
Should healthcare professionals have websites?  

 

In the past, most medical professionals relied on “word of mouth” marketing, as the source of 
new patients. While that strategy certainly was effective, it has become less and less so in 
the last decade. Today, most healthcare professionals have a website due to patients 
searching for healthcare providers and anything and everything else online. Like it or not, 
patients are searching for information on their healthcare providers online. What are they 
finding? Is it instilling confidence or creating doubt?  
 
I understand that many healthcare professionals feel it's unethical for doctors to have a 
website because they feel it is a form of advertising. They feel that a website is a cheap 
gimmick, and respectable doctors do not need to stoop to such low levels in order to solicit 
patients. For decades, most doctors and dentists have succeeded without investing much 
money in marketing their practices. In fact, most doctors avoided marketing so that they 
wouldn’t be seen as “desperate” or “hurting for patients”. Some doctors will even look down 
on other doctors who have an online presence. Yes, doctors are not allowed to “advertise” in 
the traditional sense, however, there are certain basic business functions that serve as 
marketing tools, which are perfectly acceptable and cannot be ignored. Even though many 
doctors today understand the importance of having their own website, they often fall victim to 
procrastination, and do nothing concrete about this. Others are worried that setting up one is 
expensive; while some do not know whom to contact, because many web designers do not 
have the technical expertise to publish medical websites. 
 
Patients google their symptoms and search for professionals who can help them online. 
Understandably, most doctors or dentists are critical and dismissive of patients who google 
information about their illnesses or symptoms. Often the internet just serves to confuse 
patients, wasting the doctor’s time as well. However, even though searching your symptoms 
on the internet is most likely going to leave you thinking you have Marburg Haemorrhagic 
Fever, when you merely have a nosebleed, healthcare professionals need to understand 
that with the prevalence of technology, the Google Search is inevitable.  
 
I recently visited my gynaecologist and was told that I had to have a Laparoscopy and 
Hysteroscopy. I didn’t have an idea what that was. My doctor explained to me and I nodded 
a lot. When I tried to explain to my friend what procedures I was having done, I realised that I 
actually had no idea. I had been too surprised by the diagnosis to actually concentrate on 
what my doctor was explaining to me. He obviously knew this, because he gave me his 
business card, and told me to go read up about the procedures on his website. Saving him 
time. The website was so informative. It explained the procedures in layman’s terms. I found 
all the information that the receptionist had given me too, that I had forgotten, such as: when 
last I could eat, what time I had to be there for the procedure, what the billing processes 
were and many other frequently asked questions.  
 
It is not necessary to have an earth shattering technologically advanced website, even a 
simple website will be effective. I feel doctors who don't have websites are actually offering 
their patients a sub-standard service compared to those who do. The word “doctor” is 
derived from the word docere, which means to teach. One of the most effective tools to 
educate patients is a website. It allows healthcare professionals to reach out beyond the four 
walls of their practice. Granted, if you are a General Practitioner or super-specialist, you 
cannot put information regarding the full spectrum of what you cover on a website, however, 
you will be able to inform patients on the more common ailments or alert them on epidemics. 
It is also an excellent tool to highlight areas which you cover or services that you offer which 
may not be common knowledge. Eg. Botox, travel clinic services, special interests etc.  
 



Here are a few quick points supporting my view that all healthcare professionals should have 
websites:  

1. Your Website is Open 24/7 

Your website works tirelessly. No lunch breaks, holidays or sick days. That means 
people can access your website anytime they want to learn about you and your 
practice. Provide useful information about your services, staff, facilities including 
answers to questions about medical aid, treatment costs, etc. 
Make it easy for people to contact you. A short form is a great option.  

2. You can measure your ROI 
There are very few forms of advertising that give you the ability to track your efforts 
and measure your return on investment. Services like Google Analytics provide 
detailed statistics about traffic coming to your website and what happens once users 
are there. 

3. Manage your online reputation 

If you don’t have a website, you have no alternative for prospective patients to learn 
about you other than the negative review or random publications where you are 
featured. A website won’t solve a reputation management crisis, but it will mitigate 
the effects by presenting your brand the way you want it to be represented, instead of 
by one or two unhappy patients.  

4. Internet Marketing is Cheap 

Let’s start by saying: you get what you pay for. But, compared to alternative forms of 
advertising, internet marketing is very affordable. Magazine ads can cost thousands 
of dollars per issue and you have limited ability to track their effectiveness. When you 
market your practice online, you can expect the largest single investment to go 
towards the website itself. Ongoing marketing such as Search Engine Optimization 
(SEO), Pay Per Click (PPC) and Social Media can be tailored to fit practically any set 
of goals and/or budget. 

5. If You’re Not Online, You Don’t Exist 
See a timeline of the number of Google Searches that happen per year 
2001–2003: 55 billion+ (based on reports by Google for its Zeitgeist in 2001, 2002 
and 2003) 
2004–2008: 73 billion (based on Google saying it was doing 200 million searches per 
day in 2004. After that, it said only “billions” in Google Zeitgeist for 2005 and 2007, 
with nothing said for 2006 or 2008) 
2009: 365 billion+ (A Google blog post in 2009 said Google was doing more than one 
billion searches per day, then silence for 2010 and 2011) 
2012–2015: 1.2 trillion (based on a 100-billion-per-month figure Google released 
during a special press briefing on search in 2012. Google repeated this figure in 
2015, when expressing it as three billion searches per day) 
2016: two trillion+ (based on this story that you’re reading now!)  

6. Increase Trust in Your Brand 

People have constant access to the internet and they are far more likely to go online 
and research a product, service or organization before they ever step foot in a brick-
and-mortar business. Even people who’ve had a recommendation from a friend or 
family member are more likely to “check it out” online for confirmation before they 
finalize their decision.  

7. You free up valuable administrative time by posting answers to frequently 
asked questions on a website 

 
Bottom line, do you need a website? Absolutely 
 
Invest in a professional-looking website and hire a company that can develop a long term 
marketing strategy. 
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