
 
 

 

 
3 Tips to Getting Started with SEO 

 

“ Google only loves you when everyone else loves you first. ”  

— Wendy Piersall 
 
By Eric D. Garcia 
 

The World Wide Web can be a mysterious and confusing place. Is Google just a 

website or is it an all-seeing Internet-empire? Does my veterinary practice need 

active Social Media accounts to help me reach a wider audience and succeed online? 

And how important is it for me to optimize my visibility online anyway? 

 

Luckily, I’m here here to answer all of your questions and help you navigate the 

myriad of digital elements that come with running a successful veterinary practice 

in the 21st century. To answer briefly; Google is both a website and an empire, Social 

Media is an imperative medium for most if not all businesses, and Search Engine 

Optimization is crucial to your success. I’ll be focusing on the later in this month’s 

blog and will provide you with 3 simple and proven steps to improve your Search 

Engine Optimization (SEO) strategy.   

 

Simply put, SEO means page visibility, and your natural page rank across online 

search engines. SEO can result in an immediate boon to your practice, as a 

surprisingly large percentage of business starts online with a simple Google search. 

http://www.forbes.com/companies/google/
http://www.virgin.com/entrepreneur/richard-branson-importance-social-media
http://www.virgin.com/entrepreneur/richard-branson-importance-social-media
http://www.simplydonetechsolutions.com/search-engine-optimization/
http://www.simplydonetechsolutions.com/search-engine-optimization/


If you’ve heard me speak before then you already know Google is the #1 search 

engine (by far). In fact, in 2014 alone we collectively searched Google trillions of times. 

We searched so much that it prompted Google to release a “Year In Search” 

compilation, which as a side note, we recommend watching since it just might make 

your day.  

 

Why focus on Search Engine Optimization and make sure that this element is as fine-

tuned as the rest of your business? Well, if you remember our “Safeguarding Your 

Online Reputation” article, you remember that Google has “Crawlers” which comb 

through billions of web pages from all across the Internet, algorithmically analyzing, 

assessing, ranking, and indexing web pages. They rank pages based on a multitude 

of factors (known as an algorithm), but the key to a successful page is to leverage the 

factors that you can control. A better page rank means a stronger reputation and 

more visits to your website, which ultimately will convert to more pet owners 

walking in the door.  

 

That last line is the crux, so hang on to the takeaway: a successful SEO strategy can 

convert for your business and thus provide more money in your pocket. Great! 

I understand. Now, how do I actually implement this and apply it in real-time?  

 
 

 
*** 

 
 

Top 3 Tips To Improve Your SEO 
 

(1) Secure as many positive Google Reviews as possible for your business. Again, we 
encourage you to read our previously published “Safeguarding Your Online 
Reputation” for a full analysis of Google Reviews, but simply put, this is a crucial 
element to enhanced SEO. Reviews instantly provide credibility to your business, 
while bumping you up in Page Rank.  

 

(2) Head over to the ‘Moz Local’ website and register your business. This simple tool 

will help local search engines and new pet owners find your practice online, all 

https://www.youtube.com/watch?v=DVwHCGAr_OE
https://support.google.com/plus/answer/2622999?hl=en
https://moz.com/local


while enhancing your SEO efforts. While you’re at it, go ahead and register your 

business on Yelp, Google+ and Bing. All of these tools help to enhance your Page 

Rank, and will allow your business to be recognized easily across each search engine.   

 
 (3) Make sure your content has a naturally included list of keywords that people 
will use when they search for you. These keywords shouldn’t be forced or crammed 
excessively into your website. They should however, be clear, confident and 
relevant. A few solid keywords might be “animal hospital”, “veterinarian” “animal 
clinic”, and the city or region you’re doing business in. All of these words help 
Google pinpoint who you are, what you do, where you’re located, and effectively 
deliver results to users with more accuracy.   

 
 

*** 

 

This is only a small fraction of what is involved in Search Engine Algorithms (and 

yes, they are constantly evolving). However, these steps should empower you to 

claim your listings, dive into basic SEO and even understand a bit of what works 

behind the scenes at Google. 

 

My goal is to help veterinary practices grow their marketing efforts and I hope this 

information helps you and your practice to grow confidently into the digital age.  
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Approaches to Storytelling 
By Eric D. Garcia 
 
It’s proven true time and time again that people gravitate toward a 
good story more so than just numbers or facts. We look for narrative 
when attributing meaning, simply because it resonates more deeply 
with us than an isolated statistic. Let’s look at some examples below: 
 

 
Approach #1 
 
Simply Done Veterinary Clinic is a full service animal hospital. We 
offer state-of-the-art-care and advanced diagnostics.   
 

