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individual’s success depends on his or her background, 

dedication, desire and motivation. 

Any mention of brands are copyright the trademark holder. I.E. 

Google, Yahoo! and Bing! 

None of the advice contained constitutes legal advice.  Since 

Chiropractic is part of HIPAA- always consult a qualified HIPAA 

lawyer.  

NOTE: You could do better, you could do worse, you could do 
nothing at all, and that is totally out of my control.  

We make every effort to ensure that we accurately represent our 
products and services. There is no guarantee that your results will 
match examples published in this report.  

Some links may change or even not work for many reasons 
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INTRODUCTION 
 

I love movies. One of my favorite movies is The Matrix. 

During one part, Morpheus says to Neo: 

"This is your last chance. After this, there is no turning back. 

You take the blue pill - the story ends, you wake up in your bed 

and believe whatever you want to believe. You take the red pill - 

you stay in Wonderland and I show you how deep the rabbit-hole 

goes. "  

If you choose the Blue pill, you probably subscribe to the 

conventional marketing and advertising wisdom that different 

marketing companies like phone books, radio, television and print 

and even the local website guy have to offer.  

Now; I’m not knocking these forms of marketing, because 

they are all important to an overall marketing strategy and 

campaign.  What I am saying is that IF you decide to implement 

any of these strategies, depending on the education and 

marketing savvy of the particular sales rep- be prepared for some 

‘pushback’.  That will never work, you need a catchy slogan, you 

have too much ‘white space’ etc.  

IF you choose to swallow the RED pill and implement the 

strategies in this book, be prepared for more patients and more 

patient referrals. 

 

Your practice will grow faster and become more profitable 

than ever!   

 

Blue OR Red? 

 

The Choice Is Yours… 



Courtney Kostelecky 

viii 

 



9 

 

 
 
 
 
 
 
 
 
 
 
 

CHAPTER 1 
 
MARKETING YOUR PRACTICE ON THE INTERNET 
(ONLINE) 

Why Internet Marketing? 

Over the last 10 years or so, the internet has become 

more and more ingrained in our daily lives. People use the 

internet to search for almost everything, including local 

businesses and other local information. 

And with the explosive growth of smartphones like the 

iPhone, and the myriad of android devices; this move to 

searching for everything online is just going to happen 

faster. 

If you're not reaching your customers (and potential 

customers) in the places they're searching for information, 

you're going to get left behind by your competition that is. 

In this book, we're going to look at some of the things 

that you need to be aware of when marketing on the web, 

as well as some of the ways that you can not only reach 

new customers, but get your existing customers to spend 

more money with you and do it more often. 
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The Move to Online Search 

According to Google, 20 percent of all searches are 

related to location. And comScore reports that Google 

served up 10.7 billion searches in April, 2011. That means 

that approximately 2.14 billion searches were related to 

location - in other words, local search. 

These numbers have been increasing every year over 

the last several years. Compare them to April, 2008 when 

Google served up 6.5 billion searches, which means 

roughly 1.3 billion local searches. 

The bottom line is that more and more people are 

using the internet to search for local information, including 

businesses like yours. 

One of the advertising mediums that are being hit the 

hardest by this move online is Yellow Pages directories. 

Traditionally, the Yellow Pages have been the "go to" 

source for local businesses, and as a result if your 

business wasn't listed in the Yellow Pages, you would be 

missing out on a lot of potential customers. 

With the transition to internet-based local search, 

those searchers are becoming less and less likely to use 

the Yellow Pages. And not only because of the 

convenience and speed of the internet - they're also 

looking for reliable sources for reviews and other 

information about the companies they're considering which 

isn't possible with print advertising.   

 Although more and more customers are moving to 

online search, the Yellow Pages can still be a great place 

for acquiring more patients, and brand awareness, if it is 

done correctly.  
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I’ll discuss how to maximize and optimize your yellow 

page ad in a later chapter. 

According to a study that the Department of Health 

and Human Service at the National Center for Health 

Statistics study published In October 2012, approximately 

34.0% of all adults live in households with only wireless 

phones. They have given up landlines completely. That’s 

one out of three. The study goes even further and breaks 

down wireless phone usage by individual state.  

Some states like Mississippi have as many as 58.6% 

of all households with only a wireless phone. In following 

chapters, I will discuss strategies for marketing your 

practice and acquiring patients using local search, 

YouTube, Facebook, Twitter, and Pay Per Click, and some 

other ways you probably didn’t think of.  

Before we dig into this, I need to get inside your brain, 

and re-program (possibly) some of the pre-conceived 

notions and misconceptions of marketing you might have. 
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 CHAPTER 2 
 

THE PARADIGM SHIFT IN YOUR PATIENT ACQUISITION 
STRATEGY 

 
Did you see what I just did? It’s so subtle you probably didn’t 

realize it was happening. I substituted two words for one.  A 

simple change of the word ‘marketing’ for the words ‘patient 

acquisition.’  Throughout this book, the two words are almost 

always interchangeable.  

What is the main objective of your marketing? Whether it is 

social media like Facebook, Twitter, or another online site, the 

main goal is patient acquisition.  Now you might say that you want 

your name out there for branding purposes, BUT once again, the 

reason for that is get more patients. Period. 

When you are creating a marketing strategy, determine what 

your end goal is. You might have multiple steps, or ‘mini’ 

campaigns like getting people on your email list, or ‘Liking’ your 

Facebook page. The end; the goal you are ultimately striving for is 

more patients. One of the biggest obstacles I encounter are D.C.’s 

who are way too brand focused.  

I’ll go into more detail on that in a later section. 
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Marketing Math 

When I am talking with a potential new chiropractor as a new 

client, and I tell them that my rates start at $15,000 for a Done For 

You Campaign, some of them start to feel queasy, and the 

thought that pops into their mind is WOW- that’s expensive! I can’t 

afford that.  

 In reality, it’s quite a bargain!  Let’s break it down.  Let’s say 

for this example that you have paid me $15,000. Let’s take it one 

step farther and assume that I do horrible and only bring you one 

new patient a month.  According to a survey in Chiropractic 

Economics Magazine, the average cost of a general adjustment is 

$65.00. So following the normal thinking, $65 per patient 

multiplied by 12 new patients at one patient per month equals 

$780.00 or a loss of around $14,000.  OUCH!   

 
 You should run away FAST from that deal…or should you? 

 

 Let’s break it down further.  If the patients you see have 

suffered some severe trauma, and on average each patient gets 

25 adjustments per year- that is $1,625.00 per patient. Take that 

and multiply by the 12 for the one new patient per month, and you 

get $19,500.00 or a PROFIT of $4,500.   

 According the math, the above scenario is a winner. 

What if you are in an area; that to stay competitive you charge 

less than $65 per adjustment?  Maybe only $40-50? 

The One of the first things you need to learn that goes along with 

the new shift in your marketing thinking is what I like to call 

‘Marketing Math’.  What this really means is calculating your R.O.I 

or ‘Return on Investment.' 

One of the first things that you need to know before you do any 

type marketing is know what a patient is worth.  This is something 
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that I’m sure most D.C.’s reading this book have not taken the 

time to REALLY figure out.  The truth is that without knowing this 

there is a very real chance that you have wasted money on 

ineffective marketing.  If you don’t know what a patient is REALLY 

worth, you really don’t have an idea of how much you can 

realistically spend to get a new patient. 

 When I am talking with a potential new chiropractor as a new 

client, and I tell them that my rates start at $15,000 for a 'Done For 

You Campaign,' some of them start to feel queasy, and the 

thought that pops into their mind is WOW- that’s expensive! I can’t 

afford that.  

 In reality, it’s quite a bargain!  Let’s break it down.  Let’s say 

for this example that you have paid me $15,000. Let’s take it one 

step farther and assume that the marketing campaign only brings 

you one new patient a month.  According to a survey in 

Chiropractic Economics Magazine, the average cost of a general 

adjustment is $65.00. So following the normal thinking, $65 per 

patient multiplied by 12 new patients at one patient per month 

equals $780.00 or a loss of around $14,000.  OUCH!   

 You should run away FAST from that deal…or should you? 

The math still works, but instead of a $4,500 profit you would 

make a couple of thousand dollars or at worse ‘break even.’  

Turn a Winning or ‘Break Even’ Campaign into a HOME RUN 

The previous marketing scenario was definitely a winner, but 

how can we take a marginal winner or a ‘break even’ campaign 

and turn it into a home run? 

Easy.  That’s why you MUST know the Life Time Value (LTV) of a 

patient.   

What is the LTV?  Using the previous example, we determined the 

VALUE of the patient. Now you need to figure out what the ‘Life 

time’ value is. 
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It’s not just the $1,625.00.  How many YEARS will they 

become a regular patient?  The following year, maybe they don’t 

come to get adjusted as much, but only once a month.  That is 

another $780.00.  Are they married?  Chances are they will bring 

their family members into your practice!   

What about X-Rays.  Do you charge for those?  What other 

products do you sell?  Pain relief gels?  Ice packs?  Custom 

Orthotics?  Supplements?  Do you have a massage therapist in 

your office?  Acupuncture? And not to mention the big one- 

REFERRALS! 

As a BONUS- I have created a spreadsheet to calculate the 

lifetime value of a patient. You can find it at 

http://www.ChiropractorMarketingSecrets.com/calculator.xlsx 

I hope that I have opened your eyes to see the big picture as clear 

as ever. 

Now that you have had (hopefully) a shift in your thinking and 

you have taken the time to figure out what a patient is really worth 

to you and your practice, you are now ready to explore some 

different options available to you to grow your practice faster than 

you ever imagined. 

http://www.chiropractormarketingsecrets.com/calculator.xlsx
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CHAPTER 3 

HOW TO GET MORE PATIENTS WITH YOUR FREE 
WEBSITE FROM GOOGLE. 

 
The landscape of online searches has changed dramatically 

over the past year.   
 
What a lot of Dr.’s don’t realize is that Google, Yahoo! and 

Bing! have given them a FREE website! 
 
Now it’s not a www.yourname.com but it is A FREE listing 

where you can put in your office hours, pictures of your office, 
pictures of your staff, special offers, coupons, and a description of 
your business.  If you have any educational or promotional videos, 
you can put them there too! 

 
There are several aspects to having a presence in Google: 
 
- The search results 
- Google Places/Local Maps 
- Sponsored ads 
- Google Images 
- Google News 
- Google Video/YouTube 
 
These are all part of Google, but in many ways they are 

independent of each other. We’re going to cover them all in detail 
in this book, but it’s important to remember that each of them 

http://www.yourname.com/
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works separately from the others so you want to show up in as 
many as possible when your customers are searching for you. 
 
 If you show up in most or all of them, it’s going to create a strong 
impression with your potential customers, and make them much 
more likely to choose you over another chiropractic clinic. 

 
And keep in mind that the other search engines have many of 

these same features. We’re going to talk about Google in most 
parts of this book because they are the largest, but virtually 
everything we cover translates over to Bing and Yahoo as well. 

 
Google Places /Maps Now called Google plus Local. 
 

The Big ‘G’ has changed the name so many times in the past 
year; places/local/maps should cover them all. 

 
Google has a service for local businesses called Google Plus 

Local.  This service lets you set up a profile for your business 
where you can showcase various things such as: 

 
• Special promotions 
• Offers 
• Photos and videos 
 
Your Google Local listing will show up when someone 

searches for the products or services you offer in your area, along 
with other chiropractic offices. 

 
Now imagine how this process is going to work for a moment. 

When someone goes online to search for a company that provides 
the solutions you can, they're going to see several results in 
Google. What is going to make them choose your clinic over 
another?  

 
Take a look at the pictures on the following pages to get an 

idea of what I am talking about. 
 
In the example below- I did a search for Seattle Chiropractor. 
 
Here are the results I got back. 
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1,770,000 results. Over a million and a half results for 
chiropractors in Seattle!  (And only 10 spots on page 1) 

 
The first three spots are typically paid ads. You can show up 

here by paying Google to be there.   
 
Off to the right is another section you can pay to be in. 
 
 
 
 
 
 
 
 
 
 

 
 

 
 
 

 WARNING!  Some ‘Internet’ Marketing Companies 
will cold call you or send you an email promising 

to get you on the first page of Google.  Most of 

these are a scam.  They are doing nothing but 

getting you listed in the paid section.   If a 

company is only charging a few hundred dollars- RUN 

AWAY! 
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The local Maps section displays results that are labeled A-G. 
 
These are the local search results.  
 

 
 
 
The listings that are not paid are called ‘natural’ or ‘organic’ 

listings or search results. 
 
That is where you REALLY want to be. Why?  Because people 

have become ‘ad’ sensitive. The majority of the clicks happen on 

the left side of the page.  You also need to take into account that 

for this there are ONLY 10 spots (in the natural organic) listings on 

the page. How many people REALLY go past the first page when 

they are looking for something?  How many times do YOU go past 

page one when you are searching for a product or service online? 

 
Your patients are searching for things online just like you.  
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How to Optimize your Local Listing 

 
One major aspect to the ranking in Local is the fact that the 

top three results get the majority of their attention, with the first 
one getting more than the rest. You want to be sure your listing is 
at or near the top of those results. (We'll look at some strategies 
for accomplishing this shortly.) 
 

Another aspect is how much information is shared. If your 
company has a full profile with pictures, reviews, special offers 
and other information, it's a lot more likely to get the searcher's 
attention than another listing that just has the bare minimum 
information showing. 
 

If this is a potential customer's first impression of your 
business, you need to be sure you're putting your best foot 
forward. 
 

Step 1. Do a local search for your business name.  You can 
then click on the business name. You should see something that 
says ‘Edit or Claim this Business’.  You will need to create a 
Google account in order to do this.  
 

Step 2. Claim Your Listing. 
 

When you are claiming a listing for the first time, it takes a 
little longer. You used to be able to do phone verification.  This is 
where an automated system will call your business and give you a 
verification code that you need to enter to continue. 
 

  About a year ago, some scammers discovered a way to claim 
local places pages and were then listing them as closed- and 
pending deletion by Google.  They scammers would then call the 
business and ‘blackmail’ them to pay them or it will be deleted 
forever. 

 
This created a HUGE headache for the search engines and 

people like me who help chiropractors with their online presence; 
not to mention the doctors who got ensnared in this scam. 

 
Now the way to get verified is by mail.  
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Google will send you a letter containing a PIN number that you 

will use to access and verify your account. Your listing will now go 
live. Here are some things to do to optimize your listing. 

 
Step 3. Fill out your business information. Make sure everything is 
filled out completely. When it comes to the section on categories, 
that is where you want to choose your keywords. 
You can choose up to 5.  
 
Step 4. Add a special offer or a coupon.  Even though the 

chiropractic field is regulated with what you can and cannot do, 

there are still things that you can offer that can bring in new 

business.  Complimentary spinal screening, discounted exams 

with the proper Medicare disclaimer, or a coupon that can be used 

for supplements or other items you offer for sale in your clinic. 

Step 5. Make sure your hours of operation are completely filled in.  
Make sure that you also fill in the types of payments you take at 
your practice.  
 
 
  

 Tip: Google will have most of the information 

filled out. You need to verify and check your NAP 

(name, address, phone number). Make sure that the 

information listed in your places profile matches 

EXACTLY how it is on your website- if you have a 

website.  

 For example, if Google has your address listed as 

123 4th Ave. South, Suite #101, and your website has 

the information as 123 4th Avenue S. Suite 101.  

Both are valid addresses, but the ways they are 

listed are different. The search engines like to 

see direct matches, so make sure everything is the 

same. If Avenue is spelled out, spell it out.  
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Step 6. Video.  Make sure you have videos on your Google Plus 
local page.  You can have up to 5 videos.  You can even use your 
smart phone to make a quick video.  The video doesn’t have to be 
long. 15-30 seconds will work fine.   
 

 Here is a basic script to use. “Hi, I’m Dr. 

<NAME> a chiropractor in <City,State>. If you found 

this video, chances are you or someone you know has 

something that is bothering you, and you are 

wondering if chiropractic can help. Please give us a 

call at (123)-456-7890 to schedule an appointment or 

to ask a question. Oh, by the way, on this page, you 

will also find a coupon good for <YOUR OFFER>.  I 

look forward to helping you. 

  
 

Step 7. Add pictures.  Add pictures of yourself, your staff, your 
office, and your exam rooms.   

 

 When adding images to your page, rename the 
images with keywords. So DSC01.jpg would be Seattle 

Chiropractor Bob Smith.JPG. Right click on the image. 

Click the tab called al-image. Add a description of 

the picture so the search engines can find it.  

 
 
Congratulations!  You have just completed claiming and 

optimizing your Google Plus Local Page! 
 

When you are logged into your business page, 

Google has an analytics tool that you can use to see 

how many people visited your Google Plus Local Page. 
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CHAPTER 4 
 

THE IMPORTANCE OF SOCIAL SIGNALS 
 

In today’s online world, social signals are becoming more and 

more important.  They even work in the ‘regular’ offline world. 

Let’s say you and your family are going out to eat.  You drive to a 

restaurant that you have never eaten at before. When you arrive 

you notice that the parking lot only has a few cars.  What thoughts 

are running through your head?  Wow- are we lucky! There 

shouldn’t be a long wait for a table….OR I wonder why the parking 

lot is empty?   

Is the food bad?  If this place was any good, surely there would be 

more people here. 

That is an example of a social signal. 

Online Social Signals 

 In the previous example, the signal you were getting was that 

you are questioning the quality of the restaurant you wanted to go 

to.  The same is true with businesses that have a listing online. 

 An online social signal might be a bunch of Google Plus 1’s 

on a listing, a bunch of your friends ‘Liking’ a page on Facebook, 

Tweeting about a great deal they got somewhere, or a 

recommendation from a colleague on LinkedIn. 
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One of the biggest and most important social signals are 

‘reviews.' Especially those that are tied to your Google Plus Local 
page. 

