
 

 

 

 

 



 

 

 

 

 

For me, life is about finding your calling and living your passion, and there is no 

other industry I am more passionate about than health care.  Serving others has 

brought me happiness and fortune beyond my wildest dreams.  So whether you 

are just starting out in practice or are looking to change your traditional practice 

to a functional medicine one, this blueprint is for you.  My systems and protocols 

can help you build the practice of your dreams and take you to a multiple 6 and 

even a 7 figure income.  Better yet, with my systems and protocols, you can 

achieve your dream practice in a fraction of the time it took me.   

The tools and lessons taught in this book require hard work and dedication to 

implement.  Reading this book won’t miraculously create success for you.  

However; reading and implementing the strategies in this book consistently will 

take your success to a whole new level. 

Make sure to listen to the audio accompaniment to this book for more in depth 

information.   

Wishing you infinite success! 

Dr. Osborne 

http://www.marketfunctionalmedicine.com/members-only/


 

 

 

 

Preface –  

This book is designed to get you on the fast track to implementing a 

Functional Medicine business model in your office.  These principals 

and concepts will save you time and effort and put you on the path to 

massive success.   Remember that having a thriving successful 

functional medicine practice doesn’t just happen.  You will have to take 

the lessons in this book and take action on them.  Action = Results.  

Results can be failures and/or successes.  In my experience, some of my 

biggest successes were initially perceived to be failures.  Point is - Build 

on the success and learn from the failures and grow your dream 

practice in record time. 

Remember, that money is not the only measure of success.  Much like 

the lessons you teach your patients, life is about balance.  Balancing 

your office, family, personal time, etc is critical in achieving true 

success.  Point being, don’t get caught up in focusing on the money…  

To that extent, it is important that you –  

 Love what you do 

 Surround yourself with positive influences 

 Surround yourself with supportive loved ones 

 Take vacations or time off 

 Practice what you preach.   The lessons you teach to your patients 

are important for you to follow too (nutritional, exercise, sleep, 

etc). 
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Chapter 1 -  

What is Functional Medicine? 

Functional medicine is a medical approach that focuses on identifying 

the causes of disease rather than treating the symptoms.  It seeks to 

understand the origins of chronic disease so that meaningful treatment 

and prevention methods can be developed and implemented.   

The functional medicine approach is a partnership between the patient 

and the doctor.  The goal of this partnership is to bring the patient back 

to health as well as to teach the patient about the core principles of 

health maintenance and prevention.  

The philosophy recognizes that each patient is a unique individual with 

a unique set of genetics and biochemistry, as well as a unique set of 

environmental and lifestyle factors.  These genetic/environment 

interactions are complex not simple.  Thus a person could potentially 

have the same disease with a completely different set of causes.  To 

that end, the approach of functional medicine relies less on synthetic 

drugs and more on the thorough investigation of a patient using the 

following tools:  

 Comprehensive medical history 

 Evaluation of the patient’s lifestyle and environmental factors. 



 

 

 

 Functional outcomes based laboratory workup vs. static labs 

based on standard deviation bell curves of an assumed normal 

range. 

 Comprehensive physical evaluation 

 Education based approach so that ultimately the patient is less 

dependent on the doctor to maintain their health. 

The beauty of functional medicine is that you can still specialize and 

focus on your passion while offering a broader and more effective 

treatment strategy for your patients.  Everyone wins! 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

Diagram 1 – The Triangle of Health 

 

 

 



 

 

 

 

Chapter 2 -  

Don’t Do This… 

One of the biggest problems doctors have when it comes to practicing 

functional medicine is focus.  Practice attention deficit disorder 

typically leads to unhappiness and failure to thrive (use of pathological 

puns is purposeful).  Doctors often get into the habit of over multi-

tasking.  This in turn leads to more work with less productivity.  My 

experience shows that doctors without focus who constantly try to add 

the latest and greatest new supplement, procedure, lab, etc. without 

planning and forethought end up unsuccessful.  All new procedures 

should serve two main purposes: 

1. Patient improvement (will my patients benefit be of great value to 

their health) 

2. Revenue improvement (does it have high profit margins or high 

profit potential ) 

If the above two criteria are met, the next question becomes: Can you 

implement the procedure into your office without too much time and 

confusion. 

