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Executive Summary

Bright Smile Dental Group is a growing multi-location dental practice with five clinic
locations across the Santa Ana, California market, serving a broad patient demographic
from routine preventive care to advanced cosmetic and restorative dentistry. With
approximately 40 employees and annual revenues near $6 million, Bright Smile had
established a strong local reputation for exceptional patient care and clinical excellence —
but its digital marketing strategy was failing to generate a consistent, high-volume pipeline
of new patient appointments needed to grow the practice and support its planned clinic
expansion programme.

Engaging Boost Me Locally to transform their patient acquisition strategy, Bright Smile
undertook a 12-month digital marketing programme combining hyperlocal SEO, high-intent
Google Ads campaigns, appointment funnel optimization, and coordinated multi-location
campaign management. The results exceeded all initial projections: a +180% increase in
qualified patient leads, a 35% reduction in cost per lead, a 50% improvement in
appointment booking rates, and an estimated $1.1 million in additional patient revenue
— representing a 5.1x return on marketing investment.

This case study examines the strategic framework, phased execution, and measurable
patient acquisition results that transformed Bright Smile Dental Group into the dominant
digital dental brand across the Santa Ana market.
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Company Profile

Bright Smile Dental Group is a comprehensive multi-location dental practice providing the full
spectrum of dental care services to patients across the Santa Ana, California metropolitan area.
Founded with a mission to deliver accessible, high-quality dental care in a welcoming, patient-
centred environment, Bright Smile has built a reputation for clinical excellence, advanced
technology adoption, and exceptional patient experience that consistently generates strong word-
of-mouth referrals within the communities it serves.

The practice's service portfolio spans general and preventive dentistry, cosmetic dentistry (veneers,
teeth whitening, smile makeovers), restorative dentistry (implants, crowns, bridges), orthodontics,

pediatric dentistry, and emergency dental care — offering patients comprehensive dental care



across all life stages within the Bright Smile family of Industry Dental /

clinics. With five locations strategically positioned across Healthcare

the Santa Ana market, the group serves a diverse patient

population and manages over 6,000 active patient Market Santa Ana,
California

records annually.

Clinic Locations 5 Dental Clinics

Employees ~40 (Dentists,
Hygienists,
Admin)
Annual Revenue ~$6M

Active Patients 6,000+ Annual

Services General,
Cosmetic,
Restorative,
Ortho, Pediatric,

Emergency

Insurance All Major Dental
Plans Accepted

5 50+ 6,000+ S6M 12

Clinic Locations Clinical Staff Annual Patients Annual Revenue Service Specialities

The Challenge

When Bright Smile Dental Group engaged Boost Me Locally, the practice was experiencing a
frustrating paradox: exceptional clinical outcomes and patient satisfaction scores that rivalled the
best dental practices in Southern California, yet a digital presence that consistently failed to attract
the volume of new patients required to grow beyond the practice's existing referral base. In Santa
Ana's densely competitive dental marketplace — where multiple large DSO groups and private
practices compete aggressively for the same high-intent patient searches — this visibility deficit
was directly constraining the group's revenue growth and expansion capacity.



®Poor Google Visibility for High-Value Dental Services: Despite offering premium dental
services, Bright Smile ranked on page 2 or 3 for nearly all high-value patient search queries
— including "dentist near me Santa Ana," "teeth whitening Santa Ana," "dental implants
Orange County," and "emergency dentist Santa Ana." High-intent prospective patients
searching these terms were consistently discovering competitors in the featured map pack
and organic results, while Bright Smile remained invisible to the majority of active dental

patient searchers in its own markets.

¥ Fragmented and Inconsistent Multi-Location GBP Presence: The five Bright Smile clinic
locations maintained inconsistent Google Business Profile listings — differing in service
categories, business descriptions, operating hours accuracy, and photo quality. This
inconsistency generated a confusing patient-facing digital experience and suppressed local
pack rankings for all locations simultaneously, failing to capitalize on the network authority
advantages available to a well-coordinated multi-location dental brand.

¥inefficient Google Ads Account Generating Low-Quality Leads: The practice was running
Google Ads without dental-sector-specific keyword strategy — using broad match
keywords that attracted general health queries, non-dental medical searches, and out-of-
area users rather than the high-intent dental appointment seekers who represent maximum
revenue potential. The resulting cost-per-patient-lead was unsustainably high, and the lead
quality — callers and form submitters genuinely seeking dental appointments — was well
below what a properly structured dental PPC programme would deliver.