 
When a potential patient searches for a chiropractor, as 

discussed earlier, they will ‘rarely’ if ever go past the first page.  
With only 10 spots available on the first page, you can see why 
that is so important.  Like they say in the real estate business- 
location, location, location.   

 
 

 
 
The Dr. in the ‘A’ position, although he is technically #1, the 

practices in the B, C, and even F position are taking calls away 
from Dr. A.  Why?  It’s because of social signals.  Dr. B has 10 
reviews compared to 2 or most of the other doctors.   

 
The two practices on the bottom haven’t even claimed their 

page yet.  If they had, they have a much better chance of getting 
more patients from Google! 
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 Warning! Just because you have a lot of 

reviews does not mean that you will ‘automatically’ 

be on page one.  It has in my experience, helped in 

moving pages up the rankings. 

 
 

Other Social Sites 
 

Besides Google, other sites play a role in social signals. 

These sites are typically called ‘review’ sites.  A review site is a 

website where customers go and rate and review different 

businesses in their area, or if they are travelling, in that city.  One 

of the most popular sites is Yelp.  Yelp is primarily known for 

restaurant reviews, but it also has just about every business 

category, including chiropractic.  Customers can leave their review 

or feedback on how they were treated, and their overall opinion on 

a particular business. 

 Another popular review site is ‘Angie’s List’.  Angie’s list is 

primarily for the service industry like plumbers, roofing contractors, 

etc.  They do have listings for chiropractors, massage therapists, 

and other categories.  People are going online to check on 

‘reviews’ of doctors, and are going to social media sites like 

Facebook for recommendations from friends and family.   

WARNING! These review sites can come back to 

haunt your business if you get negative or bad 

reviews. One disgruntled customer can and WILL go on 

different sites like rip off report, pissed consumer, 

Yelp etc. and post negative reviews to hurt your 

business.  Even your COMPETITOR might be posting 

negative reviews. I’ll discuss this more in the 

brand/reputation management section. 
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Here are some of the sites that patients can post their reviews 

on. 
 

 Yelp 

 Manta 

 Citysearch 

 Insiderpages 

 Mojo 

 FourSquare 

 Bing! Local 

 Yahoo! Local 

 Google Plus Local 
 
 

TIP: Just like Google Plus Local, most review 

sites also have a ‘claim this page’ feature where you 

can add pictures, a business description, and in some 

cases special offers or discounts.   

 

 
These are just a few of the sites that you can have your 

business listing on.   
 

 
 
These stats were taken from a clients Google Analytics 

Account Dashboard.  FYI this particular client is in a relatively 
small area.  Your patients ARE using social sites before they 
make the decision to visit your website, or pick up the phone to 
make an appointment. 14 potential new patients from Yelp, 
Angieslist, LinkedIn and Manta! 
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CHAPTER 5 
 

HOW A CHIROPRACTOR WENT FROM GOOGLE PAGE 
12 TO PAGE 1 IN 45 DAYS 

 
 

One of my chiropractic clients was nowhere to be found on 

Google. I searched down a total of 12 pages before I finally found 

his business listed.  He definitely was not being found.   

After scoping out some of the other local competitors, and 

given the limited budget, I decided to focus my resources on 

social signals and creating high quality backlinks with citations. 

Now I don’t want to confuse you too much, but in a nutshell, 

SEO (Search Engine Optimization) requires back links in order for 

a website to move up the ranks. Each link from another site ‘back’ 

to your website is kind of like a ‘vote’.  Whichever site has the 

‘most votes’ has a higher ranking.  Now- that is the simplest way 

to explain it, but it is much more complicated than that.  There are 

many more factors to take into consideration with SEO, and 

unless you know what you are doing, you can actually do more 

damage than good.   
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WARNING! In 2012 Google rolled out 37 major 

algorithm changes. Unless you are constantly 

keeping up with everything, you could end losing 

a lot of traffic to your website, or even worse, 

having Google remove your site from their search 

results.  

 
Drumroll please…. Here it is. The thing that I did to get one of my 

clients from Page 12 to Google Page 1 in 45 Days. 

Citations. Reviews.  

What are citations? 

Simply put, a citation is a mention of your website from another 

website.  Now, there were some strategies involved in this.  You 

can’t just randomly pick a website and have them link to you and 

Abracadabra- your website is on Page 1!   

Why did this work?  It has to do with an SEO principal called ‘back 

linking.'  Not only just a backlink or link back to your website, but 

from a high quality site that has a high ‘Page Rank’. 

 

 TIP: I use Chrome as a browser with an add-on 
called SEOQUAKE.  This is a free tool that you can 

use to determine the Page Rank of a website. FYI Page 

rank was actually named after Larry Page from Google. 

 
 
 

The websites listed in the previous section, like Yelp, Manta, etc. 

those are also considered citations.  For this client I did 5 citations 

per month.  
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Here is a listing of the citations that produced the results. 
 

 Mojopages 

 Brownbook 

 Superpages 

 A2zcity 

 Chirohub 

 Yelp 

 Bing! 

 HotFrog 

 Manta 

 Bizhwy 

 Citysquares 

 Discoverourtown 

 Judysbook 

 Aboutus 

 Yellowbot 
 
 

 
 
The other thing that bumped him up in the rankings was 

reviews from his patients. 
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It was a combination of well written citations using keywords, 

citations in directories with a high page rank, consistency in the 

citations, verification of NAP, and customer reviews. 

 When writing your citations, you can usually get most of the 

information from the About Us page from your website.  One thing 

that you must do is have consistency throughout all of the citations 

and directory sites you have your information on. 

If you need a refresher course, re-visit the section on Google 

plus local and follow everything in that section.  NAP is very 

important. 

 

TIP: When filling out your citation 

directories, ALWAYS open a new Gmail account. This 

will keep the amount of SPAM and opt-in newsletter 

out of your regular inbox. You will also probably get 

phone calls from some of the directory sites to 

‘verify’ your information.  They will almost always 

offer you premium placement for a price. I never take 

it.   

 
As a BONUS I have put together a list of 25 extra citation 

directories, some of them are specifically related to chiropractors. 
 

To Claim Your BONUS forward your ORIGINAL email receipt (no 

screenshots) to: join-chiropractormarketing@instantcustomer.com 

You should receive your bonus material.  If you do not receive 

your bonus material within 24 hours, send an email to: 

bookbonus@ChiropractorMarketingSecrets.com 

Put [Book Receipt] in the subject line with a copy of your receipt 

and your bonus materials will be emailed to you. 

 
. 
 

mailto:join-chiropractormarketing@instantcustomer.com
mailto:bookbonus@ChiropractorMarketingSecrets.com
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 TIP: When you are filling out citations, each 
directory will ask you to create an account. This is 

a username and password. This can get very tedious 

and time consuming. One tool I use and highly 

recommend is roboform.   

 
 
The other piece of the puzzle was patient reviews. How do you 

get reviews from your patients? ASK! 
 
 
 
 

WARNING! Because social proof i.e. testimonials 

and reviews have such an impact, there have been 

people who have tried to ‘game’ the system.  

 

These ideas run from posting an ad on Craigslist 

offering people money in exchange for a testimonial, 

offering free products or services to a patient in 

exchange for a testimonial, a Facebook contest, a 

chance to win something in exchange for a review or 

testimonial etc. THIS IS ILLEGAL!  The FTC is 

cracking down on ‘Fake Reviews and Testimonials’. 

This also includes paid reviews as well. A Dr. in New 

York was fined $250,000 for doing this! Don’t do it. 

 
 
In an upcoming chapter I will share with you an awesome 

marketing tool that you can use to easily get more testimonials 
and patient reviews.  
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CHAPTER 6 
 

MANAGING AND PROTECTING YOUR ONLINE 
REPUTATION. 

 
 

Out of all of the chapters in this book, this is probably the 

most important chapter.  You can have your website on page 1, 

you can have 10,000 people like your Facebook page, you can 

have thousands of followers on Twitter, but ONE horrible review 

can do a tremendous amount of damage whether the information 

is true or not. 

One of the biggest hurdles for a lot of business owners to leap 

when it comes to the internet is realizing that people will be talking 

about your company whether you like it or not. 

And that includes good AND bad. Mistakes are bound to 

happen in any business, but when they do it's quite possible that 

the story will wind up on the internet where anyone searching for 

your business can find it. 

If you're not maintaining an effective presence on the web, 

you're going to have two problems if this happens. 
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1. The negative review could wind up ranking high in the search 

results, so whenever somebody searches for your business, this 

could be one of the first things they see. The review might be 

accurate if a mistake really was made, or it might be completely 

inaccurate, but that potential customer has no way of knowing for 

sure (and is more than likely going to accept it as fact). 

2. You won't have a chance to explain the situation and fix it. 

The solution here is to be a part of the conversation. In other 

words, engage your customers where these kinds of things might 

appear so you can try to correct any mistakes that were actually 

made, or explain your side if it's completely inaccurate. 

Unfortunately, a growing part of my business is removing 

online graffiti or negative reviews that are bogus.  

You might be wondering WHO and more importantly WHY is 

someone targeting me and my business?  The truth is that it could 

be anyone.  

  The most common culprits in no particular order are a 

disgruntled ex-employee, an unruly customer with an axe to grind.  

Even your competition could be sabotaging your business and 

your reputation. Your chances of becoming a target increase if 

you have a main website, if your business is listed in different 

directories; you are listed on the first page of the search engines, 

if you are in one of the top 5 spots of the search results and if you 

are in a competitive market. All of these factors increase the odds 

of you becoming a target. 

With the anonymity of the internet it makes is super easy to 

do. 

The internet doesn’t do a fact check. 
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97% of customers conduct research online before making a 

buying decision. The same customers that spend time online 

doing research on the latest tech gadget or household item are 

using the same skills to research YOU and your practice. What 

they find online could be the difference between a thriving practice 

and a dying one.  

The scary part is that with so many different sites out there, it’s 

almost impossible to know who is saying what about your 

business, and how much damage they have done to your wallet, 

your practice, and your reputation. 

  How many patients and potential patients will you lose because 

of this? 

How to Protect Your Online Reputation 

 In order to protect your reputation online, you need to be 

diligent.  

 The internet has changed.  In the past, if you went out to eat 

at a restaurant and you had a crappy meal, with even worse 

service, in the morning when you got together with your friends 

over a cup of coffee, you would tell them.  Word of Mouth. 

Today, with all of the social media available, you don’t need to 

wait until the next day.  It happens instantly. 

 Here are the steps to help you find and combat negative 

feedback and reviews online. 

Step 1. Google yourself.   

This is the first step to finding out just what is being said about you 

and your practice. Also make sure that you Google yourself with 

quotation marks around your name like this “Dr. Bob Smith”.  You 

also want to Google the name of your business, with the word 

chiropractor.   

So it would look like “Dr. Bob Smith” Chiropractor <your city>. 



Chiropractor Marketing Secrets 

35 

 

Step 2. Google yourself with ‘negative’ phrases.   

A negative phrase is something like ‘Beware’ ‘rip-off’ and scam. 

Step 3. Monitor your social media accounts. 

If you have a Facebook account, make sure that you monitor 

that. A lot of customers will complain on Facebook or social 

media, before they actually take the time to call or write the 

business.  If you do see a negative complaint on your Facebook 

page, you can reach out to the person to try and solve the 

problem.  Along the lines of social media, make sure to check your 

@ replies for your twitter account. 

Step 4. Check your Google plus local reviews.  

  If you have some negative reviews, you will need to get rid of 

them.  You cannot just ‘delete’ them.  The best way is to bury 

them with a whole bunch of positive reviews. Send your patients 

an email and ask them to let you know how you are doing, with 

directions on how to post a review on Google plus local, or 

whatever review site you want to beef up the reviews. 

Step 5. Set up ‘Alerts’. 
 

Get a Gmail account. If you don’t have one already, get one 
and set up ‘alerts’ with your name and your clinic name. Anytime 
someone writes something and it gets indexed or picked up by the 
search engines, Google will send you an email. 
 
Step 6. Hire a professional.  If you have done a search, and you 
have found some negative reviews, especially if they are on the 
first page, you might need to hire someone to remove the posting. 
The thing to remember is that what goes on the internet, pretty 
much stays there.  The sites won’t just remove a posting or a 
review because you want them too.  Really, one of the only ways 
to do this is with what is sometimes called- Reverse SEO.   
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With SEO, the goal is to get a particular website, article, video to 
page one.  
 
  Since there are only 10 spots on each page, with reputation 
management, what needs to be done is get something else on the 
page, to effectively knock the negative review down to page 2, 3 
or even further where it will be difficult to find. 
 
 This is complicated by the particular site that the review is 
posted on.  There are a number of factors to determine how tough 
it is going to be.   
 

WARNING! There are some companies that offer 

what they call reputation management services, but 

they are nothing more than review robots. They will 

write phony reviews- which as you learned is illegal, 

not to mention un-ethical. A good reputation 

management company is not inexpensive. You should 

expect to pay no less than $1,000 per month depending 

on your particular situation.  

 
 
The good news is that it shouldn’t take more than a few months 

to remove the offending material. The sooner you spot something 

and get it fixed, the less impact it has on you and your business.  

If you believe you have been a target, feel free to contact me 

and I’ll take a look at your situation.  
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CHAPTER 7 
 

HOW TO GET PATIENTS WITH FACEBOOK AND 
TWITTER 

 
 

Having a Facebook page is becoming more and more 
important.   People have come to expect it. There are over 1 
Billion users on Facebook, and if you don't have a presence there 
you're missing out on a lot of potential business. 

 
For many people Facebook has become synonymous with the 

internet. A lot of people spend most of their time online using 
Facebook If you aren't reaching them there, you may not have a 
chance to reach them at all. 

 
Facebook started out as a way to connect on a personal level, 

but over the last couple of years they have added a lot of features 
that are targeted at businesses. You’ve probably already started 
to notice a lot of big companies adding “Find us on Facebook” to 
their websites, advertising and other places. 

 
It can work just as well for local chiropractic clinics; in fact it can 

work even better. Because Facebook is by nature a place to be 
“social” a local business fits in much better than a big, faceless 
corporation. 

 
 
 
Setting up a Facebook Page for your business gives you a way 
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to connect with your customers “virtually” and it can help to create 
a real sense of community. 

 
Twitter is another social media site where you should definitely 

have a presence. It’s a little different beast, because the whole 
point is to post short updates (up to 140 characters at a time) so 
you can only share so much information. 

 
It can be useful for sending out messages about special offers 

and other news, but more importantly it’s another way for your 
customers and potential customers to contact you. 

 
Your customers can send you messages, called “Tweets”, via 

Twitter so it is similar to email in some ways. But because the 
messages are so short, it can be an effective way for them to ask 
quick questions or give you quick feedback, without having to 
invest a lot of time to do it. 

 
Aside from reaching potential customers, there's another 

reason you should have a presence in these places - managing 
your brand. People will talk about their experiences with your 
company on the internet whether you're part of it or not. It's 
important that you are. 

 
It is also important to realize that there are many more social 

media sites than these, with more popping up all the time. I am 
going to focus on Facebook and Twitter, because they are the 
most popular.   

 
Facebook 
 
 With more than 1 Billion users on Facebook, it’s hard to argue 

with the amount of people that are on the popular site. Your 
patients and their friends are there.  If you are not there, you 
should be. 
 
 Before you jump right in (and there is already a good chance 
that as you are reading this, you might already have a Facebook 
page) there are a couple of different types of Facebook pages.  
Personal Pages and Business Pages. 
 
This section will be solely about your business page. 
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 The main reason why you want a business page is it 
separates you the doctor as a person, and builds up your clinic, or 
your brand.  You are building an asset that if you decide to sell, 
can be added value to the prospective buyer. 
 
 The other reason is the ability to track your visitors with 
analytics.  This is not available to regular users. 

Facebook Ads 

Facebook ads have some things in common with pay 

per click advertising - you only pay when someone actually 

clicks on one of your ads and you can target very specific 

people. The difference is instead of your ads being shown 

based on keywords that people are searching for; they're 

displayed based on demographics that you choose. 

You have a great deal of control over the ads you 

display, so you can get very specific with who sees your 

ads. For example, if you are doing a promotion around 

chiropractic care during pregnancy, you could create an ad 

that would target women between the ages of 25 and 38 

who live in your city, have a college education and are 

interested in other health-related topics. 

Then you could create a different ad that would target 

men with different demographics. And another one for 

each group between the ages of 50 and 60, or any other 

demographics you wanted. Facebook makes it very easy 

to put your ad in front of the people who are most likely to 

be interested in what you have to offer them. 

Facebook also makes it easy to create multiple ads 

that ultimately bring potential customers to the same offer, 

but each ad can target a very particular group of people. 

 
Whether or not you use Facebook yourself, keep something in 
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mind - Facebook is growing at a much faster rate than other 
websites, including Google, so it is becoming more and more 
important that your business has a presence there, both in the 
way of a Facebook Page and advertising. 

 
Setting up Your Facebook Page 

 
The easiest way to set up your business page, also called a 

Fan page, is to log into Facebook.  At the top right corner you will 
see a graphic of a wheel or a gear. This is the help icon. You can 
get all of the information you need there. 

 
During the page set up you will be asked what the name of 

your page will be.   
 
When everything is set up, you can then promote your page. 
 
Your Facebook page address will probably be something like  
 
https://Facebook.com/pages/mychiropoclinic/68112396758 
 

Believe it or not, I have seen actual advertisements in the 

newspaper that say ‘Like Us’ on Facebook. They then list the 

crazy long URL for people to visit. (They could’ve done a QR 

code) but really, who is going to take the time to type all of that in? 

What you need to do is claim your Vanity URL.  When you do that, 

people can then find you easier, and your URL isn’t as crazy for 

people to find. 

The above URL would become Facebook.com/mychiroclinic 

It is easier to remember and easier for people to find you on 

Facebook. 

In order to claim your vanity URL, you need people to ‘Like’ 

your page.  The rules change every now and then, but right now, 

you need 25 ‘likes’ to claim your vanity URL, and 30 ‘likes’ to get 

Facebook Analytics.   

