
The Four Pillars of Marketing Strategy
To achieve and maintain a financially healthy practice, 
it’s essential to focus on the four pillars of marketing 
strategy. Word-of-mouth referrals are now digital and 
smartphones help recommendations travel faster and 
further than ever. As online reviews are rapidly 
becoming the norm to research and select an eye 
care professional, it’s important to align your new 
patient acquisition strategy to build a positive online 
reputation that helps them choose your practice.

Tips To Building A Positive Online Reputation
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Key Statistics
- 90% of consumers used the internet to find a 

local business last year

- 1 of 3 consumers use the internet daily to find 
a local business

- 82% of consumers read online reviews for 
local businesses

- 52% of 18 to 54 year-olds say they ‘always’ 
read reviews

- 47% of people say they will not use a business 
with less than 4 stars

- 85% of consumers are willing to leave reviews 
if asked

- 60% have written reviews for positive 
experiences

- 25% have written reviews for negative 
experiences

- 97% of consumers read businesses’ responses 
to reviews

Don’t O�er Review Incentives
If you’ve thought about offering an incentive as 
a nice gesture for patients who leave you a 
review, you’re not alone. In fact, of the 67% of 
consumers asked to leave reviews for local 
businesses, 24% of them were asked to do so in 
return for a discount, gift, or cash. It’s important 
to resist the temptation as this tactic violates 
review site rules and if reported, could result in 
disciplinary actions taken for your practice.

Your Online Reputation
Positive reviews make 91% of consumers 
more likely to use a business, while 82% will 
be put off by negative reviews. The average 
consumer reads ten reviews before feeling 
able to trust a local business, so businesses 
with lower review counts or negative 
feedback within their top reviews risk losing a 
significant proportion of potential customers 
to competitors with better online reputations.

Most Important Factors in Reviews

1. How recent reviews are

2. The business’s overall star rating

3. How many reviews a business has

4. How legitimate reviews appear to me

5. The sentiment of the existing reviews
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Innexus Social Booster 
Effortlessly text or email patients an 
invitation to leave online reviews. Also 
includes access to a HIPAA compliant 
photo-release functionality to include 
patient pictures and testimonials, 
post-ready social media content, 
post scheduler, and more!

- Ask patients for a review at the end of 
their visit.

- Ask patients to be a spokesperson for your 
practice when they give you or the office a 
nice compliment. 

- Write down their testimonial, take a picture, 
and ask them to sign a media release form 
for use in your marketing and social media.

- Send patients a request for their online 
review via text, email, or during a 
phone call.

- Always thank the person for leaving the 
review in your reply and send a thank you 
note for extra special reviews.

- Reply publicly, quickly, and concisely to all 
positive and negative reviews.

- For negative reviews, also send them a 
private direct message requesting to speak 
to them, and call the patient.

- Flag reviews that violate posting guidelines.

DO

- Offer an incentive in exchange for patient 
reviews.

- Take reviews personally.

- Reply to a patient review when you’re 
angry or emotional.

- Get personal when responding or burn 
bridges with your comments.

- Use specific names of the patient, their 
family members, or any other information 
that could be in violation of HIPAA policies 
in your responses.

DON’T

85%
OF CONSUMERS
A R E  W I L L I N G  T O
LEAVE REVIEWS

Innexus Review Builder 
Automated solution to text patients 
an invitation to leave online reviews 
after their appointment.

Request a demo of these tools by calling 
888.963.8894 or email sales@getinnexus.com.

Tips to Increasing Online Reviews & Ratings
Reviews have a huge impact on the behavior of local consumers, and it’s clear to see that a 
practice’s online reputation strongly affects whether patients choose to use an eye care provider. 
The following tips will help you build a positive online reputation.

Tools for Reputation Management
You need great tools to help increase and 
manage your online reputation. The following 
solutions make it easier for you to request 
reviews, monitor what people are saying, and 
quickly respond to your patients.

Setting Up Business Review Pages
Tell your story and showcase what your business 
does best by setting up your business pages 
using keyword-rich copy and compelling 
photographs. Click on the embedded links below 
to be directed to the corresponding websites 
with step-by-step instructions on how to claim 
and/or set-up your page

In order of priority, all eye care practices (at a 
minimum) should have a listing on Google My 
Business, Facebook, Yelp, and Healthgrades.




