
10 ways to attract more patients
into your clinic without spending

any money

How I got 30 pts per week within 3 years without spending
any money on marketing

 

Let me clarify. This was within 3 years of starting from scratch. I set up private
practice 1 year after graduating. I took a gap year off after 16 years in the
education system.

So, 30 patients per week was my first goal when I started practising. I’m not
suggesting it should be yours. Perhaps you want more, perhaps you want less. I
thought it was a realistic, sustainable amount of clients for me as I was working
part-time in the clinic. 3 days, 10 patients per day, running 2 rooms. 



 Make a clear goal1.

So, your first step is to work out how many patients you want to attract.
How many patients in total (this is better to focus on I reckon – keep it simple)
To do this, 
You need to work out;

a) How many patients will cover your (business) expenses & give you a decent profit
(your takings/ wage/re-investment back into the business if you want to grow it). 

If you haven’t been practising for long, work out what your expenses have been for
the quarter or month, add your annual expenses such as registration, insurance etc
and get an annual amount.

I appreciate that some of us don’t want to focus on the money, crunch the numbers,
but seriously, how else do you know what is sustainable? Do you want to be one of
the many practitioners who works hard treating patients but has no money for
themselves? Or ends up running out of money to stay open. How is that sustainable?
So, you need to work it out. 

Working out the figures doesn’t take much time and is usually a relief. They’re simple.
They don’t mislead us like our imaginings can. The reality of your figures is usually
better than our imaginings about them. And if they’re worse, you can get onto fixing
the problem.

And get someone you trust to check your figures. Sometimes we can make a simple
error that has big repercussions. 

 



b) How many patients can you see?

In the time you can dedicate to consulting. In the time you have access to a
consulting room. With the energy you have to dedicate to helping people. You many
not know this in the early days, but it’s good to keep an eye on your energy levels. 

Once you do the above steps, it will be obvious if your charging enough per session
or not. 
You need to charge enough to make your practice sustainable at least. 

If you get stuck with any of the above, drop me a line and I’ll help. 

2. Focus on that goal

Think about it. Write the number on a piece of paper & stick it on the wall in your
office. Set it as your computer wallpaper. Whatever you look at daily.  Energy flows
where attention goes. 

3. Be well

Radiate health. Eat well. Practice Qi Gong or similar. Keep your face & hair looking
healthy. You are a walking, talking advertisement of your services, for the benefits of
Chinese Medicine. People will believe in you before you’ve even opened your mouth. 

4. Be passionate

Passionate about Chinese Medicine. Passionate about what it can do for your
community. Enthusiastic about serving your patients. Strive to give them an amazing
session with you. 

Passion is what new grads are usually brimming with. Use it. Harness it. Feed it so it
grows. 

 
 
 
 



5. Be professional. 

All the time. This includes being punctual. Starting on time and finishing
sessions on time. Dressing smartly. Having clean hair. Not swearing. Not
slouching.  Not sharing info about other patients, staff or practitioners. Show
your patients that you honour confidentiality. 

Do you want to be perceived and respected as an excellent health
professional? Then you need to act like one. 

6. Be authentic. 

Be yourself. Let your personality shine, keeping professional boundaries in
mind. I suggest you stop at what you got up to at the party last weekend. This
way, you’ll attract clients who like you. Clients that you like also. 

Be honest.  If you don’t know the answer to a patient’s question, say I don’t
know but I can find out for you. 

Have integrity. Invest in your health. As you ask your patients to do. Walk the
talk. 



Write follow up emails to patients you haven’t seen for 3 months or more. 
Write a helpful article/ recipe for your patients
Study! Review your difficult cases. Keep developing your skills. 

7.  Be disciplined

Dedicate your time in the clinic to working in the clinic. If you have gaps between
bookings, don’t go off for a swim, run errands, call your friends, plug into social
media. Tempting I realise but if you want to grow your client base, you need to be
disciplined. 

You need to keep sowing seeds to keeping growing. Give it 100%. Commit the time
and energy. Keep your consulting time dedicated to serving your patients. If you have
gaps between bookings, you can:

8.  Ask for referrals

This one can get us out of our comfort zone I know. But it’s so worth doing. And it
doesn’t take much. 

Every time a patient says “thanks for your help”, say “You’re welcome 😊 Can you
please help me grow my practice by recommending someone to see me? Here’s a
referral voucher".  (below image is what we use)



Content: write an article every week or month. Or make a video with captions. It
could be a recipe, health tips. A clinic tour video. Something that gives to your
clients. Yes, it needs to be AHPRA compliant, but there’s lots you can do.

Reviews: Need I say more? Who doesn’t search reviews before using a new
business?  There are ways to do whilst being AHPRA compliant. Contact me for
deets if you need.

9.  Be visible

Have an attractive sign that people can see walking & driving past your practice. Be it
an A-frame, a banner, a permanent sign. And get a great designer to do the design
for you. It needs to be easily read and attractive. 

I realise that I said “without spending any money”, but design, printing & signage
costs money. However, in Australia, I didn’t spend over $500 for mine. And you could
barter for the work. Ie. Find a printer/ sign writer/ designer that will accept a credit
note for treatment. 

Be visible on Google. Come up on the first page when people search for
Acupuncture in your suburb. It’s simple really. Takes 2 main things:

      Make sure you include your name, your business name, your suburb and the   
      word Acupuncture within the article so google can find the keywords.

10.  Communicate with your patients

For new patients, give them a written treatment plan. Give them a realistic outcome
from your treatments. Outline what you’d expect to change in their symptoms, in
how many sessions, over what period of time. Also write down what they can do to
help their progress.

Set up a mailing list. It’s simple and free (initially) with mailchimp or similar. Write
articles or make videos and send info to your patients once a month. They love
healthy recipes. They love learning about acupressure. Regular content will remind
them that:



You are here for them
You have lots of knowledge to share with them & their loved ones

Sing out if you need help setting up the tech for a mailing list. I can show you. Also
how to automate the list build.

There’s much more I could advise re patient communication. Excellent patient
communication is how I I’ve kept loyal referring patients coming in for decades. Stay
tuned for my upcoming e-book: The Art of Patient Communication.

Note: Specialising as a new grad. I’m aware that many people recommend
specialising/ focusing on a niche condition. I agree that this is a great way to get
referrals, especially from others in your field.  However, most colleagues won’t do
this until you have many years of experience. And as a new grad, seeing a broad
range of patient conditions in the best way to develop your skills. To know what your
best at. To learn what you love treating the most. You can specialise later. 

There are many other ways to build a busy client base. This is what has worked for
me and the many associates I have employed. Over the decades, I’ve helped many
new grads get busy diaries. My advice is tried and tested. But hey, try it all! Different
things work for different people and different demographics.

Go help a stack of people!
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