Approach #2 
 

 

Dr. Garcia founded our veterinary practice on the core belief that by 
enriching the lives of pets, we enrich the world around us. The staff 
and veterinarians at Simply Done Tech Clinic take immense pride in 
this philosophy, bringing this belief to action by implementing 
passionate, compassionate veterinary care.    
 

 

While Approach #1 is technically accurate, it won’t compel a pet 
owner to visit your hospital, and it won’t help to gain interest and 
trust like Approach #2 does.  
 
 
Let’s look at another example:  



 

Approach #1 
 
Dr. Garcia was born in Tampa, Florida. He graduated from the 
University of Florida in 2000. He has 2 dogs by the name of Elvis and 
Penny. Dr. Garcia is excited to meet both you and your pet! 
  
Approach #2 
 

Dr. Garcia knew from a young age that pets were his passion. The joy 
and wonder of a happy pet immediately inspired Eric to pursue a 
career in veterinary medicine after completing his undergraduate 
degree. Now, as the founder of a successful veterinary practice, Dr. 
Garcia does what he loves each and everyday. Stop by soon, because 
Dr. Garcia can’t wait to meet you and your pet! 
 
 
As people, we crave a good story! Make sure that your veterinary 
practice is telling your tale, and you’ll be amazed at the results that 
can come from a more narrative-driven approach to marketing, 
social media and more. 
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How to Implement a Social Media Calendar 
 

“Engage, Enlighten, Encourage and especially…just be yourself! Social media is a 

community effort; everyone is an asset.” 

— Susan Cooper 
 
By Eric D. Garcia 
 

The trend alone says it all. When you look at Social Media use amongst adults, you’ll 

see an upward, zigzagging line that’s rising far steadier than the stock market. In fact, 

as of January 2014, it’s estimated that 74% of all adults using the Internet are also 

using Social Networking sites as they navigate the web. What’s more?  

 

These numbers are still on the rise.  

 

Whether you’ve already read my recommended article on the Rise of Social Media 

Marketing, or you’re just now diving into the world of online media for the very first 

time, there’s plenty that you need to know to be well-equipped, and I’m here to help 

you get started.  

 

For this month’s blog post, I’m going to show you how to use a Social Media 

calendar; a truly integral piece of the digital puzzle. It’s not enough to simply log-on 

to a popular Social Media platform and start shooting off posts left and right via 

Facebook and Twitter. You’ve got to be methodical, organized and thoughtful to 

http://www.pewinternet.org/data-trend/social-media/social-media-use-by-age-group/
http://www.simplydonetechsolutions.com/rise-social-media-marketing/
http://www.simplydonetechsolutions.com/rise-social-media-marketing/


truly make the impact you’re looking for. I can’t stress this part enough; it’s highly 

important to remain organized and deliberate when it comes to your overall 

marketing efforts. The Internet is flush with tweets, fun-facts, blog posts and 

millions of tidbits. Your posts must be well-crafted and inviting. For veterinary 

practices, this is a must.  

 

There’s another reality to consider. Veterinary practices are so busy focusing on 

patients and clients (rightfully so), that they often don’t know what to post on Social 

Media, and what sort of content they wish to deliver in the first place! My 

recommendation? Don’t make rapid-fire posts across a wide-range of topics in a 

short span of time.  Instead, use a Social Media calendar to organize specific 

campaigns and focus on particular topics for longer periods of time. This has the 

added benefits of letting you explore your topic in-depth, allowing you to get your 

whole veterinary team on the same page and sparking more client engagement, 

which is a major goal behind utilizing Social Media in the first place. 

 

Using a Social Media calendar is also a great chance for your management team, 

doctors, and staff to discuss, engage and truly understand what will be shared on a 

particular Social Media platform before it’s actually posted publicly. It’s important to 

remain unified as a veterinary practice, so members of your team should have a 

comprehensive understanding of which Social Media campaign is currently active 

and what topics are being shared with your target-audience. There’s a pretty good 

chance you’ll get follow up calls and engaged clients inquiring about major posts and 

presenting their own scenarios in kind. It’s much better to have a receptionist 

respond with, “I’m so glad you loved the post! Yes, we’re focusing on Dental Care 

and preventative medicine this month”, as opposed to a scrambling, “I’m going to 

have to get back to you on that...” 

