Start Building Relationships With
Patients...Before They Get To Your Chair
Are you losing opportunities to engage
website visitors that don't call the office
or fill out a lead form?
When someone lands on your website
they want the product or service to be
exactly what they are looking for. You
don't know what that is...unless you ask.
Knowing what your visitor traffic wants
will help keep them on your site.
What if you could engage the visitors to
your website by asking some simple
questions so you get to know them a
bit, before they randomly view any
additional pages on the website.
To see what this might look like and to
receive your FREE GUIDE click Next

Next
A "one size fits all" website does not immediately engage a prospective patient
with what they are looking for. More often than not they leave the site without
taking any action.
Using the newest methods of digital technology combined with micro-learning
we can help you nurture a relationship with prospective patients...before they get
to your chair...and increase the number of prospective patients to take action
and book an appointment with your practice.
A prospective patient's decision to engage with your practice is a journey of microcommitments they have made along the way. It's a decision journey to feeling
comfortable enough to make and keep an appointment with you.
At 22 Ad Group we help you gain a deeper understanding of what patients want
using a proven step-by-step method. We ask the right questions through quizzes,
surveys or assessments to gain insight about the one thing everyone wants to talk
about...themselves. So, you can better understand and better serve.
Learn more about how to nurture a patient's decision journey to your chair: click
Next to download your FREE guide:

"Five Tips on How to Start Building Relationships With Your
Patients...Before They Get To Your Chair"
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Yes, the future of dental marketing is here!

