
I
f you started your business for the freedom and 
adventure of being your own boss, perhaps you now feel 
buried, trapped, controlled or consumed by the doing it, 
doing it, doing it? If you are empathetically, or reluctantly 
agreeing that yes, this describes your situation, then then 

I have news for you: you are not alone. The vast majority of 
small business owners are struggling to keep their heads 
above water. In fact, many of us tend to be in survival mode a 
lot of the time, hanging on for dear life and putting on a happy 
face as we get more and more bogged down each day. So why 
is this? And why are there so many business owners have 
even given up the hope of ever finding that freedom they so 
desired in the first place? 

As a small business owner, I do really understand these 
feelings. I had my first aesthetic business ten years ago and 
I pretty much built myself a job. It didn’t give me the time or 
financial freedom and in fact, it was such a steep learning 
curve, that I made many mistakes and learned a number of 
painful and expensive lessons along the way. This was one of 
the many reasons I decided to help other people; as ‘they’ say 

it’s cheaper to learn from someone else’s mistakes than to 
make them yourself. Today as a business coach, mentor and 
trainer in the aesthetics industry, I can personally resonate 
with the daily pains faced by aesthetic business owners and 
I love spending each day helping my clients overcome their 
business and marketing challenges, as they seek to find their 
own definition of freedom. 

Regardless of the fact that I am continuously learning 
more and more about the challenges faced by small business 
owners in the aesthetics marketplace every day, I also 
wanted to obtain some factual statistics to establish if 
there are any trends and commonalities. To help me collate 
this information, I developed an online survey to ask my 
clients a small number of significant business and marketing 
questions. The response has been so interesting, that I 
wanted to share these findings with you, in the hope that if 
you are ever feeling buried by your business, then this may 
go some way to reassure you that you are definitely not 
alone and if you do ‘whatever it takes’, then you can definitely 
overcome the chaos and ultimately find your freedom.

Pam Underdown from Aesthetic Business Transformations shares the  
results of a survery she did on challenges faced by small business owners in  
the aesthetics marketplace
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The first survey question asked the 
responders to describe their No.1 
current frustration. As you can see 
from the data below, top of the 
table is “Not Enough Patients”; 
with nearly 60% stating this. 
This was not unexpected, 
as the majority of small 
business owners do think 
that not having enough 
customers is the biggest 
cause of their current 
pain. However, when I 
really do get to know my 
clients business in detail, 
I often find out that this 
isn’t the case. Many do have 
lots of patients, but don’t have 
any automated and systemised 
marketing practices in place to help 
those patients return and refer. Many 
have also have grown their businesses 
rather blindly and have not taken the 
time to record and study the facts and figures. So in fact, 
they assume this is their number one frustration, however 
when I them help to wade through their patient records 
(literally wading through paper at times!), we then find out 
that they do have lots of patients, but they are simply not 
doing enough to keep them interested, engaged, coming 
back for more and bringing their friends. One of the main 
reason for this is because it’s just not easy to do when you 
are still using paper records. For those newer businesses who 
genuinely don’t have enough patients, then it is clear that they 
need systems for lead generation and conversion, combined 
with a steep learning curve as they find out about the right 
marketing strategies (online and offline) to help them to 
attract and retain the right kind of patients consistently.

Following this, a third of responders stated that “Not 
Enough Personal Income” was their biggest frustration and 
again, this is not a huge surprise, particularly as the top concern 
in question two: “My Single Biggest Financial Concern” with 
nearly 40% of the total responses is: “Not Being Able To 
Enjoy The Standard Of Living That I / We Enjoy” (see below), 
followed by over 18% clearly worried that they “Won’t Have 

Enough Money To Pay Their Normal Monthly 
Bills”. With so many aesthetic business 

owners leaving their PAYE jobs within 
the NHS to venture into the world 

of aesthetic business ownership, 
it’s often a huge shock to the 

system that there are always 
so many people who want 
your money every month and 
they are last on the list, but 
doing all of the hard work. 
Whilst this is natural in the 
early days of your business, 

for those who didn’t keep 
a few hours a week aside to 

work part time, be a locum, or 
do some agency work – it can 

be very hard to survive. It’s even 
harder for those who don’t have 

a partner to help with the home and 
family expenses. 

Being able to pay the bills is often a case of 
juggling, borrowing from friends and family and finding 

as many legally creative ways as possible to survive. The pain 
caused by the lack of personal income won’t last forever, as 
long as you build a business that can operate without you, 
with systems in place to automatically generate and keep 
your patients and an overwhelming belief that you will do 
‘whatever it takes’ to succeed, no matter what. Unfortunately 
I know that there are many excited new business owners, who 
spend all of their money on their beautiful new clinic and don’t 
put any aside for marketing, or personal bills. Sadly this is 
cited as one of the many reasons for business failures in the 
first year. 

Back to “Current Frustrations” and “Too Much Competition” 
comes in at No.3 with over 30% of the results. We all know 
there is a huge amount of competition out there today, with 
medical practitioners, cowboys and opportunity seekers all 
looking for their slice of the anti-ageing pie. Your business 
will not stand out from the crowd, unless you have something 
unique and different that you can offer, unless you can prove 
that you do something better than everyone else or that you 
do something differently to everyone else. This can be the 
hardest part to establish for new start-ups as they realise 
they have such a long way to go to even match the competition, 
let alone beat it, so they try to differentiate on price. Naturally 
many potential patients can only judge by price, as that is all 
they have to go on when searching for the right provider, so 
you must make sure that you establish yourself as different, 
but different in a way that matters to the patients. 

Start by putting yourself in your patient’s shoes and find 
out what your target market really wants and not what you 
think they want. Use results driven, benefits language in 
your marketing in a way that talks to the patient, without 
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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 specialising in 
the aesthetics industry since 2005.  If you would like to contribute to her forthcoming book, then please get in 
touch at info@aesthetic-bt.com.

Find out what 
your competition does 

well and what they don’t do 
as well, then maximise those 

opportunities by using the right 
marketing message and a 

compelling patient promise 
that you live by

bombarding them with features 
and names of equipment. Ensure 
your personality and unique 
benefits come across on your 
home page by using a video of 
you and your clinic. Find out what 
your competition does well and 
what they don’t do as well, then 
maximise those opportunities by 
using the right marketing message and 
a compelling patient promise that you live 
by. Unfortunately, there are still too many 
instances where aesthetic websites look 
the same, using the same old stock images, the phones are not 
being answered, the patients are being kept waiting and often 
being pushed into treatments that aren’t needed. In general 

the patients are being treated like they are on a conveyor belt 
of profit and not of care. It is inevitable that these businesses 
will soon go from ‘over confident’ into ‘trouble’ mode as they 

continuously battle to find new 
patients because they simply 
don’t care enough about their 
existing ones. 

I wasn’t surprised to see that 
over 80% of responders stated 

they had never hired a business 
coach or consultant in the past. I 

know that in my early days if I had 
received the help and support from 

someone outside of my business to help 
keep me on track, point me in the right direction 

and learn from, it would have helped me enormously. If 
you carry out some research online, you can easily see that 
the world’s leading business owners all have coaches, mentors 
and advisors to help them, no matter how successful they are 
– because they know this is what helps them to continue with 
their success, never resting on their laurels and constantly 
innovating and improving. Donald Trump has George Ross 
and Richard Branson surrounds himself with the top coaches 
and mentors. If you truly want to succeed, quickly and with the 
minimum of expensive mistakes, then the truth is that you just 
can’t do it on your own.  AM