**Multi level marketing should never be implemented into your office.  

This is a huge mistake.  MLM creates a used car sales atmosphere.  

MLM creates a lower perceived value of your services.  MLM puts  

 



 

 

 

 

limitations on your ability to deviate price margins (most margins are 

less than 50%).  Think about all of the companies that have come out 

over the past several years – Noni Juice, Goji Juice, Acai Juice, Sea 

Silver, Coral Calcium, etc.  Each company promised miracle results.  

Where are they now?  Hopefully, you see my point.  Remember that 

your patients have a bullshit meter.  If you jump from one MLM to the 

next, from one latest fad remedy to the next, they will sense it and 

eventually leave your office. 

You want to establish a very high perceived value around your services.   

Patients will pay for it if they believe that it has tremendous value.  To 

do this requires focus and research.  Focus on only offering consistent 

services that provide good objective patient outcomes.  These services 

shouldn’t be solely trend based; they should be driven by clinical 

experience and research.   

Always Remember This – Your Knowledge & Time are Extremely 

Valuable! 

 

 

 

 

 



 

 

 

 

 

If you are like me, you spent at least a half a million dollars getting 

educated.  You spent long hours away from you family, friends, leisure, 

etc.  You sacrificed a lot of time and money to learn what you know.  

This is the most valuable asset that you have.  Don’t give it away.   

When I first started practicing, I would give away a lot of services 

because I had a passion to share knowledge and get people better.  I 

hoped that the patients would appreciate my kindness and 

thoroughness.  How did giving services away work out for me?  

Horribly!  Instead of being appreciative, patients neglected to follow 

through with care or recommendations.  They did not get better, and I  



 

 

 

 

did not get paid.  Because they didn’t get better, they didn’t refer 

others.  This is a sure fire way to run your practice into the ground. 

In reality, people perceive a higher value on things that must be paid 

for.   The higher the financial cost, the more the mind consciously and 

subconsciously places importance on the information, thus increasing 

perceived value.  This leads to several benefits: 

1. Greater patient compliance 

2. Improved patient outcomes 

3. More referrals (people will refer what they hold in high value) 

4. Increased office revenue  

5. Increased job satisfaction for you 

 

Your Knowledge is Valuable –  

Most functional medicine doctors are passionate and enjoy teaching 

people how to be healthy.  Sharing their knowledge is fun.  Because it is 

so enjoyable, many of them would gladly do it for free.  Unfortunately, 

not charging obviously leads to business failure, and business failure 

leads to patients in need not getting any help.  Many FM doctors take 

for granted what they know because they eat, breath, sleep, and live a 

healthy lifestyle.  They get caught up in a mental conundrum because 

they take their knowledge for granted and place less value on it.   

 



 

 

 

 

Ask yourself this question – If you were chronically ill, how much money 

would you pay to be healthy again?  

Good Health is priceless.  As a functional medicine doctor, you bring 

good health to your chronically sick patients when all other doctors 

have failed.  Bottom Line – what you do is very valuable.  Make sure 

you charge for it 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

Chapter 3 -  

What is your niche and USP?

 

 

 



 

 

 

 

Back to focus and consistency for a moment; I said earlier that a big 

mistake made by most doctors is lack of focus and consistency.  One of 

the most important first steps in opening up a functional medicine 

practice is identifying your niche and your unique selling proposition 

(USP).  This requires focus.  To do this I recommend the following 

exercise: 

 

1. Identify your clinical passion – what got you into health care in the 

first place?  Doctors often specialize in what they are passionate 

about.  My clinical passion is gluten sensitivity and its association 

to autoimmune disease.**  Use the space below and write down 

10 areas of healthcare that you are passionate about.  Remember 

that one of the keys to success is not going to your miserable job 

with the thought that one day you will be able to retire with 

enough money to start enjoying life.  Work is not work if you love 

what you do.   

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________



 

 

 

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________ 

 

2. Now take your passion from the previous exercise and ask these 

questions – What is unique about my method, service, approach, 

etc?  What differentiates me from the doctor down the street?  

