
The Ultimate Guide 
to Email Marketing for 
Aesthetic & Elective 
Wellness Professionals



In the competitive aesthetic and elective wellness world, email marketing 
is a powerful tool to nurture client relationships, showcase your expertise, 
and drive bookings for treatments and services. Whether running a med 
spa, cosmetic clinic, or wellness center, this comprehensive guide will 
equip you with the strategies and insights to create impactful email 
campaigns that resonate with your clientele.



1.	 Set up a capture page: Create an enticing 
landing page encouraging potential clients 
to join your mailing list. Offer a compelling 
incentive such as a free skincare guide, a 
wellness tips e-book, or an exclusive discount 
on their first treatment. For example, a med 
spa might offer a “Complete Guide to Anti-
Aging Treatments” in exchange for an email 
address.

2.	 Use a double opt-in form: This two-step 
verification process ensures that only 
genuinely interested clients join your list. 
After visitors enter their email address, 
they receive a confirmation email and must 
click a link to finalize their subscription. This 
extra step helps maintain list quality and 
reduces spam complaints, which is crucial for 
maintaining your practice’s reputation.

3.	 Set up autoresponders: Automate your initial 
interactions with subscribers to save time 
and maintain consistency. Create welcome 
emails introducing your practice, highlighting 
your expertise, and setting expectations 
for future communications. For instance, a 
cosmetic clinic might send three emails: a 
welcome message, an overview of available 
treatments, and a special offer for new 
clients.

4.	 Create multiple lists: Segmentation is 
vital to targeted marketing in the aesthetic 
and wellness industry. Categorize your 
subscribers based on interests, treatment 
history, or demographic factors. A wellness 
center, for example, might have separate lists 
for skincare enthusiasts, body contouring 
clients, and holistic wellness seekers.

Email Marketing Basics: Building a Strong 
Foundation for Your Wellness Practice

To start your email marketing journey on the right foot, implement 
these fundamental steps:

5.	 Design different marketing campaigns: 
Tailor your campaigns to appeal to various 
clientele segments. The wellness center 
mentioned above would create distinct 
campaigns for each list, highlighting relevant 
treatments, seasonal promotions, and 
wellness tips.

6.	 Use impactful sales techniques: Implement 
psychological triggers that encourage action, 
such as limited-time offers on popular 
treatments or exclusive packages for loyal 
clients.

7.	 Automate appointment reminders and 
follow-ups: Set up systems to send 
automated appointment reminders and post-
treatment follow-up emails to improve client 
experience and retention.

8.	 Track your performance: Regularly analyze 
vital metrics such as open rates, click-
through rates, and conversion rates (e.g., 
email opens to appointment bookings). 
Use this data to continuously refine your 
strategies.

9.	 Customize your approach: As you gather 
more data about your client’s preferences 
and behaviors, adapt your email marketing 
strategies accordingly. What works for a 
med spa in a bustling city may differ from a 
wellness retreat in a suburban area.



Crafting Compelling Capture Pages:
Attracting Potential Clients

Your capture page is often the first point of contact between 
your practice and potential clients. To make it effective:

1.	 Craft a compelling headline: Use clear, 
benefit-driven language that immediately 
conveys the value of joining your list. For 
example: “Unlock the Secrets to Ageless 
Beauty with Our Exclusive Tips.”

2.	 List the benefits: Clearly outline what 
subscribers will gain. Use bullet points for 
easy readability. For instance:

•	 Weekly skincare and wellness tips 
from our expert practitioners

•	 Exclusive discounts on treatments 
and products

•	 Early access to new treatment 
launches and events

•	 A free 15-minute virtual skin 
consultation (valued at $75)

3.	 Use social proof: Include testimonials 
or before-and-after photos (with client 
permission) to build trust. “Join 10,000+ 
satisfied clients who’ve transformed their 
appearance and confidence with our 
treatments!”

4.	 Keep the form simple: Ask for minimal 
information initially, typically just an 
email address and perhaps a first name 
for personalization. You can gather more 
details later.

