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Big Picture & Laying Your Foundation
It’s important to understand the overall strategy to generate new patients 

over the holidays. The big picture overview will allow you to fully understand 
all elements of the New Patient Holiday System. 

Send 20 To 30 Patients Your Way From Christmas Into The New Year
Without Spending Money On Advertising
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Choosing Your Target Audience

Stop thinking like a practitioner. Stop thinking like a marketer. Start thinking like your 

them more effortlessly than ever before. Your patients will feel an instant bond, and 
respond to perfectly matched messages.

How many inactive patients do you have on your database?

How many followers do you have on Facebook?

How many followers do you have on Instagram?
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Who is your ideal customer?

Which target audience will you target with your Christmas Campaign? 

Which platforms will you run your campaign on (text, email, facebook)? 



www.practiceacceleration.comNEW PATIENT
HOLIDAY CAMPAIGN

Knowing Your Numbers

Prior to running any marketing campaign it’s important that you have a water tight 
retention system. There is no point pouring in more new patients into a broken system. 
Use this worksheet to calculate how much you can earn from the holiday campaign. 

Let’s do the numbers…

treatment plan and keeps all their appointments, how much does your practice make? 
On average, our private coaching clients make anywhere from $700 on the lower end and 
many thousands on the higher-end. Write your numbers down right now. 

My average patient fee is $

My average number of appointments recommended is  

My earning potential is $ for EACH patient  

Now multiply that by 20x patients.

Monthly earning potential using the New Patient Holiday System is $ 

Pretty exciting right?



www.practiceacceleration.com

Congratulations on downloading the
The 5 Day New Patient Holiday TEXT Campaign
This campaign is designed as a text campaign that will be sent out to your database 
of past patients. All you need is to have a list of at least 50+ previous phone numbers 
to run this campaign. This campaign is like rocket fuel so get ready to explode
your business. 

Check out some of the amazing wins other Practice Owners have achieved by running 
this campaign.
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AUS - PHYSICAL

AUS - DENTIST
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The Text Campaign:

Day 1: 12pm in your local time zone

Hey (name), 

It’s (name) from (insert practice). 

Christmas is on it’s way and I wanted to make sure that I got in early to give you 
an amazing gift to say a big thank you for being an awesome patient of ours! 

We’re giving away (insert offer value at x). 

Just reply “yes” and we’ll organise the rest. 

(name)

Day 2: 12pm in your local time zone

Hey (name),

Did you miss this?
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FAQ’S THE TEXT CAMPAIGN

1. Does this campaign comply with my regulations?

We always recommend that you check to make sure that you comply with your 
professional guidelines. In some countries you may have to give them the option to 
reply STOP to opt out. 

Please check with your regulator.

2. How many patients should we send it out to?

This depends on the size of your list, but you can send it to anyone who hasn’t booked 
in within the last 3-6 months or they aren’t booked in currently. 

Then segment the list and send to a % of your total list as the response in rate is high. 
The % you send to will depend on the answers to the following two questions:  

• 
• How many new patient bookings do you need (i.e. your diary has room for them)?

3. Can I edit the copy?

No. Do not change the copy. The copy is proven and tested to get results. 
Just copy, paste and send :) 

4. Can it come from the practice instead of my name?

The reason these text campaigns work so well is that they look personal. 
It should come from you as the face of the business
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THE NEW PATIENT HOLIDAY
EMAIL CAMPAIGN 

Congratulations on downloading the New Patient Holiday Email Campaign

This campaign is designed as a 2-day email sequence that will be sent out to your 
database. All you need is to have a list of at least 50 previous email addresses to run 

this campaign. This campaign is like rocket fuel so get ready to explode your business. 

Check out some of the amazing wins other Practice Owners have achieved by running 
this campaign in December and January. 
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The Email Campaign:

Day 1: 12pm in your local time zone

Hey (name), 

It’s (name) from (insert practice). 

Christmas is on it’s way and I wanted to make sure that I got in early to give you 
an amazing gift to say a big thank you for being an awesome patient of ours! 

We’re giving away (insert offer value at x). 

Just reply “yes” and we’ll organise the rest. 

(name)
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Day 2:  12pm in your local time zone

Hey (name),

Super quick email.

Yesterday I sent you a really important message about a Christmas gift. 

I’ve added the email from yesterday beneath here in case you missed it 
yesterday (I know how many emails we all get daily and totally understand that 
you may have missed it).

