a Y-chromosome), consider joining 

a local women’s business club. Not only inspiring, but a 

good networking opportunity.

• Oct. 18 is National Mammography Day. A good day 

to send an annual reminder to female customers to have 

themselves checked.

BIRTHDAYS
• Hugh Jackman, 40, Wolverine, Oct. 12, 1968. 

“Wolverine” is known to take his son Oscar out for 

“boy’s spa dates.” Use this information how you will. 

• Catherine Deneuve, Oct. 22, 1943. A devotee of 

Carita facial treatments ... if you perform them, drop 

the 65-and-still-fabulous Catherine’s name today.

• Simon LeBon, Oct. 27, 1958. “Metrosexual” 20 years 

before anyone else was, Duran Duran singer turns 50.

• Kate Jackson, Oct. 29, 1948, Charlie’s youngest angel — 

original angel, anyway — hits 60.

I don’t fear death because 
I don’t fear anything I don’t 
understand. When I start 
to think about it, I order a 
massage and it goes away. 
HEDY LAMARR
Hollywood actress (1914-2000)
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MONDAY June 30

Today, after a long weekend of boozing, 

partying and only six hours of sleep, I can 

barely get myself out of bed at 7:30 a.m.

I get into the bathroom and make myself 

look somewhat decent before stepping on 

to the streets of Manhattan. Wow! Who is 

that looking back at me from my mirror? It’s 

certainly not the picture of a “beauty expert!” 

Whatever ...

I splash some cold water on my face to 

stimulate my senses but nothing happens. 

Then, with my wet hands, I make my hair 

look half-done. Once out of the bathroom I 

fi nd a pair of jeans behind the door and get a 

clean T-shirt from out of the drawers. Louis, 

my dog, stares back at me, wondering if he’ll 

get his walk. Then he realizes that he will 

have to remain in the apartment.

After 30 minutes of getting dressed, 

searching for house keys, and scrambling 

for my wallet, I leave. I slowly make it to the 

subway, where it’s hot, humid and crowded. 

Once at my stop, I walk to my morning 

hot spot: Starbucks. I get an iced latte and 

grab four bunches of gladiolas at the local 

fl ower shop. Fresh fl owers are a must for the 

relaxing atmosphere of my quaint spa.

I arrive at the spa. At this point I began to 

wake up. I check my e-mails. This morning 

I only have about 15 — a slow day. Several 

clients are requesting appointments for 

various spa treatments including waxing, 

facials, sugaring, etc. I began clicking away.

Three messages are media-related, 

including one from a local magazine 

who wants to include my men’s 

waxing treatments in their “hair 

issue.” I reply with a thank-you note 

and several booking options for 

the editor-in-chief to come in and 

experience the treatments.

Another e-mail is from About 

.com to remind me of our upcoming 

video shoot about my customized 

chemical peel (the Uptown Peel). Within 

their letter I fi nd a script that I need to 

memorize. Memorize? It’s Monday morning 

and my neurons are far from working. How’s 

an infomercial going to help me get more 

clients? Whatever ... I’m preparing for the day 

when Oprah’s people come knocking on my 

door at which point I’ll become a media expert 

and no longer camera-shy! I close that e-mail, 

intending to come back to it later.

After clicking, deleting and sending most 

of my letters to spam, I give the spa a quick 

sweep. By the way, I’m Enrique — the owner, 

the massage therapist, the esthetician, the 

waxer, the cleaning person, blah, blah, blah 

... the list goes on and on. In my spa, spotless 

doesn’t only apply to ageless skin. It also 

applies to my bathroom fl oor, the reception 

area and my treatment rooms.

By 10 a.m. my fi rst assistant comes in and 

I’m ready to run out to the gym for my daily 

workout. I lift, grunt and sweat like a maniac 

until all the toxins accumulated from the 

weekend are part of yesterday. By the end of 

my workout I ‘m ready, fully awake and ready 

to take on the spa world once again. I take my 

cold shower, fi x my hair, put on a clean, but 

tight, T-shirt (to show off  my sinewy body ... 

haha) and walk fast and furiously back to 

the spa.

I start seeing clients at noon — 

all regulars today.

Jane Doe comes in for her 

monthly facial with lots 

of talks about her divorce 

and its related issues. Did I 

mention I also have to play 

psychotherapist for most of 

my clients?

