7 Google Ads
Mistakes
Dentists Can't
Afford to Make
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Overview

Goal: To educate dentists about common PPC pitfalls, establish your

expertise, and generate leads for your PPC services.

Target Audience: Dental practice owners, marketing managers at dental
clinics, or anyone responsible for patient acquisition in a dental setting. They
are likely already running PPC campaigns (and frustrated with results) or

considering starting them.
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1: Not Using Negative Keywords

e Explanation: Why this is a problem (wasted clicks, irrelevant traffic).
e Real-world example: "Imagine paying for clicks from people searching
for 'free dental clinic' when you offer high-end cosmetic procedures."
e Impact on patients/profit: How it directly reduces patient acquisition
and wastes budget.
e The Fix:
o How to find negative keywords (Search Term Reports).
o Types of negative keywords (broad, phrase, exact).
o Actionable steps for dentists to implement (e.g., "Regularly review
your search term reports and add irrelevant terms").

e Pro Tip: Mention that this is an ongoing process.
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2: Broad Keyword Targeting

e Explanation: The problem with generic terms (high competition, low

intent).
e Example: Targeting "dentist" vs. "Invisalign dentist [city name]".
e Impact: Attracting tire-kickers instead of high-intent patients.
e The Fix:
o Focus on long-tail, high-intent, and localized keywords.
o Keyword match types (exact, phrase).

e Pro Tip: Emphasize understanding patient search intent.
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3: Ineffective Ad Copy and Lack of
Compelling CTAs

e Explanation: Ads that don't stand out, lack urgency, or don't tell users
what to do.
e Example: "Click here" vs. "Book Your Free Consultation Today!"
e Impact: Low CTR, missed opportunities.
e The Fix:
o Highlighting USPs (e.g., "Same-Day Emergency," "Sedation
Dentistry," "New Patient Special").
o Strong, clear, and benefit-driven CTAs.
o Leveraging Ad Extensions (sitelinks, callouts, structured snippets,
call extensions).

e Pro Tip: A/B test your ad copy regularly.
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4: Poor Landing Page Experience

Explanation: Slow loading, not mobile-friendly, irrelevant content, lack

of clear forms.

Example: Ad promises a "dental implant consultation," but the landing

page is a generic homepage.

Impact: High bounce rates, wasted ad spend, lost leads.
The Fix:

O

o

o

Dedicated, mobile-responsive landing pages for each ad group.
Clear, prominent forms and contact info.

Matching ad message to landing page content.

Including social proof (testimonials, trust badges).

Pro Tip: Keep forms concise and easy to fill out.
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5: Ignoring Conversion Tracking

e Explanation: Not knowing what's working, inability to optimize
effectively.
e Example: Not tracking phone calls or online appointment requests.
e Impact: Flying blind, throwing money at campaigns that aren't
converting.
e The Fix:
o Implementing Google Ads conversion tracking for calls, form
submissions, online bookings.

o Understanding key metrics (CTR, Conversion Rate, CPA).
® Pro Tip: Set up call tracking numbers for accurate phone lead

attribution.
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6: Lack of Local Optimization

e Explanation: Ads showing to people too far away, not leveraging local
search features.
e Example: A dentist in Chennai paying for clicks from Bangalore.
e Impact: Irrelevant leads, low conversion rates.
e The Fix:
o Precise geographic targeting in Google Ads.
o Optimizing Google My Business profile.

o Using location extensions.

® Pro Tip: Consider Google Local Service Ads for specific services.
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7: Setting and Forgetting Your Campaigns

e Explanation: PPC is dynamic; it requires ongoing monitoring and
optimization.
e Example: Campaigns left untouched for months, leading to declining
performance.
e Impact: Missing opportunities, losing to competitors, declining ROI.
e The Fix:
o Regularly reviewing search term reports, keyword performance,
ad copy performance.
o Adjusting bids, budgets, and targeting based on data.
o Staying updated with Google Ads changes.

® Pro Tip: Recommend a frequency for review (e.g., weekly or bi-weekly).
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~/ Bonus Section (Optional)

What a Well-Optimized Dental PPC Campaign Looks Like
Quick bullets:

e Hyper-local targeting

e Clear call-to-action

e Mobile-optimized landing page
e Strong keyword focus

e Weekly optimization routine

Conclusion: Ready to Fix These Costly Mistakes?

Running Google Ads for your dental clinic can be one of the most effective

ways to attract new patients — but only if done right.

The truth is, even small mistakes like using broad keywords, ignoring location
targeting, or skipping conversion tracking can quietly drain your ad budget

without delivering real results.
By avoiding the 7 mistakes in this guide, you're already ahead of most clinics.

But identifying the problems is just the first step.
If you'd like help fixing them — and turning your Google Ads into a

patient-generating machine — we're here for you.
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