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I N T R O D U C T I O N

Why Most Dental Clinics Struggle to Grow
Walk down any main road in Kathmandu, Pokhara, Biratnagar, or Butwal and you will see two, three,
sometimes five dental clinics within a few minutes of each other. Almost every one of them offers the
same services: scaling, filling, extraction, root canal, braces, implants. The equipment looks similar.
The prices are close. So why do some clinics stay fully booked while others struggle to fill even half
their chairs? (And no, it's not because their chairs are more comfortable.)

In our work with clinic owners, we have found that the difference is almost never the quality of dental
work. Most dentists in Nepal are well trained and genuinely care about their patients — arguably
more than patients care about flossing. The real difference is how the clinic is found, how it is trusted
before the patient ever walks in, and how well it stays in touch with patients after they leave.

This guide looks at twelve problems we see again and again in dental clinics across Nepal. For each
problem, we explain why it happens and give you a simple, low-cost way to fix it. No confusing terms,
no expensive software, and no homework that requires a marketing degree. Just steps you or your
staff can start using this week — most of them before your next cup of chiya gets cold.

What's Inside

01 Nobody Can Find You Online Local search & Google Profile

02 Your Website Doesn't Build Trust Simple, mobile-first design

03 Patients Fear Hidden Costs Transparent pricing

04 You Have No Reviews (Or Old Ones) A review-collection habit

05 Patients Book, Then Don't Show Up Reminder systems

06 First-Time Patients Never Return Recall & follow-up

07 Happy Patients Don't Refer Anyone A simple referral habit

08 Your Social Media Looks Abandoned Light, consistent posting

09 You Look Just Like Every Other Clinic Finding your niche

10 Front Desk Loses Easy Bookings Training the first voice

11 A Bad Review Goes Unanswered Reputation response plan

12 You Spend on Ads With No Idea If It Works Simple tracking
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P R O B L E M  0 1

Nobody Can Find You Online When They Search
A patient with tooth pain rarely calls a clinic they've never heard of. They open Google or Facebook and
search "dentist near me" or "dental clinic in [their area]." If your clinic does not show up in that first
search, you have already lost that patient to a competitor — even if your work is better. Being the best-
kept secret in town is great for speakeasies, not so great for dental clinics.

WHY THIS HAPPENS

Many clinics never claim their free Google Business Profile, or they claim it once and forget it. The
address is wrong, the phone number is outdated, there are no photos, and the working hours are
missing. Google has no reason to show an incomplete, inactive listing to searchers. 

SIMPLE FIX

Claim and completely fill out your free Google Business Profile today. Add your correct location,
phone number, opening hours, and 10–15 real photos of your clinic, chairs, and team. Post a short
update at least once a week — even a photo with one line of text counts. An active profile ranks
higher than a silent one. 

Search your clinic name on Google and check every detail is correct

Add photos of the reception, treatment room, and team (not stock images)

Ask your first 10 happy patients this month to leave a Google review

• 

• 

• 

dentist near me

★★★★★

AD
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Your Website Doesn't Build Trust Before the First
Call
By the time a patient calls your clinic, they have usually already looked you up. If your website loads
slowly, looks outdated, or doesn't work properly on a phone, the patient quietly closes the tab and calls
someone else — without ever telling you why. A website that takes forever to load is basically a very
expensive way to test a patient's patience before you've even tested their teeth.

WHY THIS HAPPENS

Many clinics either have no website at all, or a website that was built years ago and never updated. It
may look fine on a computer but break on a mobile phone — and in Nepal, the overwhelming
majority of patients search from their phone, not a laptop. 

SIMPLE FIX

You do not need a huge, expensive website. You need one clear page that loads fast on mobile,
shows your services, your team's photos and qualifications, a few patient results, and a clickable
"Call Now" or "Book Appointment" button that works with one tap. Trust is built in the first five
seconds a patient sees your page. 

