
2025 Marketing Plan for Medical 
Aesthetics Practices
This comprehensive guide outlines how to create an effective marketing plan for medical aesthetics practices in 

2025. It covers industry trends, performance review, setting priorities, creating a marketing calendar, resource 

allocation, tracking KPIs, and implementation strategies. The plan aims to align marketing efforts with revenue goals 

and ensure measurable growth in the aesthetics industry.



Introduction
How to create a marketing plan for 2025 that aligns with your revenue goals. If you've been following along, you'll know 

we've already discussed setting revenue goals. Now, we're bridging the gap between goals and execution by building a 

comprehensive marketing plan.

Without a clear, actionable marketing plan for 2025, your revenue goals will remain dreams. Yes, you may stumble 

upon success, but without strategy and precision, it's unlikely you'll reach your full potential. Today's episode is 

packed with insight, strategy, and tips to ensure your 2025 is a year of measurable growth.



Industry Trends to Consider for 2025

The "Undetectable" Era

The shift toward natural, subtle 

aesthetic results is in full swing. 

Patients want to look like 

enhanced versions of 

themselves, not overdone or 

"puffy." Celebrities like Lindsay 

Lohan and Shania Twain are 

prime examples of this trend. 

As you plan your marketing for 

2025, focus on treatments that 

offer "undetectable" results.

Earlier Surgical 
Interventions

No longer are facelifts reserved 

for those in their 50s or 60s. 

Increasingly, people in their 30s 

and 40s are opting for surgical 

interventions to maintain a 

youthful appearance and avoid 

heavier procedures later. 

Practices offering scarless 

surgical options should 

emphasize this in their 

marketing.

Growth in Male 
Aesthetic Treatments

More men are turning to 

aesthetics beyond hair 

transplants, with growing 

interest in procedures like 

Botox, fillers, microneedling, and 

high-definition liposuction. Your 

2025 marketing plan should 

include campaigns specifically 

targeting male audiences.

Transparency and Content Creators

Consumers are no longer hiding their procedures. 

Many openly share their experiences on TikTok and 

Instagram. Practices should leverage this trend by 

collaborating with content creators to document 

authentic treatment journeys. The "who's your 

doctor" comments on TikTok are goldmines for 

exposure.

Evolving Technology and Techniques

New technologies and techniques are reshaping the 

aesthetic industry. Patients want the most up-to-

date treatments, and practices need to market 

their technological advancements and training 

certifications.



Step 1: Review 2024's Marketing 
Performance

Evaluate What's Working

Before building a plan, review your current performance. At minimum, have Google Analytics installed on your website 

to track website visitors, referral sources, and conversions. Identify your best-performing social media content, email 

campaigns, and website pages.

Track Key Metrics

Website Conversions: Track how many people visit your site and convert into bookings.

Social Media Engagement: Look at likes, comments, and shares to see what's resonating.

Email Campaign Success: Measure open rates, click-through rates, and bookings generated from email 

campaigns.

Attribution and UTM Links: If you're not using UTM links to track the source of traffic, make it a top priority for 

2025.



Step 2: Set Marketing Priorities

Retention and Client 
Loyalty

Retention should be a top priority. 

Your existing clients are your "VIPs" 

and should be treated as such. 

Retention strategies might include 

VIP client events, personalized 

treatment plans, or exclusive offers.

New Client Acquisition 
Goals

While retention is essential, new 

client acquisition is still necessary. 

But instead of "chasing new clients," 

ensure your strategy is targeted. 

Break down new client acquisition 

goals by service (e.g., surgical vs. 

non-surgical) and set specific 

targets for each.

Revenue Goals by Service 
Type

Divide your revenue goals into 

categories (e.g., surgical, non-

surgical, skincare products) and 

plan your marketing around 

promoting each.



Step 3: Create Your 2025 Marketing 
Calendar

Content Strategy by Channel

Social Media: Create targeted content for TikTok, Instagram, and Facebook.1.

Email Marketing: Plan newsletters, promotional emails, and educational campaigns.2.

Website Content: Schedule blog posts, update service pages, and add SEO-driven content.3.

Paid Ads: Plan your ad campaigns around high-converting times of the year, like pre-summer for laser hair removal 

or pre-holiday for injectables.

4.

Monthly Themes and Promotional Calendar

Create a month-by-month promotional plan. For example:

January: Laser hair removal education.

March: Pre-summer skin prep.

September: "Back to School, Back to Self-Care" campaigns.



Step 4: Allocate Resources and Budget

Resource Allocation

Your marketing plan is only as strong as your team and 

tools. Determine:

Who's responsible for content creation, posting, and 

analytics tracking?

Do you need new hires, freelancers, or training for 

the team?

Budget Allocation

Distribute your budget for content creation, ad spend, 

and software tools. Every area of your marketing 

strategy should have an allocated budget, and every 

dollar spent should be tied to a specific goal.



Step 5: Track Key Performance Indicators 
(KPIs)

Social Media KPIs

Engagement rate: Aim 

for a minimum of 1%.

Profile visits and 

clicks: Track how many 

people view your bio 

and click to your 

website.

Follower growth: 

Focus on quality 

followers, not vanity 

metrics.

Email Marketing 
KPIs

List growth: How many 

new subscribers are 

added each month?

Booking attribution: 

Can you track how 

many bookings came 

from email campaigns?

Website KPIs

Conversion rate: If 

your website's 

conversion rate is 1%, 

aim for 1.3% in 2025.

Traffic sources: Know 

if visitors are coming 

from paid ads, organic 

search, or referrals.

Form submission 

rates: Measure how 

many people fill out 

forms and book 

consultations.

Paid Advertising 
KPIs

Cost per booking: How 

much are you spending 

to acquire a new 

booking?

Return on ad spend 
(ROAS): How much 

revenue are you 

generating for every 

dollar spent on ads?



Step 6: Implement and Review

Monthly Check-ins

Meet with your team monthly to review:

Are you on track to meet goals?

What's working? What's not working?

What adjustments need to be made?

Accountability and Ownership

Every team member should "own their number." The 

social media manager should own engagement and 

profile views, while the paid ads manager owns the cost 

per booking and ROAS.



Conclusion
Your 2025 marketing plan should be clear, trackable, and actionable. By 

following these steps, you'll have a data-driven roadmap that ensures you 

achieve your revenue goals. Remember to review 2024's performance, 

identify key priorities, and set goals for each marketing channel. Allocate 

resources accordingly, and track your progress each month. The more you 

measure, the more you'll know what's working—and the more likely you'll 

meet your 2025 goals.

Don't miss out on helpful resources! Visit The Aesthetics Junkie to 

download your marketing calendar template and get all the tools you need 

to start the new year strong.

https://www.theaestheticsjunkie.com/

