


BIG PICTURE & LAYING YOUR FOUNDATION

DAY 1:

It’s important to understand the overall strategy to generate new patients. The big picture

overview will allow you to fully understand all elements of the New Year Campaign.

NEW YEAR Challenge
Send 20 To 30 Patients Your Way From Christmas Into The New Year Without


Spending Money On Advertising
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Knowing Your Numbers
Prior to running any marketing campaign it’s important that you have a water tight retention 
system. There is no point pouring in more new patients into a broken system. Use this 
worksheet to calculate how much you can earn from the campaign.

Let’s do the numbers…

The first thing to establish is your per-patient revenue. When a patient follows their treatment 
plan and keeps all their appointments, how much does your practice make? On average, our 
private coaching clients make anywhere from $700 on the lower end and many thousands 
on the higher-end. Write your numbers down right now

My average patient fee is $ 

My average number of appointments recommended is 

My earning potential is $ for EACH patient 

Now multiply that by 20x patients

Monthly earning potential using the New Patient System is $ 

Pretty exciting right? 
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THE 5 DAY NEW PATIENT TEXT CAMPAIGN

DAY 2:

This campaign is designed as a text campaign that will be sent out to your database of past

patients. All you need is to have a list of at least 50+ previous phone numbers to run this

campaign. This campaign is like rocket fuel so get ready to explode your business. 

Check out some of the amazing wins other Practice Owners have achieved by running this

campaign. 

CONGRATULATIONS ON DOWNLOADING
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Hey (name),

Did you miss this? 

Hey (name), 

It’s (name) from (insert practice). 

The New Year means a fresh start, which means it’s time to get

your health in check. 

To celebrate this we’re giving away [insert offer valued at x].

Just reply “yes” and we’ll organise the rest. 

(name)
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1. Does this campaign comply with my regulations? 

We always recommend that you check to make sure that you comply with your


professional guidelines. In some countries you may have to give them the option to reply


STOP to opt out. Please check with your regulator.

FAQs The Text Campaign:

How many phone numbers do you have that fit the above criteria? 

How many new patient bookings do you need (i.e. your diary has room for them)?

2. How many patients should we send it out to?

This depends on the size of your list, but you can send it to anyone who hasn’t booked in

within the last 3-6 months or they aren’t booked in currently. Then segment the list and


send to a % of your total list as the response in rate is high. The % you send to will depend


on the answers to the following two questions:

3. Can I edit the copy? 

No. Do not change the copy. The copy is proven and tested to get results. Just copy,


paste and send :)

4. Can it come from the practice instead of my name?

 The reason these text campaigns work so well is that they look personal. It should come


from you as the face of the business 
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EMAIL CAMPAIGN

THE NEW YEAR

Congratulations on downloading the New Patient Email Campaign



This campaign is designed as a 2-day email sequence that will be sent out to your database.

All you need is to have a list of at least 50 previous email addresses to run this campaign. This


campaign is like rocket fuel so get ready to explode your business.



Check out some of the amazing wins other Practice Owners have achieved by running this

campaign. 
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THE 3-DAY EMAIL SEQUENCE

Day 2: 12pm in your local time zone

Subject: Did you miss this?

Hey (name),

Super quick email.

Yesterday I sent you a really important message about our New Year offer.

I’ve added the email from yesterday beneath here in case you missed it yesterday 
(I Know how many emails we all get daily and totally understand that you may have

missed it).

Day 1: 12pm in your local time zone

Subject: For (Name)

Hey (name), 

It’s (name) from (insert practice). 

The New Year means a fresh start, which means it’s time to get

your health in check. 

To celebrate this we’re giving away [insert offer valued at x].

Just reply “yes” and we’ll organise the rest. 

(name)

Hey (name), 

It’s (name) from (insert practice). 

The New Year means a fresh start, which means it’s time to get

your health in check. 

To celebrate this we’re giving away [insert offer valued at x].

Just reply “yes” and we’ll organise the rest. 

(name)
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FACEBOOK CAMPAIGN

THE NEW YEAR

Congratulations on downloading the New Year Facebook Campaign.



This campaign can also be run of Facebook with the following ad copy. I

recommend running this ad to your database custom audience on


Facebook so that it becomes omni present and they see you on

Facebook & Email.
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The Ad Copy:

No Private Health Fund? No worries, you just pay $XX

for all of the above. Click below to claim your gap free

assessment now:

(Choose your own image for the ad here)

TOTAL VALUE OF $XXXX

[NEW YEAR, NEW YOU] A gift just for you (learn more)

(drive the ad to your landing page) 

We are offering yourself and a valued friend

the following:

The New Year is here, and I wanted to make sure that I got in early to give you an

awesome gift to say a big “Thank you” for being an awesome follower of ours.

So, I’ve been thinking about the best way that I can help you and your friends and

family for the New Year, and then it hit me…

It’s time to make sure that you utilise your health benefits and they have just rolled over

in the new year!

A comprehensive subjective and objective exam to assess any underlying

causes of current injury (valued at X)

Hands on Treatment based on detailed physiotherapy tests Including Radial

ShockWave Therapy If Suitable (Valued at X)

A personalised written plan to show you exactly how you are going to achieve your

personal health goals for this year(Valued at XXX) 
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It’s time to craft your irresistible offer:

What offer will you run for your Campaign?

What is the value of your offer? (e.g.: valued at $98.95)

Complete your message here using the following template: 

Hey (name), 

It’s (name) from (insert practice). 

The New Year means a fresh start, which means it’s time to get

your health in check. 

To celebrate this we’re giving away [insert offer valued at x].

Just reply “yes” and we’ll organise the rest. 

(name)
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THE FOLLOW UP CHAT STRATEGY

Page 25

DAY 3:

Look at the left column marked in red, and you’ll notice that this strategy is designed to
take your prospect through very specific stages throughout the conversation. These are
stages within a buyer’s journey. The Chat Strategy is natural, it’s relevant, and it flows
easily. People really feel that you’re trying to help them (because you are!). The beauty of
this strategy is that it’s 100% ethical.

The CHAT STRATEGY Think about it - by replying to your initial message, your new patient
has put up their hand asking for YOU to help THEM. They are interested in talking to you.
All you have to do is guide them through this conversation structure to book them in and
help them 
ease their pain

Hey (name), 
It’s (name) from (insert practice). 
The New Year means a fresh start, which means it’s time to get
your health in check. 
To celebrate this we’re giving away [insert offer valued at x].

Just reply “yes” and we’ll organise the rest. 
(name)
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The Outreach Call to Increase Conversions
Use this script to call anyone who the chat died off & to anyone who did


not reply at all to the text message 24 hours later



NOTES

Page 26



NOTES

Page 27



NOTES

Page 28



NOTES

Page 29


	Text1: 
	Text2: 
	Text3: 
	Text4: 
	Text5: 
	Text6: 
	Text7: 
	Text8: 
	Text9: 
	Text10: 
	Text11: 
	Text12: 