 

Ready to get started with your own Social Media calendar? Good. Here are my top 

three tips to help you implement an effective Social Media calendar today:  



 
*** 

 
Top 3 Tips for Implementing Your 

Social Media Calendar 

 

(1) Share your Social Media calendar with your entire team. Before you begin 

presenting content to your community of followers, review content with 

your team to ensure everyone is well-versed on the topic at hand, and 

answer any questions that may pop up. Take this as an opportunity to 

poll team members about potential topics to focus on both now and into 

the future and refresh knowledge on existing protocols to get everyone 

on the same page. Your veterinary practice will benefit from this step and 

so will your audience. 

 

(2) Gather statistics related to the topic at hand, and begin to craft well 

articulated, 2-3 sentence postings. Share direct case examples from 

within your practice, but don’t forget to have client consent forms signed 

before posting specific case examples. I recommend case examples from 

your practice in order to help paint a vivid picture and tell your audience 

a story that they can related to. You’ll be amazed at how many comments 

can come as a result of an effective, polished post. 

 

(3) As mentioned previously, don’t just fire off posts at a whim. When 

inspiration strikes, that’s fantastic, but use it as an opportunity to bring 

your veterinary practice together and discuss. Use the native scheduling 

feature within Facebook to methodically schedule postings to go out 

automatically. If you are posting content to Twitter or other Social Media 

channels, tools like Hootsuite are free and immensely helpful for 

scheduling automatic postings. During slow months, use your Social 

Media calendar to write out content in advance and plan for future 

months. Even if the content is scheduled to go out well in advance, be 

http://signup.hootsuite.com/


sure to monitor activity and engage with posts when necessary. 

Scheduling posts helps you to bring consistency to each campaign. 

 

It’s simple. Social Media is the way of the future, and the more you put into it, the 

more you’ll get out of it. By using a calendar, you give your team an opportunity to 

get on the same page, and get ahead of the game when it comes to engaging your 

audience. A veterinary practice is only as strong as the staff and veterinarians 

behind the scenes. Use all of the tools at your disposal and you’ll start to notice the 

difference.  

 

Your audience is just waiting to engage with your veterinary practice. The only 

question left is, what will you share first? 

 
 

About the Author: Eric Garcia is an IT expert. Digital 
marketer. Industry thought leader. When it comes to helping 
veterinary practices streamline their technology and attract 
and retain clients, Eric Garcia has a proven track record of 
educating the industry and producing results. Eric is an IT 
and Digital Marketing consultant working exclusively with 
veterinary practices. In addition to a long list of satisfied 
clients, Garcia’s work has been recognized throughout the 
industry. He speaks regularly at conferences all throughout 
the world. Facebook: facebook.com/EricGarciaFL Twitter: 

@EricGarciaFL 

 

 

 

 
 
 

 

 

 

 



 

Keeping in Touch: Texting Pet Owners 
 

“Communication leads to community, that is, to understanding,  

intimacy and mutual valuing.” – Rollo May 
 

By Eric D. Garcia 
 

Whether it’s at home or in the office, we know that communication can make or 
break important relationships. Solid communication leads to both trust and 
transparency, allowing you to enhance your connections and grow a network of 
strong, confident relationships. 
 
With over 90% of adults in America utilizing cell phones (a statistic that is also 
rising), I think it’s a perfect time to address the benefits of text message 
communication when it comes to contacting pet owners. Leveraging this technology 
now puts you a step ahead of the curve, allowing you to send friendly updates and 
messages to a pet owner that may be curious about how their pet is doing, or may 
have simply forgotten about an appointment. The beauty of the text-message 
feature is that you can customize and control your messages at all times and 
communicate with any pet owner in mere seconds. 
 
I recommend utilizing one-way text messages with pet owners, because this 
approach has some distinct advantages over two-way texting that is more 
commonly used when engaging with friends and casual colleagues. There are a 
variety of reasons that go into this recommendation, but the predominant reason is 
because two-way text messages open you up to non-stop communication, a whole 
host of follow-up expectations and perhaps most importantly, potential legal 
repercussions. Instead, one-way text messages allow you to dictate the content and 
tone of communication, insulating you from additional liability while still giving you 
the benefits of instantaneous communication. 
 
