
Social Media is About Connecting
Social media should help patients get to know 
your office, your staff, and why they should come 
to your office versus the competition. Less than 
ten percent of posts should include content that is 
solely promotional in nature.

Social Media “Must Haves”
At a minimum, all practices should have a business 
Facebook and a business Instagram page and post 
a minimum of one post every other day. Since 74% 
of Facebook users login daily, your message will be 
top of mind. 

The Four Pillars of Marketing Strategy
To achieve and to maintain a financially healthy 
practice, it is essential to focus on the four 
pillars of marketing strategy. Regardless of the 
place in your marketing journey, all practices 
require proven techniques for new patient 
acquisition, existing patient retention, 
increasing revenue per patient, and increasing 
the frequency of patient visits.

Social Media 101: Setting Up For Success

70% - Add value to your 
business and brand 
recognition

20% - Sharing 
others’ ideas 
of posts

10% - Posts are 
promotional in nature*
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Track & Measure Social KPIs
You can find plenty of information on your reach, 
engagement metrics (likes, comments, shares and clicks), 
as well as how your posts are performing in general. The 
better you understand your audience and what they are 
interested in, the more influence you can have over buying 
decisions with the content you provide.

Three key focus areas of your social media KPIs:

- Reach: How many people come across your brand

- Engagement: How often you engage with your 
target audience

- Conversions: How many people convert 
into paying customers

Hashtags
Hashtags allow social users to find posts relevant to their 
interests and interact with others who share the same 
interests. By using specific hashtags, your business can be 
noticed in such conversation and establish your company 
as a voice for certain topics.

TIP: Come up with recurring themes such 
as #FrameFridays or #TrendingTuesdays.#

©2020 Innereactive. All Rights Reserved. No part of this publication may be reproduced, 
distributed, or transmitted in any form or by any means, without Innereactive's express consent.

Meaningful & Engaging Content
It’s okay to lean on a marketing partner to provide supplemental social media content. However, 
practice-driven posting and playing an active role in your social media is crucial to achieving the 
best results. Content categories with the highest level of engagement follow below.

- Fun Holiday Posts
- Viral Videos
- Jokes
- Memes
- Eye Fun Facts
- Puzzles
- Contests & Giveaways

Entertainment
- Client Testimonials
- Webinars
- Product Information
- Discounts
- Services

Promotional

- Questions
- Fill in the Blanks
- Caption This Photo
- Polls

Conversation
- Behind the Scenes
- Product Reviews
- Employee or 
   Patient “Interviews”

Connection

- Quotes
- Facts
- Stories of Success

Inspirational

- Informative Blog Posts
- Tips and Tricks
- Industry Research
- Case Studies
- Live Video Training

Educational

93%
Of Purchasing
Decisions
Are Influenced By
Social Media


