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Internet Marketing 
Q.  Why should you commit your marketing dollars to the Internet? 

A.  The Internet is the biggest marketing channel in the world. 

From 2013 to  2016  --  In 3 years numbers went from the millions to the billions 

 7.4 Billion Worldwide Population 
 3.4 Billion Internet Users 
 2.3 Billion Social Media Users  
 3.8 Billion Unique Mobile Users 
 2.0 Billion Active Mobile Social Media Users 
 1.7 Billion Active Facebook Users (20+ minutes per user daily). 
 8.0 Billion Videos Viewed on Facebook Daily 
 Still more iPhones are sold per minute than babies born per minute worldwide. 

 

 



 

Where to spend your marketing dollar? 

Internet Marketing vs. Conventional Marketing 

 

 Conventional 

Marketing: 
Yellow Pages 

Direct Mail / Post cards 

Newspaper Advertising 

Flyer & Inserts 

Magazines 

Broadcast (TV & Radio) 

1-800 Dentist 

Billboards 

 Internet Marketing: 
Website 

SEO 

Google Ad-Words 

Google Re-marketing 

Social Media Marketing 

Google Advertising 

Facebook Advertising 

Reviews (Yelp, Google  & 

Facebook) 

Linked-in 

 

 

If you want to be 

found you need to 

advertise where the 

public is at - the 

Internet! 

 
 



 

 

How to find your place on the Internet. 

Even if you ignore the Internet the public can find your contact information if they know your name. 

How? Simply by the fact that you have a dental license you may be listed on various free sites such as: 

Health Grades   -   Vitals   -  Find a dentist (ADA, CDA & SDDS) 

The three major Search Engines are Google, Yahoo and Bing 

Google is the most popular.  Some survey companies have Google share of search engine access 
as low as 65%-68%.  There is no single true source for statistical reporting as to market share 
for search engines; however, the majority of  industry recognized analytic reports place Google 
at 88% to 90% of all searches, which is what I believe to more accurate.  Bing has slightly less 
with 8% and Yahoo has about 2% which leave less than 1% to 2% for the hundreds of other 
search engine companies. 

 

 
90%  GOOGLE  

 

 
  8%  BING 

 

 
  2%  YAHOO 

Google is the driving force and everyone else follows. 

 
 
Mobile devices (smart-phones and tables) have 
become a driving force of the Internet. 

 
In 2014  -- 12% of all Internet access came from mobile devices. 
In 2015  -- 35% of all Internet access came from mobile devices. 
In 2016  -- 60% of all Internet access came from mobile devices. 
Estimated 2017  to be 80%+ of all Internet access came from mobile 
devices. 

 

 

 



 

It all begins with words typed into a search box. 

Keyword research is one of the most important, valuable, and high return activities in the search 
marketing field. Ranking for the right keywords can make or break your website. By researching your 
market's keyword demand, you can not only learn which terms and phrases to target with SEO, but also 
learn more about your customers as a whole. 

It's not always about getting visitors to your site, but about getting the right kind of visitors. The 
usefulness of this intelligence cannot be overstated; with keyword research you can predict shifts in 
demand, respond to changing market conditions, and produce the products, services, and content that 
web searchers are actively seeking. In the history of marketing, there has never been such a low barrier 
to entry in understanding the motivations of consumers in virtually any niche. 

 

The 7 Major Google Website 

Algorithms 

The hare hundreds if not thousands of algorithms 

that contribute to a website page ranking; 

however, the tops even (in no particular order) 

are: 
 

1. Server and Page speed (loading and responsive) 
2. Number of Hits (Popularity) 
3. Time-on-site  
4. Content (does it answer the searchers inquiry) 
5. Responsive (mobile friendly) 
6. Longevity (length of time the site has been on the Internet) 
7. Navigation (User friendly) 



 

HOW TO ATTRACT NEW PATIENTS 
THROUGH INTERNET MARKETING? 

 
Internet marketing isn't just an effective well ranked 
website, which is still very important, but a complete 
presence on the Internet; e.g. social media marketing, 
reputation management and Facebook and Google 
Advertising.  It's the combination of all sources that 
creates an effective new patient marketing channel. 

The formula for successful Internet Marketing: 

 

Work with a company who has experience in integrating the formula. 

 A correctly developed responsive website 

 SEO  

 Page 1 search listings (Organic, Ad-words & Google Maps) 

 Social media accounts & marketing 

 Facebook Advertising (offer & budget) 

 Google Advertising (offer & budget) 

 Telephone recording of inbound Ad calls 

 Reputation Management (good reviews) 

 Accurate online profile 

 Have a monthly marketing budget 

 Monthly Reports 

 



 

 

TEST YOUR CURRENT WEBSITE 

 

You need a website that Google likes and the Public will respond to. 

Question:    DO YOU NEED A NEW WEBSITE? 