 

https://facebook.com/pages/mychiropoclinic/68112396758
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TIP: To get your 30 likes, use your personal 

account, and get all of your friends and business 

acquaintances to ‘Like’ your page. 

 
 
So now you know how to claim your vanity URL, it’s time to 

customize your Facebook page. There are certain things that you 

can and cannot do, per the Facebook TOS. (Terms of Service)  

You read it all when you signed up right? 

Marketing consultants have to stay on top of those things to 

keep compliant.  The sad thing is that I have seen social media 

marketing companies who do not follow the rules, and they put 

their clients’ accounts in jeopardy.   

With that in mind, here are some common ‘Pitfalls’ D.C.’s make 

with their Facebook Page…And How to Avoid Them. 

1. Your Cover Image.  Your cover image must not contain- 

Your website address, your phone number, email address, or 

mailing address.  Those things are supposed to be in the ‘About’ 

section. 

2. Your Cover image cannot contain more than 20% text.   

3. Not having a business page, and promoting your business 

with your personal page.  Now, it’s understandable to promote 

your place occasionally, but doing this too much can actually get 

your account suspended.  That’s why you should have a business 

page. 

4. Paying for ‘Likes.’ There are companies that will promote 

that they will get 1,000 or 10,000 people to ‘Like’ your page. A 

number of national brands lost thousands of ‘Likes’ because they 

were not attached to real people and fake accounts.   
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5. Not interacting with your friends.  Don’t always post 

promotional things on your page.  Mix it up with some articles that 

you found helpful, some recipes etc.  You need interaction.  One 

of the easiest ways for interaction is to ask a question.  It doesn’t 

even have to be chiro related.  Facebook is also a great way to 

get patients feedback and testimonials. 

WARNING: Some practices and business owners don’t 

even have a website, because they do not want to 

invest the money, and well, Facebook is free. The 

truth is that with a website YOU own it. With 

Facebook, they can lock you out of your account, and 

with it, your business.  I’ve seen this happen to 

more than one person. Don’t let it happen to you. 

    

Twitter 

Twitter is an interesting beast. While some people think of 

Twitter as a place where people post ‘Standing in line at the DMV’ 

or ‘Eating a turkey Panini’.  While I have to admit, that is what a lot 

of people use Twitter for, it can be one more way for you to 

communicate with your prospects and patients. 

Why Twitter?   

 79% of US Twitter users are more likely to 

recommend a brand (or local business) to their 

followers. 

 67% of US Twitter users are more likely to buy from a 

brand (or local business) they follow. 

 One Million accounts are added to Twitter every day. 

 There are more searches on Twitter each day than 

Yahoo! and Bing!  -COMBINED! 
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You want to be where your potential patients are. A lot of them are 

on Twitter. 

Twitter Basics 

The first thing you need to do is go to Twitter.com and open 

an account.  You will then choose your Twitter Name. 

When you want to reply or mention someone you will put the 

@ symbol in the message. So, if you want to mention me in a 

twitter post, you would put @ChiroMktgTips. Your Twitter name 

can’t be more than 15 characters long. While you’re thinking about 

it, follow me on Twitter! 

Your Twitter posts can’t be longer than 140 characters. 

So if you want to post a link to a website, you can shorten the 

URL by using a service called bit.ly.  Just Google” Short URL” and 

you will find all kinds of options. 

To gain followers, you can search for people who are in your 

city.  Media like your local television, radio and newspaper, your 

local chamber of commerce, and other businesses are a good 

place to start. Once again,  

RT.  Re-Tweet- Use this when you want to re-say what 

someone has already posted. This is how things go viral. 

DM- Direct Message. Sends a private message to the person. 

# - also called a hash tag. You can use this for ‘trending’ 

topics. So if you just had the best piece of cheesecake ever, your 

tweet might be' Had the best cheesecake ever!' #ToDieFor. 

TIP: To find people to follow, you can use a 

site like Twellow.com.  It’s like the Phone book for 

Twitter. 
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TIP: You can use some tools like Hoot suite 

or MarketMeSuite to automate some of your social 

media marketing. 

 

TIP: With all of the different social media 

available it makes it easier for you and your brand 

if you have the same username for each account. To 

find out if your username is available without 

actually going to create every account, use 

namechk.com 

 Let’s say your practice name is Smith Chiropractic. 

When you go to Namechk.com this is what you would find… 
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Namechk will save you a ton of time!   

While social media might seem like a daunting task, give it the 

attention it deserves and you will be rewarded with new patients! 
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CHAPTER 8 
 

HOW TO FIND PATIENTS WITH INTERNET 
ADVERTISING 

 

WARNING: When using PPC ads (pay per click) 

or any type of paid advertising online, be very 

careful with your account settings. Google will 

let you set your daily spend limit, but if it’s 

too low, your ads will never show up.  

 

There are also a number of places that you can buy 

advertising on the internet, including: 

 Pay per click (PPC) ads 

 Banner ads 

 Direct ad buys with other websites 

 Facebook ads  

Pay per click ads can be an effective way to get more patients. 

These are the ‘sponsored ads’ that are displayed at the top and 

right of the search results on Google, Yahoo! and Bing! 



Chiropractor Marketing Secrets 

47 

 

The way these ads work is that you only pay whenever 

someone actually clicks on your ad, not when it gets displayed. 

These are also called PPC or Pay Per Click Ads. 

  The cost per click can range anywhere from a few cents to 

several dollars. 

You create ad campaigns based on keywords that people 

who would be searching for your business might use to find it. 

Some examples are: 

<city name> chiropractor 

<city name> gonstead chiropractor 

<city name> chiropractic clinic 

<city name> graston chiropractor 

<city name> sports rehab chiropractor 

…and so on. 

 TIP: You can set it up so your ads will 

only get displayed to anyone who is actually in 

your city or general area, which means that 

even if someone in another part of the country 

were searching for these phrases, your ads 

wouldn't be displayed. If you are in Boston, 

you don’t want people from Minnesota clicking 

on your ad and costing you money.  
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The general keyword might have a high cost-per-click but 

when you are bidding on the local version of it (with the city name 

included) the cost is generally much lower.  

This will depend on the size of your city and the number of 

competitors who are also bidding on those keywords, however. 

How to Spy on your competitors PPC campaign 

What if I told you that there was a way to ‘legally’ spy on what 

your competitors were doing for Pay Per Click ads? 

What if there was a way to know EXACTLY what words or 

phrases other doctors were bidding on? 

What if there was a way to see the EXACT ad that they had 

running, AND compare it to their past online ads? 

Well, believe it or not- there is a way!   

There is a website that does this specifically. 

The website is called Spy Fu. 

On the next page is a screen shot of a sample campaign. 
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As you can see in this example, this clinic has a DAILY budget of 

$181.50 that they are spending on Google Pay per Click 

Advertising.  
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With this tool, you simply put in the domain name of 

the person you want to ‘spy on’. It will show you how much 

money they are spending per day on Pay per Click 

advertising.  It also shows the keywords they are bidding 

on, and the actual ad copy they are using.   

In this example, the doctor who I’ve hidden their 

information, is spending about $181.50 per day on pay per 

click advertising.  That comes out to about $5445.00 per 

month on Google alone.   

TIP: If they were to divert some of 

their Pay Per Click funds to some quality 

Search Engine Optimization and video marketing, 

they would save thousands of dollars a year!  

I’ve had conversations with some doctors, 

and they tell me that they can’t afford my 

services. I find out that they are spending 

money on Pay Per Click Ads. They simply divert 

some of their other advertising funds and they 

can now afford my services! 

 The key to an effective Pay Per Click campaign not 

only has to do with your offer and your ad copy, but once 

they get to your website, how well your site converts 

visitors into patients. 

TIP: To save money on clicks, try putting a 

phone number in the ad description. To really 

maximize this and to track your ROI, consider 

using a tracking phone number instead of the 

number to your office. 
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Yahoo! and Bing! also have their own form of Pay Per 

Click.   

Pay Per Click advertising can be a cost effective way 

to get people to your website and acquirer new patients. If 

not watched carefully, it can also be a great way to spend 

a lot of money with no real results! 

 TIP: Instead of bidding on a typical 

keyword, use the keyword tool to find out what 

other Dr’s are being searched for. You then bid 

on their name, or their business name.  What 

this does is anytime someone searches for Dr. 

xyz or his chiro practice, YOUR ad will appear 

in the search results.  

 

 

Banner Advertising 

If you've been online for any length of time, you've more than 

likely seen banner advertising in action. These are the graphic ads 

that you see on many sites. There are a number of ways to buy 

this advertising space.  

You can work with an ad network that handles the placement 

of your ads for you - choosing relevant websites, controlling what 

cities they get displayed in, etc. - or you can work directly with 

other websites to buy ad space on their pages. 

You can even team up with other businesses in your local 

market to “trade” ad space on each other’s websites. There are 

lots of ways to work with people who don’t compete with you 

directly but would still be getting visitors who would be interested 

in what you have to offer. 



Courtney Kostelecky 

52 

 

 

  You could partner up with local massage therapists, 

(assuming you don’t have a massage therapist in house), a health 

club etc.  

Banner advertising can be very effective, but for local 

business purposes you need to be sure that you are able to 

control where your ads get displayed. If you're a chiropractor in 

Portland, Oregon there's really no point is having your ad shown 

to someone who is surfing the web in Sarasota, Florida. 

TIP: A ‘Ninja’ technique is called re-

targeting. This is when someone visits your 

website and leaves.  Your ads will ‘follow’ 

them around the internet and appear on sites 

like CNN, and a bunch of other sites that are 

part of the ‘display network.’ 

 
 

WARNING! There are some companies that will 

promise to get you on the first page of Google and 

sell you ‘Search Engine Marketing.  This is nothing 

more than a fancy way of saying Pay Per Click. They 

typically want you to spend $1,000 and their fee is 

typically 20%. This is NOT the same as Search Engine 

Optimization. Don’t be fooled!
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CHAPTER 9 
 

THE GOOGLE ‘HACK’.  HOW TO REVERSE ENGINEER 
YOUR COMPETITIONS ONLINE STRATEGY. 

 
 

It’s amazing what you can find- and do online with the proper 

tips and tricks. Google has a whole lot of ways to search for 

information besides just the typical search most people do.  I am 

going to show you one of the easiest ways to do this. This is also 

important; because if you have already hired an SEO guy or your 

website guy is doing some SEO- you can have an idea if he is 

really doing anything.   

One of the commands that make this happen is the link: 

command. In the Google search box you type  

link: www.<yourdomainname.com>  

What this does is show you the domains or websites that are 

linked to your website. The search engines operate as kind of a 

popularity contest.  Whichever website has the most links that are 

relevant and not considered ‘junk’ or ‘spammy’ links have a higher 

chance of being rewarded with an increase in your search engine 

rankings. In the example on the next page, 

 I have picked a random practice to show you how it works. For 

this example I searched for chiropractors in St. Cloud MN. 
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Let’s say you want to ‘spy’ on the practice in the ‘A’ position.  
You would type in Link: www.<domainname.com> 
 
 

 
 
You can then look at the results, and put your clinics 

information in some of the same places that they have theirs. 
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Interestingly enough- if you look at the results, they are getting 

a lot of their links from Press Releases. Press Releases are 

covered in the next chapter. 

 

WARNING! This strategy is just one way to reverse 

engineer a competitors back links. It is very 

possible to find someone listed below you or below 

the clinic in the top position with more links. There 

are other determining factors for search engine 

rankings. The search engines do not list ALL of the 

links- notice the phrase ‘About’ 204 links. 

 
 

TIP: When looking at a competitors backlinks,  

there are going to be some places that you cannot 

duplicate.  Look for different directories and other 

sites that you can use to place your information in 

the same place. 

 
 
 

 
 
 

WARNING: I was talking to a doctor who had 

hired someone for some SEO. He was paying a lot of 

money.  When I took a look at his links, he had a 

whopping 18. Just like D.C.’s, not all internet 

marketing companies are the same! 



Courtney Kostelecky 

56 

 

 
 
 

 
 
 
 
 
 
 
 

CHAPTER 10  
 

THE POWER OF A PRESS RELEASE 
 
 

One of the most often over looked pieces of a chiropractors 

marketing mix is the press release.  After reading this chapter, you 

will have a better understanding on why press releases can be so 

powerful. 

One of the biggest advantages of using the internet to reach 

new customers is the low cost of advertising and the speed at 

which you can implement test and change things. There are many 

different promotional strategies you can use to both improve your 

rankings in the search engines and get your business listed in 

various other locations. 

Press releases are an effective way to do this, for a couple of 

reasons. First, when you send out a press release, it is going to 

get listed on a lot of news websites quite quickly. Because you 

can include a link back to your site in the press release, it can 

drive a lot of potential customers directly to your site as well as 

help improve your site's rankings (which of course will also result 

in more potential patients). 

Second, your press release might actually get noticed by a local 

newspaper and you could wind up getting some free press out of 

it. 
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 Many local newspapers are desperate for stories about people or 

businesses in their town. If you have something newsworthy in 

your press release, this is exactly the type of story they would like 

to print. The fact that you're local just makes it that much better, 

since they can contact you for further information. 

You submit your press release to these services, and they in turn 

broadcast them out to many different news outlets, both online 

and offline. The cost of these services varies, depending on the 

number of outlets they broadcast to and what other additional 

services they provide. 

If you distribute press releases on a regular basis, you will not only 

be more likely to get noticed by one or more media outlets, you 

will also get SEO (Search Engine Optimization) benefits that can 

help your website rank higher in the search engines, and 

ultimately generate more potential patients to your website. 

3 types of Press Releases and When to Use Them 

There are numerous books on writing an effective press release, 

so I’ll let you explore those references if you choose.  What I am 

going to focus on are the 3 different types of press releases and 

when to use each of them. 

    Basic or general press release.  This is the press release that 

you are probably familiar with.  No matter what release you are 

using, you will still follow the same format.  The actual format will 

be shown a bit later. 

The general press release, I also call the ‘branding’ press release.  

Just like all of your marketing efforts, you first need to decide what 

the desired outcome of the press release is.  

Here are some times when you would use a general or ‘branding’ 

type of press release. 
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General announcements/Branding  These could be opening up 

a new location, hiring a new employee, receiving an award, or 

becoming certified in something specific, or community 

participation in an event or educational/topical. 

The purpose of this type is to simply keep your name ‘out 

there.’ An example of an educational/topical press release could 

be when something happens in the national or world news, that 

you can put some sort of chiropractic ‘spin’ on. 

Promotional These releases are designed to get the reader to 

take some sort of action.  Some examples of this would be 

promoting a health and wellness seminar, 

Now accepting new patients, or if you are offering a new 

product or service. This can be used effectively when you have 

redesigned website, have released a cell phone app, or if you 

have something to give away, like a ‘free report’. 

SEO  All press releases if written properly should have keywords 

in the title, and in the body of the press release.  The reason for 

this is that some news outlets could pick up the story.  Even if your 

clinic only services a specific geographic area, the incoming links 

from the other websites, could give your regular website a boost in 

the search engine rankings. 

The Anatomy of a Perfect Press Release 
 

 A press release needs to be formatted in a certain and very 

specific way.  Without the proper formatting, your press release 

could end up in the round file. 

Here are the specific parts that need to be included. 

Notice and Release Date. The release date is normally ‘For 

Immediate Release’.   
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Your full contact information.  If your goal is to get the 

media to respond, you need to make yourself available. 

If you want to be contacted for comment, or an interview, you 

need to include in your contact information the phrase “Available 

for Interview” 

Headline. This is the part that can make or break whether your 

press release generates ‘buzz’ and will get you an interview. (If 

that is what you want to happen with the press release.) 

While the headline for your release is one of the most 

important pieces, the headline is the one part that most business 

owners screw up. 

BIG MISTAKE #1: A Weak Headline. 

“Dr. Jacobs to hold a wellness seminar.” 

Unless you are ‘famous’ and famous could even be some sort 

of local celebrity, you need to realize that your name is not going 

to get people to read or even care about your press release.  You 

need to mention your name and the name of your clinic, but this 

can be done in the body of the release. 

What is the wellness workshop going to focus on? 

If it is weight loss, the better headline would be…   

Free weight loss seminar. 

It’s simple, and straight to the point. 

An even better one, with some SEO juice would be  

“Kansas City Chiropractor to offer Free Weight Loss Seminar.” 

(Note: the words Kansas City Chiropractor are ‘keywords or 

phrases that can show up in the search engines.) 
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BIG MISTAKE #2: Writing a novel. A press release should be 

simple, short, and straight to the point. It should give enough 

information to get the person reading it enough curiosity to either 

call you for an interview, or to call your business, or visit your 

website.  A press release should be no longer than one page. 

BIG MISTAKE #3: Not making yourself readily available to the 

media for an interview. Most Doctors will put the clinics name for 

the contact information. The receptionist is then in charge of 

taking messages.  Now I’m not saying that your receptionist is 

going to screw this up, but always put more than one phone 

number, your email address, fax number if you have it- and even 

your personal cell phone number. If you get a call from a reporter, 

chances are that they are looking for a story to run TODAY!  

Leave special instructions for the person who is answering the 

phones to get you the information ASAP.   

BIG MISTAKE #4:  Not using the proper formatting. Your release 

must contain ### at the end. I have heard of some hard core old 

school reporters throwing a press release in the trash because it 

didn’t contain the proper formatting.  You might think that’s a bit 

harsh, but it’s just like filling out an insurance claim or creating a 

super bill.  If it’s not done correctly, it doesn’t get accepted. 

Dateline: The dateline should look like this: 

  Shawnee Mission, KS – January 6, 2013. 

Summary or lead in paragraph. This is the paragraph that will let 

the reader know what the release is about.  You then fill in the 

details in the body of the press release. 
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 A good quote.  Feel free to quote yourself or someone else who 

is relevant to the situation. 

 Some strategically placed keywords and phrases. 

