How To Get Businesses To Help You Generate New Patients
When I first opened my office, I went around and introduced myself to most of the local business people in the shopping complex where my office is located. It was nice, friendly and professional, but never generated a single new patient in nearly three years of practice.

The biggest key to getting businesses to help you is to make it all about THEM. I used the following script (you can tailor it to your liking), to approach local businesses in a professional way that didn’t appear like I was selling them anything. Remember it has to focus on what they get out of this relationship.

I typically get better results when I bring in a copy of the artwork (Do You Have Chronic Pain?) in a folder rather than bringing in the box. When you enter with the box, their eyes are locked on the box wondering “What’s with the box? What is this person selling?” If you merely have a folder, it appears much more professional and you actually get direct eye contact.

So with your folder in hand and dressed professionally, enter a local business, introduce yourself and ask to speak with the owner or manager. When you speak with that person, you simply say, “Hi, I’m Dr. Smith. I’m a local chiropractor (or I’m a chiropractor on this side of town or I’m the chiropractor just up the street). I’m always looking for a way to promote my services so that I can help more people, but I would also like to help out local businesses. Here’s the idea I’ve come up with. I have had these boxes designed that are about this big (use your hands to show how small they are). There is a small sign that looks like this (show them the artwork) and it asks if someone is in pain and if they would like to find a natural way to help them. There is a small form the person fills out and drops in the box. Myself or someone from my office will check the boxes once or twice a week and for those who fill out the form, we will perform a consultation and exam at our expense. When they return to the office to find out if we can help them, we will provide them with a $20 (or $25) gift card or gift certificate from your business. In other words, if we have 5 people come in that week from the box here, I’ll purchase 5 gift cards from you. There is no expense to you and it helps me help more people. All you have to do is allow us to place one of these boxes on the counter. How does that sound? (or Would that be okay with you?)
Be sure to thank them and get their name! I usually write their name down as soon as I get back in my car so that when I see them again, I can use their name. It makes people feel important when you remember their name. If the person you talk to can’t authorize it, come back in when the person who can is in or get a number to call. For many franchise businesses, you will have to call the corporate office. Try and get a name of someone to call and tell them that you spoke with Luke at Blockbuster and he said I should contact you. I’m Dr. Smith …. then go into your script.
Small business owners are usually more than happy to do this. It costs them nothing and it helps their business. They love it! Businesses are accustomed to being solicited by people who only want to take. When you have a benefit for them, it makes them extremely receptive. Some businesses that I thought would be great (such as tire places where people sit for hours and examine everything in the store before they go insane) sometimes have rules against such promotions. If the business has such rules in effect (I’ve only seen this at tire places so far) or they just may not be interested, thank them for their time and leave. Don’t be pushy or get an attitude. Even if the business doesn’t allow you to place the box there, you are sowing seeds for potential future referrals or the employee you speak with may need a chiro. If the business just isn’t interested because they think there is a catch of some kind. It is not a big deal. I have only had this happen a few times. They are the ones missing out so don’t worry about it.

Once you have several of these boxes up, you can introduce yourself as a chiropractor that is partnering with several local businesses and it gives you a little more clout.
I know you’re probably wondering about the $20 or $25 gift certificate. This best thing about the gift card is that it costs you nothing. How? You are offering a consultation and exam for free. If you charge $20 or $25 for the x-rays, the patient has just paid for gift card/certificate. The business is happy because they are selling gift cards, the patient is happy when you present them with the gift card, and you should be happy because you just gained a new patient with no overhead cost. Even if they only receive one adjustment, you still come out ahead.

To present the cost for the x-rays, don’t say that I’ll give you a gift certificate to cover the cost. Don’t mention the gift certificate until the ROF. Say that based on your exam findings, you need to get a set of x-rays to further evaluate what is causing their problem. You can even state that you know they came in from the offer for a free consultation and exam and you’re not trying to pull a bait and switch. Tell them that normally you charge $125 or whatever for a set of x-rays, but since they came in from the box offer, you’ll only charge them $25 to cover the cost for your film and processing.
Then when you do their report of findings, simply give them the gift certificate from the business where they filled out the form. You can present it several ways. You can do it as a thanks for allowing you to take the films to better understand their condition. You can do it as a gift from our friends at The Sage Barn (which can do wonders if the patient actually thanks the business owner for their generosity). You can even do it as a “Welcome to the practice” gift. 
This is the way that I have used the lead boxes and have had great success getting into businesses. If you can keep the box from getting direct sun exposure, it will last for a very long time and not fade. Occasionally you may lose a box, but don’t worry … it happens. I recently lost one because a BBQ place had a spill that ruined the box. 

Brainstorm various places where you can place boxes. Health food stores, restaurants, hair salons, dog groomers, dry cleaners, laundry mats, video stores, etc. The list goes on and on. Just check the boxes once or twice a week. You will occasionally get a prank, but it is rare.

One last tip: Bait the hook. If you fold up a blank form and put it in the box, it will tend to draw more responses because people notice that it is actually being used.

Thanks for buying! Good luck! 
