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Many chiropractors would like to establish better rela-

tionships with other physicians in their community but 

aren’t sure where to start.  The Evidence Based Chiro-

practor is the leading authority on DC/MD relationships 

and in this short guide we have laid out the 5 keys to be-

gin your journey towards better relationships and in-

creased referrals! 
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1- CAREFUL TARGETING

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

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 If your list is unfocused or outdated, you could be se-

verely inhibiting your ability to build the relationships necessary for 

continued referrals. The Evidence Based Chiropractor has posted a 

blog detailing list building right HERE.  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, when used efficiently, 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. Addi-

tionally, 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.
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Precise targeting is the first step of 
your outreach program. 
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2- Speak Their Language

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

weekly Spine Conferences at the hospital, and interacting with sur-

geons on a daily basis, I have uncovered a few key insights to communi-

cation with MD’s. Communication builds the relationships from which 

referrals flow. Sitting in Grand Rounds I discovered that many orthope-

dists are EXTREMELY well read on the current literature and also view 

it in a critical nature, thereby driving their clinical decision making. I 

also discovered that the promotion of positive chiropractic research is 

minimal at best. This enabled me, over time, to develop the systems of 

The Evidence Based Chiropractor. Relationship building through re-

search 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 ability to speak directly on trends in 

our profession. By finding common ground, and speaking their lan-

guage through research, you will be able to build long-standing referral 

relationships.
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Research is the foundation of 
interdisciplinary communica-
tion.
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Positioning yourself as the evi-
dence support treatment option is 
essential. 

3- Relevance (to their practice)

All research is not created equal! While, from time to time, it is im-

portant to highlight advances in chiropractic technique; it is impera-

tive to not ‘beat the chiropractic drum’ with every piece of litera-

ture 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 prac-

tice and referral habits is essential. Bringing this research to their 

attention positions you as a leader and knowledgeable practitioner, 

thereby building trust and confidence in your expertise. Most medi-

cal 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.
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Building trust and rapport takes 
time and diligence. 

4- Trust and Rapport

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 evi-

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

knowledge to establish our place in the health care world. Our serv-

ice as chiropractors is focused, unique, safe, and effective. 

Using high quality, peer reviewed research can assist with establish-

ing 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. One example 

from personal experience; there is a holistic MD in town whom I did 

not have the chance to meet, but had sent research for roughly 6 

months (she was sent my monthly MD Research Briefs and MD Ice 

Breaker Letter). A new patient came in a few weeks ago and told me 

that this physician referred her over, stating “I was the only chiro-

practor in town that she worked with”. This proves that trust and 

rapport were established with this doctor through our MD Re-

search Briefs. While a single referral may not alter the trajectory of 
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By using an affordable system of 
outreach you will maximize your 
return on investment. 

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 few doctors in town, these numbers 

begin to add up and have the potential to become 

a significant revenue stream. As a bonus, these re-

ferral patterns tend to be consistent. Medical Doc-

tors are literally referring dozens of patients per 

day; so establishing yourself as a referral choice 

can lead to a consistent stream of new patients.
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5- Consistent Follow Up

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 
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A long term, easily managed 
follow up system will increase 
your effectiveness. 



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

you to join The Evidence Based Chiropractor.

-The Evidence Based Chiropractor is the fastest growing chiropractic 

outreach group in the profession.  The service is dedicated to increas-

ing chiropractic utilization by showcasing research.  Marketing to medi-

cal doctors through research is efficient, cost effective, and can dra-

matically improve your incoming referrals.  Dr. Jeff Langmaid founded 

The Evidence Based Chiropractor with a objective of increasing chiro-

practic utilization through interdisciplinary cooperation.  Considered 

the leading authority on DC/MD relationships he is a coveted speaker 

and author.  Currently, he practices with the largest orthopedic group 

in Florida.  

Join us.  Lets grow chiropractic together.

9

If you are interested in build-
ing referral relationships with 
physicians in your community, 
join us at The Evidence Based 
Chiropractor. 
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