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How to Market a New Medical Practice  

James Lunney,Certified Financial Planner, advises businesses from start-ups to successes. In his newsletter, he featured an article from Physician’s Money Digest on tips to help market a practice.

Try these proactive steps to expand your patient outreach.  Make it easy for clients to find you.      
     1. Set up a booth at a local health fair to let people know who you are. Bring plenty of business cards. 
     2. Go to the emergency department nearest your office and introduce yourself to the physician on
         duty. After the ER treatments, they often send patients somewhere else for follow up calls.

     3. Join a local physicians’ group and attend functions.  Most doctors like referring to each other.

     4. Place an ad in the local community paper and/or yellow pages.

     5. Submit an article to your local newspaper and/or trade magazine. Pose a common medical problem
         in which you specialize, and write the solution. Be sure to include your contact information.

         (Keep the articles to be used later as hand-outs for your patients or as topics for a future book.)
Marketing professionals advise developing an attractive, informative website or blog. PR firms suggest  speaking at schools, community organizations, or on radio, tv, and cable talk shows.  Your name and skills will become familiar to the public. The result: “people like to do business with people they know.”      
Keep Patients Happy; Do Not Understaff   
Medical patients pay for and expect updated skills, professional attention, and good customer service from a trained medical team.  Satisfied clients return for more appointments and recommend the practice to others.  Unfortunately, when a practice is understaffed, patients are ignored or continually have to wait beyond their appointment times. Dissatisfied patients will leave the practice and go to the competition. The solution is obvious; keep enough personnel to deliver timely, quality service. 
How can practices reconnect with former clients? Sent postcards.  Invite them to a casual open house. Welcome them with introductions.  Talk about the new customer service procedures – like a guaranteed “short wait appointment” policy or  a 5 minute “express” visit , a lab report back within 24 hours, or an “ask your doctor” blog on-line.  Offer a “free reward program” for referrals. Go get ‘em.  Having enough staff to deliver good customer service pays!   
Communication Facilitates Change

While goal setting for the new year, many companies are examining whether they need to innovate a product or service, deliver faster, increase customer service, add technology, relocate, merge, globalize, or become more specialized. Once the decision is made to move ahead, the company teams and individuals might cooperate, rebel, or sabotage the efforts. Successful change management includes
Ongoing communication with all staff to take fear out of the process. Discuss “what” and “why.”
Strong leadership by people who champion the change by investing their own time and energy. They
shape the vision with direction, a timeline, and how to achieve specific goals. Using measurements, they create checklists and display the progress.  Cover “how and when.” 

Connecting the current business changes to the positive results.  Project managers continually need
to remind everyone that efforts today (although inconvenient) are linked directly to improved products or services for their customers.  Remind them of the completed vision.              David Ulrich,  Workforce, 2008
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