
Healthcare
Marketing
Mastery
A step-by-step guide to attracting patients,
building trust, and growing your practice —
without wasting time or money.

The Beginner’s Guide to



03 05

27 33

13 19

41 48

Table of Contents

Introduction &
The Author

Importance of Digital
Marketing

Local 
SEO

Social Media
Optimisation

Website
Optimisation

Blogging &
Content

Social Media
Content

PPC
Advertising

56 63
Measuring
Performance

Troubleshooting
Common Issues

70 73
15 Day Launch
Roadmap

Weekly Task
Checklist



If you run a healthcare business, you already know this: being an expert in
your field is only half the battle. 

In today’s world, your clinic’s growth isn’t just driven by your qualifications or clinical outcomes — it’s also
shaped by how easily people can find you, understand your value, and trust you online.

But for many healthcare professionals, marketing feels overwhelming.

It’s full of jargon, expensive consultants, and half-finished strategies that never quite deliver. And let’s be
honest - when you're focused on patient care, carving out time to “do marketing” can feel like a luxury you can't
afford.

That’s where this book comes in.

Healthcare Marketing Mastery was written to give you clarity, structure, and confidence — without the fluff. It’s
a step-by-step system designed specifically for healthcare professionals who want to attract more of the right
patients, improve their online presence, and take back control of their marketing efforts.

Inside, you’ll find:
Actionable strategies you can implement yourself — even with a small team or limited budget
Simplified breakdowns of channels like SEO, content, email marketing, social media, and paid ads
Templates, SOPs, and checklists to help you move from planning to execution without overthinking
And, perhaps most importantly, a clear roadmap to grow your practice in a way that feels sustainable and
aligned with your values

Whether you’re a practice manager, clinician, marketing assistant, or small business owner, this book will meet
you where you are and guide you step by step.

You don’t need to be a digital expert.
 
You just need to know your patients, believe in your services, and be ready to tell your story more effectively.
Let’s get started.

Introduction

Achieve Mastery of Healthcare Marketing
Without the Hassle



I’m Brock Ashton, the founder of Hawk Health Digital — a boutique marketing agency that specialises in helping
healthcare businesses grow. Over the past few years, I’ve worked closely with clinics, practice managers, and
medical professionals across Australia to build marketing strategies that are practical, ethical, and most
importantly - effective.

Hawk Health was built on a simple belief: Healthcare marketing doesn’t need to be complicated - it just needs
to be strategic, consistent, and built around trust.

Before I launched the agency, I noticed a common problem: many healthcare businesses were stuck. They either
weren’t doing any marketing, or they were investing in scattershot tactics - a few Facebook posts here, a
neglected website there - with no clear plan or results to show for it. Some had outsourced their marketing
completely and felt totally in the dark about what was working (or not working). Others wanted to handle things
in-house, but didn’t have the time, skills, or guidance to get started.

This book was born out of a desire to fix that.

It’s the resource I wish more of my clients had from day one; a clear, step-by-step playbook to help healthcare
business owners and in-house teams understand what actually matters when it comes to digital marketing, and
how to do it themselves if they want to.

Whether you plan to outsource your marketing, build an internal team, or roll up your sleeves and do it all
yourself — this book will help you make smarter decisions, avoid common mistakes, and build a marketing
system that actually supports your business goals.

This isn’t a theory book.

 It’s built on real-world experience, refined through hands-on work with clinics like yours, and written with a
single focus in mind: to help you grow your practice with clarity, confidence, and control.

Let’s dive in.

Meet the Author

Brock Ashton
Founder, Hawk Health Digital



Why Digital Marketing is Essential for Healthcare Businesses

In today’s digital world, patients no longer rely solely on word-of-mouth recommendations or traditional
advertising when choosing a healthcare provider. Instead, they turn to Google searches, online reviews, social
media, and websites to research their options before making a decision.

For healthcare businesses, digital marketing is no longer optional - it’s a necessity. A strong online presence
ensures that when potential patients search for your services, they find you first, trust you, and ultimately book
an appointment.

✅ Digital marketing builds credibility and trust before a patient even steps into your clinic.
✅ It makes your practice discoverable on Google, Facebook, Instagram, and local directories.
✅ It drives consistent patient inquiries - without relying solely on referrals.
✅ It allows you to track and measure success, ensuring your marketing efforts generate real results.

But successful digital marketing isn’t just about running ads or posting on social media - it’s about implementing
a comprehensive strategy that brings all these tactics together to create a strong foundation for business
growth.

The Foundation of a Successful Digital Marketing Strategy

Each chapter of this book covers a carefully selected (more on this towards the end of this chapter) key tactic
that contributes to a fully optimised digital presence. While each element is powerful on its own, they work best
when combined into a structured, ongoing marketing strategy.

The next few pages will discuss how all the tactics covered in this book fit together to attract new patients, build
trust, and grow your healthcare business.

Chapter 1

Exploring & Understanding the Importance of
Digital Marketing in Healthcare



� Your Website – The Core of Your Digital Strategy

Your website is your digital storefront - it’s where potential patients learn about your services, read about your
expertise, and decide whether to book an appointment.

How It Contributes to Growth:

✅ A fast, mobile-friendly website keeps visitors engaged and reduces bounce rates.
✅ Clear navigation and strong CTAs (Call-to-Actions) guide users toward booking an appointment.
✅ SEO optimisation ensures your website appears in Google Search results.

💡 Without a strong website, all other marketing efforts (SEO, social media, ads) will have nowhere effective to
send potential patients.

📌 Key Supporting Tactics: SEO, content marketing, paid advertising, social media.

� SEO & Local Search – Making Your Practice Discoverable

Search Engine Optimisation (SEO) ensures that patients searching for your services on Google find your clinic
first.

How It Contributes to Growth:

✅ Local SEO (Google Business Profile, local citations) helps you rank in Google’s Local Pack when patients
search for “physiotherapist near me” or “dentist in [your city]”.
✅ On-page SEO (optimised pages, keywords, metadata) helps Google understand your expertise and services.
✅ Content marketing (blogs, FAQs, patient education pages) improves your ranking and attracts highly relevant
organic traffic.

💡 Without SEO, your practice will struggle to appear in search results, making it harder for new patients to find
you.

📌 Key Supporting Tactics: Website optimisation, blogging, content updates, online reviews.



� Blogging & Content Marketing – Building Trust & Authority

A blog isn’t just about publishing articles - it’s about providing valuable patient education that establishes you
as an expert in your field.

How It Contributes to Growth:

✅ Increases website traffic by ranking for search queries patients are asking.
✅ Builds trust & credibility, positioning your clinic as a go-to healthcare provider.
✅ Supports SEO efforts by naturally incorporating relevant keywords and improving site authority.

💡 Without regular content updates, your website can feel stagnant, and you’ll miss out on organic traffic from
informational searches.

📌 Key Supporting Tactics: SEO, website optimisation, social media sharing, email marketing.

� Social Media – Engaging with Patients & Expanding Your Reach

Social media is a powerful tool for staying top-of-mind, building relationships, and increasing brand awareness.

How It Contributes to Growth:

✅ Educates and informs patients through engaging posts, videos, and FAQs.
✅ Increases patient trust through behind-the-scenes content and patient success stories.
✅ Drives traffic to your website & booking page through strategic post promotions.
✅ Encourages engagement through interactive content (polls, Q&As, patient testimonials).

💡 Without social media, you’re missing a crucial opportunity to engage with your community and grow your
brand awareness.

📌 Key Supporting Tactics: Blogging, website optimisation, paid social media advertising.



� Paid Advertising (Google & Social Media Ads) – Driving Immediate Leads

SEO and organic content take time to build momentum, but Google Ads and social media advertising provide
instant visibility and generate new patient inquiries quickly.

How It Contributes to Growth:

✅ Targets high-intent searches (e.g., “pediatric dentist near me”) with Google Ads.
✅ Promotes services and offers directly to your ideal audience on Facebook & Instagram.
✅ Retargets website visitors to bring back potential patients who didn’t book right away.

💡 Without paid ads, your online visibility is limited to organic reach, which takes longer to build.

📌 Key Supporting Tactics: Website optimisation, landing pages, SEO, call tracking, social media.

� Tracking & Measuring Success – Optimising for Continuous Growth

Marketing without tracking is like diagnosing a patient without an exam - you need real data to make informed
decisions.

How It Contributes to Growth:

✅ Google Analytics & Call Tracking show which marketing channels bring in the most leads.
✅ Ad performance tracking helps optimise campaigns for maximum ROI.
✅ SEO & website analytics identify what’s working and what needs improvement.

💡 Without tracking, you won’t know what’s driving new patient inquiries and what’s wasting your budget.

📌 Key Supporting Tactics: Google Analytics, Google Ads tracking, CRM, social media insights.



Bringing It All Together: The Digital Marketing Flywheel

Each of these tactics feeds into the next, creating a powerful cycle of patient attraction and business growth:

� Your optimised website provides a strong foundation.
� SEO & content marketing bring in organic traffic & establish authority.
� Social media builds brand awareness and community engagement.
� Paid advertising brings in immediate leads.
� Tracking & analytics help refine and improve performance.
� The cycle repeats and strengthens over time.

💡 The more consistently you implement these strategies, the more they amplify each other - resulting in
sustainable long-term growth.

The Strategy Behind This Book

When writing this guide, we turned to our own Essentials Package for inspiration. This service package focuses
on building a strong, strategic foundation - one that delivers long-term success and sustainable patient growth
without unnecessary complexity. 

Every tactic included in this book has been carefully selected based on proven results for healthcare businesses,
ensuring that you focus on what actually works rather than what’s trending.
Here’s why these tactics were chosen:

 ✅ They are essential for online visibility, credibility, and patient acquisition.
 ✅ They build a strong foundation before adding more advanced strategies.
 ✅ They are achievable for most healthcare businesses without requiring advanced expertise.
 ✅ They work together as a complete system rather than isolated tactics.

Start with the Essentials, Expand Later

If your healthcare business is new to digital marketing, or if you’ve struggled with getting consistent results, it’s
crucial to focus on the fundamentals first.

By following the proven strategies in this book, you will:

 ✔ Create a structured, well-thought-out digital marketing foundation.
 ✔ Avoid the distractions of short-term trends and ineffective tactics.
 ✔ Build a system that attracts, engages, and converts patients consistently.
Once you’ve successfully implemented the core tactics covered in this book, you can then consider adding more
advanced strategies like Facebook Ads, retargeting campaigns, and automated email marketing.

🚀 For now, the focus is on creating a digital marketing system that works - without unnecessary complexity.



Why Focus on These ‘Carefully Selected Key Tactics?’

Now, you may be wondering why certain tactics haven’t been included, especially some of the more commonly
known marketing strategies - such as Facebook Ads and Email Marketing.

The reality is that most marketers make the mistake of trying to do too much at once, bouncing from one tactic to
another without a clear strategic framework. Instead of building a structured, well-thought-out system, they
chase the latest trends, implement tactics without understanding their role in the bigger picture, and ultimately
waste time and resources on fragmented efforts that don’t deliver results.

Why Some Tactics Were Not Included

It’s important to clarify that the tactics we’ve chosen not to include aren’t necessarily ineffective or wrong.
However, in our experience, most healthcare professionals and businesses can achieve fantastic results without
them - especially in the early stages of digital marketing. Here are two commonly used tactics we didn’t include
and why:

� Facebook Ads

While Facebook Ads can be effective for brand awareness and lead generation, they require:

 🚫 Ongoing optimisation and budget scaling - without careful management, costs can spiral.
 🚫 Advanced audience targeting and retargeting strategies - which are often beyond the scope of a
foundational marketing plan.
 🚫 A strong content and lead nurture system to convert leads into patients - without it, many leads remain
unqualified or uninterested.

💡 What We Chose Instead: Rather than rely on Facebook Ads, this book focuses on organic social media, local
SEO, and Google Ads - strategies that typically drive more qualified leads and require less trial-and-error for
most healthcare businesses.

� Email Marketing

Email marketing is a powerful tool for nurturing existing patients, but it’s less critical for attracting new patients -
which is the main goal for most healthcare businesses starting out with digital marketing.

🚫 Many healthcare businesses don’t have large email lists, making it ineffective initially.
🚫 Success requires regular content creation, automation, and segmentation - which adds complexity.
🚫 Email open rates and engagement levels can be low if not executed well.

💡 What We Chose Instead: Instead of focusing on email marketing, we emphasise website optimisation, local
SEO, and content marketing - strategies that help attract patients first, before worrying about long-term
engagement.



How to Use This Book

This book is designed as a step-by-step guide for healthcare business owners who want to take control of their
digital marketing strategy. Instead of overwhelming you with abstract theories, it provides clear explanations,
practical action steps, and ready-to-use resources to help you implement each marketing tactic effectively.

Whether you’re completely new to digital marketing or looking to improve your existing efforts, this book will
guide you through a structured approach to building a strong online presence, attracting new patients, and
growing your business sustainably.

How Each Chapter is Structured

Each chapter is designed to be easy to follow and immediately actionable, breaking down a specific marketing
tactic into two key sections:

� Theory – Understanding the Strategy

📌 This section explains why the tactic matters, how it works, and how it contributes to your overall marketing
success.

💡 Example: In the chapter on Local SEO, you’ll learn why appearing in Google’s Local Pack matters, how
Google determines rankings, and how local search visibility impacts patient acquisition.

� Application – Step-by-Step Implementation

📌 This section provides clear, practical steps to help you set up, optimise, and execute the tactic successfully.

💡 Example: In the Google Ads chapter, you’ll get a step-by-step walkthrough of how to:

 ✅ Choose the right keywords
 ✅ Write high-performing ads
 ✅ Optimise landing pages for conversions
 ✅ Track performance and ROI

Each step is broken down into manageable actions, so you can follow along at your own pace.



