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“I think perspectives on aging are 
changing, because people are trying 
to embrace that, while the aging 
process is inevitable, they want to do 
things proactively to maximize their 
longevity and their functionality.”

Evan Rieder, MD

“Patients are definitely 
looking for holistic care—
for 360 improvements in 

addition to longevity.” 

Catherine Chang, MD

“What you’re going to start seeing is 
people talking about the psychosocial 
benefits of beauty, and that’s coming 

around the corner so fast. I think beauty 
is going to reside in maximizing the 

neuroaesthetics system.”

Steven Dayan, MD

“The consultation is like any 
relationship: patients have to trust 
you. I’m not pressuring them to 
do anything on their first day of 
consultation. There’s no impetus to do 
anything. They are really doing it for 
themselves, and that is where I think 
trust comes in.”

Anthony Rossi, MD

Younger adult consumers say 
satisfaction with their appearance 

impacts their mental (62%) and 
physical (53%) well-being. 3

emotional 
well-being, social 

perception, and peer 
normalization

rather than 
visible aging. 3

According to qualitative 
research among 

consumers aged 20–35, 
aesthetic interest centers on

of consumers would 
reduce luxury spending 

to afford aesthetic 
treatments. 8

53%

report that divorce or 
returning to dating apps triggers 

aesthetic investment as 
they rebuild confidence for 

a new chapter. 9

Women aged

36–50

of perimenopausal women 
report experiencing at 

least one skin issue, 
most commonly dryness, 
facial wrinkles, or loss of 
firmness, since entering 

perimenopause. 7

99%
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