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THE 4-STEP GUIDE TO BECOMING THE #1 GO-TO PROVIDER IN YOUR AREA



Our leadership team has over 25 years of experience in medical sales and marketing.  The
MMW team has helped hundreds of offices across the country succeed in growing their
practices, including cash services, in-office procedures, and surgeries.

It's time to work with a team that specializes in your niche!  Learn more about Medical Marketing
Whiz on our website www.medicalmarketingwhiz.com and schedule your virtual strategy meeting
by calling 888-418-8065 or email lori@medicalmarketingwhiz.com

  

Congratulations!  You have taken the first step in understanding the right way to market your practice!

Marketing a medical practice requires that you create, deliver, and educate current and prospective patients in order to
build trust and authority.  This requires a comprehensive marketing plan, not just a website or relying on word-of-
mouth.  In order to attract new, high-quality patients, you need to understand how to generate new leads and nurture
them using emails, texting, and social media.  You also need to build a strong online reputation and know how to get
your practice to the top of Google's search results.  This guide will also show you how to use education-based
marketing strategies such as events, podcasts, and webinars to educate groups of potential patients and grow your
procedure volumes.

In this E-Book, we will reveal the exact steps to marketing your practice that will help you fast track your practice
profitability and transform patients’ lives at the same time!  

I N T R O D U C T I O N

W H O  I S  M E D I C A L  M A R K E T I N G  W H I Z ?
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Medical Marketing Whiz has grown to be one of the most sought-after marketing agencies in the US providing a
proven marketing system for physicians specializing in women's health, hormones, and aesthetics. 
Our relentless commitment to our client's success is what makes us LOVE what we do!  



WHO your ideal patient is
WHERE they’re hanging out online
WHAT their challenges are

Knowing your patient avatar helps you decide what social media posts, videos, and lead magnets you should
create to attract more leads and patients
Knowing your patient avatar helps you discover which paid platforms you should run ads on — and what
targeting options you should use
Knowing your avatar will help you understand which services your patients need and which new devices you
should consider purchasing to meet those needs
Knowing your patient avatar helps you describe your offers and specials in a way that speaks to your avatar’s
problems and compels them to want to book an appointment with you
Knowing your avatar helps you get higher email open rates and better conversion rates on your emails…and can
even be used to segment-specific email marketing campaigns to different avatars

Before you can market your practice effectively, you need to understand…

Knowing how to identify your patient avatar is one of the few skills that apply to every marketing discipline.  

For example…

Any part of the marketing and sales process that “touches” the potential patient (which is pretty much EVERYTHING)
will improve when you get clear on your customer avatar.

When you get clear on the characteristics of the person who is going to become a new patient, it’s a lot easier to find
and present them with a message that moves them to action.

Example avatar:  “Lori is a college-educated, 45-year-old female. She owns her own home and has a household
income greater than $100,000. She is very health conscious and follows people like Dr. Mark Hyman, Jillian
Michaels, and she also has a Peloton bike. She is troubled by her fatigue, weight gain, and decreased libido. She has
been to her family doctor with these concerns and she was told this was a normal part of the aging process and
there’s not much that she could do about it. Lori isn’t happy with the response she got from her FP, and she thinks
she may have a hormone imbalance, so she started to Google “hormone replacement therapy”
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W H O  I S  Y O U R  I D E A L  P A T I E N T ?

https://www.digitalmarketer.com/blog/facebook-advertising-targeting-options-social/
https://www.digitalmarketer.com/blog/email-marketing-machine/


D E V E L O P I N G  A  M A R K E T I N G  B U D G E T

Most practice owners know that it takes money to make money. It is important to accept that a marketing budget is
vital to any practice. Whether you are an established practice or a rapidly expanding one, marketing is essential to
attracting more patients, retaining existing patients, increasing brand awareness, and building a powerful brand. How
much to spend on marketing activities will depend on your revenue and business goals. So regardless of the size of
your practice, marketing is well within your reach means and must be utilized to its full potential.

Marketing budgets may vary, but generally, for healthcare practices, you will want to allocate anywhere from 8
percent to 10 percent of your total revenue toward marketing activities in order to really stay competitive.  

Goal-Based Budgeting
Goal-based budgeting is more successful and effective than calculating a flat % of revenue.  It is critical to define
your business’s long-term goals and break them down into short-term goals that are quantifiable. These goals will be
the main elements of your medical marketing plan.

For instance, say you want to increase profits by $100,000 this year. In order to achieve this goal, you need to attract
300 new patients by the end of the year (or 25 per month). How much marketing and advertising will it take to secure
these new patients?

