
Communicate to your current patient base
Find the opportunities under your nose.

Advertise treatment in your practice
Display our posters & leaflets in your waiting room.

Utilise the power of social media
Social media is big, especially sharing testimonials.

Have a strong online presence, incl ‘Find a Provider’
Attracting new patients, making you easy to find.

Events
Make use of existing events, i.e. National Smile Month.
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5 Smilelign: 
marketing tips



Successfully marketing your practice is crucial in retaining your current patients, and attracting new ones. To get you started, we have put together some tips 
to help you advertise Smilelign clear aligners and maximise your Smilelign investment - your time & energy.

Online presence

Most dental practices have an online presence, even if this is as simple as being on the Google 
My Business directory (if you’re not on here, it takes minutes to set up and is invaluable for the 
resource required). However, consumers are now very much ‘online’ - if you don’t have a website, 
many will overlook you and the first-class services that you offer. 

Critical in enabling new patients to find you, your website reflects your practice. If not in reality, 
most certainly in the eyes of the consumer. Your website needs to not only communicate your 
offerings in a simple to use manner, but it needs to attract the patient you want to treat. Look, 
feel and usability is key.

Make sure that you have an easy to use navigation system, and have a page solely for Smilelign. 
We will provide you with suggested wording and some imagery you can use, including our newly 
launched video - great for use on waiting room televisions too. 

It is also worth looking at online databases: comparethetreatment.com is one such directory 
and is free to register. This can help match you up to private patients in your area who are 
searching for a treatment that you offer.

We can also add you to our ‘Find your Nearest’ feature on the Smilelign website. Free to be a 
part of, this resource allows patients to find their closest provider using their postcode - a useful 
way to find new patients.

Social media, blogs & paid for advertising

Social media can be really powerful - but you have to have something interesting to say to really 
grow your following. This could be as simple as a testimonial - word of mouth is the oldest, yet 
most credible, form of marketing. Always encourage these from patients!

We regularly publish blogs on a variety of topics, which you can share. Ideal for prospective 
patients, as well as those undergoing treatment, follow us to see our latest content.

Paid for advertisements can also help drive new patients. Google AdWords may be useful, but 
can command a high cost dependent on your chosen search terms. Facebook advertising can 
also help - allowing you to target people in a selected age group, geographical location, and 
more.

@Smilelign @Smilelign Smilelign

Events - National Smile Month, Wedding Shows, etc

Taking part in events that are already established, such as National Smile Month, is a great way 
to increase patient engagement in your practice. Taking place between May & June, we regularly 
publish blog content and advice pieces - aimed at patients - that are great to push out on your 
own newsletters and notification boards. 

Equally, taking part in local events, such as wedding fayres,  is useful for advertising treatment  
directly to a desired target market. We will happily send additional leaflets and posters to help 
you maximise these opportunities.

Raise patient awareness

Showcasing posters (these instantly look better framed), leaflets and waiting room videos 
on Smilelign can have a direct and immediate impact - hopefully prompting patients to discuss 
treatment with you. However, this may not always work. Individuals are bombarded with so 
many messages throughout the day, they simply cannot process them all. Asking the question 
on your practice questionnaire ‘Are you interested in teeth straightening?’ can help cut straight to 
the point and make the conversation easy.

You could also look to provide an introductory offer for your patients, such as free initial 
consultations or end-of-treatment whitening. This is particularly effective and also gives you 
content for use on your website and social media pages. It is a great way to drive new patients 
to your practice as well.

Holding a focussed session or week on the topic can also prove useful, providing a reason to 
communicate with your patients (a letter to your patient base to let them know about the new 
offering can help publicise this*), allowing you to shout about your practice on social media/
local news (hopefully attracting new patients in the process). 

Our website features a number of before & after images, FAQs & testimonials that you can use. 
Once you have got your first few cases, you will then be able to share your own. If you share 
these with us too, we’ll reward you by paying for some online marketing for an added boost!

*frequent communication with your current patients should not be underestimated. The 
frequency requires consideration, but quarterly newsletters or update texts can be a great way 
of highlighting new treatments available.

HINTS & TIPS

Questions? Please contact us on any of the below - we are here to help.
smilelign.com    I    0114 250 0176    I    marketing@smilelign.com