If you’re interested in getting started with a text message service for your veterinary 
practice, I recommend using free tools such as textport.com, or purchasing a cell 
phone line (which typically will run you less than $12 per month), effectively 
skipping out on the extra phone but using the extra number. Once using the extra 
line, you can download the texting app for that specific carrier that work specifically 

http://www.theatlantic.com/technology/archive/2013/06/more-than-90-of-adult-americans-have-cell-phones/276615/
http://textport.com/


with your mobile device (whether it’s iOS, Android or other) and program effective 
auto-reply statements such as the following: 
 

This is an unmonitored number; 
Please call our practice directly at (xxx) xxx-xxxx 

 
This allows you to send a particular pet owner in the right direction, without 
assuming the liability of the two-way text message. You can also easily set auto-
reply messages and keep track of any messages that you’ve sent out. 
 
I recommend sending pet owners simple and concisely constructed text messages 
whenever a pet is dropped off for surgery, a procedure or appointment, as well as 
boarding or grooming services. Even just a simple text message can help you to 
alleviate any potential worry from a pet owner, and demonstrates your 
accountability and care in one fell swoop. Something simple, yet compassionate will 
do:  
 
Hi Mr. Garcia! Elvis is doing great and is recovering from his procedure. We will call 
you shortly! 
 
Thanks to rapidly accelerating forms of technology, text messages can be sent to any 
type of mobile device, and even the new Apple Watch (or any wearable technology)! 
 
 

 
 
 
Even a brief text message can go a surprisingly long way when it comes to building a 
steadfast bond with a pet owner. Not only are you adapting to new technology, but 
you are going above and beyond to stay in touch and alleviate any possible concerns 
that could crop up along the way. This is a significant way to differentiate yourself 
from competitors, cut down on extra calls from pet owners wanting updates, and 



show that you’re truly committed to every step of the client experience at your 
practice. 
 
Yes, new technology does open up new avenues of liability, most of which are 
covered by opting into the one-way text message feature instead of the two-way. 
Still, you will need a consent form from your clients before sending them text 
messages. You can easily capture this consent by adding a brief, additional section to 
any new client registration form, or a drop off procedure/authorization form. While 
the adjustments are simple, they’re important steps of creating a technologically 
equipped infrastructure for your veterinary practice. 
 
The resources at your disposal don’t stop there. There are also third-party 
companies such as Vetstreet, Petly or ePetHealth that allow you to send pet owners 
text messages regarding due and upcoming appointments. These services 
seamlessly integrate with your existing practice management software, and will 
send text messages to clients automatically. Automation is absolutely imperative for 
this level of communication, and some services like Vetstreet and Petly will offer 
two-way texting for confirmations. A simple, “Y” or “N”, will allow clients to confirm 
or dissolve appointments, and a list will automatically generate to display who has 
confirmed their appointments and who has yet to do so. You can then make follow-
ups as necessary, leveraging the convenience and quick communication that these 
services have to offer. 
 
The bottom line for your veterinary practice? These features are an outstanding way 
to increase compliance and reduce missed appointments that cost your veterinary 
practice a significant amount of money over time. It’s proven that pet owners are 
more likely to respond to a text than a phone call, and by adapting to text-message 
technology off the bat, you’ll be quick to notice increased compliance and efficiency 
within your veterinary practice. Still, it’s important to remember that this form of 
technology isn’t meant to replace more traditional methods of communication such 
as routine phone calls, but is instead meant to supplement traditional 
communication. Calling your clients regularly remains important, but is in fact 
complimented by the extra effort of text-message communication.  
 
It’s never too late to get started. In fact, the sooner you adapt to these recommended 
features, the sooner you’ll start to notice results. 
 
 

*** 
 

Tips to Get Started Sending  
One-on-One Text Messages 

 
 

(1) Find the platform that works best for you and your veterinary practice. Is 
it TextPort, or perhaps adding an additional cell-phone line? Depending 

http://www.vetstreet.com/
https://www.petly.com/
https://www.epethealth.com/Home/Index


on your existing structure, you may find that some approaches work 
better than others. Find the platform that’s best for you, and sign up!  

 
(2) Find a champion (or two) and try out the service! Assign these team 

members to begin sending out test text-messages before rolling out the 
service to pet owners in real-time. This extra measure will allow you to 
work out any bugs, and ensure that by the time it’s ready for public use, 
the service is completely ready for primetime. 