TUESDAY July 1

I get up, walk Louis, grab a 

latte and head to the spa.

Fourth of July is just a few 

days away and the calls are 

pouring in. I never take any 

time off  before a holiday. It’s 

my busiest time!

I start my day by checking  

ONE WEEK IN 
THE SPA WITH

ENRIQUE 
RAMIREZ

OWNER ,  FACE TO FACE NYC

“Some 
days are 

more diff icult 
than 

others.”



WEDNESDAY July 2

I wake up in a panic. About.com is coming by 

to fi lm the chemical peel treatment and I’m not 

prepared. I remember seeing an e-mail from 

the producer that included a short script that I 

was supposed to memorize. I frantically check 

my Blackberry and fi nd nothing. I turn to my 

computer, check the trash icon — nothing! I get 

dressed and walk quickly to the gym for my daily 

workout, but I’m having a hard time focusing. I’m 

still thinking about the script ...

I fi nish, shower, fi x my hair and walk back to the 

spa. On the way there, I stop to pick up a fresh 

bunch of lilies to place in the treatment room 

where I’ll be fi lming the video.

I get to the spa, turn the music on, light the 

candles and arrange every item to create a relaxing 

ambiance. My publicist arrives and we start talking 

about our upcoming spa event. I’m starting to 

get nervous again and have a hard time listening 

to what he’s saying. At one point, I feel like I am 

losing my sense of hearing — I only see his mouth 

moving and my make-up artist in the background. 

It all seems surreal, like I’m in a dream or a 

Twilight Zone episode.

After a few minutes of make-up application, the 

producer and her cameraman arrive. We have 

our normal, polite conversation before we move 

onto the “set.” By then I have everything ready for 

the peel: the warm towels and all the necessary 

tools. The producer and cameraman begin to set 

things up and after about ten minutes call me and 

the model in. The model gets on the table while 

the producer places the microphone in a position 

where it won’t be seen but is still close to my 

mouth.

At this moment, my heart starts to beat 

uncontrollably. “Mary” asks me if I memorized my 

script to which I quickly respond with a big no. I 

explain how I accidentally deleted the e-mail with 

all the information and I have no idea what I am 

about to say. “No problem,” she replies. “I’ll tell you 

what to say once we start.”

A few minutes later, we start the rehearsal part! 

“Hi, my name is Enrique Ramirez from face to face 

nyc day spa for About.com.” Do you know how 

many takes I need to say this one line? About 10 ... 

seriously! I have an intro of one paragraph and we 

have to shoot it one sentence at a time! I feel a little 

mentally challenged. Ahhhh ...

After my intro, I explain to her viewers the steps 

of a chemical peel and the pros and cons. This is a 

breeze! I am fl ying high and mighty now. I kind of 

like being in front of the camera.

Forty-fi ve minutes later, it’s a wrap! I have 

fi nished the video and I am ready to leave. “Mary” 

has been so patient with me that I write her a 

thank-you letter that afternoon.

After, my publicist and I walk over to Starbucks 

to fi nish our meeting. We outline the press 

release, the sponsors and the local and national 

media to whom we will pitch our National Men’s 

Grooming Day event. I’ll work on the promos and 

advertisements once I have a few minutes to spare. 

I wish I could have an extra hour a day to catch up.

By the way, Wednesday happens to be my day off.

 + CONTINUED ON PAGE 64

T H E  +  L I S T

e-mails and writing skincare tips for my publicist to 

pitch to magazines. Lately, I’ve had writers’ block. I 

have nothing creative to write about, it seems. How 

many diff erent ways can you take care of your oily 

or dry skin?

Today I start thinking about my upcoming 

event: “National Men’s Grooming Day” to be 

held on Aug. 16. I start imagining how to put my 

promo together in a way that grabs the attention 

of the media, especially the ever-so-demanding 

Manhattan press.

I begin to write letters and make phone call 

to get sponsors for my gift bags. I’m exhausted 

already!

Once that is complete, I start my day.

I warm up the wax and the sugar and place wet 

towels by the Eucalyptus mist in the hot cabinet to 

use later with my facials.

I start with a gentleman who comes in for a facial 

and waxing. It’s going to take about 2-1/2 hours! I 

start by waxing his back and his butt, and then fl ip 

him to target the men’s terrain (very popular these 

days).