¥cCritical Gaps in the Appointment Booking Pathway: Perhaps the most consequential
challenge was the state of the practice's online appointment booking pathway. Website
visitors who were genuinely interested in booking — motivated, high-intent patients —
encountered friction at nearly every step: no service-specific landing pages, an outdated
web form requiring excessive information before booking confirmation, the absence of real-
time online scheduling, and a lack of social proof (reviews, before/after imagery, staff
profiles) at the moments of highest conversion intent.



¥Underdeveloped Online Reputation Relative to Patient Satisfaction: Despite consistently

high patient satisfaction scores, Bright Smile's total Google review volume across all five

locations was low — and the average star rating did not reflect the quality of care being

delivered. In the dental sector, where prospective patients extensively research online

reviews before choosing a provider, this reputation gap was creating a trust deficit that

directly suppressed new patient conversion even among website visitors who had

successfully found the practice online.

Campaign Objectives

Following a comprehensive diagnostic audit covering all five clinic locations' digital presence,
competitive analysis of the Santa Ana dental market, keyword opportunity mapping, and conversion
pathway assessment, Boost Me Locally established a two-tier objective framework aligned to Bright

Smile's patient acquisition targets and longer-term clinic expansion goals.

Primary Goals

Scale High-Intent Patient
Lead Volume

Achieve a minimum 100 %
increase in qualified new
patient leads across all five
Santa Ana clinic locations
within 12 months through
integrated organic search and
high-intent paid search
strategies targeting patients
actively seeking dental
services.

Reduce Cost Per Patient
Lead by 25%+

Restructure and optimize paid
advertising to target exclusively
high-intent dental search
queries, implement dental-
sector negative keyword
management, and reduce the
blended cost per qualified
patient lead by at least 25%
from the established baseline.

PRIMARY 01 PRIMARY 02 PRIMARY 03

Increase Appointment
Booking Rates

Redesign the digital
appointment booking pathway
to reduce friction, increase
booking confidence, and
measurably improve the rate at
which qualified patient inquiries
— website visitors, form
submitters, and phone callers —
convert to confirmed first
appointments.



Secondary Goals

SECONDARY 01 SECONDARY 02 SECONDARY 03

Build Dominant Local
Search Presence

Establish consistent,
authoritative local search
presence across all five clinic
locations to generate a
meaningful organic new patient
stream that builds in value over
time and reduces long-term
dependence on paid patient
acquisition budgets.

Develop Profitable Service-
Line Marketing

Create dedicated, conversion-
optimized digital marketing
programmes for the practice's
highest-value service lines —
dental implants, cosmetic
dentistry, and orthodontics — to
systematically increase the
case mix average value and
per-patient revenue
contribution.

Build Online Reputation at
Scale

Implement a systematic,
HIPAA-compliant review
generation programme across
all five locations that
consistently produces new
patient reviews, builds review
velocity, and establishes Bright
Smile's online reputation as a
true reflection of its exceptional
patient care quality.

Strategic Approach

Boost Me Locally deployed a four-pillar strategic framework purpose-built for the multi-location
dental sector's specific patient acquisition dynamics — including dental search behavior patterns,
the high-consideration nature of elective dental treatment decisions, HIPAA compliance
requirements governing patient communications, and the critical role of trust and clinical credibility
in the new patient conversion process.



Local SEO Optimization Per Clinic

We executed a comprehensive, clinic-by-clinic local SEO programme treating each of Bright
Smile's five locations as an individual local market participant — building independent organic
authority and Google Business Profile presence for each clinic while coordinating brand
signals across the portfolio to maximize network-level authority.