How can I focus on this niche in my office to satisfy both my 

personal passion and my desire for financial success?   

 

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________ 



 

 

 

 

** I said earlier that my passion was gluten and autoimmune disease.  I 

have carved out a niche for myself because of my unique approach.  I 

use a different set of diagnostic criteria when evaluating patients.  I 

have coined new definitions in this arena and created websites and 

social media to spread the word.  Doing so has made me a very unique 

expert revolving around my clinical passion.  You can see examples at 

the following url’s: 

Gluten Free Society: http://www.glutenfreesociety.org/    

facebook: https://www.facebook.com/GlutenFreeSociety 

Once you have identified you passion, niche, and USP, it is important to 

create a mission statement.  This should be a work in progress, but 

doing this activity allows you to focus on what you are trying to 

achieve.   Remember, to be successful, you must focus your time, 

energy, and effort toward your mission statement.  If you spend all day 

trying to multi-task or performing menial tasks that do not help you 

achieve your goal, you will only wear yourself out.  Below is an example 

of my mission statement: 

My Mission: 

I am on a mission to educate the world about gluten sensitivity and its 

association to autoimmune disease.  I realize that I cannot do this alone.  

To that end, I will use my practice, the internet, write books, and train 

doctors to help me reach a wider audience.  My long term goal is to 

reach and impact 1 million gluten sensitive patients.  

http://www.glutenfreesociety.org/
https://www.facebook.com/GlutenFreeSociety


 

 

 

 

This statement is very general, and that is where I recommend that you 

start.  As you practice you will fill in the missing elements, procedures, 

and actions needed to implement your broad mission statement.  For 

example, under the umbrella of using the internet (as I listed above), 

you could further mold your mission as such: 

I will create an interactive website with a forum for people to 

communicate about gluten.  The website will publish regular articles on 

topics pertaining to gluten sensitivity.  It will include a video based 

educational tutorial to teach people how to go gluten free.  It will also 

allow for people to get appropriately tested for gluten sensitivity, 

provide recipes, Q & A support, and resources for people to regain 

health.  

Remember that your overall mission statement is a guide to focus your 

energies, the details on how you achieve it will become more and more 

clear as you take more and more action. 

 

 

 

 

 

 



 

 

 

 

Make a Mind Map of Your Practice – 

 

Mind maps are visual diagrams that allow you to see the full nature of 

your business.  It is important to sit down and go through all of the 

elements of your practice.  I recommend starting with a simple map 

that allows you to identify profit sources in your office (offline and 

online).  Additionally, this type of diagram works well to identify your 

marketing endeavors, to improve your office efficiency, train your staff, 

and much more.     

Once you have a visual, it is easier to see the whole picture of how your 

office runs and what changes can be made to improve patient care, 

efficiency, and profit margins.  The diagram on the next page is a 

sample to help you get started. 



 

 

 

 

An enlarged version can be found online at: 

http://www.marketfunctionalmedicine.com/wp-

content/uploads/Town_Center_Wellness.gif 

 

 

 

 

 

http://www.marketfunctionalmedicine.com/wp-content/uploads/Town_Center_Wellness.gif
http://www.marketfunctionalmedicine.com/wp-content/uploads/Town_Center_Wellness.gif


 

 

 

 

Chapter 4 -  

Incorporating a Nutritional Pharmacy… 

Many doctors fear adding supplements to their office.  They have a 

complex when it comes to selling products in their office.  My advice is 

to get over it.  The sale of supplements is a billion dollar industry.  Your 

patients are going to buy them.  Do you want them to waste their 

money and buy products that are useless?  Wouldn’t it be a good idea 

to be the intelligent doctor who has the ability to help them weed 

through all of the false claims and remedies?  Adding a supplement 

pharmacy to your office provides several benefits: 

1. Increases the perceived value of your service 

2. Creates a new avenue to communicate with your patients, thus 

elevating your expertise. 

3. Offers a service that your patients are already using somewhere 

else (convenience). 

4. Allows your patients to get better without the side effects of 

many medications 

5. Provides a direct source of income for your office. 

6. Provides a passive source of income for your office… 

   

The above sales total was for a Friday at my office (I was out of 

Town…Passive income). 



