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What This Guide
Was Created For, & 

First off, I want to express 

how excited I am that you 

are diving into these online 

pillars of success. I truly hope 

that it helps to increase your 

healthcare practice in the 

same way it’s done for me and 

many of my digital marketing 

clients. 

WHO
DESIGNED IT

Introduction



Amit Sharda
CEO and Founder

of Innate Marketing

My name is Amit Sharda, and I’m a chiropractor 
by trade, and also the CEO and Founder of Innate 
Marketing. I first started my practice about two 
decades ago, and initially, I followed all the typical 
marketing initiatives most practices do. With that said, 
when I first started, it was an incredibly stressful time. 
Not only had I accumulated debt from my schooling 
years but building my first practice sank me deeper 
into financial woes. It was challenging to constantly 
follow up on new leads, as well as focus on existing 
clients.

Even when I handed off duties to the front desk, leads 
consistently fell through the cracks. There’s only so 
much work everyone can handle throughout the day. 
To me, it felt like all the time, effort, and hard work was 
going to waste. I had no work-family balance. I kept 
thinking there had to be an easier way …

And there was.

With online and social media marketing emerging at the time, plus my extensive marketing 
background experience, I developed a system that could double new lead generation, fill up my 
practice’s scheduling calendar and foster relationships with both existing and patients. Plus, the 
technology I developed allowed for far less effort on my part, yet I doubled to tripled the reward.  
It is called Practice Hustle. 

I went from 1 practice to 20 that spanned across the country. More importantly, I was saving time, 
and focusing on my existing patients. Plus, I didn’t feel as if my marketing efforts were being 
wasted.

Fast forward to today. We are serving hundreds of healthcare clinics across North America, as 
well as are the preferred marketing company for a dozen top healthcare coaching companies, 
performing both marketing for their corporate entity (B2B), as well as all their clients (B2C).

 As you read along “Innate’s Online Pillars To Success”, this guide will help provide you with 
an understanding of techniques you can implement in your own business, and gain a greater 
knowledge when hiring someone to assist you with these strategies. 
It’s important to note that this guide is better to read in chunks, versus in one sitting. You can 
bookmark it, read in pieces, leave it for a bit, and come back to learn more. If you have any 
questions, my contact information is at the bottom of this document. Feel free to reach out!



The Types Of

There are so many options, tools, and techniques to choose 
from when it comes to marketing. Therefore, at times it’s 
challenging to know the best “bang” for your marketing 
buck when it comes to these choices.

Years upon years of working on marketing within my own 
business and hundreds of others, I’ve learned exactly what 
works, and what doesn’t. Compiling a database on this and 
placing it into practice has helped my clients experience 
great success with their online marketing programs.

ONLINE MARKETING
Should Healthcare Practices Spend Their Time & Money On

 Pillar 1



Businesses that have successfully marketed themselves online, without 
overspending, have become masters in something referred to as the “digital stack”. 
This is a term that describes implementing specific online marketing techniques to 
optimize the dollar value of what you are doing online. It’s not about being “cheap” 
with marketing, but rather, being effective and smarter with your strategies.  If you 
can put $1 into a machine and take $5 out, you will put as much money into that 
machine as you can without a second thought. 

When business owners state they failed to use a certain online marketing method, 
it’s generally because they went forward with a technique that didn’t have a solid 
foundation.

A fine example of this is running a Facebook, Google, or TikTok Ad campaign to 
increase new leads for a business that has a Facebook page/and or website that 
doesn’t look good. A campaign of this nature will fail as potential clients will head 
to a website or Facebook page when they see the offer, to learn more about your 
practice. If these pages look awful, unprofessional, or outdated, prospects are less 
likely to claim the offer.

Sadly, over the years, I’ve seen many business owners fail with their online 
marketing offers because they didn’t have their “digital stack” in order. At the end 
of the day, if your online digital assets aren’t looking their best, you cannot expect 
possible patients to trust your practice.
When Innate works with clients on their advertising, we ensure to lay the proper 
foundation for your campaigns and their online presence before they run. First 
things first: we make sure their website and social media pages look great. When 
potential patients see their ads and website and get a good impression of the 
practice, they are more likely to follow through with the offer.

So, what steps should you take to properly set up your “digital stack”?



(877) 707-9024  |  DrAmitSharda@InnateMarketing.co
www.innatemarketing.co

“DIGITAL STACK”
& What Order Should You Do Things?

Your

mailto:DrAmitSharda%40InnateMarketing.co?subject=
https://www.innatemarketing.co/
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THREE WAYS
POTENTIAL PATIENTS 
RESEARCH YOUR PRACTICE

Whether a potential patient 
learns about your practice 
from a friend, a search engine, 
(looking at you Google or 
Bling), newspaper, or another 
form of advertising; most 
individuals will do some 
research on your business 
before they call or book an 
appointment. In fact, they 
generally do three things.

THE FOUNDATION
YOU NEED TO LOOK GOOD ONLINE

Step 1



3 Ways Potential Patients Research Your Practice:

1. Searching For Your Website On Google

Typically, the first standard “research” protocol is heading to Google to check 
out your online reputation and website. 

2. Reading Google My Business Reviews

Secondly, potential patients will read at least 6-10 online reviews. At times, this 
can occur before they head to your website. Studies also reveal that over 90% 
of customers read local reviews to decide if they want to do business with an 
organization.

3. A Facebook Page Review

Lastly, customers will hop onto Facebook, and search for your practice’s page 
so they can learn more about your business and services on the popular social 
media platform. 
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Laying out the foundation for 
your “digital stack” means having 
an eye-popping website, and a 
Facebook page that posts daily 
content (this means posting at least 
once a day). If you fail to do so, your 
digital lead-generating techniques 
(email, newsletters, Google, TikTok, 
and Facebook Ads) will fall flat 
when potential customers check 
out your online presence. 

After doing so, the next step is 
focusing on two activities to “drive 
your business”. One of these is 
designed to get more new patient 
leads through the door (Paid Ads 
with Facebook, Google and TikTok); 
while the other is to get existing 
patients coming to your business, 
again and again (email and 
newsletters).

THE DIGITAL
STACK DRIVERS
TIME TO GET MORE NEW PATIENTS, WITH PAID TRAFFIC 

Step 2



7 Things You Can Do To 
Increase Business “Through Your Door”:

1. Google Ads (PPC)
This is a stellar tool to convert and attract more new patients because they are 
“hot” prospects. After all, they are actively searching for your business online. 
This is an important reason why your website should not only look incredible 
but be mobile-friendly, too. Ensure to have a “click to call” button set up so 
that when they hit your website, reaching out and scheduling a visit can be 
done easily at their fingertips.

2. Facebook Ads 
A simple way to reach a variety of possible new patients is through Facebook 
Ads. Sadly, some businesses fail with this technique because they don’t know 
exactly how to organize a “sales funnel” that works with this platform. I’ll talk 
more about this, and how to succeed with Facebook Ads, in future pillars, so 
stay tuned.