e Full technical SEO audit across all five clinic digital properties: resolving 38 identified
issues including duplicate content across location pages, thin service content,
missing structured data, and mobile performance gaps suppressing patient search
rankings

e Santa Ana dental keyword research: 1,100+ high-intent dental search terms
segmented by service type (general dentistry, cosmetic, implants, orthodontics,
emergency, pediatric) and by geographic proximity to each of the five clinic
locations

e Clinic-specific service pages: dedicated, optimized landing pages for each dental
service category at each clinic location — featuring clinic-specific content, local
authority signals, dentist profiles, and patient testimonials relevant to each
community served

e Google Business Profile rebuild for all five locations: precise dental service
categories (Dentist, Cosmetic Dentist, Dental Clinic, Emergency Dental Service), full
service listings with descriptions, accurate hours, professional photography of clinic
interiors and staff, and treatment-specific photo albums

e Dental schema markup deployment: LocalBusiness, Dentist, MedicalOrganization,
Service, Review, and FAQ schema implemented across all clinic pages to maximize
rich result eligibility in dental search queries

e HIPAA-compliant citation building: NAP consistency remediation across 65+ health-
specific directories, dental platforms (Zocdoc, Healthgrades, Yelp Health, WebMD),
and local Santa Ana business directories



High-Intent Google Ads Campaigns

The existing Google Ads account was completely decommissioned and rebuilt using a dental-
sector-specific, intent-based campaign architecture designed to capture patients actively
seeking dental appointments — not general health information searchers — at the moment of
maximum intent and direct them to clinic-specific booking pathways.

e Dental keyword strategy: 1,400+ dental search terms organized by intent tier
(immediate appointment need, service research, provider comparison), service
category, and geographic proximity to each of the five Santa Ana clinic locations

e Service-line campaign structure: dedicated campaigns for general/preventive
dentistry, cosmetic dentistry (veneers, whitening, smile design), dental implants,
orthodontics (Invisalign, traditional braces), pediatric dentistry, and emergency
dental — each with distinct budgets, bids, and conversion targets calibrated to
service-line average patient value

e Dental negative keyword library: 900+ excluded terms eliminating dental school
searches, dental supply and equipment queries, dental hygiene product searches,
non-Santa Ana geographic searches, and insurance claims/benefit queries that
consume budget without generating appointment potential

e Dental-specific ad copy framework: intent-matched variants per service line
featuring key trust signals (years in practice, patient volume, insurance acceptance,
same-day appointments), proximity signals (neighbourhood-specific callouts), and
urgency-appropriate messaging calibrated to emergency vs. elective service
contexts

e Smart bidding optimization: Target CPA bidding strategies configured per service
line using historical appointment conversion data — dental implant campaigns
optimized to higher CPLs reflecting their higher average patient value, preventive
care campaigns optimized for volume at lower CPLs

e Call extension and location extension deployment across all campaigns; Google
Local Services Ads (LSAs) set up and optimized for maximum map pack visibility
across all five clinic locations



Appointment Funnel Optimization

The appointment booking pathway — the critical conversion mechanism in dental patient

acquisition — was completely redesigned from first impression to confirmed booking, with

every step in the patient journey engineered to reduce friction, build clinical confidence, and

drive appointment confirmation at the highest possible rate.

Service-line landing pages for each dental specialty: dedicated, conversion-
optimized pages for cosmetic dentistry, implants, orthodontics, emergency dentistry,
and general care — each featuring treatment-specific patient testimonials,
before/after imagery, pricing transparency, insurance information, and clear
appointment booking CTAs

Online booking integration: real-time appointment scheduling integrated directly
with Bright Smile's practice management system, enabling prospective patients to
select a clinic location, dentist, service type, and appointment time without phone
interaction — capturing high-intent visitors at peak conversion moments

Booking form redesign: replaced a 12-field contact form with a guided 3-step
booking experience — collecting only the essential information required to confirm
an appointment while progressively building patient confidence and commitment
through the process

Trust signal architecture: dentist credentials and bio pages, patient success stories
with attribution, video testimonials, before/after case gallery, practice awards and
recognitions, insurance acceptance logos, and accessibility information — positioned
strategically at decision-critical points in the patient journey

New patient welcome sequence: automated email and SMS confirmation series
following online booking — including appointment confirmation, clinic directions, pre-
appointment preparation information, and new patient intake form links — reducing
no-shows and improving first-visit experience simultaneously

Live chat and callback implementation: real-time patient inquiry response capability
during clinic hours, with 24/7 chatbot handling after-hours questions and
appointment requests



Multi-Location Campaign Coordination

Managing five clinic locations in a single metropolitan market requires careful coordination to
avoid internal competition for the same patient searches while ensuring each location builds
its own community authority — a balance that requires sophisticated campaign architecture
and ongoing strategic management.

