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Introduction 
The purpose of this book is to help you rise to remove yourself from the pain, suffering, 

emotional and financial frustration that goes along with being chained to an insurance 

dependant chiropractic office. 

Let me be clear, in order to do this, it is essential that you become the very best 

chiropractor that you can be. It is very likely that if you follow the steps in this book you can 

expect to have a greater influence in your community, increase your collections whilst also 

decreasing your stress and time at work. 

When you utilise the strategies that we show you in this book you’ll have a reproducible 

and highly effective blueprint that will allow you to effortlessly have your patients happily 

stay, pay and refer. 

I know this might sound like a stretch, it used to for me too. That is, until I uncovered the “3 

Pillars and 5 Systems” that we will dive deep into throughout this book 

Before we go any further, let me tell you what this book is not: 

- It is not promoting any get rich quick scheme, I don’t believe in those and too many 

chiropractors have been hurt and damaged buy such practices 

- It’s not about sleazy or cheesy high pitched sales pressure campaigns - they simple don’t 

work and have damaged our profession enormously. 

- It’s not about patient scare and manipulating patients into care they don’t need or want. 

If you are a real person who’s got some skill, genuinely cares, has the ability to help others 

and the willingness to work for what you want, this book is for you. 

�                                         copyright 2015 The Optimal Health Chiropractic System4



What I Did and How You Can Use It

The name of this book is “Cash Practice: How we took a struggling insurance 

dependant doctor to $60K in collections month after month.”

And before we go any further, please let me make it very clear that Dr X’s results are not 

typical.

Chances are we have not met, so I am not making any claims or implications that you will 

duplicate Dr X’s results or achieve any results whatsoever.

I’m going to show you what worked well for Dr X, and it’s my hope that you will be able to 

utilise some of the information that I share to get the results that you are personally after.

Let me tell you what this book is not:

- It is not promoting any get rich quick scheme

- It’s not about sleazy or cheesy high pitched 

sales pressure campaigns

- It’s not about patient scare and manipulating 

patients into care they don’t need or want.

If you are a real person who’s got some skill, genuinely cares, has the ability to help others 

and the willingness to work for what you want, this is for you.
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Who is Dr X?

Up until recently I used to be able to refer to Dr X by his real name.  But as you will see as 

you read through this special report the transformation Dr X achieved by following my 

recommendations was nothing short of outstanding.   Part of his agreeing to be the subject 

of this book was me agreeing to not give out his name.

Don’t be put back though, in many ways Dr X is just like you.   He’s been practicing in the 

midwest for 9 years and became a chiropractor because he wanted to help people… 

simple really. He left college full of youthful enthusiasm and a desire to make a real 

difference in his community.….. sound familiar. He has a good heart, great hands and 

takes tremendous pride in his work.

When I first spoke with Dr X on the phone he was frustrated, embarrassed, angry, burnt 

out and considering a career change. His practice was a roller coaster 75 visits one week, 

90 the next and 60 the week after that….. arghhh.  His family life suffered because he 

would spend hours at the practice and when he wasn’t at the practice he would be 

worrying about it.

 Dr X was handcuffed to the over prescriptive and underpaying insurance agencies, many 

weeks he wasn’t covering his overheads and hadn’t had a holiday in 4 years.  

His PVA was 18  (PVA = patient visit average and is the number of adjustments each week 

divided by your weekly new patients).  Dr X’s recognised that he had so much to offer, sure 

he was able to help his patients get out pain but that’s it, he was never able to help his 

patients see the bigger picture.  
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“I  just wish the patients would understand what I understood and would be happy to pay 

for it”  he told me.

Before calling me Dr X was embarrassed to reach out for help or speak with his fellow 

chiropractors for fear of looking stupid.  His stress levels were sky rocketing and his drive 

for practice (and for life) began to decline.

That’s when a friend finally told him about the work I do.  On Dr X’s entrance form he wrote 

down five goals 

1. increase new patients

2. help with staff

3. increase collections

4. improve retention

5. decrease stress

The truth is that times are tougher now than ever before - especially if you are practicing in 

an old and outdated chiropractic model.

Chiropractic clinics are dropping like flies, according to a new study published in June.

BizMiner, a US based research firm, stated that 40.9% of independent Chiropractic Clinics 

are set to be shut down this year due to a lack of profits and other problems.
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But It Gets Worse

The data for the report is believed to have been collected before the economic meltdown 

swept through the American small business community like a plague.

Every week I have chiropractors calling me and telling me that fewer patients have been 

following up on their appointments ...and the number of new patients is declining 

Trusted advertising has stopped working. The declining economy isn’t the worst of it, the 

old means of getting new customers aren’t working anymore.

According to an industry study, most chiropractors rely on “old” methods of advertising 

such as the phone book to get customers. Yet recent 

trends show those methods to be quickly nearing 

extinction.

Bright Shiny Objects

I’ve been coaching chiropractors around the world since 2000 and sadly Dr X’s story is not 

an uncommon one.

Chiropractors prides themselves on being doctors of cause… that’s the kind of 

conversations that we are having with our patients every day right….?  Yet when it comes 

to looking out our own businesses we are the first to jump towards a quick fix.
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Each week I received phone calls and emails from chiropractors telling me that all they 

need is that perfect report of findings or perhaps that “one liner” that will have patients sign 

up to big care plans.  This is no different from our patients going from one drug to another 

looking for the solution to their health problems.