The end.  ###:  Your press release needs to end with ### at the 

bottom of the page. The ### should be centered at the bottom of 

the page. 

One of the most difficult barriers for doctors to overcome is 

the belief that they don’t have anything news worthy. 

What I recommend is a monthly press release preferably, 

quarterly at the minimum.  When doing press releases monthly, 

you will not want to submit them to local news outlets.   

These are typically for Search Engine Optimization purposes.  

As long as they have keywords or phrases.  An example of this 

would be Portland Chiropractor sells his home.  Note that there is 

really nothing earth shattering that will make the evening news or 

stop the presses for the newspaper. They are strictly for SEO 

purposes. 

The quarterly press release focusses on events, training, and 

promotions.  These DO get submitted to local news outlets.   

 TIP: If you live in an area that has a local 

college, don’t forget to submit your release to the 

school newspaper, and the radio station. There are 

always journalism majors looking for a special 

interest story! 
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SAMPLE PRESS RELEASE 

PRESS RELEASE 

For Immediate Release 

Contact Dr. John Smith – Available for Interview 

Smith Chiropractic 

(123)-456-7890 

Fax (123)-456-9999 

http://www.SmithChiro.com 

Email: DrJohnsmith@SmithChiro.com 

Portland Chiropractor Offers Free Weight Loss Seminar. 

Portland, OR - January 8, 2012 

 

SUMMARY PARAGRAPH GOES HERE 

 

BODY OF RELEASE 

 

GIVE A GOOD QUOTE 

 

 

### 

 

mailto:Johnsmith@SmithChiro.com
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There are a number of press release services that will 

distribute your press release to various newspapers, websites and 

other media outlets. Some of the most effective include: 

PR Web: Very popular, but not free. Pricing varies. As of this 

writing a standard package is $159.00 

PR Buzz- A one year subscription is $299. 

http://www.newsvine.com/ 

http://www.pitchengine.com/ 

http://www.allvoices.com/ 

http://www.gather.com/ 

https://pressdoc.com/ 

http://beforeitsnews.com/ 

http://pressitt.com/ 

http://www.myprgenie.com/ 

http://pressreleaser.org/ 

 

 

 

 

 

 

 

http://pressreleaser.org/
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CHAPTER 11 
 

HOW TO USE VIDEO AND YOUTUBE TO GET A STEADY 
STREAM OF NEW PATIENTS. 

 
One of the most effective ways to get more patients is using 

video marketing.  I see a lot of D.C.’s using video marketing- 

(though not nearly enough).  The problem is that most of the ones 

that do it are doing it all wrong.  They get a pitch from their phone 

book guy who says, “Hey, you need a video” They then sell you a 

video for $500-$700 dollars and upload it to YouTube.   

After 6 months of your video being uploaded, and your video 

has been viewed less than 10 times you decide that video 

marketing and YouTube is a waste of time and money. 

The problem isn’t the video. The problem is the sales guy and 

the company.  Let’s face it.  The phone book guys know that less 

and less people are using their book, so they need new streams of 

revenue.   

In this chapter, I’m going to show you how to do video the 

RIGHT way. To get real results. 
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The Power of Video 

Simply put, video ROCKS!  I love video! The good news- 

video sells and communicates your message.  Video creates a 

know, like and trust factor. Video converts looky-loos into paying 

patients.  

The bad news- most people have no clue how to properly do 

video. Editing the videos are time consuming, shooting the videos 

takes time, uploading the videos takes time, researching the video 

topics takes time, and optimizing the videos takes time. 

 Now if you are just going to use your cellphone, and upload to 

YouTube, it won’t take that long. If you want to use video as an 

effective means of educating AND getting more patients, then 

either A- prepare to spend a lot of time, or B- hire someone who 

knows what they are doing.   

 When I implement my top of the line done for you marketing 

package I create 10-20 videos and upload them to more than 20 

different video sharing sites.) 

Although video is a great way to get your message across, it 

is a very time consuming process. Before you can upload the 

videos, you need to create an account with each video sharing 

site. In order to upload the videos, you need to log into each 

account. You then add the proper title tags, and description for 

each video. Not to mention the time to script, film and edit the 

video with the insertion of a logo, and any other graphic elements. 

 

  Tip: The Ford Modeling Agency boosted their 
revenue by 140% by using ‘reality’ style videos on 

YouTube!  
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Video is one of the most powerful types of media you can use. 

I already mentioned adding images and video to your Google 

Places page, but that's not the only place those types of content 

can be used.  

 
There are dozens of video sharing sites, the most widely used 

being YouTube, where you can also share your videos. Some of 
the other popular video sites include: 

 
 

- Vimeo.com 

- Dailymotion.com 

- Veoh.com 

- Justin.tv 

- Buzznet.com 

- Collegehumor.com 

- Ustream.tv 

- Revver.com 

Some sites are focused on certain types of videos, such as 
Collegehumor.com which is focused on funny videos. Other sites 
like YouTube and Dailymotion have a wide range of topics. You 
can post virtually any type of video. 
 

Those videos could be a commercial format, or they could be 
something more educational if that style suits your business. 
 

For example, you could set up a YouTube channel where you 
show people how to do various things to keep them and their 
loved ones healthy. This creates two opportunities to reach your 
customers. 
 

First, people searching for a local chiropractor could find your 
videos on Google or another search engine, and they would see 
how knowledgeable you were. If you have a collection of videos 
showing various things they need to know about your practice or 
chiropractic or natural health, you'll have set yourself up as the 
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local expert before they ever set foot in your clinic. 
 

Second, you could use this as a benefit for your existing 
patients. They could get tutorials about different exercises or 
healthy living tips on YouTube. 

 
  You could even take questions from them via email, 

Facebook or various other sources and create videos explaining 

how to do whatever they're having trouble with. 

Do you think that would help cement your patient 

relationships a little more effectively? 

By submitting your video to multiple sites, you will extend your 

reach to more potential patients. Not only can they find the video 

on those sites directly, they can discover them through search 

engines like Google. You just never know where people will find 

your content, so the more places you can share it, the better. 

How to Choose the Video Topics 

The first thing you need to do is to figure out what to make 

your videos about. This is easier than it might seem.  I’ve had 

numerous D.C.’s struggle with this. Why not make your life easier, 

and answer the questions that everyone seems to ask you.  

Frequently Asked Questions. 

These are questions that you or your receptionist gets asked 

all of the time.  It can be something like I have headaches.  Can 

chiropractic help with that? 

What is a ‘subluxation? 

What makes the ‘cracking’ noise I hear when you adjust me? 

Are Chiropractors Doctors? 

Can a Chiropractor help with Whiplash? 

Is Chiropractic Safe for Children? 
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These are just a few ideas to get your mind working. 

TIP: Getting video testimonials from patients 

is a great way to use video.  You might have 

patients who are camera shy, or don’t want to.  If 

you get a testimonial in writing, you can use that 

and make a slide show type of video.   

 
  
9 Ways to Optimize Your Videos 
 
In order for your videos to actually rank and show up in the 

search engines, your video needs to be optimized. This is where 

the phone book companies who sell you video as an add-on sale 

really screw up.  All they do is take the video and upload it to their 

YouTube Channel where it gets buried with the hundreds of other 

videos about dog grooming, plumbing, and restaurants. 

1. Choose your ‘tags.’ These are words like chiropractor,         

back pain relief, etc.  

2. Make sure to put your website address in the description box so 

people have a link to click on. Fill out the description box as 

completely as possible.  

3. Make sure you have a call to action in your video. 

4. If you put your phone number somewhere- consider using a call 

tracking number. 

5.  Change the name of your video.  Instead of uploading a file 

called 0045.avi rename the file to BillingsChiropractor.avi. 

This is important because people are using YouTube as a search 

engine! 
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6. Publish your video on Facebook and other Social media.  Ask 

your friends to watch the video and like it.  Video views play an 

important part in getting your video to rank on the first page of the 

search engines. 

WARNING! There are some companies that you can 

hire to get views, or software to get automatic or 

robot views.  This is a sure fire way to get your 

video not ranked, and can lead to your account 

getting terminated! 

 

7. Upload your video to more than just YouTube. Like I mentioned 
earlier, I upload videos to more than 20 different sites.  
 
8. YouTube has speech recognition. One of the things that has 
proven to help is by using the keyword in the first ten seconds of 
the video. 
 
9. One thing that I have been testing, and seems to help is to 
actually tweet the video link, and if possible get people to re-tweet 
it.  The search engines like to see things being watched and 
searched and talked about on a variety of different social sites. 
 
Easy Ways to Make a Video 

 
With all of the technology today, it’s easier than ever to make 

and publish videos.  A common myth is that you need a fancy 
camera. 
 

When I shoot video for a client, I use a video camera that is 
small and compact.  I use a Kodak Zi-8.  This little guy will record 
In HD and has a jack for a microphone. You can also make videos 
with your cellphone.  Too many business owners get hung up on 
the actual equipment and not the results.  

 
PowerPoint. You can make a few slides in PowerPoint, and 

do a voice over. You can record your screen and voice over with a 
program like Camtasia, or it’s free version, Camstudio. 
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Another option kind of like the PowerPoint option is to make a 

slide show video.  This is where you insert 7 or 8 pictures, and 

add some music to the background.  These videos are short- 

typically 15-30 seconds in length.  Most computers whether you 

use Mac or Windows, come with some kind of video editing 

software that will allow you to make simple slide show type videos. 

 

TIP: I LOVE video! In some markets my clients 

literally OWN the first page! They have 3, 4 and even 

5 or more listing on one page! The search engines 

want to give a mix of results, so if you have a well 

optimized video, you can get it to show up on Page 1. 

Sometimes it is faster for me to get a video to rank 

on page 1 than a clients website.    

 
 
In today’s world, video needs to be an essential part of your 

marketing mix.  Unfortunately, as awesome as video is, a video 

marketing campaign done right it time consuming, whether you do 

it yourself or have a marketing company help you with it.  Not only 

the editing, but for the uploading. I mentioned earlier, that I 

typically upload 20 +video sites.  That means that for each video 

to be uploaded, each site must be logged into and then the proper 

optimizations. 

If you aren’t using video, your practice is missing out! 
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CHAPTER 12 
 

HOW TO TRACK YOUR ADVERTISING AND INCREASE 
YOUR R.O.I. 

 
  

One of the biggest mistakes doctors make with their 

advertising is not knowing where their advertising and marketing 

dollars are going.  Now, I’m sure you know where you are 

spending your advertising money, phone books, billboards, 

newspapers direct mail etcetera, you probably have no idea on 

how effective your advertising really is. 

If you are like most doctors I speak with, your ‘tracking’ 

consists of having you or your secretary ask people where they 

heard about you and your practice.  While this is better than 

nothing, the hard truth is that people deal in generalities. 

As an example, if a patient calls, and you ask them how you 

did find out about us, and their response is the phone book, you 

still don’t have enough information to really know where they 

came from.  Which phone book?  Even in a relatively small city 

like Fargo, ND (population 105,000) there are SEVEN local phone 

books!  Now, if you are only listed in one that narrows things down 

a bit.  
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 The other example is ‘I found you online.’  What exactly does 

‘online’ mean?   

The internet of course. Well, WHERE exactly did they find 

you?  Did they do an online search?  If so, did they use Google?  

Did they use Yahoo! or maybe Bing!?   

Yelp and other directories like Manta, are ‘online’.  Maybe 

they clicked on one of your banner ads, or a pay per click link? 

If they did ‘Google’ you, what exactly did they type in the 

search engine? 

Now you see that it is not as easy, and cut and dried to know 

exactly where your patients are coming from. 

Heck, they may have started watching kitten or dog videos on 

YouTube and end up watching one of your videos, and call you 

from that.  That’s still finding you ‘online.’ 

What about TV advertising?  If you are like most doctors, you 

are spending money in a number of ways, and the only real way to 

know if it is effective is did you make more money this month 

compared to last month, or a year ago. 

The good news is that it’s not that difficult.  You just need to 

know how. 

I’m going to break this down into 2 sections.  Tracking your 

online and then tracking your R.O.I. with other media, radio, 

television and print media. 

Okay- Let’s get started! 
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Tracking your Online R.O.I. 
 
Tracking where your patients are coming from with online 

marketing takes a little technical savvy.  You will need to know 

how to access the code of your website, and be able to edit it. 

After that, it’s as simple as cutting and pasting a line of code 

from Google Analytics. 

The first thing you need to do is get a Google Analytics 

account. 

Visit analytics.google.com or do a search for Google 

analytics. 

Follow the steps to create your account.   

Once you have your account created, you will need to add 

your website to the dashboard.  Once that is completed, simply 

cut and past the code Google provides you into your website. 

Step: 2: Wait for ‘verification’ that your tracking code is 

installed properly.  Once your code is installed- it will say ‘data 

being received’. 

I am constantly amazed at the amount of doctors I speak with 

that do not have any type of analytics installed.  Like the saying 

goes “You don’t know what you don’t know.” 

Some people become absolutely obsessed with tracking their 

website ‘hits’.  I typically pop into the analytics dashboard a couple 

times a month, no more than weekly.  Unless you are running a 

huge website with tens of thousands of visitors and are selling 

something online, it really is not necessary. 
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TIP: To find out if your website has 

analytics installed, go to your website, <Right 

Click> and select ‘view source’.  It will then bring 

up what probably looks like gibberish to you, but is 

the heart and soul of your website.  It tells the 

search engines what your website is about, and a 

bunch of other stuff.  What you are looking for is a 

line of ‘code’ that says something like GOOGLE-

ANALYTICS.COM/GA.JS'; 

 

 
 
 
 

If you do not see something like this, it means one of two things.   

1. You do not have any type of tracking software installed. 

2. You do have some tracking software installed, but it is not 

Google Analytics.  There are some pretty powerful pieces of 

tracking software not powered by Google, but Google is free and 

gives you an amazing amount of data. 

After you have had your tracking installed and sending you 

data for at least 30 days, it’s time to take a look at what’s 

happening. 

You can search by keywords. These are words or phrases 

that people are typing into the search engines.  One section to 

take a look at is the ‘referring sites’. These are other websites that 

the person was on and found a link to your site and came from 

there. 

An example of this is someone was on Yelp or Manta, or even 

Facebook, or YouTube, and they came from your site from there.  
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There is a ton of information you can get. 

One of the most neglected pieces of information that this 

gives is what type of ‘web browser’ or device people used while 

looking at your website.  While you probably don’t care if someone 

was using Google Chrome or Apple Safari when looking at your 

site, what you need to take a look at are the devices.   

Especially tablets or mobile devices.  The reason that this is 

important is not all websites are actually optimized to appear 

correctly on a smart phone.  If this is the case, there is a very 

good chance that they come to your site, it looks funny, and they 

then click off.  In a future chapter, I’ll discuss mobile websites. 

 

TIP: One of the things that you want to look 

at is something called the ‘bounce rate’.  This 

should be no higher than 60%- and even lower is 

better.  This is calculated when someone comes to 

your site, and then clicks off a few seconds later. 

This tells Google that the keyword that they typed in 

to come to your site, was not ‘relevant’ to what they 

were looking for. 

 
 
Besides your website, Google provides you with analytic data 

from your Google Plus Local Page. It will tell you how many 

people looked at your local page.  This is why it is a good idea to 

have some kind of offer. If you make it a printable offer, you can 

physically track that, because they need to bring in the coupon. 

 
The $2.00 solution for tracking your Advertising 
 

The above solutions work great for tracking online activity, 

website traffic, etc.  How do you REALLY find out where all of your 

phone calls are coming from? 

The way to do this is with a tracking number.  A tracking 
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number is a dedicated phone number that gets forwarded to your 

office. 

 There are a number of places online where you can get a 

tracking phone number.  Some will be as much as $10/month plus 

minutes. One of the ones I recommend is kall8.  You can get a 

dedicated number for a couple of dollars plus a few cents per 

minute per call.   

 Want to know how many calls you are getting from 

Facebook? In the information, instead of putting your office 

number get a tracking number and use that as well.  Use a 

different phone number for all of your advertising.   

 Are you trying a direct mail campaign?  Get a tracking number 

and put that on the flyer. 

Are you doing television or radio ads?  Use a different tracking 

number! 

Use a tracking number when you set up your citations for 

directory listings.  You don’t need a different number for each 

different directory, because that could add up in a hurry.  I would 

consider one number for all of your directory listings. 

The beauty of this is that you will finally have an idea of where 

the phone calls are coming from.   

 
 

TIP: How many business cards have you passed 

out or hung up on public bulletin boards at 

restaurants? Consider using a tracking phone number 

on your business cards.  The beauty of tracking 

numbers is that you can get a number almost 

instantly, and if you have a promotion that only last 

for a few months, you can cancel the number after the 

promotion ends.  
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Most of these mistakes are not your fault.   

If blame is to be put on anyone, it is the person who is selling 

the ad.  Most of these sales people really don’t know how to do 

effective direct marketing.   

Another mistake that can be easily corrected and tracked is 

where you send people to.  For example, if you have a 

downloadable coupon for something that you are promoting 

through an offline ad, don’t send them to your main webpage. 

Send them to a specific page on your website. 

So instead of to get your free spinal analysis coupon, visit  

WWW.MYCHIROPRACTICE.COM 

Send them to WWW.MYCHIROPRACTICE.COM/VIPDISCOUNT 

The number of people that visit the specific page can easily 

be tracked through Google Analytics. 

 
Tracking Calls with a Call Tracking Sheet 
 
 One of the most effective ways to track your business is with 

a call tracking sheet. This is a sheet that is in a binder that sits by 

the phone that your receptionist answers.  It only takes a few 

seconds to fill out during each call and can be effective in 

determining how prospective new patients call and how many 

actually schedule an appointment.  

 There are also a couple other boxes you can check during 

the conversation to find out if they have a ‘coupon’ or special offer, 

and where they got it.  This is also a great time to casually ask 

how they found you. 