e Geo-fence exclusion architecture: geographic campaign structures ensuring each
clinic's paid campaigns captured patients within its optimal catchment radius
without competing with sister locations for the same Santa Ana patient searches —
preventing internal traffic cannibalization and inflated CPLs

e Coordinated GBP management protocol: synchronized posting cadence, consistent
service category maintenance, and network-level review response strategy across
all five locations — amplifying the collective authority sighals benefiting each
individual clinic in local pack rankings

e Cross-location budget allocation engine: real-time performance data informing
weekly budget reallocation decisions — directing incremental investment to highest-
performing locations and service lines, and pulling back from underperforming
segments before significant waste accrued

e Network reputation programme: HIPAA-compliant patient satisfaction touchpoint
embedded in Bright Smile's post-appointment workflow across all five locations,
generating a systematic, coordinated review pipeline that built collective portfolio
reputation and individual clinic credibility in parallel

e Unified analytics and attribution: single-dashboard reporting consolidating all-
location patient acquisition metrics, attribution from first digital touchpoint to
confirmed appointment to treatment revenue, and cross-location performance

benchmarking to identify best practices transferable across the network

Campaign Execution Timeline

The 12-month patient acquisition programme was structured across three sequential phases, each
building systematically on the digital infrastructure, performance data, and conversion optimizations
established in the preceding phase to generate compounding patient acquisition improvements
throughout the engagement.



@ PHASE 1 - MONTHS 1-3

Foundation: Audit, Rebuild & Clinical Authority Infrastructure

Comprehensive digital audit across all five clinic locations: technical SEO (38 issues
resolved), GBP presence assessment, paid account review, website UX patient journey
mapping, competitive analysis of Santa Ana dental market, and keyword opportunity
research by service line

GBP complete rebuild across all five locations: service categories, photo programmes,
post calendars, Q&A population, and HIPAA-compliant review generation programme
integrated into post-appointment patient workflow

Google Ads account decommission and full dental-sector rebuild: service-line campaign
architecture, dental keyword libraries, 900+ negative keywords, intent-matched ad copy,
and Local Services Ads activation

Clinic-specific service landing pages designed, developed, and launched for priority
service lines: cosmetic dentistry, dental implants, orthodontics, and emergency dental —
complete with online booking integration

Analytics infrastructure deployed: GA4 with clinic-level segmentation, call tracking with
local number attribution per location, appointment booking conversion tracking, and
unified multi-location dashboard configured

Schema markup, citation remediation, and dental directory profile optimization initiated

across all five locations



@ PHASE 2 - MONTHS 4-8

Optimisation: Data-Driven Refinement & Patient Volume Scale

e Rapid paid campaign optimization cycles: budget reallocation to highest-performing
service lines (dental implants and cosmetic dentistry delivering highest average patient
value), ad copy refinement based on A/B test results, and smart bidding strategy
adjustments using appointment conversion data

e Appointment funnel A/B testing programme: landing page layout, booking form design,
trust signal placement, CTA copy variants, and before/after gallery integration — winning
variants deployed across all clinic-specific pages progressively

e SEO content programme: 2 long-form dental educational articles per month targeting
informational search queries, FAQ content for each service line addressing patient
concerns before appointment inquiry, and dentist profile content optimizations

e First significant organic ranking improvements at Month 5: Page 1 positions achieved for
62 % of priority Santa Ana dental keyword set; GBP views grow 240% across all five
clinic listings combined

e Review generation programme produces meaningful volume by Month 6: combined
Google review count across all locations exceeds competitive threshold; average star
rating improves from 4.0 to 4.6

e Online booking system fully operational and integrated: real-time appointment

confirmations generating measurable reduction in no-show rates compared to phone-only
booking baseline



@ PHASE 3 - MONTHS 9-12

Dominance: Patient Acquisition Leadership & Sustainable Growth

e +180% qualified patient lead volume milestone achieved and sustained through the

entire final campaign quarter across all five clinic locations combined

Cost per patient lead reduction reaches 35% — significantly exceeding the 25% initial

target through compounding optimization of paid campaigns, organic lead share growth,

and improved targeting precision

e Appointment booking conversion rate improves to 50% above baseline; online booking
now accounting for 42% of all new patient appointments across the Bright Smile network

e Organic channels contributing 39% of total new patient lead volume — materially
reducing paid acquisition dependency and building long-term compounding value for the
practice

e Page 1 organic rankings achieved for 91% of the priority Santa Ana dental keyword set
across all service lines and all five clinic catchment areas

e Google review volume grows to 580+ across all five locations; average rating stabilizes at
4.8 stars — above Santa Ana dental market average by a significant margin

e Year 2 strategic roadmap developed: sixth location pre-launch digital strategy, high-

value service line expansion (full-arch dental implants, Invisalign premium programme),
and telehealth consultation integration

