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Video can change that. 

That’s why first quarter of 2013, we’re having a 
FREE video day (yes, 100% free). 

Stop by our video studio and we’ll shoot a half-
dozen videos for your website, no charge, no 
catches. 

You can fly in the morning and be back home 
in time for dinner (or if you want to stay longer 
Louisville was just named the #1 vacation 
destination for 2013...) 

If you want to get on the Early Bird list, give us a 
ring at 888.741.1413.

Best, Colin 

Does Your Website Send You
100 Phone Calls Every Month?

If not, it might be because your website blends in with 
the ‘herd’ of other dentists in your area... 

Many marketing firms 
offer piecemeal services. 
Colin puts the pieces 
together.
“I’ve been noticing the 
amount of video that’s 
on different websites, 
not necessarily ours, and 

I wanted to get involved with that. How many 
YouTube things go out every day? 70,000 or some 
crazy number like that? That’s what people want: 
Video. But I wanted to be able to do that on my 
own terms. I didn’t want all stock videos. If you 
have your own patients doing that it’s a lot more 
believable.” 

- Dr. John Argeros, Peabody, MA
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Your patients are going to fall into three 
categories:

Those that care about the features and  z
specifics of what you want to do
Those that care about the benefits and  z
advantage of what you want to do
Those that care about the costs and  z
overhead of what you want to do

Make sure you’re speaking to what they care 
about. They don’t care about you or what you 
want to do in their mouth. They care about their 
agenda and fixing the problems they have. Every 
person is going to have different cares.

“Colin is a genius on 
all types of marketing 
and he has several 
books and dvd’s that 
dentists across the 
country are using.”
Colin basically is a 
genius on all types of 

marketing, is the CEO of SmartBox Web 
Marketing, and he has various products 
and dvd’s that dentists across the country 
are using. He has some really great 
products. His father is a dentist and is one 
of the three dentists in town I would trust 
to do my own dentistry. The unique thing 
about Colin is since his father is a dentist, 
he has this ideal playground to test new 
ideas and marketing on before rolling it 
out to the rest of his clients.

- Dr. Woody Oakes President
The Profitable Dentist & Excellence In 

Dentistry

Typically “worker-bee” employees care  z
about features and specific functionality.
Mid-level execs care about advantages and  z
benefits.
Upper echelon owners’s want value and  z
think “bottom line.”

Consider setting your treatment plans into 
sections that address each of these people types 
specifically. “Executive Summary” talks about 
the bottom line, another section for the benefits 
of why they should choose you and how you’re 
going to help them, and the last section for nitty 
gritty details.

How Your Dental Patients Perceive You?

“Very few dental 
websites actually 
generate new 
patients.”
You know we see this 
a lot when we talk to 
dentists all around the 
country: they put their 

dental website together ten or twelve years 
ago, whatever it was, and then time gets by 
and you don’t update it. They begin to look 
dated and people notice that when they go 
to your dental website and look at it. I guess 
there’s good news and bad news in that. If 
they’re still going to your dental website and 
you haven’t done anything to it in a lot of years 
that’s a problem. Very few dental websites 
actually generate business for the dentist, 
and that’s the kind of thing that Colin and 
SmartBox are able to accomplish for your 
dental practice.

- Dr. Michael Abernathy
Founder Summit Practice Solutions
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Are your prospects actually scrolling down  z
your page or are they stuck at the top?
Are they looking on the right side of your  z
site where your newsletter and free report 
are?
Are they clicking play and watching  z
yourvideos?
Is your contact information in an area that  z
their eyes naturally and frequently look at?
Do they see your Facebook page? z
Are they reading your patient reviews? z

The truth is, Google Analytics is OK but it doesn’t tell 
the whole story (not even close).
With Google Analytics you can see what pages your 
prospects view, where they come from, how long 
they were on your dental website, among many 
other metrics. But it’s what you can’t see that is 
costing you time, money, and patients.

