
“Do you want an email, do you want a text, do you want us to follow 
up with a phone call? You determine how you want to be reminded.” 

Nancy Archibald DDS has been in practice since 1986, and 
a member of the California Dental Association since 1984. 
She has always operated with a simple yet continual 
mission - to make her patients feel comfortable and confi-
dent in their dental experience. Or, in her words, “Love your 
patients, and they’ll love you back. It’s a good thing!”

For the first 25 years of her practice, Dr. Archibald 
managed appointment reminders and confirmations 
manually, sending clients reminder postcards in advance 
of their appointment, and then following-up via phone call 
to confirm. While this method “got the job done”, Dr. 
Archibald readily admits that it was a frustrating and time-
intense commitment for her and her staff, and that today 
she couldn’t imagine having to use the same method.

In the fall of 2011, Dr. Archibald began researching digital solutions to better support her practice. After dipping 
her toes in the water with digital x-rays, Dr. Archibald became intrigued by how dentists were also finding ways to 
automate their marketing, following a meeting of 20-25 local mutual aid members. During the meeting, another 
member mentioned that he had been using Demandforce, an Endorsed Program of the California Dental Asso-
ciation, and had found it to be a far more effective means of communicating with his patients than follow-up 
phone calls. 

While still somewhat reluctant at the time, Dr. Archibald decided to “give Demandforce a go.” She now sums up 
the two years since by saying, “It’s been a hit, to put it lightly.”
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“I’ve been amazed at the extent to 
which my patients can now 
provide me feedback in terms of 
their care, and what they liked 
or didn’t like about their experi-
ence in the office.” 

-  DR. NANCY ARCHIBALD, DDS 
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Demandforce’s certified integration partnership with Dr. 
Archibald’s SoftDent management system made even just 
setting up the system quick and effortless. Incorporating 
Demandforce into her practice took only 30 minutes to turn 
on and get up and running, integrating seamlessly with her 
current system. 

Perhaps DPerhaps Dr. Archibald’s favorite benefit that Demandforce 
provides is the easy-to-setup email and text message 
appointment reminder system. She notes that her “patients 
love it”, particularly how she can customize the reminders to 
their needs. She explains that when a new patient comes in, 
she’s able to easily ask them, “Do you want an email, do you 
want a text, do you want us to follow up with a phone call? 
You determine how you want to be reminded.” Best of all, You determine how you want to be reminded.” Best of all, 
Demandforce’s integration with SoftDent allows the system to 
identify, schedule and send these reminders - automatically.

Another way that Dr. Archibald has been impressed with 
Demandforce is through highly personal customer service. 
Dr. Archibald has a dedicated partner at Demandforce, 
Lindsay, who she notes has been “very, very responsive” and 
always gone out of her way to “help tailor the software to her 
needs.”

AdditionallAdditionally, Dr. Archibald is a long-time user of Softdent as 
her dental management system, and found the process of 
integrating Demandforce with it seamless.

Dr. Archibald notes that in her 25 years of practice prior to 
Demandforce, she had never received in-depth feedback 
from her patients. In fact, before Demandforce, visitors to her 
website would have seen zero reviews from other clients. 
Now, with reviews generated from Demandforce “Thank You” 
emails sent after appointments, she has over 500 reviews in 
view on her site. She said, “I’ve been amazed at the extent to 
which my patients can now provide me feedback in terms of which my patients can now provide me feedback in terms of 
their care, and what they liked or didn’t like about their experi-
ence in the office.” 

Moreover, Dr. Archibald takes comfort knowing that Demand-
force “certifies” each and every review, and pushes them to 
review sites all over the web, so that her practice always has 
a consistent and accurate online reputation. This reputation is 
key to acquiring new customers, she notes, as the two 
largest promoters of new business for her practice are word 
of mouth and online referrals.

Speaking to referrals directly, Dr. Archibald adds that they’re 
certainly the fastest, easiest, and cheapest way to get new 
patients through her door. Clients are able to refer up to 10 
friends or family members from a link included in every 
Demandforce communication, and are also prompted to 
make referrals when giving feedback from “Thank You” 


