
Facebook is the most important social 
networking site in orthodontic marketing.  
Nearly eight-of-ten (79%) Americans 
online use Facebook, which is more than 
double the number that uses Twitter 
(24%) or Instagram (32%).  Adults 18 
to 49 years use it the most, and women 
tend to use Facebook more than men 
do.  Simply stated, young moms—the key 
demographic for an orthodontic office—
are likely spending time on Facebook. 

 Despite Facebook’s popularity with the 
target consumer base, many orthodontists 
market themselves ineffectively.  Their 
posts are infrequent, impersonal, and 
delegated to staff or third-party social 
media marketing companies.  Rather 
than using Facebook as a springboard for 
conversations, orthodontists use it as a 
billboard for shout-outs and silly pictures 
of pumpkins with braces. The result is a 
lackluster marketing campaign that does 
not engage current patients or attract 
prospective ones.  

 In this paper, I will provide 3 simple 
methods for nontraditional Facebook 
marketing to engage your community 
better.  I will review the reasons why I 
favor my personal Facebook profile over 
my business page, the content I post on 
my personal profile, and how I use the 
Instant Messenger app to bypass the 
primary care dentist’s referral.  Friends, it’s 
time to update your marketing status.

 
TRADITIONAL FACEBOOK 

MARKETING
Traditional Facebook marketing focuses 

on 3 tools: pages, ads, and groups.  While 
each of these has its purpose, they often 
are used in combination for greater 

marketing efficacy.   
 Facebook pages are similar to personal 

profiles used by businesses, organizations, 
schools, and public figures.   However, 
pages differ in 2 distinct ways from 
personal profiles: both friends and non-
friends can like them and they have an 
unrestricted number of fans.  Facebook 
pages are free, updated easily, and 
function like interactive mini-websites for 
our business. They give a personal view 
into the operations of our office that our 
standard websites cannot.  

 Facebook ads let businesses connect 
with the profiles that are most likely 
interested in their services.  Ads use a 
targeted advertising platform based on 
geographic area, age, gender, education 
level, and browsing device.  They are 
purchased by setting a budget and bidding 
for each click the ad receives.  Therefore, 
the primary purpose of the ad is to 
promote the Facebook business page and 
increase its fan base.   Together, pages 

and ads are the most popular forms of 
traditional Facebook marketing.

 Facebook groups are discussion forums 
for individuals who share common 
interests.   Groups are free and have 
higher levels of engagement compared 
to pages.  The drawback is that they are 
laborious to manage.  Therefore, creating 
a group for orthodontic marketing is 
not an effective use of time.  Still, it is 
critical to participate actively in many 
groups in your community to promote 
your Facebook profile.  This is a form 
of nontraditional marketing that I will 
discuss below.

 The problem with a campaign that 
is limited to pages and ads is that it fails 
to generate conversations. The message 
provided by traditional Facebook 
marketing tools remains one-sided and 
guarded.  If the purpose of social media is 
to engage, then you need a more personal 
social media marketing strategy.   

 
NONTRADITIONAL FACEBOOK 

MARKETING
My nontraditional Facebook marketing 

strategy focuses on personal connection 
with current and future patients’ parents 
to stimulate a response.  It applies 3 
techniques: I emphasize my profile over 
my business page; posts on my profile 
are innocuous, personal, and centered on 
work or family; and patients’ parents are 
sent friend requests and then messaged 
directly through the Instant Messenger 
app.   

  My profile essentially has replaced my 
business page.  I favor my personal profile 
because it allows me to communicate 
directly with my patients’ parents.  
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They are encouraged to friend me and 
message me if they need anything, and 
this direct and immediate accessibility 
has gained community-wide recognition.  
More importantly, my patients’ parents 
tag me on their walls following a positive 
experience at the office, and these posts 
ultimately promote my profile to their 
Facebook friends.    

It should be noted that I do not friend 
or accept friend requests from my 
adolescent patients.  The minimum age 
requirement for a Facebook account is 
13 years.  It is not uncommon for my 
adolescent patients to immediately friend 

me following the creation of their profile.  
I simply delete their friend request.

 The premise of personal profile 
marketing is that the most important page 
on my standard website is the “About the 
Doctor” page; I have simply made this 
page interactive by using my Facebook 
profile. This online chatter between me 
and my patients’ parents or my patients’ 
parents and their friends maintains the 
notion that my office is the place to go for 
orthodontic care (Figure 1).  Oftentimes, 
a new consult’s parent that I have never 
met before personally will tell me, “We are 
already Facebook friends.”   

FIGURE 1.  MY PATIENTS’ PARENTS ARE MY FACEBOOK FRIENDS.  NOTE THE NUMBER OF MUTUAL FACEBOOK 
FRIENDS (YELLOW OVAL).  PATIENTS’ PARENTS POST ON MY WALL AND I POST ON THEIRS.  ONE OF MY FAVORITE 
TECHNIQUES IS TO POST “LOVE THAT SMILE” UNDER A PICTURE OF A SMILING PATIENT. THE PARENT REPLIES 
CUSTOMARILY, “IT’S BECAUSE OF YOU!” (YELLOW RECTANGLE).  THIS INFORMS EVERYONE WHO READS THAT 
POST THAT I AM THE ORTHODONTIST RESPONSIBLE FOR THAT SMILE.  IF A FRIEND OF THE PATIENT’S PARENT 
RESPONDS: “BEAUTIFUL SMILE!  I NEED TO HAVE MY SON SEEN BY AN ORTHODONTIST.”  I WILL THEN SEND HER A 
FRIEND REQUEST AND A PRIVATE INSTANT MESSAGE INTRODUCING MYSELF.

