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Bill Esteb: Well hello everyone. Bill Esteb with Pa6entMedia here to share a couple of idea and 
some resources that might be of help to you in your journey to influence the behaviors 
and habits of your pa6ents. First let me thank Stu and the folks over at ChiroSecure for 
allowing me these few brief moments to address their tribe and to share with you what 
I'm up to at Pa6entMedia. I got involved as a pa6ent, s6ll a pa6ent, back in 1981 when I 
was invited to write what became known as the Peter Graves video for Renaissance 
Interna6onal. Since then I've been in some phase of pa6ent communica6ons in this 
profession. Helping support doctors to be able to get the message out to pa6ents. Since 
star6ng Pa6entMedia back in 1999, there've been three things that we've held up as 
being very important in terms of guiding us and the decision to make tools and 
resources in our business.  

 The first, is that the materials need to be visual. We're a visual culture and in same way 
you're watching video now, people want shortcuts and if you can capture strong 
powerful graphics then you have a way of having increased leverage in your 
communica6on message. The second thing had to do with conciseness, making things 
short. It's easy to load up the kitchen sink and throw whatever you want the wall and 
see what s6cks. But I'm reminded of that Ken Burns Civil War documentary where he 
was reading a leQer from someone from the front and at the very end the soldier wrote, 
"Sorry my dear I would've made this shorter but I didn't have the 6me." Making things 
short and concise is really, really cri6cal these days par6cularly since many pa6ents have 
the aQen6on span of gerbils. So you goQa keep it short, you goQa keep it on point.  

 The third thing that we keep in mind as we go through crea6ng new products and 
services at Pa6entMedia is that it needs to come from the pa6ent's point of view. We're 
not chiropractors, we're all chiroprac6c pa6ents. One of the things that I've no6ced over 
the years is that aTer about the second or third quarter at chiroprac6c college, most lose 
that pa6ent's point of view. They forget what was it was not to know what they know. 
That's one of things that we keep first and foremost as we go through the crea6on of our 
products of tools.  

 One of the things that we do twice a year is we create a catalog and this actually is in the 
mail today, this is the new one. It's our special report of findings issue. 32 pages with lots 
of color pictures of our products, over a 100 of them that help leverage your 6me and 
talent. Report tools, posters, charts, postcards, brochures of course, and videos. One of 
tools that's in that par6cular catalog that I'm quite of proud of because it took so long to 
make it is something called Back Scratchers. This is a deck of 60 different cards. Each 
card has a different message on it. This is one about Text Neck. Pa6ents read a very short 
message and then on the back is a sentence comple6on and four possible answers. They 
have to think about what the right answer is and then they scratch off like a loQo 6cket 
to see if they answered it correctly. It's this type of engagement that really makes pa6ent 
educa6on fun and it's just something that I've been thinking about for years and we 
finally got this put together in the last year. 

 One of the things I became famous for was some of the books from the pa6ent's point 
of view series that I've done over the years. The first one is back in 1992 called, The 
Pa6ent's Point of View. This is the eleventh book called Recalcula6ng. I always like the 
newest one the best. This and Adjustments are the two newest books. Has all the latest 
stuff in it and if you want to spend more 6me with the pa6ent's point of view, this might 
be a resource that you might want to avail yourself of. Also on the website are lot of free 



   

eBooks, instead of a physical book, we've put together eBooks about the report of 
findings, about how to improve your prac6ce in 30 days, how to inspire pa6ents, that 
sort of thing. So going to pa6entmedia.com and downloading those and get your own 
personal copies would be a strong recommenda6on, be a great way to get up to speed 
from the pa6ent's point of view. 

 Something that we're doing new star6ng this year are monthly webinars. We hope to do 
something on a monthly basis that 15, 20 minute, it's just a short mini seminar, if you 
will, about some facet of the doctor pa6ent rela6onship from the pa6ent's point of view, 
of course. Do you care too much? How to give a beQer report of findings. The first visit 
procedure. How to make your pre-care interview the most important part of that 
rela6onship. Again, that's something that you might want to avail at the 
pa6entmedia.com website.  

