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Reaching out to other healthcare providers in your community is one of the

biggest opportunities you have to grow your practice. 

Yes, you read that sentence correctly. 

We know that chiropractic care "works". We know how great it is. But how

many other people in your town know? 

Let me ask that another way: How many referrals did you receive from

other providers last month?

Well...looks like we have some work to do! 

Key Strategies 

I have found 5 key strategies that we outline in this report. These are the

linchpins of your marketing and outreach to medical doctors (and other

health care providers).

1.  Careful Targeting 
2.  Speak Their Language 
3. Relevance 
4. Trust and Rapport 
5. Consistent Follow Up

 I am excited that you downloaded this report. You took the first step. Now

let's get going!  

Introduction
Let's take a look at the key strategies you can use to get more

referrals into your practice. 



Hi! I'm Jeff- a chiropractor, writer, speaker, and all around tech-savy guy. 

How did I get started? 

My great-grandfather was a chiropractor in the 1920's, so I guess you could

say that chiropractic is in my blood. But, just like those early pioneers in

chiropractic that were exploring new ground; I believe we are at a new

tipping point , a new crossroads, and have huge new opportunity in front of

us. 

Let's Change Some Lives...

So, with a ton of passion to help chiropractors grow, I founded The

Evidence Based Chiropractor . Over the past few years I have been

fortunate to impact thousands of chiropractors around the world. How? I

take the best chiropractic research and put a complete marketing system

behind it so that chiropractors can build referral relationships with other

healthcare providers in their community. 

It makes sense right? 

But, I don't like to sit still. I was desperate to reach even more chiropractors

and make an even bigger impact. 

So I decided to start The Evidence Based Chiropractor Podcast  (weekly

research and marketing in the time it takes to get your office), The Evidence

Based Chiropractor YouTube Channel  (for, well you know...videos), The

Smart Chiropractor (research based social media marketing), and I wrote a
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book .

You can find me traveling, speaking at chiropractic conferences, attending

tech events, creating chiropractic content, hanging out with my family,

playing music, and surfing (at least whenever we get waves in Florida). 

Thank you for reading and paying attention. Now, let's go make a ruckus,

 

Jeff 
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Careful
Targeting

Precise targeting is your first step

towards building referral

relationships.



Building an accurate and targeted list is your first step towards referral

relationships. If your list is unfocused or outdated, you could be severely

inhibiting your ability to build the relationships necessary for continued

referrals. 

In our system, we have found 3 great tools for list building-

WebMD Physician Search  

Zoc Doc Physician Search 

Google search  

These 3 resources are invaluable and can save you a lot of time. They offer

a combination of search by location/zip, specialty, and even reviews of the

practices’. 

After building your list, you want to be sure to verify it. This is imperative! 

Verifying your list confirms the accuracy; saving you time and money in the

long run. Additionally, this is a great opportunity to make a positive first

impression with these offices. Your scripting should be short and to the

point. All of our members receive elegant and effective scripting options in

our members only Quick Start Guide.

#1 CAREFUL TARGETING
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Speak Their
Language

Research is the foundation of

interdisciplinary communication. 



I practice with the largest orthopedic group in Florida. By attending weekly

Spine Conferences at the hospital, and interacting with surgeons on a daily

basis, I have uncovered a few key insights to communicating with MD’s.  

Sitting in Grand Rounds, I discovered that many orthopedists are

EXTREMELY well read on the current literature and also view it in a critical

nature, thereby driving their clinical decision making. Research is the

common language.

Most of us vastly underestimate the breadth and depth of chiropractic

research. Regardless of how you practice I am willing to bet you can find

research that supports your position.

And lets be honest; there isn't too much nationwide promotion of positive

chiropractic research. 

That right there is the big opportunity. When YOU start promoting the

research, then you become the expert.

That process is what enabled me, over time, to develop the systems of The

Evidence Based Chiropractor. Relationship building through research is

perhaps the most effective, efficient, and elegant method to market to

medical doctors. 

Our monthly MD Research Briefs give you a chance to stay up-to-date on

the most current research relating to musculoskeletal care and the

authority to promote it. This increases your knowledge, confidence, and

#2- SPEAK THEIR
LANGUAGE



ability to speak directly on trends in our profession. 

By finding common ground, and speaking their language through research,

you will be able to build long-standing referral relationships.



Relevance...
...to their practice.  



All research is not created equal! 

While, from time to time, it is important to highlight advances in

chiropractic technique; it is imperative to not ‘beat the chiropractic drum’

with every piece of literature you send to medical doctors. 

Touching upon recent literature (for example our June MD Research Brief

highlighted the Journal of Bone & Joint Surgery June 2013 study which links

Epidural Steroid Injections to Vertebral Fracture) which directly affects their

practice and referral habits is essential. 

When you start adding value to their clinical decision making you can really

start making gains in your relationships. Most MD's barely have time to eat

lunch, let alone read the latest updates on conservative care choices. So be

sure to supply them with educational research briefs that make things easy

for them.