3. TikTok Ads
With over 800 million monthly users (and growing), TikTok was one of the 
most downloaded apps in 2020 and made a massive breakthrough in social 
media during the pandemic. It’s not just for teens and preteens, anymore. 
Whether you are looking to drive traffic to your website, increase your brand 
awareness, drive sales, or launch a new service, product, or offer; a TikTok ad 
campaign can provide incredible results. I’ll be talking more about this social 
media platform, later in the guide. 

4. YouTube Ads
According to Neilson data, Americans spend approximately a billion hours 
daily on YouTube, which is even more than Facebook video and Netflix, 
combined. This makes it a powerful marketing and sales tool. It’s more than 
just a place to search for videos on how to make the perfect lasagna or how to 
fix your dishwasher; YouTube can help you showcase your offices and services, 
provide client success testimonials, and ultimately increase your bottom line.
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5. Retargeting Ads 
According to data, 96% of your website traffic never buys! Retargeting past 
visitors to your website is a great strategy that brings them back to your page, 
but also places your practice on top of mind when customers are “ready” 
to purchase goods and services. The technique allows you to “follow” your 
website visitors around the internet through banners and Facebook Ads, 
displaying offers, your brand, and increasing your marketing reputation. It 
provides you with a solid digital presence and reminds potential customers of 
your business. 

6. AI Messenger Bots 
“Bots” can sound like a super-creepy sidekick to a villain in a sci-fi flick; 
however, AI Messenger Bots offer a 24/7 salesperson who reaches out to 
potential and existing patients no matter if they contact you through Facebook 
Messenger or text messaging. They usher in new patients and provide 
amazing success for many businesses.

7. Add CRM (& Never Let A Lead Slip Through The Cracks, Again)
Customer Relationship Management (CRM) is a software system that can help 
your office nurture relationships and track communications with clients and 
leads. All your customer and sales lead data is in one place, and the system 
consolidates all communications (from calls, text messages, emails, and form 
fills) linked to each lead and patient. You and your team can access all these 
details at the perfect time, to take the appropriate action; whether that’s to 
gain a new patient or close the sale on a service for a new lead.

In addition, the CRM system offers an “at a glance” overview of how cold or 
hot a lead is with “lead scoring”. This is based on rules you set and recorded 
actions around what your lead does (i.e., clicking on a specific link or filling out 
a form). Practice Hustle is a subject matter expert when it comes to CRM. We 
aim to bring new patients through your office doors, while also focusing on 
the retention of existing ones. Our CRM system helps achieve, beyond your 
wildest dreams.



Once you’ve established 
a top-notch website and 
Facebook Page, as well as 
driving more business through 
email, newsletters, and online 
ads, time to dominate the 
digital marketing world in your 
sector. 

While these activities are 
more “technical” and take the 
added time to implement, 
they will propel you to the top, 
where you’ll be years ahead of 
your competition.

ACCELERATING
YOUR DIGITAL STACK 
BECOME #1 AND STAY THERE 

Step 3
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5 Advanced Digital Marketing Strategies,
Which Will Have Dominating Your Competition:

1. Marketing Funnels
Most don’t understand the difference between a marketing funnel, their 
website, and a landing page. Many will mistake a “service” page for a landing 
page because it provides info, and perhaps, a call to action. The sole purpose 
of a marketing funnel is to transform a visitor into a new patient; they are very 
different from a simple service page on your website.

2. Email Marketing 
Email marketing is far from dead, and if you are not sending emails out to 
prospective and existing patients (at least once a month – minimum), then 
there’s a gap in your digital marketing plan.
A very easy way to increase revenue is to get existing patients to return to your 
practice and spend more of their money on services they “need”. While email 
“open” rates have decreased over the years, if you want to keep your patients 
and prospects in the loop with information about your practice, you need to 
have them on an SMS, email, and Facebook Messenger list. The key is to send 
emails along on a consistent basis.

3. Blogs, Newsletters & Social Media Posting
Continue to keep patients educated about your practice by sharing your 
knowledge and expertise through website blogs, email newsletters, and 
consistently posting on your social media pages. You want to ensure the 
content offers value and occurs regularly so that they look forward to seeing 
the next one.



4. Video Marketing Which Separates You From Your Competition
This will certainly separate you from your competition. If you aren’t doing live 
videos on Facebook or LinkedIn, and posting on social media like YouTube and 
TikTok, you are missing out on a huge piece of the digital marketing pie.

It’s no longer too technical or “expensive” to create video content; all you need 
is a tablet or smartphone, with a relevant app. Studies reveal that businesses 
that dive into the video marketing pool are growing at a 49% faster rate than 
those that don’t. 
This is a statistic that’s hard to ignore.

5. Search Engine Optimization 
Last, but certainly not least, there’s Search Engine Optimization (SEO). While 
many are familiar with the term, it can be very misunderstood. In layman’s 
terms, it’s basically getting Google to “fall in love” with your business. It’s a 
long-term investment, but a vital one.   Think about SEO as the “long game”, 
and paid ads are the “short game”.   The higher you rank on Google search 
results, the busier your clinic will be … there is a direct correlation. 
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Think of your website as the “home base” or “centerpiece” of 
all the digital marketing efforts for your business. Everything 
you do should lead back to your website; all roads should head 
back to “home”.

Your website should be a true reflection of your brand and 
practice. It should clearly outline what business is all about, 
plus, lay out your products and services compellingly and 
concisely. Just like you continually update your brick-and-
mortar location(s), to keep them looking fresh and attractive, 
your website and its content should be updated on the regular.

An error many businesses make is thinking that their website is 
irrelevant, especially now that social media has taken off. While 
your Facebook Page is an important element of your digital 
marketing plan, your website is still the first place many go to 
when wanting more information about your business.
As such, your website should have core elements that offer 
individuals the information that they seek when they visit your 
page. It also should make a great first impression.

ALL ABOUT YOUR WEBSITE 
& WHAT IT SHOULD DO

Pillar 2



10 “Must-Haves” For Your Website:

1. A Look That Pops
It’s key to have a website that looks incredible and is easy to navigate through. 
There’s nothing worse than landing on a website that looks as if it was 
designed in the early 2000s and hasn’t been updated since. This immediately 
shifts the way possible clients view you and how your business operates.  
People want and expect current, modern, and up-to-date.  If your website is 
not, they will likely go somewhere else because they will perceive that your 
office is also not up to date. 

It’s vital to have a site with a professional design that looks current and is easy 
for users to find information and sift through. Equally as important is ensuring 
that someone oversees your website’s health to make sure that the site has 
not been hacked and that it still loads quickly. There’s nothing more frustrating 
than logging onto a slow site when you are looking to gain information on a 
business.