 

http://www.mychiropractice.com/
http://www.mychiropractice.com/vipdiscount
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When creating your phone answering script, most offices just 

answer the phone “ABC Chiro this is Sue, how can I help you?” 

While that is perfectly a professional way to answer the 
phone, consider the pizza delivery approach instead. 
 
 If you are not sure what the pizza delivery approach is go 
ahead, call your favorite pizza delivery joint and order a pizza.  I’ll 
wait.  Did you call? If you did, you probably heard someone 
answer the phone like this.  
  

“Hi thank you for calling Bob’s Pizza, would you like to try our 
new 8 meat pizza loaded with extra cheese and super gooey 
cheesy bread and a 2 liter of pop special for only $20.00?” 

 
Use the phone to promote any in clinic specials, or any 

upcoming events you might have. 
 
Below, is a sample of a clinic call tracking sheet you can use. 
 
By using a call tracking sheet you can have a better idea of 

how many people call, and how many are actually becoming new 
patients of yours. 

 
Feel free to change or add things to fit your practice. 
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Daily Telephone Inquiry Sheet 

       Today’s Date ________ 

 

Prospects Name__________________        Phone________ 

 

How did you hear about us?  _____ Internet   _____ Referral       

____ Direct Mail__ TV     ___ Radio    ___   Repeat Patients 

   __ Phone Book    ___ Tradeshow ___ Other 

 

Result of Call____________       Appointment ___Yes      ____No 

 

Email List?   ___________________ 

 

 

REMEMBER TO SMILE!!!!  
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TOTAL CALLS FOR THE WEEK 

 

Week 

Ending 

M T W Th F Sat Sun 
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Use the call tracking sheet to get a better understanding of 

what parts of your marketing are working! 

One of things that can seem a bit vague, is how can you track 

an R.O.I. from YouTube? 

For example, the keyword “Tampa Chiropractor” is currently going 

for $5.67 per click.  As you learned in a previous chapter, your 

Adwords account is going to be charged $5.67 every time 

someone clicks on your ad. 

 You can equate YouTube views to PPC advertising. Every 

time someone watches a video on YouTube, it is the same as if 

they would have clicked on your site.   

 The same thing is true with regular keywords and your 

website.  If this D.C. had 200 people visit his website and through 

Google Analytics 73 people came to his site from the keyword 

“Tampa Chiropractor” they would have had to spend $413.91 on 

Google Pay Per Click Ads to get the same results. 

 And that is just from one keyword.  Not to mention other key 

words that if done properly like “Florida Chiropractor”, 

Hillsborough County Chiropractor”, “St. Pete Chiropractor” etc. 

 With someone who knows what they are doing it’s easy to get 

an R.O.I. on your internet marketing.  Not to mention a bunch of 

new patients! 

 

 

 



Courtney Kostelecky 

82 

 

 

 

 

 

 

 

 

CHAPTER 13 

THE ONE THING THAT SHOULD BE IN EVERY OFFICE 

WAITING ROOM 

 Waiting.  Nobody likes it.  Every office waiting room is filled 

with books, magazines, and health related literature. Some offices 

even have televisions or a binder full of referrals. 

 On the following pages I am going to share with you what I 

call the Super Newsletter.   

 Why is it called the super newsletter?  It’s because this piece 

of stealth marketing, entertains, educates, AND has some very 

under the radar ways to get referrals.  Here it is. 

 

TIP: I know some practices already send out a 

patient newsletter via email.  This is not meant to 

be a replacement- it is a supplement. 

 

 



Chiropractor Marketing Secrets 

83 

 

 



Courtney Kostelecky 

84 

 

 

 

 

 



Chiropractor Marketing Secrets 

85 
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The Anatomy of the Perfect Patient Newsletter 

 The proven ‘formula’ for an effective newsletter is 75% ‘fun 

stuff’ and 25% related content. 

 There are a number of elements  that make this sucker really 

work like gangbusters! 

 1. It’s fun and engaging content. 

2. The ‘Condition of the Month’.  This get’s them thinking of 

other things that chiropractic can help with, not only for 

themselves, but when they are thinking of other friends to refer to 

your practice. Not everybody has had a serious accident that 

requres chiropractic care, but there are a lot of other things 

seemingly unrelated. Chiropractic care during pregnancy and 

other things like frequent headaches and allergies. 

3. The Cartoons! It gives a nice ‘break’ from all of the text and 

makes it easier to read. The Cartoon also has another reason.  It 

makes the newsletter slip ‘under the radar’ and entices people to 

read it.  If you were to have a pile of two newsletters, side by side 

with equal content, one only had text, and the other had the 

‘cartoon’ on the front, which do you think would get picked up and 

read more? 

4. The element of ‘Social Signals’. The custom QR code goes 

to YOUR Facebook Page, YOUR Google Plus Local Page, or 

other social pages that I use.  A lot of people are already using 

their cell phone, so it’s pretty easy for them to scan the custom 

QR code or visit a link. 

5. Sell More Products.  In the section that promotes an event, 

an easy ‘no sell’ pitch would be somethig like… “Do you get sore 

muscles after a workout?  Ask us about <your product> 

Or ‘Ask about our Free Weight loss Workshop.’ 
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Tips for Creating Your Own Patient Referal Newsletter 

1. Make sure you use the right font and font size.  You want to 

make your newsletter easy to read. 

2. Don’t ‘steal’ or plagerize. You DO NOT have the legal right to 

find cartoons, stories or articles online and just use them. 

The same thing goes with pictures. Every article in the newsletter 

has been properly  credited and licensed. Yes, I PAY to use some 

of the articles and cartoons used in the newsletter. 

3.Physial copies ONLY!  Some doctors want to skimp and save a 

few bucks and decide that they are going to send this out in an 

email. While you can send this out as an email, the thing that 

really makes this work is by having a supply of copies on hand 

that people can take home if they want.  To save a few dollars, 

you can have them printed in black and white instead of color. 

4. Messing with the proven formula.  Don’t overload your patients 

with boring content.  That’s why this works.  It has a mix of fun, 

education, and promotion. 

 

TIP: If you really want to kick it up a notch, 

you can also mail a copy of the newsletter to 

patients who have not been in for 90 or 120 days.  

 

Give the patient newsletter a try.  I think you will be surprised at 

the results this one sheet of paper produces! 

For purchasers of this book- I have secured a special offer. To 

claim your offer visit 

http://www.ChiropracticPatientNewsletter.com/bookowners.html 

http://www.chiropracticpatientnewsletter.com/bookowners.html
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CHAPTER 14 

         THE YELLOW PAGE DILEMMA 

Yellow page providers realize that they need to do something to 

keep from becoming extinct in a few more years. One of the 

solutions they've attempted is internet-based phone directories. 

These directories work much like the printed version. Your ad gets 

placed in whatever business category is applicable, on the 

assumption that people will use those directories to find local 

businesses. But the reality is that those sites have very little traffic 

- Google, Bing and Yahoo are the places that people turn to when 

they're looking for local businesses. 

This is good for you for several reasons: 

1. You have much more flexibility in how you present your 
business through the search engines than you do with 
online Yellow Page directories. 

2. Your costs will be much less than what you would pay for 
an ad in the print version of the Yellow Pages, particularly 
compared to larger ads. 

3. With local search marketing, you can update or make 
changes to your ads as often as you want. Compare that 
to a print ad that can only be changed annually. 
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4.   Most cities have multiple phone books, so to be sure you are 

getting the maximum exposure you need to be in all of them. In 

Fargo, ND at last count there were 7 different phone books! 

   The internet gives you a much larger reach. Yellow 

Pages directories generally get distributed once a year. 

How to Optimize Your Phone Book Listing 

  In today’s world, it’s true that phone books are becoming 

less and less popular.  Now, I’m not saying that you shouldn’t 

advertise in them, but depending on the size, the ad is going to 

cost you at least $1,000 per year, and a full page ad depending on 

your area, will cost at least $1,000 per month, or $12,000 or more 

per year! 

  Open up your phone book- if you have one. Open to the 

page with all of the other people in your category. For the most 

part, they all pretty much look the same.  Usually, they just take 

your business card, and reproduce it in the phone book, or a long 

list of bullet points. 

  When you are looking at creating your phone book ad, 

consider something like this. 

Free Report Reveals…“5 Ways to Have a Pain Free Back” 

You would then put a link to your landing page for people to 

download the report. 

Or 

 “5 Things You Need to Ask before you Choose a 

Chiropractor”  

 

More information on the details of this is found in Chapter 19. 
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The phone book companies realize this, and they are now getting 

heavily into the online marketing space. 

They will do a very basic website for you. 

 

WARNING: The phone book companies that do your 

website will register YOUR business name. So, if you 

hire a phone book company to build a website for you, 

and your practice name is Smith Chiropractic, the 

phone book company will register the name 

SmithChiropractic.com  THEY will be the registered 

owner NOT YOU!  I’ve heard horror stories about some 

business owners who are trying to get THEIR business 

name back from the phone book company! 

 

They are also preaching about how awesome video is, and 

that you must have a YouTube video about your office.  

While that is a perfectly reasonable strategy, the problem is 

that they do not know how to properly optimize a video. Unless 

you send someone the link to your video, it will never get found.  

This screen capture was taken directly from a phone book 

publishers YouTube Channel. 
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Only 10 people have seen watched this video in two years! 

No matter how fancy of a video camera or the fancy 
production values, it’s not the equipment, it’s the end result! 
More people watching your video and getting patients! 
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If you are planning on doing an ad in the phone book, I have 

included a complimentary ad optimization and critique certificate.  

Simply Tear out the page at the back of the book and mail it to the 

address listed, along with a copy of the ad you are planning on 

running, and I will provide you with some changes to consider.  

If you purchased the kindle or e-book version, simply print a copy 

and follow the instructions. 
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CHAPTER 15 

HOW TO TAKE ADVANTAGE OF THE GROWING TREND 

OF MOBILE MARKETING 

 In the last chapter, you learned (if you haven’t already figured 

it out) that the phone books are becoming less and less popular. 

Mobile Marketing 

Mobile marketing is a huge growth opportunity for local 

businesses. More and more people are carrying smartphones that 

have always-on internet connections, and they're using them to 

find local businesses when they're on the go. 

There are very few businesses that approach mobile 

marketing correctly. 

Most companies don’t have a “mobile” version of their 

website.  

Not having a mobile friendly website makes it extremely likely 

that someone searching for more information will simply leave the 

page and look for another site that's more mobile friendly. 
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This is what a "regular" website looks like on a typical smartphone. 

It's practically impossible to read, and even if someone zooms in 

to see what's there, it's still not going to be very effective. FYI this 

site was designed by a phone book company.  

To find out what your site looks like on a mobile device you can go 

to www.mobilesiteviewer.com 

 

 Notice how the website is ‘scrunched up’.  The person who 

visits this page will have to scroll all over on their phone in order to 

get the information they are looking for. The phone number on this 

site, is at the very bottom, and will take a bit of scrolling to get to it.   

Assuming that you don’t get frustrated and move on to a more 

mobile friendly site.   

99% of the time they're looking for one of two things - a phone 

number or an address. They don't want to read the website or 

anything else; they're just trying to either call or get to the right 

location. 

http://www.mobilesiteviewer.com/
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Let's look at an example of a much more effective mobile 

website: 

 

 

If someone searches for you on their smartphone, and 

winds up on a page like this, don't you think the chances 

are much better that they're going to actually call and/or 

visit as a result? 

There is a lot more that you can do with mobile 

websites. Most of today's smartphones have various other 

functions that can be integrated into a mobile site. 

 

 



Chiropractor Marketing Secrets 

97 

Many smartphones have GPS functions built right in. 

What if you could include GPS coordinates on your 

website so all your potential patients had to do was click on 

the link and it would open their GPS and give them exact 

directions to get from wherever they are to your location? 

How about including all that contact information on 

your website so that patients could click another link and 

automatically have it all loaded into their phone's address 

book? Don't you think they'd be a lot more likely to make 

multiple visits to your business if the details were all loaded 

in their phone whenever they needed your products or 

services? 

But there's one more incredibly powerful aspect of 

mobile marketing that is still extremely under-used. Text 

messaging. 

Text Messaging 

Text messaging or SMS has experienced huge growth in the 

number of people who use it regularly. It's not only younger people 

who are using it. Text messaging is becoming more and more 

common with older users as well. 

Local clinics can use text messaging to engage their patients 

on a much more personal basis than even email marketing can 

provide. 

There are two huge advantages to text messaging that really 

can't be matched by any other method of communication. 

Most people have their phones with them virtually all the time, so 

those messages will reach them no matter where they are. 

The vast majority of text messages get read almost instantly when 

they're received. Compare that to email that may go unopened for 

several days. 
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How can this work in your favor? Let’s say you have a 

massage therapy business as part of your clinic. If you had 

a slow afternoon, text messaging could work much the 

same as Facebook promotions, except it would be even 

more immediate. There's just no other advertising medium 

that can reach your patients as immediately that is virtually 

guaranteed to be seen. 

WARNING: Any text message marketing 

system MUST have the ability for the person 

receiving the text messages to Opt-out. Don’t 

send too many messages or it could make your 

patients mad.  I wouldn’t send more than 1 or 

if you have a promotion that is ending, maybe 2 

text messages a week.  Used strategically text 

message marketing can add extra money to your 

practice. 

 

 You can also integrate text messaging for appointment 

reminders.  

TIP: To really connect with your patients, 

why not send them a personalized text message 

on their birthday. 

 

So does that mean you need to be feverishly tapping 

out text messages to all your patients every time you want 

to send something? 
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Not at all. There are services that will broadcast a text 

message to everyone who has requested to receive them 

from you. Your patients just have to send a text to a 

number to sign up to receive text messages from you 

whenever you broadcast something out. 

You can even set up an automatic response, giving 

you the ability to offer an incentive to get people to opt into 

receiving those messages. 

The system I use, can also add patients who have 

requested some information via text and can automatically 

add them to an email list.  This is a great and fast way to 

grow your internal list.  

QR CODES 

You probably have seen some crazy looking square 

that looks something like this.   

 

 This is called a QR or ‘quick response’ code.  These things 

have seemed to take over and you can’t go a day without seeing 

one.  These little things can be a powerful marketing tool, but most 

people really have no clue how to effectively use them 

I’ve seen them on the front, or back of a business card, on t-

shirts, on hats, on pens, on a website, direct mail, billboards, 

television commercials, and on a vehicle. 
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 Basically it works like this.  If someone has a smart phone, 

and has a QR scanner loaded as an application, all they need to 

do is take a picture of the code and it will take them to a pre-

determined place. 

Here are some of the things a QR code can do. 

 Go to a YouTube video 

 Go to a website 

 Go to a Twitter page 

 Go to a Facebook page 

 Go to a LinkedIn Profile 

 Go to a FourSquare Check-in 

 Go to a PayPal Buy Now Link 

 Go to any other website link 

QR codes can take a person to virtually any location on the 

internet.  You just need to know how to create one. 

The easiest place to go to get a QR code created is a free 

website called QRStuff.com 

Common QR Code Pitfalls 

Pitfall #1:  Improperly res-sizing your code.  I’ve seem QR 

codes on all kinds of things.  I’ve even seen a QR code on a 

pen!  The problem with making a QR code too small is that 

you need your cellphone to get a clear picture.   

Pitfall #2:  Know where your QR code is going to.  I’ve seen a 

QR code on a website that when you scan it takes the person 

to….the same website!   
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Pitfall #3: Not having a mobile version of your website.  If you 

have a QR code on a direct mail piece, business card, or 

whatever, if it takes the person to your website and it’s not 

mobile friendly, chances are they are not going to stick around. 

Pitfall #4:  Expiring QR links or promotions.   You have a QR 

code on all of your printed material.  You decide that you 

would like to run a new patient special.  If you wanted to 

promote that through a QR code, you would need to have all 

new stuff printed up, just for the new promotion. 

TIP: For all of my clients I use some 

advanced technology called a custom QR code real 

time re-direct.  What this does is it lets me 

change where the QR code goes to.  If you wanted 

to send everyone who scans your code to an invite 

page for a wellness workshop, it can be changed in 

a matter of minutes.  If you want to send everyone 

who scans your QR code to a new patient special, 

it can be done; WITHOUT having to print up new 

material. 

 

QR codes can be a very effective tool to add to your patient 

getting tool box! 
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CHAPTER 16 

GETTING NEW PATIENTS WITH A MOBILE APP 

Marketing with Mobile Apps 
There is no doubt that if you have a smart phone, you have 

been to an app marketplace either android or apple and have 

downloaded an app. The Google Marketplace has about 675,000 

different mobile applications that people can download, and the 

Apple store has over 700,000. You probably have not even 

thought of having a mobile app for your practice. A custom mobile 

app can be a great way to build your brand, get more patients, 

and help with patient retention. 

  Before we dig in, there are several considerations to 

leveraging mobile apps to market a chiropractic practice or 

business. This includes following best practices when creating and 

submitting an app for publication for organic marketing as well as 

external, guerrilla and traditional marketing methods. 

After the app has been extensively tested and is ready for 

publication to Apple and Google, it there are some important 

things to consider during the submission process. 
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Organic App Marketing 

 
There are a ton of apps in the app stores. It’s very important 

that you give your app every opportunity of being seen. During the 

submission process, you have the chance to affect the marketing. 

 There are certain aspects during submission that can be 

altered once your app is in the app stores, like the screen shots 

and description. Equally, only some aspects can be changed 

when submitting an update to the application. This should be a 

consideration prior to submitting so everything is just right! Let’s 

take a quick look at some items worthy of attention during the 

submission process. 

The App Icon 

 
The first place to start is with the App Icon. We are a visual 

species and an attractive Icon will be the first thing we see when 

searching the App Stores. Think about it. If you are a mobile app 

user, what is your behavior when considering downloading an 

application? Do you look at the icon and screenshots? Do you 

read the descriptions? 

