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Seven Digital Marketing Tactics for
Every Urgent Care Center

Urgent message: Urgent care operators are spending an increasing amount of their mar-

keting budget on seven digital tactics.

ALAN A. AYERS, MBA, MAcc

ever be a shortage of patients. People will always
come down with illnesses, and minor injuries won’t
go away anytime soon. That being said, it can still be
difficult to get people in the door of your specific urgent
care center.

Although it often gets neglected, proper marketing is
one of the most important pieces of running an urgent
care—aside from providing high-quality clinical services.
In today’s world, digital marketing is typically the best
route to pursue. It allows your company to connect with
potential customers across platforms they use every day
and on devices they are familiar with.

Of course, not all digital marketing is built equally.
The seven strategies outlined in this article are ones that
should be adopted by every urgent care center. They are
validated by research and years of industry experience
and, if done correctly, will help drive customers to your
business.

F)‘rtunately for those working in healthcare, there will

A Robust Website

Your website is most likely the way potential customers
will learn about your urgent care center and its services.
Although people may arrive at your website in a variety
of ways, it serves as one central location for you to put
your best foot forward.

Your website lets you tell customers who you are,
what you do, and even lets you start offering convenient
services before they walk through the door.

From a marketing standpoint, your website is key to
getting your brand in front of potential customers. This
is accomplished by ensuring that your site is optimized
for search engines so it can boost your business in the
rankings and increase your visibility.

But, what does it mean to optimize your website for
search engines like Google, Yahoo, and Bing?

While search engine optimization (SEO) can be an
entire topic on its own, the basics are rather simple. You
should ensure that your website contains rich keywords
that reflect what customers are searching for.

As an example, including terms for common condi-
tions seen in your clinic can make your website appear
when people are searching for symptoms of those con-
ditions.

Meanwhile, your site should look great on mobile
devices and contain information that can be picked up
by voice searches.
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With all this in mind, don’t forget that your website
also needs to be attractive to people—not just search
engines. It should be clean, modern, and professional.
This gives potential customers a good first impression.

To accomplish this, ensure that your website loads
quickly on all devices, is easy to navigate, and that all
aspects of it are working. Nothing drives people away
faster than a site that takes too long to load or one that
is hard to navigate.

Finally, your website needs to be multifunctional. Vis-
itors should be able to easily locate information regard-
ing your services, locations, and hours. This helps reduce
the number of phone calls employees must take and
frees up their time to do more important tasks.

You can make your website more helpful by including
tools like online registration, medical records retrieval,
test result viewing, and electronic bill payments.

Create Interesting Content

When it comes to reaching people with your message,
you need to ensure that potential customers are getting
something out of it. No one is browsing the internet
looking for a blog post from a neighborhood urgent care
chain.

That being said, many people are willing to click on
that blog post if they find it interesting or if they believe
it will help them in some way. When you're creating
marketing content for your urgent care business, ensure
that it is interesting and offers value for the consumer.

Posting keyword-rich blog content is one way to
accomplish this. The SEO-focused keywords help get
your content in front of people by catering to search
engines, and engaging, beneficial topics get them to
click. When determining the topics, be aware of things
that are trending in recent searches or local news. This
increases the likelihood that people will find your con-
tent and subsequently share it.

Who Is Your Target Audience?
You'll also want to keep your target audience in mind.
Although anyone can benefit from urgent care services,
certain trends do occur in the industry. For instance,
many urgent care companies design their marketing
content around the healthcare decision-maker of a fam-
ily. In many cases, this is a woman between the ages of
24 and 55. Identifying your ideal target audience helps
you create content that is more useful and interesting
to potential consumers.

Once you identify the target audience and have cre-
ated engaging, helpful content, it’s time to share it. This
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should be done through multiple outlets and with sev-
eral types of media. Aim to distribute your marketing
content in blog format on your website, as videos on
YouTube, in photo form on Instagram, and as short text
posts on Facebook. Using multiple outlets gets your con-
tent in front of as many people as possible.

“The Rule of 7 is a term that’s
thrown around frequently in the
advertising world. It means that

people generally need to see a
company’s message seven times
before they are willing to make a

purchase.”

Meanwhile, urgent care centers should work on devel-
oping relationships with local news outlets, including
TV stations, radio stations, and newspapers. Be sure to
share news and updates with these agencies regularly.
Getting your executives and employees quoted in their
stories is even better. Then, you can repost that content
across your channels. This builds trust in the commu-
nity and helps spread awareness about your company.

Online Reputation Management

For any business, but especially urgent care centers,
word of mouth goes a long way. Online reviews can be
tremendous for your business. Companies that have
more positive reviews typically find themselves posi-
tioned higher in search engine rankings than their
competitors.

Urgent care companies should actively encourage
patients to leave reviews on platforms like Google, Yelp,
and Facebook. While Google is certainly the most
important review platform, the others shouldn’t be
overlooked.

For instance, Yelp is mainly used for the restaurant
industry but helps attract traffic when people are brows-
ing using a search engine like Bing instead of Google.

Getting customers to leave reviews can be done in a
few ways. Reminders should be posted in your urgent
care center. Many companies then follow up by sending
patients a text message or email survey 30-60 minutes
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after they are discharged. This is the ideal timeframe to
garner the most feedback.

If the patient responds positively to the survey, your
company can then encourage them to leave a rating
and/or review on Google. This twofold approach helps
boost the number of positive reviews your business
receives.

Ultimately, seeing that one urgent care company has
more positive reviews than a competitor can help get
new patients in the door.

“Capturing people’s attention at the
exact moment they are trying to
address a need means there is a high
likelihood of turning them into a
customer.”

