Two Questions for Ideal Patients:

Make a list of characteristics associated with “ideal” patients in your office like:

1. People I enjoy the most

2. People who have referred

3. People who are bringing their families in

4. People who have been with me the longest

5. People who “get it”

6. People who have stayed in care beyond their symptoms

7. People who have discretionary income that they are happy to share with me

8. People who value my time and talent

9. __________________________________

10. __________________________________

Next, make a list of 3-6 people for each category knowing that some people will appear on the list once and others may appear multiple times in multiple categories.  Compile the list and flag each file with a post-it note with numbers 1 and 2 on the note.  On their next visit to the office, after their adjustment, open a conversation with them:

Ben, now that I’ve adjusted you today, do you have a moment to talk?
Karen and I have been discussing the patients in the practice that we enjoy the most and you’re one of them.  We want the practice to grow, of course, but we want it to grow with people like you.  We want to make sure that your visit to the office is so good for you that you view your visit with us as one of the most important things you do for yourself each week so is there anything that you could recommend that we could do that would make your visit with us EVEN BETTER than it already is?
Answers will include:

1. Can’t think of anything.  Ask them to please think about it and you will ask them again next time (circle the 1 on the flag)

2. Everything is great just the way it is.  Ask them what they like best about their visit

3. They will make a suggestion.  Write it down.

4. They will make a joke about it.  Write it down anyway.

Next question:  Do you recall what you needed you find out or experience that changed you from someone who first consulted us to get rid of ______ (their health complaint) to someone who became _______ (their category or categories of ideal patient above)?

Answers will include:

1. Don’t know.  Ask them to think about it and you will ask them again on their next visit (circle 2 on the flag)

2. When you said.....   Write it down.

3. When I experienced....   Write it down.

This is the start of a process that will allow you to find out what you are already doing right so we can build an education system around your strengths to develop the kind of practice that you want.
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