Results & Performance Metrics

The following results represent a verified comparison of the 12-month pre-campaign baseline
against the 12-month campaign period, drawn from integrated analytics, call tracking, Google Ads
and Search Console reporting, appointment management system data, and practice revenue
attribution — specific to Bright Smile Dental Group's Santa Ana operations.

+180% | -35% | +50% § S1LIM 5.1x

Patient Lead Volume Cost Per Lead Appointment Bookings Additional Revenue Return on Investment

Pre-Campaign Post-Campaign

Performance Metric .
Baseline Result

Monthly Qualified Patient Leads 68 leads/month 190 leads/month +180%

Cost Per Qualified Patient Lead

$82 $53 -35%
(Blended)



New Patient Appointment
Booking Rate

Online Booking as % of New
Appointments

Website Conversion Rate

Organic Search Traffic (Monthly
Sessions)

Google Business Profile Views
(All Locations)

Total Google Review Volume (All
Locations)

Average Google Star Rating

Page 1Keyword Rankings (Dental
Queries)

Google Ads Quality Score (avg.)

High-Value Service Leads
(Implants + Cosmetic)

Appointment No-Show Rate

24%

8%

2.2%

3,400 sessions

9,800/month

142 reviews

4.0 stars

16 % of target
keywords

3.8/10

12 leads/month

18%

36%

42%

5.4%

8,900 sessions

33,200/month

580+ reviews

4.8 stars

91% of target
keywords

7.6 /10

44 leads/month

9%

Estimated Additional Patient Revenue Generated (12 months)

Return on Marketing Investment

+50%

+425%

+145%

+162%

+239%

+308%

+0.8 points

+469%

+100%

+267%

=50%

improvement

$1,100,000

5.1x ROI




Client Testimonial

Running a five-location dental group in a market as competitive as Santa Ana,
you quickly learn that exceptional clinical care is necessary but not sufficient.
We had outstanding patient satisfaction scores, a talented clinical team, and a
genuine commitment to accessible, high-quality dentistry — but we were barely
visible to the patients who needed us most: the ones actively searching online
for a dentist right now. Before working with Boost Me Locally, our new patient
acquisition was almost entirely dependent on referrals from existing patients.
That's a wonderful thing to have, but it creates a ceiling on your growth that you
can feel but can't easily break through. What Boost Me Locally built for us was
a digital patient acquisition engine. Within three months, we were receiving
more qualified new patient inquiries than our front desk team had ever handled.
By the end of the year, we had a 180% increase in monthly patient leads, our
cost to acquire each new patient had dropped by 35%, and our online
appointment booking system was handling 42% of all new patient scheduling
without any phone involvement from our team. The $1.1 million in additional
patient revenue and the 5.1x return on our marketing investment are the
numbers that tell the financial story. But what | value just as much is the 50%
reduction in our appointment no-show rate — because that tells me the patients
booking through their system are serious, well-informed, and genuinely
committed to their dental care. | recommend Boost Me Locally without
reservation to any dental practice group looking to grow its patient base in a
serious, sustainable, and data-driven way."

Clinical Director, Bright Smile Dental Group




Why The Campaign Succeeded

Several distinguishing strategic and execution factors separated this dental patient acquisition
campaign from typical healthcare marketing engagements and drove performance outcomes that
consistently exceeded all initial targets:

ental Sector Expertise and HIPAA Compliance Infrastructure
Boost Me Locally entered this engagement with pre-existing dental sector marketing
expertise — including knowledge of dental patient search behavior patterns, high-value
versus preventive service marketing dynamics, HIPAA compliance requirements governing
digital patient communications, and the specific trust signals that influence new patient
conversion decisions in the dental sector. This domain specificity eliminated the typical
agency learning curve and enabled clinically-informed strategy from campaign inception — a
critical advantage in a sector where generic healthcare marketing tactics consistently

underperform dental-specific approaches.

