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IN 2013

My dentist entered
the world of digital marketing
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(Actual Screenshot)



My Dental Agency was founded on over a 
decade of corporate dental laboratory 
marketing, business development and 

digital marketing experience
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Who are we?

DISTINCTLY
DIFFERENT

DENTAL
MARKETING

Took our passion for dental and growing
businesses and founded MDA 



We believe in thinking differently from mass 
marketing groups and standing up against 
corporate dentistry. We do this by helping 

independent practices build genuine relationships 
with patients, create and manage positive online 
reputations and retain their current patients (who 

are their greatest untapped assets). We achieve all 
of this by creating custom, relatable, personalized, 
and distinctly different campaigns that reflect the 
needs and personalities of each individual practice.
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Our why

DISTINCTLY
DIFFERENT

DENTAL
MARKETING
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TODAY'S TOPICS

● Positioning your website for 
success

● Building strong, lasting 
relationships with your 
patients

● Taking control of your 
online reputation

● Discussing a 
comprehensive & 
integrated approach
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LAYING THE FOUNDATION

You can't build a great building on a weak 
foundation. You must have a solid foundation if 
you're going to have a strong superstructure”

- Gordon B. Hinckley
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IMPORTANCE OF A WEBSITE

“one third of patients say their choice of dentists is greatly 
influenced by the quality of the practice’s website"

Source: futuredontics http://www.dds1800.com/whitepapers/Dental_Marketing_in_the_Digital_World
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SHOWING YOUR PRACTICE PERSONALITY
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PATIENT RELATIONSHIP & RETENTION



13

EMAIL MARKETING

● Stay top of mind

○ referrals and requesting appointments

● Targeted emails

○ specific treatment plans

● Enhance your efforts outside the practice

○ education about treatment and benefits to the patient
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EMAIL MARKETING

● Custom vs. Templated

● Include content that your patients want to read

○ Benefits not features

● Tease content by adding a read more link and sending 
to your website blog

● Include links to your website, appointment request 
forms and social media

● How does your email look on mobile?
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EMAIL MARKETING

At vero eos et accusamus et iusto odio 
dignissimos ducimus qui blanditiis praesentium 
voluptatum deleniti atque corrupti quos dolores 
et quas molestias excepturi sint occaecati 
cupiditate non provident, similique sunt in culpa 
qui officia deserunt mollitia animi, id est 
laborum et dolorum fuga.

Et harum quidem rerum facilis est et expedita 
distinctio.
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EMAIL MARKETING
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ENGAGE VIA SOCIAL MEDIA
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BUILD LASTING RELATIONSHIPS

▪ Social Proof
▪ Engaged Audience 
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BUILD LASTING RELATIONSHIPS

▪ Social Proof
▪ Engaged Audience 
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POSITIVE ONLINE REPUTATION
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REPUTATION MANAGEMENT

● What reviews and comments are people finding when 
they search for your practice online?

○ What about your competitors?

● Have you had an unreasonable patient post an 
unfavorable review because of something you 
couldn’t control?

● What are you doing to be proactive in getting positive 
reviews?



“70% of patients said that online 
ratings and reviews influenced their 

choice of dentists.”

Source: futuredontics http://www.dds1800.com/whitepapers/Dental_Marketing_in_the_Digital_World/
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WHY DO YOU NEED REVIEWS?



“People are willing to pay up to 99% more 
for an ‘excellent’ rated service rather 

than one with a ‘good’ rating.”

Source: futuredontics http://www.dds1800.com/whitepapers/What_Dental_Patients_Want/
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WHY DO YOU NEED REVIEWS?



How many of your referrals are 
looking you up online before 
requesting an appointment?
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REFERRALS TOO?
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Are you consistently asking for reviews?

● Do you have in-office signage motivating patients to 
leave reviews?

● Are you making it easy for your patients to leave 
reviews?

● Are you using email and marketing campaigns asking 
for reviews?

● Are you monitoring your reviews and never leaving a 
negative review un-addressed?



When a potential patient searches for you online what do they find?
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WHAT ARE THEY FINDING
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COMPREHENSIVE
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INTEGRATED
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PRACTICE EVOLUTION MASTER PLAN
A Strategic Personalized Insight Into Your Practice
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