Everyday I speak to chiropractors looking for the next “bright shiny object”, perhaps it’s a 

new technique, a nutritional product to sell, an advertising program or maybe we join one 

of those “guru” management companies who promise the world.  We have been sold into 

this quick fix mentality.

The truth is great Chiropractic practices are built on great systems not a quick fix mentality.  

We will talk more about this shortly.

In 1996 I was living my dream life. I was practicing in Maui and had just finishing building 

my million dollar dream home. I’d surf most days, my practice was full and the insurance 

train was paying me handsomely.…remember those days? 

 All this came to end one Monday morning when I arrived at the office to open a letter 

saying that work comp and auto was turned off immediately!   Now as you can probably 

imagine that was a tough day. These were the life blood of my practice.  I’d never taken 

the time to educate my patients about the benefits of my care (I didn’t need to) so when 

the money disappeared so did they. Sure I had some cash payments but within a week my 

income had dropped by 75%.
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Chiropractors on Island were closing their doors and moving back to the mainland and I 

was seriously thinking about doing the same.  

Searching for an answer I travelled to The Big Island to listen to one of those management 

gurus, you know the ones…. smart suits, shiny shoes and lots of gold.  I was desperate 

though and very quickly running out of time and money.  The climax of this seminar was 

where the guru revealed that the apparent secret to chiropractic success was having your 

patients cry at the report of findings.  This nearly made me sick, I was disappointed and 

disillusioned.  I know enough about healing and the doctor patient relationship to know that 

I’d rather sell cars than scare my patients into seeing me.

Unable to make my house payments and cover my costs I was quickly heading towards 

bankruptcy.  As a last ditch effort I enrolled in a seminar put on by Patrick Gentempo and 

Christopher Kent…. (these guys have since become great friends and I even wrote most 

of their communication modules for their recent 

Creating Wellness Program).  During that weekend 

Patrick said something that literally changed the 

direction of my chiropractic career and life.  

He introduced me to the impact that contradiction has on our life and practice.  Patrick 

taught that:

“Contradictions lead to destruction and that the level of destruction was dependant on the 

level of contradiction.”
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Well there was no doubt about it… my practice was certainly going through destruction 

and the contradictions were becoming more and more obvious as the weekend went on. 

The months that followed I went to work on my practice not just in it.  What became more 

and more obvious to me was that my practice was like a living body - much like the 

patients that I looked after everyday.  If part of my practice wasn’t healthy then my entire 

practice couldn’t be healthy.  The solution was to develop a system, to look at my practice 

holistically. 

I realised that I needed to answer some important questions:

How can I systemise my practice in such a way that the 5000th patient could be seen as 

smoothly as the first?

How can I get my business to work, but without me?

How can i get my C.A’s and associates to work, but without my constant interference and 

input from me?

How can I spend my time doing the work I love to do rather than the work I have to do?

I scrutinised everything I said to patients from their initial consolation and report of findings 

all the way through towards their graduation to wellness care. I looked at how we 

answered the phone, scheduled appointments and every handout.  Every system (or lack 

of systems in my case) was meticulously evaluated.  It was a mess :-(
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Slowly but surely I removed all my contradictions and as I did my practice grew well 

beyond what it ever did when I was insurance dependant.  Beforehand my practice was 

like a two legged stool, it was unstable and one change (like insurance disappearing) and 

the stool came crashing down.…as did my life.   Adding a congruent system to my practice 

was like adding a third leg …. my practice became rock solid.

I became so obsessed with this process of systemising my practice that I ended up taking 

12 months off practice and studying with business and chiropractic leaders from around 

the world.

What I discovered was that everything that goes on in a great chiropractic practice can be 

simplified down to what I call 3 Pillars and 5 systems ©.  The 3 Pillars and 5 systems© 

becomes a theme that runs through your entire practice….

If this sounds overwhelming then don’t worry I am going to run you through 3 Pillars and 5 

systems© that I used to turn my practice around and that I taught to Dr X to help him 

collect $60 000 month after month. 

Think about the last time you went to a great restaurant or stayed at a fancy restaurant. 

Those places have everything planned right down to how the 

janitor sweeps the floor.  Your experience there is completely 

orchestrated and they don’t need to ask you for referrals you 

literally can’t wait to leave there and tell all your friends about 

your experience.    Imagine the difference in your life and 

practice if your patients did the same thing.
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Before diving in, let me be clear, The 3 Pillars and 5 Systems © work for everyone, it’s the 

fundamentals of what makes a great business not just what makes a great chiropractic 

practice.

What kind of practice you want and how you apply the system is up to you.  Just run the 

system though!

-  wanting to run a paediatric only practice, that’s fine just run The 3 Pillars and 5     

systems ©

- want to do nutrition as well and sell products, that’s fine just run The 3 Pillars and 5 

systems ©

- want to run an optimal health family practice… well guess what… that’s fine just run  

The 3 Pillars and 5 systems ©.

However remember what I told you at the beginning of this book:

If you are a real person who’s got some skill, genuinely cares, has the ability to help 

others and the willingness to work for what you want, this is for you.

