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Disclaimer of Endorsement: Reference herein to any trademark or company name is public information and intended for informational purpose only and does not constitute any endorsement by anyone.
Who: The Dental Office
Social media and dentistry don’t necessarily go hand in hand because of patient’s privacy [image: image11.png]


but overall dental offices present an excellent opportunity to deploy social marketing to keep in touch with their patients, connect, develop trust and a stellar reputation for repeat business. The continuous patient dialog will drive new and repeat business that will maximize patient-life-time value. 
One 
San Francisco dentist
 has forged an impressive social marketing campaign to raise awareness for her recently launched practice. We exemplify in this case study the 11-month old success of Dr. Irena Vaksman, Dentist, San Francisco, CA.

The Challenge

Dentists are confronted with the challenge of practicing in a in a competitive environment that has hundreds of other dentists, sometimes even more established practices, vying for the same client. It is therefore a no brainer to be looking at as many social channels as possible for marketing efforts that can convince a client that will help a client make a decision for your practice.
Dr. Vaksman was aware that Social Marketing creates a bond of trust with patients and increases sales and profits even in a deteriorating economic climate by developing a much needed Unique Selling Position for dentists that fosters, trust and attracts prospects and patients. These were the tools she could use to rise above “the crowd”.
[image: image12.png]twitter e ot

Our Latest Newsletter with 2 new
great articles http://bit.ly/d30Z1s.

1255 A Aug i v we Repy - Retweet

Great article from Dr. Ken Schweifler - “Never 100 late 1o see the.
dentist” hitp /it lyDBTHYC.

3070 Aug ot v web

at #CruncnUp hip:ytrog comgbxTnj

1135 Al Ju 300 v Twatrr:



The Plan

Dr. Vaksman developed a plan to use Twitter, a FREE social marketing site, as a low cost way to broadcast to keep her patients in the loop. 
She did not stop there. She also developed a strong presence on Facebook and LinkedIn, created a 
YouTube channel
 and a dynamic  
website with all her social marketing assets.
Even better, these tools are free and instantly available for her good practice content.
Dr. Vaksman’s web site links to some of the most popular social marketing sites. She captures her leads right on her site and offers a free newsletter to inform her patients. The newsletter and the social sites help her to keep in touch with her clients with their permission. There is no faster way to inform them about her practice and the newest developments in her dental field than Social Marketing. 
Her website is like an anchor to her client base. This is the place where new clients in particular can start feeling at home with her practice before even having been to an appointment. [image: image5.png]HOME | PROCEDURES | ABOUTUS | CONTACTUS | BLOG
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· On the site she offers a photo tour of her office. 

· Clients can get a feel of the level of sophistication of her office that will translate into the dedication that a new patient will receive. 

· New patients will find testimonials of her current patients that will make it easy to make a decision for her practice.
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New patients can schedule an appointment right on the site or shoot a quick email by clicking the email address on the site. A map on the first page of her site makes it easy to get to her office without even going into mapping software or mapping sites.
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The strength of her Social Marketing is in the combination of the various tools, techniques and content to achieve the same goal: 

· Attract and retain clients and patients

· Inform about the dental practice and new dental developments

· Build a long-term relationship with the patient

· Drive increasing traffic to the Social Marketing assets of the dental practice

Dr. Vakman’s Facebook page offers a wealth of information as well.[image: image8.png]Ire
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On Twitter she informs her followers of her upcoming newsletter by linking to it and informs her patients about new promotions and dental techniques. 
Dr. Vaksman has her own Youtube channel. On this channel she explains the various procedures she offers. Not only does she not have to repeat herself when a patient comes to her, her clientel is highly informed by the time they have seen her video. Chances are high that they will not go anywhere else after they have seen her video online and are ready to make a decision on a procedure by the time they get to her dental office. Wouldn’t you like have to have such a “ready-to-make-a-decision” type of client in your practice?
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Social Marketing makes her site a winner to attract new customers and stay in touch with the ones she has.

The Results
1. Five months old Dental Practice attracts 320 NEW clients
Dr. Vaksman has taken the bull the horns by pulling out the stops for Social Marketing. Her Social Marketing effort has been implemented less than a year ago. Her reward was almost instant. As a new dentist she has established a solid client base overnight 
With her social marketing campaign getting into full swing, last October 2009, Dr. Vaksman received 320 new patients by offering a promotion on her social media sites and Groupon.com, which was for a patient exam and x-ray. This propelled the five month old business in the right direction and boosted its patient base significantly. Her retention rates are also remarkable compared to dental that have only traditional marketing.
Her Social Marketing efforts have been noticed and she has been featured online. At present, Dr. Vaksman can probably acquire more patients than her current practice can handle. That is what Social Marketing has for her today. That is enviable position to say the least for any dental office.
2. Facebook Campaign 

Facebook is the social hub or “glue” to most of Social Marketing sites and content. This is the place where patients that “like” her practice can stay in touch with her dentistry.
Her Facebook page has 126 people that have requested to stay in touch with her business. This is a great result considering that this is request from your patients to be connected to your business. Dr. Vaksman publishes her Yelp reviews from patients on the site as well as YouTube videos containing educational content about dental procedures. 

Dr. Vaksman has rolled out a Facebook campaign with promotional sweepstakes for the practice’s Facebook page. The result was another snow ball effect that attracted even more new clients.
3. Patient Service Interactive Solution
Dr. Vaksman truly has created an interactive platform for her new clients and current patients. It is fairly new development that a dentistry can reach out to its clients the way social Marketing does Never before was it possible to draw upon so much versatile media and content for your patients and prospects. It is proven that this will improve your client base and the health of dental practice. It also improves the level of care you can offer to your patients, since it constitutes a true dialogue that was not possible until recently. 

As we have seen, all of the Social Marketing Assets that Dr. Vaksman created have lead to a successful practice within less than a year. This is remarkable and no small feat considering the current state of our economy. Even better yet, these “Assets” have propelled her business on a growth path where she can manage her dentistry from a position of economic strength with a loyal customer base. 
She can grow it further or she can decide to specialize in a certain direction. She has established a solid economic backbone for her practice to make these decisions without the financial worries most startup dental practices have. 
The Social Marketing Assets she has developed with her practice will stay with her business and will become inalienable when she decides to sell or monetize parts or all of her business further down the road. 
The return of her Social Marketing investments will come in leaps and bounds; moreover her patients will thank her for being the caring and up-to-date dentist she has proven to be through her work with the help of Social Marketing.
Wouldn’t you like to have more patients than you can handle? 
Wouldn’t the reputation boost be significant for your practice? 
Would this not help the bottom-line in dollars for you in a short period of time?
4. Conclusion

Your dentistry can realize the powerful results of using social marketing to increase sales.  

Our firm is a certified provider of social marketing solutions.  
It puts your dentistry on the Fast Track to higher revenues right now!

Please call us to start connecting to your new patients before the competition does. 
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The orchestration of these various Social Marketing tools with synced content is a well thought out, strategic marketing effort that will create a lasting and significant positive impact on the business of your dental practice.











Contact us today at: Mike@MarketingHuddle.com           www.MarketingHuddle.com.

