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Professional Certification in Spa Management

Dedicated to reinforcing talent in the industry, Lausanne Executive Education presents this unique profes-
sional certification in spa management. For those looking to develop their management skills or simply 
better apply them to their spa, this 1-year programme offers the perfect balance between off-site study 
and real life experience. 

Lausanne Executive Education is at the forefront of executive education for today’s hospitality and services 
industries. Following numerous requests to provide a programme specific to the spa industry, we have 
taken on the challenge and developed a programme consisting of 4 key elements in the today’s spa in-
dustry: Finance, Marketing, Human Resources and Facility Management & Operations.

The Certification at a Glance

•  1 year
•  4 visits to Ecole hôtelière de Lausanne - 24 days onsite
•  300 hours study load
•  4 spa specific concepts:
	 Finance, Human Ressources, Marketing, Operations & Facilities Management
•  6 Art of Spa visits
•  Management project
•  Electronic coaching 
•  Spa panel defense
•  Integration with other professionals in related fields while remaining spa focused

Programme Dates and Session Themes

*The Professional Certification in Spa Management allows participants to enter the Programme at two dif-
ferent points during the year to adapt to the rigours of the industry and working life.
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Session I* Finance 23 to 29 June 2010
Session II Human Ressources 13 to 19 October 2010
Session III* Operations & Facilities Management 9 to 15 February 2011
Session IV Marketing 6 to 12 April 2011
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The Art of Spa 
Concept Objectives: Value and identify with different spa environments 
Mindset: Develop the senses, experience, ambiance, reality
Description: The ‘Spa’ concept is based on the senses—no spa programme could be complete without 
integrating the smells, sites and feeling of being in an actual spa. This programme incorporates 6 visits 
to area spas allowing participants to experience different types of operations, styles of management and 
trends in the industry and relate them to their own spa. 

Spa Case Project
As part of completion of the Programme, participants are required to submit a management report. This 
report will reflect a current issue in the spa industry and is complimented by online coaching, a midterm 
presentation and final panel defense that will take place throughout the course of the Programme.  

The Art of Spa & Spa Management Project

Programme Schedule

Professional Certification in Spa Management

• Participants will propose a real life issue or problem concerning their spa operation

• A coach will be assigned to each participant and will follow the project until final submission

• One midterm presentation will take place in front of fellow participants and an assigned panel in-
cluding the coach and an expert

• One final presentation will take place before participants complete the programme in front of fellow 
participants and an assigned panel including the coach and an expert

• The final product is a management report of 15,000 words (approx. 30 - 50 pages) detailing the initial issue,
support and research, conclusions and follow-up results should the project have been implemented 
before the end of the programme

• Based on the success of the project, theme-based exams and attendance throughout the programme, 
participants will receive a P or F (pass or fail) grade

The Project
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Wednesday Thursday Friday Saturday Sunday Monday Tuesday

Session I
Introduction Module 1

Art of
Spa

Module 2
Spa Trends Balancing the Budget Marketing

Session II
Module 3 Module 4a Module 4b

Spa Project
Human Resources Finance Finance

Session III
Introduction Module 5 Module 6

Spa Trends Profit Optimisation for Function Spaces & Spas Human Resources

Session IV
Module 7 Module 8a Module 8b

Spa Project
Marketing Spa Ownership Spa Ownership
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Entry Requirements
Participant Profile
You are a 
•  Spa supervisor aspiring to grow into management ranks
•  Hotel manager (with spa or preparing to open a spa)
•  Independent spa owner or entrepreneur
•  Fresh graduate from a hotel school wishing to pursue a career in spas 

You have either 
•  A university degree (bachelors or equivalent)
•  Or 8 years working experience in the spa industry or relevant sector

Application submission
If you are a motivated individual, seeking professional advancement in the spa industry, you are a prime 
candidate. 

To apply, please send 
•  A statement of intent of 600 words minimum (approx. one page) in English as to why you are interested 
in this programme and what you hope to take back from it
•  Updated CV
•  A copy of all relevant work certificates and/or degrees
•  An initial proposal of spa case study (please see section on Spa Case Project))
•  Letter of acknowledgement on your spa’s or hotel’s letterhead (please see below) 

Company Sponsorship
Executive education is a unique style of education offering the possibility for participants to take their expe-
rience in the classroom directly back to their everyday, professional lives. Likewise, the quality of exchange 
in the classroom becomes increasingly relevant to what is going on in the industry.  For this reason, LEE 
deems it essential that your spa or hotel be involved in this part of your professional evolution. A letter 
indicating that your company is aware of your participation is requested . 