 
 

(3) Gear up and get going; start rolling out your new text message service 
and have fun! 

 
I know that your practice will benefit tremendously from the increased 
communication and accountability that come with text messaging and confirmations. 
You’ll gain an advantage over the competition and let pet owners know that you’re 
thinking of them with a single gesture. The best of tech and contented pet owners; 
now what could be better than that? 
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Keeping Up With Google: 
How to Leverage Recent Changes to Enhance Your Web-

Ranking 
 

“ If it isn’t on Google, it doesn’t exist. ” – Jimmy Wales 
 
By Eric D. Garcia 
 
When you work in Information Technology, keeping up with Google is a lot like 
checking the weather. You can avoid keeping up with what’s coming if you want, but 
by doing so you risk being caught off-guard in a downpour. Simply by thumbing 
through the most prominent tech blogs on a routine basis (in conjunction with 
setting up a few Google Alerts) it’s easy for me to keep track of what major changes 
are coming about in IT, and on the web as a whole. This month, I want to share with 
you a major change that’s recently occurred to the Internet-giant Google, and their 
approach to web-ranking. We’ll explore what you can do to leverage their most 
recent changes, and explore how to utilize these changes to enhance your veterinary 
practice and garner more business than ever.  
 
The announcement that Google would be factoring mobile compatibility into their 
comprehensive web-rankings beginning April 2015, caused immediate shockwaves 
across the web. No modern day business is truly exempt from these changes, that is 
unless of course they don’t have a website, or use the Internet at all (which is an 
entirely different issue). Modern, competitive veterinary practices rely more than 
ever on the web, and consequently, they rely on Google too. That’s because Google 
sets the tone for what exists on the Internet as a whole, controlling, monitoring and 
distributing an unthinkably large amount of data each day. In fact, Google possesses 
over 65% of all search market share (yes, feel free to confirm this statistic with a 
Google search), effectively making or breaking what exists on the web in any 
capacity. While it may be easier than ever to start a blog or launch a website, it’s 
much harder to truly thrive on the web. This is why my goal is to help you adapt and 
leverage the absolute latest technological developments to enhance your veterinary 
practice. 
 

https://www.google.com/alerts
http://searchengineland.com/google-search-algorithm-adds-mobile-friendly-factors-app-indexing-ranking-215573
http://searchenginewatch.com/sew/study/2345837/google-search-engine-market-share-nears-68
http://searchenginewatch.com/sew/study/2345837/google-search-engine-market-share-nears-68


As of late last month, Google has overhauled their web-ranking system, and is now 
incorporating the functionality of websites on mobile devices as a major component 
of Google Rankings. I know that pet owners and veterinarians alike use their 
smartphones more than ever, and Google has inevitably caught onto this trend. If a 
website is not optimized for mobile, it will now fall dramatically in search rankings 
conducted on mobile deviced to reflect this shortcoming. In other words, if your 
veterinary practice website is not comprehensively optimized for both mobile and 
desktop, your business is at risk of losing traction and falling behind the competition. 
On the other hand, practices that can rapidly adjust may be able to outpace 
competition that has faltered behind such adjustments. If practices choose not to 
adapt to the new formula, they risk losing out on a significant amount of business.  
 
The trend of accessible data on the web is now skewed toward mobile, and Google 
has fully adjusted to this reality. Comprehensive Simply Done Tech Solutions 
analytics finds that on average, 33% of all organic (non-paid) traffic generated to a 
veterinarian’s website is from mobile. It’s important to note that this percentage is 
increasing over time, and in some cases, veterinary practices actually secure more 
mobile traffic than they do via desktop. So what makes a good mobile website, and 
how can you ensure that you’re well equipped moving forward? Look below for 
some examples of a successful mobile build, and read on for a step-by-step guide on 
how to optimize your veterinary practice’s website.   
 

 
 
A good mobile website strips down the best of a desktop site, and makes it easily 
available for the user to access on their mobile device. Mobile devices are smaller 
and more compact, and thus the aesthetics and build of a proper mobile website 
reflects this. A good mobile site will emphasize big buttons that are accessible on the 
go. This might mean a tap-to-call button that lets the user call your primary business 
line with a single finger-tap. The same functionality can be lent to locators and GPS 
features that can ostensibly bring a new client right to your door. A proper mobile 



build will show off the best of your brand with a custom color pallet and seamless 
links to Social Media. Well-conceived and implemented mobile builds will also boast 
simple bits of information that any prospective or current customer might need to 
know (think location, phone number, slogan). Now that we’ve got the basics down, 
let’s look at a simple step by step process to adapt your website to mobile, today.   

