Tracking Numbers

Why You Need to Be Tracking Numbers on Your
Marketing Efforts

By Mara L. Shorr, BS, CAC II-VIIl and Jay A. Shorr,
MBM-C, CAC I-VIII

We’re going to fully admit it: We love data. And you sh
too, because tracking both the time and the dollars th:
are consuming your annual marketing budget is key f
business’s growth efforts.
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and which are falling on deaf ears. Tracking phone
numbers are remote calls forwarded to your practice’s
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revealing how many calls came in through which phor
number, and therefore which marketing channel.

Following are some tips on how to make the most out
this marketing tool:

» Attach a different phone number to each campaign, including magazines with which you advertise, billboards,
website, social media channels and your online marketing efforts, like Yelp, for example.

* Yes, we said social media. Some practice staff swears that the time and effort they’re putting into Facebook p¢
are well worth the patient engagement, while other leaders of the practice stand by the fact that it's a waste of
time. This is your opportunity to see if those “likes” are making the phone ring!

» If possible, optin to call recordings from the software. This is an excellent way to see what sort of calls are col

in from which source, and it allows you to do a bit of “mystery shopping” in the process.
Are the callers asking about particular procedures based on something you advertised in a local magazine, fo
instance, or are you finding that certain efforts only bring price shoppers? How is your team answering the cal
Are they fully prepared to book consults or procedures for the majority of the calls, or do they need additional
training?

» Once you've gathered the data, the most important thing is to use it! If you see that you’re not getting any phc
calls from a particularly expensive marketing spend, it may be time to re-examine that effort.

With a number of choices available, we’re always happy to connect practices with software that works best for them.
more information, email us at info@thebestmbs.com.
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