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Introduction
The following framework is designed to
help specialty and multi-location
healthcare marketers move from
channel optimization to a scalable
growth architecture. 

The five actions in this framework will
give you clearer visibility into what’s
driving incremental patients, how to
measure marketing’s contribution to
production, and where to reallocate
spend for compounding returns. 

Each step is practical and
implementable today, and together,
they create a more defensible, scalable
path to incremental patient volume,
higher-value cases, and sustainable
production growth.

This guidance applies to specialty and multi-location practices that are experiencing:

Rising CPCs with flat new patient growth
Heavy reliance on non-branded search to hit targets
Plateauing volume despite increased digital spend
Difficulty defending awareness investments
Leadership pressure to unlock incremental growth

If those challenges resonate, here are five focused actions you can take today.
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Growth in branded search volume
Increased direct traffic
Expanding retargeting audiences
Assisted conversions across channels

Rising CPCs without proportional
patient growth
Flat brand search volume
Stagnant retargeting pools
Conversion rate improvements
without volume lift

Signals of Demand Expansion:

Signals of Downstream Saturation:

1. Evaluate Whether Your
Channel Mix Is Expanding
Demand or Primarily Capturing It

First, you need to quantify the
performance of your current
channel mix in relation to your
objective to expand demand.
Review your budget allocation
across the following categories:

Search (brand + 
      non-brand)

Awareness
Retargeting
Retention

Now, with that breakdown in
hand, assess the following
system behaviors to clarify
whether growth is coming from
upstream demand creation or
optimization inside a fixed pool:
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2. Track Blended Cost
Per Acquisition
Blended CAC is your total marketing investment divided by total new patients acquired across
all channels. It reflects the true cost to generate patient growth, not just within a single
campaign, but across your entire system.

It’s important to understand blended CAC because it reveals whether your marketing engine is
creating incremental growth or simply reallocating patients within a fixed demand pool.
Channel-level metrics can look efficient while overall growth stalls, and blended CAC exposes
that disconnect.

Once you have your blended CAC,
evaluate it against downstream
value and demand signals.
Compare blended CAC to 90-day
revenue per patient to ensure
acquisition cost is proportionate to
realized value. Then trend brand
search impressions alongside
spend increases. If spend rises but
brand search remains flat, you are
likely optimizing capture rather than
expanding awareness. Finally,
review total production growth. 

Healthy system indicators include the following:

Increased patient volume
Stable or declining blended CAC
Growth in brand search impressions
Expanding retargeting pools

If blended CAC increases without corresponding
production lift, your system is experiencing
diminishing returns. In this case, fixes can
include refining targeting, tightening geography,
adjusting creative frequency, and validating
operational readiness for expanded demand.
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Total production

Layer in:
90-day revenue per patient

To identify yours, calculate:

Brand search trends
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3. Connect
Acquisition
Source to
Production
Performance

Specialty practices often generate
substantial downstream revenue
through procedures and follow-up
care. Aligning the acquisition source
with production ensures marketing
investment contributes to long-term
profitability.

By tracking the channels below, you
gain visibility into patient quality, not
just quantity. This allows you to
identify the channels that generate
high-acceptance, high-revenue cases
versus those that produce consult-
only or low-production patients. Over
time, this enables budget reallocation
toward channels that drive true
enterprise value.

Case acceptance rate
30-, 90-, and 12-month revenue
Visit frequency
Retention rate

If they are not trending in a positive
direction, it often indicates a misalignment
between targeting and patient intent. As
outlined in Beyond Google, search-only
acquisition frequently captures price-
sensitive or convenience-driven patients at
the bottom of the funnel. 

To improve downstream performance, invest
in upstream awareness that educates
patients on specialty differentiation,
outcomes, and expertise before the consult,
as explained in step 4 below.
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Higher revenue per patient
Increased treatment acceptance
Stronger follow-up conversion
Shorter time-to-procedure

Now, monitor the
following outputs:
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Awareness:

Conversion:

Consideration:

Retention:

This structure increases conversion efficiency by building familiarity before the booking moment.

Geographic reach and repetition

High-intent search capture with
frictionless scheduling

Retargeting with service-specific proof

Reinforcement and follow-up

4. Structure Campaigns
Around the Specialty
Decision Journey
Specialty care decisions unfold over time. Patients research provider expertise, read
reviews, compare credentials, chat with friends, and evaluate outcomes before booking.

With this patient journey in mind, design your campaigns intentionally:
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Over 60-90 days, measure the following primary and secondary outputs.

Secondary Outputs:

Case acceptance
Show rate
90-day patient revenue

Select comparable markets:
Market B: Existing mix + upstream awareness layer

5. Run a Structured A/B Test
to Prove Demand Expansion
For multi-location specialty groups,
an incrementality test will show
whether adding upstream awareness
actually expands total demand or
simply shifts attribution between
channels. This is a worthwhile tactic
because it replaces assumption
with measurable proof; instead of
debating whether awareness
“works,” you create a controlled
environment that quantifies
incremental lift in patients 
and production.

Market B demonstrates incremental lift when it produces higher total production, stable or
improved blended CAC, increased brand search, and expanded retargeting audiences.

Primary Outputs:

Total new patients
Total production
Blended CAC
Brand search growth
Retargeting audience expansion

Market A: Existing mix
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Final Takeaway: 
Beyond Google, Into Scalable
Multi-Channel Growth

Ready to connect your marketing
data to real outcomes?

Visit Freshpaint.io

Contact us at sales@freshpaint.io 

Connect with us on LinkedinMeet with us

We have seen time and again that when
specialty and multi-location practices
navigate rising search costs and plateauing
growth, a coordinated multi-channel
strategy will unlock incremental patient
volume, higher-value cases, and
sustainable production growth.

Check out our ebook, Beyond Google: The
Multi-Channel Playbook for Healthcare
Marketers, to go deeper into how
healthcare marketing leaders can reduce
search dependency, build upstream
demand, and unlock measurable
incremental growth through a coordinated
multi-channel strategy.
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