    *** 
 

3 Simple Steps for Adapting to Mobile 
 

 (1) Check your current websites mobile compatibility with the Google’s Mobile-
Friendly Test Tool. Simply copy and paste your primary web URL into the tool to 
begin. 

 
(2) Analyze your results, which is made easy by Google. You might be in good shape 
with your existing website, or you may receive a “Not mobile-friendly” rating. If the 
later rating is given, Google will provide you with several options to help make your 
website more mobile-friendly than before.  

 
(3) Based on your results, you may wish to contact your current Web Developer, or 
explore an array of other options. There are many website development companies 
in the veterinary industry (i.e. Vetstreet, LifeLearn, etc.) that have an easy approach 
to mobile-optimization.  
 

*** 
 
In an age of rapid digital transformation, keeping up with the breakneck speed of 
change can be difficult. By staying tuned to SimplyDoneTechSolutions.com, you’ll 
know what changes are coming your way, and how to adapt accordingly. This time 
it’s mobile-compatibility, but who knows what lies around the bend. I know that 
your veterinary practice deserves to thrive now, and into the future. 
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https://www.google.com/webmasters/tools/mobile-friendly/
https://www.google.com/webmasters/tools/mobile-friendly/
http://www.simplydonetechsolutions.com/web-design-hosting/


 
 

 

Safeguarding Your Online Reputation 
 

“ Your brand name is only as good as your reputation. ” – Richard Branson 

 

By Eric D. Garcia 

 

We all remember that fateful day when we passed through the doors of our High School 

for the very first time. Brow sweaty and backpack brimming, we knew that our reputation 

from years past would follow our footsteps down the hallway, but that we’d also have an 

entirely different arena in which to create anew.  

 

The scenario itself may have changed, but many of the principles remain the same. Our 

reputation still precedes us when we enter a new environment, though now the World 

Wide Web is usually the messenger, for better or worse. Whether it’s a new job, a 

meeting, a fundraiser, a date, or something in-between, there are more ways than ever for 

those around us to do their homework, on us, before meeting face to face. 

 

That’s right, a simple Google keyword search can bring up anything from your veterinary 

practice’s website, to your Facebook page, and hopefully not those Instagram pictures 

from your best friend’s wedding. While it may seem like you have no control over what 

people find out about you online, the truth is that you have more of a say in the matter 

than you think.  

 

Google has a remarkably comprehensive system in place for coordinating user search 

results and delivering them in a timely, deliberate and meaningful fashion. What might 

seem like random results at first glance is actually a highly methodical process unfolding 

in real-time. “Crawlers” (know singularly as Googlebot) continuously sort through 

billions of web pages from each corner of the globe, algorithmically analyzing, assessing, 

ranking, and indexing web pages and sorting through each applicable result.  

 

So what does this mean for you? It means that when a pet owner is looking for the best 

care online and nonchalantly typing in “pet hospital in your city”; your results aren’t 

random. In fact, they’re far from it. Google, which accounts for approximately 70% of 

search engine market share, is calculating your keywords and weighing-out millions of 

results before delivering them to you, all in about 0.5 seconds flat. The key takeaway here 

is this: practice owners can, and frankly need to, monitor and enhance their practice’s 

search results in order to maintain and leverage their Online Reputation.   

 

For example, when searching online for a local veterinary practice, customer reviews will 

gravitate toward the top of the screen, and instantly display the name, website, address, 

phone number, and here’s the kicker, one to five star average rating, of nearby practices. 

https://www.youtube.com/watch?v=2ZjviMmXIY8
https://support.google.com/webmasters/answer/70897?hl=en
http://instagram.com/
http://en.wikipedia.org/wiki/Googlebot
http://searchenginewatch.com/article/2345837/Google-Search-Engine-Market-Share-Nears-68
http://searchenginewatch.com/article/2345837/Google-Search-Engine-Market-Share-Nears-68


In a Google Search (by far the most common kind of online perusal) this one to five score 

is the combined average rating of the “Google Reviews” that have been left for your 

practice. These scores can dramatically influence the amount of new clients that find, and 

ultimately choose your practice. This is why practice owners must safeguard and even 

encourage the establishment of a positive Online Reputation in order to fully optimize 

their practice.  