Another waxing — again back and butt! 

It’s summer, what do you expect? This client 

comments on how the last time I waxed him 

he had red marks on his back for the fi rst time 

in the four years I’ve been waxing him. After 

some questions he admits that he hit the gym 

and steam room after I waxed him. This is a big 

mistake, as heat and sweat will only aggravate the 

already-irritated skin. Cool water and rest is my 

best recommendation after any form of body hair 

removal.

My next facial appointment comes in for their 

usual: microdermabrasion with a deep pore-

cleansing treatment. This guy comes in every three 

weeks — it must be nice to have money! I can’t 

even aff ord a monthly facial. The peculiar thing 

with this client is that he has a hair piece, and even 

after several treatments, I still get nervous that I’ll 

pull it off  accidentally. I wish I was able to express 

my concern to him, but how? I just want to know 

whether it comes off  easily or if I would have to use 

all my strength.

I’m afraid of the next facial client. About 

a month ago she came in with a post-surgery 

lesion but still wanted a facial and asked me to 

work around it. It’s very diffi  cult — in fact, almost 

impossible — to “pore purge!”

Next is more waxing — a great way to end my 

day! A Brazilian-with-a-Landing-Strip and a, well, 

what we here call a “Marble Sack” treatment 

(obviously not on the same person!). I always 

wonder why a woman agrees to let me wax her and 

then gets shy about it. Waxing is 

not for the discreet. It’s faster and 

better to have the legs wide open (I 

need to get stirrups) so I can get a 

closer look and make sure no hair is left behind.

I’ve noticed that some guys have a low 

threshold for pain when it comes to waxing. I get 

the same question from all these newbies: Is it 

going to hurt? Yes, I want to say, unless you’re 

unconscious.

Oh wait! I go to the front desk and fi nd a walk-in 

for a back wax. It’s already 8:30 p.m. and I am 

starting to feel tired and hungry. I bring the client 

in and he has so many waxing questions it takes 

me 15 minutes just to answer his questionnaire.

Done! I clean and sanitize my treatment room 

and direct the front desk assistant on how to close 

up for the night. Shouldn’t they know that by now? 

I collect all the trash, close the batch report, fi le all 

the intake forms, blah, blah, blah ... I get so tired of 

thinking for others.

I respond to more e-mails and return some calls. 

It’s already past 9 p.m. and I have zero energy.

I close shop and head home — only to start all 

over again tomorrow.

YOU CAN NEVER 
GET A GOOD FACIAL 
WITHOUT LOOKING 
SOMEWHAT RED 
AFTERWARDS. I 
TRY MY BEST TO 
REMOVE YEARS OF 
IMPURITIES. 

FACE VALUE
Located on the 
sixth floor of a 
nondescript off ice 
building in Chelsea, 
face to face nyc 
holds many 
surprises inside.
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  THURSDAY JULY 3
I get up, walk Louis, go to the gym, grab my latte and pick up 

fresh flowers. Once at the spa, I check e-mails, check inven-

tory and decide what we need (Thursday is supply day).

This time we need retail and professional products. My 

Yonka Paris line sells like hotcakes. I can’t seem to keep them 

around (which is good). The other line we’re low on is South 

Beach Solutions. This is a lightener for dark genital areas 

(which aff ects millions, especially people in darker-skinned 

ethnic groups.) I place my orders, this time doubling the 

amount to avoid costly shipping charges and having to deal 

with the sometimes-challenging customer service crews 

from these companies.

By the way, at this point I have already tidied up. Like I 

mentioned before, cleanliness is extremely important for 

me — just ask my teammates! I get neurotic and crazy if I 

see one dust bunny or if the treatment table is not done 

properly. The flowers are starting to look sad, but they can 

wait one more day before ending up in the trash. I spend 

so much money on flowers but it’s worth it. They make my 

boutique spa (and, therefore, me) look pretty.

I start my day on the wrong foot. I have a certain client 

scheduled, but someone diff erent shows up. Why is it so 

diff icult to book appointments? Should I charge my booking 

squad for their mistakes? That would wake them up and 

force them to pay attention.

Halfway through my facial with this European client (weak 

dollar!) I get a faint knock on my door. I open it to find one 

of my assistants standing there looking perplexed. “Your 

other client is here! You were double-booked.” I feel like 

killing someone right about now, but I don’t want my face to 

appear on the cover of the Daily News. I’m so annoyed that 

I don’t answer and go back to my European guest, leaving 

the assistant to deal with this situation on her own. After, 

cleaning, kneading and pore-perfecting, my European client 

is done.