Hey (name), 

It’s (name) from (insert practice). 

Christmas is on it’s way and I wanted to make sure that I got in early to give you 
an amazing gift to say a big thank you for being an awesome patient of ours! 

We’re giving away (insert offer value at x). 

Just reply “yes” and we’ll organise the rest. 

(name)
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Congratulations on downloading the New Patient Holiday Facebook Campaign

This campaign is designed as a Facebook Ad that you post to your followers on 
Facebook. Check out some of the amazing wins other Practice Owners have achieved 

by running this campaign in December and January. 

THE NEW PATIENT HOLIDAY
FACEBOOK CAMPAIGN 
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The Facebook Ad

The Ad Copy

This campaign can also be run of Facebook with the following ad copy. I recommend
running this ad to your database custom audience on Facebook so that it becomes omni
present and they see you on Facebook & Email.

Christmas is on it’s way and I wanted to make sure that I got in early to give you an 
awesome gift to say a big “Thank you” for being an awesome follower of ours. 

So, I’ve been thinking about the best way that I can help you and your friends and family 
for the festive season, and then it hit me…

the year.

We are offering yourself and a valued friend the following:

  A comprehensive subjective and objective exam to assess any underlying causes 
 of current injury (valued at X)

  Hands on Treatment based on detailed physiotherapy tests Including Radial 
 ShockWave Therapy If Suitable (Valued at X)

  A personalised written plan to show you exactly how you are going to achieve your 
 personal health goals for this Christmas. (Valued at XXX)

 TOTAL VALUE OF $XXXX

No Private Health Fund? No worries, you just pay $XX for all of the above.
Click below to claim your gap free assessment now:

(Choose your own image for the ad here)

[SANTA IS HERE] A gift just for you                 Learn more

(drive the ad to your landing page) 
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https://my.leadpages.net/shared/3WJbBvNdsucMR8r73yyeZJ/yXgeRdkBMkzDP4dS9siY22/

https://my.leadpages.net/shared/3WJbBvNdsucMR8r73yyeZJ/PxSBSxoTuDrytuStw68w2F/
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Crafting Your Irresistible Offer 

Why you need an offer

It lowers the barrier to entry for the person

We are programed to take action when there are sales

Your offer needs to be irresistible for people to take action 10%, 20% off won’t move  
the needle

How to craft The Perfect Offer

Go through this checklist to come up with your truly irresistible offer.
It really comes down to 6 main components

PRE-FRAME

What frame of mind is your customer going to be in when they see your marketing
message. What are they thinking about? What do they know about you already?

You want them to be in a positive frame of mind where they’re already thinking 
good things about you and they’re excited to learn more about what you offer.

Educational content and social proof positioning during the marketing phase play 
a huge role in this. If you don’t already have education marketing content or
testimonials in all your marketing—get some!

PRICE ANCHOR

Before you reveal a price to someone, you want to mention a higher price for that 
or a similar offer. That anchors the higher price in the customer’s mind and allows 
for a higher perceived value for the offer.

You might say “we normally sell this appointment for $98.95”. Then you can bring in
a lower price and the customer feels like they’re getting a deal. Infomercials have
been doing this for decades, and it still works. Even when we know we’re being price
anchored—it still works.

#1

#2
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SPLINTER STACK

This is one of the most brilliant pieces of this checklist. Let’s say that with your gym
membership you let people attend cardio and boot camp classes, you give them 
one shake a month for nutrition, you give them an accountability check-in every 
month and you have a monthly grocery list, too. You could just include all of those 
things in your basic membership. OR you could offer a boot camp membership, 
and all the other components are bonuses that they get for free.

You’re breaking out all the components of your offer, like splinters, and stacking 
them up so people see how much value you’re really giving them. When customers 
see those items broken out in a list they think wow, I didn’t even think about that, 
but I totally need it!

SCARCITY AND URGENCY

Scarcity is how many of an asset or unit you have left. For example, we only have 
ten spots in this program or we only have three widgets left. 

Urgency is related to time. The customer has to sign up by a certain day or they 
miss the boat. For example, the offer ends Sunday at midnight.

These two work even better when combined. For example, the offer ends at 

people who sign up. Holy crap—where’s that credit card?

FREE BRIBE

When you’re selling an ongoing (continuity) membership, it’s a great idea to give
away a high- value product as a free bribe. An example would be, “You get our
$2,000 nutrition program free today when you become a member.”