Because I use my profile to promote 
the business, its contents must be 
professional   I avoid negativity, crude 
jokes, photos of me holding alcohol, or 
sensitive topics, such as politics, religion, 
and current affairs.  My wall contains 
posts primarily about my family, patients, 
and charitable donations.  Family 
pictures unquestionably receive the most 
responses.  I believe patients’ parents 
want to know about me as Neal Kravitz as 
much as they want to know about me as 
Dr. Kravitz.  

 I am revealed within my social sphere 
and this allows me to dictate my message.  
I do not allow others’ perceptions to 
become their reality.  My community 
knows me, and they know how much I 
care because they have access to my life.  

 Furthermore, by sharing meaningful 
content, I can post on my profile multiple 
times per day.  In contrast, orthodontists 
commonly post on their business page 
only 2 times per week.  They fear that 
too many posts will annoy their fans and 
cause them to “unlike” their business 
page.  Can you see the inherent flaw with 
a marketing strategy that is based on 
avoiding the loss of a fan base?  Personal 
profile marketing is about engaging a 
person, who then becomes a friend, and 
ultimately, a vocal supporter. I do not 
want thousands of silent fans; instead, I 
want a community of raving friends.   

 All of this is predicated on having my 
patients’ parents as my Facebook friends.  
Immediately following a consultation 
with an adolescent, I look up the mother 
on Facebook.  I favor the mother over the 
father because I believe she will be more 
active on Facebook.  Then I send her a 
friend request with the following private 
Instant Message: 

 “Dear [parent name], It was such a 
pleasure meeting your family today.  You have 
my word that we will take the best possible 
care of [patient name].  Never hesitate to 
contact me if you have any questions.  I am 
always here for you.  Sincerely, Dr. K.”  



 I send this message on the app, 
Instant Messenger, which allows texting, 
sharing photos, and phone calls through 
Facebook.

 I also apply this technique to 
prospective patients’ parents who are 
searching for an orthodontist in local 
community groups.  For example, a 
mother in the South Riding Community 
Group may post the following: “ISO 
(in search of) an orthodontist.”  At this 
point, a patient’s parent, who also is 
my Facebook friend, will tag me on her 
response, “Go to Neal Kravitz [tag] and 
no one else!”   I am then alerted that 
someone is searching for an orthodontist.  
I look up the name on Facebook, match 
the profile picture, and then send the 
person a Facebook friend request with the 
following private Instant Message: 

 
“Dear [parent name], My name is Neal 

Kravitz and I am an orthodontist in South 
Riding.  I wanted to introduce myself 
personally.  Our office is in network with 
all insurance carriers and we take pride in 
always being there for our patients.  Please 
let me know if I can be of any assistance” 
(Figures 2 and 3). 

FIGURE 3.  SAMPLE INSTANT MESSAGE TO A PROSPECTIVE PATIENT’S PARENT WHO INQUIRED ABOUT AN ORTHODONTIST ON A FACEBOOK COMMUNITY GROUP. NOTE THE 
TAGS FROM PATIENTS WHO ARE ALSO MY FRIENDS THAT ALERT ME TO THE POST.  I MATCH THE NAME AND PROFILE PICTURE AND SEND THE PATIENT A PRIVATE INSTANT 
MESSAGE.

FIGURE 2.  STEPS TO INSTANT MESSAGE A PROSPECTIVE PATIENT’S PARENT.



 If this individual accepts my friend 
request, they will then search my profile 
and see my wall full of happy patients.  
If they engage in conversation with me 
before the first visit, then the consultation 
is as good as closed.  By friending and 
messaging the patient’s parent directly, I 
bypass the primary care dentist’s referral 
(Figure 4).  My future patients’ parents 
tell their dentists where they are going to 
go for their orthodontic care, and not the 
other way around.

The true benefit of this marketing 
strategy is that it costs only time.   The 
drawback is my personal profile is limited 
to 5,000 friends. As an orthodontist with 
well over 2,000 annual starts, I am forced 
to unfriend people daily to make room for 
new patients.  If you have sent me a friend 
request and I haven’t responded, now you 
know why.

 
CONCLUSION
Traditional Facebook marketing tools 

are often impersonal and ineffective, 
while nontraditional methods such as 
personal profile marketing and sending 
private messages to prospective patients’ 
parents are actually using Facebook as it 

FIGURE 4.  SENDING A FRIEND REQUEST AND AN INSTANT MESSAGE TO A PROSPECTIVE PATIENT’S PARENT 
ELIMINATES THE GENERAL DENTIST FROM THE REFERRAL LOOP. 

was intended—to engage in conversations.  
Control your message and bypass the 
general dentist by communicating directly 
with current and future patients’ parents.

AFTERWORD
I understand that this method is not 

for everyone.   Many orthodontists might 
find this technique time-consuming and 
invasive.  My response to those concerns 
is that only 2 things are important in 
marketing: (1) be different and (2) be 
yourself.  My nontraditional Facebook 
marketing method fits my persona as a 
hard-working and loving father who is 
always available for my patients. Modify 
this technique to fit you.  

––––––––––––––––––
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people daily to make 
room for new patients.” 
––––––––––––––––––
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Hi Emma,
Your treatment is progressing well, keep wearing your 
Elastics! Hope the vacation is going well no 
appointment is needed until next month!
- Dr. Anderson
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