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PATIENT REVIEWS
Reviews are often the tipping point
in helping patients decide whether
your practice is the right fit for them.

WEBSITE LEADS
To measure your SEO campaign’s success,
look at the increase in your site’s traffic and
the number of leads generated through your site.

ADVERTISING
Maximize organic growth (word of mouth) 
and then explore ad campaigns to extend 
the reach and shelf life of your posts.

SOCIAL MEDIA
Google+ & Facebook
Business Pages
What patients look for today is
social PROOF that you are 
as good as you say you are 
on your website, and they tend 
to find that on social media pages.

PUBLIC RELATIONS
A public relations campaign can bring
you patients and boost your SEO by 
building valuable links and encourage 
more engagement on social media.

Is your site found when
your patients search online for

keywords related to your practice?
There’s many more keywords

than you’re probably
utilizing!

THE FOUNDATION IS SEO

You’ve spent thousands of dollars building a new 

site that is aesthetically appealing, functions well 

and looks beautiful on PCs and smart phones alike. 

But you’re still not getting enough patients from it. 

MARKETING, SOCIAL MEDIA & EVENTS

RITA
ZAMORA

BDS
For more about 

Ms. Zamora, see her 
full bio on page 6

ALI
HUSAYNI

For more 
about Mr. Husayni, 

see his full bio 
on page 5

LORRIE 
DELK 

WALKER
For more about 

Ms. Walker, see her 
full bio on page 6

SEO, Social Media and PR Work Together
to Get You Patients
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The first question you should ask yourself is how is your 
SEO? Is your site found when your patients search online for 
keywords related to your practice? Are you at the top of the 
search results pages, or the bottom? 

The higher your site ranks for your keywords, the more likely 
patients will click on your link and visit your site. Studies show 
more than 30 percent of searchers click on the first “organic” 
link, while only 2 percent click on the site at the bottom of the 
page. If you’re on the first page, but at the bottom, you’re losing 
most of the business. 

Most dentists are obsessed with one or two keyword phrases, 
such as cosmetic dentist in Philadelphia. If they rank high for 
that one phrase, they’re happy. If they don’t, they fire their SEO 
firm.

KNOW THIS:
There are more than 400 potential keyword phrases your 

patients may use on Google, and only a fraction of them search 
for your “main” keywords. Keywords such as porcelain veneers, 
TMJ, before/after and cost, as well as their combinations bring 
in most traffic to the top sites. How well do you rank for these 
terms? 

ANOTHER QUESTION TO ASK:
Are you only coming up in your own town and not 

surrounding areas? Although challenging, your SEO company 
could make sure your site is visible to your neighboring town 
residents, too. 

To measure your SEO campaign’s success, look at the 
increase in your site’s traffic and the number of LEADS 
GENERATED through your site. If your SEO company doesn’t 
monitor traffic and/or leads, ask them to do so. The results will 
show the campaign’s success.

On another note, as part of your SEO campaign, your 
authorship image needs to be present next to your search 
results (see image below). The authorship gives many benefits 
to dental practices including establishing content ownership, 
building trust with patients, and increasing click-through rates. 

Authorship image is directly taken from your “personal” 
Google Plus page. Next to the authorship image, Google shows 
your popularity as well. How many people have you in their 
“circles?” 

You should also encourage your patients to leave PATIENT 
REVIEWS for you on your Google Plus page for your business 
(this is a different page than your personal Google Plus page, 
although it could be managed from your personal page). These 
reviews are crucial to your business’s success. Just like your 
Facebook page, your Google Plus pages need to be active to 
increase your social media presence and popularity. Let’s see 
what Rita Zamora, our social media expert, has to teach us on 
that front. 

WHERE SOCIAL MEDIA FITS IN 
As Ali mentioned, reviews and social media have become an 

integral part of online marketing. Not to mention reviews are 
often the tipping point in helping patients decide whether your 
practice is the right fit for them. If you wonder where the best 
place to have reviews is, the answer is in a variety of places. 

My top recommendations are Facebook and Google Plus 
Business pages. Why? Even if you have an amazing website, 
patients know you are putting your best foot forward there. 
What patients look for today is social proof, and they tend to 
find that on Facebook and Google Plus. Are you in fact as good 
as you say you are on your website? A recent Pew Research study 
found 30 percent of adult U.S. women and 26 percent of men 
check their social media outlets multiple times per day. Social 
media conveniently provides the answers.