Before I begin coaching with a client there are a series of questions that I ask and forms 

that I have them fill in. This helps me to identify where their weaknesses are in The 3 

Pillars and 5 systems ©. After filling in the questionnaire we get an opportunity to chat it 

through for an hour where we set an action plan based on their individual needs.  As you 

can imagine no two people have the same challenges.
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I have included Dr X’s exact questionnaires at the end of this book.  It might be helpful for 

you to review them as we are moving our way through the process.

I can help you walk through this same process by listening to a special training webinar 

that I have put together.   Along with the webinar is a workbook and a 16 page 

questionnaire that will give you direction on where your weaknesses are and what steps 

you need to take to start seeing immediate results.   

You can sign up for a replay of the webinar by clicking here  (you’ll also get access to 

some great downloads and valuable training videos)

OK so what I am going to do is walk you through the process that I went through with Dr X.  

You will see where his blind spots where and then the corrections that I recommended.

Ok lets get into it.  Let’s dive into the The 3 Pillars and 5 systems © .

 

The 3 Pillars
The 3 pillars are the foundation to the Optimal Health Chiropractic System ©.

Simply put the three pillars help us to gain insight 

around who we are, where we want to go and the 

strategies we need to take to us get there.
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It never ceases to amaze me how few people are able to easily articulate who they are 

and what they do.  They know what they don’t want…. they don’t want to go broke, they 

don’t want to be bullied by insurance companies, the don’t want a practice full of pain only 

patients but few have take the time do deeply examine what they want, let alone how to 

get there.

It was Socrates who said that the unexamined life is not worth living and I would add to 

that with the unexamined practice isn’t worth working in.  Before I can help someone live 

their dream life and practice in their dream practice we have to clarify what their dream is.

Dan Sullivan in his book The Great Question talks about how a life without clarity will very 

quickly lead to anxiety, overwhelm and eventually paralysis because you will never know 

what decisions need to be made.

It was clear from the my discussion with Dr X and his questionnaire that he had no clarity 

around his vision, therefore no certainty in his procedures and as a result was that no 

consistent action. 

The solution to these problems lies in The 5 Systems

* Our commitment in writing this book was to provide you with the best content available in 

the chiropractic profession. Having taught this information for almost 15 years I realise 

that some of it is best delivered in video or audio format.  If you are interested in diving 

deeper into any of the 5 Systems you will notice web links throughout that will give you 

free access to video’s, audios and training manuals.
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System 1, headspace and personal growth
So few of us take time to really investigate our belief systems, the result is a mind like a 

rubbish dumb full of ideas and beliefs that have often been carelessly left to us by our 

mothers, fathers, preachers and teachers.  Now this wouldn’t be such a bad thing if all 

those before us had their life in order, but you know as much as I do that this is not the 

case.

For you to really soar in Chiropractic  (and life for that matter :-) ) you need to find your 

truth, not mine, not some management guru and not your technique teacher.

As I mentioned to you previously, clarity is the key to just 

about anything in life.  Once you have worked out what 

you want, finding out how to get it is often the easy part.

Dr X was no exception, he had some competing beliefs around how he felt chiropractic 

should be practiced.  His first mentor and teacher had been adamant that chiropractic was 

adjusting the spine  only and using nutrients and lifestyle advice was not chiropractic.  

However, 9 years into the game he realised he was not always getting the results he 

wanted and he started using some esoteric chiropractic techniques and nutrients.  The 

results were brilliant but he always felt guilty, like he was somehow selling out chiropractic.  

We helped Dr X identify this incongruence and worked with him to redefine his version of 

chiropractic:

First was anything he could do to correct subluxations. 

Second anything he could do to help people quit recreating subluxations over and over 

again. 
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Again, this may not be the case for you! You may actually be the opposite.  What is 

important is clarity and lack of contradiction. 

Next we helped Dr X to gain clarity around his product.  Here’s what we settled on:

 “We help people get healthy stay healthy and have best life possible”

How do we do that? 

“We correct subluxations and nerve interference and show them ways not to recreate 

same problems over and over again so that people can not only feel better and prevent 

problems in the future but they could literally reverse the ageing process and have a better 

life!” 

Finally Dr X felt that he had an avenue to begin to educate his patients that having 

subluxations was truly a health problem and not just a back problem. 

This system led to some huge break throughs for Dr X, for the first time since leaving 

chiropractic college he was now confident that people would actually reach into their 

pockets and pay for his care.
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System 2 Operating System and Team

Just about every chiropractor that I have ever spoken to gets into chiropractic to help 

people, NOT to run a business and this my friends causes some big problems. 

The problems come from the fact that most chiropractic practices are run like a mom and 

pop shops. Over the years I’ve heard it all…. “I am just a healer, I help people get well, this 

is not a business.

Bullshit!

This single belief system has sent more chiropractors broke and out of practice than just 

about anything I have ever heard.

The definition of a business is simple :

“it’s the practice of making a living by engaging in commerce”

So if people pay you for a perceived service and you pay employees, then you have a 

business. Business comes down to one thing. You have a problem and I have a solution, if 

you realise that my solution might fix your problem we may be in business.

For some reason many chiropractors see the idea of a business as impersonal and 

uncaring, when in fact, a business that is  run properly can serve people in ways that a 

mom and pop shop never could.
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Can you imagine a better business to be in that one where you help people to get well and 

stay well?

