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Module Overview
If you don't understand the numbers, you're guessing. And guessing isn't a strategy.

	LESSON
	TOPIC

	Lesson 1
	Reading a P&L Statement

	Lesson 2
	Financial Mindset for Spa Leaders





Lesson 1: Reading a P&L Statement
A Profit & Loss statement tells the story of your spa's commercial performance. Revenue sits at the top: treatment income, retail sales, membership fees, and other income. Below that, your costs: labour (your biggest line), cost of goods (products consumed in treatments and retail), and overheads (utilities, maintenance, marketing, admin).
GOP — Gross Operating Profit — is revenue minus all operating costs. It's your scorecard. A well-run spa should target a GOP margin of 25-35%, though this varies by market and model. Know your number. Track it monthly. Understand what drives it up and what drags it down.
The relationship between revenue, cost, and profit is simple mathematics but complex management. A 5% increase in revenue with the same cost base dramatically improves profit. A 2% reduction in labour cost percentage can be worth more than a 10% revenue increase. Learn to think in margins, not just totals.

KEY POINTS
1. Read revenue lines: treatment, retail, membership, other
1. Understand cost categories: labour, COGS, overheads
1. Calculate and benchmark your GOP margin
1. Think in margins and percentages, not just totals


Lesson 2: Financial Mindset for Spa Leaders
Thinking commercially doesn't mean sacrificing guest experience. It means understanding that every decision has a financial consequence and learning to calculate it. Hiring an extra therapist costs X per month but generates Y in additional treatment revenue. Extending opening hours adds Z in labour but captures peak-time demand worth W.
Your GM and finance team expect you to speak their language. Know your revenue per treatment hour, your labour cost percentage, your retail ratio, your average spend per guest. Present these numbers with confidence — not as data points, but as a story: here's where we are, here's why, here's what I'm doing about it.

KEY POINTS
1. Connect every operational decision to its financial impact
1. Learn the financial vocabulary your GM expects
1. Present numbers as a narrative, not just data
1. Balance commercial thinking with guest experience quality


Key Concept
	
	“A spa manager who can read a P&L and tell a story with the numbers is worth twice their salary.”



Practical Exercise
Obtain your spa's P&L (or use the example provided). Identify the top three revenue drivers and top three cost drivers. Calculate your GOP margin and compare it to industry benchmarks (25-35%). Prepare a five-minute verbal presentation of your spa's financial performance.

YOUR NOTES
 
 
 
 
 
 
 
 


Learning Outcomes
By completing this module, you will be able to:

1. Read and interpret a spa P&L statement confidently
1. Identify key revenue and cost drivers in your operation
1. Calculate and benchmark GOP margin
1. Present financial performance to senior stakeholders

SELF-ASSESSMENT
Rate your confidence in each outcome (1 = Not yet confident, 5 = Fully confident):
	Outcome
	1
	2
	3
	4
	5

	Read and interpret a spa P&L statement confidently
	 
	 
	 
	 
	 

	Identify key revenue and cost drivers in your operation
	 
	 
	 
	 
	 

	Calculate and benchmark GOP margin
	 
	 
	 
	 
	 

	Present financial performance to senior stakeholders
	 
	 
	 
	 
	 




Assessment
Complete the following submissions to demonstrate your learning:

	
	Submission 1: P&L Analysis
Annotated P&L with commentary on key drivers and areas for improvement.



	
	Submission 2: Financial Presentation
A five-minute presentation of your spa's financial performance ready for delivery to your GM.
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