REFERRAL DIALOG FROM HART CONSULTING
The following dialog can be combined and customized for each situation and each person. The key is to be comfortable asking for referrals by:

· Letting the patient know that they are helping you to help others. (As opposed to helping you to build the practice.)

· Mention as many people who might need care as possible. For example friends, family members, co-workers, sports team members etc.

· Don’t be afraid to give them a card. They need something tangible to give to their friend.

· Don’t be afraid to ask. Remember you are not selling chiropractic, you are helping someone to get the care that they need.

Examples of Dialog

Sample 1

“Mrs. Jones, sometimes I don‘t do my job us well as I should.  I need to be better about reminding my patients how important it is to refer their friends, family members, team members and co-workers, to our office. There are many people out there suffering needlessly from back pain, neck pain or headaches. They may be taking unnecessary prescription or non-prescription medication, or even contemplating surgery. Most people who come in to our office, find us through the referral of someone like you, who is already a patient and who has seen first hand how effective chiropractic care can be.  Mrs. Jones, when you are out there in the community, don’t be afraid to tell others about the good experience that you have had in our office and encourage them to come in. I can only help those that I see, and I only get to see those that you refer in.”

Sample 2

“Mrs. Jones, now that you know how effective chiropractic care can be, you have a responsibility. Most of the new patients who come in to our office, come in because people just like you tell them about the experience that you have had in chiropractic. There are many people out there suffering needlessly from back pain, neck pain or headaches. They may be taking unnecessary prescription or non-prescription drugs, or even contemplating surgery. It is your job to let them know that there may be an alternative, and to help get them in here.”

If the patient tells you about someone that they have been trying to get in, use the following dialog.

Sample 3

“Mrs. Jones, let me get something for you, (get one of your business cards). I’m going to offer your friend a complimentary examination, good through next Friday. Please be sure and have her mention that the Doctor offered her a complimentary examination, when she calls to schedule the appointment. (Write “Complimentary Examination” and an expiration date on the back of the card, and then sign it.)

If the patient tells you about someone who is close to him that he has been trying to get in, use the following dialog.

Sample 4

“Mrs. Jones, it sounds like your husband has been procrastinating.  If you would like I can ask Mary to give him a call to schedule an appointment.  What time does he get home from work?”  In most circumstances the patient will readily agree and the close friend or family member is easily scheduled.
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