Local Targeting

Thanks to the ubiquity of smartphones, businesses can
interact with customers like never before. From a mar-
keting standpoint, a phone’s GPS hardware is one of its
most important components.

Local targeting allows businesses to advertise to cus-
tomers within a certain geographic location. Since
urgent care companies mainly cater to those within a
certain vicinity of each practice, this is an extremely
valuable tool.

Using geofencing strategies on platforms like Google
Display Network lets your company create advertising
“zones.”

When people on mobile devices are in those areas,
they'll see locally branded ads for your urgent care cen-
ter. Setting up these zones around high-traffic areas like
schools, fitness centers, and grocery stores can help get
your message out to a relevant audience.

Doing so also pushes your company to the top of the
customer’s mind. Then, when the need for urgent care
arises, they are more likely to remember your business
and turn to you for care.

Social Media

While setting up a website requires a significant invest-
ment, social media makes it easy for anyone to advertise
online. It gives urgent care businesses a tremendous
amount of flexibility.
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If you need more visits on a certain day, you create a
Facebook post and “boost” it within minutes to start
advertising to customers. Compared to the months-long
process of advertising with traditional methods like a
billboard or newspaper ad, social media is much faster
and efficient.

Likewise, social media advertising lets you target your
audience in a variety of ways. You can tailor your posts
to certain demographic groups, geographic locations,
and even personal interests. This lets you get your mes-
sage out to the right people instead of just sharing it
with everyone that passes by.

Even when you aren’t purposefully advertising, post-
ing regularly on social media is a great way to give your
company a strong identity. People who “follow” or
“friend” your urgent care center’s social media pages will
receive regular updates. This keeps them informed about
promotions, limited-time events or screenings, and
announcements of things like opening a new location.

Better yet, as these people see and get familiar with
your posts, they more are likely to comment and share
them with friends. This spreads your company’s mes-
sage even further.

Gmail

We've covered the fact that social media is a great adver-
tising tool for urgent care companies. However, it isn’t
the only useful method. Around the world, email is used
by billions of people on a daily basis and is a perfect way
to connect with potential customers.

Estimates suggest that Gmail accounts for 43% of
all free email accounts and 27% of all email open-
ings.! That’s thanks to the fact that Gmail has more
than 1.8 billion users. This makes it a perfect plat-
form to use for targeted advertising.

Companies can target users based on things like
gender, age, household income, and even internet
search activity. This allows you to get your message
in front of people who are most likely to listen to it
and gain something from what your urgent care
business has to offer.

Since people spend about 2.5 hours per day
checking their personal email accounts, this can be
a unique way to connect with them.? It differs from
many types of digital marketing and that may be
enough to catch their attention.

Remarketing

The Rule of 7 is a term that’s thrown around frequently
in the advertising world. It means that people generally
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need to see a company’s message seven times before
they are willing to make a purchase. The strategies dis-
cussed so far help you get your brand in front of people.
However, showing potential customers an ad or leading
them to your website one time won'’t be enough. Remar-
keting is a crucial part of any digital marketing strategy.

This can take a few forms. For instance, when a per-
son visits your urgent care website and then clicks
away, they’ll see ads for your practice over the next
few days. This will repeatedly put your company at
the forefront of their mind.

For those dealing with a medical condition, it may
take multiple visits to a website before they are ready
to visit your clinic in-person. Strong remarketing
encourages people to visit your business rather than
a competitor’s.

Pay-Per-Click Advertising

There are plenty of free ways to get your urgent care
company’s message out to people. Your website, regular
social media posts, and positive customer reviews are
just a few. However, paid marketing solutions are also
an important part of the process.

One of the most popular methods is known as pay-
per-click advertising. This is typically done through plat-
forms like Google Adwords. It allows you to target
certain keywords and search results and then place an
ad for your business at the top of the page. The ad links
to your Google Business profile, your website, or even a
Facebook page.

The majority of online urgent care searching is geared
towards people looking to address a certain problem.
Pay-per-click advertising focuses on that segment of
internet users. For instance, an urgent care clinic could
target terms like STD testing, on-site x-ray, or COVID-19
testing. Users searching for those terms would then see
an ad for your urgent care practice at the top of the
results page.

Capturing people’s attention at the exact moment
they are trying to address a need means there is a high
likelihood of turning them into a customer.

In Conclusion
It's clear that a sound digital marketing strategy is essen-
tial for every urgent care business. Although there are
always people in need of urgent care services, getting
them to your clinic requires a dedicated approach.
Using a variety of digital marketing tactics is the best
way to do this. A strong website and pay-per-click adver-
tising campaign get your business to the top of the
search results. Positive reviews and connections with
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Seven Digital Marketing Tactics for Urgent Care

Success

1. Have a robust website
« Create interesting content
« Identify your target audience
» Recognize who the healthcare decision-makers are

2. Manage your online reputation
» Encourage patients to leave reviews on platforms like
Google, Yelp, and Facebook

3. Target locally, employing geofencing strategies
4. Optimize social media tools
5. Max out your email platform’s capabilities

6. Market—and then remarket
* Remember the Rule of 7!

7. Use both free advertising and pay-per-click advertising

“There are plenty of ways to get your
urgent care company’s message out to
people at no cost. Your website, regular
social media posts, and positive
customer reviews are just a few.
However, paid marketing solutions are
also an important part of the process.
Pay-per-click advertising is one of the
most popular methods.”

local news outlets build trust in your brand. A strong
social media presence helps spread word of mouth and
gets you connected in the community. Finally, paid
advertising with fine-tuned targeting gets your message
to those who are most likely to come through the doors.

By combining these strategies, your urgent care busi-
ness will be poised for success in today’s digital age. ®
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