Fees
Please ask for our payement options. 

Breakdown:

Nonrefundable Registration Fee	 1’000  CHF

To be settled prior to date of entry into programme
Session Fees (4x 4’500 CHF per Session)

18’000  CHF

Spa Case Project Coaching and Panel 2’000  CHF

Total Fee 21’000  CHF
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Human Resources

Theme Description

We are in the people business yet one of the 
main issues spa operators struggle with is 
their people: hiring qualified, people-focused 
staff, planning and staff retention. A human 
resources background is vital when hiring and re-
taining the right people for a spa operation. 

As a manager, you need to maintain the 
correct spirit within your team through skills man-
agement and planning to ensure employee satis-
faction, ultimately leading to customer satisfac-
tion and client retention. This stream will help 
you strengthen your ability to retain your human 
resources and to lead your spa operations team.

Learning Objectives
 

Areas of Focus
Staffing
Recruitment tools
Technical training - when and what
Legal contracts
Human Resources planning
Monitoring performance
Conflict management & team survival tech-
niques
Leadership
Organisational culture
Professional development

a
a
a
a
a
a
a

a
a
a

• Identify and establish your skill base needs
• Recognise strengths and weaknesses in your 

team and prescribe specific training objec-
tives 

• Explain legal factors unique to human 
resources in spa operations

• Identify your spa’s USPs

• Develop a human resources planning system 
for your operations

• Manage conflicts among team members 
productively

• Improve your leadership skills through a per-
sonal analysis

• Enforce a unified vision among your team

Knowledge

Competencies

Mindset
A happy, qualified staff leads to satisfied clients
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Areas of Focus

Market positioning
Branding
Developing USPs
Benchmarking 
Communicating your concept 
Online marketing, where and how
Getting free publicity/networking
Measuring sales
Discounted vs. value added incentives
Merchandising

Marketing

Theme Description

Today’s world offers a multitude of 
opportunities available to promote your spa op-
eration, but you can only take advantage of these 
opportunities when you’re armed with a plan. Fur-
ther to identifying your target market and antici-
pating that market’s needs, you seek the most ad-
vantageous ways of communicating your offer. 

Only when you are certain of your objectives 
and the tools available can you successfully
recognize and use the vast amount of 
opportunities that exist. To get the maximum out 
of your marketing efforts, this theme will address:

a
a
a
a
a
a
a
a
a
a

Learning Objectives

Knowledge 

Competencies

Mindset

• Explain the 5 elements of a marketing plan

• Identify your target market and market pos-
sibilities

• Recognize appropriate marketing tools and 
opportunities

• Identify your spa’s USPs

• Analyze your existing marketing plan

• Use active upselling and product 
placement in your spa 

• Choose the products that will bring the most 
to your clients

• Adopt networking tools and make them work 
for your spa

Apply strategic thinking in communicating the 
value of your spa operation
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Finance

Areas of Focus

Financial planning 
Budgeting
Service & product margin analysis
Profit & Loss statements
Investment (in technology, renovation, refur-
bishment, training) 
Product pricing 
Staff payroll projections and the bottom line 
Key value drivers
Performance indicators
Feasibility

Theme Description

Whether your spa is stand-alone or part of a 
hospitality structure (hotel, cruise ship, or other), 
the aim is profitability. As manager, decisions 
you make determine whether your spa 
operation will stay afloat. Moreover, using the bal-
ance sheet as a means to achieving your vision 
will drive your spa to accomplish its real potential.

