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CREATING YOUR YEARLONG 
MARKETING CALENDAR 

DON'T LET ANOTHER YEAR GO BY WITHOUT A 
PLAN FOR SUCCESS
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A PLAN TO SUCCEED
It All Starts With
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2018 IS ALL ABOUT 
DIFFERENTIATION
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• Before the first ad is placed

• Before the the first contest is 
over

• YOU NEED A PLAN

• JCO Journal re: Practice 
Promotion Plan

• practice increased by 20 plus 
cases for those using a plan

• less than a third of 
orthodontic practices have a 
plan in place

Start From The Beginning…
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CREATING AN 
UNFORGETTABLE  

ORTHODONTIC 
EXPERIENCE

• If you build it they will come (not in all cases… you have to tell 
them about it too)

• Your patients deserve the best doctor, the best outcome and the 
best experience.

• 2018 is about Differentiation and Customer Service.
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WHO ARE YOU. 
WHO ARE YOUR PATIENTS. 

WHY YOU?
• These are the first questions we ask.

• How old is the practice

• What percentage of kids vs adults

• What do you have on the books already

• What has worked in the past and how can we 
keep that and embellish on it
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ANSWERS REVEAL A LOT
• New Practice - lots of external ads

• Established Practice - more internal, referral 
and some external ads

• Mostly kids - More online ads, community 
interaction, social ads and referrals from 
friends/docs. Big images, less content.

• Mostly Adults - More invisalign ads, online ads, 
social media ads, ask for referrals, more 
shoppers.
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Types Of Marketing For 
Orthodontists

Internal Marketing

Marketing to your existing patient base

External Marketing
Marketing to new potential patients in your area

Referral Marketing
Marketing to GP’s and other professional referrers
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Your Plan

• Use a calendar

• Use Excel

• Try online - MarketingMate

• Any way you do it, just make it 
work for you and your team
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INTERNAL MARKETING 
Marketing To Your Current Patients
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Internal Strategies
• Create a consistent brand for your office

• Train staff on marketing (everyone needs it)

• TC Training (sales and conversions)

• Talk about phone inquiries

• Handling chat inquiries

• Track. Track, Track

• Ask for referrals (Hard to do, big payoff)

• Consistent contact with all patients (especially consults not started) with 
contests, newsletters (emailed), community involvement, etc

• Add interest with posters, video, before and after books, powerpoint and more
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Train TC And Front Office Staff
• Train everyone on your brand

• Train all to answer and convert inquiry calls (seems simple, its the first 
contact people have)

• Make sure you track every new patient call

• Train for higher conversions with sales training for TCs

• Chat handling is new and if you do it internally, know how

• Follow up consistently (we are all busy)

mailto:bleach@practiceretriever.com


Beth Leach    bleach@practiceretriever.com

Start Your plan
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Start With The Easy Stuff
•Contests games and fun to the 
practice

•6 games/contests per year - integrate 
facebook, instagram, website, snap 
chat & other social as possible

•1 patient party

•Rewards for Hygiene, Brackets intact 
and more

•Wooden Nickels/Brace Bucks/Online 
services
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Care To Share Program
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Ask For Referrals And 
Reviews Daily

• Ask happy patients

• Ask those who are finished/starting

• Ask those who express joy at their 
treatment
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• NO longer just the 
phone 

• Now… reviews online 
are the first place 
people look

#1 FIRST 
IMPRESSIONS 

HAVE 
CHANGED
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REPUTATION EFFECT
“People will forget what you said, they'll 

forget what you did, but they'll never forget 

how you made them feel.” - Maya Angelou 

Satisfied patients are not motivated enough to share 
their stories

Unsatisfied patients are 7 times more willing to share 
their experience.
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The Social Connection

• A One way conversation

• A sales tool

• A place to push corporate marketing

Social Media is…
• A place to share and create contagious multi media content 

that engages prospects and patients

• A place to create community and share experiences.

• A place to build your “tribe”

Social media isn’t…
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INCREASING 
SOCIAL  

INTERACTIONS 
AND FANS

Create and update all social media 
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Social Media Is Personal
• Living extension of your practice

• More than just debond photos

• Dont post canned reviews

• Make your content, Your Content by personalizing links, images

• Connect with patients 

• Connect with the community

• Post your practice photos regularly

• Celebrate achievements and connections
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External Marketing 
advertising to your community
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Advertising Your Practice
Print  advertising  
 Pretty dead - newspaper, magazines

Direct mail  
 Close to dead - Postcards, coupons, flyers

Billboards & signage

Web

Radio and tv

Average ROI for external advertising is 3:1
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• Internet as information source

• Internet is the entertainment/social networking source

• YouTube
• Facebook
• Instagram
• Pinterest
• Linked in

• TV networks & radio stations

• Consumer behavior on the web is different

• If you put it up there - they’ll watch it

• Online patient testimonial & professional referrals

Web Is The Mega Media
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Keys To A Strong Web Presence
•If your site is over 2 years old, its out of date
•Tell people what they want to know on the front page

•Why you
•Financing
•Speed of treatment
•How you keep patients pain levels lower
•Use great practice photos throughout

•Add a chat or text feature (from your office or a   
reputable company)
•Add testimonials and linked reviews
•Offer a way for people to upload images and get a 
consult online
•Update all social daily
•Update your site weekly
•Keep people focused - blog at least 2x a month
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Google Pay Per Click
• Must have existing well designed web site

• Conversion piece on the site (click here to 
schedule)

• Reviews on your site help

• Spent $500-2500 per month

• Available in google, google maps, affiliated sites

• Remarketing

mailto:bleach@practiceretriever.com


Beth Leach    bleach@practiceretriever.com

mailto:bleach@practiceretriever.com


Beth Leach    bleach@practiceretriever.com

Social Pay Per Click
• Must have existing well designed 

web site

• Conversion piece on the site (click 
here to schedule)

• Facebook and Instagram perform 
best

• Spent $500-1000 per month

• Available on side, in feed and more.

• Snap chat is fun, no real ROI
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Professional Referral 
Marketing

mailto:bleach@practiceretriever.com


Beth Leach    bleach@practiceretriever.com

Most Important Referral Tools
• Practice Rep - not just the muffin lady

• Staff to staff relations

• Parties and gifting

• Dental ed

• Lunch and learns
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Practice Rep Success
• Practice rep (TC) to visit 6-8 office per week (visiting all prospects in 8 weeks) 

then begin again

• Ongoing monthly training and reporting 

• One hour monthly meeting to discuss results, new ideas, challenges

• Expenditure $3200- 6400 / year
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Take Aways
• Create a marketing plan for success

• Train your TC and staff to get the most out of every patient 
interaction

• Use layered marketing to get the best results (internal, external, 
referral)

• Manage your practice presence online 

• Build and maintain a professional referral network
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Thanks for listening:) 

Beth Leach 
800-810-0553 
bleach@practiceretriever.com
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