The reason that 75% of all businesses go under their first year, but 85% of all franchises 

are still in business 5 years later is because 

franchises have world class SYSTEMS and that’s 

exactly what you will need if you are to thrive. 

After my consultation with Dr X it was clear that he had no framework to run his business 

by. So we implemented the business frame . The business frame includes 9 very important 

pieces. Let’s look at two of the standouts for Dr X’s

The first piece for him was to work with his team to expand his personal purpose (clarified 

in system 1) to encompass his business purpose.  This powerful process provided “a north 

star” that would align everything else they did in the office. You will see how in later system 

he used this to guide all his marketing, communications and team trainings.  

The second missing piece for Dr X was around how to set goals and objectives. He had a 

love hate relationship with goals as he had set them before and failed. In fact he was now 

so gun shy about writing goals it was even difficult for him to discuss them.
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Dr X’s experiences with goal setting is not uncommon.  We chatted through the the five 

reasons why people fail at goals

1. fear of success Yep it’s hard to imagine but many of us are actually scared of 

success, we’re scared to stand out and don’t want to appear better than those around 

us.  Your success doesn’t mean someone else fails.  In fact I would contend that with 

your success the world wins.

2. fear of failure.   We are also petrified of failure….this put’s us in a tricky kind of 

situation doesn’t it. Failure is a part of life and the essential ingredient of any winner. 

One of my greatest gifts was the day I realised that failure was just an opportunity to 

learn something new. If you want more information on this then perhaps take a look at 

one of my favourite books - Mindset by Carol Dweck

3. Lack of understanding about the goal setting process.  If you fail to understand the 

process then a successful outcome is not likely.  Finding the right time frames and size 

of the goal is a key here.  

4. Lack of commitment to the goal.  How bad to you want it?  There will be times when 

things will be tough.  Choices will come up - will I watch T.V or go through that staff 

training module?Without commitment completion of any significant goal will be unlikely.

5. Inactivity. Sorry to give you the bad news but you are going to have to work.  The 

Secret may have been a great movie but nothing comes to those who just sit and wish.  

The real secret is constant activity in the direction of your dreams.
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With a new vigour, understanding and respect for the goal setting process Dr X and his 

team laid out there plans for the next 12 months.

We had to have Dr X realise that if he were to reach these goals then he would need to 

enrol his entire team.  I suggested he work his way through our ‘“How to build a dream 

team” module. This helped Dr X and his team identify exactly where they were and where 

they wanted to get over the next 12 months. Form here it allowed them to set a plan with 

very manageable, prioritised, bite sized objectives for their next quarter. The quarterly 

objectives were simplified to monthly and ultimately 

weekly.  Each person in the team now knew what they 

needed to be doing on a weekly basis to reach their 

yearly objectives.  With constant action success was 

almost guaranteed.

The trick for Dr X was to quit micromanaging his staff and telling the team what they 

needed to accomplish each week but instead we showed him how to get his team on 

board to come up with their own aligned action steps.  Dr X was amazed how much his 

team got done once it became their idea vs. being told what they have to do.
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System 3 Communications
System 3 includes our entire optimal health chiropractic communication module. It 

addresses everything from the first time a patient calls your practice, through the 

consultation/examination, report of findings, regular daily interactions, re evals and re 

reports as well as how to deal with difficult patients and statements.  This is a beefy 

system, on my OHC website I have over 15 hours of training videos that I walk my clients 

through before they can black belt this.

So many chiropractors are looking for communication strategies.  What I hope you are 

beginning to realises though is that unless they are built upon a solid system 1 and 2 their 

impact wont be maximised. 

Everyone wants to know the secrets to a great new patient consultation or how to do a 

killer report of findings. Remember the lesson that I learnt right back in the beginning… if 

there is contradiction it will ultimately lead to distraction.  

Dr X now had a vision that would get him of the 

insurance dependant merry go round.  What he now 

needed was a congruent strategy to communicate his 

value to his community.  He realised that currently most 

of his patients were coming in only for pain relief and 

leaving when the pain is gone (let me remind you again, that this is not a bad thing if this is 

what your vision is).  He was sick of being an expensive aspirin.
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Dr X had some concerns about learning a new communication system.  In the past he had 

been with a well known management company who got him to scare the hell out of his 

patients. The goal was to have his patients understand that if they did not correct the 

subluxation or the “silent killer” that they would surly die a miserable death. This practice 

style encouraged doctors to rail road patients into long term care plans.  At the beginning 

he saw some real growth. But after about a year he realised he could no longer buy a 

referral. The word was out about him and his scare tactics and no one was about to put 

their friends or family through what they had been through.     

He quit doing that scare program because he just could not stomach it anymore but then 

he just floundered. In his desire to care for his patients Dr X overcorrected, he did not 

know how to communicate in a patient care model. Pretty soon it was if the “inmates were 

running the asylum”

You can see from the form that Dr X filled in that he clearly needed help with his 

communication.

Let me share the top things we worked on to improve his initial consultation.

Dr X’s skills around building rapport were incredibly weak.  Now you have probably heard 

the word rapport before hand but perhaps you might not have understood it’s importance. 

By definition, rapport is “a relationship marked by mutual understanding and trust” .  

Mutual understanding and trust are absolute foundations of any long term healthy 

relationship.   Building rapport is a critical component of successful doctor patient 
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relationships, as this process promotes open communication, develops trust, and fosters 

the patients desire to participate in their care program.