 There's also something else that I par6cularly enjoy doing and that is doing one hour 
phone consulta6ons. Kind of got started doing in office consulta6ons and with the travel 
and all the rest of it, just became cumbersome so what we're doing these days is 
spending an hour on the telephone with chiropractors who are interested. That's a lot of 
fun. It's a 150 bucks for the hour. I'm not gedng rich but it's a great way to keep 
everyone focused in on task and you control the agenda. You control what we go 
through. If you're facing a big decision. If you're gedng a liQle crispy around the edges, 
that would be something that you might want to avail yourself of as well. That's on the 
Pa6entMedia website too. 

 Something a liQle bit more ambi6ous that we do every spring is something called The 
Conversa6on. This is something that I especially enjoy doing. It's a 30 day program and 
it's limited to seven chiropractors. To be able to do what we do in 30 days, the group has 
to be small. You can't do what we do in a seminar sedng. What I do over the course of 
that, of those four weeks basically is email chiropractors who are par6cipa6ng, 12 
journaling assignments. These are thought experiments, these are, it could be 
something as simple as cleaning your desk or your garage or forgiving people. They're 
interes6ng assignments. And then we get together around a table in Denver Colorado 
for a weekend. All day Saturday, half day Sunday and we do what's called the Denver 
Debrief. That is a blast.  

 We walk through those journaling assignments, we talk about what's shown up for 
people during that par6cular 6me. And we have probably one of the most interes6ng, 
robust, deep conversa6ons about chiroprac6c that you've probably ever had. We do that 
every spring, some6mes in fall just depends upon who's interested and what's going on. 
S6ll in 6me to get some great spring skiing in Colorado if that's your cup of tea.  

 I would be remiss if I didn't men6on during this brief 6me together, the sister company 
Perfect Pa6ents. This is our website business that been doing since 2006. My business 
partner who is the spouse of a chiropractor who resides in Perth Australia, he and I get 
to shepherd a team of about 60 different digital marke6ng specialists around the world 
and we look aTer a couple thousand chiropractors' websites. If heaven forbid you don't 
have a website yet, you might want to join us in the 21st century and get one. If you 
have one that's underperforming, you might want to upgrade to Perfect Pa6ents and see 
what's possible.  

Chiropractor Malpractice Insurance Going Up with Bill Esteb Page !  of !  2 3



   

 At least contact Perfect Pa6ents at perfectpa6ents.com and schedule a free 15 minute 
website evalua6on. One of our marke6ng specialists will get on the phone with you, fire 
up the internet and walk through your website and point out opportuni6es for 
improvement. Opportuni6es for enhancing the new pa6ent conversion aspects of your 
prac6ce website. That's something you might want to avail yourself of that will help you 
actually get new pa6ents. ATer you get new pa6ents you're going to want to educate 
those pa6ents and that requires state of the art communica6on tools and that's what we 
offer at Pa6entMedia. 

 The one last thing that I would like to point and it's something that I'm quite proud of. 
Each week since 1999, without fail, not even five minutes late, I've been sending out 
Monday morning mo6va6on. It's a 150 words, carefully craTed about some aspect of 
prac6ce, some aspect of the doctor pa6ent rela6onship, head space, communica6on 6p, 
that sort of thing. I send that out at one o'clock Mountain on Sunday aTernoon because 
it's already Monday morning in Australia and New Zealand. If you have not subscribed, I 
would encourage you to do so. It's free as well.  

 Our commitment is really about doctor success. We provide pa6ent communica6on 
tools but we're in the doctor success business. One of the things that I've learned over 
these 36 odd years or whatever I've been doing this that the real advantage that busy 
chiropractors have who are busy taking names and making a ruckus, these are people 
are great communicators and it's huge leverage to be able to enhance that. 
Communica6on is a social skill. Like all social skills, whether it's tying a bow 6e or what 
to do with 20 forks and 10 knives at a formal dinner, it's a learned behavior. We can get 
beQer at it. It's certainly one of the things that I've worked on myself quite a bit over 
these last couple of years. 

 On behalf of the pa6ents at Pa6entMedia and a big shout out and thank you to Stu and 
the folks over at ChiroSecure, thank you for your aQen6on and thank you for listening.  

Speaker 2: This has been a ChiroSecure produc6on.  
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