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Taking the plunge
Pam Underdown dives into marketing plans and explains how having one can give your 
practice the edge over the competition

Pam Underdown is the founder and owner 
of Aesthetic Business Transformations, a 
business growth specialist working exclusively 
to help aesthetic business owners. Pam has 
been specialising in the aesthetics industry 
for 10 years and has more than 25 years of 
sales, business development and marketing 
experience. Pam will help you to attract and 
retain more of your ideal patients, implement 
marketing strategies that produce a return on 
investment, help you to eliminate any fear of 
sales and marketing, and provide the structure, 
support and accountability to help you build a 
sustainable and profitable business asset.

After talking to many practitioners just like you, 
I’ve learned two things:
1. Nearly all of them wish they never had to do 

any sales or marketing 
2. That a numerous supply of word of mouth 

referrals would always mean a full diary 
and more than enough cash in their bank 
account. 
However, the truth is that there are only 

a handful of ‘lucky’ practitioners that find 
themselves in this fortunate position and they 
probably didn’t get there by accident. 

Let’s be honest, you are trained to be a 
dentist and not a sales and marketing expert. 
So, if you feel completely out of your comfort 
zone when trying to promote yourself, you are 
not alone. However, the reality is you run a 
business – and any business needs to promote 
its products and services to survive and be 
profitable, no matter what.  

Dive headfirst
Most business owners begin with a logo and a 

website and then just start with the daily tactics 
of marketing without really taking the time 
to understand it properly. They dive headfirst 
into the ‘daily doing’ without a strategic plan 
of action, and then wonder why they aren’t 
getting the results they desire. Or worse still, 
they abdicate the daily marketing tactics to a 
third party and then not only wonder why they 
aren’t getting the right results, but also where 
on earth all of their money is going. 

Everything, apart from our basic human 
needs, has to be marketed and the only real 
security you have as a business owner is your 
ability to be able to market your business and 
yourself.

The goal is not to use as many different 
strategies as possible and spread yourself too 
thin, the goal is to be exposed to them all, to be 
aware of them and to then make an informed 
choice about which ones will serve your 
business the best.  

Your ability to attract and retain plenty of 
your ideal patients is critical to the success 
of your business. Nothing happens without 
marketing – it is the single most important part 
of your business (clinical aspects aside), not the 
second, third or something to ‘get around to’ 
when the time is right.  

Cringeworthy?
Many dentists cringe when hearing the word 
‘sales’, as it conjures up images of aggressive 
and pushy tactics that are totally misaligned 
with your values and personality. 

The goal of effective selling is to determine 
whether you have the right treatment to 
actually solve your patient’s concerns. Building 
trust is key to discovering and understanding 
your buyers’ motives. You must engage with 

your patients in a way that shows your priority 
is to take care of them. Ask questions and listen, 
don’t just try to ‘sell’ the treatment that you 
think they may need.

Just because your degree was not in sales and 
marketing does not mean you have to shy away 
from it. Having a solid business development 
and marketing plan gives you an edge over 
competition and positioning – and it’s also the 
single most effective way to gain new patients.

Here are five reasons you should get the 
right plan in place.

1. You’ll gain an advantage over 
your competition
More clinics are opening every day, but not 
many have a solid marketing plan. Doing more 
marketing than the practice down the road will 
instantly give you the edge you need. 

2. You will future proof your 
business
With the failure rate of businesses so high and 
the lack of planning cited as one of the main 
reasons for business failure, can you really 
afford to not take the time to plan where you 
are going and how you will get there? Gone are 
the ‘if I build it they will come’ days. So get your 
head down and get planning.

3. You will save money
Contrary to many business owners belief 
(seeing marketing as an expense), having a 
marketing plan will actually save you money. It 
will help you determine your profitable source 
of new patients and help avoid wasting money 
in promotions and adverts that do not work.  

4. You’ll be happier and will 
handle stress better
Don’t you hate having to pay everyone and 
everything else, before you get paid? Having 
a strategic marketing plan and budget will 
quickly remove those fears by having a clear 
purpose and a map to success.

5. You will earn more income
If you look into successful clinics, you will 
see success clues – they worked out a way to 
take their practice to market, but they did it 
strategically, with a big marketing plan.
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