 

Ok, so Keyword Searches and Google Reviews are all important factors to consider when 

managing my Online Reputation. But what can I do about it and how can I use these tools 

to enhance my practice?  Well, I’m happy you asked!  

 

*** 

 

Quick Tips: Improve Your Online Reputation 

 

 (1) First, you’ve got to search for your veterinary practice online. If you’ve never looked, 

you might be a bit intimidated at what you might find. But you can do it, dive right in. 

We recommend that you search on Google, Bing, Yahoo and Yelp, and then “Claim Your 

Listing” once you’ve found the right result. Verify that this truly is your practice, and 

presto, you’ve claimed your online listing.  

 

 (2) Next, setup your online alerts. By using both google.com/alerts and mention.net 

you’ll have two powerhouse services monitoring the Internet for results about your 

practice. Now you’ll be notified by email whenever a new result or review is available. 

Convenient? I think so.  

 

 (3) Now, bookmark your top online listings in a folder within your browser. This will 

save you time when you wish to check back on your results, and lets you easily review 

your listings at least several times a month.   

 

 (4) Here’s the fun part; engage with positive reviews! The average veterinary practice 

receives one review per month. You can reply to a positive review online, call and thank 

the client, or get creative and send a personalized Thank You card. Engage how you see 

fit, but definitely reach back to those who’ve been impressed with your practice. This 

little bit of effort can most definitely go a long way when it comes to encouraging 

positive reviews and ensuring client retention.  

 

 (5) Finally, go the extra mile. You can engage directly with happy clients at checkout by 

encouraging them to leave a positive review for your practice. If they’re onboard, send 

them a friendly reminder email at the end of the week, with a direct link to help them 

leave a Google Review.  

 

 

*** 

 

It’s really that simple to enhance your online presence and manage your online 

reputation. Doing so could mean the difference between countless new customers, and a 

haphazard web-presence. By pro-actively managing your Online Reputation, you’ll stay 

http://www.internetlivestats.com/google-search-statistics/
http://www.simplydonetechsolutions.com/reputation-management/
http://www.simplydonetechsolutions.com/reputation-management/
https://www.google.com/alerts
https://en.mention.com/
https://support.google.com/plus/answer/2622999?hl=en


ahead of the curb, reach more clients and ensure your veterinary practice maximizes its 

resources. In the digital age, you may not be able to control everything that’s published 

online, but you can certainly nudge it in the right direction.  

 

 About the Author: Eric Garcia is an IT expert. Digital 

marketer. Industry thought leader. When it comes to helping 

veterinary practices streamline their technology and attract and 

retain clients, Eric Garcia has a proven track record of educating 

the industry and producing results. Eric is an IT and Digital 

Marketing consultant working exclusively with veterinary 

practices. In addition to a long list of satisfied clients, Garcia’s 
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regularly at conferences all throughout the world. Facebook: 
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The Importance of Saying, “Thank You” 

 

“ No duty is more urgent than that of returning thanks. ” 

— James Allen 
 
By Eric D. Garcia 
 

In a world that’s moving this quickly, who really has the time to say “please” and 

“thank you”? We might think that our world is so constantly filled with stimuli, that 

maybe nobody would hear it if we said, “Thank you”, just a little more often. 

 

It may feel like these tiny, syllable-sized gestures are antiquated or meaningless in 

our modern day environment. However, this couldn’t be further from the truth. In 

fact, those precious two little words might be more important now than ever before. 

Scarcity solicits demand, right? We might be busier than ever before, but perhaps 

our need to express gratitude is also more prominent than ever. At Simply Done 

Tech Solutions, we believe this to be true.  

 

Our need to express a heartfelt, “Thank you”, has never been more relevant or 

imperative, than it is right now.  

 

Despite what you might have been told, this simple phrase is emblematic of a whole 

lot more. It can make or break a friendship, or even a relationship with your own 

clients. In the wide world of veterinary medicine specifically, we are so dead-set on 

http://simplydonetechsolutions.com/
http://simplydonetechsolutions.com/


acquiring new clients, we hardly designate enough attention to tell our existing 

clients how much we appreciate them, and thank them for coming in. Now why 

would we work so hard to build our practice, market effectively, provide stellar 

service, and stop short of giving thanks?  

