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Welcome to The Practice Builder
 
If this is your first issue of the Practice Builder, Welcome!  We believe the articles and ideas in this newsletter will be helpful to anyone who has the correction of vertebral subluxation as the focus of their office.  We hope to have back issues on the Foundation's web page soon so that you can access them whenever you want.  If you would like to learn more about the Foundation for the Advancement of Chiropractic Education or to check out our educational materials and practice tools visit us at www.f-a-c-e.com.

Inactive Practice Members
 
What do you do about the people who come back to the office after having discontinued care for a period of time?  Well, if you are going to welcome them back, you need to make an effort to get them to understand the importance of regular chiropractic care.  While most chiropractors probably ask the person what brought them back (which in all likelihood is the return of a symptom/problem or a new problem), I like to ask just the opposite question.  People find it disarming to be asked, "What has kept you away from the office?"  

More importantly, the question focuses on your reason for accepting them into the office (because they need to have their spine checked on a regular basis) rather than why they may be coming in (because they hurt).  It makes the person stop and think and try to come up with an answer.  Further, it enables you to know just how strong their understanding of chiropractic is.  After the person gets over the shock of the question, the response is usually a sheepish, "Well I've been feeling pretty good."  I say "sheepish" because most people know that is not a legitimate answer.  They know (or should know) that feeling good is not an issue with regard to having your spine checked regularly.  They will often follow up with, "I know I should be coming here regularly."  If they do not they either never understood your initial orientation of chiropractic or they forgot it.

Whatever the case, you need to give them a refresher of what your office is all about.  I think it should be different than your initial orientation but it must be an adequate review of what straight chiropractic is all about.  Further, it should in some manner address your displeasure with the practice member's failure to comply with the program of the office.

We have used a brochure which the C.A. gave to the practice member to read prior to seeing the chiropractor.  The positive aspect of that is that it saves time and is a non-threatening, non-confrontational approach to reiterating the practice objectives.  The problem is that you then cannot really ask them "What's keeping you from coming regularly?"  (i.e., they know there's really no good answer to the question).  

I really would like to hear what other chiropractors do in these circumstances.  I do not profess to have the final word on the subject.  There must be other good ideas out there.  I also think that different approaches work on different people, although it is difficult to know what type of person you are dealing with until you begin to speak with them.  That alone might be a good reason to have a few different approaches.  Readers with good ideas should go the FACE message board and post under the "Practice Building" thread that I have started.  

Finally, I believe it is important that people leave the office with some information, something that can reinforce what you have told them.  Actually, I think it is important that people leave with information on the first visit and on any reevaluation visits as well.

Here are two suggestions for handouts: Writing your own brochure is the best idea, but if you can't or won't 13 Reasons to Get Your Spine Checked on a Regular Basis makes a great handout.  (See Featured Product in this issue.)  You may even want to use it in addition to other handouts that you may have.  

Give your practice members a Welcome Back! Handout when they return to your office. 

Go to this site to print a copy:
http://www.f-a-c-e.com/welcomeback.pdf
Support Our Troops
 
Here's a great and timely PR idea that everyone will want to be involved with in your office.  Early in June, we started collecting items to send to our troops overseas.  We had intended to adopt a platoon (see www.adoptaplatoon.org for more information), but realized we had practice members and family members of practice members who were in Iraq so decided to "adopt" them instead.  

A corner of our office has now been reserved for collecting all types of items to be shipped over in installments.  Simple signs and patriotic decorations draw attention to the display and describe in detail what we are doing.  We have also supplied a list of all sorts of ideas for donations including snack food items, toiletries, clothing and "fun time" materials. (Contact us for the complete list of items.)  There are some restrictions on what can be sent so be sure to make that clear and remove any inappropriate items as you pack your shipments.  

As part of our contribution, we are paying the postage to ship the priority boxes which are available at your U.S. Post Office.  Flat rate boxes are also available and useful for heavier items.  It should be noted that people will also make cash donations that you may want to put toward shipping as well.  

The other part of our contribution includes writing positive, uplifting notes of gratitude to include in each package.  We have also purchased numerous thank you cards that our practice members are able to sign on their visits to our office.  Their own notes and children's drawings, etc. are also encouraged.  

Finally, be sure to send a press release to your local newspaper about your efforts.  Who knows who else in your community may want to get involved.    

Featured Product
 "13 Reasons to Get Your Spine Adjusted on a Regular Basis" 

13 reasons that are practical and vital for your body to reach its fullest potential in life. Taking care of yourself in no small measure means keeping your nerve system free of interference due to vertebral subluxations.  Check out Weekly Patient Article VI.  These articles are written in conjunction with this brochure.  See our link below.

 Quantity pricing on brochures: packs of 25 for only $6.95.  Call now 1-800-397-9722 or order on-line.

Coolstuff4Chiropractors
Here's a link that you might find interesting and helpful.  www.coolstuff4chiros.com
is an online chiropractic classified site.  Buy or sell new and used chiropractic equipment, tables, books and everything else.
 

NEW! Weekly Patient Articles Volume 7
13 Articles available on hard copy or CD! The most inexpensive, effective way of getting the 
ADIO and chiropractic message across to people!  relevant articles, perfect for use in the waiting room. 

Hard copy masters or CD:
Articles are sized 8½ x 5½ on two sides, and are laid out with two on each 8½ x 11 master.  
On CD in Microsoft format and in PDF format with color graphics.
Questions?  Call 1-800-397-9722
 