Building rapport is not something that needs to take a lifetime in fact we walked Dr X 

through the exact strategies that build rapport in a matter of moments.

We call this the “One question and two statements” approach to killer rapport.   I have an 

entire training program (video and manual) that I’ll send you for free after you’ve gone 

through the webinar.  Here’s the link again:

http://www.theoptimalhealthchiropracticsystem.com

Once rapport is established our next goal is to relieve any concerns or fears that our 

patients might have.   This was a foreign process for Dr 

X, previous management consultants had always told 

him that you needed to scare the patients to have them 

understand the seriousness of their case.  

One of the best ways I know of to relieve the fears and concerns of your patients is with 

this statement:

“I want you to know that my main goal today is to find out what’s going on and see if you 

are in the right place to get the care that you need. My promise to you is I am going to help 

you. I will either recognise that I am the right doctor to give you the help that you need or I 

will recognise that I am not and I will do everything in my power to get you to someone 

who can help you. But my promise to you __NAME___ is I will not waste your time and 

money. Does that sound fair to you?”
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I can overstate how powerful this statement is.  Coaching clients tell me that this statement 

alone might be one of the most powerful things they do throughout the initial consultation.

This statement works best early on in the consultation (but you could use it anytime) and is 

one of the most powerful ways that I know of to help your patients relax and feel as though 

they are in the right place.

Please just try it, I think you’ll love the result  :-)

So many management programs make the initial consultation all about having the patient 

understand what YOU do and what CHIROPRACTIC is.  I believe our communication 

does this better than most but our focus is first and foremost about finding out exactly what 

the patent really wants.  You might be surprised to find out that it’s very rarely ever about 

their pain.

Let me explain more…. how many times have you had a new patient come into see you 

who has been suffering from headaches (or anything else for that matter) for years before 

coming to see you.  Finding out why they have chosen to come in now is an important 

question.

I remember a lady from when I was practicing who had suffered from lower back pain and 

sciatica for a decade before coming to see me.  When I asked what had changed and why 

had she decided to come and see me now I was fascinated with the answer.  She told me 

the favourite time of her day was when she got home from work and would go walking with 

her husband.  She related that her back pain of recent had got to the extent where she 

could no longer walk.  When she mentioned this me a light bulb flashed above my head.  
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What was most important to this lady was returning to her after work walks with her 

husband - not getting rid of her back pain.  If the back pain was her concern then she 

would have been in to see me a decade before.  Once I realised this, I was able to 

structure all my conversation and recommendations around the objective of getting her 

back to walking.  As you can imagine this dramatically improved her compliance and follow 

through. 

In summary it’s not the pain that drives people into your practice it is how the pain is 

impacting their life.  

Coaching Dr X to find the real reason his patients were 

seeing him was pivotal to his practice success.

As I’m sure you can imagine there is more to the 

doctors consultation than what we have mentioned 

here but those were the big pieces that really helped 

him.

Lets take a look at the examination

Wow did Dr X need some help here :-( ! 

 Dr X was told that the best way to get a patient to trust you was to act and look like a 

REAL doctor through out the exam.…. you know the deal white coat and stethoscope.  He 

was taught to never discuss what he was finding or let the patient talk during the exam…… 

“ the exam was about gathering information”
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The exam is one of the best times to connect, build rapport and basically blow your 

patients minds by showing them all that’s going and exactly how you can help them, often 

in ways they never could have imagined. 

Dr X quickly learnt to master TTAT (touch, tell, ask & teach) and the Whole story. This 

sadly is one of those lost arts. I’ll send you a great training video that walks you through 

exactly how to do this after you’ve been through the webinar training. 

With some minor tweaks Dr X was able to get his patients to literally say out loud by the 

end of the examination, “I understand that I have subluxations that could be causing my 

headaches (or what ever else they presented with) as well as contributing to my sinus 

problems and PMS. I understand that the car accidents, the way I have eaten and my 

hight stress levels over the years is what most likely brought these subluxations on and I 

realize if I don’t get them taken care of the odds are things might progressively get worse. I 

get that if I were to correct these subluxations and learn ways to quit recreating them I 

could not only feel better and prevent problems in the future but literally reverse the effects 

of the ageing process, in other words be healthier in 5 years than I am right now, but also 

have a better quality of life! I understand that I am subluxated which means I have a health 

problem not a back problem. I get that you may be able to help me get healthy and stay 

healthy for a lifetime!
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For many of you, having your patient repeat that back you at the end of the exam seems 

completely unrealistic, however if you follow the right steps it’s as predictable as the sun 

rising in the east.

Imagine how different your practice would be if you new patients understood the depth of 

what was going on and how you could help them at the end of day 1.  It’s a game changer!

The Report of Findings
Ok… here we go again.  Just about every Doc I talk to is looking for the key to a great 

report of findings.  Well, looking for the key to a great report of findings is like looking for 

the key to great health.  There is no ONE key.  Great health is built on a series of habits 

not just one.  The same goes for a great report of findings.  If you are suffering from poor 

conversion at your report of findings it might be how you are doing your report of findings, 

it might be how you did your visit one or could be your staff at the front desk and I could go 

on and on.  Remember, the report of findings is only as good as you system.  Stick to the 3 

Pillars and 5 Systems © and your conversions will go through the roof.

