	[image: image5.jpg]WRITTENBY
_‘ ADVANCED FOOT & ANKLE ASSOCIATES

DR. DANIEL KOSCHTIAL AND DR. JAMES DEWITT




	Top Practices Newsletter 
"Dedicated to Your Success"



	June 2009
	Volume 2, Number 6

	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.

If you care at all, you'll get some results. If you care enough, you'll get incredible results. 
- Jim Rohn 
Top Practices, LLC

1002 Lititz Pk., #191

Lititz, PA  17543

717/626-2025 phone
717/625-0552 fax

info@TopPractices.com

We're on the Web!

www.TopPractices.com
	News From the Front Lines and

A First Ever Rookies of the Month Award

986
How would you like to get 986 qualified prospective patients/clients/or customers in 21 days? Most of us would answer "I would like that very much." Jim DeWitt and Dan Koschtial of Grand Rapids MI did it last month. And the number continues to climb. 
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Here is how they accomplished it
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; : | THOUGHT FOOT PAIN WAS
{@\ ‘99 SOMETHING | JUST HAD TO LIVE WITH!

» Do Your Feet Hurt Almost Every
Morning When You Get Out of Bed?

» Do You Find Yourself Limiting Your
Activity Because You Know Your Feet
Are Going to Start Hurting?

» Have You Been Living
with Foot Problems
For Far Too Long?

Call 1-800-626-2025 or go
to www. TopPractices.com to request a FREE copy of Got Feet? In
this book, | answer ALL your questions and give you the information
you need to live the lifestyle you want to live. The call is Free and so
is the book.

JACKSON FOOT & ANKLE CENTER, INC

Lancaster, PA
To make an appointment call 717.626.2025 (often same day).





They've been sponsoring a race called The Fifth Third River Bank Run for several years now and as with most "branding' opportunities had seen a small amount of patient activity for their sponsorship fee. 

Sponsorships are usually a waste of money

Now I don't typically like sponsorship opportunities because they rarely translate into business. People do not notice who provided the lunch or the water or the tote bags at an event (think about it - do you?) and they certainly don't make consumer decisions based on sponsorship. Now when China hosted the Olympics and Coke sponsored it, apparently millions of Chinese people were discovering Coke for the VERY FIRST TIME IN THEIR LIVES. Okay, I'll give you that one. Probably a GREAT sponsorship opportunity with unbelievable results for Coke. But for the rest of us it's usually an expense and not an investment. 

Back to the Fifth Third Bank River Run (apparently there really is a bank that is named the Fifth Third Bank (who knew). If I was President of that bank I would rename the bank the First First Bank, but that's just me.

So, as sponsors, Jim and Dan (who ran in the race by the way) offered every person who ran the race (17,500 runners here) a copy of their book on Running and Your Feet, which was produced by Top Practices for them. They were able to send an email ad out in an ezine before the race and they were able to put a flyer in their bags at the race and they then mailed 17,500 postcards to the runners letting them know they would be delighted to send them the book. And as of this writing 986 have requested their book and given their names, addresses, phone numbers, and emails. 986 in three weeks. They have two more ezine ads to send out this summer. Holy cow!

It's all about the list

The single most important thing we can do in marketing is to build our list. Build it as big as we can with the names of people who are interested in what we have to say because we will help them sleep easier at night. If you want to build a running niche you have to market to runners.

 How do you find out who runs around your office? 

· Sponsor a run. 

· Focus your marketing on the concerns of runners (injuries, aches, staying healthy, running forever). 

· Make them an offer they can't refuse. A book about how to stay healthy as a runner. 

· Put those names in a database and then begin to market to those people so that over time you can convert them into patients. 

986 is a remarkable number. As we continue to promote to these runners and convert them into patients even if we convert only 20% that will be 189 new patients. With the right follow up program we know we can convert them at higher numbers than that. 30% is 283. At an average of $650 per patient/year that is $183,950 on the top line. Subtract $15,000 in costs and the return is $168,950. Which sure beats a couple of patients and a big loss. 
Marketing should always make you money and grow your practice. It should never cost you a penny.

Jim and Dan said goodbye to "We've always done it that way." And Hello to "Let's try something new that just makes sense." 

I've never honored a Mastermind Member with the Rookie of the Month Award, but Jim and Dan and Sarah Pike who handles the marketing for their practice have only been in The Top Practices Marketing Mastermind Group for 2 months and they've got 986 running leads in their marketing database. Definitely deserving of our First Rookie of the Month Award. Congratulations to Jim, Dan and Sarah. I'd like to run in the race with you next year. 
Dedicated to your success,

Rem

P.S. The Top Practices Marketing Master Mind Group is not an exclusive Club. All that is required is a willingness to throw out your outdated misconceptions about marketing and commit to following in the footsteps of dozens and dozens of podiatrists, lawyers, and business owners who are having the best year of their careers in spite of all the bad news on the TV every night. Just go to www.TopPractices.com to find out more or email Rem at rem@toppractices.com to talk to him about how you can build the practice you've always wanted, not just the practice that walks in the door. 
What's New At Top Practices?

We've developed a new series of ad templates that can be customized to promote any of the four books we now offer (Foot Book, Heel Pain, Diabetes, and Running).  We call them the "Seriously?" ads and the doctors who have tested them are getting great results.

For more information on how you can get these ad templates, just contact Nicole at Nicole@nicoletully.com or call her at 717-824-6553
Rem's Schedule
June 26th and 27th - GREAT LEGAL MARKETING CONFERENCE, ASHBURN, VA
July 17th through 19th - AAPPM Summer Bootcamp, Pittsburgh, PA

July 24th - Louisiana Podiatric Medical Association, NEW ORLEANS, LA
September 11th - TPMA, Dallas TX

September 25th - OCPM College, Independence, OH

October 2nd-4th - AAPPM New Practitioners Workshop, Pittsburgh PA

October 9-11 Top Practices Marketing and Management Summit

    Grapevine, Texas (SAVE THE DATE...more info next month!!)
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