
THE QUICK START GUIDE
START BUILDING REFERRAL RELATIONSHIPS TODAY.
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INTRODUCTION 

This quick start guide is designed to help you get started with The Evidence Based
Chiropractor and begin getting results as soon as possible. 

The number of referrals coming into your practice is a direct by-product of the relationships
that you've built in your community.  

Your current number of monthly MD referrals may be close to zero. Don't stress about it!  In
most cases, it's because you haven't (yet) taken the action steps necessary to realize the
results you desire. 

With this guide, you'll discover a simple process and system to start bridging the gap.

As a chiropractor- you practice in a profession that one of the most safe and effective
treatment options every documented. It's time more people knew! 

And remember, "MD Marketing," is not exclusive to only medical doctors. The same tactics
and strategies can be used for meeting with all types of health care providers. 

Success stems from having a great plan, following through, and then following up. As with all
marketing- consistency is often the number one factor in your ability to get results.

Are you ready to bridge the gap and build referral relationships?

Well, let's get started! 

Quick Link to the Members Vault 

http://www.theevidencebasedchiropractor.com/welcome


I'm a passionate chiropractor that can't wait to help you bridge the gap with other healthcare

providers in your community.

HOW DID I GET STARTED? 

My great-grandfather became a chiropractor in the 1920s, so I guess you could say that

chiropractic is in my blood. Even with all of the progress we have made as a profession, there

are still new opportunities to explore.

Just like the early pioneers in chiropractic, we stand at a unique tipping point, a new

crossroads, and with a substantial opportunity in front of us. It's our responsibility to seize it. 

LET'S CHANGE SOME LIVES...

So, with a ton of passion for helping chiropractor grow, I founded The Evidence Based

Chiropractor . Over the past few years, I have been fortunate to work with thousands of

chiropractor around the world. By using The Evidence Based Chiropractor, our members have

generated thousands of referrals from medical doctors that resulted in millions of dollars in

additional income. 

Our system is pretty straightforward. It starts by putting the patient �rst. Then it's about

creating a system to highlight your practice by taking the best chiropractic research and

promoting it in a way that is both ef�cient and effective. The results we've witnessed include

more incoming patient referrals, new professional opportunities, and a higher level of trust and

prestige in your community.

A few other resources that can you accelerate your results include:

The Evidence Based Chiropractor Podcast 

The Evidence Based Chiropractor YouTube Channel 

The Smart Chiropractor 

I spend a lot of my time traveling, speaking at chiropractic conferences, and attending tech

events. If you see me, say hi. I love to connect with you.

And thank you for becoming a member of The Evidence Based Chiropractor. Let's make a

ruckus.

Jeff 
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http://www.theevidencebasedchiropractor.com/
http://podcasts.apple.com/us/podcast/evidence-based-chiropractor-chiropractic-marketing/id1061477376
http://www.youtube.com/theevidencebasedchiropractor
http://www.thesmartchiropractor.com/


Building and Verifying Your Target List

Building your physician target list is the �rst step towards implementing a pro�table
physician marketing system.  

I highly recommend keeping track of your target list on our Monthly Tracking Sheet,
which you can download in the Members Vault. This sheet will help you keep your
contacts tidy.

Maintaining a target list of physicians is critical to your success. 

The results of your marketing and outreach will only be as good as your target list.

Determining not only the number of doctors on your list, but the types of doctors are
crucial. 

I highly recommend keeping a target list of  50 physicians.  In a rural area, getting a list of
50 doctors may extend 10 miles or more for your practice. In more urban environments,
may have 50 doctors within 3 or 4 blocks. For those of us in the suburbs, a list of 50
doctors within 5-7 miles of your practice will be easily attainable. 

There are two great resources available to curate your target list. The �rst is your
current patient base. 

To gather the primary care doctor information from your patients, you should follow a
two-step approach.

