
SECTION VII-EXTERNAL/INTERNAL 

MARKETING 
A practice needs a Marketing Budget; Marketing Team and a monthly/quarterly and 

annual Marketing Plan! 

The healthy number of active patients is 1500 to 2500 per dentist. 

We recommend established GPs spend 2 to 3 % of their monthly collections on 

marketing if they have at least 2000 active charts per dentist. A new upstart practice with 

less than 800 active patients should spend 5 to 6% on marketing. Marketing should be 

1/3 external and 2/3 internal. Your Practice Manager is typically the chair of the marketing 

team with one RDH, one Clinical assistant and one Admin person creating the four-

legged marketing team. These four team members develop the External/Internal 

marketing plans within the designated budget, and the owner dentist approves all 

spending after reviewing their annual plan. 

  

 Commit to your marketing goals by putting them in writing 

 Dedicate a few initial meetings with key team members to share your vision and goals & 

to obtain their input 

 Create a budget and dedicated time to implement each campaign & remember 

approximately 70% of new patients come from existing patients-budget accordingly 

 Decide who will spearhead the marketing campaign & ask for volunteers to help the 

person in charge (team involvement) 

 Select a few suggestions from the list below that resonate for you then create a plan of 

action and implement your top choices 

 Create an annual calendar of events, social media posts etc.- repeat what works & 

eliminate what doesn’t. Marketing results do not happen overnight. It sometimes takes 7 

times of seeing the name of the practice before patients act upon the marketing they 

have seen. Don't try something once and discard the idea...keep perfecting the concept 

(s) as success is not instant in marketing. 



 Reinforce your unique external marketing message, your strengths, what you offer to 

your patients, what makes you different than your competition  

 Once you get new patients in the front door what you do next to exceed patients’ 

expectations every time is imperative!  Exceed patients’ expectations, provide an 

exceptional patient experience & they will speak for you to their family, friends and co-

workers. 

 Website-always emphasize the benefits to the patient 

  Show beautiful pictures of people with beautiful teeth and a beautiful smile  

  Website-contact information must be obvious and easy to find  

 Make sure your website is up to date and interactive with a HIPAA compliant patient 

portal 

 Use social media to attract new patients 

 Collect patient reviews through your patient communication system/and on your website 

 Ask patients to write a review or a testimonial while they are in the office on your I-pad 

(set up an account with yelp, Angie's list etc.)   

  Manage your online reputation  

 Track your campaigns to determine ROI  

 First impressions are decided in 30 seconds -make sure you are creating an 

extraordinary first impression one that will exceed patient’s expectations EVERY TIME! 

Build relationships, be trustworthy, provide clinical excellence, treat people better than 

anyone else does, exceed expectations and then make sure you deliver! 

Remember where your referrals come from: 

 Happy & satisfied patients 

 Happy& fulfilled team 

 Friends/Family 

 Colleagues 

 Local organizations 

 Sales Reps 

 Your Website 

 Internet/Social Media 

 Sometimes from where you least expect them! 

Get hundreds of marketing suggestions when you purchase the DIY Digital Dental 

Consulting Program at: www.diydentalconsulting.com  

http://www.diydentalconsulting.com/