How to Get the Most Out of This Book

✔ Read it in order OR jump to the chapters most relevant to you.
✔ Follow the action steps and implement as you go.
✔ Track your progress and measure results using the provided templates.
✔ Consider upgrading to the full resource package for additional support.

By following the strategies outlined in this book and taking action on each chapter, you’ll create a
comprehensive, results-driven digital marketing system - one that helps you attract more patients, increase
bookings, and grow your healthcare business with confidence.

Final Thoughts: Why a Comprehensive Digital Marketing Strategy is Key to
Growth

When all these tactics work together, your marketing becomes automated, optimized, and scalable - allowing
you to attract more patients, reduce dependency on referrals, and grow your practice efficiently.

✅ SEO & content marketing bring in organic traffic over time.
✅ Social media & ads ensure continuous engagement & immediate patient inquiries.
✅ Tracking & analytics optimize performance to maximize your marketing investment.

🚀 Now that you understand how everything fits together, it’s time to take action! Start with one tactic at a time,
then build your marketing efforts into a complete, sustainable growth strategy.



Part 1: Theory – Understanding the Strategy & Tactics

Your website is the digital storefront of your healthcare business. Before a patient calls, books an appointment,
or even follows your social media, they’re likely to visit your website. A slow, confusing, or outdated website will
cause potential patients to leave and book elsewhere.

How a Well-Optimized Website Drives Business Growth

✅ Improves patient trust & credibility – A clean, professional site signals reliability.
✅ Increases online visibility – Google ranks fast, well-structured websites higher.
✅ Boosts appointment bookings – A smooth experience makes it easier for patients to take action.
✅ Enhances patient education – Well-organized content helps visitors find what they need quickly.

💡 Key Insight: Patients expect your website to be as professional as your practice. If your site looks outdated,
is slow, or lacks clear information, it’s costing you potential appointments.

The Impact of User Experience (UX) on Conversions

User experience (UX) is one of the most critical factors in website success. A poor UX - such as slow load times,
confusing navigation, or difficult-to-read content - frustrates visitors and drives them away.

A High-Converting Website Should Be:

✅ Easy to navigate – Simple, intuitive menus and a clear structure.
✅ Visually appealing – A clean, modern design that reflects your brand.
✅ Optimised for accessibility – Readable text, easy-to-click buttons, and adaptable layouts for all users.

💡 Key Insight: If a visitor struggles to find key information, they’ll likely leave without booking an appointment.

Chapter 2

Website Optimisation: 
Creating a High-Converting Digital Storefront



Mobile Optimisation – The Non-Negotiable Factor

With over 60% of web traffic coming from mobile devices, your website must be mobile-friendly. If it’s not, you’ll
lose potential patients before they even engage with your practice.

A Mobile-Friendly Site Should:

✅ Automatically adjust to different screen sizes.
✅ Feature touch-friendly buttons – No one should have to zoom in to click “Book Now.”
✅ Load quickly and function smoothly across all devices.

💡 Google prioritises mobile-friendly websites in search rankings, meaning a poor mobile experience can hurt
your visibility and reduce traffic.

Speed & Performance – Why Load Time Matters

Website speed is a major factor in both user experience and Google rankings.
📊 40% of visitors abandon a website that takes more than 3 seconds to load.

Common Causes of Slow Load Speeds:

❌ Large image files that aren’t optimized.
❌ Too many scripts and plugins slowing down performance.
❌ Poor server performance or low-quality hosting.

How to Improve Site Speed:

✅ Compress images using tools like TinyPNG or ShortPixel.
✅ Limit unnecessary plugins & scripts – Only keep essential ones.
✅ Upgrade your hosting – A fast, reliable provider (like SiteGround or Kinsta) makes a difference.



SEO Basics – Making Your Website Discoverable

Search Engine Optimisation (SEO) ensures that your practice appears in Google Search results when potential
patients are looking for services like yours.

✅ Keyword-rich page titles – Helps Google understand what each page is about.
✅ Meta descriptions – Short, compelling summaries that encourage clicks from search results.
✅ Clean, simple URLs – Use keyword-friendly URLs (e.g., "yourclinic.com/knee-pain-treatment").
✅ Alt text for images – Descriptive text that helps search engines (and visually impaired users) understand
images.
✅ Secure website (HTTPS) – A secure site builds trust and improves search rankings.

💡 SEO is an ongoing process. Without it, your website won’t show up in local searches, and you’ll miss out on
free organic traffic from Google.

Building Trust & Credibility – Converting Visitors into Patients

Before making an appointment, potential patients want to feel confident in your expertise. Your website should
build immediate trust through:

✅ Real patient testimonials & reviews – Display on key pages, not just a separate review page.
✅ Doctor credentials & experience – Highlight qualifications in an engaging, patient-friendly way.
✅ Professional clinic photos – Avoid stock images - show real staff & your actual practice.
✅ Transparent pricing & service details – If applicable, list costs or insurance acceptance policies.

💡 First impressions matter. A website that instantly builds trust makes visitors more likely to book an
appointment.

Final Thoughts: Why Website Optimisation is the Foundation of Your
Marketing Strategy

Your website isn’t just an online brochure - it’s your #1 marketing tool. Every digital marketing effort - SEO,
content marketing, social media, and paid ads - relies on an optimized website to convert visitors into patients.

Key Takeaways:

✔ A fast, mobile-friendly website improves user experience and conversions.
✔ SEO ensures your practice is discoverable in local search results.
✔ Clear navigation & CTAs guide visitors toward booking an appointment.
✔ Trust-building elements (testimonials, credentials, images) help convert visitors into patients.



Part 2 - Step-by-Step Application

Now that you understand why website optimisation is critical for your healthcare business, let’s walk through a
step-by-step process to audit and improve your website.

By following these steps, you’ll ensure your site is fast, mobile-friendly, user-friendly, and optimised for search
engines - ultimately leading to more patient inquiries and booked appointments.

Step 1: Evaluate Website Speed & Performance

How to Test Your Site Speed

✅ Use Google PageSpeed Insights → Test Here
✅ Use GTmetrix → Test Here

💡 These tools provide a score and suggest improvements (often with their own how-to guides) based on real
performance data.

Action Steps to Improve Speed

We prefer to use GTMetrix since the results of the test are very visual and come with detailed explanations as
well as simple to follow instructions to fix any issues. When you run your first test be sure to focus on any ‘High’
impact issues, as well as some of the most common things to fix:

✔ Optimise Images – Compress large images using TinyPNG or ShortPixel.
✔ Minimise Unnecessary Plugins – If using WordPress, disable or remove unused plugins.
✔ Enable Caching – Use WP Rocket or W3 Total Cache (for WordPress sites) to store site data and improve
speed.
 ✔ Use a Content Delivery Network (CDN) – Services like Cloudflare or Amazon CloudFront help distribute your
content globally, reducing load times.

📌 Quick Fix: Run your site through GTmetrix and focus on improving image optimisation and compression first.

https://pagespeed.web.dev/
https://gtmetrix.com/


Step 2: Improve Website Navigation & User Experience (UX) 

Action Steps to Improve UX:

✔ Keep Navigation Simple – Use a clear menu structure with key pages such as:
 ✅ Home
 ✅ About Us
 ✅ Services
 ✅ Blog
 ✅ Contact
✔ Use a Clear Call-to-Action (CTA) – Every page should guide users toward the next step (e.g., “Schedule a
Consultation”).
 ✔ Make Contact Information Easy to Find – Place your phone number and contact form on every page.
 ✔ Reduce Clutter – Remove excessive text, unnecessary widgets, and autoplay videos that may overwhelm
visitors.

📌 Quick Fix: Ask someone unfamiliar with your website to find your contact page in under 10 seconds - if they
struggle, simplify your navigation.
.

Step 3: Optimise for SEO (Search Engine Optimisation)

Action Steps to Improve SEO:

On-Page SEO Basics

✔ Optimise Title Tags & Meta Descriptions
Titles should be clear and include keywords (e.g., “Physiotherapy in Sydney | ABC Clinic”).
Meta descriptions should be under 160 characters and encourage users to click through.

✔ Use Clean URLs
❌ Bad: www.yourclinic.com/p=123?service
✅ Good: www.yourclinic.com/physiotherapy-services

✔ Include Header Tags (H1, H2, H3)
Use one H1 tag per page (main title).
Use H2/H3 headings to break up text for readability.

✔ Optimise Images with Alt Text
Helps search engines understand images and improves accessibility.

✔ Use Internal Links
Link relevant blog posts and service pages together to help search engines crawl your site effectively.

http://www.yourclinic.com/p=123?service
http://www.yourclinic.com/physiotherapy-services


Technical SEO

✔ Ensure Your Website is HTTPS Secure
Check for a padlock symbol in your browser’s address bar.

✔ Submit a Sitemap to Google
Use Google Search Console → Submit Here

✔ Fix Broken Links
Use tools like Screaming Frog SEO Spider or Broken Link Checker.

📌 Quick Fix: Check your website’s meta titles and descriptions - do they include keywords and a compelling
call to action?

Step 4: Enhance Credibility & Trust

Action Steps to Build Trust:

✔ Showcase Patient Testimonials & Reviews
Embed Google Reviews or patient testimonials on your homepage.

✔ Display Credentials & Certifications
Highlight doctor qualifications, awards, and professional affiliations.

✔ Include Real Photos
Use authentic images of your clinic and staff instead of generic stock photos.

✔ Make It Easy to Contact You
Provide multiple contact options, including phone, email, and live chat.

📌 Quick Fix: Add at least one patient testimonial to your homepage to increase credibility instantly.

Next Steps: Implement & Monitor

Once you’ve made the necessary changes, test your website regularly to ensure it remains optimised.
Monitor Performance Using:

📊 Google Analytics – Tracks traffic and engagement metrics
🔎 Google Search Console – Identifies SEO issues and keyword rankings
⚡ GTmetrix – Measures speed improvements

By following these steps, your website will be faster, easier to use, and more visible to potential patients. 

💡For more details on how to monitor and track performance and progress over time, refer to chapter 8

https://search.google.com/search-console


Part 1: Theory – Understanding the Strategy & Tactics

In today’s digital age, patients are more informed than ever. Before booking an appointment, they research
symptoms, treatments, and providers online. This means that healthcare businesses need to position themselves
as trusted authorities by providing educational, accurate, and helpful content.

A well-maintained blog is more than just a collection of articles - it’s a powerful marketing tool that improves
search rankings, builds trust, and drives patient engagement.

How Blogging Contributes to Business Growth

✅ Improves Search Engine Visibility – Google prioritizes fresh, relevant content. Blogging helps your website
rank higher in search results, increasing organic traffic.
✅ Builds Trust & Credibility – Patients are more likely to choose a provider who demonstrates expertise through
informative content.
✅ Engages & Educates Patients – Blog posts simplify complex medical topics, making healthcare more
accessible and less intimidating.
✅ Supports Other Marketing Efforts – Blogs can be repurposed into email newsletters, social media posts, and
patient resources.

💡 Key Insight: A blog positions your practice as a go-to resource for reliable health information, increasing
patient confidence and encouraging long-term engagement.

Chapter 3

Blogging & Content Updates:
Establishing Authority & Driving Engagement



How Blogging Converts Readers into Patients

A blog isn’t just about driving traffic - it should also guide readers toward taking action, such as:

✅ Booking an appointment
✅ Calling your clinic for more information
✅ Signing up for an email newsletter

To be effective at converting visitors, a blog should:

✔ Answer common patient questions – Address FAQs about symptoms, procedures, or treatment options.
✔ Provide clear next steps – Include strong calls to action (CTAs) to encourage patient engagement.
✔ Be easy to read & navigate – Use short paragraphs, bullet points, and subheadings to improve readability.

💡 Example: A podiatry clinic writes a blog post titled "When Should You See a Podiatrist for Foot Pain?" and
includes a "Book an Appointment" button at the end - guiding readers to take action immediately.

Content Strategy: Writing with Purpose

Not all content is created equal. A strategic approach to blogging ensures that your posts align with patient
needs and business goals.

Key Blogging Principles for Healthcare Businesses

✅ Write for Your Target Audience – Identify who your ideal patients are and what common health concerns they
search for online.
✅ Use Keywords Wisely – Incorporate relevant medical and local SEO keywords to improve search visibility
without sounding robotic.
✅ Focus on Evergreen Content – Write posts that remain relevant over time, such as "What to Expect During a
Physiotherapy Session."
✅ Maintain a Consistent Schedule – Even one to two blog posts per month keeps your site fresh, engaging,
and Google-friendly.

💡 Example: A chiropractic clinic writes an evergreen blog post "5 Stretches to Prevent Lower Back Pain",
which continues to attract consistent website traffic year after year.



The Role of SEO in Blogging
A well-written blog post is useless if no one can find it. Search Engine Optimisation (SEO) ensures that your blog
reaches the right audience by making it more discoverable on Google.

Key SEO Elements for Blog Posts

✅ Keyword Optimisation – Use relevant healthcare-related keywords naturally throughout the content.
✅ Meta Descriptions – Write compelling 150–160 character summaries for each post to encourage click-
throughs from search results.
✅ Internal Linking – Link to other relevant blog posts or service pages to keep visitors engaged.
✅ Alt Text for Images – Describe images in a way that helps search engines and visually impaired users
understand them.

💡 Example: A dermatologist writes a post on "How to Treat Acne Scars" and links to their laser treatment
service page - driving traffic to high-converting pages.

📌 Quick Fix: Use Google’s Keyword Planner to identify relevant search terms and naturally incorporate them
into blog posts.

Updating Existing Content: The Power of Content Refreshing

Creating fresh content doesn’t always mean writing something new. Updating old blog posts can significantly
boost rankings and engagement.

