
Beauty & Skincare Marketing Playbook: Moon and Skin 

Vertical: Beauty / Skincare. Client: Moon and Skin, a clean, dermatologist-formulated DTC skincare 

brand (anti-aging, brightening, sensitive-skin-safe) sold direct and on Amazon, and a real FlyRank 

client. FlyRank's own case study reports Moon and Skin generated 2.63 million search impressions in 6 

months after going from largely invisible in beauty search to competing with major publishers. 

Top 3 Channels — Where the Audience Spends Time and Converts 

• 1. TikTok & Instagram (short-form, creator-led content). Skincare buyers discover and build 

trust through "get ready with me" routines, real before-and-after footage, and dermatologist duets — 

not polished product shots. This is where a newer brand earns the credibility that gets someone to 

click through in the first place. 

• 2. Organic and AI search (SEO/GEO). High-intent queries like "best moisturizer for sensitive 

skin" or "is kojic acid safe" drive enormous, non-paid volume, and buyers now ask ChatGPT and 

Perplexity the same questions. This is the channel FlyRank used directly with Moon and Skin, and it 

is discovery and proof of credibility at once — the brand shows up right when someone is deciding 

what to trust. 

• 3. Amazon and on-site reviews. Even shoppers who find Moon and Skin through TikTok or search 

usually cross-check verified-purchase reviews before paying. Reviews are the final trust checkpoint 

that turns interest into a completed order, especially for a brand people have not heard of yet. 

Channel that looks easy but underperforms here: broad, generic paid social ads with staged product 

shots. Beauty audiences are ad-fatigued and scroll past anything that does not look like organic content. 

The #1 Challenge 

Trust and skepticism in an oversaturated, claims-sensitive category. Decades of miracle-cream 

marketing have made skincare buyers default to doubt, and nearly every competitor makes the same 

"anti-aging," "brightening," or "clinically proven" claims. On top of that, cosmetic marketing has real 

guardrails: efficacy claims must be substantiated, and language that crosses into "treats," "cures," or 

"permanently removes wrinkles" turns a cosmetic claim into an unapproved drug claim. A small brand 

like Moon and Skin has to earn belief through proof — dermatologist backing, ingredient transparency, 

real user-generated content — rather than simply outspending bigger competitors. 

How Claude AI Helped With This Assignment 

• Verified Moon and Skin is a real, current FlyRank client (DTC-beauty segment, 2.63M impressions 

in 6 months) before building a playbook around it, instead of assuming or inventing a case study. 

• Researched the brand itself — positioning, ingredients, retail footprint, social following — so the 

channel picks reflect the actual brand rather than generic beauty-industry advice. 

• Pressure-tested the channel choices against what genuinely converts in skincare, ruling out generic 

paid social in favor of creator-led content once the research showed why it underperforms. 

• Drafted, formatted, and visually verified this one-page document against the exact spec (fonts, sizes, 

spacing, single page) before handing it off. 


