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Volume 1, Issue 2 Lypossage Sales Up 25% In 2008 

     After competing our tax 

returns for 2008 we knew 

what we suspected, Lypos-

sage sales were up 25% from 

the previous year 2007.  This 

year also looks to be up over 

last year.  In short, not every-

one is down in this economy.  

     We believe sales were up 

because we followed the ad-

vice we gave to the Ly-

potherapists and businesses 

we work with.  In 2008 we 

warned Lypossage Practitio-

ners that the economy was 

about to take a hard downturn 

and certain changes needed 

to me made for a business to 

thrive and survive.  These 

points included:  

¶ Encouraging dept reduc-

tion instead of borrowing.  

And if borrowing is nec-

essary using Bootstrap-

ping methods to capital-

ize that business  

¶ Creating value for the 

customer  

¶ Cutting prices in an effort 

to increase volume.  

¶ Being strategic and surgi-

cal in advertising efforts, 

focusing on web market-

ing and public relations 

efforts.  

¶ Reposition the Lypossage 

businesses, away from 

pure aesthetics and back 

toward health services 

where the treatment be-

longs.  

     These and other measures 

were taken to maximize prof-

its, and it worked for Ly-

potherapists and it worked for 

us.  In short, Congratulations 

to everyone!  

     If you would like to learn 

how to do what we did and 

what  other Lypotherapists 

have done to thrive in this 

economy call us and sign up 

for one of our Practice Build-

ing Classes.  

Call today, toll free  

1.877.346.1156 

      

New Website  

     Lypossage esthétiques In-

ternationale, LLC has made 

the decision to simplify itõs 

website.  

     The first, and most notice-

able, change is the look of the 

site.  We had a number of 

customers complain that it 

was difficult for them to navi-

gate our past site/s.  They 

found them confusing.  

     We debated whether or not 

to go with a custom site.  In 

the end we decided to stay 

simple and easy to navigate.     

     We have also eliminated 

our shopping cart site in favor 

of simple PDF files that can be 

downloaded on 

www.lypossage.net.   

     Finally, we own a number 

of domain names that all point 

to our main site.  Later in this 

newsletter we will list the do-

main name  we own.  

     Good luck navigating the 

new site and comments are 

welcome.  
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Welcome Korea!  

     Lypossage welcomes Sung 

Min Rim of Korea to the Ly-

possage Family as a Lypos-

sage Master Trainer.  

     She will be offering train-

ing in Seoul, Korea in all ar-

eas of the Master Practitio-

ner.  There are currently only  

three Master Trainers in the 

Lypossage Organization.  

Master Trainers are allowed 

to train in the following ar-

eas.   

¶ Lypossage Zone 1, 2 & 3 

¶ Ethics 

¶ Prenatal Massage 

¶ Practice Building 1 & 2  

¶ Retraining the Disabled 

Massage Therapist  

¶ Lymphatic & Myofascial 

Theory  

¶ Assessments & Special 

Populations  

¶ Advanced Spa Training  

¶ Spa Etiquette 

¶ Client Centric Selling  

¶ Anti -Aging 

for the Face 

These classes are 

more than 150 

hours in total & 

when the student 

has been trained 

they are a supe-

rior Lypothera-

pist.   

     Finally, this 

type of Trainer can train new 

Trainers after August 2010.  

Sung Min Rim can do this in 

Korea. 

     The other Master Trainers 

are Andria Robinson of De-

troit and Linda Steele of Vir-

ginia.  

  

 

Trademark & Copyright Rules  
     There are very specific 

rules for the use of Lypos-

sageÊ owned trademarks 

and copyrights.   First, letõs 

define who owns the trade-

marks and copyrights to all 

material used by Lypos-

sage®.  

     The trademarks and copy-

rights are owned by:  

¶ Charles W. Wiltsie III  

¶ Katherine F. Wiltsie  

¶ Charles W. Wiltsie III 

and/or Katherine F. 

Wiltsie  

¶ Lypossage esthétiques 

International, LLC  

     The Trademarks that are 

owned are the following, but 

are not limited to the follow-

ing because new trademarks 

and copyrights are being 

written or designed every 

day and therefore these 

rights extend to those that 

are in progress*.  