Key Strategies for Content Refreshing

✅ Update Outdated Medical Information – Ensure treatments, statistics, and recommendations are accurate.
✅ Add New Insights or Case Studies – Expand blog posts with patient experiences or updated research.
✅ Enhance Readability & Visuals – Improve engagement by breaking up text with images, videos, and
infographics.
✅ Check for Broken Links – Use tools like Broken Link Checker to fix or update outdated external links.

💡 Example: A physiotherapy clinic updates a 2018 blog post on knee pain treatments with new research and
patient testimonials - improving rankings without writing an entirely new post.

📌 Quick Fix: Identify your top 5 most visited blog posts and refresh them with updated insights and SEO
improvements.
.



Building Authority & Trust Through Blogging

Patients value content from credible sources. Here’s how to ensure your blog establishes trust and reinforces
your expertise.

✅ Fact-Check Information – Use reputable sources and cite relevant studies or guidelines.
✅ Use a Professional Yet Approachable Tone – Write informed, patient-friendly content that is clear,
supportive, and reassuring.
✅ Showcase Expertise – Have content written or reviewed by medical professionals when possible.
✅ Highlight Patient Success Stories – Use real experiences (with permission) to add authenticity.

💡 Example: A dentist writes a post on "What to Expect During a Root Canal", which is reviewed by a licensed
endodontist - enhancing credibility and building trust with nervous patients.

📌 Quick Fix: Add an "Expert Reviewed By" section to blog posts to showcase professional credibility.

Final Thoughts: Why Website Optimisation is the Foundation of Your
Marketing Strategy

A strong blogging strategy doesn’t just bring in website traffic - it positions your healthcare practice as an
authority while also driving patient conversions.

Key Takeaways:

✔ A well-maintained blog improves SEO, patient trust, and website engagement.
✔ Blog content should always guide readers toward taking action (booking, calling, or subscribing).
✔ Consistent updates (even once or twice a month) keep your website fresh and competitive.
✔ SEO optimization ensures your blog reaches the right audience.
✔ Refreshing older content is a powerful way to boost rankings without creating new posts.



Part 2 - Step-by-Step Application

Now that you understand why blogging is essential, let’s go step by step through the process of planning,
writing, and optimising blog posts for your healthcare business. A well-executed blog strategy will help you
attract new patients, improve search rankings, and build trust in your expertise.

Step 1: Define Your Blog’s Goal

What’s Your Blog’s Primary Goal?

✔ Attract more website visitors? → Focus on SEO-friendly, search-driven topics.
✔ Convert visitors into patients? → Create educational content that encourages bookings.
✔ Build authority in your field? → Write expert insights and well-researched articles.

💡 Pro Tip: Pick one main goal per post to ensure your content stays focused and valuable.

📌 Example: A dermatology clinic writes an article on "How to Identify Skin Cancer Early" with the goal of
educating patients while subtly encouraging them to book a skin check appointment.

Step 2: Choose Relevant Topics

Your blog topics should align with your healthcare services and address common patient concerns. Here’s how
to generate ideas:

How to Generate Blog Topic Ideas

✅ Answer Common Questions – What do patients frequently ask during consultations?
✅ Use Keyword Research Tools – Google’s "People Also Ask", AnswerThePublic, Ahrefs, and SEMrush help
identify trending search queries.
✅ Check Competitor Blogs – See what’s working for others and provide a more valuable take.
✅ Use Seasonal Trends – Cover seasonal health concerns (e.g., flu prevention in winter, allergy relief in spring).

📌 Example Blog Topics for a Physiotherapy Clinic:
 ✔ "What Causes Knee Pain and When Should You See a Doctor?"
 ✔ "How to Choose the Right Physiotherapist for Your Condition"
 ✔ "5 Myths About Back Pain You Should Stop Believing"

💡 Quick Fix: Brainstorm at least 5 blog topics that relate to your most popular services.

💡 Pro Tip: When you’re just starting out, don’t get too caught up in trying to be perfect with keyword research
and selection - focus on creating content that answers common questions your audience needs answered.



Step 3: Outline Your Blog Post

A clear structure keeps readers engaged and improves readability. A strong healthcare blog post follows this
format:

Recommended Blog Post Structure

� Headline (H1) – Grab attention with a compelling title (e.g., "The Ultimate Guide to Managing Back Pain").
� Introduction – Briefly introduce the topic and explain why it’s important.
� Main Content (H2s & H3s) – Break up sections with clear subheadings for readability.
� Call to Action (CTA) – Encourage readers to book an appointment, call your clinic, or subscribe to a
newsletter.

💡 Pro Tip: Use bullet points, bold text, and short paragraphs to make your content scannable and easy to
digest.

📌 Quick Fix: Before writing, create an outline with your main sections and key takeaways.

Step 4: Write Your Blog Post

Best Practices for Effective Healthcare Blogging

🖊 Use a Conversational Tone – Write as if you’re explaining to a patient.
📏 Keep Sentences Short and Simple – Avoid complex medical jargon where possible.
🔍 Back Claims with Evidence – Link to reputable sources to boost credibility.
📱 Make it Scannable – Use bullet points, bold text, and short paragraphs.
🖼 Include Images – Diagrams, infographics, and real-life patient-friendly visuals increase engagement.

📌 Quick Fix: Use subheadings and bullet points to break up long sections of text.

💡 Example CTA: "Concerned about knee pain? Book a consultation with our physiotherapists today!"



Step 5: Optimise For SEO

SEO ensures that your blog appears in search results when potential patients are looking for information.
Without optimisation, even the best-written posts might never be seen.

SEO Checklist for Blog Posts

🔑 Use Keywords Naturally – Include targeted keywords in the title, headings, and body text.
🔗 Add Internal Links – Link to other relevant blog posts and service pages on your site.
🖼 Optimise Images – Compress images for faster loading times and add alt text for accessibility.
📝 Write a Compelling Meta Description – A 150-character summary that entices users to click from search
results.

📌 Example Meta Description:
 "Learn how to relieve chronic knee pain with expert tips from our physiotherapists. Discover causes, treatments,
and when to seek professional help."

💡 Quick Fix: Use Google’s Keyword Planner to find high-ranking keywords and incorporate them naturally.

Step 6: Publish and Promote

A blog post is only effective if people see it. Promoting your content increases engagement and maximises
reach.

Ways to Promote Your Blog Post

📢 Share on Social Media – Post the link on Facebook, LinkedIn, and Instagram.
📩 Send to Your Email List – Include a short teaser in your next newsletter.
🔁 Repurpose into Other Content – Turn key points into Instagram carousels, LinkedIn articles, or short videos.

💡 Example: A dental clinic writes a blog on teeth whitening and repurposes it into an Instagram Story poll
asking “Have you ever tried professional teeth whitening?”

📌 Quick Fix: Share your blog on social media and encourage comments and engagement.



Step 7: Update Older Content

Over time, older blog posts can become outdated. Refreshing old content helps improve rankings and keeps
your site relevant.

How to Update Old Blog Posts

🔄 Check for outdated facts and update medical recommendations.
📊 Add new statistics or patient success stories.
🔗 Fix broken links and update formatting for better readability.
📝 Enhance content with images, videos, or infographics.

💡 Example: A chiropractic clinic refreshes a 2019 blog on lower back pain by adding a new treatment
technique and updating medical sources.

📌 Quick Fix: Identify your top 5 most visited blog posts and refresh them with new insights and SEO
improvements.



Part 1: Theory – Understanding the Strategy & Tactics

Local SEO (Search Engine Optimisation) is the process of optimizing your online presence to attract more
patients from your local area. Unlike general SEO, which targets broad national or global visibility, local SEO
ensures that your clinic appears in searches from nearby users - those most likely to visit your practice.

Why Local SEO is Critical for Healthcare Providers

📊 46% of all Google searches have local intent (e.g., “physiotherapist near me”).
📱 76% of people who search for a local service on their phone visit a business within a day.
📍 Google prioritizes local businesses in search results, meaning clinics that optimize for local search get
significantly more visibility and patient inquiries.

💡 Key Insight: If your clinic doesn’t show up in Google Search and Google Maps, you’re losing patients to
competitors.

How Google Determines Local Search Rankings

Google ranks local businesses based on three primary factors:

� Relevance – Does your website clearly describe what services you offer? Are you using the right keywords
(e.g., “pediatric dentist Sydney”)?
� Proximity – How close is your clinic to the searcher’s location?
� Prominence – How well-known and trusted is your clinic? Do you have positive reviews and strong online
engagement?

Chapter 4
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How to Improve Your Local SEO Ranking

✅ Optimise your Google Business Profile (GBP) – This is Google’s most important local ranking factor.
✅ Use local keywords throughout your website – Ensure your homepage, service pages, and blogs are
optimised for location-based searches.
✅ Encourage patient reviews – Positive Google Reviews boost your search rankings and credibility.
✅ Ensure NAP (Name, Address, Phone Number) consistency – Your clinic’s details must be identical across
directories.
✅ Build local backlinks – Links from local directories, blogs, and community sites improve your authority.

💡 Key Insight: Google values real-world trust signals (reviews, local partnerships, accurate listings) just as
much as technical SEO elements.

Final Thoughts: The Business Impact of Local SEO

A well-optimized local SEO strategy will:

✔ Increase your visibility in Google Search & Google Maps.
 ✔ Drive more appointment bookings from nearby patients.
 ✔ Establish your clinic as a trusted healthcare provider in your area.
 ✔ Improve your online reputation & credibility.

💡 Final Thought: Patients searching for local healthcare services are ready to take action - if your business isn’t
visible, you’re missing a huge opportunity.

.



Part 2 - Step-by-Step Application

Now that you understand why Local SEO is essential for attracting patients, let’s walk through a step-by-step
process to optimise your online presence. By following these steps, your healthcare business will rank higher in
local searches, appear on Google Maps, and attract more local patients.

Step 1: Claim and Optimise your GBP

Your Google Business Profile (GBP) is the most important local SEO factor. It determines how your clinic appears
in Google Maps and local search results.

How to Set Up & Optimise Your GBP

✅ Claim Your Profile – Go to Google Business Profile Manager and claim or create your listing.
✅ Use an Accurate Business Name – Ensure it matches your signage and branding.
✅ Provide Complete Contact Details – Add your address, phone number, website, and email.
✅ Choose the Right Business Categories – Be as specific as possible (e.g., "Physiotherapy Clinic" rather than
just "Clinic").
✅ Set Your Business Hours – Include holiday hours to ensure patients see accurate availability.
✅ Upload High-Quality Photos – Showcase your clinic, staff, waiting area, and equipment to build trust.
✅ Post Regular Updates – Share news, promotions, and health tips to improve engagement.

📌 Quick Fix: If you already have a Google Business Profile, log in now and check if all details are up to date.



Step 2:  Use Location-Based Keywords on Your Website

Google needs clear signals that your business serves a specific location. Adding location-based keywords
throughout your website helps improve local rankings.

Where to Add Local Keywords:

✔ Homepage Title & Meta Description
Example: “Physiotherapist in Sydney – Expert Pain Relief & Rehab” 

✔ Service Pages
Example: “Sports Physiotherapy in Melbourne”

✔ Blog Posts
Example: “5 Common Sports Injuries & How Our Brisbane Clinic Can Help”

✔ Website Footer
Include your clinic name, address, and phone number (NAP) for Google verification.

📌 Example Local Keywords for a Dentist in Melbourne:
 ✔ "Best dentist in Melbourne"
 ✔ "Emergency dental clinic near me"
 ✔ "Teeth whitening services Melbourne"

💡 Quick Fix: Update your homepage and service pages to include local keywords in the headings and meta
descriptions.

Step 3: Ensure NAP (Name, Address, Phone Number) Consistency

Google cross-checks business details across different platforms. If your clinic’s details differ across directories,
it can harm your local rankings.

How to Ensure Consistency:

✅ Check Your Website’s Contact Page – Make sure your name, address, and phone number (NAP) are correct.
✅ Update Business Listings & Directories – Ensure your details are identical across platforms.
✅ Standardise Formatting – Decide whether you’ll list your phone number as (02) 1234 5678 or +61 2 1234
5678 and use it consistently everywhere.

📌 Key Platforms to Check for NAP Consistency:
 ✔ Google Business Profile
 ✔ Your Website
 ✔ Healthcare Directories (Healthshare, HotDoc, Whitecoat)
 ✔ Local Directories (Yelp, Yellow Pages, Bing Places)
 ✔ Social Media Profiles



Step 4:  Generate More Google Reviews

Google prioritises businesses with recent, high-quality reviews. Reviews boost your rankings, build trust, and
encourage more patient enquiries.

How to Get More Reviews:

✅ Ask Satisfied Patients in Person – A simple request at the end of an appointment can go a long way.
✅ Send a Follow-Up Email or SMS – Include a direct Google Review link for easy access.
✅ Make It Easy to Leave a Review – Add a "Leave a Review" button on your website and email signatures.
✅ Respond to Every Review – Positive or negative, responding to reviews shows engagement and
professionalism.

📌 Example Review Response:
 "Thank you, [Patient’s Name], for your kind words! We’re glad we could help and look forward to seeing you
again."

💡 Quick Fix: Create a Google Review request template for your reception team to use after patient visits.

Step 5: Build Local Backlinks for Authority

Google sees backlinks (links from other websites to yours) as a sign of credibility. Local backlinks help boost
your local SEO ranking.

How to Get Local Backlinks:

✔ Partner with Local Businesses – Ask gyms, pharmacies, or wellness centres to link to your website.
✔ Get Listed in Healthcare Directories – Submit your clinic to Healthshare, HotDoc, and Whitecoat.
✔ Sponsor Local Events – Sponsorships often come with a backlink on the event’s website.
✔ Write Guest Articles – Offer to write health-related blogs for local businesses or news websites.

📌 Example: A podiatrist partners with a local running club, and the club links to their website on a "Health
Partners" page.