2. A Sneak Peek Into Your Practice 
People heading to your website want to see what your practice location(s) look 
like. Giving them a sneak peek with pictures and video tours on your website 
will offer them a level of comfort in knowing what to expect before they walk 
through those doors or even book a visit.

3. Personalized Pictures
Potential customers want to know whom they are doing business with, so it’s 
nice to have personalized photos of both you and your staff on the website. 
Healthcare is about trust and getting familiar with the faces who will be 
handling their health and wellness issues.

4. Contact Us
Most times, people visit a website to find out how they can contact you 
to book an appointment, as well as office hours, and an address. Another 
great thing to add is a Google Map to direct them to your brick-and-mortar 
location(s) or general directions.
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5. Products & Services
Offering menu options and pages that describe your products/services help 
provide insight to a prospective patient.  This information can go a long way in 
converting a lead into a new patient.  

6. Social Media Links
Adding your Facebook Page and other social media sites to your website 
offers a way for prospective patients to learn more about your practice and 
brand. Plus, studies reveal that most consumers don’t only look at your site 
when deciding to do business with you, they check out your other social 
media platforms, too.

7. Show Off Your Knowledge & Expertise
Often overlooked is the content that shows off the knowledge and expertise 
you have in your sector. This content typically comes in the form of videos, 
digital books, email downloads, and blogs. 

Innate can develop this type of content for our clients, which offers visitors to 
your website the opportunity to see the expertise you have in your given field. 
This content helps potential patients understand exactly what you do, your 
knowledge, and how you can help them.

8. Onboarding (New Patient) Documents
This may not apply to every practice, but it is still a key step for the ones that 
it does. If your business requires patients to have an exam (i.e., a new patient 
exam) and provide health information, then it’s vital to have these documents 
on your site.

This helps new patients prepare before they walk into your practice. It 
also prepares your staff when they are on the phone with and organizing 
appointments and helps set up new patients when they arrive for their visit. 

A fine example of this is a clinic that carries “new patient health history” forms 
on its website so that prospects can fill them out before their first scheduled 
appointment.
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9. You Need A “Call to Action” (Always)
Regardless of the page, a user is on, there needs to be some sort of “call to 
action” link so that they can immediately start doing business with you. 

This may be something as simple as a “Call Us Now” link (most prospects 
visiting your site will be on their mobile phones when viewing it). It could also 
be a “Book an Appointment, Today”, to get them started.

10. Testimonials & Reviews
Simply put, customers trust other customers. Most people feel far more at 
ease doing business with a company that many others love and trust. This 
is why your “Testimonials & Review” page on your website is so important. 
It’s key to have honest, yet powerful, stories from other patients who have 
experienced success with your clinic. Your “Testimonials and Review” page can 
have video testimonials or written quotes (along with a photo) from other loyal 
patients who believe in your practice. 

All reviews should be specific, relatable, and sincere; this is how your clinic will 
build credibility. 
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Understanding that Google is the end-all-and-be-all of search 
engine use, as well as how potential new patients find your practice, 
you’ll begin to see how important your Google My Business (GMB) 
listing is when ranking “higher” in Google searches. Your first step 
in all this is claiming and verifying a Google My Business listing for 
each location of your practice. This helps with local search engine 
optimization (SEO).

This is a simple action to make sure your practice comes up in local 
search engine results. Enhancing your GMB listing assists in ranking 
higher results, above your competitors who may not have a local 
strategy when it comes to SEO.

In fact, Google likes keeping everything “in-house”, so it tends to 
favor its own current and accurate business listings for local search 
users and results. Therefore, those businesses that keep their GMB 
listings information up-to-date and get business reviews are given 
higher search rankings. Add as many pictures and videos as you 
can … Google loves those! 

Over the past 12 months. Google has added a number of features 
to help businesses promote themselves while also giving added 
information to new prospects. Understanding how to take 
advantage of these features will give your practice improved online 
visibility and expose your business to added new local patients.

WHAT IS A GMB LISTING &
WHY IT SHOULD BE BOOSTED

Pillar 3
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11 Things You Can Do To Optimize Your GMB:

1. Always Update & Have Correct Information
Make sure your business name, address, and phone number are correct on 
your GMB, and always keep this information updated. Google wants the name 
on your GMB to reflect your practice’s real-world name, as it is known by your 
patients and on signage at locations. 

2. GMB Description
This section provides the opportunity to create content that separates your 
business from the competition. It’s like an “About Us” page, but clearer and 
more concise. It sort of describes what you do, with some flare.

3. Encourage Reviews to Your GMB Listings
The more reviews you get on your Google business page (and the better 
ratings on those reviews), the higher your practice will rank when it comes to 
local searches. Encourage your existing patients to head to your GMB page to 
write a review. Plus, click the “Write A Review” function on your GMB page to 
remind patients who land on your page to review your practice.

4. Update Your Business Hours, Consistently
Ensure to change your hours of operation with every season, holiday, or 
permanent change. Consistently updating your business hours to reflect 
changes will be noticed by Google, and your perspective and existing patients 
will appreciate it.

5. Your Map Location and Local Pin Position Is Everything
If your address is verified and correct, ensure your map location pin is in 
the right place. If the pin placement doesn’t make sense or is in the wrong 
position, drag it to your EXACT business location on the map. Believe it or not, 
this affects searches.  Please go check your listing now! 
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6. Pick The Best-Of-The-Best GMB Business Categories 
They say, “less is more”; however, not when it comes to GMB categories. 
Select ALL categories from the list that apply to your practice, and please 
get specific. A “sports bar” is far more focused within a category than simply a 
“bar”.

7. Enhancing Listings For Individual Practitioners 
For those public-facing professionals with their base of patients; your name is 
your business name for GMB.

8. Say Cheese
Time to add photos, photos, and more photos! Adding quality pictures to 
your GMB adds to the storytelling on your page, and it can help “sell” your 
practice. A picture is worth a thousand words; however, no pictures at all speak 
volumes, too.

9. Lights, Camera, Action!
In addition to photos, videos can be posted on your GMB listings too, 
which offers an enhanced view of your practice for potential new patients. 
Interestingly enough, these videos can be up to 30 seconds, and added by 
both business owners and customers.

10. Google Posts Can Be Used To Promote
You can share fresh and compelling content on your GMB page via Google 
Posts. This feature allows business owners to display content to your business 
listing when potential and existing patients search you on Google. This offers 
you a great opportunity to publish and promote products, services, and 
events.

11. GMB - Q & A
Google Questions & Answers (Q&A) allows the public and local business 
owners to answer consumer questions asked by search engine users. This 
feature was introduced in August 2017, and in December of that year, it 
evolved from mobile-only to include desktops.
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Simply put, your online reputation is the foundation 
of your practice. It affects every aspect of your 
digital marketing plan. If your online reputation 
has a negative undertone, it won’t matter if 
you are doing social media, Google, radio, or 
billboard ads; you’ll be sending your prospects 
to your competitors. How? It’s simple really. Even 
though new patients may see your ad on TV, in 
a newspaper, or even online - when they go and 
check your reviews before they contact you, they’ll 
see first-hand that you aren’t reputable when it 
comes to other reviewers.