5.	 Add a privacy statement: Reassure visitors 
about data protection. “We respect your 
privacy and will never share your information. 
Your beauty journey is personal, and we keep 
it that way.”

6.	 Make it visually appealing: Use high-quality 
images of your spa or clinic, happy clients 
(with permission), or beautiful skincare 
products to create an inviting atmosphere.

7.	 Optimize for mobile: Ensure your capture 
page looks great and functions well on all 
devices, as many clients may be browsing on 
their smartphones.



Harnessing the Power of Autoresponders in
Aesthetic and Wellness Marketing

Autoresponders are essential for nurturing potential clients and 
maintaining relationships with existing ones. Here’s how to make 
the most of them in your practice:

1.	 Welcome series: Create 3-5 emails to 
introduce new subscribers to your practice. 
Include:

•	 A warm welcome and thank you

•	 An introduction to your practice’s 
philosophy and expert team

•	 Delivery of the promised lead magnet 
(e.g., skincare guide)

•	 An overview of your most popular 
treatments

•	 A call-to-action to book a consultation or 
first appointment

2.	 Educational series: Develop a sequence that 
provides value and establishes your expertise. 
This might be a “7-Day Skin Renewal 
Challenge” for a med spa with daily tips and 
product recommendations.

3.	 Treatment-specific sequences: Create 
autoresponders for specific treatments or 
services. For example, a series of emails 
educating clients about the benefits and 
process of CoolSculpting, addressing 
common concerns, and encouraging them to 
book a consultation.

4.	 Post-treatment care: Set up autoresponders 
to guide clients through treatment recovery, 
providing care instructions and addressing 
common questions.

5.	 Re-engagement campaigns: Develop a 
sequence to win back inactive clients. These 
might offer a “We miss you” discount on their 
favorite treatment or showcase new services 
they haven’t tried yet.

6.	 Birthday or anniversary emails: Use 
autoresponders to send personalized 
messages on client milestones, potentially 
including special offers to encourage 
bookings.



The Art of Segmentation:
Personalizing Your Approach to Aesthetic Clients

Segmentation allows you to send more relevant, targeted content 
to your subscribers. Here are some effective ways to segment 
your list in the aesthetic and wellness industry:

1.	 Treatment interests: Skincare, body 
contouring, injectables, laser treatments, etc.

2.	 Treatment history: Frequent visitors, high-
value clients, specific treatment preferences

3.	 Age groups: Tailor content for different 
age-related concerns (e.g., acne for younger 
clients, anti-aging for older clients)

4.	 Skin types or concerns: Dry skin, oily skin, 
hyperpigmentation, rosacea, etc.

5.	 Engagement level: Highly engaged vs. 
inactive clients

6.	 Stage in customer journey: New leads, one-
time visitors, loyal clients, brand advocates

By segmenting your list, you can:

	+ Tailor your content to specific aesthetic 
concerns and interests

	+ Send offers for treatments that are most 
relevant to each group

	+ Adjust email frequency based on 
engagement levels

	+ Provide more personalized skincare and 
wellness advice

For example, a med spa might segment its list 
by treatment interest and age group. They 
could then send targeted emails showcasing 
new anti-aging treatments to female 
subscribers over 40 who've previously shown 
interest in facial rejuvenation.



Automating Client Communication for 
Enhanced Experience

In the fast-paced world of aesthetic and wellness services, 
automated communication can significantly improve client 
experience and retention:

1.	 Appointment reminders: Send automated 
reminders 24-48 hours before scheduled 
treatments to reduce no-shows.

2.	 Post-treatment follow-ups: Automate 
emails with aftercare instructions and 
check in on client satisfaction a few days 
post-treatment.

3.	 Treatment series reminders: For services 
that require multiple sessions (e.g., laser 
hair removal), send reminders when it’s 
time to book the next appointment.

4.	 Product replenishment emails: If you sell 
skincare products, set up emails to remind 
clients when to repurchase based on 
typical usage.

5.	 Birthday or anniversary treats: Automate 
special offers or complimentary add-on 
services for client milestones.

Contact Growth99 to learn how we can help your 
practice elevate your email marketing efforts.

www.growth99.com | sales@growth99.com


