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52 Weeks to Success

Chiropractic Assistant Program
Benchmark 11 
Building Your Doctor’s Practice     

Core Objective: 

New patients are the lifeblood of any practice, and helping build your Doctor’s practice will help grow the practice and inspire you to help more people experience the benefits of Chiropractic care.  Each and every day we come in contact with lots of prospective patients . . . they just don’t know about Chiropractic!  As a Chiropractic Assistant, you have a mission and purpose to get Chiropractic to as many people as you can.  The training in this Benchmark will help you navigate the process of meeting, listening, communicating and generating a prospective patient into a New Patient in your office!  Remember, it is a process.  Just like drops of water can put a hole in a rock over time, the better you become at talking to people the better results you will get.  Keep at it.  If you go out and talk to someone and they say, “No Thanks”, don’t give up!  Keep on sharing chiropractic with as many people as you can and you will be making a difference, even if you don’t see it right away.
“You never know how far reaching something you may think, say or do today will affect the lives of millions tomorrow.”

- B.J. Palmer

The objective of this benchmark is to:

1. Build confidence and ease in Communicating Chiropractic outside of the office.
2. Generate New Patients from your outside talks/screenings.
3. Generate New Patients from Internal Marketing.
4. Help build the practice!
Key Takeaways:

· Know how to talk to people about Chiropractic outside the office.

· Know how to handle questions/objections/concerns.

· Know how to do a Spinal Screening.
· Build your speaking skills.
· Learn how to create and manage internal and external marketing events.

· Be enthusiastic about sharing the Chiropractic story.
Questions for Team Discussion:

1. How many people have I shared Chiropractic with this week, and what were the results?

2. How many external marketing events should we schedule each month?

3. How confident are we at doing an outside event/screening?

4. How effective are we at getting people at outside events to make a NP appointment?
5. How effective are we at turning our internal marketing events into New Patients?
6. What are some changes that we can implement to begin improving in this area?
Resources:   Benchmark 11 (PowerPoint/Worksheets/Team Discussion); Benchmark 10 the Referral Generation System.