CONDUCT YOUR OWN SURVEY ON YOUR OWN WEBSITE 

1.  Check for a major algorithm "Page Speed"   

https://developers.google.com/speed/pagespeed/insights/ 

Type in the domain name (without the www.)  and click analyze  

Mobile and Desktop both should rate above 90 out of 100 or above. 

 

2.  Search Page Rankings; from the browser type in the clients/prospects city name+ (dentist, cosmetic 

dentist, dental implant s, etc.); scroll until found or at least through the first five pages. 

3.  Check Google Maps to see if your website or your name is listed on Google Maps. 

4.  Check the website to see if it responsive and mobile friendly.  Example: look at 

www.drhayattdmd.com on a desktop computer and then look at it on your smart phone.    

Google penalizes old technology site, out-of-date content, slow page speed algorithms and non-

responsive websites.   

5.  Conduct a "search term" search on Google.  The most often searched dental terms by the public in 

your area are ranked very low and not easily found. 

 

Search example: 
Sacramento dentist - Pg.9,  

Sacramento cosmetic dentist - Pg-10+, 

Sacramento dental implants - Pg.6, 

Sacramento invisalign - Pg.6;  

Sacramento crown dentist - Pg.10 

 

 



 

 

Contributing reasons why your website may not be found 

in a Google search: 

1.  Your website is very dated both technically and  in its content.   

2.  Google now requires a responsive website for mobile. 

3.  Your website page speed performance algorithm penalizes your page ranking.   

4.  Your site Google Map is not claimed or there is an issue from a former claim.   

5.  You are not involved in any form of Internet advertising to drive traffic. 

_____________________________________________________________________________________ 

 

HOW DO YOU DEVELOP A CORRECT WEBSITE? 

 Build it to today's Google's criteria 

 attractive in appearance 

 quick load time 

 strip out all unnecessary code 

 easy to navigate within the site 

 easy to find content that answers what the searcher was seeking 

 don't be too long with your text 

 include images, animation and movies 

 include info on yourself and team 

 include testimonials 

 Keep contact info static on every page 

 Include hours and insurance accepted 

 include social media links (especially Facebook and LinkedIn) 

 include an offer (a hook) for the visitor to respond to 

 



 

 

 

Search Engine Optimization 

                    SEO 
 

Find  someone who understands the entire spectrum of SEO.   

Properly developed website: 

- attractive & easy  to navigate 

- responsive to be mobile friendly 

- optimized content 

- images, animation & videos to increase Time-on-site 

- popular dental related sites back-links 

- strip our all excess backend code to increase load time 

- website to reside on a powerful server 

 

Find someone who know Google. 

There is no published criteria on how to develop the perfect website.  If there were such a criteria it 

would be out of date the day it was published.  Google makes over 500 algorithm changes a year.   

 

Page Ranking 
There are three areas to be found: 

Organic listed website, Google Ad-Words pay-per-click listing, and on Google Maps.   

 

GOOGLE  BUSINESS MANAGER (also referred to as Google Maps) 

To Claim Google Maps you must first register with Google Business Manager. Once you are registered 

with Google Business Manager and have created a profile from which you may claim your Google Map.  

There is a process to claim a Map for individual search terms.  Be careful not to duplicate a claim.  If you 

already have a Map linked to an old website you must take delete it before upgrading to a new website.  

Your webmaster should review and orchestrate the correct action. 



 

Issues with large hosting services; e.g. GoDaddy, Network 

Soulations, etc. 

 A shared large server database.  Server speed reacts to pikes and valley's.   

 Customer Service - phone tree, never talk to the same person twice, they solicit, no 

back-up, no archieve of assets, limited email service, etc. 

 

Website Hosting Services Should Include: 

- Website Hosting with server speed conducive to SEO  

- Domain service (research-purchase-renewal-protection-transfer) 

- Client should always own their domain name(s) 

- Unlimited practice custom email accounts (w/domain extension) 

- Automatic website back-up  & assets archieved 

- Technical Internet management and service  

- Site submission to Google, Yahoo & Bing search engines 

- Tablet & Smart phone compatible  

- Website video integration 

- Procedure images, animation and/or videos 

- Language translator (into 50 languages) 

- 24/7 Emergency live contact person 

- Monthly website performance report 

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

  

Social Media  

  Marketing  

There are hundreds of social media outlets.  

The most often reviewed within the dental 

community are: 

 

 Facebook   

 Facebook Boosts  

 Facebook Adverting 

 Facebook Local Awareness  

 Facebook Pixels  

 Google Plus  

 YouTube  

 Linked-in  

 Blogs  

 Twitter  

 Instagram  

 

     

 

    

 

 



 

 

   FACEBOOK ADVERTISING 

Ad Profile: 

When someone signs-up for a Facebook account they must complete a User Profile which includes 

gender (male/female), birthday (age), address, own or rent, children (ages), household income, 

employment as well as a dozen other questions... some of which are optional. 