💡 Quick Fix: Reach out to one local business or directory this week to request a website link.



Step 6:  Create Location Specific Content

Google favours content that’s highly relevant to a local audience. Creating location-based blog posts, FAQs,
and case studies improves search visibility.

Examples of Location-Specific Content:

✔ Case Studies – “How Our Sydney Physiotherapy Clinic Helped an Athlete Recover from ACL Surgery”
✔ Local Health Tips – “Best Running Trails in Brisbane (And How to Avoid Injuries)”
✔ Community Involvement – “Join Our Free Health Check Event in Melbourne”
✔ Local FAQs – “Where Can I Find a Bulk-Billing GP in Perth?”

📌 Pro Tip: Add an FAQ section to your website with local search terms to increase search visibility.

💡 Quick Fix: Write a location-specific blog post this month featuring health tips or local community events.

Step 7: Monitor & Track Your Local SEO Performance

SEO is not a one-time task - it requires regular monitoring and adjustments.

How to Track Your Performance:

📊 Google Analytics – Tracks website traffic and visitor location data.
📍 Google Business Profile Insights – Shows how many people searched for your clinic and requested
directions.
🔍 Google Search Console – Identifies which keywords are driving traffic.

📌 Quick Fix: Check your Google Business Profile insights weekly to track patient enquiries and search
performance.



Part 1: Theory – Understanding the Strategy & Tactics

Social media is no longer just for socializing - it’s a powerful tool for healthcare marketing, patient education,
and community engagement. With more people turning to platforms like Facebook, Instagram, LinkedIn, and
YouTube for health information, having an optimized social media presence is essential for building trust,
attracting new patients, and growing your practice.

Key Benefits of Social Media for Healthcare Businesses

✅ Increases Brand Awareness – Regular posting keeps your clinic top of mind for potential patients.
✅ Drives Website Traffic & Bookings – Strong calls-to-action (CTAs) encourage users to schedule
appointments.
✅ Builds Patient Trust & Credibility – Sharing expertise and patient success stories strengthens your
reputation.
✅ Improves Community Engagement – Helps you connect with local patients and address common health
concerns.
✅ Enhances SEO & Online Visibility – Active social media accounts signal credibility to search engines.

📌 Key Insight: Patients expect healthcare providers to be active online. An unoptimised or inactive profile can
make your practice look outdated or untrustworthy.

Key Benefits of Social Media for Healthcare Businesses

A strong social media presence helps healthcare providers attract, educate, and retain patients. Here’s how:

� First Impressions Matter – Many potential patients check social media before booking an appointment. A
well-maintained profile instills trust and encourages action.
� Educational Content Establishes Expertise – Sharing valuable health tips, FAQs, and doctor insights
positions your clinic as an authority in your field.
� Engagement Builds Relationships – Responding to comments, questions, and messages creates a
connection with potential patients, making them more likely to choose your services.
� Local Reach & Visibility – Social platforms help you reach local patients searching for healthcare providers
near them.

💡 Example: A physiotherapy clinic that regularly posts rehabilitation exercises and patient testimonials will
appear more trustworthy and approachable than one with an outdated, inactive profile.

Chapter 5
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Key Elements of a Fully Optimised Social Media Profile

A social media account isn’t just a profile - it’s an opportunity to convert visitors into patients. An optimised
profile ensures that potential patients quickly understand who you are, what you offer, and how to contact you.

Essential Optimisation Elements:

✅ Consistent Branding – Profile photo, cover image, and bio should match your clinic’s brand identity.
✅ Clear & Engaging Bio – Clearly state who you are, what you do, and where you’re located.
✅ Contact Information & Booking Links – Make it easy for patients to call, message, or book an appointment
online.
✅ Well-Structured Content Strategy – Avoid random posting; instead, create a balanced mix of educational,
promotional, and community-based posts.
✅ Active Engagement & Response – Ignoring comments or messages can harm credibility. Prompt responses
build trust and encourage patient inquiries.

📌 Quick Fix: Visit your Facebook, Instagram, and LinkedIn profiles now - do they have a clear bio, correct
contact details, and professional branding? If not, update them today!



Building Authority & Trust on Social Media

Social media is not just about marketing - it’s a trust-building platform. Patients prefer transparent, educational,
and engaging content from healthcare providers.

Ways to Build Authority & Trust:

✅ Showcase Real Patient Testimonials (With Permission)
✅ Share Expert Insights (Doctor Q&As, Myths vs. Facts, Health Tips)
✅ Post High-Quality Visuals & Videos (Clinic Walkthroughs, Procedure Demonstrations)
✅ Engage with Your Community (Polls, Live Q&As, Behind-the-Scenes Content)

📌 Quick Fix: Plan a doctor Q&A session or post a behind-the-scenes look at your clinic to increase
engagement.

The Business Impact of Social Media Optimisation

✅ Higher Patient Inquiries & Appointments – A well-optimized profile with strong content attracts more direct
messages, calls, and online bookings.
✅ Increased Website Traffic – Posts that link to blog articles, service pages, or appointment booking forms
bring more visitors to your site.
✅ Improved Reputation & Credibility – Active engagement builds trust with potential patients and improves
online visibility.
✅ Stronger Local Presence – Geo-targeted hashtags and location-based content attract nearby patients.

📈 Example: A dental clinic that posts before-and-after smile transformations, patient reviews, and oral hygiene
tips will naturally attract more followers, engagement, and appointment bookings than one that only posts
generic advertisements.



Why Organic Social Media Alone Won’t Guarantee a Surge in Revenue

While social media is a powerful tool for brand awareness, patient education, and community engagement, it’s
important to set realistic expectations about its financial impact - particularly when it comes to organic (unpaid)
social media efforts.

Many healthcare and wellness businesses assume that simply posting consistently will generate a significant
increase in patient bookings. However, the reality is that organic social media alone is rarely a direct revenue-
driving channel - unless backed by a strong, well-planned strategy and ongoing execution.

✔ Limited Organic Reach – Social media platforms prioritise engaging and interactive content. Without high
engagement rates, your organic posts won’t be seen by many followers.
✔ Long-Term Growth, Not Immediate Conversions – Unlike Google Ads or SEO, organic social media takes time
to build an audience and establish trust.
✔ Not Everyone Follows to Book an Appointment – Many people follow healthcare brands for general wellness
information, not necessarily to book a service.
✔ Requires Consistency & Strategy – Posting sporadically won’t lead to meaningful results. Without a clear
content strategy, organic social media won’t deliver consistent patient inquiries.
✔ Difficult to Track Direct ROI – Unlike ads where you can track click-through rates and conversions, organic
social media efforts are harder to measure in direct financial terms.

💡 Key Insight: If your goal is quick patient acquisition, organic social media is not a standalone solution - it
needs to be part of a bigger digital marketing strategy that includes SEO, paid ads, email marketing, and
website optimisation.

Final Thoughts: Why Social Media Optimisation is a Must for Healthcare
Businesses

An optimised social media presence is more than just looking professional - it’s about building relationships,
increasing visibility, and growing your practice.

By optimising your profiles, developing a consistent content strategy, and actively engaging with your audience,
you will:

✔ Establish your healthcare business as a trusted authority.
✔ Drive more appointments & patient inquiries.
✔ Stay ahead of competitors who neglect social media.
✔ Improve online reputation & search visibility.



Part 2 - Step-by-Step Application

Now that you understand the importance of social media optimization, let’s go through a step-by-step process
to ensure your healthcare business profiles are fully optimized for engagement, trust-building, and patient
conversion.

Step 1: Choose the Right Platforms

Not all social media platforms are equally effective for healthcare businesses. The right platform depends on
your target audience, content strategy, and the nature of your services.

Best Platforms for Healthcare Providers

✅ Facebook (Most Important)
Best for community engagement, patient education, and paid ads.
Patients expect fast responses via Messenger.
Ideal for sharing blog posts, clinic updates, and patient testimonials.

✅ Instagram (Highly Visual & Engagement-Focused)
Great for before-and-after images, behind-the-scenes content, and patient education.
Best for short-form video content (Reels, Stories).
Works well for aesthetic-focused services (e.g., dermatology, physiotherapy, cosmetic dentistry).

✅ LinkedIn (Professional Networking)
Ideal for B2B healthcare providers, medical professionals, and referrals.
Best for sharing industry insights, case studies, and partnerships.

✅ YouTube (Educational & Video Marketing)
Great for explainer videos, patient testimonials, and doctor Q&A sessions.
Provides SEO benefits, as Google indexes YouTube videos.

✅ TikTok (For Younger Audiences & Trend-Based Content)
Best for bite-sized health tips, myth-busting, and interactive content.
Works well for dentists, physiotherapists, and fitness-related healthcare providers.

💡 Pro Tip: Focus on one or two platforms initially to ensure high-quality, consistent content before expanding
to more.



Step 2: Optimise Your Profiles

Your social media profile is often the first impression for potential patients. A well-optimised profile builds
credibility and encourages inquiries.

How to Optimise Your Profile

✅ Use a Clear & Recognisable Profile Photo
For individual practitioners → Use a professional headshot.
For clinics → Use your official logo.
Ensure high resolution and a square format.

✅ Write a Clear & Engaging Bio
Clearly state who you are, what you do, and where you're located.
Use relevant keywords for searchability.
Include a call-to-action (CTA) (e.g., "Book an appointment today!").

📌 Example Bio for Instagram/Facebook:
 "Helping [Location] residents with expert physiotherapy care. Book a session today! ⬇ [Booking Link]"

✅ Include Contact Information & Booking Links
Ensure your phone number & email are visible.
Add appointment booking links directly in the bio.
Enable the ‘Book Now’ button on Facebook & Instagram.

✅ Use a Consistent Handle & Username
Example: @SydneyDentalCare (Avoid random numbers or underscores).

✅ Pin Important Posts & FAQs
Facebook & Instagram: Pin posts about services, FAQs, opening hours, or key patient resources.
Twitter & LinkedIn: Pin a post about your latest blog, video, or announcement.

📌 Quick Fix: Check your bio, profile photo, and contact details today - do they clearly explain who you are and
how to book?



Step 3: Create a Consistent Posting Strategy

Posting random content without a clear strategy leads to low engagement and poor results. A structured content
plan keeps your brand message clear and ensures steady patient engagement.

Action Steps for Content Planning

✅ Define Your Content Pillars
 These are the 3-5 main themes your healthcare business will consistently post about.
📌 Example Content Pillars for a Physiotherapy Clinic:
 � Patient Education (Health tips, rehab exercises, injury prevention)
 � Testimonials & Success Stories (Before/after transformations, patient feedback)
 � Behind-the-Scenes (Meet the team, clinic updates, staff introductions)
 � Promotions & Events (Special offers, free workshops, community events)

✅ Plan a Posting Schedule (and use a spreadsheet to keep track of your planned and published content)
Facebook & Instagram: 3-4 posts per week.
LinkedIn: 1-2 posts per week.
YouTube: 2-4 videos per month.

💡 Pro Tip: Use content scheduling tools like Meta Business Suite, Buffer, or Later to automate posts.

✅ Use Engaging Visuals & Captions
Posts with real images & videos perform better than stock photos.
Keep captions concise, friendly, and informative.

📌 Example Caption for a Chiropractic Clinic:

 "Neck pain from working at a desk? Try this 30-second stretch! � #HealthySpine #ChiropracticCare"

Step 4: Use Hashtags & Geotags for Local Reach

Using relevant hashtags and location tags helps attract local patients and improve discoverability.

Action Steps:

✅ Use Local & Niche Hashtags
❌ Bad example: #healthcare #doctor (Too broad)
✅ Good example: #SydneyPhysio #BackPainReliefMelbourne
✅ Geotag Your Posts

Tag your clinic location on Instagram & Facebook to appear in local searches.
✅ Encourage Patients to Tag Your Clinic

Ask satisfied patients to tag your page in their stories or check-in at your location.

📌 Quick Fix: Add 3-5 local hashtags to your next post for better local reach.



Step 5: Engage With Followers & Respond to Comments

Engagement signals trustworthiness to social media algorithms, boosting your visibility and reach.

Action Steps for Better Engagement:

✅ Respond to Comments & Messages Within 24 Hours
Set up Facebook Messenger auto-responses for FAQs.
Assign a staff member to monitor inboxes daily.

✅ Encourage Interaction with Questions & Polls
Use Instagram Stories for polls, Q&As, and quizzes.
Ask engaging questions in captions (e.g., “Have you tried this stretch before?”).

✅ Run Giveaways & Contests
 📌 Example: “Tag a friend who needs a massage! Winner gets a free session.”

📌 Quick Fix: Reply to at least 5 recent comments today to boost engagement.

Step 6: Track Performance & Improve

Tracking your social media metrics helps refine your strategy for better patient engagement.

Action Steps:

✅ Monitor Key Metrics (Facebook & Instagram Insights, LinkedIn Analytics)
 ✔ Engagement Rate (Likes, comments, shares)
 ✔ Reach & Impressions (How many people saw your post)
 ✔ Click-Through Rate (CTR) (How many clicked your website link)

✅ Adjust Strategy Based on Insights
 ✔ High-performing posts? Create more similar content.
 ✔ Low engagement? Test different posting times, visuals, or captions.

📌 Quick Fix: Check your last 5 posts - which performed best? Plan your next content based on those insights.



Part 1: Theory – Understanding the Strategy & Tactics

Why Social Media Content & Engagement Matter for Healthcare Businesses

Having an optimised social media profile is only the first step. To build trust, attract new patients, and grow
engagement, you need a consistent content strategy and an active engagement plan.

✅ Consistent posting keeps your business visible and relevant.
✅ Engaging content positions you as a trusted authority in your field.
✅ Interacting with followers builds relationships and patient loyalty.
✅ A well-balanced content mix prevents your audience from tuning out.