{ ervice-Line Specific Marketing Captured Maximum Average Patient Value
The decision to build dedicated campaign ecosystems for each dental service line — rather
than generic "dentist near me" targeting — enabled the programme to simultaneously serve
all patient intent types while systematically prioritizing the high-value service searches (dental
implants, cosmetic dentistry, full-arch restorations) that generate the highest per-patient
revenue contribution. The 267 % growth in high-value service leads disproportionately
contributed to the $1.1 million revenue outcome, demonstrating the financial leverage available

from intelligent service-line marketing in multi-specialty dental practices.

5 ppointment Funnel Transformation Multiplied Every Channel's Value

The complete redesign of the appointment booking pathway — integrating real-time online
scheduling, reducing the booking form from 12 fields to a 3-step progressive experience,
deploying clinical trust signals at conversion-critical moments, and implementing a post-
booking engagement sequence — simultaneously improved the conversion rate from digital
visits to confirmed appointments, reduced no-show rates by 50%, and created an online self-
scheduling capability that captured patient intent 24 hours a day regardless of clinic phone
staffing. The 145% improvement in overall website conversion rate effectively multiplied the

value of every traffic investment made across all channels.



QVIulti-Location Coordination Amplified Network-Level Authority
Rather than treating each clinic location as an independent digital marketing unit, the
programme was designed to coordinate all five locations as a cohesive network — sharing
positive review velocity, cross-location brand authority signals, and coordinated content
publishing that collectively elevated all five GBP rankings simultaneously. The geo-fence
architecture that prevented internal location competition for the same patient searches
ensured that the collective marketing investment generated maximum net patient volume
across the network rather than redistributing existing demand between clinics.

OData-Driven Optimization from Patient Lead to Treatment Revenue
The closed-loop attribution infrastructure built at programme inception — connecting
keyword-level paid campaign data through appointment booking confirmation to actual
treatment revenue in Bright Smile's practice management system — gave the optimization
team genuinely meaningful performance signals: not just cost-per-lead or cost-per-click, but
cost per retained new patient and return on investment per service line. This revenue-level
attribution enabled budget allocation decisions that consistently maximized real financial
returns rather than optimizing for intermediate metrics that do not reliably predict practice

revenue outcomes.



Key Takeaways

Dental SEO
Requires Clinic-
Level Precision, Not
Brand-Level
Generics

Patients choose
dentists based on
proximity, trust, and
convenience — not
brand names. Multi-
location dental groups
that invest in clinic-
specific local SEO and
Google Business
Profile optimization
consistently
outperform those
running brand-level
campaigns, because
they meet patients at
the specific
geographic moment
of their search intent
rather than asking
patients to navigate
from a brandto a
location.

Online Booking is
Now a Revenue-
Critical Competitive
Requirement

The 425% increase in
online booking
adoption — from 8%
to 42% of new patient
appointments —
demonstrates that
dental patients
emphatically prefer
self-service
scheduling. Practices
without frictionless
online booking are
losing patients to
competitors who offer
it — not because
those competitors
deliver better dental
care, but because
they offer a more
convenient access
pathway. In 2024,
online booking is not a
digital marketing
optional extra; itis a
direct revenue driver.

Service-Line
Marketing
Transforms the
Economics of
Dental Patient
Acquisition

Dedicating campaign
investment to high-
value service lines —
dental implants,
cosmetic dentistry,
full-arch restorations
— produces
dramatically higher
per-patient revenue
outcomes than
generic new patient
marketing. The 267 %
growth in high-value
service leads
contributed
disproportionately to
the $1.1 million
revenue outcome
despite representing
a minority of total
lead volume,
demonstrating the
financial leverage
available from
intelligent service-
line marketing
strategy in multi-
specialty practices.

Reputation is the
Primary Conversion
Driver in the Dental
Sector

The 308% growth in
Google review
volume and 0.8-point
average rating
improvement had
verifiable,
measurable impact
on both local organic
rankings and new
patient booking
conversion rates.In a
sector where patients
make healthcare
decisions affecting
their long-term
wellbeing, online
reviews are not a
secondary marketing
metric —they are a
primary trust
infrastructure that
determines whether
prospective patients
choose to book, and
at what rate. Every
dental practice
group's review
programme is directly
generating or
destroying revenue
every day.