Where on your dental website are your 
patients looking?
In order for your patients to take any action on 
your website (call you, email, opt-in, watch video, 
download pdf, etc) they have to physically find it 
with their eyes first. They can’t click on what they 
aren’t looking at – Agreed?

Once they find it with their eyes, then they could 
take action. But to have this choice they have to first 
see it! I know this seems very elementary, but bear 
with me…

If your website is not sending you new 
patients, the problem might be easier to fix 
than you think.
Our Advanced Analytics software can give you 
invaluable insights into why your patients take (or 
don’t take) certain actions on your dental website.

Google itself conducted a research study on the 
link between your mouse and eye movements 
back in 2007, and found they could predict where a 
user was looking based on the movement of their 
mouse, and in some cases predict where they were 
going to click.

“The Clicks To Nowhere”

Another study by Lynn Cooke found a 69% 
correlation between mouse and eye movements.

There have been dozens of other studies done, such 
as this one from Carnegie Mellon University:

Of the regions that a mouse cursor visited, 
84% of them were also visited by an eye 
gaze. Furthermore, among the regions that 
the eye gaze didn’t visit, 88% of them were 
not visited by the mouse cursor, either.

After all this research (including their own) it’s a 
true surprise that Google has not yet integrated 
heatmapping and click-tracking into their flagship 
Google Analytics product.

Just FYI, we give away this software to our dentist 
clients with every dental website we build…

This heatmapping of our Contact page shows 
hundreds of visitors clicking in the middle of a 
paragraph – not on any links or buttons… just 
random clicks.
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Episode 012 : The One About Designing Your 
Dental Website’s Sales Funnel

How to structure your offers to compel Î
The WRONG kind of video to use on your  Î
dental website
Touching those prospects that raise their  Î
hands
How NOT to be that 19 year old dude Î
Moving prospects through your sales  Î
funnel to close more patients

http://link.smartboxweb.com/p12

Ready to crush your local market?
Give us a call @ 888.741.1413 or Visit our Website

Connect with us

Fast Thoughts on Dental 
Marketing Podcast www.FastThoughtsPodcast.com

Episode 011 : The One About Automating Your 
Dental Marketing

Do your patients sort their email with the  Î
delete button?
The difference between procedural and  Î
educational videos
The tools you can use TODAY to automate  Î
your dental marketing
How your patients self-diagnose their  Î
mouths
How to leverage video to improve case  Î
acceptance

http://link.smartboxweb.com/p11

The one thing that I 
got out of most of the 
internet guys is they 
were all very similar, 
it was all very generic, 
kind of the same exact 
thing.
I could go to one website 

and it would look the same 
as the other website which looked as same as 
the other one. They would all promise the same 
things; we’ll get you on the front page of Google, 
we’ll do this. Most of them haven’t come through 
on any of their promises.  If you’re looking to do 
something with the internet I highly recommend 
you do it with Colin, because right now in the 
business there’s nobody better.

- Dr. Avi Weisfogel
Implant, Sedation & Cosmetic Dentist in New Jersey

http://www.smartboxwebmarketing.com/episode-012-the-one-about-designing-your-dental-websites-sales-funnel.htm
http://www.smartboxwebmarketing.com/episode-012-the-one-about-designing-your-dental-websites-sales-funnel.htm
http://www.smartboxwebmarketing.com/googlegenius.htm/
http://www.facebook.com/SmartBoxWebMarketing
http://www.linkedin.com/groups/SmartBox-Web-Marketing-131954?home=&gid=131954&trk=anet_ug_hm
http://twitter.com/#!/creceveur
https://plus.google.com/108606160359595799611/posts
www.FastThoughtsPodcast.com
http://www.smartboxwebmarketing.com/episode-011-the-one-about-automating-your-dental-marketing.htm
http://www.smartboxwebmarketing.com/episode-011-the-one-about-automating-your-dental-marketing.htm