The icon is the first thing people will notice when searching 

the app stores. It’s really important to have an appealing icon to 

grab the attention of would be downloaders. 
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Screen Shots 
 

Screen shots are provided by Apple and Google in the app 
stores. When someone is considering downloading an application, 
Apple gives you up to 5 screen shots of your app to be shared on 
the app store. This is ‘prime real-estate’! Use it! This is a massive 
opportunity for you to get more attention to your application.  

 
Potential users will look at these images in their decision to 

download an app. This will be something to consider when 
grabbing your screen shots of your app. You want to grab the 
most visually appealing aspects of your app that also show its 
functionality. As the saying goes, people do judge a book by its 
cover, so get this right and don’t omit this step. Apple and Google 
want your app to succeed and give you the tools to market your 
app, so use it wisely.  

 
 
 

                             
 
 
 
 
 
 

 
 
 
 



Chiropractor Marketing Secrets 

105 

 
Naming Your App 
 

Most people search by functionality of an app, so it’s worth 

some time and careful consideration when naming your mobile 

application. If your app has a specific functionality, I would 

recommend leveraging some research using Google’s Keyword 

Tool or a similar program to identify opportunities in keywords and 

phrases that may not have been originally considered. There is a 

limited amount of space and characters available so get this right. 

App Description 

 
The app description is important. You want to keep this short, 

sweet and to the point. A great way to see how this is done is to 

check out the app store. Look at some apps and see how others 

are doing it. Take a look at a lot of the apps in every category 

including Best Sellers, Top Grossing, Top Paid, and Top Free. 

Write down some notes and compare the description in length, 

style, keywords, CTA (call to action), feedback from users. 

Another consideration may include adding different 

languages. This is a huge opportunity to encourage more 

downloads. If you live in an area that has a large Hispanic 

population, simply translating your apps title and description to 

Spanish, German, French, Chinese, Japanese or other 

languages, will effectively open up the opportunity to reach 

potential downloaders and new patients! 
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TIP: Don’t worry; you don’t have to know 

these languages to have your apps title, keywords and 

description translated. You can outsource this to a 

native speaker relatively inexpensively. There are 

services available online including Google’s 

translator that will get this done for you.  

 

Ultimately, having your app available in multiple languages 
can have a massive effect on the number of downloads of your 
application. 
 
Keywords 

 
Keywords for online marketing can make or break a 

marketing campaign.  I would recommend some diligence in this 
area prior to submission to the app stores. Keywords can’t be 
changed after your app is submitted unless you submit a new 
version of your app. This is why it’s vitally important to do research 
prior to submission to the app store. 
 

Keyword research can reveal opportunities to capture more 
attention. You may perform keyword research and notice that a 
particular keyword or keyword phrase yields a larger result 
compared to what you thought would be a keyword that you 
should use. For example, you may come to find that people tend 
to search for ‘Back Pain’ versus “Chiropractic App’ and it may be 
profound.  
 

In fact I did some research and it took me all of 1 minute to 
do. Here are the results: 
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Keyword Phrase  Global Monthly Searches    Local Monthly 
Searches 
 
Back Pain                         2,740,000                          1,500,000 
 
Chiropractor App              260                                     210  
 
I’ve included the other suggested or related phrases that Google 
provided in the search and those can be used equally as ideas for 
keyword phrases. Below are screen shot images from the search 
results. 
Keyword Phrase: Back Pain 
 
Keyword Phrase: Chiropractic App 
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Categories 
 

Select a category that will represent and which is relevant to 
your app. Although this is another area to research, it may provide 
a boost to your marketing efforts by selecting the appropriate 
category for your app to reside. 
 

One of the features that Apple and Google provide is a 
‘related’ area. This area features apps that may be related in a 
category search that a person stumbles upon. Often people may 
select an app that is closely related or similar based on search 
criteria. This is why the other areas that we mentioned like app 
icon, keywords, and description come into play.  
 

If you have ever purchased an item on eBay or Amazon.com, 
this may be familiar to you as those retailers often suggest other 
items (in this case apps) that are similar.  
 

Once an app is live, users will have the opportunity to rate 
and review the application. These ratings and reviews will also be 
displayed for users to consider. 
 
Mobile Ad Networks 
 

Once the in-store marketing is set up and optimized, focus 
should be shifted to mobile ad networks. 

 
Mobile ad networks are services that provide advertisements in 
mobile apps.  
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There are a couple of advantages to do this. As an app 
publisher, you can leverage these ad networks to monetize your 
apps by accepting ads in your app or use these networks to 
advertise your application in other apps.  
 

Depending on your strategy, this can be an enhancement or 
distraction. Typically, these ads are unobtrusive and generally 
accepted if the application you are providing is a free app. If 
people are paying for your app, there is a chance that it might not 
get accepted. 
 

Leveraging an ad network may be a great strategy to help 
market your app within other apps specifically if other apps have a 
large user base. Siphoning or acquiring some downloads from 
other apps is a great way to build your user base, and relatively 
inexpensive. 
 
Here are some of the services that you can use. 
 
http://www.RevMob.com 
 
http://www.TapForTap.com  
 
http://www.TapJoy.com 
 
http://www.AdMob.com 
 
http://www.Chartboost.com 
 
External App Marketing 
 

Now that submission of the app has been planned or 
completed, you can shift your focus on marketing your app to your 
existing patients. A mobile app can have a profound result in 
many areas from in promotion, education, awareness, community 
building, customer support, scheduling appointments. 
 

Here are some strategies that can be leveraged in promotion 
for both the app as well as your chiropractic office.  

 
 

http://www.revmob.com/
http://www.tapfortap.com/
http://www.tapjoy.com/
http://www.admob.com/
http://www.chartboost.com/
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Leveraging traditional marketing collateral can yield huge 
results. Providing a link on your business that encourages 
customers to download your free app is just one way to promote it.  
Another way to promote your chiro app is in the patient newsletter 
that you have in your lobby or waiting area.  

 
After each appointment, hand out a follow-up appointment 

business card to each patient or client. On the card, have a 
download link that directs clients to the app download page. Have 
your office staff educate or bring awareness to the new app and 
some of the features like educational tabs on chiropractic, 
exercise and nutrition or scheduling for adjustments or massage 
sessions. The list goes on and on with what can be provided 
within the application and the extrinsic value. 
 

Just as you can leverage the appointment or business cards, 
other marketing collateral can be utilized. Office signage like table 
top cards, digital signs on existing monitors, web banners on 
websites, blog posts, newspaper advertisements, restaurant 
placemats and others can all be used to inform current and future 
clients about your app. 

 

TIP: Make sure to send out a Press       

release; specifically to local and area media. 

Not a lot of local businesses have their own 

mobile app. This will make your practice  

stand out. 

 
 

Once a user base is established (it doesn’t require a lot), the 
app can then be spread virally. Here is how that can happen. 
 

Your app has just been published and you get one person to 
download it. Just one person. Let’s also say that person has a 
Facebook account and has a modest friend list of 200 friends or 
associates. This one user can use the share function on the app 
to tell others about the app by tapping the button and spreading 
the word and download link for the app to Facebook. The 200 
friends of that user will see or potentially see the shared post and 
download link on Facebook.  
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The likelihood to get more downloads is very good.  
 

This method can be leveraged through SMS text, Facebook, 
Twitter and email. Simply asking your downloaders or clients to 
spread the word about your new app can yield huge results in 
downloads. Imagine leveraging an unpaid marketing team like 
this. One person telling two hundred people through a simple 
Facebook share and then those two hundred people repeating 
these actions can result in hundreds of thousands or more 
downloads.....for free! 
 

The fact is that a majority of us (and that number is growing 
daily) are spending more and more time with our mobile devices. 
Doesn’t it make sense to be where the eyeballs are? 
 

One of the major functions and benefits of leveraging a 
mobile app are ‘push notifications’.  

 
Push notifications are like text messages but are directly 

associated with an app that has been downloaded. It gives the 
app publisher the ability to send out messages to those that have 
downloaded the application to their device. The user has the 
option to accept push notifications or not. The majority of people, 
who download apps, typically accept the ability to receive push 
notifications. (There comes a great responsibility with this type of 
power....don’t send too many!) 
 

Using push notifications to notify your user base of valuable 
information can be a great way to establish trust and repeat 
transactions. A great way to leverage this sort of technology is to 
provide information on an upcoming educational seminar with a 
link to a website that provides registration. Make sure your 
website is mobile optimized if you do this. 

 
 Another example would be if your massage therapist was 

offering a 25-50% discount on 1 hr. sessions for the next week.  
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Sending out a push notification to a user base of 1,000 or 
more people with a message that says “1 Hr. Massage Sessions 
50% this week only. Call xxx-555-1212”, or “Patient Appreciation 
Day. Haven’t been to see us in a while? Come in for a free 
adjustment. Call xxx-555-1212 to schedule your appointment” 
could yield a significant increase in scheduled sessions and more 
revenue.  
 
The list of external marketing resources is massive. Increasing the 
ROI (Return on Influence) via social media, traditional marketing 
and mobile marketing is proving to yield phenomenal results in 
ROI (Return on Investment) or the bottom line! 
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CHAPTER 17 

GOOGLE+ - THE ‘NEW KID’ ON THE BLOCK. 

What Is Google+? 

Someone once said that if Facebook and Twitter had a baby, 

they would call it Google+. 

While Google has been around for a long time, Google+ was 

launched in the summer of 2011.  At that time it was by ‘invitation’ 

only, and I was selected as one of the people to test the new 

platform.  This was Google’s attempt to capitalize on social media 

platforms like Facebook and Twitter.  Google+ has now been 

opened to the public and has over 500 million users with over a 

billion pieces of content being posted throughout Google+ every 

single day. 

Some believe Google Plus will quickly replace Twitter, as it 

provides an easier way to manage and communicate with friends. 

Others believe that Google Plus will be a valuable addition to 

their personal connections 

Getting Started With Google+ 

Google+ was developed on a very simple foundation. Rather 

than adding friends into one community base, you can segment 

your contacts by adding them into "circles". 
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You can call your circles anything like "Friends", “Family”, 

“Patients”, “Business Friends” or whatever you want. 

You can also have as many circles as you want. The best 

thing about your circles is that they are kept private. Even when 

you add someone to your circle, they only see that you've added 

them as a connection but not what circle you added them into. 

When I first joined Google+, I set up 4 circles. I made one for 

friends, family, clients and networking.  

By doing this, I can post content that goes out only to specific 

circles. This allows me to "tailor" my content and updates based 

on segmented groups of contacts. 

This is VERY powerful. Instead of posting an update as you 

would on Facebook or Twitter, and your entire following base 

being able to see it, you can create content around specific 

audiences, which gives you the opportunity to connect in a very 

different and far more personalized way. 

You could create a circle around existing customers and post 

updates about various events. 

How Access Google+ 

To access Google Plus, visit http://plus.google.com, or if you 

are logged into an existing Gmail account, you will see the option 

to connect at the top left corner of your email administration page. 

You can also access Google+ through the menu items on the 

top right hand of your Gmail account. 

Whenever you receive a new alert like someone adding you 

into their circles or posting a comment or update, the notification 

box will appear in red, along with the number of updates that have 

taken place. 

This makes it really easy for you to stay on top of new alerts 

and updates, right from your Gmail account! 
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Here's a quick overview of what Google+ looks like from your 

administrative dashboard: 

You will find the number of people who have added you into 

circles on the left hand side of your profiles main page with the 

people you’ve chosen to add in circles below that. 

You can decide to allow everyone who visits your profile page 

to see the number of people you have in circles, as well as who 

has added you – or you can choose to block visibility. 

When you do this, an option table will appear. You can now 

choose to allow anyone on the web to see the people in your 

circles, or choose to allow only people within your circles to be 

able to see it. 

Click “Finished Editing” at the top of your profile page when 

you have finished customizing your profile visibility and options. 

There are other parts of your profile page and Google+ 

account that you should optimize. I am going to show you how to 

'tweak' your profile for both the search engines, and those who 

land on your profile and add you into their circles. 

Customizing Your Google+ Account For Maximum Exposure 

You want to take the time to customize your Google+ 

account, so that you are able to tweak your search engine ranking 

data. 

Your Google+ profile is very important because it helps 

Google identify you as a content developer, and author, as well as 

website visitors who view your profile listing within search results. 

The first thing that you want to pay attention to is the actual 

headline/title of your profile page, as it becomes a part of your 

search engine listing. 

Consider important keywords that will capture attention and 

speak directly to your target audience.  
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Keep in mind that Google+ only displays a few characters from 

your link. Make sure that you choose keywords carefully so they 

aren't truncated. 

You should also customize your Google+ profile to include 

direct links to your website or blog. 

You can add links to your profile by clicking on “Edit Profile” 

and clicking the globe icon. 

One thing to keep in mind that you should create an “About 

Me” page on your website or blog that you can then feature inside 

of your Google+ profile. 

When adding links to your Google+ profile page, you’ll be 

given the opportunity to choose a single link that represents who 

you are, and provides more information about you. 

 This link will appear inside of your search engine listing for 

your Google profile and again, helps to determine who you are, 

and what you’re all about. 

In addition, Google+ brings a new way of recommending 

content and highlighting material on the web. Once you have 

activated your Google+ account, you will notice a “+1” featured 

next to every search listing. 

When you click the +1 icon, you essentially store this website 

as part of your Google Profile, and all recommended web links 

appear under the +1 section of your Google account. If you “+1” 

your own content, or Google detects it as yours, they will list that 

content on the +1 tab of your profile. 

This takes place automatically, as soon as you have added at 

least one page of content to your +1 listing! 

You can also choose to add a link to your Google Profile on 

content pages, websites and blogs that you own.  

 



Chiropractor Marketing Secrets 

117 

You can easily create a Google+ button at: 

http://www.google.com/webmasters/profilebutton/ 

Creating Circles 

With Google+, you can create an unlimited number of circles. 

Circles are different groups or segments of people. If you wanted 

to communicate with family members, you could create a circle 

primarily for members of your family. The same goes for 

networking, patients, and friends. 

Each time you create content, you can choose which circles 

can view it. This makes it easier than ever to tailor your message 

and updates towards specific groups of people! Consider just how 

much easier it will be to target your content around your market, 

partners and customer base. 

When you create a circle, no one but you can see what that 

circles name (or title) is, even those you choose to add into it. All 

they can see is that you added them into a circle and not what that 

circle is called. 

This makes it easy for you to organize your contacts, so that 

you are able to identify groups of people based on your circle 

names. 

Identifying Your Content within the Google+ Community 

Adding a link to your Google profile page within your content 

posts is an easy way of featuring your content within the Google+ 

community. This also helps Google begin to identify your content 

throughout the web. 

You do this by using ‘rel’ anchor text in this format: 

<a rel="author" href="http://profiles.google.com/your-username"> 

You can use anchor text that includes your full name or URL. 
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 TIP: If you run a Wordpress blog, you can use 

byline with an author URL allowing you to add rel= 

into your post byline. You can also create an “About 

Me” page on your bog and link to your Google Profile 

using “rel=author”. 

 

Google will check for a connection between your content 

pages (websites, blogs and articles) to an author page (about me) 

and your Google Profile as a way of identifying you as a content 

developer and author. 

By placing a link to your Google profile, and by using the 

“rel=author” anchor text to hyperlink to your Google+ account, you 

will simply make it easier for Google to confirm authorship. 

Just make sure that you place a link TO and FROM your 

Google Profile on your content pages or About Me page. Google 

looks for a 2-way link structure in order to confirm that it’s really 

you! 

Google+ Tips & Tricks 

You can choose to mention people within your content and 

updates in the same way that you would twitter, using the @ 

symbol like this: 

"@username is a true inspiration". 

You can also mention someone with the plus (+) symbol like 

this: 

"+username is a true inspiration ". 

One of the really nice features of Google + is that if someone 

is posting too regularly, or you aren’t interested in all of their 
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updates, you can choose to “Mute” the conversation so that it no 

longer appears in your stream. 

With Google+, a “stream” is like the timeline on Twitter, or a 

wall on Facebook with all of your circles’ updates appearing within 

a single stream. You can choose to browse through streams from 

all of your circles, or by each circle at a time, filtering your streams 

to display only content from specific circles. This makes it easy to 

discover new content and updates from segmented groups! 

You can also customize your content, updates and posts 

within the Google+ network, so that it appears in bold, italic or 

even underlined. 

Here are the custom codes to use when writing new content for 

your circles: 

Bold your text: *word* - wrapping your text in star asterisks will 

bold that part of your text. For example, if I enter in *hello*, the 

word hello will appear in bold. 

_word_ will make your word italic. Just add underscores around 

the words that you would like to italicize. 

-word- will create a strikethrough, changing word  into word. 

These are just a few quick ways that you can enhance your 

content while making certain words or titles stand out to your 

readers. 

One of the coolest functions in Google+ is ‘Hangouts’. 

A ‘Hangout’ is a place for you and your circles to connect. You can 

call your Hangout anything you choose, and allow only certain 

circles to access this communication channel. You will need to 

install the Google Voice and Video plugin in order to create or 

access hangout.  

Click “Start Hangout” from your profile page to begin: 
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Another quick tip is to shorten your Google+ profile link so 

that you can easily share with others on your blog, website or 

within your emails. It simply makes the link far more memorable. 

There are many different Google+ link shorteners popping up 

on the scene, with the most popular one being http://www.Gplus.to 

With Gplus, you can turn a long link into a gplus.to/your-username 

in minutes. This service is absolutely free. 

Google+ and email 

By default, everyone who is part of your circles can send you 

email directly through Gmail. You can disable this by clicking on 

“Profile & Privacy” – and “Edit Visibility” on your profile page. 

Google+ is constantly evolving and continues to develop new 

features. If you haven’t set up your G+ account- do it! 

Feel free to add me to your circle! 

Courtney’s Google+ = http://gplus.to/CourtneyKostelecky 
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CHAPTER 18 

HOW TO OPTIMIZE YOUR WEBSITE FOR MAXIMUM 

PATIENT ACCQUISITION 

Your website should make it easy for people to contact you, 

no matter what method of communication they prefer.  

