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	4 Steps of the Top Practices Marketing Plan for Podiatrists

1. Be Different - Enter the conversation that is going on in the minds of people you want to attract. 

2. Be Provocative - Make them an offer they can't refuse - a free information premium booklet.

3. Capture the Data - build a database.

4. Educate, Educate, Educate - begin to communicate with them intensively and persistently.

Civilization advances by extending the number of operations we can perform without thinking about them. – Alfred North Whitehead
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There's a Million dollars hidden in your Office. 

Here's how to claim it.

It's absolutely true that there is a million dollars just sitting in your office if you are willing to find it. I'll even tell you where it is hidden. Right before your eyes in your files, both paper and electronic. It's the names of everyone that knows you because they are, or have been, patients of yours in the past, it's everyone with which you have business and personal relationships, and it's everyone who has requested information from you because you've offered it.

The Single Most Valuable Asset You Have in Your Practice, 

Other Than Yourself, is Your List
The most important business development activity you can pursue is to create an ever expanding list of people who will respond to your marketing because you already have a relationship with them. It's really that simple. So why is it that almost NO PROFESSIONALS, podiatrists included, nurture, grow, and harvest this resource that, if tended to correctly, will enable you to achieve almost EVERY professional and personal goal you can pursue? The answer is they don't have the right tool to manage, maintain, and develop their list. 

Every Professional, Every Business, Needs a Powerful, Automated, Marketing Database That Makes Communicating with Your List Easy.

And the marketing database I recommend to all of my Mastermind Group Members is Blue Orchid Marketing www.blueorchidmarketing.com. 

One of the Most Common Questions I Hear is "Do I Really Need the Database"

As my Mastermind Members get their books, and ads, and campaigns set up to market their practices the big question is why do I need the marketing database? I can get the records from my billing program or from a spreadsheet and just use that can't I?  

Well….no.

You see the real secret to successful marketing is to turn prospective patients into real patients. It's to turn inactive patients into active patients, and it's to develop strong, productive referral sources that continue to refer high quality patients to you year after year. The way we do that at Top Practices is that we establish those relationships through better offers and compelling marketing approaches and then we convert those relationships over time into active clients/patients/and customers. We convert them into clients/patients/or customers by developing and expanding a relationship with them through high integrity, education-based, on-going marketing. 

This is an easy process if you've got a software program with a database at its heart that let's you do this automatically. If you don't have the marketing database software, it's impossible to keep it all straight and continue to do this activity month after month.
Yet, no single business development activity will produce a higher return on your investment and build your practice bigger and faster.  And that's what a marketing software program like Blue Orchid does. 

Why Blue Orchid Marketing? 

I like to call Blue Orchid the Goldilocks marketing database. It's not too big and complicated and expensive and it's not limited in its functionality. Blue Orchid was designed with podiatrists and lawyers in mind. It's easy to learn in an hour or two. It's not a high expense product like the big Customer Relations Management Programs are. They were designed for companies with 50 or more employees in mind. Blue Orchid was designed for the average podiatrist or lawyer's practice. It let's you market online, offline, and it let's you use multi-step campaigns, newsletters, and virtually any kind of marketing effort you can think of and this is what's at the heart of converting people into patients. 

Some of our Top Practices Marketing Mastermind Members are experiencing high conversion numbers 38% or higher after 8 months. 

It's understandable because we've used certain techniques to filter out everyone except those who are concerned about their feet and ankles and we've acquired their contact information. But ONLY the practices that are using the marketing database to manage their campaigns and develop these relationships over time automatically are achieving these kinds of numbers. 

[image: image5.wmf]There really is a million dollars hiding in your office. All you've got to do is open the box, pour the contents into your marketing database, and add a campaign and you are on your way to building the practice you've always wanted. 

You can contact Blue Orchid online at www.BlueOrchidMarketing.com or call them at 203-746-5901.

Yellow-pages industry hit hard by economic downturn

According to an article published by the Wall Street Journal online last month, the yellow pages industry is facing near extinction. Customers have migrated to the Web in recent years and have left print directories like the Yellow Pages behind.  The industry tried to keep up by offering online directories, but that strategy has not worked out for them, mostly because the audience for online directories remains small and traffic growth is slowing.  Print and online ad spending on yellow pages is expected to drop by 6.3% next year, more than double the rate of decline expected for other media.  Within the next four years, ad spending on print directories will decline by 39%.  

It is no longer practical (or economical) to rely solely on the Yellow Pages for your marketing. They are going the way of the dinosaur.  It's now more important than ever to build a marketing machine that will continue to provide a steady stream of new patients that need the services you provide!

Rem's Winter Speaking Schedule
Jan 6-7 Teaching American History Federal Grant Symposium – New York, NY 

Jan 15-16 FPMA Science and Management Symposium – Orlando Fl

Jan 23-25 AAPPM Million Dollar Round Table – Ft. Lauderdale Fl

Jan 29-31 Great Legal Marketing 2009 Jumpstart – Ashburn VA

Mar 5-8 AAPPM Pittsburgh Mid-Winter Workshop
Hope to see you there!!
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