Want to patients in today’s
P AT I E N T self-referral, consumer-focused world?
ﬂ Our 8-step Patient Value Journey outlined below helps you predictably transform potential
patients into booked appointments and, eventually, promoters of your practice.
V L U E Today'’s technologically savvy self-referral patient has plenty of choices when it comes to

deciding on their healthcare provider (insurance limitations aside). As a result, attracting and
retaining patients is much different than it was just a few years ago. Today, the modern patient
goes through an 8-step journey before, during and after they receive treatment from your office.

Stages of the Journey

Examples

Google receives over

AWARE Achieving Awareness | 63 ,000

A potential patient first becomes Seeinc Ivertisement abou Viewi cti searches per second
aware of your practice, your yo a sec : : _ on any given day and
physician(s) and your subspecialty. ” | - - - | healthcare is the no. 3
hdinavouon social media leeti SirG _ casrehad tasie
The patient has a problem and you P
*e *(Source: Internet Live Stats)

present your practice as the solution
while explaining what differentiates

you from a competitor down the
street,

ENGAGE

The potential patient takes an action to Searching specifically by name Clicking on an ad or post that
learn more about the practice or for your practice on Google drives back to your website
physician(s).

Path 1

/sician review :
to check your overall

In this stage the potential patient will
interact with you or their social circle.
Essentially, you have triggered them to
take an action now that they are aware
you exist.

In 2016,

mobile internet usage surpassed
desktop usage for the first time ever.
In other words, your website needs
to be mobile friendly.

*(Source: BGR.com)

SUBSCRIBE

Potential patient will opt in to view or
receive additional content from your
practice.

Here, a potential patient likes what they
have seen so far, but isn't ready to commit |
to an appointment just yet. They are,
however, seriously considering you for

their healthcare.

CONVERT

They have seen enough and move from
being a “potential patient” to a “patient”
of your practice with a scheduled office
visit.

Psst...Your potential patient may move directly from the Engage to
the Convert stage. It will depend entirely on your subspecialty and

your ancillary service offerings.

You have made a good enough
impression on the patient that they have
chosen you above your competitors.

5 DIAGNOSE & TREAT

At this step, it is up to the medical team
to diagnose, prescribe treatment and
provide next steps to the patient.

In return for coming to the office, the
patient receives immediate value in the
form of a diagnosis or treatment plan
complete with next steps following the
appointment.

ASCEND

As part of their journey, the patient may

or may not be prescribed several

additional treatments, depending on

their condition and response to initial Referral to ancillary services in
treatment in the previous step. or out of the practice

'Surgery atnd rehabilitation

ADVOCATE

The patient has completed treatment and Providing an online review or N e a r I y 800/0
is satisfied with the outcome of their care. rating on a physician review -

They now can advocate for the practice websites of prospective patients are
both online and offline.

Obtaininga video testifonialto using online reviews to
At this stage, the practice typically asks share outcomes and benefits with choose a new provider.
the patient to provide a review or potential patients
testimonial.

*(Source: Solution Reach)

Becoming the subject of a case

il

PROMOTE Achieving Promotion

Once the patient is discharged from
care completely, they will continue to
tell others about the level of service
and success they experienced.

This is the step where the patient
continues to provide value for the
practice by organically sharing their

experience long after they have
stopped scheduling appointments.



