 
Healthcare professionals must focus on 5 marketing areas to start new practice
A finance expert who has helped dozens of healthcare professionals start their own business has identified five key marketing areas when opening a new practice.

Stuart Burn, the director of specialist healthcare finance provider Performance Finance, analysed the launch campaigns of a number of previous clients.

He found those with the most successful starts had focused on similar areas of marketing. 

Now he has released his findings as part of “Going It Alone”, a major new resource available for healthcare professionals who want to start their own practice and work for themselves.
The information is available online, backed up with downloadable resources such as a specialist healthcare business plan and cash flow forecast template, at http://www.performancefinance.co.uk/goingitalone.html.
Stuart said: “Assuming you have proven there is demand for your new practice and funded it correctly, successfully attracting patients then relies on great marketing.
“Our analysis showed that the businesses we funded that did the best in their first year undertook very similar marketing activities. In a way this is a blueprint for opening a successful practice.”

The five key areas identified by Stuart are:
Get a website that establishes trust and credibility: More and more people are making buying decisions based on information they find online, even with healthcare. Your website must reflect the values of your business as well as supply basic information such as contact details and opening hours. Smart practices allow patients to book appointments online.

Shout about your arrival: Tell the local media, hold a party for new patients, leaflet drop the area - so whatever it takes to spread the word that there is a new practice in town and it is open for business.

Ask customers to recommend you: Customers will be most pleased with you just after they have had work done. Encourage them to refer their friends with a discount card for them and some more to pass on. Many healthcare professionals feel ashamed to do this, but it works - people buy people.

Make your business all about customer service: More established healthcare businesses sometimes struggle to maintain good customer service. So make it the most important thing in yours. Yes patients bring hassle, but if you treat them in a positive way they remember, you will generate unbeatable word of mouth publicity.

Use technology to make communication easier: Practices that use smart methods of communication such as sending text messages the day before appointments not only benefit from more business, but have fewer no shows.
Performance Finance is the UK’s leading specialist finance provider healthcare professionals.

The company is renowned for helping healthcare professionals find smart ways to fund new practices and other major capital purchases, taking full advantage of tax and VAT laws.
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