Another facial client: this time a very quiet man who 

wants plenty of extractions but doesn’t want to walk out 

looking red. Is he kidding me? You can never get a good 

facial without looking somewhat red afterwards. I try my 

best to remove years of impurities. I actually do well, his face 

looks good afterwards and he is happy. Oh ... and then he 

asks me to wax his eyebrows, but to have it look “natural”. 

This guy must think I’m a magician. I clean the corners and 

the middle of his eyebrows and off  he goes back to his 

corporate job.

I move on to my next client who, according to a recent 

letter he sent me, has a huge crush on me. And he’s married. 

And his wife comes in for treatments and she is also in love 

with me. But neither one knows about the other’s feeling 

towards me — except me. What a messy couple! I did re-

spond to his letter, expressing my gratitude and saying how 

flattered I was about his feelings — but not interested. That’s 

all. I’m available to provide spa services, not love.

My last client for the day is a very sweet man. He doesn’t 

complain, he doesn’t say a word and he smiles a lot. Phew.

End of the day: I check e-mails, return calls and clean up 

the spa again.

  FRIDAY JULY 4
Same morning routine: iced latte, walk Louis, exercise until I 

turn blue, then head to the spa.

My first client is the editor-in-chief of a local magazine. 

He’s here to try my men’s waxing services for an upcoming 

hair-related story. I explain thoroughly the ins and outs of 

men’s waxing and how common it is for gay and straight 

men. He finds it fascinating that straight men get waxes 

and assorted other “private” treatments. I reply by saying I 

respect everyone’s privacy by not asking questions (though, 

really, I want to ask a lot of questions and be all nosy about 

their personal business).

I finish with my editor and he’s as smooth as a prepu-

bescent boy. He asks more questions about the treatment 

and our products and then we wrap it up. I thank him again 

and he informs that the story will come out on Aug. 8 — the 

weekend before my National Men’s Grooming Day event! He 

assures me that he’ll give it a nice plug.

My next challenge is a guy who visits on a monthly 

basis for body grooming and massage. He is so diff icult that 

I actually enjoy going deep on his back muscles. We begin 

with the grooming. He starts by telling me what he didn’t like 

about his last visit: how his hair was very short in some areas 

and longer in others, blah, blah, blah ... it’s the same deal 

every time he comes in.

He asks for water, and then asks that I change the sheet 

because there’s a small stain on it. He is so paranoid about 

disease I would recommend he move into a plastic bubble. 

He has so many requests that at one 

point I just turn and blurt out: “Any other 

requests?” After a few hours of constant 

nagging he goes — and leaves me no tip.

Next: another challenge! This gentle-

man also wants body clipping but with-

out looking like he clipped his body hair. I 

don’t understand this show!

Since we specialize in skincare at 

my spa, facials are the most popular 

treatments. Therefore, I have another 

facial. This guy is concerned about the 

newly-developed lines in his face, espe-

cially around his eyes. I ask the routine 

questions: Do you go out in the sun a 

lot? Do you smoke? Do you drink? Do you get little sleep? He 

answers “yes” to all of them. Well, we have a lot of work to do.

I start the session by recommending a chemical peel 

to target those unwanted lines. But he thinks the price for 

beauty is too high and declines. We still do the facial to clean 

his pores but nothing with anti-aging. After the treatment I 

recommend products to use. He buys a few, which I think is 

an excellent move on his part.

Next, one eyebrow and then a Smooth Operator (a.k.a. 

full body wax). The full body wax is grueling for both me 

and the client. It always starts out smoothly, but then we 

usually hit some trouble areas that slow the procedure a lot. 

Sometimes it’s the knees, or the privates, or even the chest. 

I’ve had guys who have almost fainted while waxing their 

chest. That’s how painful chest waxing can be.

This particular client just lies there, letting out small grunts 

when I pull the strip. But his hair is so curly and coarse that it 

only makes it harder to remove. By the time I finish, I am so 

exhausted.

Ahhhh ... done. Another week of digging, tweezing, rubbing 

and bleaching.

