
How to Build Your Marketing
Data Foundation
A Step-by-Step Framework for
Dermatology Organizations Preparing
for Enterprise Measurement



Introduction
For dermatology organizations, that challenge becomes even
more complex as practices expand through acquisitions, new
locations, and additional service lines, including medical
dermatology, cosmetic dermatology, Mohs surgery, and laser
procedures.

Different websites, booking systems, agencies and reporting
practices often create fragmented measurement
environments that make it difficult to compare performance,
understand patient acquisition, and confidently invest in
growth initiatives.

The following framework is designed to help dermatology
organizations build the marketing data foundation needed
to support enterprise measurement, attribution and growth.

Multiple websites, brands, or
locations operating with inconsistent
measurement practices.

This guidance is particularly relevant for dermatology organizations experiencing:

Growth through acquisitions that has
created fragmented reporting and
marketing technology environments.

Leadership pressure to improve
attribution, demonstrate ROI and
support growth initiatives with data.

Difficulty comparing marketing
performance across dermatologists,
Mohs surgeons, cosmetic providers,
locations, or service lines.

If these challenges sound familiar, the following framework can help you establish the
foundation required to support enterprise measurement and long-term growth.

Each action is practical and implementable today. Together, they create a scalable foundation
for enterprise reporting, stronger attribution, improved budget allocation and more confident
growth planning.

Limited visibility into which
marketing investments are driving
new patient consults, cosmetic
appointments, surgical referrals,
and recurring treatment plans.
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Freshpaint’s State of
Healthcare
Marketing 2026
report found that
only 1% of
healthcare
marketers can
connect more than
half of their spend to
patient outcomes.

https://www.freshpaint.io/ebooks-reports-and-more/the-state-of-healthcare-marketing
https://www.freshpaint.io/ebooks-reports-and-more/the-state-of-healthcare-marketing
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Before implementing enterprise measurement at scale, organizations should evaluate whether
the foundational elements required for reliable, sustainable measurement are already in place. 

As dermatology groups expand across locations, brands and service lines, differences in
tracking practices, governance processes, and privacy controls can create gaps in visibility and
attribution. A privacy-first assessment of current trackers, governance processes and
measurement practices can help uncover those gaps before implementation begins. 

The strongest enterprise measurement programs begin with alignment
across the following areas:

Marketing ecosystem visibility — Inventory websites, domains, forms,
booking platforms, analytics tools, and advertising accounts to identify
measurement gaps, technology inconsistencies, and privacy risks.

Cross-functional alignment and governance — Establish shared
ownership among marketing, compliance, IT, and operations teams to
ensure measurement standards remain consistent and scalable across
the organization.

Marketing Data Foundation:
Is it Solid?
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Use the readiness checklist on the next page to evaluate your
organization’s current state and identify any foundational gaps
before implementing enterprise measurement.
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https://www.freshpaint.io/blog/privacy-first-framework-for-hipaa-compliance


Foundation Area Key Question What to Complete First

Marketing
Ecosystem
Visibility 

Have we
inventoried all
websites, tools,
forms and tracking
technologies?

Inventory:

Name owners across:

sites
tags
forms
booking tools
call flows
cosmetic consultation
requests
surgical referral workflows
online appointment booking
scheduling systems 

marketing
compliance
IT
operations

Cross-
functional
Alignment
and
Governance

Are marketing,
compliance, IT and
operations aligned
on ownership and
governance?
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Readiness checklist:

Read the companion blog post, Why Multi-Location
Dermatology Groups Can't Afford Inconsistent Tracking
— And How to Fix It, for a step-by-step guide on
building your data analytics foundation.
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Once foundational gaps are identified and resolved, dermatology organizations can focus on
four priorities that help transform measurement from a reporting function into a growth engine
that supports service-line expansion, provider utilization, and patient acquisition goals.

Four Implementation
Priorities for Enterprise
Measurement Success 
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Ensure every website, form,
booking flow, and
embedded tool adheres to a
consistent privacy standard.
With a common privacy
foundation, it becomes
easier for dermatology
practices to deploy
consistent tracking across
locations, brands, and
service lines.  

A centralized measurement
layer, like Freshpaint, makes
it simple to govern how data
is collected, filtered, and
shared across tools and
locations.

Identify the small set of business-critical metrics
that matter most across the organization, including:

Booked appointments
Attended appointments
Calls
Forms
High-intent service-line engagement (e.g.,
cosmetic consultation requests, Mohs surgery
inquiries, acne treatment evaluations, psoriasis
treatment pages, injectable treatment interest,
or laser procedure inquiries)

Then implement those definitions consistently
across every property and platform.

This is what allows enterprise teams to compare
performance meaningfully across locations,
dermatologists, Mohs surgeons, cosmetic
providers, and service lines.

Establish HIPAA-
compliant
tracking across
all properties.

Define and standardize core
enterprise events and definitions.

Marketing Data Foundation

https://www.freshpaint.io/specialty
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Once measurement is
standardized, organizations
can use data to make more
informed decisions about
Mohs surgeon capacity,
cosmetic appointment
availability, provider
scheduling, service-line
investment, and market
expansion.

At this stage, measurement
becomes a strategic growth
asset rather than simply a
reporting tool.

Create a centralized view where teams can:

Validate tracking implementation
Monitor data quality
Identify gaps or inconsistencies
Compare performance across brands and
markets in real time

This requires both standardized data
collection and centralized governance over
how measurement is deployed.

Freshpaint helps support this visibility layer
by giving organizations more control over
enterprise-wide measurement infrastructure.

Use measurement
to drive optimization
and growth.

Implement a shared
monitoring and reporting
view across brands.
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As dermatology organizations continue to expand through acquisitions, new locations and
evolving service lines, measurement complexity grows alongside them. The organizations that
succeed are not necessarily those with the largest budgets or the most sophisticated
technology stacks. They are the ones that establish consistent measurement practices across
locations, brands and service lines. 

By standardizing tracking, aligning stakeholders, and creating shared definitions, dermatology
leaders can gain the visibility needed to improve attribution, optimize investments and support
sustainable growth. When measurement connects demand generation to Mohs surgery
schedules, cosmetic appointment availability, provider capacity, and downstream patient value,
organizations can make more informed budget decisions and scale growth beyond traditional
channel metrics.

Enterprise measurement is about more than reporting. It provides the clarity needed to
understand what is driving new patient consults, surgical referrals, cosmetic procedure
demand, and recurring treatment plans. With this intelligence, dermatology teams allocate
resources more effectively and make confident growth decisions across the organization.

Better Measurement Starts
with A Stronger Foundation

Visit Freshpaint.io

Contact us at sales@freshpaint.io 

Connect with us on Linkedin

Meet with us
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Freshpaint is here to help your team assess your current tracking environment and set you up
for future growth.

Reach out to have an expert assess your measurement strategy, flag potential risk and
reporting gaps, and build your blueprint for successful enterprise measurement. 

Continue the Conversation
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