Future Growth Opportunities

Based on performance data accumulated during the 12-month programme and strategic
discussions with Bright Smile's Clinical Director and management team, Boost Me Locally has
identified the following priority growth initiatives for the Year 2 patient acquisition programme:



»Sixth LocationThe clinic-specific SEO and paid media playbook validated across five existing
Pre-Launch Santa Ana locations provides a proven, replicable template for sixth location pre-
Patient opening digital patient acquisition. A pre-opening waitlist programme, founding
Acquisition patient offers, and new clinic announcement campaigns — deployed 60-90 days
Programme: before opening — can generate a committed new patient pipeline before the first

appointment is available, replicating the success achieved at the two existing
locations that underwent digital launch optimization during Year 1.

»Premium  The dental implants service line, which grew by 267 % in high-value leads during Year
Service 1, represents the highest average case value in Bright Smile's portfolio. A

Line dedicated full-arch dental implants marketing programme — combining search
Expansion advertising, display retargeting for consultation page visitors, and educational

— Full- content targeting patients researching implant treatment options — is projected to
Arch deliver the highest per-marketing-dollar revenue contribution of any service line in
Dental the Year 2 portfolio.

Implants:

»Invisaligh andOrthodontic treatment represents a distinct, high-value patient acquisition
Orthodontic opportunity with specific search behavior patterns and a longer decision
Patient consideration cycle than emergency or preventive dental care. A dedicated
Acquisition Invisalign and orthodontics digital programme — including comparison content
Vertical: (Invisalign vs. traditional braces), virtual consultation capability, and before/after

transformation showcase content — can systematically develop this service line
as a priority revenue stream for the Bright Smile network.

»Video Dental patient transformation stories represent compelling content assets uniquely
Marketing suited to the visual nature of cosmetic dentistry outcomes. A systematic
and Patient programme producing patient before/after video testimonials, smile makeover
Story journeys, and clinic tour content will drive both YouTube search visibility for
Content dental-related queries and significantly higher conversion rates on cosmetic and

Programme: restorative service landing pages compared to text-only alternatives.

»Patient With 6,000+ active patients in Bright Smile's practice management system, a
Reactivation systematic digital patient reactivation programme — combining automated recall
and Loyalty communications for patients overdue for hygiene appointments, targeted service
Programme: line promotions to specific patient demographics, and a patient loyalty

programme incentivizing referrals — represents a high-ROI revenue stream
achievable with minimal incremental acquisition spend against an already-
converted patient base.



Conclusion

The Bright Smile Dental Group engagement demonstrates the transformative patient
acquisition results available to a multi-location dental practice that commits to a
strategically rigorous, clinically-informed digital marketing programme in a competitive
urban dental market.

A 180% increase in qualified patient leads, 35% reduction in cost per lead, 50%
improvement in appointment booking rates, and a 5.1x return on marketing investment are
outcomes that materialized not from any single digital tactic — but from the precise
coordination of clinic-specific local SEO, high-intent dental PPC, appointment funnel
optimization, and coordinated multi-location campaign management across Bright Smile's
five Santa Ana clinics throughout a 12-month programme of continuous optimization and
compounding investment.

The programme delivered both immediate commercial impact — $1.1 million in measurable
additional patient revenue in the first 12 months — and a durable digital infrastructure:
organic search authority across all five clinic locations and all major dental service lines, a
reputation portfolio of 580+ Google reviews averaging 4.8 stars, an automated online
booking system handling 42% of new patient scheduling, and a closed-loop attribution
system that connects every marketing dollar to practice revenue outcomes.

For dental practices and multi-location dental groups evaluating whether serious digital
marketing investment is justified by their patient acquisition economics: the data from this
engagement is unambiguous. In a market where prospective patients begin their dentist
search on Google and choose based on proximity, reviews, and digital ease-of-access, the
dental practices that invest in clinic-specific, conversion-optimized digital marketing build
a new patient acquisition advantage that their referral-dependent competitors cannot
replicate and their lower-investment digital competitors cannot match.



Ready to Grow Your Dental Practice?

Boost Me Locally specializes in digital marketing for dental practices and multi-
location dental groups across California and the broader United States. Whether
you operate a single high-performing dental clinic or a growing dental group with
expansion ambitions, we have the sector expertise, proven methodology, and
execution capability to build a patient acquisition engine that delivers
measurable, attribution-verified revenue growth — month after month.

Book a Free Dental Marketing Consultation

Request a Patient Acquisition Audit Download Our Dental Marketing Guide




