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Why 50% sink

As my series draws to a close, I am 
intrigued to find out how useful 
you have found the articles and 
what difference it has made in 
your journey.

If you were thinking of ‘dipping 
your toe’ into the aesthetics mar-
ket to see if its something you will 
enjoy and may wish to pursue fur-
ther, have I given you enough 
food for thought? 

Or maybe you are later down 
the line and realise that it wasn’t 
as easy as you first thought, the 
structure you were used to in the 
NHs is missing and you are won-

dering how on earth you are going 
to get off the hamster wheel for 
long enough to put all of these 
strategies and tips in place? 

Sudden change 
Perhaps you are happy ‘bumbling 
along’? – unfortunately, I hear 
that term used quite often. In 
other words, there is enough busi-
ness to keep the wolf from the 
door and you think you are quite 
happy with the job you have built 
for yourself 

But one thing I can guarantee is 
that no matter what stage of the 

journey you are at or how you are 
feeling today, there is one thing 
that all business owners need to 
be very aware of: things can rap-
idly change tomorrow.  

your rent could be doubled. I 
heard an example of that just 
happening this week.

your best practitioner could 
leave, you could fall ill (heaven 
forbid), a swanky new competitor 
could open up right opposite your 
clinic or, worse, a price-cutting 
cowboy could steal your patients. 

Rest assured, none of us can 

Comfort and complacency are the entrepreneur’s 
worst enemy, warns Pam Underdown (below). 
Who wants average? 
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afford to bumble, getting too 
comfortable as we settle for an 
average existence. 

Comfort and complacency are 
the entrepreneur’s worst enemy. 
Who wants average? An average 
income, an average amount of 
time off, an average lifestyle – 
because if we do, then it really is 
all over for us.  

If you are sick and tired of being 
sick and tired and it’s just too 
hard to do anything more than 
just survive – that’s not only really 
sad but very dangerous as a busi-
ness owner. 

In the UK today, we too often 
hear people say: ‘I just want to be 
comfortable.’ This is very risky. 
such a comfort mentality is what 
sets entrepreneurs and businesses 
apart. Look at all the businesses 
that were once great companies 
that settled into complacency and 
no longer exist (Woolworths, BHs).  

Speedier change
Playing it safe is a dying strategy. 
Nothing is safe anymore. Change 
really is the new normal. many 
medical aesthetic practices are 
contending with the economic 
downturn, changes to legislation 
(scotland), public scrutiny, 
changing consumer behaviours 
and many new competitor initia-
tives. 

And, to make it more interest-
ing, the pace of change seems to 
be ever-quickening. For those 
business owners who wish to not 
only survive but thrive, then 
there is no option to ignore 
change, to hope that what has 
been done in the past will be suf-
ficient to cope in the future.  

How can businesses thrive 
when faced with these chal-
lenges? Certainly not by doing 
nothing or ‘playing’ at change. 
The world has turned upside-
down, you can’t hide and you 
can’t keep doing the same things 
you’ve been doing and expect a 
decent outcome. A change on its 
own is insufficient; it is transfor-
mation that is needed.  

Research shows that 50% of 
new businesses will fail in the first 
year and an astonishing 80% fail 
within five years. 

most businesses shut down for 
pretty predictable reasons. 
Owners retire, companies are 
sold, competitors take over or 
they can’t adapt to a changing 

market or really get going in an 
existing one. 

It’s a natural cycle of birth and 
death. most of these businesses 
shut down quietly and their own-
ers and employees move on to 
pastures new.

I understand that when you are 
starting a new business, the last 
thing you want to focus on is fail-
ure. However, if you take the time 
to address the common reasons 
for failure up front, you’ll be 
much less likely to fall victim to 
them yourself. 

Here are the top nine reasons 
why businesses fail – and tips for 
avoiding them:

1 A lack of a business and 
marketing plan and the 

right skills to implement it are the 
biggest contributors to business 
failure especially among small 
businesses. It is critical for all busi-
nesses to have a business plan 
that is realistic and based on accu-
rate, current information and 
educated projections for the 
future.

2 Insufficient cash flow. A 
common fatal mistake is for 

business owners to underestimate 
how much money is needed to 
start a new business, grow it and 
live at the same time.  

They have an unrealistic expec-
tation of how much money they 
are going to make and how 
quickly they will make it. many 
overspend on fancy décor and 
expensive equipment and ulti-
mately they end up running out 
of cash – so they are forced to 
close before they even have had a 
fair chance to succeed. 

They also don’t realise that 
many businesses can take a year 
or two to break-even and start 
making a profit. They have given 
up their day job and it’s too late to 
realise there isn’t enough to pay 
the bills.

 3 The business was started for 
the wrong reasons. Perhaps 

the owner just wanted to make a 
lot of money? Or perhaps they 
thought they would have a lot 
more time off? Or maybe it was 
the thought of not answering to 
anyone else that was appealing 
for some? 

If this is you, you’d better think 
again, as the reality is that won’t be 

the case. On the other hand, if you 
start your business for these follow-
ing reasons, you’ll have a better 
chance at entrepreneurial success:

➲ you love what you do and 
strongly believe – after a lot of 
market research and educated 
investigation – that your treat-
ments and services will fulfil a real 
need in the marketplace and you 
have a competitive advantage 
that no other clinic or practi-
tioner has.