All the places they can get in touch with you should be easily 

found when they arrive at your website. This includes things such 

thinks like… 

 Your phone number 

 Your address 

 Links to other websites like Facebook and Twitter and your 

YouTube Channel 

 A "contact us" form where they can send you a message 

directly from the website 

The more ways you give people to contact you, the more likely it is 

that they will.  Different people prefer different methods, so make it 

easy for each of them to do it the way they want. 

If you’re really ambitious and it fits the way you do business, 

you could even offer a live chat function on your website that lets 

your visitors chat with someone directly over the internet. 
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This is similar to a telephone conversation in many ways, 

except the communication is typed through the chat service 

instead. 

This method of contact won’t work for every business, but if 

you or a staff member is sitting in front of the computer for much 

of the day, it may work for you. And while it may seem a bit “anti-

social” to some people, there are a lot of people who aren’t 

comfortable calling and speaking to you “in person” but would be 

very comfortable chatting over the internet instead. 

Before you can get your website set up, the first thing you 

need to do is to choose a domain name. 

Choosing a Name For Your Website 

The domain name- or website name can be a factor in where 

your website will show up in the search engines.   There are a lot 

of other factors and ‘signals’ but the domain name is one of them.  

When you are choosing a domain name, try to get something 

descriptive of what you do.  If possible, try to avoiding 

abbreviations.  Whatever name you decide on, try to make sure 

that it has the word chiropractor or chiropractic in it.   

Direct Domain Match 

  There are a lot of things that Google takes into 

consideration when they decide on what website ranks where.  

One of them is the domain name. If you have what is called a 

‘Direct Domain Match’  this can make it easier to get you website 

to rank higher.  When choosing a drect domain, you want to find a 

domain that has a keyword with some ‘traffic’ or people already 

searching for. 

One of the best domain names to have is <city> chiroporactor, 

or chiropractor<city>. 
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In the example below there are 6,600 searches every 

month on the phrase ‘Chicago Chiropractor’. If you 

captured a teeny 1% of the online market- and assuming 

each patient had a life time value of $1000, that would add 

$792,000 in new patient revenue!  

If your domain name was ChicagoChiropractor.com the 

chances of you appearing higher up in the search engines 

are much better.  You still need to have a website that 

converts, and there are other factors that affect rankings, 

but it’s a good start. 

A domain name will probably cost around $13.00 per 

year. Some of the popular places to get a domain name 

are Godaddy.com and NameCheap.com 

 

 

Now that you have a domain name picked out- it’s time 

to design your webiste.  You already learned what a 

website needs, and that it should be mobile compatible. 

Now it’s time to get your website designed and built. 

You have 3 opitons, and I’ll discuss the pro’s and cons 

for each. 
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The Chiropractor Template 

There are a number of companies that specialize in creating 

websites specifically for chiroopractors.  These template sites 

have stuff like spinning spinal 3-D simulators, articles on 

chirporactic, videos, and articles. 

This is for the person that still wants to do some things 

themselves, but still have the ease of creating a nice looking 

chiropractic website.  

With that in mind, here are the Pros and Con’s of choosing a 

chiropractic templated site. 

PROS 

   A lot of added functionality. Done for you videos, 

articles, and email newsletters. 

   Ability to change the look and feel of your 

website anytime you get tired of it. 

   Most are already ‘mobile ready’. 

   Easy to use. 

CONS 

 Takes your time to set everything up. 

 Ongoing monthly fee.  The fees for these sites 

are typically pretty nominal, usually under $100 

per month. However, if you have one of these 

sites, for two or three years, or even more, you 

could have paid for a website that you OWN.  

Think of this option as renting compared to 

‘owning.’ 
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 You still need to know what meta data is,and 

propoer meta tags, the propoer title tag data.  

 There is a chance of your website looking just 

like the some of the other chiropractors in 

town. You’re trying to make your self stand out 

not blend in! 

 If you change it and don’t know what your are 

doing from an SEO standpoint, your website 

will probably drop in the Search Engine 

Rankings. 

Free Webiste Builders 

If you choose to do it yourself, there are a bunch of opitons.  
It’s as easy as doing a search for free website, or build a free 
website. 
 
These sites are easy to create, and when you purchased your 
domain name, there was probably a free website creator option. 
Here are the pros and cons of the Free Websites. 
 
PROS 
 

 Easy to use.  Most of them have ‘drag and drop’ features. 
 

 It’s FREE! 
 

 Change the look and feel of your webiste anytime you 
want to. 
 
 

CONS 
 

 Your website name will be something like 
 

Mychiropractic.freewebsitebuilder.com. 
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 You still need to know what meta data is,and propoer meta 
tags, the propoer title tag data 
 

 Takes your time to set everything up. 
 
 

 Since these sites are ‘free’ they sometimes show ads on 
your free site, or do other things to make money.  
 
 
Custom Designed Website 
 
 
PROS 
 

 Doesn’t look ‘canned’ 
 

 Your time is freed up from ‘tinkering’ with building your 
‘free site’. 
 

  No need to worry about making sure the right ‘meta data’ 
and keywords are being used. 
 

 You OWN the content 
 
 
CONS 
 

 Costs more money upfront. (Expect to pay at least 
$500.00 +) 

 Unless some sort of content management system is 
in place, you could end up paying everytime you 
want to add something or make a change. I use a 
platform called Wordpress. It makes it easy for my 
doctors to make changes when they want. 
 

Now I admit I am a little bit biased on this one- not because 
my company does web design, but because as a marketer, I 
believe it really is the better option. 
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There are a number of things your website needs in order to 
become a new patient getting machine. What your website really 
should be is the beginning of your ‘marketing funnel. 

 
Your Lead Generation Website 

 
 A simple website that you should consider is something called 

a lead generation website, or a ‘squeeze page’. These websites 

are not always ‘pretty’ but they convert prospects into patients like 

crazy if done well. 

A lead generation website or squeeze page is a simple one page 

website. I’m sure you have seen these types of sites. 

They are typically a long ‘letter’ or a video.  The only thing that 

you can do is leave the page, OR  fill in a box with your name and 

email address to receive a free report, a free video series, a free 

download of some kind. 

 Your lead generation website doesn’t have a lot of branding.  

It is not meant to brand your business.  It is meant to get leads 

Prospects who are interested in your service.   

 They do not know who to use, so they are searching for 

generic terms like chiropractor <city>, and back pain doctor <city>. 

TIP: A Direct Match Domain like 

Chiropractor<city>.com is a great one to have for a 

lead generation website. 

  
I’ll show you exactly how to do this in later chapters but first you 
need to give something away to new visitors of your website. 
 
The next chapter shows you what to give away! 
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     CHAPTER 19 

WHAT EVERY CHIROPRACTOR SHOULD BE 

GIVING  AWAY. 

No, it’s not X-Rays or anything like that.  The first thing you need 

to remember and most people (including web designers) don’t 

understand is that your website is there for one primary reason.  

To get new patients.  Most doctors and even web designers don’t 

fully understand how to do this correctly.   

 Yes, you need information on your site talking about your 

practice. With all of the compeition out there, what makes 

someone who is ‘shopping around’ for a doctor to choose you?  

What if a potential new patient goes to your website and then 

leaves?   

You need to have a marketing funnel in place. 

Eveyone that visits your website is a potential patient. 

They go in as ‘prospects’ and with a carefully planned and 

designed marketing sequence they come out as patients! 
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Not everyone who visits your website will enter your patient  

funnel.   

Once a prospect is in your funnel, that is where you deliver 

educational, and marketing messages to convert the prospect to a 

patient.  You do this with email marketing, educational videos and 

direct mail. 

What happens inside the funnel is what counts.  

Every thing you do; social media, video marketing, direct mail, 

tradeshows, newpaper or television should be designed for one 

thing.  To get prospects into your patient marketing funnel.  

This is called Lead Generation Advertising.  

 What you need to do is give the person who visits your 

website, what is called an irriesitable offer.  What can you offer 

your prospect that will entice them to enter your prospect to 

patient funnel.  It could be a coupon for free x-rays, a coupon for a 

spinal screening, a coupon good for a free tube of pain relief gel. 

 What you are doing is a trade. You are saying, ‘If you give me 

your name and email address, (sometimes a phone number) I’ll 

give you this.’ 

 After they have entered your prospect to patient funnel, each 

step is carefully designed to do one thing.  Get them to schedule 

an appointment.   
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So, you have some ideas on what you can give away to get 

people into prospect to patient funnel, but what works like gang 

busters is what is called a ‘lead generation magnet’ or a Free 

Report. 

What Is In the Free Report 

The main purpose of the Free Report is to postion you and 

your company as experts in your field.  It also gives the prospect 

some valuable information that they can use and learn from. 

When you provide good and quality information, the prospect 

will recognize you as an expert in your field, and someone they 

can trust. 

Here are a some examples of some Free Reports you could 

use as a chiroporactor. 

“5 Ways to Have a Pain Free Back in 6 weeks” 

You would then talk about back pain and some of the causes 

and include some things that they can do to relieve their back 

pain. 

   One of the ways would be to come into your office for an 

exam. 

“7 Ways to Relieve Your Headaches” 

Once again, one of the ways would be to come into your office for 

an exam. 

Here are two proven fill in the blank templates when coming up 

with titles for your Free Reports. 

“How to ________ in only _______ (Days’Weeks)” 

“_____ Ways/Tips/ for ___________” 
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Don’t underestimate the power of this marketing tool.  Look 

around you and start to pay attention to different things that you 

see on televion, radio, and in magazines.  Look for free CD’s, Free 

Videos, Free Reports etc.  While the Free Report is a proven 

method for generating prospects and turning them into patients, it 

is highly under utilized.  

Once someone has requested your free report, they are then 

in your email database so you can send them your monthly email 

newsletter, let them know of special workshops or events you are 

having, and convert them into your patients. 

The Free Report is your secret weapon for getting new 

patients. You can also use a series of videos as a lead generation 

tool or magnet. 

TIP: A Free Report is an excellent way to 

promote your practice at a tradeshow.  Having a QR 

code with a link to download your ‘Free Report’, is a 

very low key way for people to become familiar with 

your practice. Try it at your next event, and I’m 

sure you’ll be surprised at the results! 

 

TIP: the Ultimate lead generation tool is 

your own book!    

The next part of the funnel after they have received your free 

report, is to educate them with a series of email mesasges.  The 

goal is to get the prospect to call and schedule an appointment.  

The next chapter on email marketing will show you 

exactlyhow to do this. 
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CHAPTER 20 

EMAIL MARKETING 

"66% of those surveyed said they had made a purchase 

because of a marketing message received through email." 

- ExactTarget, "2008 Channel Preference Survey" 

Every page on your website should have an opt-in form where 

people can sign up to receive your emails. While text messages, 

Facebook and various other methods  are important, email is still 

one of the most widely used technologies on the internet. 

Almost everybody has an email address.By building a list of 

your patients names and email addresses, you can keep in touch 

with them on a regular basis to keep your company at the top of 

their mind. 

You can send various things via email: 

 Upcoming promotions 

 Coupons 

 Newsletter How-to information 

 Anything else that would be relevant to your patients 
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Email marketing is probably the most misunderstood method 

of marketing.  Most business owners just don’t get it.  Done 

correctly it works great. Dne incorrectly, it doesn’t and can cost 

you thousands of dollars in fines. 

The first thing that you need to realize is that email marketing 

is not free.  While you can collect email addresses and put them 

into a group in your email program and mail people; that is very 

inneffeicient and time consuming.  

Unlike flyers or other types of advertising, email doesn't have 

a per-message cost. Whether you send 20 emails a month or 

2,000 emails a month, your cost isn't going to change by much, if 

at all.  

While sitting in front of your keyboard and communicating with 

your patients might seem easy, the truth is that writing emails 

specifically desigend to convert a prospect into a patient, or any 

other sales message is a learned craft.  

There are marketers and copywriters who make a living doing 

nothing but writing emails and sales letters.  There are some guys 

who charge thousands of dollars to write emails, PLUS they get a 

percentage of the sales the email creates. My current rates for 

creating an email campaign is around $500. Now you might think 

that is crazy.  You’ll never get anyone to pay that.  The truth is that 

a professionally written direct response email, will convert more 

prospects into patients than a poorly written email.  

Parts of an Email 

Subject:  This is probably one of the most important parts of the 

email.  Put the wrong words in the subject line and your email will 

never make it past the SPAM or JUNK folder.  With the amount of 

emails that everyone gets, you need to have a great subject line to 

get them to open and read your email message. 
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Body:  This is the main part of the email.  If you are using an 

email program like Aweber or Constant Contact you can 

personalize the email message with different fields . 

When a person requested the free report, you asked for their first 

name and email address.  This is then passed over to the 

database and can be used to personalize the message 

In your message, you can also have a call to action. 

The P.S.  This is where you have a call to action.   

Can SPAM Compliant and Opt-Out:  With todays law, it’s illegal 

to send unsolicited email, and can be punishable by up to $5,000 

per email. If someone asks to be removed from your list, remove 

them.  They don’t want to hear what you have to say, so why 

waste your time with them.  That is why I always use a third party 

email system to make sure people actually opt-in. 

How to Automate your Email Marketing 

One of the great things about email marketing, is that it is very 

easy to automate.  Someone comes to your website, gives you 

their information for your free report, and they get automatically 

added to your email marketing funnel.  This means that they don’t 

need to wait around for you to check your email and mail them 

their free report.  If someone is surfing the web at 3:30 in the 

morning because they can’t sleep because they are in pain, and 

they find your site and download the free report, it will be delivered 

to them in a matter of seconds. If you are doing things manually, 

this will never happen.  

There are a number of services out there like Aweber, 

Constant contact to name a few.  The prices range anywhere from 

$20/month to a few hundred dollars per month depending on the 

marketing features the system has.   
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The other reason to have an automated system is because 

you can track how many people actually opened the email and 

how many people clicked on any of the links contained in the 

email as well.  It automatcially purges people from the database if 

they choose to opt-out. 

9 Tips for Maximum Patient Conversion with Email Marketing 

1. Don’t stress if someone opts-out from your email list. 

2. Don’t worry about emailing too much.  At the beginning of the 

prospect to patient funnel, it’s okay to send them an email every 

couple of days for the first week.  This is especially effecitve if you 

want to deliver a tips email.  You could deliver a specific tip every 

day via email.  As long as your email messages are informative 

and interesteing, people will look forward to your emails. You 

should email at least once per month. If you have a good 

message, send an email once per week. If you get a lot of un-

opened or unsubscribes, either change your message, or 

decrease your email frequency. 

3. Write like person.  A lot of doctors write in a very formal way.  

Write your email like you are writing to one of your friends. 

4. Don’t forget your call to action.  Write each email with a specific 

goal in mind.  If you want to get people to refer patients, write with 

that in mind.  If you want people to read your latest blog post, 

make sure that you tell them exaclty what you want them to do. 

5. Make your emails personal.  What would you rather get. An 

email that says  Dear Patient, or Hi Bob… 

6. Your emails do not need to be ‘pretty’.  If you have a lot of 

images in what are called html emails, the chance of them hitting 

the junk folder increase. Most email programs automatically block 

images. 
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7. Use a third part email service like Constant Contact or Aweber. 

Not only will these save you time, but they come with all kinds of 

analytics.  You can find out how many pepole opened your email, 

how many people clicked on a link.  They also come with a SPAM 

indicator to let you know how likely it is that your message will end 

up in the junk folder. 

8. Segment your list.  What this means is that if someone comes 

into your patient funnel with a free report, once they schedule an 

appointment, you want to move them out of the prospect funnel 

and move them into the patient educaiton email sequence. 

9. Split test your emails.  If you have a large email list, consider 

sending the same email but with a different subject line to half of 

the list.  By doing this and tracking the open rates, you can tweak 

your subject lines, the body of the email, and finally your offer for 

maximum conversion. 
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CHAPTER 21 

13 WAYS TO MAXIMIZE YOUR R.O.I WITH DIRECT MAIL- 

DIRECT MAIL DONE RIGHT 

I love direct mail.  Unfortunately, direct mail seems to have 

gotten a bad rap along the way. What one person considers ‘junk 

mail’ another person considers it as something that they want to 

look into and possibly purchase. 

When I am speaking with a business owner, the ones that 

have ‘tried’ direct mail, said it didn’t work. 

When I hear this I cringe. Why?  Because I now have to work 

extra hard to get them to add direct mail to their marketing mix.   

I can typically boil down the reasons that their direct mail 

didn’t work down to 1 of 13 things. 

Thirteen  Ways to Maximize Your Direct Mail Campaign 

1. No Compelling Headline.  You need to have a compelling 

headline, that gives the reader a reason to continue to read your 

mail. Your business name is NOT a headline. 

2. No Clear offer. Every marketing piece, especially in direct 

mail, needs to present an offer to get the person to respond. It 
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could be call us for an appointment, visit our office to take a tour, 

visit our website and download your free report, etc. 

3. No clear tracking in place. Whether it’s a specific tracking 

number, sending someone to a different website, or sub page on 

your website, or even a tracking address.  If you are not tracking 

you don’t know if it is working or not.  If it is, you probably do not 

know how effective it is. 

4. The list.  Who you are mailing to can make the difference 

between a successful marketing campaign or a loser. 

5. Mailing to too large of a list.  If you have a list that you want 

to mail to, you should not mail to all of them at once. 

6. This goes with #5. What you should do is mail a small 

number of people on your list and track the response. If you get a 

good response, then do it again. Otherwise, do what is called split 

testing.  Try to change your message up and measure and track 

those results. 

7. Changing too much.  I’ve seen business owners who 

change their mailer, but they change everything.  They change the 

graphics, they change their offer etc.  That is too much to change 

and to really track and measure effectively. If you are going to 

change something, change ONE THING ONLY. 

