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Frank Savino stands Aug. 27 at Aquablue Skin and Body Spa in Oldtown Salinas. Savino co-owns the business with his wife, Debbie.

Salinas’ Aquablue spa
started with a massage
in Palm Springs

By BRIAN SEALS
Business 101

Frank Savinowore a suit and tie for 25
years as a sales and marketing execu-
tive in the high-tech industry.
One day while on a visit to Palm

Springs with his massage-savvy wife,
his life changed.
Debbie Savino suggested her

stressed-out husband get a massage.
“I said ‘No, nobody massages me,’ ”

Savino recalls.
He’s glad he changed his mind.
Themassage he had that day not only

relaxed him, it changed his career path.
The couple later trained at the Mon-

terey Institute of Touch, a massage
therapy school.
Today, they own and operate

Aquablue in Oldtown Salinas, where
they will celebrate their fourth year in

business Sunday.
And Frank has traded his suit and tie

for sandals and shorts.
Salinasmay seem like a tough place to

establish a luxury spa business when
you consider the competition in the
tony areas of the Monterey Peninsula
and the many tourists who flock there,
seeking to pamper themselves.
But the Savinos said locating the hard-

working agricultural heart of Monterey
County made sense. They found after
getting amassage inMonterey or Santa
Cruz that the effectwas thwartedby the
tension of the drive back home. Frank

said Salinas’ demographicsmade sense.
To succeed in Salinas meant fostering

repeat business. Spas in the tourism-
heavy towns can rely more on visitors
and hotel customers.
“We have to step up our service to

make sure peoplewant to come back to
Aquablue,” Savino said while seated in
his office, which features framed pho-
tos of Frank Sinatra and Jimmy Buffet.
“We focus on local people. Our guests
come back.”
On top of the hometown market, the

regular clientele comes from as far
south as King City and up to theHollis-
ter and Gilroy areas. Aquablue also
draws business from the Monterey
Peninsula.
The spa offers what the Savinos call

the three Rs— relaxation, rejuvenation
and results. The most popular services
are relaxation and therapeutic mas-
sages. Aquablue also offers beauty
treatments, such as facials andwaxings.
The business also has “duet” rooms

where couples, friends or groups— say
a bridal entourage — can enjoy servic-
es together.
Aquablue started with a staff of six,

but now employs 30, mostly massage
therapists and estheticians (skin-care
specialists), Frank Savino said. The spa
started with six rooms but has expand-
ed to eight, with the business office in
another building across Main Street
from the spa.
Debbie and Frank trained in reiki, a

Japanese relaxation technique, as well
as massage at theMonterey Institute of
Touch.
Working in the day-to-day operation

helps make a good owner in this busi-
ness, Frank said, because one can react
to customers’ needs promptly.
“We tell our girls, ‘Noone gets in trou-

ble for happy clients,’ ” he said.
With their spa firmly established, the

Savinos said, they’re looking to grow
the business.
“We know for sure we will expand in

Salinas during the next three years,”
Frank Savino said.
Gilroy and Carmel are also consid-

ered possible expansion locales, he
said.

Contact Brian Seals
at brseals@thecalifornian.com.

AQUABLUE SKIN AND
BODY SPA
ADDRESS: 229 Main St., Salinas

OWNERS: Debbie and Frank Savino

EMPLOYEES: 30

ORGANIZATION: Privately owned

PHONE: 422-2500

ONLINE: www.aquabluespa.com

Success based on ‘3 R’s
MY JOB

By VICTOR CALDERON
Business 101

QUESTION: Tell me about your job.
ANSWER: I’m a Realtor with Legacy

Real Estate in Soledad. I help people
purchase and sell homes. I also work
with banks to make sure people know
their financing options if they’re buy-
ing a home.
Q: How long have you been in real estate?
A: Actually, I’ve only been in the

business about a year. I was in the
automotive industry for 20 years
before that. I was the business manag-
er for the MY Automotive car dealer-
ship in Salinas for about seven years.
I was just always intrigued about the

local real estate market, so that’s why
I decided to get into it.
I changed fields because I see a lot

of potential in Soledad. There’s a
small-town feel that reminds me
about how Salinas was when I was
growing up there. I graduated from
North Salinas High School.
Q: What is an average day like for you?
A: It’s crazy right now, because I got

into the business when a lot of people
were getting out. On a typical day, I
pray to God asking Him to give me
strength.
Q: What do you enjoy about your job?
A: I love getting a fabulous home

deal for somebody when they didn’t
think it was imaginable. That’s what I
find rewarding. Working with people
and looking out for their best inter-
ests is what I enjoy.
Q: What is difficult about your job?
A: I think getting buyer confidence

back will be a challenge. Dealing with
foreclosures can be grueling, but I tell
myself, “This too will pass.”
Q: How would you describe the current housing
market in the Salinas Valley?
A: I would say the status of the mar-

ket here reflects what’s happening
nationwide. The real estate market
has slowed down. We’re seeing an
adjustment.
Right now, it’s a buyers’ market.

Buyers are getting fabulous deals.
With the reducing of the federal
interest rate, a lot of buyers on the
fence will come forward. People still
need a home but because of the fren-
zy we have, getting them qualified is a
whole other issue.
Q: What impact are foreclosures having?
A: Foreclosures are scaring current

homeowners because they don’t
know why people are losing homes.

That’s why new homebuyers are com-
ing out, because they know home
prices are lower.
This adjustment had to take place.

You need corrections to get a healthy
market.
Q: How have subprime loans affected area

homebuyers?
A: Having them in the past helped

people stay in homes because they
could refinance, and it helped other
people get into a home who didn’t
have enough credit.
It’s a big deal for Monterey County,

but its not just here, it’s nationwide.
Q: Is there any hope the housing situation can
get better anytime soon?
A: It will get better, because there’s

only one way to go and that’s up. The
thing is that there are people that
need homes.
Lenders and federal officials are

coming up with ideas about
how homeowners can stay in their
homes.
There are great affordable housing

programs out there, like ACORN
housing. A lot of people don’t know
about good loan programs that are
out there. There are good loan pro-
grams if people go out and look for
them.

Contact Victor Calderón

Cars to homes
ABOUT MY JOB
Business 101 writer Victor Calderón
spoke last month with Deanna Garcia, 39,
a Realtor with Legacy Real Estate in
Soledad, about her job, the status of the
housing market in the Salinas Valley and
the impact of foreclosures and sub-prime
loans on the market. She spent 20 years
in the automotive industry, having last
worked as business manager for the My
Automotive car dealership in Salinas for
about seven years. She is a graduate of
North Salinas High School, has attended
Salinas Adult School and completed
online course work. She is licensed with
the Monterey County Association of
Realtors and the National Association of
Realtors. Garcia lives in Soledad with her
husband, Joe; and children Chance
Salsedo, 18; Brendan Salsedo, 16; Joseph
Garcia, 11; and Shaelah Garcia, 10.
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Realtor Deanna Garcia is pictured Aug. 23 in the Legacy Real Estate conference
room in Soledad.

Soledad Realtor Deanna Garcia wants to help you buy or sell

‘I would say the
status of the market
here reflects what’s
happening
nationwide. The real
estate market has
slowed down.’
—Deanna Garcia,
Realtor
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