Think of what strategies could help you reach out to them.  Will it be through listening to podcasts or webinars? Could
social media marketing help? If yes, do you know enough to attempt it yourself, or will you need to hire an agency to
do it for you? In order to establish and achieve your goals, it helps to look at what your competitors are doing. This
will give you an idea of how other practices are structuring their marketing spend around their goals.

Competitors’ marketing spend
Consider the budget of your competitors and the strategies they are implementing for achieving their marketing
goals. A marketing budget can also be calculated depending on the platform used for marketing your practice, such
as social networks, email marketing, paid ads, and SEO tactics.
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When potential patients hear about you, they are going to do their research on your office before they call.    Imagine
if someone sees some of your marketing on social media and decides to look you up online.  If she goes to Google
and sees that you only have a few patient reviews, or worse yet if your reviews are less than a 4.0-star average, do
you think she would actually call for an appointment?  NO WAY!

Do you have a 4.0 Star Rating or higher on Google?
Do you have at least 50 reviews on Google?
Are your reviews recent?
Are you getting new reviews every week?
Do you have fewer reviews than your competitors?

Maintaining an excellent online reputation is critical for your practice’s
success, particularly when it comes to marketing ROI.

We all solicit opinions from other individual’s experiences before we
make a purchase. This is especially true for prospective patients.
Reviews help promote trust, increase patient retention, and are more
likely to convert prospective clients.

72% of unhappy patients who post negative feedback on Google do
so as a result of a non-primary factor, such as billing or a supporting
staff member experience. Only 28% of negative reviews are actually
related to the physician and patient experience. By being proactive
about your interactions with patients, you can keep your reviews
under your control.

You must have a process for getting new patient reviews on an
ongoing basis.  

Online Reputation checklist:

S T A R T  Y O U R  M A R K E T I N G  H E R E  F I R S T !
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S O C I A L  M E D I A  M A R K E T I N G  T I P S  F O R  D O C T O R S
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Women post four times as much on Facebook and Instagram as men. For women's health, integrative medicine, &
aesthetics practices, this means that your target audience is extremely active on these social media platforms. At the
very least, you need to have a Facebook business page as well as an Instagram business profile for your practice.

Benefits of Social Media Business Pages for Healthcare Practitioners
Remember your Facebook, Instagram, and other social media pages for your practice are different from your
personal profile pages. A business page on social media enables you to post educational content, videos, health tips,
and information about your office. Business pages also enable you to restrict unwanted comments or content on your
page. And, business pages also offer the advantage of having a "recommendation" feature. 

Social Media is also where patients can get to know your medical practice "behind the scenes" - to understand your
brand, your array of services, and your areas of expertise. This is especially important when your patients on social
media recommend you.  

Your social media business pages should be consistent with your branding and your website - listing all the services
you offer and posting regular content to engage your patients and grow your following. The mix of content should
include both educational and personal posts - and not focus exclusively on selling or posting specials! Social media
is not about "selling" and it's not about stock photos. 

Social media gives your followers a peek inside of your practice so they get to know you and what you specialize in
and the results they can expect from your office. The general rule of thumb for social media posts is: 80%
valuable/educational/personal content; and only 20% or less on promotion or specials.

Posting frequently to your page will help to increase interaction and drive more traffic to your medical practice's
Facebook page. Do you want an easy way to create fun, personal posts? Check out our website for our free social
media engagement signs download!  



1. Create Facebook & Instagram business pages for your practice. Use a good panoramic photo, usually of your staff
or office space.

2. Invite your friends to follow your pages and ask your staff to do the same. You need to click the "Invite Friends to
Like the Page" and select friends in your area.  Share your content to your personal profiles.

3. Get your staff involved!  Each staff member should be expected to follow the social media pages and participate in
the success of your social media, which includes promoting the page and participating in the behind-the-scenes
posts. Ask your staff to share at least one post per week on their personal social media channels.  

4. Make it someone’s job (or hire a marketing agency) - not the doctor or your college-age kid - to check Facebook &
Instagram daily and respond to any comments or direct messages. This person should also be responsible for
consistently coming up with new, engaging content. 

5. Post regularly, ideally at least a few times a week. You can pre-schedule your posts! Your content should include
photos and videos of the doctor or staff, inspirational quotes, educational posts, testimonials, before & after photos,
and other things that will be engaging for your audience.

6. Follow other doctors' social media pages and other local businesses.  Engage with their posts by commenting on
their content a few times per week.  If you expect people to engage with your content, you also need to engage with
other people's content!