This will essentially send them into the hands of 
your competition. At Innate Marketing, we give you 
tools and systems to automatically ask your clients 
to leave you a review.

This is massive! In this day and age, you can no 
longer ignore the incredible impact of online 
reviews; both positive and negative. It’s essential 
to develop and maintain a monitoring, managing, 
and marketing system when it comes to online 
presence and reputation.

Think about how you make buying decisions.  If you 
were searching for “plumber near me”, and you see 
one plumber with 997 reviews and 4.8 stars overall, 
and you saw another plumber with 12 reviews and 
4.9 stars overall, where would you go?

WHY YOUR
REPUTATION ONLINE IS THE 
CORE OF YOUR PRACTICE

Pillar 4



As Facebook has continued to 
evolve over the years, they have 
recently made it difficult for 
businesses to get their Facebook 
Page’s content to come in feeds for 
those who follow them. 

This is because there were too 
many business and personal pages 
competing for newsfeed space. 

Many business owners began to 
believe that as their page showed 
up less and less in newsfeeds, 
there was no reason to place effort 
into fresh and new content for this 
social media platform. 

This concept is false. It is more vital 
than ever to ensure your practice’s 
Facebook content is up to date 
regularly.

WHY YOUR FACEBOOK PAGE
IS VITAL TO YOUR BUSINESS

Pillar 5
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Why Is This Important, Now More Than Ever?

While the role of your Facebook Page has dramatically changed in the past few years, 
it’s still very valuable to your business. It takes second place, behind your website, as the 
most searched platform for when a new patient is researching your business. 

Currently, coming close behind Facebook is your Instagram page and YouTube. TikTok 
is also gaining a ton of steam. Does your practice have these social media channels, in 
addition to Facebook? It’s something to think about.

It’s key to note that prospects visit your website to see your practice’s “professional” image, 
while they visit your social media platforms to gain an understanding of your practice’s 
“personality”.

Here’s how Innate helps clients use their Facebook Page to convert leads into new 
patients, weekly, and stay ahead of their competition.

5 “Must Haves” For Your Facebook Page

1. It’s All About The Profile Pic
You don’t get a second chance to make a first impression, and your profile 
picture on your Facebook Page is the first thing prospects see when they 
search you up on the platform and land on the page (even though a Facebook 
Ad). You need to ensure your profile picture looks professional and that your 
logo is featured. 

2. Don’t Forget The Cover Photo
The same idea rings true with your cover photo. This is an excellent 
opportunity to showcase your clinic and staff, as well as provide a snippet of 
what your business is all about.
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3. Set Up An Auto-Response Message
While your front desk won’t be able to answer every message that filters 
through your Facebook Page, immediately, a quick auto-response message 
provides a prospective new patient with a good comfort level that their 
message hasn’t fallen into a deep dark hole that will never get answered. In 
addition to setting that up, Innate can also provide a number in that message 
so that new patients have a contact, should they need help before their 
message is addressed.

4. Fill Out Business Profile … To The “Tee”
Optimizing your Facebook Page helps new patients find you when they 
search for you on the social media platform. This means your practice’s profile 
should be filled out entirely. From the contact information, the “About” section, 
business hours, and more - ensure all blanks are filled so they get all the info 
they need.

5. Post Fresh Content, Daily!
Lastly, ensure that your Facebook Page is current by posting content at 
least twice a day. This will help your business appeal to the social media’s 
algorithms, plus, it’s an opportunity to educate your followers and new clients 
on what your business does, and what it’s up to.

Oftentimes, creating and posting Facebook content is something you don’t 
have the time for. This is where Innate comes in. Having an up-to-date 
Facebook Page shows new and existing patients that your business pays 
attention to the details and is on top of things.

Innate Marketing has a social media posting service that posts twice a day on 
all your relevant channels … and it’s even free for the first month. 
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TikTok is far more than just a “lip-syncing” and dancing social 
media platform for teens. Currently, the app has approximately 
1 billion active users across the globe and is being used more 
than Twitter, Snapchat, Pinterest, and LinkedIn. The short videos 
and fast-paced nature of scrolling the app keeps users engaged 
for long periods, with TikTok followers spending about an 
average of 52 minutes on the app, daily. 

It’s estimated that 90% of all users access this app, each day. 
This provides an incredible marketing opportunity to reach 
potential leads and profile your clinic in a creative and humorous 
environment. People connect more to visual and video content, 
and TikTok allows for instant reach and engagement in this 
regard. You can profile your clinic, staff, equipment, and services 
in a cutting-edge and trendy way. Plus, videos don’t require 
extensive production and can be made on a smartphone or 
tablet and uploaded instantly. 

Unlike other social media platforms like Facebook, Instagram, 
or YouTube, TikTok accounts with low followership can still get 
millions of user views thanks to the app’s algorithm. As long as 
the content is appealing, user engagement will follow. 

WHAT IS TIKTOK & WHY IS IT 
IMPORTANT TO HAVE A PRESENCE 
ON THIS SOCIAL MEDIA?

Pillar 6



Social media is key in today’s world, as 
it offers healthcare practices a way to 
connect, instantly, with new leads and 
existing patients. 

Whether you are talking about 
Facebook, Instagram, TikTok, Twitter, or 
YouTube, each platform offers a unique 
way to communicate with current and 
potential patients.

It allows you to engage, nurture, and 
reach out to your target audience, no 
matter where they are. 

WHY IS POSTING ON SOCIAL MEDIA 
ESSENTIAL IN THIS DAY & AGE

Pillar 7
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WHY IS POSTING ON SOCIAL MEDIA 
ESSENTIAL IN THIS DAY & AGE

5 Reasons Why Posting Regularly On Social Media, Matters

1. Increases Brand Awareness
Posting regularly on all of your social media channels makes your practice 
more memorable and visible to existing and potential patients. They’ll see 
more of you scrolling and think of you more. It keeps you and your practice on 
top of mind. 

2. Search Engine Ranking Results
Sharing regular fresh content on social media accounts like Instagram and 
Facebook will help you dominate search engine results. They index your 
pages and display them when a possible patient is looking for relevant 
services. 

3. Better Conversion Rates
Every time you post on social media, you essentially entice both potential and 
existing patients to enter your offices. The more you post about your clinic, 
staff, and services, the more you improve your chances of conversion rates. 

4. Get To Know Your Clients Better
When you post regularly, you gain insight on the type of posts that “work” and 
garner high engagement like increased “Likes”, comments, and followers; and 
you see the ones that don’t. This also helps you gain further information on 
what topics or services your followers are interested in, and what they may not 
be. 



