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Social media/social networking marketing
arena: should I enter?

O

ral and maxillofacial surgeons, who are the CEOs
of their practices, continue to search for new
methods and techniques to market their practice
and services. Their top three objectives are to build upon
their referral and/or patient base, monitor the profitability
of their investment and save money. When it comes to
marketing a business in this day and age, two buzzwords
routinely occur to business owners: Social Media and
Social Networking. But, what are social media and social
networking and what is their value when marketing a
dental practice?
The Encarta Dictionary defines the word social as
relating to human society and how it is organized. It
then defines the word media as various means of mass
communication by Internet, television, radio, magazines,
newspapers, etc. Networking is defined as the practice
of gathering contacts and/or connecting contacts with
one another. Pair social media/networking with the
vast technology available in the marketplace today and
such concepts as advertising, marketing, and promotion
may now be viewed in a fresh light. Technology and the
Internet continue to drive immediate real-time, minuteto-minute communication within our society, while social
networking sites are viewed as “speed of sound” personal
contact and business generators. So what are the pros
and cons to social media and social networking when
marketing an OMS practice?
Industry experts state that a successfully designed
social media/networking campaign will engage your
audience and build an encouraging platform to publicize
your brand. Awareness of your brand will escalate,

and visibility of your service offerings and completed
treatment cases (before and after photos) will spark
interest while possibly increasing business. Also, social
networking sites are less expensive than traditional
marketing methods as they work to speed the message to
the viewer in a matter of minutes.
Experts caution that a poorly designed campaign may
backfire on your business and make recovery efforts
difficult. Consumers are likely to bypass or ignore
messages until they get advice and feedback from the
rest of the people listed on the fans or friends list. Online
reputation management is extremely important as is
continually monitoring and analyzing your company’s
character across different avenues of online media.
Social commerce specialists state that there are three goals
to focus on when starting a social media/networking
marketing campaign for your practice. First, the site
must attract positive attention; second, it must create
excitement and buzz about your practice; and third,
it must continually build a network of loyal fans and
friends, who will assist in promoting your brand, message,
and practice to other potential fans and friends. Keeping
these goals in mind will help steer new business to your
practice.
If you are thinking of starting a social media/networking
campaign, seek out a marketing company that specializes
in social media and social networking start-up campaigns
for dental practices. They can answer your questions and
get you started in the right direction. The phone call will
be well worth your time. n
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Join the DAANCE!

Dental
Anesthesia
Assistant
National
Certification
E xamination

Open to ALL dental
anesthesia assistants.
REgistER tODAy!

For you, for your anesthesia team,
for the patient.
*Program open to any assistant
employed by a licensed dentist who
holds required state anesthesia
permit(s).
A minimum of six (6) months
employment as a dental anesthesia
assistant is recommended prior to
registering for the DAANCE program
to maximize its benefit.

The Dental Anesthesia Assistant National Certification
Examination (DAANCE). AAOMS is pleased to offer this self-study
course and certification to all dental anesthesia assistants!*
You know the importance of your contribution to quality patient care. If your
practice administers anesthesia, your advanced knowledge becomes even more
critical. Have the confidence and skills you—and your patients—deserve.
Join the DAANCE!
Created by the American Association of Oral and Maxillofacial Surgeons—the
dental specialty known for its stringent member anesthesia evaluation program—
DAANCE is a two-part CE program exclusively for all dental anesthesia assistants
employed by a dental specialist holding an anesthesia permit.
Successful completion of comprehensive self-study material and quizzes, and a
standardized computer-based exam earns you:

saving faces|changing lives®

• The American Association of Oral and Maxillofacial Surgeons is an ADA CERP
Recognized Provider. ADA CERP is a service of the American Dental Association to
assist dental professionals in identifying quality providers of continuing dental
education. ADA CERP does not approve or endorse individual courses or instructors,
nor does it imply acceptance of credit hours by boards of dentistry.
The American Association of Oral and Maxillofacial Surgeons designates this
activity for 36 continuing education credits.
Academy of General Dentistry
Approved PACE Program Provider
FAGD/MAGD Credit
May 2010 to June 2014
• Dental Anesthesia Assistant National Certification Examination lapel pin
• Dental Anesthesia Assistant National Certification Examination recognition
Program registration is available year-round. For program requirements and details,
visit aaoms.org or call AAOMS at 800/822-6637.

