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2 Key Elements of Gaining Referrals 

Patient Referral Physician Referral
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The Proof is in the Numbers

92%of people say they trust 

referrals from people they know

83% percent of happy patients 

are willing to refer friends and family

Unfortunately…

Just 11% of practices ask for referrals
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Path to Patient Referral

§ Be fearless and not fearful

§ Go above and beyond 
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Building Your Foundation

Involve Your Staff in the Referring Process

Motivate, Educate, Re-Evaluate:  Educate them on 
the importance of referrals, help them understand 
how they can assist with the process, and gather 
feedback from them on how the system works.

Steps they can take include:

§ Listen to the patient’s concerns and questions

§ Promptly address any issues patients may have

§ Ask patients if there is anything else, they need

§ Thank patients for coming in

Your staff should wrap up their interactions with 
words such as, “We’re glad you’re doing better. 
We hope you will tell your friends and family about 
our great service.”
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Building Your Foundation

Use Questionnaires to Assess Service

To find out what your patients think of you and their 
experience, create a questionnaire for patients to 
complete. Send it to them by email after their service, 
so they have time to reflect, can fill it out in a relaxed 
setting, and are more likely to answer honestly. Let 
the patient know you are interested in making their 
experience the best it can be, and that their answers 
will help you do this.

Don’t forget to ask patients if they would ever refer 
someone to your practice.
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How Do We Increase Our Referrals

Timing is everything

Be grateful
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How Do We Increase Our Referrals

#1 most effective 
marketing method for healthcare 
practices is still word-of-mouth 
recommendations

Back to step 1 
Be fearless and just ask
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Gain Physician Referrals 

§ Do you have a plan in place?

§ Do you know what physicians you 
want to target?
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Gain Physician Referrals 

Do you have a plan and resources in place?

Do you know what physicians you want to target?

§ Physical Therapist

§ Chiropractic

§ Oncology

Assigning growth targets to each referring physician.

Take the Disney Approach



Thank You
(800) 766-4500