5. Helps With The Patient Experience 
Some patients prefer reaching out through social media, whether they have a 
question, complaint, or compliment. Posting regularly shows your patients you 
are ready (and always available) to help. With that said, you need to ensure 
you reply promptly to comments and messages, too. 
Creating social media content and posting regularly can feel like a job in itself, 
at times. This is where Innate can help. We provide social media management 
services where we not only create fresh and compelling content and post it 
on your behave, regularly, but also come up with cutting-edge social media 
trends and ideas to keep your followers engaged. 



Want to know the secret recipe to 
digital advertising? A great tool that 
isn’t being used as much as it should 
be is Google AdWords (PPC). 

It allows businesses to optimize 
keyword searches, which create ads 
and links on Google’s search engine, 
plus, displays them.
Healthcare practices don’t generally 
have large digital ad budgets; 
therefore, a highlight of this technique 
is that you don’t need a ton of money 
to roll out an effective advertising 
campaign with Google AdWords.

It’s cost-effective and user-friendly, and 
the best part is that it gets the results 
you want, right away.

THE IMPORTANCE OF
GOOGLE ADS & WHY YOU 
SHOULD USE THEM

Pillar 8
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5 Reasons Why You Should Run A PPC Campaign

1. Pay With The Clicks
Most digital advertising has you paying for an ad to be created, without a 
guarantee that it’ll provide you with more new patients and increased revenue. 
With PPC/AdWord, you ONLY pay when a person CLICKS on your ad, thus 
driving traffic to your landing page (versus your website). 

2. Time To Target Patients
If you are looking to target a specific type of patient – for a specific service - 
this can be done with keyword research. 

3. Increase Your Revenue 
People are heading to Dr. Google to manage healthcare needs now more 
than ever. This is your opportunity to leverage this trend when it comes to 
search habits. Approximately five percent of the two trillion searches annually 
on Google are now related to health. The tech giant estimates that AdWords 
advertisers make about $2 for every dollar they spend.

4. See What Your Competitors Are Up To
Who wouldn’t want to know what their competitors are up to, right? Not only 
can AdWords’ Keyword Planner help you get keyword ideas for your own 
pages and ads, but it also assists with finding out what your competition is 
doing keyword-wise. Simply take a couple of their website URLs, and the 
search bar can offer an insight into what keywords are being used. The last 
thing you want is the competition having unique keywords that might be 
zeroing in on the potential new patients that you can’t reach. You can stay a 
few steps ahead of your competitors with this strategy.

5. Gain More Control Of Your Online Reputation
Gaining new prospects with this technique is one bonus, but also increasing 
the control you have over your online reputation is another. You can use these 
headlines and ads as a way to express positive messages about your business, 
online, too.





Facebook Ads is a cost-effective 
and powerful tool to get new 
patients to your doorstep by 
providing an incredible offer to 
a demographic that really wants 
or needs it. Unfortunately, a lot of 
practice owners don’t understand 
how to use them in the right way. 

It’s more complicated than setting 
up an offer and throwing around 
some money for an ad. They work 
best when the right offer is placed 
in front of a targeted audience, 
which gives them a reason to jump 
into action to gain access to that 
offer, immediately. 

Innate runs Facebook Ad 
campaigns for a number of our 
clients. We’ve found there is a 
certain pattern to gaining success. 
This can be broken down into four 
major elements within a Facebook 
Ad campaign.

HOW FACEBOOK ADS CAN 
DRIVE NEW BUSINESS

Pillar 9
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4 Major Elements For A GREAT Facebook Ad Campaign:

1. The RIGHT Offer For The RIGHT Audience
The first component of success for a Facebook Ad campaign is creating an 
offer that fits well for a small subset of new prospects. Nothing cookie-cutter 
or “one size fits all”. People will be more likely to take action when they are 
under the perception that they are receiving a deal because there’s something 
unique about them and their situation.

You’ll notice a dramatic difference in conversions when offers are tailored 
for a specific audience. Facebook helps you target these individuals within 
your community; therefore, designing an offer that speaks directly to a group 
makes sense and offers nice results.

2. The Landing Page Factor
A “landing page” is a special page Innate creates for clients that help present 
your offer to gather a new prospect’s information. The goal of Facebook Ads is 
to get people off the platform and onto your landing page.

3. Pushing New Patients Into Action With A Simple 
         “Booking” and “Thank You”

Once an individual decides they want to move forward with the offer and 
provides their information on your “landing page”, Innate wants to take them 
to a special page that “accelerates” their conversion from a prospect to a new 
patient.  As such, we build a unique “booking page” that gets them to schedule 
a time to come into your office for their assessment, and a “thank you” page 
that pushes leads to pick up the phone and reach out to your practice that 
much faster.



4. Your Facebook Ad Needs To Look Good
You’ve created a solid offer? CHECK! You’ve got pages to gather leads and 
their contact information? CHECK! Now you need a Facebook ad that’s 
creative, eye-catching, and pops when your prospect sees it. We can help with 
those logistics!

Facebook Ads create a solid impact on your bottom line; however, another 
social media platform that is gaining steam is Tik Tok. Who doesn’t love this 
creative lip-syncing app? Not only can you dance to your favorite tunes, but 
also create target ads to increase new patient leads and revenue. 

Innate has become an expert in the field of Tik Tok ad campaigns, and this 
way of reaching out to prospects is becoming increasingly popular for both 
practices, and their patients.



This is a new tool in the land of digital marketing, and Innate 
has experienced a lot of success with Artificial Intelligence 
Messenger Bots.

This techy technique leverages the fact that while your front 
desk may be too busy to answer new patients right away, 
a prospect will always get a message back on Facebook 
Messenger or Text Messaging, with your practice’s contact 
information if they need to urgently reach you. It also makes 
your new lead feel like they are getting “instant” attention from 
your business.

We build very focused campaigns when it comes to customized 
follow-up messages. Here’s how.

WHAT IS AN AI MESSENGER BOT? WHY DO 
YOU NEED ONE? (PS - WE GIVE YOU ONE 
WITH PRACTICE HUSTLE FOR FREE) 

Pillar 10
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5 Steps For A Successful AI Messenger Bot Campaign:

1. You Need A Great Offer
To start, you’ll need a simple Facebook ad that showcases an amazing offer. 
This may look like any other post on your Facebook page; however, the magic 
around all this is connecting a “bot” to respond to those who “talk back” and 
comment on it. It’s important to note that the online ad is targeted to get more 
attention from the specific group in the community you are focused on.

2. Leads Need To Comment To Get The Offer
In that post, people will need to comment to gain access to the offer 
advertised.

3. The “AI Messenger Bot” Responds Like A Human
Again, it sounds like we’re living in a sci-fi film, but the “AI Messenger Bot” waits 
for a user to comment on the post and jumps into action, responding as a 
human would.