Open your own website on your phone right now and time how long it takes to load

Make sure your phone number is clickable, not just written as text

Show your dentist's qualifications and years of experience clearly on the homepage

• 

• 

• 

Book Now

Digital Arzoon | digitalarzoon.com



P R O B L E M  0 3

Patients Fear Hidden Costs More Than the Drill
In Nepal, cost is often the single biggest reason a patient delays or avoids treatment. Many patients
have a story of a friend or relative who was quoted one price and charged another. That fear alone
stops people from booking, even when they are in pain — because apparently a mystery bill is scarier
than a root canal.

WHY THIS HAPPENS

Clinics often avoid mentioning price at all, hoping to explain "in person." This feels safe to the clinic
but feels risky to the patient, who assumes the worst and looks elsewhere for a clinic that is upfront. 

SIMPLE FIX

Share a starting price range for your common treatments — scaling, filling, extraction, consultation
— on your website, Facebook page, and at the front desk. If your final cost may change after
examination, simply say so honestly. Consider offering an installment option for costly treatments like
implants or braces, and mention it openly. Clear pricing removes fear and brings in patients who
were only holding back because of uncertainty. 

List your 5 most common treatment prices publicly, even as a range

Train front-desk staff to answer price questions on the phone, not dodge them

Offer a payment plan for treatments above a certain amount

• 

• 

• 

NO SURPRISES
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You Have No Reviews — Or They Stopped Two Years
Ago
A clinic with zero reviews, or reviews that are all from years ago, quietly tells a new patient "not many
people trust this place enough to say so." Reviews are one of the strongest trust signals a stranger can
use before booking with you — right up there with a friend's recommendation, and slightly above your
uncle's opinion on WhatsApp.

WHY THIS HAPPENS

Asking for a review feels awkward, so most clinics simply never ask. Patients who had a good
experience are usually willing to leave one — they just need to be asked at the right moment and
given a direct link. 

SIMPLE FIX

Build a small habit: right after a successful treatment, while the patient is still relieved and happy,
have your staff share a short message on Viber or WhatsApp with a direct link to your Google review
page. Do this consistently and you will collect real reviews every week, not once a year. 

Create one direct link that takes patients straight to your review box

Send it by WhatsApp/Viber within an hour of a good appointment

Aim for at least 4–5 new reviews every month, not a one-time push

• 

• 

• 

★★★★★ ★★★★★

★★★★★ ★★★★★

Digital Arzoon | digitalarzoon.com
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Patients Book an Appointment, Then Simply Don't
Show Up
Empty chair time is lost income that can never be recovered. In many clinics, a meaningful share of
booked appointments never happen — the patient forgets, gets busy, or simply loses the urgency they
felt when they booked (tooth pain has a funny way of disappearing the moment you're about to pay for
it).

WHY THIS HAPPENS

Most clinics book an appointment and then go silent until the patient is due to arrive. Without any
reminder in between, it is easy for a patient's plan to quietly disappear from their mind, especially if
the appointment was booked days in advance. 

SIMPLE FIX

Send a short reminder message the day before, and again a couple of hours before the
appointment, by SMS or Viber. Keep it friendly and simple: patient's name, date, time, and a line
asking them to reply if they need to reschedule. This one habit alone can noticeably reduce empty
chair time. 

Send a reminder 24 hours before every appointment, no exceptions

Send a second short reminder 2–3 hours before

Make rescheduling easy — a simple reply, not a phone call requirement

• 

• 

• 

Reminder: your
visit is tomorrow

See you at 3 PM!

MON

17
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First-Time Patients Come Once and Never Return
Getting a new patient through the door is the hardest and most expensive part of growth. Many clinics
do the hard work of attracting a new patient, treat them once, and then never contact them again — like
a first date that never gets a second call, except this one costs you a returning customer.

WHY THIS HAPPENS

Once treatment is finished, most clinics have no system to remember the patient six months later
when a routine checkup or cleaning is due. The patient is left to remember on their own, and most
people simply don't. 