Below are three important reasons to have reviews on 
Facebook and Google Plus. Reviews provide: 

1) Social proof - this allows patients to learn what the 
public or their friends and family think of you. 

2) Word of mouth benefits - there is a ripple effect of 
visibility for your practice when people interact with you 
on social media. 

3) Google credibility - a variety of reviews on different 
platforms helps Google establish credibility for your 
practice. 

Pay particular attention to Facebook, as 
it has changed. The social network giant has 
established it will become increasingly difficult 
for business pages to be seen organically in 
newsfeeds. As crowds continue to infiltrate 
Facebook, it forces Facebook to change and that 
means your practice strategy must also change.
Here are three priorities you should focus on 
when it comes to Facebook and Google Plus 
marketing: 

1)   Invite reviews, comments and interaction 
- word of mouth in your practice will result in 
word of mouth online. 



50   

2) Network business to business - use Facebook and Google 
Plus for virtual handshakes. Like, follow and comment 
on neighboring business pages and often they will 
reciprocate. 

3) EXPLORE ADS - the days of unlimited free Facebook 
exposure are over. Maximize organic growth (word of 
mouth) and then explore ad campaigns to extend the 
reach and shelf life of your posts. 

When planned correctly, you can spend as little as $20-$30 
to gain hundreds or thousands of additional views (that means 
more exposure for your practice) with just one Facebook ad 
campaign. 

Another important consideration is that your content is 
unique. Google likes unique content and guess what, so do your 
patients. If your social media, and specifically your blog, look 
like other dentists, you may actually be hurting your Google 
credibility — not to mention losing patients’ interest.

 Use the marketing priority list above to remind your 
team where their efforts need to focus. Once your social 
media systems are in order, you can expand your presence 
on additional platforms and then invest in public relations to 
expand your visibility and enhance your online reputation. 
Lorrie Walker explains how.

HOW PR CAN ENHANCE YOUR
SEO & SOCIAL MEDIA CAMPAIGNS

Ali and Rita provided valuable tips on putting SEO power 
and social media platforms to work for your business. I’m 
bringing this full-circle by showing you how incorporating 
a public relations campaign can bring you patients, boost 
your SEO by building valuable links, and encourage more 
engagement on social media.

The days of being able to build quality, inbound links to your 
website by posting articles and press releases on distribution 
websites such as PRWeb and PRNewswire are coming to an end. 

A more effective way to build links – although it’s more difficult 
– is through EARNED MEDIA. Earned media is the term for 
coverage you don’t pay for, like you would if you ran an ad in a 
newspaper, TV or radio station. Let’s say a TV station produces 
a story about an innovative piece of equipment in your practice. 
After it airs on the nightly news, it’s likely an article and a link to 
the video will appear on that station’s website. Ask the reporter 
to include a link to your website at the end of that article so 
people can reach you if they have questions. Media websites are 
seen as high authority sites in Google’s eyes. One link from a 
media outlet’s site is considerably more valuable than hundreds 
of links from distribution sites. These links are instrumental 
in ensuring your website appears at the top of organic search 
results when people search for your unique keywords.

Let’s say the media outlet won’t provide a link at the end of 
the article. Don’t despair. You’re still getting great value out of 
the story they publish. The name of the public relations game is 
building and maintaining a favorable public image, so the more 
favorable media coverage you get, the more likely your name is 
to come to mind when potential patients search for a dentist to 
provide treatment for themselves or their children.

Once you get a newspaper or a TV station to publish a 
story about you, or a radio station to interview you, your story 
publishes one day and it’s gone the next, right? Wrong. Thanks 
to social media, it no longer has to be that way. Snag that video 
footage, copy the link to the newspaper’s website, and push that 
coverage out through your Facebook and Google Plus pages. 
Let your followers see the media attention you’re getting. We 
all love to be part of a winning team. Everyone wants to know 
their dentist is the best in town at what he/she does, and what 
better way to prove that to your patients than with media 
coverage? Your current patients will chime in with likes, +1s and 
comments. They’re also more likely to share these links with 
their friends and family members who might be in search of 
your services. 

When you have strong SEO, social media and public relations campaigns working for you,

you’re bound to see results in terms of where  your website appears in 

organic search, interaction and engagement on social media, 

and – most importantly

MORE PATIENTS.
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