 

 

 

 

Many doctors use the excuse that stocking supplements is too costly.  

This is just not true.  I started by ordering about $100 worth of simple 

products that I knew I could sell for various conditions.  Here is what 

you need to do… 

 

If you are just starting out...  

 

 Order what you should be able to sell: 

 For example – if you treat musculoskeletal conditions - carry 

products for joint support, muscle relaxation, and pain relief.  

 Carry a variety of natural alternatives for the most common 

conditions you see (Allergy season, colds and infections, 

etc.) 

 Take the money that is earned and re-invest it buy 

expanding your natural pharmacy.  

 Consider private labeling.  

 

 



 

 

 

 

 Private labeling ensures that your patients do not price shop 

online and helps protect your bottom line. 

 Make sure you have an office display case or cabinet.  This allows 

patients to see what you have to offer and promotes conversation 

with staff members. 

 Place nutritionally oriented educational materials in your waiting 

room.  

 Free pamphlets are available from most companies.  Many 

will even customize them for your office. 

 

Some excellent supplement companies to start with: 

 Emerson Ecologics (carry several major brands of supplements) 

 Xymogen 

 Orthomolecular 

 Thorne 

 Perque 

 Designs for Health 

You should have an employee in your office in charge of supplements, 

from ordering, to stocking your shelves.  In addition, this person should 

keep track of patients on supplement treatment regimens.  He/she 

should call patients on a monthly basis to help refill any products or to 

offer to ship products out to your patients.   

http://emersonecologics.com/
http://www.xymogen.com/2008/index.asp
http://www.orthomolecularproducts.com/
http://www.thorne.com/
http://www.perque.com/
http://www.designsforhealth.com/


 

 

 

 

 

In office promotions can also be performed as a way of educating 

patients while increasing supplement revenue.  Examples include: 

 Immune supporting or boosting products during cold and flu 

season 

 Natural antihistamine products for allergy season 

 Cognitive enhancers before the school year begins 

 Multi-vitamin discounts for large families 

The key here is to get creative.  Offering promotional sales to your 

patients frequently will increase awareness about the wide array of 

products you have available to help them, but it will also increase your 

revenue.  Bottom line:  your patients get the help that they need under 

your guidance, and you increase you passive income thus allowing you 

to spend more time with each patient without taking a pay cut.  

Everyone wins. 

 

 

**To effectively communicate your promotions, it is critical that you 

have an email capture system in place.  This can be done with ease and 

allows you to market to patients who have not been in your office 

recently. 

 



 

 

 

 

Chapter 5 - 

Incorporating Functional Medicine Labs… 

Many doctors run standard lab tests using Quest or Lab Corp.  These 

labs are great for running cost affordable CBC’s, chemistry panels, 

thyroid panels, 25 OHD, iron panels, UA’s, lipid panels, etc.  

Unfortunately these tests are based on standard deviation bell curves.  

They are based on the idea of what normal ranges should be.  Often 

times (most times) these types of labs come back normal and don’t 

offer a unique solution for your patients.  Some doctors use these labs, 

and refine the ranges to be more diagnostic.  There are a number of 

post graduate courses and references (see Dr. Ron Grisanti’s clinical lab 

guide) available to help you learn how to do this.   

It is highly recommended that you incorporate functional medicine 

based lab tests vs. static serum based tests.  Extrapolations made from 

serum lab tests offer limited reliability and limited interpretation of the 

whole clinical picture. 

Getting Started –  

Incorporating functional medicine labs can be a complex issue if you are 

new to the concept.  There are several training programs in the U.S. 

that are designed to help you learn how to use and interpret functional 

medicine labs and principals.  FM Town is one of those programs.  You 

can tap into their resources here.   

http://www.fmtown.com/public/392.cfm?OHealth
http://www.fmtown.com/public/392.cfm?OHealth


 

 

 

 

Additionally, I would recommend that you start by tapping into the 

membership resource section here <<<.  There are a number of 

tutorials on how to interpret and implement these labs into your 

practice. 