1. Include an area on your intake forms for the patient to list their primary care
physician.

2. If this part of the intake form is left blank, designate a staff member to follow up
verbally. 

Physician Contact Information Scripting: 
"John, we noticed you didn't list a primary care physician on your intake forms. We'd love to

have that information to communicate and coordinate your care." 

If you're unable to get a list of 50 physicians from your current patients, then I suggest
using a WebMD Physician Search  to �ll out your target list. WebMD makes it easy to
search by specialty and location. Enter your zip code and the type of doctors you are
looking for and voila, a complete physician list will be ready for you in seconds. 

Your list should contain approximately 75% primary care physicians and 25% specialty-
focused physicians.

Now that you have a working list, I highly recommend calling the of�ces to verify the
address and con�rm the doctor is still at that location. If you skip the veri�cation step,
you may end up a lot wasting time, energy, and postage. 
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http://doctor.webmd.com/


Verification Call Scripting:  
"Good morning, this is (insert name) calling from (insert practice name). I am calling to

confirm your address at (their address) and ask what the best way to send over case notes
is?" 

By asking this question, you'll reduce returned mail from incorrectly addressed monthly
research briefs. You'll also save time by knowing in advance exactly how you should send
their case notes.  

As you verify your list, enter the data into your Evidence Based Chiropractor tracking
sheets. Having a dedicated tracking sheet for your target list will make tracking your
progress much easier throughout the year. 

That's it! Now you're ready to take action. 

 

ICE BREAKER LETTER

Once you've veri�ed your list and have entered the information in your tracking sheets,
it's time to begin your outreach. The best place to start is the MD Ice Breaker Letter. 

The Ice Breaker Letter has been designed with a few goals in mind.

First, the letter sets the stage for the type of care you provide in your practice. Next, it
sets the expectations on future monthly research briefs. And �nally, it informs then that
you'll be following up with a phone call within a few weeks to set up and meeting and
learn more about their practice. 

Feel free to edit the content of the letter to �t your practice and voice. The text in the Ice
Breaker Letter can be copied/pasted into your of�ce letterhead. I recommend sending
this letter out with your �rst Research Brief. 

The Ice Breaker letter also proactively addresses three major concerns that may prevent
other physicians from referring to your practice.  

- The idea that you may "steal" their patients' 
- The misconception of never-ending, long term active treatment  
- The fear of not knowing the progress of the patient and losing "control" of their care

These three points are HUGE barriers to referrals, and our MD Ice Breaker letter
addresses all of the concerns professionally and elegantly. Now, when you follow up
monthly with your EBC Research Briefs, you will be reinforcing the relationship which
you have started to build with the Ice Breaker Letter.

Of course, it is imperative to follow through with the expectations you set in the Ice
Breaker Letter. There is an old marketing saying that "99% of the sale in the follow-up." It
is undoubtedly true of physician marketing! 

- -



Your follow up will consist of: 
- Faxing/Emailing prompt Case Notes on evaluation, re-evaluation, and discharge from
active care to show off the excellent results of your care 
-Sending monthly Research Briefs to stay top of mind 
- Calling to set up a meeting where you can build trust and rapport. 

Bonus Tip- I recommend sending the MD Case Notes Letter to the Primary Care Physician of
ALL your new patients (as long as you have permission). 

FOLLOWING THROUGH

Your monthly Research Briefs are the marketing engine of this program. Case Notes may
ebb and �ow with patient volume (and you can't' really control who someone's primary
care physician is). But, your monthly Research Brief is a controlled, dependable
marketing asset which you have 100% control of. 

Every month your Research Brief allows you to stay top of mind, establish brand
recognition, and further position your practice as the logical choice for referrals. 

One way to fast track your relationships with your targeted physicians is to meet in
person. In the MD Ice Breaker Letter,  you set the stage that you will be following up to
schedule a meeting. 

A meeting does not mean that you need to purchase lunch for the doctor and staff.
Setting up a meeting is an opportunity to build trust and rapport while also learning more
about their practice. 

