How Nowak Aesthetics Scaled Up Results
of In-Office Events and Specials
with an Online Channel

INTRODUCTION
In-office events help aesthetics
practices build their brand, create
practice, product, and treatment
awareness, engage with and nurture
their relationships with clients,
showcase and educate attendees on
new treatments, upsell clients, and
generate new leads.
Nowak Aesthetics, a premier
medical spa based in San Diego,
CA, has fine-tuned and enhanced
their in-office events over many
years, growing their two major
annual events to account for almost
20% of their annual revenue targets.

About Nowak Aesthetics
Nowak Aesthetics is owned and
operated by Dr. Eugene Nowak,
a Board-Certified Dermatologist,
and Mayte Nowak, the Practice
Administrator. Nowak Aesthetics has
been in business in excess of 15 years
serving the community and many
long-term, happy patients. Nowak
Aesthetics is a state-of-the-art medical
spa with a wide array of services and
skincare products. Please visit the
Nowak Aesthetics website to learn
more about the practice and their
services and products.

Events are becoming more strategic to the aesthetics industry
Nowak Aesthetics incorporates events
into their practice, with two major events
each year, held in April and October.
Many weeks of planning go into these
twice-annual events that are held at the
office and include great hors d’oeuvres,
knowledgeable manufacturer’s reps, and
engaged patients eager to learn about the
latest offerings from the practice.

With every passing year the events
have gotten larger, with more patient
engagement and an ever-increasing
sales volume attributed to these cosmetic
events. While events had become a great
way to build the aesthetic practice, it
was clear that the practice was hitting
some constraints to further scaling this
important tactic used by the practice.

THE CHALLENGE: Addressing the issues that
came with the growth of events
Timing of event makes it hard to get
full participation
“Many offices hold events that last for 3 hours, but ours
are extended to 7 hours, from 1:00 pm to 8:00 pm. This
allows for the moms with kids to drop in during the
day, or for the busy professionals to come after work.
Despite this relatively large window for our bi-annual
event we often could not find a day in which everyone
could come. Patients will always have conflicts with
family, work and traveling, which meant that we often
had some of our most loyal cosmetics patients who
could not attend.”

Office Space
“As the attendance grew each year, the office seemed
to get smaller and smaller! There was only so much rearranging of the reception area we could do before the
events became standing-room only.”
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THE SOLUTION: Incorporation of an online store
and leveraging new tactics for events
In 2018, Nowak Aesthetics implemented
an online store to serve their growing
practice. The Nowak Aesthetics Online
Boutique enabled the practice to meet the
demands of their growing patient-base, to
implement membership programs to boost
sales of their biggest revenue-generating
treatments, and to e-commerce-enable all
of their marketing programs from email
promotions to social media. Events were no
exception.

•

The introduction of pre-sales for their
events is something they achieved
exclusively through the online store.
“We market to our top cosmetic patients
about exclusive pre-sales which are
available exclusively to a VIP list. Today
we make more sales from our pre-sales
than the actual day of the event.
•

Nowak Aesthetics works with
the DermPRO team, who
configures the online store to
match Nowak Aesthetics’ inoffice event pricing for many of
the items, but are mindful about
how to also create differential
offers online and in-office. For
example, BOTOX® and dermal
fillers are the number one
sellers both in-office and online.
Offering such cosmetic staples
online is always a great strategy
to get engagement.

•

After the event is finished,
Nowak Aesthetics extends the
event pricing for 3 more weeks,
and sends out an email blast
each week until the event has
officially concluded online.

The practice realized that
e-commerce-enabling their
in-office events could be
an immediate opportunity
to alleviate the growing
capacity constraints as their
events achieved greater
success each year.

“Our event planning
process now includes a
key component, which
is how to leverage the
online store for increasing
our event sales goals.”
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RESULTS
By adding pre-event, during-event, and postevent online sales that correlate to the in-office
offerings, they are able to ease some of the
congestion of people coming to the office, and
yet increase event revenues by accommodating
a larger audience of their patients who aren’t
able to attend any given event.

About
DermPRO is the only dedicated provider of
e-commerce and e-commerce-based marketing
solutions to the aesthetics industry, helping
dermatologists, plastic surgeons, and medical
spas engage and retain their patients and grow
the cosmetic and retail side of their business. We
provide turn-key, hosted online stores that come
with state-of-the-art e-commerce features and
deep aesthetics-specific content and integrations.
Unlike many “shopping carts” that are built in
the aesthetic space, DermPRO’s business model
is a service model that offers our customers an
ongoing relationship with our team, consultative
support, and the ability to make a wide range

As much as 40% of the event revenues are generated
during the one-day pre-sale, while another 20%
comes in during the three-week post-sales campaign.
This demonstrates how the practice has adeptly
leveraged e-commerce to enhance their events, and
leveraged their events to drive online sales.
Today, e-commerce-enabled events are an important
strategy for Nowak Aesthetics’ continued growth,
accounting for almost 20% of the annual revenue
targets for the practice.

of changes each month. A dedicated support
team provides subject matter expertise, and
includes configuration specialists, graphics
artists, promotion specialists, and content writers,
as well as a test team that ensures everything
is configured properly. DermPRO configures
1000s of items each month, comprised of pricing
rules at checkout, updated sales language, sales
badges, banners, emails, and images for social
posts and in-office collaterals.
DermPRO customers use their stores to bring to
life their events, specials, monthly promotions,
and more. The ability to differentiate offerings
online creates better calls to action from
email campaigns and social posts, and better
conversion for promotions and specials.
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