The big head space change for Dr X in the ROF was to have him actually find out what his 

patients wanted, that than just telling them what they need.  The patient scare model that 

unfortunately dominates  our profession (and causes so much distrust) has told us that we 

need to manipulate and scare our patients into long term care plans. 

What a load of crap!
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That might work in the short term but nothing blocks the flow of internal referrals like rail 

roading your patients down a path they don’t want to go. I’m not suggesting for one 

moment that you under play the seriousness of significance of their presentation, just don’t 

scare patients into YOUR recommendations.  

In the patient care model, you are trying to empower people to get healthy and stay 

healthy for a lifetime and to do that you need to find out what they really want.  Part of this 

is being respectful of where people are on their health journey.

Having his patients realise the magnitude of having a healthy function nervous system and 

a reasonable lifestyle was key for Dr X.  Most doctors go into the report of findings without 

all the information they need to help their patients make the best decision. 

After applying the Optimal Health Chiropractic System Dr X’s was now able to walk into 

the ROF knowing where his patients ranked their current health (on a scale of -10 to +10), 

where they wanted their health to be in the future and how long they expected it to take. 

He also knew what lifestyle changes if any they felt they needed to make and what their 

expectations were of their new levels of health i.e. feel better, more energy, more restful 

sleep, healthier weight, less anxiety etc.
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This process revolutionised Dr X’s report of findings. What astounded him was that the 

average person was putting that they wanted to +9 or 10 and they expected it to take an 

average of 1-2 years to get there !

Now imagine you knew this information going into the ROF! They have told you “I think I 

am a -4 on I would like to get to a +10. I realize I need to correct my subluxations and eat 

better, if I do that not only would I like to feel better and for my headaches to go away but I 

would like to sleep better and have less anxiety. I realize this will take approximately two 

years to get there!

Well for Dr. X this made a dramatic difference!  He finally felt so much more comfortable 

telling people what they really needed. And of course some of what they needed was 

lifestyle changes. They needed advice on how to deal with stress and what to eat and 

what not to eat. We even showed him how to package his series of talks (we’ll cover this is 

system 4) as well as the specific nutrients that he recommended his patients take!

The key here folks is to find out what they want and then show them how to have it.  If they 

just want to get out of pain (which most people don’t when you set the systems up right) 

then show them how to do that!  You can either recommend enough care to do that or 

perhaps  send them down the street to another chiropractor who does that.  It’s so 

important for you to remember that no one wins when you overwhelm your patients with 

more care than they need.  It may take someone repeated bouts of initial intensive care 

before they get the bigger picture but when they do finally get it, guess who they are going 

to want to see - YOU. 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For Dr. X and most doctors this is a game changer!

Once Dr X got this system down he had over 2/3 of his new patients signing up for bigger 

plans of care. Not because they were manipulated with scare tactics but because they 

were empowered and given real choices!

This next strategy I’ll show you helped Dr X to get over 77% of families to come in for a 
checkup.

Step 1: at the end of the examination right after they say the entire “Whole Story” out  

loud, turn the brochure over  (yep…you guessed it. I’ll send you this exact brochure and a 

video training on how to use if after going through the webinar) and say to them, “By now 

most people realize that these subluxations are a health problem and not a back problem 

and most people ask me for extra brochures. If you sit down with your family tonight and 

go through this chart and have them underline any symptoms they now have or have had 

in the past you might be amazed by how subluxation patterns can often run in families. 

Now obviously children should not have any symptoms and if they do it would be great to 

check them right away. And if you do this you can bring them back next time and we can 

take a look. Would you like some extra brochures to review with your family?” 

Step 2: During the ROF when reviewing their care plan offer evaluations from their family 

members (assuming it is legal in your neck of the woods). “By now most people realize 

that these subluxations are a health problem and not a back problem and they want to get 

their families checked. To that end… and then just give them your offer)
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Step 3: A piece of the puzzle that is missed by many is when the doctor finally hands of 

the patient to the CA to schedule future appointments and take care of the finances.  If 

done incorrectly you can undo all of the great work from the previous visits.  If done 

properly you should be able to pass on all the rapport and authority that you have built to 

your CA and your CA will have them sign up for the prescribed care plan, payment plan, 

get their entire families checked and get them to your series of talks.

How much time should I spend with my patients?
One of the big issues for Dr. X was the amount of time he spent talking with his patients. I 

started by asking him how much time he spent adjusting his wife. He said 2-3 minutes. I 

then asked him how much time he spent adjusting each patient and he said 10-15 

minutes. Hmm…. “ Is you wife worth less time than you patients?” I asked.   

I then asked him if we duct taped his mouth and the patients mouth (which I don’t 

recommend) how much time does his technique need. He said 2-3 minutes.

Dr. X like so many of us feel we need to spend more time with our patients because it is 

what they want blah, blah blah!

We helped him get really clear about the value of the adjustment and we taught him a 4 

step process to fully communicate with his patients.  

