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Product dispensing had always been part of A. Neal 
Gregory, MD’s practice in upstate New York, but he 
sought a simplified approach. Then he learned about 
Skin Type Solutions (STS), which he says, “for me 
was not so much about the products as about the 

approach to skin care evaluation.” The STS approach “pro-
vides a rubric or frame work on how to consistently assess 
patients.” Dr. Gregory and Debra Billington, who serves as 
the Skin Type Specialist at Upstate Dermatology, discuss 
their experience with STS.

HOW WOULD YOU DESCRIBE SKIN TYPE SOLUTIONS? 
Dr. Gregory: It’s a good springboard for patient educa-

tion on sunscreen, skin cancer prevention, good skin care. It 
provides a consistent framework for assessing patients and 
a visual way of organizing products in your office so that 
patients see. 

They have display designers who help you fit the space 
that you have available. It makes an impact when patients 
get to see this display with the 16 different skin types by 
number and color. 

I have a staff of mid-levels, so we use the skin typing to 
understand the composition of our patients’ skin and we 
certainly use the STS-established products. Contractually 
we cannot add to the Skin Type regimen—products are 
tested against the skin types to assure they are appropri-
ate. But we use that framework to understand how other 
products that we already offered could be used by patients 
of various skin types.

Ms. Billington: There are 16 skin types. They’re broken down 
into different colors per skin type. There are different letters. 
Whether you’re oily or dry, sensitive or not, pigmented or not, 
wrinkle prone or not. So you can either remember your skin 
type by its color, its number, or its series of four letters. 

HOW DO PATIENTS BENEFIT?
Ms. Billington: You would be amazed at the things that 

patients do to their skin, including overuse of exfoliants. 
Things they’re doing at home that are actually counter-
productive to what the providers are trying to treat. Our 
patients are much more successful in treating the condi-
tions and concerns they came in for, because they’re more 
educated about what they should be doing. 

Whether they buy from us or not, at least when they go 
to the store and they look at so many things, they can say, 
“Okay, this is more appropriate.” 

And I think both the physical outcomes the patient 
achieves and the understanding of why a certain product is 
or is not appropriate for their skin just makes them more 
compliant and more successful going forward. 

WHAT IS THE SKIN TYPING PROCESS LIKE?
Ms. Billington: There’s an electronic questionnaire that 

has about 10 questions and they’re pretty simple. Can you 
use anything on your face? How often do you moisturize? 
Do you think you’re oily? Very oily? Etc.

Once you determine the skin type, you can review the 
regimen; all the products work cohesively with one another. 
The goal is to have the patient on as much of the regimen as 
possible to get the best results.  

Patients have been receptive. There isn’t any type of pushy 
atmosphere. And honestly once patients are able to talk to 
us and realize that this is really an important informational 
tool, they’re just surprised and so glad that they took a min-
ute to learn about it. I think it’s really changed the percep-
tion of some patients and how they view their skin. n

 Visit modernaesthetics.com/2018/06 to read more from  
Dr. Gregory and Ms. Billington about how STS has benefited 
their practice. 
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