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Website investment

The Internet is an essential research tool so it’s
vital you have a well-maintained website that
reflects your practice. Amy Rose explains

nce upon a time, patients

would simply attend the
denlal surgery closest to
them whenever lthey needed treal-

ment. These daysthishappensless
and less frequently. Patients de-
mand the highest standard of treat-
menlatreasonable prices and they

are more than happy to shop
around forit. The Internet is a re-
searchtool, allowing people Lo find
oul all sorts of diverse information

FPould you choose a business with a
rudimentary web site?

from the comfort of their home.
Every industry is now embracing
its’ potential, and there are many
dentists doing the same thing.
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[n the current economic climate of money market uncertainty,
the ongoing PCT funding and contract concerns,

your practice management and business skills

will need to be fit for the future.

Maximising your income and minimising your costs in
every area of your practice will be key to success
in the difficult times being forecast.

However, you can stay one step ahead of
these additional challenges at the same
time as improving your business and,

safeguarding your future.

It's so easy to do with our
market leading practice management

and new business software.

NEW
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&

KODAK R4 Practice Management Software

Packed with more features than any other Dental Software, designed to
make a significant contribution fo the success of your practice and your business
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Back to basics

Even averybasicwebsite can
carry a great deal ofimportantin-
formation. Visitors to the website
cansee ata glance the location of
your practice, directions on how
to getthere (and perhaps a map),
opening times and contact de-
lails. Most practices allow con-
tactvia emailaswellasby phone,
for patient convenience. The site
might also include helpful after-
care tipsfor patients who have had
dental surgery and detailed infor-
mation about the treatments of-
fered at the practice, This is very
important—ifa person looking for
whitening treatment visited your
site, bul did not see any informa-
tion of whilening, that person will
probably leave your site and look
elsewhere. The assumption will
bethattoothwhiteningisnotapro-
cedure you carry oul.

Presenting your site

With a website up and run-
ning, regularly updated with
fresh content and wilh a thor-
ough treatment list, you can de-
velop a polent web presence.
However, you need to pay close
attention to the presentation ol
the sile as well as the contenl.

Now, you don’l want your
prospective patient to think that
you are behind the times. Put
yoursellin the position ol this pa-
tienl: youarelookingforthe high-
est standard of treatment [rom a
denlist working with the latestin-
surgery techniques and technol-
ogy. If you have yel to invest in a
website, ask yourself, would you
not be more likely to go with a
practice that had an informative
and attractive website, than one
which has no websile at all?

Ifyoudohave asite, butithas-
n’t been maintained for a while,
ask yourself this: would you
choose to go with a dentist whose
websile sported High Definition
animations and distinct design,
or a dentist with a radimentary
site thal sported the bare mini-
mum of features?

Crealing an identity

A websile is only part of an ef-
fective marketing strategy, and
should be combined with a logo
thal is eye-catching, as well as an
email account set up using your
practice-specific domain name.
With a coherent and strong iden-
tity, you can crealte abrand thatwill
appeal to patients and illustrate
your commitmentto excellence. If
your practice does not have a
website, you need to make it a
priority to have one designed.
Technology is advancing all the
time, and if you’ve already lallen
behind, how are you going to
keepup in the future?

For friendly advice on all your
website needs, contact Dental
Design on 01202 677277 or visit
www.dental-design.co.uk. [T

Amy Rose

ishead of the design and marketing
team at Dental Design Lid and has
over six years experience in the
dental profession, working pre-
dominantlyin a markeling capacity.