💡 Key Insight: Social media isn’t just about promotions - it’s about providing value. The more useful, engaging,
and interactive your content is, the more trust and patient inquiries you’ll generate.

How Social Media Content Affects Patient Acquisition & Retention

Every post should serve a clear purpose - whether it’s to educate, engage, or convert followers into patients.

The Four Key Social Media Goals for Healthcare Brands

� Brand Awareness – Regular posts keep your healthcare business top of mind.
� Patient Education – Informative posts position you as a trusted expert in your field.
� Engagement & Relationship Building – Responding to comments and messages fosters trust and loyalty.
� Lead Generation – Strategic content encourages clicks, calls, and appointment bookings.

📌 Example: A physiotherapy clinic posts "5 Easy Stretches for Lower Back Pain". This educational content is
likely to be saved and shared, organically increasing reach. A generic post stating “We offer physiotherapy
services” would get little to no engagement.

Chapter 6
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The Social Media Content Mix: What Should You Post?

Not every post should be promotional. A well-rounded content mix keeps engagement high and avoids
overwhelming followers with sales pitches.

📊 Ideal Content Ratio for Healthcare Businesses:

✔ Educational Content (40%) – Health tips, FAQs, myth-busting, wellness advice.
✔ Engagement Content (30%) – Polls, Q&As, quizzes, behind-the-scenes content.
✔ Promotional Content (20%) – Services, special offers, appointment reminders.
✔ Community & Personal Content (10%) – Staff highlights, patient testimonials, clinic updates.

📌 Example Post Ideas for a Dental Clinic:
📚 Educational Post: “Flossing vs. Brushing: Which Matters More?” (With infographic)
🗣 Engagement Post: “What’s the worst dental myth you’ve heard? Comment below!”
🎉 Promotional Post: “Book a teeth whitening session this week & get 10% off!”
� Community Post: “Meet Dr Jane! Our expert in paediatric dentistry.”

💡 Key Insight: The right balance of content keeps followers engaged without feeling “sold to” all the time.

How Social Media Algorithms Work & Why Engagement Matters

Simply posting content isn’t enough - you need engagement for your posts to be seen by more people.

How the Algorithm Works:

� Engagement Signals Boost Visibility – Posts with likes, comments, and shares appear higher in followers’
feeds.
� Timeliness Matters – Posts that get quick engagement are shown to more people.
� Consistent Posting = More Reach – Active pages appear more frequently in suggested content.
� Video & Interactive Content Are Prioritised – Reels, Stories, and Q&As outperform static posts.

📌 Example: A poll asking “Which home remedy do you use for headaches?” will get more engagement than a
plain text post stating “We offer migraine treatment.”



Types of High-Engagement Content for Healthcare Businesses

Some types of content naturally get more engagement. These formats encourage conversation, sharing, and
saves, which help expand your reach.

🔥 Best-Performing Post Types for Healthcare Brands:

✅ Video Content (Reels, Live Q&As, Explainers) – Video generates 10x more engagement than static images.
✅ Polls & Questions – Encourages interaction (e.g., “What’s your go-to home remedy for headaches?”).
✅ Infographics & Listicles – Shareable educational posts (e.g., “5 Signs You Need to See a Chiropractor”).
✅ Behind-the-Scenes Content – Humanise your brand with clinic tours or staff introductions.
✅ Patient Testimonials & Reviews – Social proof builds credibility and encourages bookings.
✅ Health Challenges & Mini-Campaigns – Encourage participation (e.g., “7-Day Hydration Challenge”).

📌 Quick Fix: If your last five posts are only promotional, add at least one educational or interactive post this
week.

The Role of Engagement & Community Management

Social media isn’t one-sided - it’s a conversation. Engaging with followers builds trust and loyalty over time.

How to Increase Social Media Engagement:

✅ Respond to Every Comment & DM – People want to feel heard and valued.
✅ Use Call-to-Actions (CTAs) in Every Post – Encourage likes, shares, and comments.
✅ Go Live & Interact in Real-Time – Answer FAQs, show procedures, or do Q&A sessions.
✅ Encourage User-Generated Content (UGC) – Repost patient testimonials, success stories, and tagged
content (with permission).

📌 Example: Instead of just posting “We’re now offering telehealth appointments”, ask a question:
 "Would you prefer an in-person visit or a telehealth consultation? Comment below!"
 This increases engagement, helping the post reach more people.



Common Social Media Engagement Mistakes & How to Avoid Them

🚫 Posting Without a Strategy – Leads to random, inconsistent content.
 ✔ Solution: Create a content calendar.

🚫 Too Much Promotional Content – Pushes followers away.
 ✔ Solution: Balance educational & engagement posts with promotions.

🚫 Ignoring Comments & Messages – Reduces trust and credibility.
 ✔ Solution: Assign a social media manager to handle responses.

🚫 Not Using Captions Effectively – Boring text leads to low engagement.
 ✔ Solution: Write captions with hooks, storytelling, and CTAs.

🚫 Skipping Video Content – Leads to lower reach and engagement.
 ✔ Solution: Start with short, simple reels or patient Q&A videos.

📌 Quick Fix: Review your last 5 posts - are they engaging, interactive, and valuable?

The Business Impact of Engaging Social Media Content

A strong engagement strategy leads to:

✔ Increased brand awareness – More interactions = more reach.
✔ Higher patient inquiries & appointment bookings – Engaging content builds trust.
✔ Better online reputation – Active engagement boosts credibility.
✔ More referrals & word-of-mouth marketing – Engaged followers are more likely to recommend you.

📌 Example:  A chiropractor who regularly posts educational videos, patient testimonials, and Q&A sessions will
naturally attract more followers, trust, and appointments than a competitor who posts sporadically with low-
value content.

Final Thoughts: Why Posting & Engagement Are Essential for Healthcare
Businesses

Social media success isn’t about how many followers you have - it’s about how well you engage with them. By
posting valuable content consistently, interacting with your audience, and optimising engagement, you will:

✔ Attract new patients organically.
✔ Build a community of loyal followers.
✔ Increase appointment bookings & inquiries.
✔ Position your business as a healthcare authority.



Part 2 - Step-by-Step Application

Now that you understand why consistent social media content and engagement matter, let’s go through a step-
by-step process to create, optimise, and manage your posts for maximum reach and patient conversions.

Note: Some of the steps are similar to the previous chapter, and this is intentional so that businesses who already
have social media profiles optimised can still benefit from our advice.

Step 1: Define Your Social Media Goals

Before you start posting, clarify what you want to achieve with your social media efforts. Different goals require
different content strategies and engagement tactics.

 Common Social Media Goals for Healthcare Businesses

✔ Increase Brand Awareness – Grow your follower base and reach more local patients.
✔ Educate & Build Trust – Share valuable health insights to position your business as an authority.
✔ Generate Leads & Appointments – Use calls-to-action (CTAs) to encourage bookings.
✔ Improve Engagement – Increase likes, shares, and comments to boost reach.
✔ Enhance Online Reputation – Showcase testimonials, reviews, and expert insights.

📌 Example Goal:
 A physiotherapy clinic might set a goal like: "Increase engagement by 30% in the next three months by posting
educational content and responding to every comment."

Step 2: Plan Your Content Strategy

A structured content plan ensures your posts remain engaging and valuable without feeling repetitive or overly
promotional.

Create a Balanced Content Mix (The 40-30-20-10 Rule)

The last section mentioned an ideal content breakdown: 

✔ 40% Educational Content – Health tips, FAQs, myth-busting, wellness advice.
✔ 30% Engagement Content – Polls, quizzes, patient-generated content, behind-the-scenes.
✔ 20% Promotional Content – Service highlights, special offers, appointment reminders.
✔ 10% Community & Personal Content – Staff spotlights, clinic updates, patient testimonials.

📌 Example Content Calendar Themes:
 📅 Monday – Motivation & Wellness Tip
 📅 Tuesday – FAQ or Myth-Busting Post
 📅 Wednesday – Behind-the-Scenes/Staff Highlight
 📅 Thursday – Poll, Quiz, or Q&A
 📅 Friday – Promotional Post (Book Now, Service Highlight, Testimonial)



Step 3: Create High-Engagement Social Media Posts

Not all posts perform equally well. A strong content structure can significantly increase engagement.

How to Structure High-Performing Posts

� Use Attention-Grabbing Headlines
 ✔ "Did you know 80% of back pain cases can be treated without surgery?"
 ✔ "🚨 Common Dental Myths Busted!"

� Add a Strong Visual or Video
 ✔ 90% of information processed by the brain is visual - posts with images/videos get 3x more engagement.
 ✔ Use real clinic images, team photos, explainer videos, or infographics.

� Write Engaging Captions
 ✔ Keep it conversational and easy to read.
 ✔ Use emojis & line breaks for readability.
 ✔ End with a question to encourage comments.
📌 Example Caption:
 "Which of these common hydration myths have you heard? 💧❌ Comment below!"

� Use Hashtags & Location Tags
 ✔ General: #HealthTips #Wellness #Physiotherapy
 ✔ Local: #SydneyChiropractor #MelbourneGP #BrisbaneDentist

Step 4: Engage With Followers & Respond to Comments

Social media isn’t just about posting - it’s about conversations. Engaging with your audience builds trust and
loyalty.

Best Practices for Engagement:

✔ Respond to every comment & direct message (DM) within 24 hours.
✔ Use Facebook & Instagram Stories to encourage interaction (polls, Q&As).
✔ Host a Live Q&A session once a month to answer common patient questions.
✔ Encourage user-generated content (Ask patients to tag your clinic in their posts).

📌 Example Engagement Strategies:
✔ Run a poll: “Do you prefer morning or evening workouts? Vote below! �”
 ✔ Start a conversation: “What’s one health tip you swear by? Share in the comments!”



Step 5: Schedule Posts for Consistency

Inconsistent posting leads to low engagement and poor visibility. Scheduling helps you stay active without
spending hours online daily.

Best Posting Frequencies by Platform:

✔ Facebook & Instagram: 3-4 posts per week.
✔ LinkedIn: 1-2 posts per week.
✔ YouTube: 2-4 videos per month.

Recommended Scheduling Tools:
✔ Meta Business Suite (Facebook & Instagram) – Free scheduling tool.
✔ Later, Buffer, Hootsuite – Schedule across multiple platforms.

Step 6: Track Performance & Adjust Strategy

What works today might not work next month. Tracking performance helps refine your strategy over time.

Key Metrics to Track:

📊 Engagement Rate – How many people liked, commented, or shared your post?
📊 Reach & Impressions – How many people saw your post?
📊 Click-Through Rate (CTR) – Did users click on your link or CTA?
📊 Follower Growth – Are you attracting more local patients?

How to Analyse & Improve Performance:

✔ Review Facebook & Instagram Insights weekly.
✔ If engagement is low, test different content styles (more video, questions, or patient stories).
✔ Double down on what’s working - if a certain post format performs well, create similar content.



Part 1: Theory – Understanding the Strategy & Tactics

Why Search Advertising Matters for Healthcare Businesses

Search advertising - also known as pay-per-click (PPC) advertising) - is one of the most effective ways to
attract new patients. Unlike social media ads, which rely on interest targeting, search ads target users actively
looking for healthcare services. This means your ad appears at the exact moment a potential patient is searching
for a provider.

✅ Immediate Visibility – Appear at the top of Google search results.
✅ Highly Targeted – Reach people actively searching for your services.
✅ Cost-Effective – Only pay when someone clicks your ad.
✅ Trackable Results – Measure clicks, calls, bookings, and conversions.

📌 Example: A user searches “best physiotherapist in Sydney” - if you’re running a Google Search Ad, your
clinic appears at the top of the results, increasing the chances of them booking an appointment with you instead
of a competitor.

The Business Impact of Search Advertising

🚀 A well-managed Google Ads campaign can:

✔ Drive instant website traffic from high-intent searchers.
✔ Increase appointment bookings & phone inquiries.
✔ Reduce dependence on slow organic SEO growth.
✔ Deliver trackable ROI, so you know exactly where your ad spend is going.

📌 Example: A dental clinic running Google Ads for “emergency dentist near me” can get immediate patient
bookings, while competitors relying solely on organic search may not appear at the top of search results.

Chapter 7
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How Search Advertising Works

Google Ads operates on a pay-per-click (PPC) model, meaning you only pay when someone clicks your ad.

� User Searches for a Keyword you are targeting – e.g., “Paediatric dentist near me.”
� Google Runs an Auction – Your ad competes with others based on relevance, bid, and quality score.
� Your Ad Appears at the Top (if it Wins the Auction) – Higher bids & better ad quality increase visibility.
� User Clicks the Ad & Visits Your Website or Calls Your Clinic – You only pay when they click.

The Key Elements of a Google Search Ad

Every successful search ad has four key components:

✅ Headline – The first thing users see. It must be clear, relevant, and attention-grabbing.
✅ Description – A short summary of your service, including a call to action (e.g., “Book an appointment
today!”).
✅ Display URL – A link to the relevant page on your website.
✅ Extensions – Additional information like phone number, location, and site links to boost engagement.

📌 Example Ad for a Physiotherapy Clinic:
🚀 [Physiotherapy in Melbourne] – Get Expert Pain Relief Today!
🔹 Recover faster with personalised treatment. Book online or call us now!
📞 Call Now | Same-Day Appointments Available
🔗 www.melbournephysio.com/book-now

How Google Determines Which Ads to Show

Google ranks ads based on three key factors:

� Bid Amount – How much you’re willing to pay per click.
� Ad Quality Score – Based on click-through rate (CTR), ad relevance, and landing page experience.
� Ad Extensions & Relevance – The more relevant and engaging your ad is, the better it performs.