8. Unrealistic expectations.  

9. Not knowing the LTV (life time value) of your patients.  

Let’s say that you decide to do a plant the farm campaign. (I’ll 

explain what that is in just a minute). The cost of designing your 

piece is $500. Lets also assume that the cost of the mailing is 

$1.00 per piece. Let’s also for the sake of this example, say that 

you are mailing to 500 homes.  The total cost of the mailing would 

be $1,000.00. 

Let’s also for this example say that you get a 1% response on 

the mailing. So out of 500 mailings you get 5 people to respond.  
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Out of those five, three become new patients. 

If the price of an adjustment is $50 and the average amount 

of adjustments a patient does is seven, then each patient brings in 

$350 X 3 = $1050.  So you didn’t make a killing on this mailing, 

BUT you still made some money  and acquired 3 new patients! 

If any one of them has more than seven adjusments, or if they 

purchase anything else, custom orthotitcs, supplements, 

massages or whatever, that just adds more profit to you and the 

mailing! 

Not to mention, the referrals that they can generate for your 

practice! 

If you did not know the life time value of a patient, you would 

probably have delcared this campaign a waste of money. 

Keep in mind that you were mailing to a ‘cold list’. That is a list 

of people who probably do not know about you or your practice. 

Now if we tweak the mailer a bit, and you can get your mailing 

cost down to .75 instead of $1.00 that adds another $125.00 profit 

to the campaign. Bring your cost down even more to .60 per 

mailing, and that adds another $300. 

So let’s re-work the numbers at .75 per mailing. 

$500 to design the mailer, and $375 in printing and postage= 

$875 total cost. 

3 new patients at $350 - $1050 plus  1 patient referral @ $350 

This brings a profit of  $525 for the mailing campaign. 

Now, these numbers can change if you can get the mailing 

costs lower, you have a better than 1% response rate, OR your 

lifetime value of a patient is more than $350!  
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(These hypothetical secarios are based on a EDDM Plant the 

farm mailing.)  

10. Not doing a Multi-step mailing.  The biggest mistake 

health professionals make is only mailing once.  The most 

effective mailing campaigns have a mult-step mailing processs.   

11. Not having a clearly defined sales funnel in place to  turn 

the prospect into a patient.   

12. Not having an optimized website.  If you are sending 

people to your website and your website or squeeze page isn’t 

doing a good job on converting, then you need to fix that. 

13. Have professionally written sales copy.  A lot of the 

success or failure of a mail campaign can be directly attributed to 

the copy or the words that are used.  A professional copywriter 

can be the difference between a lackluser campaign, or a flood of 

new patients.  I typically charge $500 for a postcard, and $3,000 

for a multi step mailer.  (FYI- some of the top guys in the biz who 

do nothing but write sales letters can command fees of $75,000 or 

more for a single letter.) Even with the added price of hiring a 

direct response copywriter, even a small 1% bump in conversion 

rate will generate you a much higher R.O.I. 

Below are two screen shots from the Patient ROI Calulator.  
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This example uses a patient example of one weekly visit for a 

total lifetime of only two months!  I’ve set the bar pretty low for this 

example. 

Here are the expenese. 

Mailing list cost of $300 

Printing cost of $1,000 

Desgin cost.  $0 You did it yourself. 

Posage cost of .46 or $460 

A total of 1,000 pieces mailed for a total cost per piece of 

$1.76 
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A 1% return is 10 new patients which would give you a R.O.I 

of $2240.00 for the mailing.  Not too bad!  

Let’s take a look at another scenario, but with the investment 

of professionally written copy. 

 

Once again here are the expenses: 

Mailing list cost $300 

Printing Cost $1,000 

Copywriting and Design $3000 

Postage of .46 or $460 

Cost per piece $4.76 
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Now even if the added expense of having your mailer done 

with a professional copywriter, just a teeny little 1% extra bump 

gives you a mailing RO.I. of $3240.00.  $1,000.00 more than by 

saving the $3,000. 

Once again the bar is set pretty low figuring a person only is 

your patient for two months. 

Now, with anything, results can differ, and the above scenario 

is does not guarantee you will receive the same results, but that is 

why so many people hire a professional copywriter.   

What works well is a postcard to generate the lead and then 

follow up with a series of letters.  

Now that you know some of the common mistakes that can 

decrease the R.O.I of your mail campaign, next you’ll discover 

some ways to decrease your cost, and some different ways to use 

direct mail. 

TIP: Your list has a lot to do with the 

success of your mailing marketing campaign. You will 

see a bump in response when you are mailing to a 

house list, compared to a list that you purchased. 

 

Types of Mailing Campaigns 

Plant the Farm Mailing 

A Plant the Farm mailing is when you really do not have a 

specific demographic in mind.  This might be when you purchase 

a mailing list and decide to mail to a random selection of everyone 

in a 10 mile radius of your office. 

No real target, you are just mailing and see what happens. 
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This can be a very effective method, if you have a good 

message.  If you are opening an office in a new area, you could 

do a plant the farm mailing.  

 In this instance, instead of having them visit your webiste to 

download your free report, you would also give them another 

option of stopping by your office for a cup of tea and a cookie, a 

quick 5 minute tour of your clinic, and they can pick up a physical 

copy of the free report.   

Here are some ideas for when to do a Plant the Farm Mailing. 

 New office location- welcome your neighbors, (both 

residential and business) to a tour of your office. 

 Grand Opening- Anniversary. 

 Quarterly or Semi-Annually.  Things happen all the 

time.  The person who received your invitation a few 

months ago, maybe was not thinking they needed a 

chiropractor.  

Patient Re-Activation Campaign 

So many doctors chase new patients, when they can really 

increase their bottom line by offering more products or services to 

their existing patients and keeping their patients longer. The nice 

thing about this is that the person will be much more receptive to 

your message because they have already done business with 

you.  Assuming that they have not been to a new doctor. 

The Endorsed Mailing 

This is a great way to get referrals from other business 

owners. 

Let’s say for example, you were doing an adjustment on a 

patient who is a real estate agent. You mention that you are 

looking for a new home or you followed some of the things in this 

book and you need to find a larger space for your practice. 



Chiropractor Marketing Secrets 

145 

 

 

 They help you find your new home or office,  

 You would send a letter to your patients that would go 

something like this. 

“Why is your Chiropractor writing to you about a Real Estate 

Agent?” 

You would then tell your story about how you were looking for 

a home, and such and such agent found you your dream home.  

You really liked the personal service.  You would then mention 

that this real estate agent, for friends of Dr. Smith wants to give 

you a free gift. A Free report on the 7 biggest mistakes people 

make when purchasing a new home, or whatever the widget is. 

For this, the real estate agent would pay for the mailing. They 

would pay for the postage, the cost of your envelopes, paper, etc. 

They would then re-cirprocate the process with  

“Why is your Real Estate Agent Writing to You about a 

Chiroparctor?” 

TIP: If you do this, it’s easy to track. Instead 

of sending them to www.mychiropractice.com send them 

to www.mychiropractice.com/friends_of_Jane_Smith 

 

 

TIP: What works really well, is to include a 

gift certificate good for $100 off. Don’t say 

“mention this letter and get $100 off.”  Include an 

actual gift certificate. Put an expiration date of 1-

3 months.  

http://www.mychiropractice.com/
http://www.mychiropractice.com/friends_of_Jane_Smith
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Targeted Mailing 

 This is when you are targeting a specific demographic. 

Let’s say for example, you want to get more children as patients. 

 You can buy a list of families in your zipcode, who earn 

$75,000 or more /year, own their own home, are married with one 

or more children and live in a specific area.  

 With a targeted mailing, and in the age of data we live in, it is 

amazing  how specific you can get a really targeted mailing list. 

 With a targeted mailing, you will have the added expense of 

purchasing a list.  Depending on the size of the list, and how 

specific the cirteria is, you  can find a mailing list for just about 

anybody.  

 You can even get a ‘New Movers’ list. With 20-30 million 

people using chiropractic care each year, there is a pretty good 

chance that someone who is new to the city is probably looking for 

a good chiropractor.  Why not take a minute to send them a 

postcard welcoming them to the city or your neighborhood with an 

offer to visit your office. 

Just being Nice 

 In todays busy society, it’s very rare for a business to actually 

recgonize an important day.  How many businessess actually 

send you a Birthday Card? You probably get a card around the 

holiday time. (Maybe).  

 People do business with other people who are experts, and 

who they like and trust. You can use a service like Send Out 

Cards to automatically send a person a birthday card. You can 

even send some goodies like a Starbucks gift card, or even 

brownies! 
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 What about a quick thank you card to a patient after their first 

visit? 

 In marketing, this is called a ‘stick’ letter.  It re-inforces the 

fact that they made a great decision in choosing you for their care, 

and thanks them.  Treat  new and existing patients patients well 

and they will gladly give you referrals! 

Promoting an Event/Seminar/Workshop 

For this you could use a combination of your in house list and 

a purchased list for a targeted mailing. 

5 Tips to Increase the Response Rate of Your Mailing 

There are a lot of ways to increase the effectiveness of your 

mailing.  Marketing pros will test everything, down to the kind of 

font used.  There is a lot of psyvchology into a direct mail piece 

put toghether by a pro.  Even the color of paper can have an affect 

on your mail response rate.  Now, I won’t go into the super 

technical stuff like that, but I will give you some easy ones.  

Tip 1. Use a stamp.  Even if you can save a few dollars by getting 

a bulk mail permit. (Some marketers have even seen an increase 

in response rate if the stamp is put on the envelope crooked.  

Tip 2. Don’t use mailing labels.  Hand write the envelopes if 

possible. 

Tip 3. Use ‘lumpy’ mail. By putting something in the envelope that 

makes it lumpy, emits curiosity. Whatever you put in the envelope 

to make it lumpy must be congruent with your message.  One idea 

is to use an airmail envelope with an aspirin inside. Your letter can 

then talk about the traditional solutions to headaches and what 

chiropractic can help with. Include a gift certificate or whatever  

you offer for a spinal exam. 

Tip 4. Include a P.S. in your letter.  The P.S. restates your offer. 
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Tip 5. Have a sense of urgency.  If you are having a workshop 

and your venue holds 100 and your letter got sent out to 1,000 let 

them know.  This letter was sent to 1,000 people and our room 

can only hold 100. Don’t miss out. Call to reserve your seat 

TODAY! 

How to send mail for 17 cents 

Recently the USPS has started a new program called EDDM. 

– Every Door Direct Mail.  This is a piece that goes to every 

house, apartment and business.  The reason that the prices are 

so inexpensive compared to regular postal rates is that they are 

sorted by carrier route.  You need to send a piece to every person 

on that postal carriers route.  Because of that, there is no need for 

the extra labor involved in sorting the mail. 

The nice thing about this is that you can do a plant the farm 

mailing for only the postal routes in a 1 or 2 mile radius from your 

practice!  Because the mail carriers need to complete their routes, 

you will typically find postal routes for around 600 – 800 pieces.  

This is about $120 for postage, compared to .46 cents per stamp. 

To learn more about every door direct mail you can visit 

http://www.usps.com.  

Direct mail when properly executed works time and time 

again. I hope you will consider adding direct mail to your overall 

marketing! 

Tip: A website that makes direct mail easy is 

http://www.click2mail.com   with this site, you can 

mail out as little as one piece if you want.  This 

way you can dip your toes in the water with small 

 

http://www.usps.com/
http://www.click2mail.com/
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CHAPTER 22 

 5 MORE WAYS TO GET MORE PATIENTS 

Joint Ventures 

One of the potentially underused ways to get more patients is 

with a joint venture.  A joint venture is a cross promotion of your 

services and someone elses.  An example of this would be to give 

out discount coupons to a massage therapist- assuming you don’t 

have one in your office.  You could also have a box for a free one 

month trial to a local health club or gym in your office. 

 In return, the massage therapist would have your brochures, 

business cards etc at their place of business.  If you are doing a 

wellness workshop, part of your presentation could be keeping 

your muscles strong and relaxed.  You could then turn over a 

portion of the time to a personal trainer, or someone from the 

health club to demonstrate a few simple exercises. 

 Something which might seem completely unrelated is have a 

drawing for a free auto detailing package courtesy of a local body 

shop. In exchange they would have your materials and possibly 

some free exam coupons available to their customers. Chance are 

if their car is at the autobody shop they were in an accident! 
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Speaking 

Local civic clubs like Lions, Rotary, etc are always looking for 

good speakers.  You could do a presenation on weight loss after 

the first of the year- when that is the time most people make their 

new years resolution.   

Local business.  You could make a presenation on proper 

lifting and care of the spine for local business owners and their 

employees.  No business wants to have an employee with a back 

injury.  

What if you gave a talk to a local motorcycle club.  Those 

guys ride for miles, a lot of times hunched over. 

Community College or Adult Education 

In this venue you can not only get some new patients, but you 

can also get paid!  The amount you will be paid will vary. Some 

places will split the registratin fee with you – some will pay you an 

hourly wage.  What do you teach?  Could you teach a class on 

natural remedies?  

WARNING: If you do get into a community college 

or continuing adult education, promoting your 

practice comes last. If you do nothing but pitch 

'Come in for a spinal exam." you will not only get a 

poor review- the students will talk to their friends 

and the school will ban you from their speaker 

rotation. 
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TIP: To maximize your revenue, consider having 

something to sell to the students. If you are basing 

your class on a book, offer the book for sale as an 

option. A great addition is a ‘mandatory’ workbook. 

You list this as a ‘materials fee’ of $5 or $10. 

 

Consider a Niche or specialty  

Do you love sports?  You might want to consider adding or 

even having Sports Medicine as your main focus. 

Maybe you want to specialize in pediatric chiropractic. 

Become a Celebrity 

A lot of large cities have professional and semi-professional 

sports teams.  You know that chirporactic can improve sports 

performance and recover time.  

 Locals LOVE their sports teams, and are sometimes very 

fanatical!  What if you had a semi pro- or even a pro athlete as 

one of your patients?  Get them to sign a picture and hang it in 

your office.  Who knows you could be the ‘Official’ Chiropractor of 

your local Pro or Semi-Pro team! 
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CONCLUSION 

Where Should You Start? 

We've covered quite a bit of ground so it's quite likely that 

you've got a bunch of ideas swimming around in your head, 

wondering where to start. But let's face it - is this the kind of stuff 

you want to be doing? 

You could probably figure all this technical stuff out for 

yourself, but is that really the best use of your time? I believe it's 

important for any business to work on their strengths.  

My company specializes in helping chiropractors and 

business owners get more customers and patients. 

If you'd like to learn more, I have a series of FREE videos that 

you can watch to help you find new patients. I also have an email 

newsletter that I deliver weekly tips and strategies- absolutely free. 

 You can claim your free videos at  

http://www.doubleyourchiropatients.com/bookbonus 

Best, 

Courtney Kostelecky 

 

 

 

 

 

http://www.doubleyourchiropatients.com/bookbonus
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HOW TO CONNECT WITH ME / RESOURCES 

     https://facebook.com/chiromarketing 

 https://twitter.com/ChiroMktgTips      @Chiromktgtips 

    www.linkedin.com/pub/courtney-kostelecky/35/ab4/50/ 

  http://www.youtube.com/user/MrChiroMarketing 

    http://gplus.to/CourtneyKostelecky 

If you haven’t already subscribed to my weekly tips and tricks 

email, visit http://www.ChiropractorMarketingSecrets.com 

Marketing R.O.I Calculator 

http://www.ChiropractorMarketingSecrets.com/calculator.xlsx 

If you have any questions, send an email to  

Courtney@ChiropractorMarketingSecrets.com 

Want to talk to me?  Call me at 1-888-743-0032 

Are you looking for a dynamic speaker and presentation at your 

event?  I am available for limited speaking engagements. Contact 

me before my calendar fills up! 

https://facebook.com/chiromarketing
https://twitter.com/ChiroMktgTips
http://www.linkedin.com/pub/courtney-kostelecky/35/ab4/50/
http://www.youtube.com/user/MrChiroMarketing
http://gplus.to/CourtneyKostelecky
http://www.chiropractormarketingsecrets.com/
http://www.chiropractormarketingsecrets.com/calculator.xlsx
mailto:Courtney@ChiropractorMarketingSecrets.com
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 $100.00       $100.00 

   Critique Certificate 

 Entitles bearer to submit any single printed piece; 

brochure, direct-mail piece, advertisement or similar 

promotional material by mail for critique by Courtney 

Kostelecky. 

Name________________________________________________ 

Company_____________________________________________ 

Address______________________________________________ 

City,State,Zip________________________________________ 

Phone________________________________________________ 

FAX___________________________________________________ 

Email Address________________________________________ 

Send Certificate and Materials To: 

Courtney Kostelecky 

P.O. Box 1181 Fargo, ND 58107 

TERMS and CONDITIONS: Certificate expires 12 months from the 

date of purchase. Allow 2-4 weeks for Mr. Kostelecky’s response. Do 

NOT telephone: consultation given away by mail only. Actual finished 

materials or ‘rough sketch’ and copy for planned material may be 

submitted.   Coupon redeemable only for listed services.  Additional 

consulting may be contracted for Mr. Kostelecky’s schedule permitting; 

fees quoted on request. Certificate has no cash value. 

Please be advised that any materials submitted for review by Courtney 

Kostelecky including those submitted with critique coupons, may be 

published in any of Courtney Kostelecky’s 

authored/edited/seminars/workshops, as examples. Submitted 

materials will not be returned.  Do not submit materials you are 

concerned about keeping confidential. 
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   $100.00       $100.00 

    

$100 OFF Single Day or 

Multi-Day Seminar 

Entitles bearer to a $100.00 Dollar Discount for any 

Single Day or Multi-Day Seminar by Courtney Kostelecky. 

This Certificate cannot be combined with any other 

coupons/certificates or special offers. 

If registering online- use coupon code CMSBK13 

 

Name________________________________________________ 

Company_____________________________________________ 

Address______________________________________________ 

City,State,Zip________________________________________ 

Phone________________________________________________ 

FAX___________________________________________________ 

Email Address________________________________________ 

 

         $100.00        $100.00 

            This certificate has no cash value 
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