¶ Lypossage 

¶ Esprit de Jeunesse 

¶ Lypossage esthetiques  

¶ LypoSpa 

¶ Lypotherapist  

¶ Cellu -Actif  

¶ LypoSlim  

¶ Lypossage naturels  

     Correct usage of these 

terms is in the form of an ad-

jective and not a noun.  In 

other words, when referring 

to Lypossage is needs to be 

an adjective for a treatment 

or a product.  For example, 

when referring to Lypos-

sage® as a treatment it 

should say, Lypossage® 

Massage Modality or Lypos-

sage ® Massage .  As you can 

see an ® has been added.  

This is new and must be cor-

rected on all marketing ma-

terials.   When referring to 

products is needs to say, Ly-

possage® Products . 

     The rule applies to all of 

the terms that are owned by 

us.  The consequence for 

improper use of these terms 

can be suit in federal court 

located in Connecticut and 

federal fines.   
(If you need to know more about this 

please feel free to call)  
     We are aware that our 

Trainers/Lypotherapists do 

their best to comply with the 

trademark rules but we need 

these rules to be  sent down 

the line to your students.  

* Keep in mind that we have new trademarks 

that are in progress every day and that all 

material that emanates from us is Copy-

righted, Trademarked or in the process of 

being Copyrighted or Trademarked.  Interna-

tional trademarks are also in progress.  We 

will be diligently working to protect our 

marks, as we have done in the past.  Our 

keeping watch over these marks is good for 

us and good for those who provide our 

products and services. 

 

Korea is Now Part of 

the Lypossage    

Familyé 

Congratulations to 

Sung Min Rim  
Master Trainer for Korea  
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Lypossage® Products & Endorsed Products  for 2009  
     There were many changes 

made in 2008 regarding poli-

cies and product that have 

been extended into 2009.  

These changes were made to 

better compete in a difficult 

market.  Below we will high-

light the more noteworthy 

changes and go over new 

changes for 2009. 

1. Three machine options  

- G5È LypossageÊ 3-

Zone Massage Machine  
(Suitable for all three zones)        
- G5È LypossageÊ LMT 

Travel Kit  (Suitable 

for all three zones). 

- G5È GBMÊ 

Massage Ma-

chine    
(Suitable for zone 1) 

2. While we are keeping the 

old LypoSlimÊ Product 

we have begun aggres-

sively marketing The New, 

All Natural  version of the 

product.  We made this 

additon because natural 

products are more consis-

tent with our philosophy 

and because it is less ex-

pensive.  In short, the old 

product is a good one but 

you now have an option of 

using a more natural prod-

uct. 

3. A light machine.  In late 

2008 we made agreement 

with a company to en-

dorse a hand held light 

machine for the face and a 

panel machine for the of-

fice.  These are the Light-

Stim®  machines.  They 

are the only machines, for 

the face, that can be tied 

to  Lypossage® or the Ly-

possage® Massage 

Modality.  They can only 

be purchased through us 

and are very economical.  

These machines are also 

manufacutured in the USA 

and can be sold in 

Europe.  These machines 

work with anti -aging and 

acne.  
(Call us for pricing and details.  

These machines MAY NOT be sold 

via internet).  

4. If you are a Trainer who 

represents LypossageÊ 

Equipment you MAY NOT 

represent competing 

products.  In other words, 

you may not represent  

any other body contouring 

massage machines other 

than the ones that have 

our name on them.  This is 

because we have con-

tracts with various compa-

nies and within those con-

tracts we are not allowed 

to market similar ma-

chines.  This is non-

negotiable .  If you chose to 

represent another massage 

machine you must stop 

selling the ones endorsed 

by the LypossageÊ com-

pany. 

5. Any of our Trademarks or 

Copyrighted material may 

not be connected to other 

products or services.  