  SATURDAY JULY 5
This is the most stressful and busiest day of the week. My 

most intense employees work on this day, so if anything 

goes wrong (and something will go wrong!) it’s a sure thing 

that everyone is going to hear about it. Double bookings, 

last-minute cancellations, clients arriving late, and then all 

hell breaks lose. Even after many conversations with certain 

employees, I still can’t get them to contain their emotions. It’s 

all personal with them.

I try my best to stay clear of them and remain in my 

room. I don’t think it has anything to do with me. I don’t 

intimidate or yell or scream at them when they make a 

mistake. I treat them with respect and kindness. I’ve learned 

from past bosses how not to treat your employees. I like to 

believe that, for the most part, it works. I do get unruly em-

ployees who want to challenge me, but they end up losing. 

I’m kind but tough when needed.

OK, I feel better now that I let out some steam. My thera-

pist hears this every week. The only way I stay healthy is to 

pay someone to listen to me complain and whine about life.

I have a super-busy schedule today. I start early with a 

client who needs a facial before jetting off  to Argentina, and 

she wants me to make her look her best. She’s seeing her 

boyfriend for the first time in five months. The boyfriend will 

be living there for the next two years and she’s concerned 

about the relationship. I also give her a Brazilian wax to make 

her visit more thrilling and dirty!

Next is another Brazilian wax. I love seeing this woman 

who always has fun stories to tell about the guys she sleeps 

with. One Irish, one British and one from Jersey — and all 

married men. Yikes! Again, it’s not my job to judge but to 

listen (especially when their stories involve sex). After 30 

minutes of listening to Miss Hot Pants (no judgement!), I fin-

ish the treatment and move on to my next client.

My front-desk squad loves to book me back-to-back, which 

gives me no time to eat, use the restroom, check my e-mails, 

or even breathe. Today is one of those common spa mara-

thon days for me. I somewhat enjoy them since they keep 

my heart going at a high rate.

I continue with waxing, facials, waxing, facials ... and 

today I have two massages booked. My massage therapist 

decides to get “sick” and leaves me doing his work. After 11 

years of massage, I think I am pretty much done with it. I 

only have about 10 massage clients who visit me weekly or 

monthly. Massage therapy was fun for the first five years, 

but at this point I don’t find it rewarding anymore. I get more 

pleasure out of ripping hair or sandblasting someone’s face. 

My clients love the instant gratification that a facial or waxing 

provides and that makes me tingle.

Today, one of the massage clients who struts in is a foot-

ball player-type: six-foot-three, 300 pounds. Is it discrimina-

tion if I ask for stats over the phone? My first instinct is to 

run but then I take a deep breath and smile. The Massage 

Without Borders includes lots of stretching and deep tissue 

massage for 100 minutes. I will need a massage after mas-

saging this big guy. As I place my hands on his back I can 

feel the tension and hard twisted muscles. I give it my best 

shot and to my surprise he loves the massage. He gives me 

a tip and books another appointment for next week.

Then the last client informs me that on his previous 

visit he was hurt by one of the other technicians at the spa, 

and since then he was boycotting my business. I ask him: 

Did you inform anyone of this incident? Why didn’t you write 

me a letter? I can’t believe you would boycott me without 

an explanation. It’s important for me to know these things. 

What I didn’t say to him was that I already had fired that one 

particular technician. Sometimes you think someone is good 

for your business and then they turn out to be a disaster. I 

got several letters complaining about them, until I decided 

it was time. I had explained the protocol for each treatment 

several times, but this technician just insisted on doing his 

own thing. I didn’t open my business for the sake of just hav-

ing one, but because I have the knowledge and experience 

of what works in the spa.

One more back waxing and it goes smoothly. Sanitize, ap-

ply the wax and remove the hair. Simple and easy!

As you can see by reading my diary, some days are more 

diff icult than others. But one thing is for sure: I never have a 

dull moment!

 «  23 < ONE WEEK IN THE 
SPA WITH...

I SPEND SO MUCH MONEY ON 
FLOWERS BUT IT’S WORTH IT. THEY 
MAKE MY BOUTIQUE SPA (AND, 
THEREFORE, ME) LOOK PRETTY.

I’VE HAD GUYS WHO HAVE ALMOST 
FAINTED WHILE WAXING THEIR 
CHEST. THAT’S HOW PAINFUL 
CHEST WAXING CAN BE.
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