7. Try some promotions or contests to get people to like your pages.  

8. Learn the basics of social media marketing for doctors with our Social Media 101 Training and Instagram 101
Training.  (available on the www.medicalmarketingwhiz.com website under Social Media Marketing). 
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S T E P S  T O  S U C C E S S  W I T H  S O C I A L  M E D I A

Copyright 2023 - Medical Marketing Whiz LLC

https://www.medicalmarketingwhiz.com/social-media-marketing/
https://info.medicalmarketingwhiz.com/social-media-101
https://info.medicalmarketingwhiz.com/instagram-training-doctors
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L E A D  N U R T U R I N G  W I T H  E M A I L  M A R K E T I N G
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If you are focusing all of your marketing budget on search engine optimization (SEO), Google Ads, and Facebook Ads to a cold
audience, you are missing the boat.  The low-hanging fruit is already in your practice.  Once your Google My Business listing,
online reputation, and social media profiles are set up, you should focus your efforts on marketing to your current
patients/clients first.  Then, continue to build your list and nurture them!

Many relationships now start on social media where they learn about your practice. The problem is that you may not have the
contact information for all of your social media followers, and you never know if and when your social media pages could be
shut down. Therefore, you want to lure them over to email to carry on building that relationship.

Allow your email contacts to get to know, like, and trust you, and over time, you’ll reap the rewards. You'll find yourself with
more followers that turn into patients. Meaning for you repeat visits, referrals, and long-time loyalty.

Email marketing is one of the most cost-effective ways to connect with prospective and current patients. Doctors have the #2
open rate for email marketing (just behind religious organizations). In fact, patients love to hear from their doctors!

Monthly email newsletter
Text messaging
Lead-generating email campaigns
Sales Funnels
Webinars
Podcasts
Events

Ways doctors can nurture leads:

" P r a c t i c e s  t h a t  e x c e l  a t  l e a d  n u r t u r i n g  g e n e r a t e  5 0 %  m o r e
s a l e s - r e a d y  l e a d s  a t  a  3 3 %  l o w e r  c o s t ! "

Mailchimp
Constant Contact
Hubspot
Active Campaign
GoHighLevel

Popular Email Marketing Tools:

https://www.dropbox.com/s/mpydlvxeregoqie/SAMPLEVag_Rej_Patient_Intake_Form.pdf?dl=0
https://www.dropbox.com/s/mpydlvxeregoqie/SAMPLEVag_Rej_Patient_Intake_Form.pdf?dl=0
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R E A C H  M O R E  P A T I E N T S  W I T H  W E B I N A R S

No food orders, leftovers, or caterers!
No need to staff extra hours for an event.
An easy way for new prospects to meet you without stepping out of their comfort zone.
Can be done from the comfort of your home and watched from the comfort of theirs!
Patients can watch any time that is convenient for them (evergreen webinars).

Webinars have been a game-changer for healthcare providers because they allow patients to learn about their
treatment options in the privacy of their own homes.

Webinar Benefits:

Doing a webinar is more than recording a video and posting it on Youtube.  In order to generate leads, your webinar
needs to have a registration page, a broadcast room page, and a replay page.  This way, you have a list of patients
who have watched the webinar and your office can follow up with them to book a consultation (easy with
automation!).  

A webinar can be done live or it can be an “evergreen” webinar which is a pre-recorded webinar that allows patients
to watch it at a time that’s convenient for them.  Either way, webinars are a very effective way to reach current and
prospective patients and educate them on their treatment options and position YOU as the go-to provider.

Pick an engaging theme that is broad enough to attract new patients
Slide deck for presentation or script for interview-style video
Pre-record the webinar using Zoom.  Add in animation or voice-over for demonstrations. 
Create a landing page to register webinar attendees 
Upload the webinar video as a "Facebook Premiere" video
Create a landing page with the video embedded and a button to schedule a consultation 
Schedule a webinar reminder email to go out to all registrants and include a link to the Facebook page and also
the webinar broadcast landing page
After the webinar, send out a replay to everyone with a link to schedule their appointment
Follow up with all leads within 24 hours via phone

Webinar Checklist:





It's time TAKE ACTION and talk to the team that specializes in this niche!  Schedule a free marketing call where we
will do a marketing analysis of your practice and you’ll walk away with some actionable steps and you’ll be excited
about your potential with marketing.

Learn more about Medical Marketing Whiz on our website www.medicalmarketingwhiz.com and schedule your
strategy session by calling 888-418-8065 or email lori@medicalmarketingwhiz.com

  

I F  Y O U  A N S W E R  Y E S  T O  A N Y  O F  T H E S E ,  T H E N  W E  N E E D  T O
T A L K !

Increasing operating expenses, declining reimbursement

Tried marketing in the past that didn’t work 

Paralyzed by all the complicated marketing methods

Overworked staff with little marketing experience

Feel anxious seeing your competitor’s marketing 

Too many cooks in the kitchen, no unified strategy
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