4. More Information Is Required
After the bot responds to the comment, it’ll then be prompted to ask for a 
phone number or email, so you can connect with this new lead, outside of the 
bot.
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5. The Sweet Spot
After contact information is collected, Innate builds an email autoresponder 
that conducts follow-up contact with the prospect. Instructions will be 
provided to either come into the offices or call to claim the amazing offer they 
saw online, during regular business hours.

In addition to all these activities, we essentially build a list through email 
addresses to “market back” to these new leads, month after month. We reach 
out on your practice’s behalf with updates on products, services, staff, and new 
events. 
The “sweet spot” is on this list. It helps you communicate with new and existing 
clients to sell your products, services, and practice, that much faster.

There are two types of people that “take action”.  The first is the early adapter. 
They see something and they will act on it right away. The second is the late 
adapter.  They need to be nurtured for months on end before they make a 
buying decision.

This is what the Innate system does automatically, ensuring you get the most 
out of your marketing dollars, and no lead slips through the cracks.



Simply put, retargeting uses ads that focus on 
people that have visited your site already. This is 
done via banner ads, on social media platforms, 
display networks across the internet, and 
any other type of advertising online that your 
business is using already. 

The concept behind this is to draw past 
prospects and patients who came to your 
website but left before booking a visit. It’s a 
technique that aims to bring patients back to the 
site and through your office doors.

In order to retarget effectively, businesses aren’t 
simply sending a cookie-cutter message out to 
everyone, hoping and praying a patient will take 
action. Rather, you are targeting and advertising 
to a certain demographic. As such, retargeting 
ads are vastly different from regular banner ads 
that aim to entice a larger audience. 

With retargeting, you are only focusing on 
individuals that were once on your site or 
expressed interest in your practice. This is very 
powerful in helping to build the credibility of 
your practice, and tip, the ‘late adapters’ over the 
edge in making that buying decision. You will 
hear patients coming in saying “Hey doc, I see 
you all over the internet!  You guys must really 
be the best in our town!!!”.  I get that all the time 
in my practice. 

RETARGETING … WHAT IS IT & 
WHY SHOULD YOU USE IT? 

Pillar 11
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Who doesn’t want to maximize their Return on Investment 
(ROI) for marketing campaigns? As mentioned earlier in this 
guide, using CRM software is an excellent start. 

What’s CRM All About?

As stated above, a Customer Relationship Management 
(CRM) software system helps maintain and build 
relationships with existing clients and new leads. It’s basically 
a reference database that pulls all the information your 
business needs, all in one handy-dandy place. It helps 
automate tasks, track new patients, review sales strengths, 
increase conversion rates, and close those marketing gaps. 
Plus, so much more!

WHAT IS A CRM & MARKETING 
AUTOMATION & WHY YOU NEED ONE 
TO MAXIMIZE YOUR MARKETING ROI 

Pillar 12



Additional benefits include:
◊	 It allows you to manage and store patient

          contact information in one simple database

◊	 Manages new leads throughout your sales pipeline

◊	 You can automate tasks like sending out texts and emails

◊	 It tracks interactions with patients and new leads

◊	 Aligns your marketing and sales goals

◊	 Provides a “dashboard” with reporting tools and key metrics 

◊	 Offers	communication	tools,	like	real-time	chats	for	staff	members

◊	 Allows for integrations like VOIP for calls and email programs

◊	 Creates forecasts or has a forecasting automation function

◊	 Can provide support integrations or customer support modules

◊	 Offers	accurate	and	detailed	patient	insights	to

           help increase conversion rates



4 Ways CRM & Marketing Automation Can Maximize Your ROI

CRM goes beyond contact management and data entry. The system will literally 
transform the way you do business at your clinic and tie marketing and data 
channels together, as well as enhance patient retention, and ultimately increase 
your bottom line. Here are 4 other ways CRM and marketing automation can 
maximize your ROI.

1. Helps Build More Sustainable Customer Relationships
A CRM system helps provide data on patient insights within each profile. A 
fine example of this is that you’ll be able to see the services they use before 
all communications, making it simple to conduct customized interactions with 
new leads or existing patients. 
More advanced systems can track so much more. This includes everything 
from social media engagements to email opens, and website visits. Some can 
collect data to detect trends and provide helpful details like the best time of 
day to reach out to a customer and other interesting buyer behaviors. 

2. Sales Costs Will Decrease
A CRM system will improve your clinic’s revenue performance and processes 
so that the cost to make a sale, decreases. Approximately 79% of leads don’t 
convert, and a big reason for this is because there’s a lack of “nurturing”. As 
CRM works hand-in-hand with marketing automation (automated emails, 
texts, etc.) your relationships with existing patients and new leads organically 
grow as time goes on, with very minimal effort. As CRM provides a snapshot 
of who is interested in what, where cross-selling and upselling also become 
easier, as well. 



3. It Can Boost The “Patient” Experience  
Knowing your patients’ wants and needs is imperative to retaining them, 
building trust, and fostering relationships. When someone from your clinic 
reaches out to them, they expect that you know their information history, as 
well as the services they are most interested in. CRM and the way data is 
collected in one spot, allow for the ultimate patient experience. There’s no 
frustration on their end, and there’s no lost opportunity on yours.

4. You’ll Be Able to Score New Patients More Easily 
Speaking of data, without knowing “how” to apply insights to make your 
marketing as effective as possible, social media interactions and Google 
Analytics are simply “numbers.

CRM systems can help you decide what is working and what isn’t when it 
comes to your marketing strategy. This will assist you to ensure your resources 
are being directed into a high-ROI channel that will reap more rewards and 
assist with making solid marketing decisions. The information you gain will 
be key when it comes to running ads, creating content, and other marketing 
ventures. In the end, you’ll gain more new patients and ensure your marketing 
resources don’t go to waste. 

Practice Hustle has a stellar CRM and marketing automation system that 
can help increase your operational efficiency, decrease marketing spending 
dollars, help streamline your marketing strategies, and play a vital role in 
building new and existing patient relationships.



As mentioned, a major benefit of CRM is its 
centralized database, which also offers a 
snapshot of statistics around what leads are 
interested in, how they’ve reacted to specific 
marketing efforts, their preferred ways of 
interaction, and so much more.

It’s not just enough to use CRM for 
communication and a centralized area for 
information collection. It’s also key to refer 
to these dashboard statistics, which will not 
only provide insight into what your leads and 
customers are interested in and create an 
optimized patient experience but also offer 
information on where you should place your 
marketing dollars, to help maximize these 
resources. 

Why place cost and effort into something 
that isn’t producing results? It’s far better to 
see what is “working” and move forward with 
it a greater backing and impact.
They say knowledge is power. Knowing your 
stats around marketing initiatives will not 
only help boost your sales but also assist in 
managing your office’s marketing budget to 
create the biggest bang for your bottom line.

KNOW YOUR STATS!

