A PATIENT’S UNDERSTANDING IS THE KEY FACTOR IN RETENTION

Patient Retention in an acupuncture practice is defined as the number of times a patient visits the office for treatment. In order to increase Patient Retention in your office, you must increase their level of understanding. Patients will follow the recommendations for treatment if they have a high level of understanding about how the treatment is helping them. The place to begin this education process is with each new patient. As an acupuncturist, it is your responsibility to educate your new patients and ignite their flame for more information and knowledge about what you do. As you learn to communicate effectively with each new patient and increase their understanding, the retention rate in your practice will increase.

There are some very critical decisions that are made during the first interaction between you and your patient. The manner and method in which you ask the consultation questions, how the patient answers, and the correct way you respond to the patients answers, builds a foundation for increasing the patient’s understanding. It is important to seize every opportunity to educate, teach, and share with the patient about the benefits of acupuncture treatments. You and your clinic staff must remain consistent and precise with all communication during the first several visits of a new patient. This increases the patient’s level of comfort and confidence in your treatments and your clinic in general. When a patient fully understands how they are benefiting from Oriental Medicine care, and, when they feel complete confidence in you, they no longer have to be convinced to return to see you on a visit-by-visit basis. Instead, your efforts are focused on the patient, their response to treatment, and their education and understanding.

Taking each patient through the following process will increase your retention rate and help move the patient from their first visit to participating in the treatment plan.

FIRST VISIT:

· The patient knows that they have a problem

· The patient knows there is a solution to their problem

· The patient know and is committed to returning to you and your office for a Report of Findings and further treatment

· The patient is given a pamphlet or booklet explaining Acupuncture

SECOND VISIT:

· The patient agrees to Oriental Medicine treatment

· The patient agrees to attend the workshop/seminar held in your office

· The patient commits to return for the treatment plan review visit

· The patient is given a New Patient Packet of material about the practitioner and clinic services

THIRD VISIT:

· The patient knows the solution is to get to the root of the problem

· The patient commits to the proposed treatment plan

· The patient understands and has committed to financial responsibility

· The patient is given written material on their specific condition

· You, the practitioner, hold the key to better Patient Retention. Educating patients on the benefits of Oriental Medicine and their specific condition and the success of their treatment helps to insure patient retention. Education equals understanding. Understanding equals retention.