By asking the right questions, you can uncover areas of opportunity based upon their
current patient demographics and favored treatment protocols. The purpose of the quick
meeting is not to "sell" the doctor on chiropractic, but to make a professional and
favorable �rst impression. 

When the doctors on your target list can put a face with a name, it can often reduce
friction and facilitate the referral process. Please read the detailed MD Meeting guide in
the Members Vault for speci�cs on your MD Meetings. 

If you are unable to meet the doctor face to the fact it is still essential to follow through
with your monthly Research Briefs. I have personally received referrals from doctors
that I've never met based on the Research Briefs alone. Keep sending those Case Notes
and Research Briefs! 

- -



Bonus Tip- If you have the opportunity to meet the doctor in person, DO NOT forget about
the staff. In many medical practices, the front desk staff may have someone designated as
the referral coordinator. Make sure to introduce yourself and your practice. Also, request
some of the doctors business cards while also providing them with yours. 

The front desk staff is often neglected, overlooked, and overworked. When you stop and
speak with them, it can pay huge dividends as you build the relationship.

 

BECOME THE OBVIOUS CHOICE

By using our program and system; you will be able to position yourself as the only logical
referral choice for these medical providers. You will build goodwill, trust, and
relationships which have the potential to generate referrals for years to come. 

How many other docs in your community do you think routinely send case notes,
monthly research updates, and reach out to meet? The answer is probably zero. Their
lack of action is your opportunity!

Building a practice that has a steady stream of medical referrals helps the �nancial life of
your practice, helps the people in your community live healthier lives, and helps our
profession continue to move forward. 

I can't wait to celebrate your �rst wins. If even one person in your town is saved from a
risky surgery or dangerous medication because of your relationship-building- it's worth
it.

"You never know how far-reaching something you think, say or do today, will affect the lives
of millions tomorrow." 

Click HERE  to schedule your 30 minute implementation call if we haven't connect yet. 

QUICK GUIDE SYNOPSIS

Build/Verify Your Target List 
Send Your MD Ice Break Letter 

 Fax MD Case Notes for Every New Patient  
Send Monthly EBC Research Briefs 

Set Up Your MD Meeting
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Members Vault Modules

Module 1: Getting Started 

Module 2 : Your Target List 

Module 3:  The Art of Case Notes 

Module 4: Crushing Your MD Meetings 

This module is designed to help you get started quickly and ef�ciently. Use our
implementation checklist to track your progress and our quick start guide to get those
referrals pumping! 

Building your target list will help you focused on the exact types of doctors that you want
to build relationships with. 

Once you create your target list in our template, you won't have to waste time searching
around for information, everything will be in one place. This will help your team
implement our system with ease! 

Sending case notes are essential to bridge the gap and build relationships. Think about
this way- case notes are the way to showcase the hard work you do every day to help
people improve their quality of life. Take advantage of it! 

The beautiful part is that by using our guide and templates you can make sending case
notes extremely easy! 

We have made meeting other doctors easy and streamlined. From the initial phone calls
to set up the meeting, to a framework to use during your meeting, to your on-going
follow-up; you will be ready after going through this module. 
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http://www.theevidencebasedchiropractor.com/module-1
http://www.theevidencebasedchiropractor.com/module-2
http://www.theevidencebasedchiropractor.com/module-3
http://www.theevidencebasedchiropractor.com/module-4


Members Vault Modules

Module 5: Follow Up for Success 

Bonus Content Module 

A wise man once said that 98% of success is in the follow-up. And we agree. Following up
consistently with our monthly research briefs is the perfect way to get your name in
front of other doctors each month in a way that you can be proud of. 

Who doesn't love a bonus? We had some content that didn't exactly �t into the modules,
but will make your process of implementation and outreach even more productive. 
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http://www.theevidencebasedchiropractor.com/module-5
http://www.theevidencebasedchiropractor.com/bonus-content

