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Pam Underdown talks about her 6D Patient 
Attraction system and how she is helping clinics  
to master the business of aesthetics 

Rules of 
attraction  

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

D
id you know, you could just be one skill away 
from doubling your business this year?  Do you 
know what that one key skill is? 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.  Most business 
owners start 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.  

It’s now been five months since I 
launched ‘Mastering the Business of 
Aesthetics’ programme – featuring ‘The 
6D Patient Attraction System’, a step 
by step marketing training programme 
to help aesthetic business owners not only understand 
marketing but to really transform their results, their 
bottom line and their thinking.  One of my personal 
objectives was to make sure the programme appeals to 
those who not only want to take action and learn from 
me, but those who want to learn from each other – so I 
have asked some of them to share their key learnings 
with you in this article.  

Jackie Holden, the owner 
of Brighton Beautiful who 
has been running her busy 
aesthetics clinic since 2007 says “I was so busy with my 
patients that I was starting to feel overwhelmed by all 

the other aspects to running a business efficiently.  I 
felt there were so many gaps in the running 

of my business and I knew I needed to do 
something as things just couldn’t stay 

the way there were for much longer.  
My first introduction to Pam was 

through the many pieces of free 
information she gave. It was from 
here that I decided that I was 
starting to understand what her 
process is and was excited to 
learn more, so I signed up for the 

programme.  I was very happy with 
everything I was learning and the 

impact it was having on my business, 
so when the opportunity arose I 

decided the lifetime membership was too 
good to refuse.  

I’m learning SO much on my journey through this 
programme with Pam. I’m really enjoying the training 
webinars and also the live ‘Action Accelerator’ training 
workshops with all the members. They’re all so lovely 
and giving, as is Pam herself.  I know that the majority of 
aesthetic practitioners find it hard to fit in the time to 
work on the business side of their business, so if there 
was one piece of advice I would give to the readers is to 
make it a priority to do so. I put aside an hour every  > 
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morning to work on my business and my marketing and 
its making such a huge difference. I have gone from a 
paper based clinic to a technology based clinic, I have 
implemented new systems, pricing and packages and 
feel so much more confident about running my business. 
I’m now starting to have a sense of order in my life and 
business….and I can’t tell you how great that feels! 
Everything has been very easy to put in place, 
and it is so much easier to understand 
than I thought. As I work on my own 
in my business, having this extra 
support is exactly what I need to 
run things more smoothly”

Dr Eithne Brenner of 
Faceworks in Ireland is 
another keen member 
of the programme and 
says “Working with Pam 
and her programme has 
been a very worthwhile 
endeavour for us.  Pam has 
a huge wealth of knowledge 
of the Aesthetic market, 
and her programme is direct, 
smart, focused and immensely 
relevant. She will challenge you 
to critically evaluate your business 
and take those vital steps to ensure 
the success you know you want 
and deserve.  As well as attracting 
new patients every month we are concentrating 
on looking after our existing patients and building 
loyalty.  Pam’s programme has excellent content, is easy 
to follow, and will enhance patients’ experience and your 
satisfaction, and increase your financial success. We 
have saved so much time and effort in having her distilled 
wisdom and resources in such a clear programme, and 
have been invigorated by her enthusiasm, knowledge and 
passion for improvement.”

Kate Harding, the owner of Elixir Treatments Ltd says 
“Having managed well “ish” over the past ten years, there 
was a huge realisation that I actually had no idea how to 
run a business and that the aesthetic market is going 
through a definite shift and be that good or bad - I 
felt I would rather be a part it.  I admit to being 
sceptical at first and wasn’t sure whether 
it would really work for me, but after a 
chat with Pam, I decided to give it a 

go – particularly as I knew I could cancel at any time if I 
felt it wasn’t right for me.  To date I have spent a lot of 
money on a new website, an app and a new digital system 
(yes I was still on paper before!). Why? Because I knew 
that in order to take my business to the next level, I had 
to really invest in its future and that’s how I see it – an 
investment. I wasn’t ‘forced’ to spend this money, but I 

knew that I was doing it for the right reasons 
and trust that it will bring me a return.

My advice to anyone reading this 
is you need to ask yourself if you 

are really serious about your 
business, then you have to 

move with the times.  You 
have to invest time and 
money into your business 
education and the right 
marketing. After all you are 
investing an awful lot of 
energy, emotion and time 

into your business and in 
today’s really competitive 

market, you just can’t leave 
it to chance and hope you 

will be successful.  I took the 
plunge and this has actually just 

got me to where I need to be to 
start figuring out where I am going and 

why. And as for Pam, well she is one of the 
most generous people in the industry with time 

and knowledge.” 
For any readers who would like a 

template for their 2016 Annual 
Marketing Plan – please 
email Pam at info@
aesthetic-bt.com. AM
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>> Pam Underdown is the founder and owner of Aesthetic Business Transformations, a business growth 
specialist working exclusively to help medical aesthetic business owners increase their profits and reduce 
their costs. Pam has more than 25 years of business development, sales and marketing experience and  
has been specialised in the aesthetics industry since 2005.   

If you are really serious 
about your business, then you 

have to move with the times.  You 
have to invest time and money into 

your business education and the right 
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awful lot of energy, emotion and time 
into your business and in today’s really 

competitive market, you just can’t 
leave it to chance and hope you 

will be successful