💡 Key Insight:  Higher quality ads can actually lower costs because Google rewards high-quality, relevant ads
with lower bid prices.

http://www.melbournephysio.com/book-now


Keywords: The Foundation of Search Advertising

Your keywords determine when your ads appear. Choosing the right ones ensures you’re reaching the right
audience without wasting money.

There are 4 keyword types available to advertisers, each with their own pros and cons:

� Broad Match

Shows ads for any related searches (e.g., targeting“physiotherapist” could trigger searches for “sports therapy,”
“massage therapist,” etc.).

✅ Pros: Easy to use, maximises your potential reach, utilises Google’s machine learning capabilities.
🚫 Cons: Very broad targeting, can quickly burn through your budget, may show ads to the wrong people.
🎯 When to use: Broad Match really comes in handy if you are launching a new campaign and you aren’t sure
what keywords people use. They can also be a good option when you are time-poor and can’t manage your
account or campaigns frequently, or if you are happy to let Google do the ‘heavy lifting’ when it comes to
campaign optimisation.

💡 Our advice: We tend to avoid Broad Match terms because of the high potential for your ads to be shown to
the wrong people, which often leads to budgets being spent too quickly, or not getting enough return on
investment. 

� Phrase Match 

Shows ads when people use the target phrase in their search (e.g., “best physiotherapist in Sydney”).

✅ Pros: Good balance of targeting without being too broad or too narrow, focuses on quality over quantity
when it comes to who sees your ad.
🚫 Cons: Usually requires some degree of keyword research before launching the campaign, are often more
expensive than Broad Match keywords, requires careful monitoring on a regular basis.
🎯 When to use: Phrase Match keywords are the best option for the majority of advertisers, provided you have
some understanding of your target audiences search behaviour and the terms they use.

💡 Our advice: Phrase Match keywords make up over 85% of all target keywords in the campaigns we run, and
the longer the campaign runs the higher this percentage becomes. We prefer Phrase Match for a number of
reasons, but perhaps the biggest one is because they offer a greater level of control than Broad Match.



� Exact Match

Shows ads only when someone types your exact target keyword or phrase (e.g., “physiotherapy clinic near me”).

✅ Pros: Offers the highest level of control over who sees your ads so you can focus on the best audiences.
🚫 Cons: Can severely restrict your reach, may miss out on potential leads and customers due to strict targeting
settings.
🎯 When to use: Exact Match keywords are best used sparingly and usually only for very high value keywords.

 
💡 Our advice: Exact Match keywords make up a very small percentage of target keywords in our campaigns,
and even when we do find a high-value phrase or keyword (after running a campaign long enough to confidently
identify high-value keywords and phrases) we tend to favour Phrase Match instead. 

� Negative Keywords

Prevents your ad from appearing in irrelevant searches (e.g., adding “free” as a negative keyword to avoid
people searching for free services).

✅ Pros: Very easy to use, helps manage ad spend by weeding out ‘bad’ searches.
🚫 Cons: Can sometimes be tedious to manage for long running campaigns, has the potential to incorrectly
weed out good searchers if used incorrectly.
🎯 When to use: Negative Keywords should be used for all campaigns, but especially when using Broad Match
and Phrase Match keywords to ensure ads are served to the right people.

💡 Our advice: If you only do one thing to optimise your campaigns, Negative Keywords should be it.

📌 Example: A dermatology clinic might target:
✅ Best dermatologist near me
✅ Acne treatment specialist
✅ Skin cancer check clinic
🚫 Negative Keywords: Free dermatology consultation, home remedies, DIY skin treatments.



Landing Pages & Conversion Optimisation

A great ad is only effective if your landing page converts visitors into patients. Many beginner marketers send
visitors to their homepage after they click an ad, but experienced marketers know that using a dedicated landing
page gives you the best chance of generating a return on your investment.

Best Practices for High-Converting Landing Pages

✔ Clear Headline – Reinforces the offer by using action-driving language and emphasises the value to the
reader (e.g., “Same-Day Physiotherapy Appointments Available”).
✔ Simple & Fast Booking Form – The fewer steps, the better.
✔ Mobile-Friendly Design – Most searches happen on mobile devices.
✔ Trust Signals – Include testimonials, Google reviews, and certifications.
✔ Call-to-Action (CTA) – Strong CTAs like "Book Now" or "Call Us Today" increase conversions.

📌 Example Landing Page for “Back Pain Treatment”:

✅ Uses simple, yet powerful, emotive language that quickly explains the value to the reader
✅ Highlights treatment benefits in a way the reader can easily relate to.
✅ Offers a booking button above the fold and in a prominent location.
✅ Includes a contact phone number or email address, in case readers don’t want to fill out a form.
✅ Shows real patient testimonials or other trust signals.
🚫 Bad Example: Sending users to your homepage instead of a dedicated landing page.

Common Mistakes in Search Advertising & How to Avoid Them

🚫 Using Broad Keywords Without Negative Keywords – Leads to wasted spend on irrelevant clicks.
 ✔ Solution: Use phrase & exact match keywords and set up negative keywords.

🚫 Sending Traffic to a Poor Landing Page – If your page is slow or unclear, visitors won’t convert.
 ✔ Solution: Optimise landing pages for speed, clarity, and user experience.

🚫 Ignoring Ad Extensions – Extensions increase clicks and visibility but are often overlooked.
 ✔ Solution: Use call extensions, location extensions, and site links to improve performance.

🚫 Not Tracking Conversions – If you’re not measuring calls, bookings, and form submissions, you won’t know
what’s working.
 ✔ Solution: Set up Google Ads Conversion Tracking & Google Analytics Goals.



Part 2 - Step-by-Step Application

Now that you understand the importance of Google Ads for healthcare businesses, let’s walk through a step-by-
step process for setting up, managing, and optimising your search advertising campaigns to maximise patient
inquiries and appointment bookings.

Step 1: Setup Your Google Ads Account

Before running ads, you need to set up an optimised Google Ads account to manage campaigns efficiently and
track performance accurately.

How to Set Up Google Ads

✅ Action Steps:
� Go to Google Ads and create an account.
� Enter your clinic’s name, website, and business details.
� Set up billing information (Google will charge your ad spend monthly or per click).
� Connect Google Analytics to track website traffic and ad performance.
� Install Google Ads Conversion Tracking to measure calls, form submissions, and appointment bookings.

📌 Action Step: Follow Google’s setup guide and activate conversion tracking before launching your first
campaign.

Step 2: Research & Choose the Right Keywords

Selecting the right keywords ensures your ads appear to patients actively searching for your services - without
wasting money on irrelevant searches.

How to Find the Best Keywords

✔ Use Google Keyword Planner (found in Google Ads) to research high-intent keywords.
✔ Focus on "patient-driven" keywords (e.g., “chiropractor near me,” “emergency dental care Sydney”).
✔ Avoid broad or generic keywords (e.g., “doctor,” “healthcare,” “medical”), as these will waste ad spend.
✔ Identify negative keywords (e.g., “free,” “cheap,” “DIY”) to filter out unqualified traffic.

📌 Example Keywords for a Physiotherapy Clinic:
✅ Best physiotherapist in Sydney
✅ Back pain specialist near me
✅ Sports injury physiotherapy clinic
🚫 Negative Keywords: Free physiotherapy, home remedies, physiotherapy jobs

📌 Action Step: Use Google Keyword Planner to generate a list of 20-30 high-intent keywords.

https://ads.google.com/


Step 3: Create a High-Performing Campaign

An optimised campaign ensures higher click-through rates (CTR), lower costs, and better conversions.

How to Set Up Your First Google Ads Campaign

✅ Action Steps:
� Choose "Search Campaign" – Ensures your ads appear on Google Search results.
� Set a Goal – Choose "Leads" or "Website Visits" to focus on patient inquiries.
� Select a Target Location – Choose your clinic’s city or surrounding area (avoid targeting too broadly).
� Set Your Budget –

Start with $10–$30 per day and adjust based on performance.
Google recommends a minimum of $500/month for consistent results.

� Choose the Right Bidding Strategy –
Manual CPC (Cost-Per-Click): You set bids manually (best for control).
Maximise Clicks: Google automatically adjusts bids to get as many clicks as possible.
Maximise Conversions: Best if you have conversion tracking set up.

📌 Action Step: Set up your first Google Search campaign, targeting your local area with an optimised budget.

Step 4: Write Compelling Ad Copy

Your headline and description determine whether a user clicks your ad or scrolls past it. Well-written ads
improve performance and lower costs.

Best Practices for High-Converting Ad Copy

✔ Include Keywords in the Headline – Google bolds keywords in search results, increasing visibility.
✔ Use a Clear Call-to-Action (CTA) – E.g., “Book an Appointment Today” or “Call Now for a Free Consultation”.
✔ Highlight Your Unique Selling Points (USPs) – E.g., “Same-Day Appointments,” “20+ Years Experience,” “Bulk
Billing Available”.
✔ Use Ad Extensions – Add phone numbers, site links, and location extensions for better performance.

📌 Example Google Ad for a Chiropractor:

🔥Relieve Back & Neck Pain Fast!
 ✔ Trusted Experts with 20+ Years Experience
 📞 Call Now | Bulk Billing Available
 🔗 www.melbournechiropractic.com/book-now

📌 Action Step: Write 3-5 variations of ad copy and test which ones perform best.

http://www.melbournechiropractic.com/book-now


Step 5: Optimise Your Landing Pages

Your landing page experience directly impacts conversion rates - even the best ad won’t work if your landing
page isn’t optimised.

Key Elements of a High-Converting Landing Page

✔ Fast Load Speed – Ensure your site loads in under 3 seconds.
✔ Clear Headline – Reinforce the service offered (“Physiotherapy for Sports Injuries – Book Today”).
✔ Simple & Mobile-Friendly Booking Form – Minimise steps needed to schedule an appointment.
✔ Trust Elements – Add real patient reviews, Google star ratings, and media mentions.
✔ Strong CTA (Call-to-Action) – Use buttons with action words (e.g., “Schedule a Consultation Now”).

📌 Action Step: Review your landing page and ensure it includes all conversion-boosting elements before
running ads.

Step 6: Monitor & Optimise Your Campaigns

Google Ads isn’t “set and forget” - you must analyse performance and adjust accordingly to improve results.

Key Metrics to Track

📊 Click-Through Rate (CTR) – How many users clicked on your ad? (Aim for 10%+ CTR).
📊 Conversion Rate (CVR) – How many users booked an appointment after clicking? (Aim for 10%+ CVR).
📊 Cost-Per-Click (CPC) – How much are you paying per click? (Aim for $3–$12 per click, depending on
competition).
📊 Return on Ad Spend (ROAS) – Are you getting a good return for every $ spent?

Ongoing Optimisation Strategies
✔ Pause Underperforming Ads – If an ad isn’t converting, test a different headline, CTA, or landing page.
✔ Refine Keywords – Remove low-performing ones and add negative keywords.
✔ A/B Test Ads – Run two versions of an ad and see which performs best.
✔ Adjust Bidding Strategy – If clicks are too expensive, lower bids or switch to manual CPC.

📌 Action Step: Set up weekly ad performance reviews and make adjustments based on data-driven insights.



Part 1: Theory – Understanding the Strategy & Tactics

Running marketing campaigns - whether it’s SEO, social media, or paid ads - without tracking performance is
like treating a patient without running diagnostic tests. If you’re not measuring results, you won’t know what’s
working, what’s failing, and where to improve.

The Benefits of Regular Monitoring

✅ Optimised Budget Spending – Avoid wasting money on ineffective strategies.
✅ Improved Decision-Making – Identify which tactics drive the most patient inquiries.
✅ Higher ROI (Return on Investment) – Double down on strategies that generate appointments.
✅ Better Understanding of Patient Behavior – See how potential patients find and interact with your clinic
online.

💡 Example:
A dental clinic running Google Ads & Facebook Ads notices that Google Ads convert at a higher rate. By shifting
more budget to Google Ads, they reduce costs while increasing patient bookings.

Key Performance Indicators (KPIs) for Healthcare Marketing

Not all metrics are equally important. Focus on KPIs that directly impact patient growth & revenue.

✅ Website Performance Metrics
📊 Sessions & Users – How many people visit your website?
📊 Bounce Rate – % of users who leave after viewing one page (lower is better).
📊 Average Session Duration – How long do visitors stay on your site?

💡 Goal: Improve engagement by making your website clear, fast, and easy to navigate.

✅ Lead Generation & Conversion Metrics
📞 Phone Call Tracking – How many patient inquiries come from online ads?
📧 Contact Form Submissions – How many users fill out appointment request forms?
📆 Online Booking Conversions – How many website visitors book an appointment?

💡 Goal: Increase conversion rates by making it easier for patients to contact you.
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✅ Paid Advertising Metrics (Google Ads, Facebook Ads)
💰 Click-Through Rate (CTR) – % of people who clicked your ad (higher is better).
💲 Cost-Per-Click (CPC) – How much are you paying for each ad click?
📞 Cost-Per-Lead (CPL) – How much does it cost to acquire a new patient inquiry?
📈 Return on Ad Spend (ROAS) – How much revenue do you earn for every $1 spent?

💡 Goal: Reduce costs per lead while increasing new patient inquiries.

✅ SEO & Organic Search Metrics
🔍 Keyword Rankings – Where do you rank for important search terms?
🌍 Local SEO Visibility – Are you appearing in Google’s local pack for key searches?
📈 Organic Traffic Growth – Is your website traffic increasing from Google?

💡 Goal: Improve search visibility to drive more organic patient leads.

The Role of Google Analytics in Tracking Success

Google Analytics is the most powerful free tool to track website performance and marketing ROI.
✅ Key Insights from Google Analytics
✔ Traffic Sources – Where are website visitors coming from?
✔ User Behavior – What pages do visitors engage with the most?
✔ Conversion Tracking – How many visitors take key actions (calls, form fills, bookings)?

