
Dental
Marketing
Scroll Further



Finding new patients is a constant challenge for
many dentists. In today's digital age, a robust online
strategy, including Google Ads, Meta Ads, and a
well-designed landing page, is essential for
attracting the right patients and converting clicks
into appointments. This eGuide provides a
comprehensive breakdown of these powerful tools,
specifically tailored for dentists.



The Power of Google Ads
Google Ads connects your practice directly with the people already
searching for dental services in your area. Here's how to make it work for
you:

Capture Local Searches: Target keywords like "dentist near me" and
"dentist in [your city]" to ensure your practice appears at the top of
search results when potential patients in your area are looking for a
dentist.
Speak Their Language: In areas with large non-English speaking
populations, consider multilingual campaigns. Target keywords and
create ad copy in the languages spoken by your local communities
(e.g., Spanish in the US, French in Canada). Remember, accurate
translation and cultural sensitivity are crucial. Having staff fluent in
these languages builds trust and improves communication.
Address Urgent Needs: Target keywords like "emergency dentist" to be
the first resource for people experiencing dental emergencies.
Location: Link your Google Ads to your Google My Business profile for
easy access to your contact info and directions.
Bonus Tip: Consider testing Microsoft Ads as an additional channel to
reach potential patients.



Engaging with Meta Ads

Meta Ads (formerly Facebook Ads) allows you to target your
ideal patients based on demographics, interests, and
location. Here's how to maximize its potential:

Calls & Leads: Design meta campaigns to generate
phone calls and leads for specific procedures, such as
dental implants or root canals.
Make appealing offers: To attract potential patients,
offer promotions like free consultations, new patient
specials, and teeth whitening.
Showcase Your Expertise: Use high-quality images and
videos to showcase before-and-after photos, patient
testimonials, insurance information, and even video tours
of your clinic.



Your landing page is the final step in converting clicks to
appointments. Optimize it with these tips:

Know Your Competition: Research other dental practices in
your area and offer something unique to stand out, like
extended or weekend hours.
Highlight Your Team: Build trust by showcasing your
dentists' and staff's credentials, education, and
specializations on your landing page.
Shine with Reviews: Proudly display positive reviews and
high Google Maps ratings to establish credibility.
Mobile-Friendly Matters: Ensure your landing page is
optimized for mobile devices for a seamless user experience.
Quick tip for Canadian dentistry: Clearly highlight direct
billing to insurance on your landing page if applicable.

Landing Page Experience



Call Tracking: Implement a call tracking solution
(CallRail, CallHippo, RingEx, or others) to gain
insights into why potential patients may not be
converting. Use this data to improve your front-
end communication.
Patient Communication Platforms: Consider
tools like NexHealth or Kareo to streamline
appointment scheduling, provide automated
reminders, and enhance the overall patient
experience.

Additional Tips



This eGuide has equipped you with the knowledge
to leverage Google Ads, Meta Ads, and optimized
landing pages to attract a steady stream of new
patients. Remember, it's about creating a
compelling online presence that speaks to your
target audience.

Key Takeaways



Contact Us

hello@wurrent.com

Park Blvd, Palo Alto,
CA 94306,

United States

www.wurrent.com

https://maps.app.goo.gl/87YHaBXV2318iq916
https://maps.app.goo.gl/87YHaBXV2318iq916
https://maps.app.goo.gl/87YHaBXV2318iq916


wurrent.com
Visit Our Website

Thank You
F o r  Y o u r  A t t e n t i o n