Pillar 13



Simply put, your “lead speed” means the difference between 
winning a new patient or losing them to another clinic. The 
quicker you respond to leads, the likelier you can send them 
further down your sales funnel to convert. When it comes to 
lead response time, time is money. In fact, you are 21 times 
likelier to qualify a new lead when going with a fast response 
time, than waiting over 30 minutes to respond back. 

SPEED TO LEAD … WHY IS IT IMPORTANT 
TO CONTACT PROSPECTS IMMEDIATELY?

Pillar 14
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The Importance Of A “Fast 
Lead” Response Time

Lead response time is the average time 
it takes to follow up with a potential new 
patient after they “identify” themselves as 
a lead (e.g., filling out a form, downloading 
content, answering a call). 
After delivering rockstar-quality content 
and nailing your ad targeting campaign, 
you’ve finally reached the intended 
audience. With that said, what if there is 
no follow-up? Or the new lead has to wait 
hours – or days – for a follow-up?

How quickly your team responds to 
leads makes or breaks conversion rates. 
When you don’t respond quickly, you 
fall behind in the customer experience 
metric. Reaching out quickly differentiates 
you from your competitors. It creates a 
“customer-first” aura that will impress your 
leads. It also helps turn “potential” patients 
into “new” ones.

The Five-Minute Rule To 
Lead Response

The longer you wait to respond to a lead, 
the higher the risk becomes of losing them. 
When you don’t send a response back 
immediately, you are literally pushing them 
toward your competitors. 
Research reveals that organizations that 
respond to leads within five minutes or less 
of initial contact are 100 times likelier to 
convert into opportunities. 

Due to a lack of resources and technology, 
many healthcare practices simply cannot 
respond to leads that quickly. 

At Innate Marketing, we offer our clients an 
automated process to ensure no new lead 
gets left hanging.



Yes, websites are key to your overall online presence; however, 
marketing funnels are an important tool that is directly linked to 
sales and scheduling appointments. They are created to transform 
prospects into the sales process. A marketing funnel tells your 
story: with an intro, middle, and end, which helps the visitor of your 
site choose you, versus your competitor.

Think of your website as an online brochure designed to offer 
information. Sites do have “call to action” features (i.e., “Contact Us” 
or “Schedule An Appointment” buttons), but there’s also a lot more 
info with it that can, at times, confuse potential new patients. One 
major thing that causes this is too many places to click onto that 
lead to other pages. This can cause a user to lose focus on why 
they are visiting your site, to begin with. 

As such, a marketing funnel has only one page, thus, one sole 
focus. There are no links to take a user to other pages about other 
things. The main goal is to transform the user into a “buyer” with an 
offer linked to a product or service you have.
You don’t want prospects to just read your website – you want to 
convert them into new patients, which is exactly what a marketing 
funnel is created to do.

WHAT ARE MARKETING FUNNELS 
& HOW THEY CONVERT MORE 
EFFECTIVELY THAN YOUR WEBSITE

Pillar 15
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Some are under the impression that email marketing is dead 
and gone; however, missing this factor in your digital marketing 
plan is a huge mistake. This technique is more important now 
than ever, because:

1) It significantly enhances communication and audience 

reach. 

2) It is scalable, flexible, and measurable.

3) It enhances your business’s revenue and bottom line.

4) It allows for data ownership. 

Innate Marketing’s ‘Practice Hustle’ system provides you with 
the tools to send email marketing to both your prospects, 
current patient database, and inactive patient database.  We 
also give you pre-made templates to make your life easy!

EMAIL MARKETING IS ALIVE & WELL 
(AND NEEDED MORE THAN EVER)

Pillar 16
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5 Benefits Of Email Marketing

1. Who Doesn’t Have Email?
Almost everyone across the globe has and uses email, which makes this the 
perfect communications tool for your digital marketing plan. 

2. Mobile Phones: No One Leaves Home Without It
Send an email and instantly, everyone in your database gets that notification 
“ding” from their mobile phone (either in their pocket or hand). No one leaves 
home without their phone anymore, which gives you as a business owner who 
partakes in email marketing an incredible advantage to reach your audience, 
almost instantly.

3. It Allows You To Grow & Build Your Brand
Whether you are just starting out or have been in the healthcare practice 
game for a while now, building and growing your brand awareness is key. This 
drives potential new patients to choose your services over the competition. 
The better people know you and your brand, the likelier they’ll turn to you 
when they need the products or services you offer.

With that said, how do you build brand awareness through email?

Individuals learn about your practice when you make yourself visible, and this 
happens when you attract attention. You can gain attention through email by 
sending:

• Expert & knowledgeable advice on your industry
• Updates on your sector
• Information on any public, community, or speaking events your practice is 

holding
• Blog updates
• Staff changes

Simply put, email places you on the top of everyone’s mind every time you 
send something of value along.



4. Provides The Perfect Opportunity For Targeted Messaging
You have an email database, so it’s time to use it to target your messaging. You 
can divide your email lists by patient characteristics that are relevant to your 
business. A nice example of this is if you are a wellness center that caters to 
sports and athletes, you can segment email users by the sports activity they 
are into. By doing this, you can inform your jogging enthusiasts about a new 
runners’ treatment program, while leaving the golfers on your list (who may 
not be interested in this), alone. 

5. Building Real Relationships 
Marketing has a stigma of being impersonal. The good news is that email can 
diminish this concept. You can personalize each email with a user’s first name, 
which ultimately helps to build relationships, trust, and credibility.
On top of that, emails provide the opportunity to showcase your expertise and 
enthusiasm, which will only attract new patients to your practice.



Scoring new patients is great but retaining your existing clients and 
ensuring they come through your doors more often is key for your 
bottom line, too.

Blogs and videos about what you do in your practice can both 
educate and engage potential and existing patients. The reason 
we here at Innate love doing these for our clients is that they are 
so easy to implement. Most healthcare practices have an existing 
patients’ list, with their email information. Most of your patients LOVE 
you and your practice, plus your products and services. 

They just need a little reminder now and again as to why they LOVE 
you so much (and need your products and services), which can be 
done with an email newsletter, distributed monthly. Innate can also 
do one-off email newsletter campaigns, too. They work well when 
an offer is presented as a reason to schedule an appointment for a 
product, service, or treatment.
Monthly newsletters are great, and the key is to ensure the content 
you email out isn’t something that “looks” like a promotion. It must 
be a piece they look forward to seeing each month, chalked with 
value-add information.

There are four major elements to every email newsletter, which can 
help drive revenue and foster patient relationships.

HOW “BLOGS” & 
“NEWSLETTERS” CAN DRUM 
UP MORE BUSINESS FROM 
YOUR CURRENT  PATIENTS
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4 Major Pieces To A Great Monthly Newsletter

1. It’s All About The Opener
When Innate writes client newsletters, the opener is something that is 
generally relatable to the audience. This can be a holiday everyone is 
celebrating or something seasonal. This helps to establish a bond with the 
reader and opens the door to talk about other things as they work their way 
through the content.