 

A few simple phrases can help you to retain your clients, but even more importantly, 

create an ongoing, genuine bond of solidarity and trust. I recommend that you make 

saying the following few sentences a habit. You’ll thank us later:   

 

“Thank you for bringing your pet in to see us. Thank you for being a wonderful pet 

parent, and most of all, thank you for choosing to trust us with your pets health care 

needs.”  

 

This type of response to a new or established client may only take seconds to say, 

but can literally make a world of difference. Of course, it’s got to be genuine, and of 

course you’re busy and of course the phone is ringing again. Still, you can’t overlook 

the importance of gratitude as a cornerstone of building any healthy relationship. 

 

The central point here is this; the effort really matters, because we really matter. 

Simply taking the time out each day to thank your clients and let them know 

explicitly of your appreciation and their importance can be surprisingly rare. In this 

fantastic 3-minute video, Dr. Laura Trice explains the importance of simply saying, 

“Thank you”, and how this relates to some of our innermost needs.  

 

I used to work closely with a widely respected veterinarian, Dr. Eddie Garcia (no 

relation, I promise) who would call each and every one of his clients within 72 hours 

of their initial visit. He would do this with no ulterior motive or hidden reasoning. 

He would simply call to say “Thank you for visiting our practice. If there is anything 

we can do for you we are only a phone call away.” He strongly encouraged both 

positive and negative feedback, in whatever form it came. He would use this 

https://www.youtube.com/watch?v=ag-Oyn8vIPE#t=254


feedback to learn about the wants, needs and fears of his clients, and thank them if 

their visit was sub-par as well. I can hear you asking, “Wouldn’t this level of 

openness leave him vulnerable to hours of time-consuming critique?” While that’s a 

fair question, the kicker is this:  

 

 A majority of phone calls were left on an answering machine (well, voicemail 

box now days). 

 People were so excited about the calls they called him back just to thank him 

for him calling them. 

 Dr. Garcia boasted a 90% success rate of retaining upset or displeased clients.  

 

I watched Dr. Eddie Garcia make this type of phone call everyday for over 10 years 

(watch him in action). Yes, he really made these calls each and every day, and yes, 

they really did make a difference.  

 

Calling both new and existing clients is equally important, and can’t be emphasized 

enough.  

 

Whereas most of the time clients might simply express their grievance or general 

feedback to a spouse, if anyone at all, Dr. Garcia used their direct feedback to forge a 

bond, improve his practice and retain his clients in a single call. You can do the same.  

 

When I used to ask Dr. Garcia what motivated him to go above and beyond to make 

these phone calls, he had quite a simple explanation: to stay true to his mission. In 

his mission he outlined that his veterinary practice “will meet and exceed 

expectation”. These phone calls were his little way of making sure that he exceeded 

his client’s expectations of what an attentive and caring veterinarian looked liked. 

And it did.  

 

From phone calls to Vetstreet’s “Thank You” emails, there are plenty of ways to 

https://vimeo.com/118449269/
http://www.vetstreet.com/


effectively implement gratitude into your veterinary practice. Here is a 3-step-

solution to implementing ‘Thank You’ into your practice today: 
 

 
*** 

 
3 Steps to Saying Thank You 

 
(1) Implement a protocol to have your team print two reports at some point, 
consistently, each day. These should consist of two parts: 
  

1) New client report from the day before. 
2) Appointment schedule report from the day before.   

 

(2) Decide in your practice who the appropriate person is to make the call. I usually 

recommend that associates call their own clients in order to create a genuine bond. 

If associates do not have the time to do so, the practice owner or medical director 

may make the call. I’ve recently heard the idea of practices delegating this 

responsibility to a receptionist or technician. The reason they do this is because 

they’ve express that pet owners are more likely to share a negative experience with 

the receptionist vs. the owner or associate. Choose the person who you feel would 

be great at taking this task on (there is no better person than another in my opinion).  

 

(3) Begin by calling all new clients and only choosing 3-5 existing clients from the 

appointment schedule report from the previous day. You don’t need to call back 

every existing client to say thanks, but spot-check and call a few.  
 
*Optional Recommended Step 
 
You may also choose to include a Vetstreet ‘Thank you’ email as an automated 
method to supplement the phone calls (check out how it works). This email can add 
a wonderful touch to a follow up phone call and coincides with my line of thinking: 

 
You can never be too thankful.  

 
 

I hope that these tips will help you implement new and improved techniques for 
your practice, now and into the future. Thanks for reading, and until next time.  
 
 

https://vimeo.com/115299274
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