SIMPLE FIX

Keep a simple list — even a spreadsheet is enough to start — of each patient's last visit date and
when they are due for a checkup. Six months later, send a short, friendly reminder: "It's time for your
regular checkup, would you like to book?" This single habit can bring back a large share of your
existing patients without spending anything on new advertising. 

Keep a simple record of last visit date per patient

Send a 6-month checkup reminder automatically or manually every week

Track how many "recall" patients return each month

• 

• 

• 

6 MONTHS

✓
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Happy Patients Never Refer Their Friends and Family
Word of mouth is still the most trusted form of marketing in Nepal — a personal recommendation carries
more weight than any advertisement. Yet most clinics leave this completely to chance, hoping patients
will refer others on their own.

WHY THIS HAPPENS

Even a genuinely happy patient rarely thinks to recommend your clinic unless the topic comes up
naturally. Without a small nudge or reason to actively refer, most satisfied patients simply move on
with their day. 

SIMPLE FIX

Set up an easy referral offer — for example, a discount on the next cleaning for both the existing
patient and the friend they refer. Mention it at the end of a successful appointment, print it on a small
card at reception, and repeat it in your follow-up message. Make the reward small but clear, and
make it effortless to remember. 

Decide on one simple referral reward for both sides

Mention it verbally at check-out after every good appointment

Put a small referral card or sign in your waiting area

• 

• 

• 

REFER A
FRIEND

Both save 10%
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Your Facebook or Instagram Page Looks Abandoned
Before booking, many patients in Nepal check a clinic's Facebook or Instagram page the same way
others check a website. A page with no posts in the last six months quietly raises doubt: is this clinic
even still open, or did everyone just leave one day mid-filling?

WHY THIS HAPPENS

Clinic owners are busy treating patients all day and social media naturally falls to the bottom of the
list. Without a simple, low-effort routine, weeks turn into months of silence. 

SIMPLE FIX

You don't need daily posts or a professional camera. Two or three simple posts a week is enough —
a before-and-after result (with the patient's permission), a quick oral health tip in simple Nepali or
English, or a photo introducing a team member. Consistency matters far more than production
quality. 

Post 2–3 times per week, even with just a phone camera

Always ask written permission before posting a patient's photo

Reply to every comment and message within the same day

• 

• 

• 

♡ 128
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Your Clinic Looks Exactly Like Every Other Clinic
"Quality dental care at affordable prices" is written on almost every clinic's signboard and Facebook
page in Nepal. When every clinic says the same thing, a patient has no real reason to choose one over
another — so they default to whichever is nearest or cheapest, which is a strange way to pick who gets
to hold a drill near your face.

WHY THIS HAPPENS

Most clinics describe themselves by listing every service they offer, which makes them sound
identical to every competitor doing the same thing. There is no clear answer to "why should I choose
you specifically?"

SIMPLE FIX

Pick one thing your clinic genuinely does well and lead with it — gentle care for anxious or first-time
patients, same-day emergency appointments, a female dentist for patients who prefer one, painless
injections, or specialised work with children. Say this clearly and repeatedly across your Google
Profile, website, and social media, so it becomes the one reason people remember and mention you
to others. 

Ask your last 10 patients why they chose your clinic — look for a pattern

Pick one clear strength and repeat it everywhere you appear online

Stop listing every service as your main message; lead with your strength instead

• 

• 

• 

✓ ✓ ✓ ✓★

YOUR ONE CLEAR STRENGTH
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Your Front Desk Is Losing Bookings You Already
Paid to Get
You may spend money and effort getting the phone to ring, but if the person answering it sounds
rushed, unsure of prices, or takes long to respond on Facebook Messenger, the patient hangs up and
calls the next clinic on their list. All that marketing budget, undone by a five-second "um, wait, let me
check."

WHY THIS HAPPENS

Front-desk staff are rarely trained specifically on how to convert an inquiry into a booked
appointment. They may be excellent at patient care in person but were never given a simple script
for handling calls and messages. 