2. Education Is Key
Section two of the newsletter focuses on teaching readers something that can 
positively impact them. This might be something that relates to the time of 
year the newsletter is distributed but can also be linked to your expertise and 
practice.

You want to provide valuable information, but also remind your existing 
patients about why they trust you so much and use your services. It’s key that 
the content is compelling enough that they’ll share it with friends and family.

3. Friendly Reminder
The next section focuses on your business, as it relates to the first two pieces 
that were covered in the newsletter. This is all about reminding readers about 
your practice and what you do on a daily basis.

4. A Call To Action
Last, but not least, the final section of the newsletter is a call to action. 
Something where they come in or call to take advantage of an offer. 



In today’s day and age, video is vital to your online presence. 
The good news is that you have all the equipment you need 
to produce plenty of video content at your fingertips. With 
smartphones, tablets, and apps, video creation is not only easy, 
but it can also be very fun, too.

ADD VIDEO CONTENT; IT’S
THE WAVE OF THE FUTURE

Pillar 18
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Types Of Videos To Make …

Video creation is dynamic these days. You can make any type of video, and here are some 
ideas to get you going. 

• Create a “how-to” video showcasing a service or a product. The key is to 
provide value to your patients through the video. How-to’s and demos are 
both inexpensive and easy to make. No one is more qualified to talk about a 
service or product you offer than you! 

• A behind-the-scenes tour offers insight into a unique service you provide. 
It also gives prospects a sneak peek into your offices. Maybe you profile 
your facility or state-of-the-art equipment? The opportunities are endless.

• Record interviews with staff, or “off-the-cuff” patient testimonials. 
Everyone loves seeing real people doing real things in videos. This type 
of content offers perspective into what goes on in your office, plus, patient 
testimonials can help prospects see experiences in your facility from 
everyday people like themselves. Sit-down patient testimonials are also a 
great way to provide visual reviews of your practice, and they can even be 
presented as a video case study. 

How Video Marketing Positively Impacts Your Practice

1. SEO Boost
Did you know that YouTube is owned by Google? Did you also know it’s the 
second-biggest search engine right now? It also happens to be the third-most 
trafficked site, globally. It’s a social media platform to share your videos, and 
the information you add can boost your SEO. #WinWin

2. Transforming Prospects To Patients
Isn’t that the main goal of all this? Studies reveal that clients are 80 percent 
likelier to convert from prospect to patient on sites that have videos. Plus, they 
are 64 percent likelier to buy with video content.



3. Increases Social Media Sharing
Currently, video posts are popular on Twitter and Facebook. Video content 
increases social media shares on these platforms, which means your practice’s 
name gets out to other potential leads that much faster.

4. Facebook Live Opens A Unique Door
Can you come up with over 50 topics around healthcare that both leads, 
patients, and the general community might want to know more about? If you 
answered “yes”, you may have content for a Facebook LIVE show starring your 
practice. 

It’s an innovative approach to not only adding referrals to your database but 
also being known as an industry leader.



Want to dominate your market? Of course, you do! One powerful 
way is to ensure your site shows up first when prospects search 
for keywords on Google.

Your practice’s “ranking” for keywords is based on a Google 
formula that you can take advantage of. It’s known as “Search 
Engine Optimization”, or “SEO”.
While some believe this formula is complicated, the truth is that 
some basic knowledge of how it works, and a little patience, can 
go a long way. 

For example, when someone searches for a chiropractor + city 
name, they’ll likely see the Google Maps pop up. Innate’s goal is 
to get your practice in that A, B, or C spot below the map. 

Here are some things we do to get our clients to those “top 
spots” on Google.

GET AHEAD OF YOUR 
COMPETITORS IN GOOGLE 
SEARCH ENGINES
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6 Things To Do To Get A #1 Google Rank

1. Auditing Time
First and foremost, you need to see where you rank currently against 
competitors. You can do this by conducting an SEO and reputation ranking 
audit. Before checking your rankings, perform a keyword search by creating a 
list of local terms that you want to rank. That is, “chiropractor Miami” or “back 
pain Miami”. These keyword research tools that are free, can help you with this. 
 
Next, use a keyword rank checker to see if your site ranks for each keyword. 
Click here for free audit tools to assist with this. Listing at that sweet number 
one spot is ideal.

2. Figuring Out Those “Money” Keywords
One major thing that needs to be determined before optimizing your website 
is the keywords to be ranked for. Not all of them are created equal. Yours also 
needs to be targeted to your business’s strong points. If you are a doctor that 
specializes in pediatrics, your keywords should be “pediatric chiropractor”. 
Finding out those keywords is what will distinguish you from your competitors.

3. Make Sure Your Site Is “Search Engine” Friendly
Once you’ve determined your “money” keywords, time to optimize your 
website to reflect this. Ensuring your website has those keywords sprinkled 
throughout, without overdoing it, is important for getting top ranks. Hand-in-
hand with this is making sure that your website content not only has these 
keywords, but is still compelling, fresh, and interesting to read.

While it can be tedious for clients to do this on their own, this is where Innate 
can step in and add the assist.
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4. Your Website NEEDS To Be Mobile Ready
Your website may look great on a laptop or desktop, but if it doesn’t look 
equally amazing on a smartphone or tablet, you are missing a major step. In 
fact, this can create a dramatically negative effect on your search results ranks. 
Google has not shied away from stating that it penalizes website rankings that 
are not mobile-friendly.

5. Strategic Links Back
One of the main factors to ranking well within a local market is strategically 
getting the “right” sites to link back to your website. This means getting key 
websites within the community to link to your website with keywords you want 
to rank for. This alerts Google that your website is a local leader in the industry 
and ultimately results in increased rankings for those words.

6. Spread Content By Leveraging Your Facebook Page
Google is always on high alert for “social signals” that are linked to a topic. 
When your recent blog posts show up on Facebook, this can boost the 
process of getting content shared. Innate places a major emphasis on 
ensuring clients have stellar content that is “share-worthy” on social media. 
This ultimately helps efforts to rank their websites high in search results, for 
those keywords.



I hope that this guide has provided the valuable insight and 
information you need to understand the importance of a 
solid online presence and digital marketing plan. I’ve built 
Innate so that I could help healthcare practices keep up in 
this ever-evolving digital marketing world and stay ahead of 
the competition. If you are looking for someone else to “do 
it all” for your practice, our team of experts would be more 
than happy to take on your digital marketing activities.

Should you have any questions about how Innate can 
implement any of the above techniques in these 16 pillars for 
your practice, feel free to contact me at any time. I’d be more 
than happy to answer any and all questions you have.

Thank you for reading!

GETTING SOMEONE ELSE TO
DO IT ALL  FOR YOUR PRACTICE

Pillar 20
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