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Jennifer	  Deal,	  MPPM
• Director	  of	  Marke:ng	  at	  
Southern	  Surgical	  Arts

• 11-‐year	  adver:sing	  veteran
• Exper:se:	  social	  media	  &	  
marke:ng	  opera:ons

• University	  of	  Alabama	  at	  Birmingham,	  
Bachelor	  of	  Science,	  Marke:ng

• Birmingham-‐Southern	  College,	  MPPM,	  
Healthcare	  Management

• Execu:ve	  Board	  of	  Directors	  for	  
the	  Cosme:c	  Surgery	  Founda:on
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Choosing	  a	  Cosme>c	  Procedure
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Why	  Pa>ence?	  	  

• Why	  does	  it	  take	  so	  long?
– Significant	  growth	  requires	  pulling	  
pa>ents	  through	  the	  sales	  cycle

– Time
–Money	  
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Compe>>ve	  Marketplace
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Tools	  &	  Processes	  Take	  Time

• Inbound	  marke>ng	  
is	  key
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Inbound	  Marke>ng

• The	  buzz	  (and	  overused)	  word,	  SEO
• SEO	  necessary	  to	  ensure	  pa>ents	  find	  
you	  in	  the	  research	  phase	  (stage	  2)

• SEO	  takes	  >me	  –	  don’t	  let	  any	  
company	  tell	  you	  otherwise.	  

• Content	  is	  s>ll	  king.	  Produce	  good	  
content	  relevant	  to	  what	  you	  do.	  
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My	  Favorite	  Tac>cs	  for	  Inbound

• The	  obvious	  –	  make	  sure	  your	  web	  site	  is	  
op>mized.	  (Beware	  of	  the	  sales	  pitch)

• Op>mized	  BEFORE	  &	  AFTER	  
PHOTOS!!!!!!!!!!!

• Blogging.	  Consistent	  Blogging.
• Automated	  emails	  for	  top	  of	  the	  funnel	  
leads	  from	  downloadable	  content
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Blogging
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Social	  Media
Facebook	  Fans:	  2010

602
Facebook	  Fans:	  2014

6042
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Social	  Media
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eBook
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What’s	  New	  to	  Help	  You
Inbound	  &	  Content	  Marke:ng

Call	  to	  Ac>on Landing	  Page Email
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Email	  #1

• Make	  sure	  they	  received	  
what	  
you	  promised

• Set	  the	  tone	  that	  
you	  are	  the	  expert

• Not	  selling	  prac>ce	  yet
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Email	  #2

• Let	  them	  know	  you	  
understand	  they	  are	  
s>ll	  researching

• Provide	  more	  content	  that	  
educates	  them

• S>ll	  not	  selling	  
the	  prac>ce
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Email	  #3

• Let	  them	  know	  that	  
you	  understand	  they	  
may	  s>ll	  have	  ques>ons

• Offer	  to	  come	  in	  
for	  consulta>on

• Offer	  informa>on	  about	  
what	  they	  can	  expect	  in	  a	  
consulta>on
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Email	  #4	  
	  
• Let	  them	  know	  you	  

know	  they	  may	  not	  
be	  ready

• Offer	  to	  come	  in	  
for	  consulta>on

• Offer	  to	  sign	  up	  
for	  blog

Thursday, February 20, 14



My	  Favorite	  Ways	  to	  

• Referral	  programs	  
used	  in	  stages	  2,	  3,	  
and	  4
– Referral	  cards
– ASK	  them	  
(especially	  directly	  
from	  doctor)

– Loyal	  pa:ent	  
programs
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Promo	  &	  Referral	  Cards
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PATIENCE	  =	  PATIENTS

• Don’t	  expect	  immediate	  gra>fica>on
• If	  you	  are	  not	  measuring,	  you	  do	  
not	  know	  results	  
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Conclusions

• Given	  these	  reali>es,	  
inbound	  marke>ng	  is	  key

• The	  goal	  is	  to	  not	  only	  beat	  
your	  compe>tors	  but	  to	  grow	  
the	  en>re	  category
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Ques>ons?
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