There are lots of different businesses that use this strategy, especially in the
medical space

#3 

#4- 5

#6
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Samples of Best Performing Authors



www.practiceacceleration.comNEW PATIENT
HOLIDAY CAMPAIGN

PROVEN & TESTED OFFERS:
Physio/Chiro/Osteo/Pods

Australia - Gap free initial consult (valued at XXX)

Free initial consult (valued at XXX)

50% off your next consult (save XXX)

Free health check value 2-for-1 deal when you and a friend   book 
in for a consultation or whitening treatment (valued at XXX) before 
(insert date at XXX time)

Half price Physiotherapy consultation, usually (valued at XXX)

5 no gap Physio treatment plans including;
1 x Initial Assessment (valued at XXX)
2 x Follow Up Sessions (valued at XXX)
TOTAL VALUE = XXX

‘YES’, and we’ll organise the rest.

#1

#2

#3

#4

#5

#6

#7
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Real Life Results

Nina a Podiatrist from Melbourne Aus ran ‘Our Mothers day text’ and had 114 patient 
bookings. She will make an extra $25,000 from this campaign.

Nina ran a no gap offer for this campaign.

Check out her results below:
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Real Life Results

Geoff an Exercise Physiologist ran ‘Our New Year Campaign’

He sent the offer to 1,607 past patients
It cost him $112.49 to send this out
He had 174 replies interested in his offer and had booked in 79 patients so far.
Geoff is projected to make $51,350 from this one campaign alone.

The offer: A free health check 

Check out her results below:
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PROVEN & TESTED OFFERS:
Dental Offers

Australia - Gap free initial consult (valued at XXX)

Free consult plus 2 free bitewing x-rays (if required) valued at XXX.

Gap free if you have private health but also free to non 
healthfund patients. 

5 Gap free exam and cleans (valued at XXX)

Free take home whitening kit valued at XXX when you book in for your 
exam & clean

2-for-1 deal when you and a family or friend book in for
a consultation or whitening treatment (XXX)

#1

#2

#3

#4

#5

#6
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Real Life Results

Shanthini, a dentists from Melbourne, ran ‘Our New Year Offer’ and had 
22 people say yes to her offer 
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Real Life Results

John & Deb Cobley Dentists from WA
Ran “Our New Year Offer’
Had a reply within 30 seconds of sending the campaign.
Within 24 hours she had 8 bookings and they were growing quickly from a list size of just 
100 past patients.

Deb’s offer was a free take home whitening kit valued at XXX when you book in for your 
exam & clean
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Real Life Results

Sarah, a dentist from Adelaide, ran our ‘Reason Why Bribe Text Campaign’ to reactivate 
past patients who haven’t been in to the clinic for 6-18 months and had a total of 139 
patient bookings. She is projected to make $33,816 from this one campaign.

Sarah’s offer was a free consult plus 2 free bitewing x-rays (if required) valued at $155. It 
was a gap free offer if the patient had a health fund but also free to patients who didn’t.

Check out Sarah’s result below. 
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Real Life Results

Dyan from Napanee, Canada ran our Mothers Day campaign and had 17 bookings which 
should equate to $10,200 in the next month. 

Dyan offered a
free assessment for 
Laser Therapy
(valued at $70). 
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What offer will you run for your Holiday Campaign?

What is the value of your offer? (eg: valued at $98.95)

Complete your message here using the following template:

Hey (name), 

It’s (name) from (insert practice). 

Christmas is on it’s way and I wanted to make sure that I got in early to give you an 
amazing gift to say a big thank you for being an awesome patient of ours! 

We’re giving away (insert offer valued at x) . 

Just reply “yes” and we’ll organise the rest. 

(name)

Now it’s time to craft your irresistible offer:
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Let’s get started with building your text campaign. 
Make sure you have watched the Facebook lives in the challenge group. If you 

of your patient’s name & phone number into an excel spreadsheet from your 
front desk software.

Set up your TextMagic account. We recommend TextMagic as the preferred 
provider because you are able to respond to them really quickly and it looks 
like a personal text when it comes through. The other great thing about 
TextMagic is it’s really easy to use and has an app so that you can respond to 
leads on the go. You can access it here: https://my.textmagic.com/

In New Zealand we recommend Txt Stream. You can access it here: 
https://www.txtstream.co.nz/

Load in your list of patients into text magic Now that you have your exported 

to them.