SIMPLE FIX

Write a short, simple script for the three most common questions: "How much does it cost?", "Do you
have an appointment today?", and "Where are you located?" Practice it with your staff so answers
are warm, confident, and consistent — and always end with a clear next step: "Shall I book you in for
tomorrow at 3pm?" 

Write down answers to your 5 most common patient questions

Set a rule: reply to every Facebook/Instagram message within 30 minutes

Train staff to always end a call by proposing a specific appointment time

• 

• 

• 

"How much for
a filling?"

"It's Rs 1,500 —
book 3 PM today?"
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A Bad Review Sits There Unanswered for Months
Every clinic eventually receives a negative review — a long wait, a misunderstanding about price, an
unhappy day. What damages a clinic's reputation is not the bad review itself, but leaving it unanswered
for the whole world to see, sitting there like an unbrushed tooth.

WHY THIS HAPPENS

A negative review feels personal and uncomfortable to respond to, so many owners choose to ignore
it and hope people don't notice. New patients notice — and an unanswered complaint reads as a
clinic that doesn't care. 

SIMPLE FIX

Reply to every review, good or bad, within a day or two. For a negative one, stay calm and
professional: thank them for the feedback, briefly acknowledge the issue without arguing publicly,
and invite them to call the clinic directly to resolve it. A calm, respectful public reply often impresses
future patients more than the original complaint hurt you. 

Check your Google and Facebook reviews at least twice a week

Reply to negative reviews calmly, never defensively, within 48 hours

Move the detailed conversation to a phone call, not a public comment war

• 

• 

• 

★★☆☆☆

Reply from Digital Arzoon Dental Clinic

"Please call us — we'd love to make this right."
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You Spend Money on Ads But Have No Idea If They
Work
Many clinic owners try boosting a Facebook post or running a small ad once, don't see an obvious
result, and conclude that "online marketing doesn't work for dental clinics." Often, the real issue is that
nobody tracked whether it actually brought in any patients.

WHY THIS HAPPENS

Without a simple way to ask "how did you hear about us?" at booking, every new patient looks the
same on paper — you cannot tell which ones came from an ad, a referral, or a Google search. 

SIMPLE FIX

Add one question to your booking process: "How did you hear about us?" Record the answer for
every new patient in a simple notebook or spreadsheet. After a month, you will clearly see which
channel — Facebook ads, Google, referrals, walk-ins — is actually bringing people in, and you can
spend your budget with confidence instead of guessing. 

Ask every new patient how they found your clinic, and write it down

Review the numbers monthly before deciding where to spend next

Stop any channel that consistently brings zero bookings after a fair trial

• 

• 

• 

Ads Google Referral Flyers
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C LO S I N G

Small, Consistent Fixes Beat Big, One-Time
Campaigns
None of the twelve fixes in this guide require a large budget or complicated technology. What they
require is consistency — a reminder sent every time, a review requested every time, a message
answered every time. Clinics that grow steadily in Nepal are rarely the ones that ran one big campaign;
they are the ones that got these small habits right, week after week. Think of it like flossing — nobody
gets excited about it, but skip it long enough and you'll notice.

How Digital Arzoon Can Help
We work specifically with dental clinic owners in Nepal to put these fixes into practice — so you can stay
focused on treating patients while we handle the marketing.

Google Profile & Local SEO — get found by patients searching near your clinic

Website Design — a fast, trust-building, mobile-first website

Facebook & Instagram Management — consistent, professional content that keeps your page active

Reputation & Review Systems — simple tools to collect reviews and respond to feedback

Patient Reminder & Recall Setup — reduce no-shows and bring past patients back

Targeted Ads — Facebook and Google campaigns tracked to real, booked patients

Ready to fill your appointment book with the patients you deserve?
Visit digitalarzoon.com or reach out to Digital Arzoon for a free consultation. 
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