💡 Example: A physiotherapy clinic sees that 80% of traffic comes from Google search but conversion rates are
low on mobile devices. This signals they need to improve mobile usability for better conversions.

Tracking Phone Calls & Offline Conversions

Since many patient bookings happen over the phone, tracking call conversions is essential.
✅ Google Ads Call Tracking – Tracks calls from Google Ads.
✅ Call Tracking Software (e.g., CallRail, CallTrackingMetrics) – Assigns unique numbers to marketing
campaigns to track calls accurately.
✅ CRM Integration – Log incoming calls & inquiries to see which marketing channels generate the most
patients.

💡 Example: A dermatology clinic finds that 60% of calls come from Google Ads and 40% from organic search -
this helps them allocate future marketing budgets effectively.



How to Measure Social Media Marketing Success

Many healthcare businesses struggle to track ROI on social media. The key is to focus on engagement & lead
generation metrics instead of vanity metrics (likes & followers).

✅ Key Social Media Metrics
📊 Engagement Rate – % of users who interact with your posts (comments, shares, likes).
📞 Click-to-Call & Booking Link Clicks – How many users take action?
💬 Message Inquiries – How many appointment requests come via DMs?

💡 Example: A chiropractic clinic tracks Instagram DMs & Facebook Messenger inquiries - they find that social
media leads convert at a higher rate than website visitors, so they invest more in social engagement strategies.

Common Mistakes in Tracking & Measuring Success

🚫 Tracking Too Many Metrics (Data Overload) – Leads to confusion and inaction.
💡 Solution: Focus on 5-7 key metrics directly linked to patient growth.

🚫 Ignoring Mobile Performance – Most users browse & book on mobile, yet many businesses only analyse
desktop data.
💡 Solution: Check Google Analytics mobile performance reports and improve mobile UX.

🚫 Not Setting Up Conversion Tracking – If you’re not tracking form fills, calls, and bookings, you won’t see
your true ROI.
💡 Solution: Set up Google Ads & Analytics conversion tracking.

🚫 Assuming More Traffic = More Patients – If visitors aren’t converting, traffic isn’t valuable.
💡 Solution: Focus on conversion optimization instead of just increasing traffic.



The Business Impact of Proper Tracking & Measurement

🚀 A data-driven marketing strategy leads to:
✔ Higher ROI (spending money on what works).
✔ More patient inquiries & bookings.
✔ A clear roadmap for scaling marketing efforts.
✔ Less guesswork, more strategic decision-making.

📈 Example: A fertility clinic used Google Analytics & call tracking to see which keywords drove the most
booked consultations. By optimising their Google Ads campaigns based on real data, they cut ad spend by 30%
while increasing leads by 50%.

Final Thoughts: Why Tracking & Measuring Success is a Non-Negotiable for
Healthcare Marketing

If you’re not measuring results, you’re wasting money & missing opportunities. By setting up proper tracking,
defining key success metrics, and analyzing data regularly, you will:

✔ Identify which marketing channels work best for patient acquisition.
✔ Eliminate wasted budget on underperforming tactics.
✔ Improve patient experience by understanding how they interact with your business online.
✔ Scale your marketing efforts efficiently with data-backed decisions.



Part 2 - Step-by-Step Application

Now that you understand why tracking and measuring marketing performance is essential, let’s go through the
step-by-step process for setting up and analysing your data. This will help you make data-driven decisions,
optimize your marketing efforts, and increase patient inquiries and bookings.

Step 1: Setup Google Analytics

Google Analytics allows you to track how visitors interact with your website, where they come from, and whether
they convert into leads or patients.

Action Steps to Set Up Google Analytics 4 (GA4):

� Go to analytics.google.com and create an account.
� Set up a GA4 property for your website.
� Install the Google Analytics tracking code on your website (or use Google Tag Manager).
� Set up conversion tracking for key actions:
📞 Phone Call Clicks
📧 Contact Form Submissions
🗓 Online Appointment Bookings
� Connect Google Search Console to track organic search performance.

📌 Action Step: Follow Google’s setup guide and verify that data is being collected in Google Analytics.

Step 2: Create a Tracking Sheet

It’s not enough to just look at the data each week, you need to be able to identify trends over time and
determine what issues need addressing.

The simplest way to do this is to create a Google Sheet where you can enter key data each week for the metrics
you are tracking.

In column A you’ll track the dates, and column B onwards will store that week’s data for the key metric - we’ll
help you identify the important things to track throughout the rest of this chapter - simply add each metric next
to a ✔ in a new column!

Doing this can help you see, at a glance, when certain metrics have moved above or below the 7-day average so
you know when it’s time to address them.

https://analytics.google.com/


Step 3: Track & Analyse Website Traffic

Website traffic means nothing if visitors don’t convert into patients. You must analyse where your visitors come
from and how they interact with your site.

Key Website Metrics to Monitor in Google Analytics:

✔ Users & Sessions – How many people visit your website?
✔ Traffic Sources – Where are visitors coming from? (Google Search, social media, ads, referrals)
✔ Bounce Rate – % of users who leave after viewing just one page (lower is better).
✔ Average Session Duration – How long do users stay on your site? (Higher is better)
✔ Top Performing Pages – Which pages drive the most engagement?
✔ Conversions (Appointments, Calls, Form Fills) – Are visitors taking action?

📌 Action Step: Set up a monthly website performance report using Google Analytics.

Step 4: Track & Measure Google Ads Performance

Tracking Google Ads performance helps you optimise campaigns and reduce wasted ad spend.

Key Google Ads Metrics to Monitor:

✔ Click-Through Rate (CTR) – % of people clicking on your ads (Aim for 3%+ CTR).
✔ Cost-Per-Click (CPC) – How much are you paying per ad click?
✔ Conversion Rate (CVR) – % of visitors booking an appointment after clicking your ad (Aim for 10%+ CVR).
✔ Cost-Per-Lead (CPL) – How much are you paying per inquiry?
✔ Return on Ad Spend (ROAS) – How much revenue do you earn for every $1 spent on ads?

Action Steps for Google Ads Optimization:

� Set up conversion tracking to measure calls, form submissions, and bookings.
� Review CTR and CPC weekly - if CTR is low, improve ad copy or targeting.
� Identify which keywords drive the most conversions - increase bids on high-performing ones.
� Pause or adjust low-performing keywords to reduce wasted spend.
� A/B test different ad copy to see which version drives more clicks & conversions.

📌 Action Step: Set up weekly ad performance reviews and adjust budget allocation accordingly.



Step 5: Track & Optimise SEO Performance

SEO performance tracking helps you determine if your organic search strategy is driving patient inquiries.

Key SEO Metrics to Monitor in Google Search Console:

✔ Total Clicks & Impressions – How often does your website appear in search results?
✔ Average Position (Ranking) – Are your important keywords ranking on Page 1?
✔ Top Search Queries – What search terms bring in the most traffic?
✔ Mobile Usability – Is your site mobile-friendly?
✔ Local SEO Visibility – Are you ranking in the Google Maps Pack for searches like “GP near me”?

Action Steps for SEO Tracking & Optimisation:

� Use Google Search Console to track keyword rankings and organic traffic.
� Identify low-ranking but high-potential keywords and improve those pages.
� Optimise meta titles & descriptions to increase organic click-through rates (CTR).
� Ensure NAP (Name, Address, Phone Number) consistency across all online directories.
� Generate more Google Reviews to improve local rankings.

📌 Action Step: Run an SEO performance audit monthly and identify areas for improvement.

Step 6: Track & Measure Social Media Performance

Social media performance tracking helps determine if your content engages users and drives patient inquiries.

Key Social Media Metrics to Monitor:

✔ Engagement Rate – % of followers interacting with posts (likes, comments, shares).
✔ Follower Growth – Are you gaining more followers over time?
✔ Click-to-Call & Booking Link Clicks – How many social media users take action?
✔ Message Inquiries (DMs) – How many people message your clinic for appointments?
✔ Most Engaging Content – What types of posts perform best?

Action Steps for Social Media Optimisation:

� Use Meta Business Suite (for Facebook & Instagram) to track engagement.
� If engagement is low, test different content formats (videos, Q&As, patient stories).
� Focus on social media posts that drive website traffic & appointment bookings.
� Track which social platforms drive the most leads and invest more in those.
� Run A/B tests on paid social ads to improve cost per lead (CPL).

📌 Action Step: Create a monthly social media report to assess engagement & lead generation.



Step 6: Setup Call Tracking for Offline Performance

Many patient bookings happen over the phone, and tracking these calls ensures you credit the correct marketing
channels.

Ways to Track Phone Conversions:

✔ Google Ads Call Tracking – Monitors calls directly from search ads.
✔ Call Tracking Software (e.g., CallRail, CallTrackingMetrics) – Assigns unique phone numbers to different
campaigns.
✔ CRM Integration – Track patient inquiries & follow-ups to measure conversion rates.

📌 Action Step: Set up call tracking and analyze how many phone calls come from Google Ads & SEO.



Part 1: Theory – Understanding the Strategy & Tactics

Even the best marketing strategies encounter challenges. Whether it’s low website traffic, poor ad performance,
or declining engagement on social media, knowing how to diagnose and fix problems ensures you continue to
attract and convert patients effectively.

✅ Identifying issues early prevents wasted marketing spend.
✅ Solving problems strategically leads to better results over time.
✅ Understanding what’s not working helps refine your marketing approach.

💡 Example: A physiotherapy clinic spends $2,000/month on Google Ads but notices low conversions. Instead
of turning off ads completely, they analyse keywords, landing pages, and call tracking to pinpoint the issue and
fix it.

The Most Common Digital Marketing Challenges & Their Causes

Let’s break down the most frequent problems healthcare businesses face in their digital marketing efforts.

� Low Website Traffic (Not Enough Visitors)

If your website isn’t attracting visitors, potential patients aren’t finding your clinic online.

✅ Possible Causes:
🚫 Poor SEO – Your website isn’t ranking for key search terms.
🚫 Weak Local SEO – Your Google Business Profile isn’t optimised.
🚫 Lack of Content Marketing – No blogs, FAQs, or health tips to attract search traffic.
🚫 No Social Media Promotion – Not driving traffic from Facebook, Instagram, or LinkedIn.

🛠 Fixing Low Website Traffic:
✔ Improve on-page SEO (meta descriptions, keyword placement, internal linking).
✔ Optimize your Google Business Profile for local search.
✔ Create blog posts answering common patient questions.
✔ Share content via social media, email newsletters, and online directories.

Chapter 9

Troubleshooting & Common Challenges



� Website Traffic is High, But Conversions Are Low

Getting visitors to your site is great - but if they aren’t booking appointments, something is wrong.

✅ Possible Causes:
🚫 Poor User Experience (UX) – Slow site speed, confusing navigation, or broken links.
🚫 Weak Call-to-Actions (CTAs) – No clear "Book Now" or "Call Us Today" button.
🚫 Landing Pages Are Not Optimized – Too much text, no trust signals (reviews, credentials).
🚫 Complicated Booking Process – Too many steps or a long form discourages users.

🛠 Fixing Low Website Conversions:
✔ Improve website speed & mobile-friendliness.
✔ Use clear, strong CTAs on every page.
✔ Simplify the online booking process (reduce form fields, offer multiple contact options).
✔ Add trust elements (testimonials, clinic photos, doctor credentials, reviews).

� Google Ads Are Running But Not Converting

If you’re paying for clicks but not getting patient inquiries, your ad strategy needs adjustment.

✅ Possible Causes:
🚫 Irrelevant Keywords – Ads appearing for the wrong searches.
🚫 Poor Ad Copy – Headlines don’t grab attention or match patient intent.
🚫 Bad Landing Page Experience – Users click but don’t take action.
🚫 Weak Bidding Strategy – Spending too much on low-intent clicks.

🛠 Fixing Underperforming Google Ads:
✔ Use exact & phrase match keywords instead of broad match.
✔ Improve ad copy with strong CTAs and benefits (e.g., "Book a Consultation Today").
✔ Optimize landing pages to match the ad promise (avoid generic homepages).
✔ Adjust bidding strategy to target high-converting keywords.

💡 Example: A dental clinic was targeting "best dental implants" but realized many clicks came from research-
based users, not ready-to-book patients. After switching to "affordable dental implants Sydney – book now,"
conversion rates increased.



� Social Media Engagement is Declining

If your likes, comments, and shares are dropping, your content may not be relevant or engaging enough.

✅ Possible Causes:
🚫 Too Much Promotional Content – Always selling, never educating or entertaining.
🚫 Low-Quality Visuals – Poor images/videos hurt engagement.
🚫 Not Encouraging Interaction – No polls, Q&As, or community engagement.
🚫 Inconsistent Posting – Posting irregularly leads to audience drop-off.

🛠 Fixing Low Social Media Engagement:
✔ Post valuable, patient-focused content (tips, FAQs, success stories).
✔ Use high-quality images & videos (clinic walkthroughs, behind-the-scenes).
✔ Ask questions & use interactive content (polls, quizzes, “This or That” stories).
✔ Be consistent - schedule posts at least 3-4 times per week.

💡 Example: A chiropractor who only posted service promotions saw low engagement. By adding patient
stories, wellness tips, and interactive Q&A sessions, their engagement rate tripled in 3 months.

� Negative Online Reviews & Reputation Issues

A few negative reviews can hurt trust & conversions, but ignoring them makes it worse.

✅ Possible Causes:
🚫 No Review Request Strategy – Patients aren’t encouraged to leave positive feedback.
🚫 Unaddressed Negative Reviews – Complaints left unanswered.
🚫 Inconsistent Service Quality – Patients having mixed experiences at the clinic.