When an Ad is create you set-up a geographic circumference around your office either in mileage or by 

zip codes.  You can set specific targets. As example if the Ad were for Invisalign your targets may be : 

10 miles from your office 

male and female 

age 15-55 years old 

household income of $80,000+ 

 

GOOGLE ADVERTISING 

Google offers two marketing channels in addition to Ad-word: 

 1) display Ads and  

2)  re-marketing Ads also known as follow Ads. 

Display Advertising requires the creation as many as 12 Ad sizes to fit the available Ad space that 

appears within a search.  An Ad is linked to a search term.  As example if someone were to search for 

dental implants within your area a dental implant Ad will appear somewhere on page-1.  Each time an 

Ad is clicked on you pay a pay-per-click fee. 

A Google Remarketing Ad is one that follows a former visitor to you site  to future websites that he/she 

may visit.  Example:  Someone visits your website and reviews the dental implant section.  Google places 

a cookie on the visitors email to connect your implant Ad to appear on every other website he/she may 

visit.  Example: You visit a Home Depot website and look at a lamp.  Google places a cookie on your 

email.  The next site you may search for or visit is an automotive website.  Your Google Implant Ad 

appears on the site.  This continues until the original visitor clicks on the Ad for more information or for 

a 30 day period, whichever comes first.  Each time an Ad is clicked on you pay a pay-per-click fee. 

 



 

 

Telephone inbound marketing calls tracking, recording & 

analytics. 

Know where you should spend your money from what marketing source. 

Know the results: 

1. How many prospect calls came from which marketing source; e.g. website, Facebook Ad, 

Google Ads, direct mail, newspaper, etc.? 

2. How were the calls handled by your receptionist? 

3. How many actual appointments were set from which marketing source. 

Video:  https://www.youtube.com/watch?v=ywBtDlMmqFU 

 

 

Reputation Management 
The top three to pay attention to: 

 

 

Yelp Reviews 

 

 

Google Reviews 

 

 

Facebook Reviews 

 

Video: https://www.infostarproductions.com/internet_marketing/reputation_management/ 

 

 

 



 

 

Have an Accurate Online Profile 

Because you have a dental license your basic information is likely to listed in numerous databases and 
appear on line in any number of ways.  Often for whatever reason there are errors in your profile.  If you 
recently sold or purchased a practice there will be residual outdated information throughout the 
Internet that needs to be corrected or scrubbed. 

You are probably listed in a minimum of: 
 SDDS.org 
CDA.org 
ADA.org 
HealthGrades.com 
Ratemds.com 
doctor-oogle.com 
dentalinsurance.com 
Healthtap.com 
Zoominfo.com 
AmericanSmiles.com 
Vitals.com 
Google Review 
Yelp Reviews 

You should have your picture, address and contact info (email, telephone & website) on every profile. 

 

 

 

 

 

 



 

 

STRONG MONTHLY MARKETING BUDGET 

Your monthly marketing budget should never be less that 10% of your monthly revenue.  

* Survey of approximately 600 accounts  (6-months or more in service) 

 

NON RESPONSIVE  WEBSITES                         Monthly Average 

_________________________________________________ 

Hosting only     137   

Hosting & Social Media    168   

Hosting & SEO     186   

Hosting, Social Media & SEO   219   

 

RESPONSIVE  WEBSITES                                 Monthly Average 

__________________________________________________ 

Hosting only     229   

Hosting & Social Media    245    

Hosting & SEO     277   

Hosting, Social Media & SEO   358   

 

Hosting, Social Media & SEO     

Facebook & Google Advertising                        1,247   

Includes a $400/mo. marketing budget 

Hosting, Social Media & SEO   

Facebook & Google Advertising               2,500-3,500   

Includes a $700/mo. marketing budget 

Hosting, Social Media & SEO   

Facebook & Google Advertising               5,000-8,500   

Includes a $1,500/mo. marketing budget 

 



 

 

What should your Internet Marketing  

Monthly Report Included? 

 
Hits to your website 

Where the hits came from 

From what marketing source 

Time-on-site 

Number of pages reviewed 

From which Internet access (desktop, tablet or mobile) 

Which website pages were most popular 

Search term page rankings 

Facebook Activity & Number of LIKES 

Facebook Advertising Results 

Facebook Ad copy & image 

Google Advertising Results 

Google Ad copy & image 

Number of Phone calls from which marketing source 

Number of Email Appointment requests from website 

Number of contact pages reviewed 

Number of contacts from Special Promotions on website 

Number of contact calls direct from Google mobile 

ROI calculation 

 

 

 

 

 

 

 



 

 

Report Example 

 
 



 

 

REVIEW: 
 

Find a full service experienced company that can do everything for you. 

Have a strong marketing budget. 

Have something to offer. 

Be flexible. 

Stay with it. 

 

It takes a lot to navigate a successful Internet Marketing Campaign. 

 