You need to be able to understand Profit & Loss 
statements, balance sheets, evaluate daily
revenues and expenses and make 
appropriate and defendable financial 
decisions that will lead to the development and 
success of your spa operation. In view of this, the 
Finance theme of the programme will cover:

a
a
a
a
a

a
a
a
a
a

Learning Objectives

Knowledge 

Competencies

Mindset

• Identify major implications of financial ac-
counting and information

• Recognize primary factors for budgeting
• Explain the relationship between risk and re-

turn
• Identify the value drivers of your spa

• Analyze P&L statements
• Implement financial plans and a sound bud-

get
• Analyze the performance of your spa at a 

business and operational level
• Use financial tools to make sound 

business decisions

Visualize your spa as a revenue centre
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Operations & Facilities Management

Areas of Focus

Rooms management and  maximizing spa 
bookings
Revenue management
Space planning and flow
Daily operations and front desk
Kinesiology
Health and medical – Is it right for your op-
eration?
Innovation and technology
Safety and hygiene
Legal compliance
Logistics

Theme Description

When clients come to your spa, what are they 
looking for? Creating the right atmosphere 
for your clients demands knowledge, research
and experience. The “wellness” you 
communicate to your clients through colors, 
the planning of your spaces, the standards 
you set and the treatments you offer make a 
big difference as to how your spa operates 
and the perception your clients have of your 
operation. 

Treating your spa operation as a well-oiled ma-
chine will help to improve sales and create sus-
tainability. The “wellbeing” of your operation will 
lead to your “wellbeing” as a manager and ulti-
mately the “wellbeing” of your client. Focuses of 
this theme include: 

a

a
a
a
a
a

a
a
a
a

Learning Objectives

Knowledge 

Competencies

Mindset

• Explain the importance of color and their ef-
fect on the human brain

• Be familiar with various treatments and tech-
nologies

• Identify elements of front desk and daily op-
erations

• Analyse flow of your spa spaces
• Comply with legal standards while adding 

value to your operation
• Develop a revenue management system for 

your spa
• Create a logistically smooth operation

Bringing the wellness experience to the client
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Application Form

Certification in Spa Management
(Please fill in clear, print form)

1. Applicant			   Mr.            Ms           Others (please specify)	

First name(s):					              Family name:		

Nationality:					              Birth date:		

Job title:

Company name:		

Company address:				  

City/Postal code:				             Country:		

Website: 					              E-mail:		

Professional Tel.: (     )				             Fax: (     )	

Private Tel.: (     )				                            Fax: (     )

Private e-mail:		

City, country and date:				              Signature:		

Please attach a copy of your Curriculum Vitæ

We correspond with the applicant for all administrative and financial details.  Should you wish to nominate 
somebody else, please fill in this next section.

2. Contact person		  Mr.            Ms           Others (please specify)	

First name(s):					              Family name:		

Nationality:					              Birth date:		

Job title:

Company name:		

Company address:				  

City/Postal code:				             Country:		

Website: 					              E-mail:		

Professional Tel.: (     )				             Fax: (     )	

Private Tel.: (     )				             Fax: (     )

Private e-mail:		

City, country and date:				              Signature:	
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3. Method of Payment

Following your acceptance into the Programme, you will receive confirmation of enrolment by email; you will 
then receive an official invoice shortly after your enrolment. It is possible to settle your invoice through either bank 
transfer or credit card (MasterCard, Visa, American Express). 
Please indicate below, the method of payment you prefer for both the enrolment fee and your invoice.

- Guarantee Deposit (10%)			   By Bank transfer			   By Credit Card
- Payment (90%)		   		  By Bank transfer			   By Credit Card

A. For Credit Card Payments:		  MasterCard		  Visa		  American Express

Cardholder name:	

Card number:		

Expiry date:		

Cardholder signature:	

Important: For credit card payments, please send us details by fax only, including a photocopy of the front and 
back of the credit card, and sign one more time on the photocopy

B. For Bank transfer:	 BCV, Case Postale
			   1002 Lausanne
			   Acct. no. 5211.53.57, Clearing: 767, SWIFT: BCVLCH2L
			   For Lausanne Hospitality Consulting SA
			   With mention of our invoice N°, upon reception of the invoice					   
			   IBAN: CH 69 0076 7000 R521 1535 7

4. Others

Visa assistance needed			  Yes		  No

Special requests			   Yes		  No

If yes, please specify:

Please submit the form to 
Fax +41 21 785 13 32

Email to alexia.mutekeceppi@ehl.ch 
Thank you!

                   We look forward to welcoming you to Ecole hôtelière de Lausanne!
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