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THE ULTIMATE PATIENT 
ACQUISITION STRATEGY

START HERE

VISIT PRACTICEPROMOTIONS.NET/LEARN FOR MORE PRACTICE GROWTH ADVICE

Learn therapy can help their pain

Learn your clinic can help them

Gain confidence that you understand
their pain & have helped others like them

Decide to try you and either call 
or schedule an evaluation

Have a good enough experience to
leave a review or refer 1 friend

Get reminded about other 
conditions you treat so they 

return & refer others

High number of
local visitors to your
website & blog.

You appear in 2-3
places on page 1 of
Google for several
search terms.

4 and 5-star online 
reviews/testimonials
increase each month.

High number of 
reactivated patients
on your schedule.

High number of
people calling your
front desk or 
requesting an 
appointment online.

Keeping your clinic full boils
down to focusing on 2 areas:
New Patients & Past Patients.
A portion of your strategy, time,
and budget should be allocated
to each of these 2 areas.

New Patients

Big-Picture Strategy:     Outcomes
to Measure:

Tools To Use Monthly: Patient Experience:

CONVERT

PATIENTS

LEVERAGE 

PATIENT

REACTIVATIONS

& REFERRALS

MAXIMIZE ONLINE

DISCOVERY

BUILD A MASSIVE

ONLINE PRESENCE

BUILD TRUST

In-Clinic
Materials

Once a they find you, educate & 
excite them by connecting with their 
specific problem then building trust in 
your expertise with proof from others 
like them. This will remove doubt/fear 
and make them ready to schedule.

Once they’re ready, call them to 
action! Use clear language like “book 
appointment” and give them the 
option to call or use a form. Also make 
sure you know where calls & leads 
come from so you can invest wisely.

First, you need to cover the basics of 
having an online presence so you can 
be found. This includes setting up 
your website with good SEO practices, 
blogging, and filling out your Google 
MyBusiness profile.

Next, supercharge the amount of 
people finding you with paid ads and 
increasing how many local listings 
you appear on with Local SEO.

During & after care, you need to 
develop patient loyalty. This requires a  
good clinic experience and staying 
top-of-mind consistently after care. 
You should also request reviews now.

Finally, fill your schedule with 
reactivations and patient referrals by 
calling past patients to action with 
newsletters, email, and more. 

Ad

Local Listings/
Local SEO

Google Ads for 
Your Therapy Type

Google Ads
for Conditions

Ad

Direct Mail
Campaigns
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Past Patients