🛠 Fixing Negative Reviews & Reputation Issues:
✔ Actively request reviews from satisfied patients via SMS or email.
✔ Respond professionally to negative feedback (apologize, offer to resolve).
✔ Monitor Google Reviews, Facebook Reviews, and Health Directory Ratings.
✔ Encourage happy patients to share their positive experiences online.

💡 Example Review Response:
"Thank you for your feedback, [Patient’s Name]. We’re sorry for your experience and would love to make it right.
Please contact our office at [Phone Number] so we can discuss how to help."



Part 2 - Step-by-Step Application

Now that you understand common digital marketing challenges, let’s go through a step-by-step troubleshooting
framework to diagnose and fix issues in website performance, lead generation, social media, paid advertising,
SEO, and reputation management.

Step 1: Diagnose the Problem

Before fixing any issue, you need to identify where the problem is and what’s causing it.

Troubleshooting Questions to Ask:

✔ What’s the issue? (e.g., “Low website traffic,” “Google Ads aren’t converting,” “Patients aren’t booking
appointments.”)
✔ When did the problem start? (After a website update? After pausing a campaign?)
✔ Has anything changed recently? (New marketing strategy? Staff changes?)
✔ What do the analytics say? (Review Google Analytics, Google Ads, and social media insights.)

📌 Action Step: Log into Google Analytics, Google Search Console, Facebook Ads Manager, or Google Ads
and analyse where drop-offs are happening.

Step 2: Troubleshoot Website & SEO

Problem: Website traffic is low, and patients aren’t finding your clinic online.

✅ Diagnostic Checks & Fixes:
🔹 Google Search Console: Are there any SEO errors, broken links, or indexing issues?
🔹 SEO Audit: Are title tags, meta descriptions, and keywords optimised?
🔹 Page Speed Test: Run your site through Google PageSpeed Insights (https://pagespeed.web.dev/) - a
slow website drives visitors away.
🔹 Mobile-Friendliness Test: Use Google’s Mobile-Friendly Test to check for usability issues.

🛠 Action Steps to Fix SEO & Traffic Problems:
✔ Optimise your Google Business Profile (Add services, FAQs, new images, and patient reviews).
✔ Refresh blog content with updated keywords and internal links.
✔ Improve local citations by updating your NAP (Name, Address, Phone) across directories.
✔ Fix broken links & technical SEO errors (Use Screaming Frog SEO Spider to find them).

📌 Action Step: Use Google Search Console to check for indexing errors and ranking drops.

https://pagespeed.web.dev/


Step 3: Troubleshoot Low Website Conversions

Problem: Your website is getting visitors, but they aren’t booking appointments.

✅ Diagnostic Checks & Fixes:
🔹 Conversion Rate Analysis: How many visitors actually book an appointment?
🔹 Call-to-Action Audit: Are CTAs (Book Now, Call Us) clear and easy to find?
🔹 Form Usability Test: Are patients dropping off halfway through the booking form?
🔹 Trust Elements Check: Are patient reviews, staff bios, and clinic photos visible?

🛠 Action Steps to Fix Low Conversions:
✔ Add clear, strong CTAs (Use buttons like "Schedule Appointment" instead of just "Learn More").
✔ Simplify the booking form (Remove unnecessary fields, autofill patient details).
✔ Improve mobile-friendliness (Test your booking process on a smartphone).
✔ Add testimonials, doctor credentials, and awards to build trust.

📌 Action Step: Run heatmaps (using Hotjar or Crazy Egg) to see where visitors drop off on your website.

Step 4: Troubleshoot Google Ads Performance

Problem: Google Ads are running, but you’re not getting patient inquiries.

✅ Diagnostic Checks & Fixes:
🔹 Keyword Relevance: Are you targeting high-intent keywords (e.g., "emergency dentist near me")?
🔹 Ad Copy Performance: Are your click-through rates (CTR) below 3%?
🔹 Landing Page Relevance: Are users landing on a generic homepage instead of a dedicated service page?
🔹 Budget & Bidding Strategy: Are competitors outbidding you, or is your budget too low?

🛠 Action Steps to Fix Underperforming Google Ads:
✔ Use phrase match & exact match keywords to avoid irrelevant clicks.
✔ Improve ad copy with strong CTAs and unique selling points (e.g., "Same-Day Appointments Available!").
✔ Optimize landing pages (Ensure CTAs are above the fold, fast load speed, trust signals visible).
✔ Adjust bidding strategy to target high-converting keywords.

📌 Action Step: A/B test different headlines, descriptions, and CTAs to find the best-performing ad variation.



Step 5: Troubleshoot Social Media Engagement

Problem: Social media reach is dropping, and posts aren’t getting engagement.

✅ Diagnostic Checks & Fixes:
🔹 Post Frequency Check: Are you posting too little (less than 3x per week)?
🔹 Content Quality Review: Are posts too promotional instead of educational or engaging?
🔹 Engagement Audit: Are you responding to comments, DMs, and reviews?
🔹 Best Performing Content Review: Which past posts got the most engagement?

🛠 Action Steps to Fix Social Media Decline:
✔ Increase interactive content (polls, Q&As, challenges, behind-the-scenes).
✔ Post patient testimonials, success stories, and team spotlights to boost engagement.
✔ Use short-form videos (Reels, Stories, TikTok) to increase organic reach.
✔ Respond quickly to comments and direct messages to increase social media algorithm favorability.

📌 Action Step: Review Facebook & Instagram Insights weekly to track engagement trends.

Step 6: Troubleshoot Negative Online Reviews

Problem: Negative reviews are hurting your Google and Facebook ratings.

✅ Diagnostic Checks & Fixes:
🔹 Review Response Rate: Are you replying to every review (both good and bad)?
🔹 Review Request System: Are you actively asking satisfied patients for reviews?
🔹 Fake Reviews Check: Are competitors or spam accounts leaving false reviews?

🛠 Action Steps to Improve Reputation:
✔ Respond professionally to every negative review (Apologize & offer resolution).
✔ Set up an automated review request system (SMS or email after appointments).
✔ Flag fake reviews with Google Support if necessary.
✔ Display 5-star testimonials on your website to balance any negative reviews.

📌 Action Step: Create review request templates for your team to use after appointments.



15 Days to Launch

Implement Everything You’ve Learned in Just 15 Days

You don’t need months to get your marketing system off the ground. With the right focus and tools, you
can start strong in just 15 days. This roadmap will help you implement the key ideas from this book
quickly — without the guesswork.

📅 Week 1 – Lay the Foundations
Focus: Website, Blogging, and Content Planning

Monday – Audit Your Homepage
(Chapter: Website Optimisation)

Test your homepage in Google PageSpeed Insights and GTMetrix
Check for: load speed, CTA visibility, mobile usability

Tuesday – Check Mobile & Navigation UX
(Chapter: Website Optimisation)

Review your website on a mobile device
Ask: Is everything readable, tappable, and fast to load?
Ensure booking/contact buttons are clear on every page

Wednesday – Identify Top Services + Patient Questions
(Chapter: Blogging)

List your top 3 services
Note 2–3 FAQs or common patient concerns per service
Use ChatGPT to expand these into blog topic ideas

Thursday – Write and Format 1 Blog Post
(Chapter: Blogging)

Choose one blog topic from yesterday’s list
Follow the SOP structure: headline, intro, subheadings, CTA
Include keywords and internal links

Friday – Publish and Promote Your Blog
(Chapter: Blogging)

Publish your blog on your website
Share it on:

Facebook
Google Business Profile
Email (if you have a list)



📅 Week 2 – Boost Local Visibility and Social Engagement
Focus: Local SEO, Google Reviews, and Social Media

Monday – Optimise Your Google Business Profile
(Chapter: Local SEO)

Check that NAP details (name, address, phone) are accurate
Add services, a few recent photos, and a post or update

Tuesday – Audit Local Listings & Collect Reviews
(Chapter: Local SEO)

Check clinic listings (Healthshare, HotDoc, White Pages)
Send 2–3 review requests to happy patients using your template

Wednesday – Optimise Your Social Media Profiles
(Chapter: Social Media Optimisation)

Update your Facebook and Instagram bios
Add booking links or “Call Now” CTAs
Pin your most important post

Thursday – Draft 3 Social Posts from Your Blog
(Chapter: Social Media Content)

Break down your blog into:
1 patient tip
1 myth-busting or FAQ post
1 call-to-action style post

Write captions in a warm, conversational tone

Friday – Schedule Your Social Posts
(Chapter: Social Media Content)

Use Meta Business Suite or a tool like Buffer or Later to schedule this week’s posts
Include relevant hashtags, locations, and a visual where possible



📅 Week 3 – Ads, Tracking, & Long Term Planning
Focus: Paid Ads Setup, Analytics, Reporting, and Systemisation

Monday – Review or Plan Your Advertising Strategy
(Chapter: PPC Ads)

If you're running Google Ads, check:
Location targeting
Keyword themes
Ad copy relevance

If you're not yet running ads, note which services might benefit (e.g. high-margin, time-sensitive)

Tuesday – Check Campaign and Website Tracking
(Chapter: Measuring Performance)

Open Google Analytics and Search Console
Check: traffic sources, top pages, bounce rate
Ensure contact form submissions and phone clicks are being tracked

Wednesday – Create a Simple Monthly Reporting Template
(Chapter: Measuring Performance)

Set up a Google Sheet or Notion doc with:
Blog views
Website traffic
Enquiries/bookings
Social media reach/engagement

Thursday – Organise Your Keyword & Content Calendar
(Chapter: Blogging)

Finalise 6 more blog topics from your keyword tracker
Schedule them across the next 3 months
Align each with a service and patient concern

Friday – Set Your Weekly Routine and Delegate
Block a weekly time for marketing (e.g. every Tuesday morning)
Document or assign recurring tasks (e.g. writing, posting, reporting)
Celebrate: you’ve launched your new marketing system 🎉

📝 Pro Tip: Use the Checklist in the next chapter to help organise your week



Weekly Marketing 
Checklist

Your 5-Day Plan for Consistent Healthcare Marketing

This recurring task list is designed to help you stay visible, drive patient enquiries, and maintain
marketing momentum — even with a small team or limited time.

🗓 Monday – Content Planning & Optimisation
🎯 Set your intentions and prepare for a productive week.

Review last week’s performance (website traffic, post reach, form submissions)
Check Google Analytics & Search Console for new insights
Plan this week’s blog or content piece (confirm topic + outline or delegate)
Review one key service page or blog and update if needed (e.g., new links, images, CTAs)

🗓 Tuesday – Content Creation
🖊 Focus on writing or producing new content.

Write or finalise this week’s blog post or patient education content
Add SEO elements: headings, internal links, image alt text, meta description
Upload and publish to your website (or schedule it if you're batching content)

🗓 Wednesday – Content Promotion
📣 Get your message in front of your audience.

Share your new blog post on:
Facebook
Google Business Profile
LinkedIn (optional)

Create 1–2 social media posts using repurposed blog content
Add the post to your email newsletter (if sending monthly or fortnightly)



🗓 Thursday – Local SEO & Reputation
🌟 Improve your visibility and trust in the local community.

Check and respond to any new Google Reviews
Request reviews from recent patients (use a review request template or SMS)
Update Google Business Profile with:

New photos
Seasonal post or clinic update

Check for accuracy across major directory listings (e.g., Healthshare, HotDoc, White Pages)

🗓 Friday – Systems, Strategy & Tracking
🔁 Zoom out, review, and refine for growth.

Review your marketing tracker (blog schedule, keyword tracker, etc.)
Note any wins, traffic spikes, or drop-offs from this week
Update your next 2–3 blog post titles or topics
Clean up old content or link older posts to newer ones
Back up your weekly content or reporting files

📝 Pro Tip: If time is limited, just do one core task per day — that’s still 5 actions/week. Over a month,
that’s 4 new blog posts, 8+ social posts, and regular improvements to SEO and visibility.



brock@hawkhealth.com.auwww.hawkhealth.com.au

Ready to Hand Off Your
Marketing?

You've just read through a comprehensive system for marketing your healthcare business. But maybe you're
thinking:

"I understand it now — but I still don’t have the time, headspace, or team to do it all myself."

That’s where we come in.

At Hawk Health Digital, we specialise in done-for-you marketing solutions for healthcare businesses. Whether
you run a busy clinic, manage multiple locations, or just want a reliable partner to take the weight off your
shoulders — we can help.

We offer:
📈 Strategic marketing plans tailored to your practice
💻 Website design and optimisation that actually converts
🔍 SEO and content marketing to help patients find you
📱 Paid advertising campaigns across Google, Meta, and beyond
📊 Transparent reporting, no jargon, and results you can see

You don’t need a big marketing team - just the right support.

💬 Let’s Talk

If you’re ready to grow your practice with a team who understands both healthcare and marketing:
👉 Visit www.hawkhealth.com.au
👉 Or email me directly at brock@hawkhealth.com.au

We only work with a small number of clients at a time to ensure quality, focus, and results - so if you’re
interested, reach out sooner rather than later.

No pressure. No sales pitch. Just a quick chat to see if we’re the right fit.

Let’s take marketing off your plate - so you can focus on what you do best.

https://www.hawkhealth.com.au/


The proven marketing playbook for healthcare professionals who want results — not
confusion.

Whether you're a clinician, practice manager, or business owner, Healthcare
Marketing Mastery gives you the tools and systems to take control of your marketing.

Inside, you’ll learn how to:

✅ Optimise your website for visibility and conversions
 ✅ Write helpful content that builds authority and attracts search traffic

 ✅ Improve your local SEO and reputation with ease
 ✅ Create social media posts that actually resonate with patients

 ✅ Run ads without blowing your budget
 ✅ Track performance and make smarter decisions over time

Written by Brock Ashton, founder of Hawk Health Digital, this book distils years of
hands-on experience helping healthcare businesses grow — into a clear, actionable

roadmap you can actually use.

You don’t need a marketing degree.

 You just need a plan.