Bringing this research to their attention positions you as a leader and

knowledgeable practitioner, thereby building trust and confidence in your

expertise. 

Most medical doctors freely refer to Physical Therapy, prescribe NSAID’s,

and even schedule Epidural Steroid Injections for musculoskeletal com-

plaints. Often, this can be due to habit, outdated information, or even

something as simple as not knowing a chiropractor! Position yourself as

their chiropractor. Establish timely relevance and reach out with elegance.

#3- RELEVANCE



Trust and
Rapport

Building trust and rapport takes

time and diligence. 



Trust and rapport are the foundational building blocks of referrals.

Research shows that chiropractors do a great job at building trust and

rapport with our patients. However, our profession, on a whole, has not

particularly built trust and rapport with other providers as evidence by the

lack of interdisciplinary referrals. 

Perhaps, years ago, this was due to a lack of quality peer-reviewed research

and evidence. Now, we have more than enough research, evidence, and

knowledge to establish our place in the health care world. Our service as

chiropractors is focused, unique, safe, and effective.

Using high quality, peer reviewed research can assist with establishing trust

and rapport with your local MD’s. While trust and rapport can be greatly

accelerated by a personal meeting; monthly research updates can also

establish these important factors. 

Here is a personal example. There was a holistic MD in town whom I had

heard of, but hadn't met. I sent research update to her, adding value, for

about 6 months. One day a new patient came in and told me that this

physician referred her over, stating “I was the only chiropractor in town

that she worked with”. As I picked my jaw up off the ground (she didnt have

time to meet, but was ready to refer patients?!) it proved to me that trust

and rapport were established with this doctor through our MD Research

Briefs!

While a single referral may not alter the trajectory of your practice; when

you take proper care of this patient, send case notes, etc, it has the

potential to be the start of a steady referral stream. As this occurs with a

#4- TRUST AND RAPPORT



few doctors in town, these numbers begin to add up and have

the potential to become a significant revenue stream. As a bonus, these

referral patterns tend to be consistent. Medical Doctors are literally

referring dozens of patients out of their practice each day. So why should'nt

a few come your way?



Consistent
Follow-Up

A long-term, easily managed follow

up system will increase your

effectiveness. 



We all know that consistency with diet, exercise, and even chiropractic care

is the only way to yield, well, consistent results. Marketing and out- reach is

no different. I know most practices have calendars and sys- tems in place to

actively engage their most precious asset; current pa- tients’. This is a very

important part of building and nurturing your prac- tice and should not be

overlooked. However, some offices are woefully inconsistent and/or not

performing ANY marketing towards other phy- sicians in their communities! 

We (and the primary care doctors) are all aware that orthopedic sur- geons,

pain management physicians, and neurologists, are rarely the best choice

for people suffering from low back pain, sciatica, head- aches, etc.

Therefore, it is imperative for you to consistently reach out to the primary

care/ internal medicine physicians in your community and position yourself

as their top referral choice for musculoskeletal conditions. I have found that

building these referral relationships through research is the most effective

and affordable process.

The physicians whom I have referral relationships with view me as the local

authority on neuro-musculoskeletal care. If you lack the time, or 

access, to variety of high quality peer-reviewed journals, I encourage you to

join The Evidence Based Chiropractor.

#5- CONSISTENT FOLLOW-
UP



Want More
New Patients?

Let's implement what you just

learned in this guide. 

Join The Evidence Based

Chiropractor now and receive

10% off membership at the

exclusive link below.

Click Here to Discover More!

https://theebc.samcart.com/products/the-evidence-based-chiropractor-membership


Copyright 2017@ The Evidence Based Chiropractor

All rights reserved. No portion of these materials may be reproduced in any

manner without the expressed written consent of the publisher or Jeffrey

Langmaid.

Legal Notice-The materials presented in this document are for general

informational purposes’ only and are not intended to replace the

professional advice of a licensed service provider.

The author and publisher want to stress that the information contained

herein may be subject to varying state and/or local laws or regulations. All

users are advices to retain competent legal counsel to determine what

state and/or local laws or regulations may apple to the user’s particular

business. The purchaser or reader of this publication assumes responsibility

for the use of these materials and information. Adherence to all applicable

laws and regulations, both federal and state and local, governing

professional licensing, business practices, advertising and all other aspects

of doing business in the US or any other jurisdiction is the sole responsibility

of the purchaser or reader. The Evidence Based Chiropractor and Dr. Jeffrey

Langmaid assume no responsibility or liability whatsoever on the behalf of

any purchaser or reader.

The following advertising cannot be shared, sold, or used by any other

person. By taking legal possession of this document you agree to these

terms. If this agreement is violated, you will be notified via certified mail to

cease and desist the use of this advertising system; you will lose your

lifetime right to use this copyrighted material for your own personal use. 

Copyright

made with