Let me first introduce you to the 4 steps and then I’ll 

walk you through a couple of examples.  These four 

steps will help your patients realise what changes are 

happening on a visit to visit basis. In the book Change 

or Die they speak about how long term change cannot 

be motivated by Facts, Fear and Force. 
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Research show that these lead to denial and less than 10% will make lasting change (i.e 

get your best results).  To inspire our patients on the life long journey of optimal health the 

authors of Change or Die tell us that we need to Relate, Repeat and Reframe.  Let’s take a 

look at how the 4 steps does this

The 4 Steps
1.Is there anything new of different? This question quickly allows us to bond and relate 

and is especially powerful in the early phases, it allows us to address in immediate 

concerns, fears or questions that the patient might be having and just as importantly 

doesn’t have us beginning the adjustment with how are you?  Generally this question is 

answered by the patient in one of two ways.  Firstly, I’m ok, now it might be I feeling better 

and ok or it might be I’m still feeling sore but I’m ok.  The second response is that I’m NOT 

ok.  This is the situation that needs to be addressed immediately or you will lose the 

patient. I suggest my clients sit their patient up and 

address the issue right then.  Don’t let this slip.  After 

you have addressed this move onto step two 

2. Last time I noticed …. the next two steps address 

the Repeat and provide a basis for communicating 

progress. Basically it’s an opportunity to give a brief summary of what you found last time. 

This could fit into the category of pattern (tight pelvis or subluxation at C2) or symptom (In 

Dr X’s case he like to talk symptoms)
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3. This time I noticed… this continues with the repeat and now introduces the powerful 

question… Why do you think that is?  Let’s have a look at an example here.  “Last time i 

noticed that you were all locked up in this upper part of your neck and you told me that you 

where still experiencing some headaches and sinus issues.  This time I’ve noticed that 

things seem to be freer through your upper neck, I’m wondering how are your headaches 

and sinus issues?”  Regardless of how the patient responds, here is where you ask them 

the question “why do you think that is?”  if they cannot say, “I am feeling better because 

you have been correcting my subluxations, my energy is flowing, I am eating better, 

moving better and dealing with my stress so of course I am healing on every level.” Or 

they cannot say, “I am most likely still feeling the same because the three things that can 

cause or aggravate subluxations are mental/emotional, biochemical and physical stress 

and I was out partying last night and that most likely stirred things up.” If they cannot say 

either of those two statements they DON’T GET IT!  Don’t beat yourself up it can take 

weeks and sometimes months for your patients to get it.  Just keep at it.

4.Give a coaching tip on the way out… Finally this is our opportunity to Reframe and 

bring the adjustment to an end.  Ideally your coaching tip would match the conversation 

that happened throughout the adjustment.  It’s a closing statement, not a lecture or 

education class (save those for later) Perhaps something like…. “try to keep that partying 

to a minimum whilst this body is in it’s early healing stages, see you for your check up on 

Thursday”  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Once mastered, these four steps easily allowed Dr X to consistently deliver a brilliant 

adjustment and coaching tip in 3-5minutes.

In less three months of implementing the system we have spoken about above Dr X had 

people reaching into their pockets and paying cash for large care plans, bringing their 

families in and telling everyone they knew about his care! 

All this and we hadn’t even begun to market his 

practice
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System 4 Marketing

Before we dive into marketing first we have to deal with a few mindset and belief issues 

that many in the chiropractic profession have.  I’ve been told by many chiropractors that 

they don’t want to market because it’s sleazy and “salesy".  Every week I hear that 

marketing is for chiropractors that aren’t doing a good job and that surely if I’m getting 

great results the patients will just come.  My response to that statement is simple:

How’s that working for you?  And the answer for just about always NOT GOOD.

Lets look at a definition of marketing. Business coaching expert Dan Sullivan defines 

marketing as “getting someone intellectually engaged in a future result that is good for 

them and getting them to emotionally commit to take action to achieve that result.”  

If you take out the word good for them then marketing could be evil, however provided the 

services that you are marketing are truly good for someone (hopefully you worked this out 

in system 1) then marketing may well be the most important and generous thing you could 

ever do.

Once I got Dr X over that road block I then had had to teach him the three foundations to 

effective marketing.
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1.Clarify Your Niche (narrow your target market)

This is probably the toughest hurdle for me to get chiropractors to jump over.  Dr X like 

most docs I speak with knew that chiropractic was good for everyone so as a result that’s 

who me marketed to.  When he did advertise a laundry list of things he could help or he 

would he put out vague messages like “are you sick and tired of being sick and tired?”   

This kind of approach produce poor results for Dr X so he decided that marketing wasn’t 

for him.

There is a saying in marketing that when you try to speak to everyone in fact you are 

speaking to no one. 

Often, chiropractors are afraid to narrow down their target market for fear that this will 

limit them. Countless times I have heard people say “my target market is anyone with a 

spine” or “my niche is athletes.”  

The truth is, you can’t be everything to everyone, and it is actually easier to market and 

attract prospects when you focus on a particular group of people. It is also easier for 

others to refer people to you when they see you as someone who works with a specific 

group.

Now before you freak out too much it’s important to remember that you can have multiple 

niches.  You just have to be clear which niche you are talking to when you are marketing.

I helped Dr X get clarity on his niche by asking the following questions:

1. What am I really good at or who do I like to work with? 
2. What is my skill set in essence what am I good at? 
3. Does my neck of the woods need what it is I offer?
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In his case he clarified 2 niches

1. He realized that he loved working with people with headaches. 

2. He also enjoyed working with women in the 30-45 yr age bracket, the head of a 

household with children and an above average income.