➲ you are healthy and well and 
you possess the much-needed 
mental stamina to withstand 
potential challenges. This area is 
often overlooked by any new 
business owner. However, bad 
health has been responsible for 
more than a few bankruptcies.

➲ you have a positive can-do 
attitude, combined with the 
drive, determination and patience 
to succeed – no matter what chal-
lenges are thrown at you.

➲ you won’t allow any failures to 
defeat you. you learn from your 
mistakes and use these lessons to 
succeed the next time around. 

➲ you thrive on getting things 
done. you are very strict with your 
time and only focus on doing 
what you are good at. you know 
how to delegate appropriately. 

➲ you love what you do, you are 
passionate about your patients 
and the aesthetic marketplace and 
show this in your honesty, integ-
rity and interactions with others. 
you love people and get along 
with all different types of individ-
uals.

4 Poor Management. The 
majority of new business 

owners simply don’t have the rel-
evant business and management 
expertise in areas such as finance, 
marketing, selling, administra-
tion and managing employees. 
Unless they recognise that they 
need help, many may soon face 
disaster. 

5 Neglecting a  business, 
becoming complacent and 

getting too comfortable can also 
lead to business downfall. This is 
particularly a problem if a busi-
ness owner has an initial surge of 
success as they open up one of the 
only clinics in their area. This can 
soon change when a competitor 
comes onto the scene or regula-
tory changes occur.

Learn more
If you found this series really useful and want to learn more about 
breaking into aesthetics in the right way, then Pam has many resources 
and training modules available in the free area of her online 
membership site. If you want to access this, please contact Pam 
Underdown by email at info@aesthetic-bt.com

6 The right location is critical 
to the success of your busi-

ness. A good business location 
may be able to help a struggling 
business survive and thrive. How-
ever, a bad location can equal  
disaster for many well-run busi-
nesses. 

The main factors to consider are 
accessibility, parking, competi-
tors, business rates and opening 
up in an area where you know 
there is a need for your services. 
The key here is to carry out very 
thorough research.

7 Trying to do too much too 
soon. A leading cause of busi-

ness failure is overexpansion. This 
often happens when business 
owners confuse success with how 
fast they can expand their busi-
ness. 

A focus on slow and steady 
growth is the best way forward. 
many bankruptcies have been 
caused by rapidly expanding 
companies.

8 Poor marketing. In today’s 
competitive aesthetics indus-

try, you need to spend time, 
money and effort marketing your 
services. 

At the very least, you should 
have a professional-looking and 
well-designed website along with 
engaging content, videos and 
interactive social media profiles to 
enable prospective patients to find 
out more about you and have a 
compelling enough reason to pick 
up the phone. (see ‘Bawling out 
your wares’, page 23).

9 Taking responsibility and 
being accountable. When it 

comes to the success of any new 
business, the business owner is 
ultimately the ‘secret’ to its suc-
cess. 

For many successful business 
owners, failure was never an 
option for them. They have the 
drive, determination, and resil-
ience to view any setback as only 
an opportunity to learn and grow. 

While the majority of self-made 
millionaires have average intelli-
gence, what sets them apart is 
their curiosity, their openness to 
new knowledge and their willing-
ness to do whatever it takes to 
succeed. 

Ultimately, it’s not the knowing 
‘how to’ that will make you suc-
cessful – that’s actually the easy 
part. It’s taking action and stop-
ping the excuses that will truly 
bring you success.  

We all know that business suc-
cess doesn’t happen overnight; it 
requires hard work, tears and 
time, lots of time. 

If it was easy, everyone would 
be doing it. If you don’t see fan-
tastic results straight away, don’t 
worry. Just keep on doing what 
you do best: be consistent, learn, 
adapt, grow but don’t give up. As 
Winston Churchill once said: ‘If 
you’re going through hell, keep 
going.’ 

I wish you every happiness and 
success. 

Pam Underdown is chief executive at 
Aesthetic Business Transformations 

If you take the 
time to 
address the 
common 
reasons for 
failure up 
front, you will 
be much less 
likely to fall 
victim to them 
yourself

It’s not the 
knowing ‘how 
to’ that will 
make you 
successful. It’s 
taking action 
and stopping 
the excuses 
that will truly 
bring you 
success

UK Top 20 accountants specialising in the healthcare sector 

• National firm of the Year 2013
• AISMA member (Maidstone and Leicester offices)
• 12 offices including London City

• Tax Structures for Hospital Consultants - dispelling myths
• Surgeon groups and consortia
• GP Practices including mergers and federations
• Solvent liquidations (for companies at the end of their lives) 
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Free legal advice for independent 
Practitioner Today readers

 IPT 
independent Practitioner Today has 
joined forces with leading niche 
healthcare lawyers hempsons to offer 
readers a free legal advice service.

We aim to help you navigate the ever more complex legal 
and regulatory issues involved in running and developing 
your private practice – and your lives.

Hempsons’ specialist lawyers have a long track-record of 
advising doctors – and an unrivalled understanding of the 
healthcare system as a whole.

call hempsons on 020 7839 0278 between 9am and 5pm 
Monday to Friday for your ten minutes’ of free legal advice.

 
 Advice is available on:

 business structures – ian hempseed

 commercial contracts – Faisal Dhalla

 Disputes – hilary king

 hR/employment – Fiona McLellan

 Premises – Lynne Abbess