Step 1: 

Step 2:

Step 3:

Step 4:

BUILD AND LAUNCH YOUR HOLIDAY CAMPAIGN
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Load in your text template into text magic You are almost there!

Test and launch your campaign

Before you go live it’s time to test your campaign as if you were the person 

good to go, you are set to be able to schedule this text to go out to your full list!

Step 5:

Step 6:
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Let’s get started with building your email campaign.

Make sure you have watched the Facebook live in the challenge group. If you 

of your patient’s name & phone number into an excel spreadsheet from your 
front desk software.

Set up your Active campaign account We recommend active campaign as the 
preferred email provider because you only pay for the contacts that you have. 
Some platforms charge you per email which can add up when you have a big 
list size. The other great thing about active campaign is it’s really easy to use 
but also provides you with advanced automation. 

Load in your list of patients into active campaign. Now that you have your 

send bulk emails to your list. 

See resource here:
https://help.activecampaign.com/hc/en-us/articles/221467787-How-to-

Load in your email templates into active campaign. You are almost there!

See resource here: 
https://help.activecampaign.com/hc/en-us/articles/220341728-
Walkthrough-of-creating-and-sending-an-email-campaign

Test and launch your campaign

Before you go live it’s time to test your campaign as if you were the person receiving it 

Once it looks good to go, you are set to be able to schedule this text to go out to your 
full list!

Step 1: 

Step 2:

Step 3:

Step 4:

Step 5:

Step 6:
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Step 1:

Step 2:

Step 3:

Step 4:

Log into Facebook and go to your Facebook Page. You can use either the web 
interface or the Facebook app on 
your mobile device.

Take 3 simple pictures in different locations around your clinic  or download 
one from shutterstock.com

Edit your ad copy using our template

Upload your Facebook post to your page. Add your image and your ad copy 
and click publish. 

Let’s get started with building your facebook campaign.
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Scroll to the post you want to promote and click the blue Boost Post button 
below the post.

Step 5:
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Step 6:

Step 7:

Step 8:

Step 9:

Step 10:

Step 11:

Select the goal for your boosted post.…

Select the learn more call-to-action button

Select your audience. Select create new and add your location plus a 10-20km 
radius or if you have a custom audience loaded in you can target your email 
database + people who like your page and their friends + all website visitors

Set a daily budget of $10-$20 a day for as long as you want to run 
the campaign

Click Boost Post Now

Book in new patients like crazy
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Look at the left column marked in red, and you’ll notice that this strategy is designed to 

easily. People really feel that you’re trying to help them (because you are!). The beauty of 
this strategy is that it’s 100% ethical. 

The CHAT STRATEGY Think about it - by replying to your initial message, your new patient 
has put up their hand asking for YOU to help THEM. They are interested in talking to you. 
All you have to do is guide them through this conversation structure to book them in and 
help them ease their pain!

THE FOLLOW UP chat strategy
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RETENTION STRATEGIES

The Holiday Retention Tracker

Patient Name Had Rebooking conversion
Y/N

Are you booked in again in the New Year?
Comments

Yes/ No Date
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The Holiday Retention Script

SCRIPT: THE RE-BOOKING
CONVERSION

SCRIPT: FOR PRACTITIONER
WHO IS GOING AWAY

SCRIPT: RECEIVING
PRACTITIONER

This script must be used to guarantee your patients treatment continues and
they re-book for their next appointment.

“John, the holidays are here, but your condition doesn’t go on holiday.
So that you can continue your progress, and not relapse, it’s important that we organise
your future appointments. I’m going to organise X. Let’s do that now.”

This script must be used to ensure your patients are booked in
and receive continuity of care while you are away.

John, I’m going to organise for another expert in our team to look after you because 
it’s important your treatment continues while I am away.

James is a gun with (insert their condition), he is totally across what I’ve been doing,
and he will progress your treatment for us. He will be seeing you (x by x, recommendation)
and I will see you on X for your review to organise next steps. 

You them proceed to book it all in.

This script must be used to make the patients comfortable
while you are looking after them until their primary practitioner returns.

“Hi John, I’m James and I’m looking forward to helping you and progressing
your treatment while Tim is away.”

“I am completely across what we need to do, and will continue to progress
you in the treatment that Tim has set up for you. Let’s get you started.’
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Notes
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