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Social Media

for your  Technology needs

Facebook, like all social media, is an ever-changing game. 
If you have not been paying attention to recent changes, 
you may have missed some important opportunities in 

the past few months. Your practice’s Facebook 
presence could be due for an update. 

Here are seven steps to take on Facebook 
to maximize the impact of your social media 
endeavors: 
1. Add a call to action to your cover photo. 
Facebook just started allowing this. You can 
complete your practice’s profile with a re-
minder to call today for an appointment or 

consultation. You should also put a working link in the 
cover photo description. By adding the link, you make 
it easy for viewers to click straight to your practice’s 
website and access a contact form. This is a great way 
to track ROI.

2. Search on Facebook for the query, “Favorite interests of 
people who like [name of your practice].” This gives you 
more information about what your viewer base likes. 
You can also search for “Pages liked by people who like 
[name of your practice].” If a major influencer likes 
your page, you can find out what other things they like 
by searching for “Pages liked by [name of influencer].” 
This can give you a good idea of what other types of 
content your fans want to see, and you can tailor posts 
accordingly. 

3. Cross reference data. If your practice’s website has a 
blog, and you promote your blog posts on Facebook, 
you can use Facebook analytics plus Google analytics 
to see if the time of day you post has a measurable ef-
fect on traffic driven from Facebook to your website. 
You can use this information to time future posts for 
the highest possible response.

4. Use hash tags appropriately. Don’t pepper every Face-
book update with hash tags, but judiciously add them 
when needed for extra punch. Seasonal hash tags 
such as #BackToSchool can aid with a late summer 
promotion, or #TeethWhitening in advance of holiday 
picture-taking. Alternately, target more specific terms 
such as #RootCanal or #ScaredOfTheDentist? to share 

information about your practice’s solutions for ner-
vous patients. 

5. Avoid overly long updates. If you exceed 70 words, stop 
and ask yourself what your message is. Chances are you 
have strayed off topic. Keep every post concise and check 
to see if it gives your fans value. Then add a short call 
to action and hit “post.” If you feel the need for the occa-
sional longer post, make it a once or twice monthly event.

6. Engage fans with “caption this photo” posts and en-
courage others to post to your page (make sure you 
are monitoring daily if you leave your page open for 
posting). You can also create surveys, polls, “fill in the 
blank” posts, and “Has this ever happened to you?” 
questions to encourage fan interaction. You can also 
use fan-generated content as prime posting material – 
pictures of smiling patients’ post-braces treatment or 
images of grinning team members at a local charity 5K 
event can make an impact.

7. Focus on what works for your practice. No matter how 
many guides to successful Facebook management you 
read and how many tips you absorb, only your observa-
tions will lead you to the ultimate right combination 
for your practice. Pay attention to what works on a day-
to-day basis, and then do more of that. It does not mat-
ter if a hundred other practices do it differently. What 
matters is how you manage to relate to your own exist-
ing and potential customer base.

Keeping up to date with Facebook dos and don’ts is just 
as important to your marketing efforts as keeping up to 
date with techniques and technology is to your in-office 
services. If you ensure your practice is at the top of its 
game in both cases, you are much more likely to experi-
ence success. 

Kristie NatioN is the founder and CEO of myDentalCMO, a 
marketing consulting firm that provides strategic marketing 
“treatment plans” exclusively for dental practices. The firm 
was founded with a mission to prevent dentists from wasting 
countless dollars marketing their practices ineffectively. She can 
be reached at kristie@mydentalcmo.com or (888) 557-6443.

B Y  K r i s t i e  N at i o N

go To  
www.dentaleconomics.com 
for more articles like this.