Again, this is non -

negotiable.  For example, 

our Lypossage® Market-

ing Products, and in par-

ticular, our art, that in-

cludes pictures of our 

model, may not be used 

unless they are directly 

used to specifically pro-

mote Lypossage® prod-

ucts and services .  Our 

models have sold their 

images for this purpose 

only.  Their representative 

periodically checks, 

online, to make sure the 

images are used as  con-

tracted.  They have no-

ticed that this is not always 

the case and are politely 

asking that images used, 

that are not  directly, con-

nected to LypossageÊ be 

removed.   

6. We have consolidated our 

websites and would like to 

list active Trainers on that 

site.  For that we need 

your picture and a brief 

NEW biography.  We have 

also eliminated our store 

site so all orders will come 

through 

www.lypossage.net and 

unless the products pur-

chased by our Trainers, 

and for that matter, any of 

the spas, businesses or 

Lypotherapists that buy 

from us, are for resale, 

these products will be 

subject to Connecticut 

State Sales Tax.  Because 

of that please provide to 

us your Resale Tax ID 

number.  

7. ALL Trainers must  now 

order their product 

through Lypossage, not 

directly with any of our 

vendors.   Contact with 

companies with whom we 

have strategic alliances 

will mean termination as a 

Trainer for Lypossage.  

8. In 2009 there will be bet-

ter access to Lypossage 

for ordering.  This means 

that from 10:00 until 7:00 

PM Eastern Time orders 

can be placed via tele-

phone.  This will be with 

our customer service per-

son or Katie directly.  

Editorial:  

Credit:  Consider doing away 

with all credit.  That does not 

mean doing away with your 

credit cards but rather paying 

them off every month.  This 

will keep you financially 

strong enough to compete in 

your market.  Having debt 

raises your overhead and a 

lack of debt reduces your 

overhead leaving you in a 

more competitive position.  

     Once youõve reduced your 

debt it will enable you to serve 

your customers in the follow-

ing way.  

1. Value:  Find ways to give 

your customers the great-

est value.  By creating 

Value  your Customers are 

more likely to succeed 

and when they succeed 

you succeed.  

¶ Shorter Profit:  We all 

need to belly -up-to-the-

bar and focus on our pen-

nies so we can offer true 

value in pricing to our 

customers.  

¶ Gain Market Share:  

False optimism is not 

healthy for business.  With 

solid projections, a debt 

free business, and hard 

work we can all GAIN 

MARKET SHAREð even in 

this economy.  

In short, concentrate on pro-

viding the best for the most 

value.  Keep your debt load 

down and donõt concentrate on 

how much money you can 

make.  If you provide superior 

service and products you will 

make  good, solid honest 

money.  

Have a Great 2009 

Charles W. Wiltsie III  

Managing Partner 

Katherine F. Wiltsie  

Managing Partner 

Toll Free:1.877.346.1156 

Local:  1.860.346.1156 

FAX:  1.860.346.0197 

Kateõs Cell: 1. 860.638.7850 

Charlesõ Cell: 1.860.638.9286 

E-Mail:  lypossage@aol.com 
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Top Trainers for 2008  
Mercedes Jordan  

Florida  

  

 

 

 

Mercedes is #1 in 2009   

She has trained the most 

new Lypotherapists in 2008 

and the #1 Trainer Overall  

 

Betty Harris  

Tennessee  

 

 

 

 

Betty is  #2 in 2009 

She has trained the most in 

Product & Machine Sales  to 

the Day Spa & Medical Spa 

Markets  

 

Last Call for Trainer  

Updates  

We need Lypossage® 

Trainers to update their 

information.  What we 

need is the following as 

soon as possible:  

¶ Are you still a Trainer 

or have you  retired 

from training.  

¶ What is your current 

contact and shipping 

information  

¶ What do you project for 

training in 2009.  This 

should include number 

of students you intend 

to train and projections 

for product and ma-

chine sales.  

¶ Do you intend to come 

for continuing educa-

tion , with Lypossage, 

in 2009 

If Trainers do not respond 

we will consider them In-

active and remove them 

from out Trainer lists  

òWe Need 

Trainers to 

Update Their 

Informationó 

Please respond so 

you are not listed as 

inactive.  

Hours  
(Eastern Time)  

Monday -  Friday  

10 AM - 7 PM  

Saturday -  Sunday  

Closed  