Now that he had defined his niche’s he could begin to think about the sticky message.  

Take a moment to think about how different his sticky message would have been if he had 

defined is niche as  50 - 60 year old male golfers with lower back pain.  

2. Crafting a sticky message

Crafting a stick message is all about putting together a message that your niche wants to 

hear… a message that sticks.  

Here are some questions that will help you find out what’s important to your niche and how 
to clarify the sticky message.

1. When it comes to your headaches , what are/have been your greatest fears? 
2. When it comes to your headaches, what are/have been your greatest frustrations? 
3. With regards to your headaches, what have you tried that hasn’t worked? 
4. If there was one question about your headaches that you’d like to have answered, what 

would that be?

You might put together a free report tilted “ The 7 biggest mistake that headaches make 

that prevent them from becoming pain free”  

Of course  you would make one of the mistakes a failure to have their spine checked for 

subluxation or a missing nutrient that you’re practice offers.
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Advertise this free report to the local community or even put on a workshop with the same 

title.  At the end of the report or workshop then invite them into you office. (provided you 

are able to do that first)

Remember you could use these same questions above to find out more information about 

whatever niche you are focusing on.

3. Get in front of your niche

Finally you need to find out the best way to put your message in front of your niche?  

One of Dr X’s niche was women aged 30-45. I asked him to think about where those 

women go and what they do. He realized that many the favorite women in his practice did 

yoga at a particular studio, most of them shopped at a specific health food store and many 

had their children in a specific Waldorf or Montessori school. Once we knew WHERE 

these women went all we had to do was put his message in front of the women who 

showed up at those places and he was off and running!

This is only a small percentage of our marketing system, but it’s profound and will be the 

foundation to you being able to turn the new patient tap on and off as you wish.  

We’ve also seen brilliant results with showing our clients how to do screenings (we 

average over a 70% sign up from our screenings).  Community talks and internal referral 

programs are two other ways that our clients are using that are leading to them having 

their best years in practice ever. 
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System 5 Flow and Growth
My mantra for this system is simple.  

Make space and fill it!  Make space and fill it!  Make space and fill it!

In order for a practice to continue to grow it has to be able to continue to reorganize. 

The challenge is most people, like Dr. X just keep trying to bring in more new patients and 

they never reorganize.

When I started working with Dr X he was in the practice more than 50 hours a week. The 

problem was a lot of the time he was there were times that no one was interested in 

coming in.  Regardless of where in the country you practice each office tends to have a 

rhythm of peak times.  For some it’s 7- 9am in the morning for others its 4-6pm in the 

evening.  Just make sure you open during those time.  By finding out this information we 

were able to cut Dr X’s practice hours to 24 hours a week and still give his patients more 

access during peak times. 

I also needed to work closely with Dr X’s team so they could understand cluster booking 

and energy management.   We reorganised his appointment book into specific 

appointment times for adjustments, reviews, reports and new patients.  Dr X set a rule that 

he was never to be interrupted during adjustment time unless it was a life or death matter 

(this also meant that he wasn’t allowed to interrupt and micromanage his C.A’s during that 

time).
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As the practice grew Dr X needed to utilize his staff at their optimum.  We worked closely 

to define their roles, improve their skill sets so that Dr X was only doing what he needed to 

do.  The end result was Dr X was able to see more people in less time AND get even 

BETTER results than ever.

The last step for Dr. X was to bring on an associate. Face it, most associate relationships 

just don’t work and there are multiple reasons for that.   Let’s talk through the big three.

1. Lack of clarity.  Miss met expectations is at the foundation of nearly all associate/

principle break downs.  We helped Dr X get really clear about what roles his associate 

would and would not be doing.

2. Lack of training Too many chiropractors take on an associate and let them run freely 

in the practice.  This is a recipe for disaster.  If you are expecting an associate to be 

less work in the beginning then you have got it dead wrong.  Associates need 

guidance, training and constant reassurance.  Once Dr X got his head around this, 

things started to flourish. 

3. Unsustainable financial agreements. Unless you have clarity around exactly how 

much it costs you to service a patient how can you know what you can pay an 

associate. If your overheads are 60% and you are paying your associate 50% you are 

losing money each time she sees a patient.  Overheads can vary drastically between 

practices so there is no one size fits all rule when it comes to paying an associate.  We 

needed to work with Dr X to get the data so he could work out an arrangement with his 

associate that would be profitable for both of them.
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Dr X’s practice was now like a living entity regardless of how well he was applying the 3 

Pillars and 5 Systems © break down and disorganisation is the norm.  The final solution in 

the puzzle for him was to schedule the time each week for him to work on his business, to 

monitor that statistics and systems so that he could continue to create record month after 

month.

As I said at the beginning of this book Dr X’s results aren’t 

typical.  The sad truth is that many chiropractors wont 

follow even the simplest of advice that might just have 

drastic results in their practice and on their life.

Dr X put in lots of work and shed many demons to be running the practice and living the 

life that he now has.  I hope by looking over the shoulder of Dr X you have found 

something inside you that says that YOU can make these changes also. Let me leave you 

with this final thought…..

It’s not a matter of if the 3 Pillars and 5 Systems © work….. it’s a matter of will YOU work.

Much love and Aloha

Dr Russ Rosen  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Dr X’s analysis questionnaire.
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