 

Lab Quick Start: 

If you want to dive in and start quickly, I recommend performing 

baseline testing on all new patients.  This baseline consists of: 

1. Standard labs (CBC, Chem panel, UA, iron with ferritin, 25 OH D) 

2. Vitamin and mineral analysis (Spectracell) 

3. Food Allergy testing (Elisa Act) 

4. Genetic testing for gluten (Gluten Free Society) 

5. Other tests can be ordered based on your patient’s presentation 

and history. 

Some excellent resources for functional medicine labs are (test 

explanations are in the video accompaniment to this book): 

 Metametrix Labs 

 Genova Diagnostics 

 Diagnos-techs 

 Doctors Data 

 Spectracell Labs 

 Gluten Free Society (Genetic screening for gluten sensitivity) 

http://www.marketfunctionalmedicine.com/members-only/
http://www.marketfunctionalmedicine.com/members-only/
http://www.metametrix.com/
http://www.genovadiagnostics.com/
http://www.diagnostechs.com/Contact.aspx
http://www.doctorsdata.com/home.asp
http://www.spectracell.com/
http://www.glutenfreesociety.org/genetic-testing-for-gluten-sensitivity/


 

 

 

 

 Elisa Act Biotechnologies (delayed food allergies) 

If you need a good resource for low cost standard medical lab testing: 

 Doctor’s Choice 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

http://www.elisaact.com/
http://www.doctorschoice.net/index.html


 

 

 

 

Chapter 6 -  

Patient Compliance 

An educated patient is a compliant patient.  The most important step in 

getting your patients to comply is educating them.  This should be done 

in several ways. 

1. Your website should be an encyclopedia of information.  Aside 

from the usual general information, it should include an 

educational blog as well as a patient testimonials page.   Have all 

new patients submit their name and email online in order to get 

access to your office forms.  Once you have their email address, 

they should immediately start receiving an educational newsletter 

from your office.  The newsletter serves to continually educate 

your patients while branding your office.  To see a prime example 

of this set up visit -  http://towncenterwellness.com/ 

2. When they come in for their visits it is imperative that you book 

plenty of time to educate them about their condition, labs, etc.  

Do not cut this part out.  Do not make the mistake of assuming 

that they know what you do and cheat them out of a good 

explanation.  

3. Use visuals.  Most people are visual learners.  The creative use of 

pictures and diagrams helps them to better understand and 

subsequently comply.  The diagram on the next page is an  

 

http://towncenterwellness.com/


 

 

 

 

example of a visual diagram on the nutritional relationships with 

thyroid function. 

 

TSH

Thyroid Gland

T4 (requires iodine)

T3 (active thyroid hormone)

Reverse T3 (does not work)

Cell 

Comunication

Increase Metabolism = 

energy, weight loss, healthy 

hair and skin, lower 

cholesterol

Requires EFA

Requires Vitamins A and D

Requires Zinc and adequate protein

Requires  Selenium

 

The most common excuse I here from doctors about patient 

compliance to treatment is – “I can’t get my patient to spend that much 

money.”   

It is not uncommon in my office for new patients to spend several 

thousand dollars on the day of their first appointment.  I follow a 

specific protocol with every new patient to make sure of the following: 



 

 

 

 

1. All patients must fill out a very comprehensive questionnaire 

before I will see them.  This ensures that they have thought about 

their health issues thoroughly before ever coming into the office.  

2. They understand that they are in my office because conventional 

measures failed them.   

3. They understand the philosophy of the Triangle of Health (see 

diagram) 

4. Educate, Educate, Educate – when a patient knows what, why, 

how, etc compliance is increased dramatically. 

5. They understand what tests are being ordered and why 

Educate Your New Patients Using Core Influence over The 

Triangle of Health – (Video Here…) 

The basis for practicing functional medicine vs. traditional medicine is in 

the holistic approach.  Traditional medicine focuses on treating 

symptoms vs. identifying and treating the origins of disease.  For 

example – when a patient is diagnosed with hypertension, medications 

are prescribed to lower blood pressure.  Typically, the doctor does not 

investigate why the blood pressure is high in the first place.  Thus the 

patient is forever dependent on the drug to keep his/her blood 

pressure normal.   

Functional medicine asks the question – “What is causing this person’s 

blood pressure to go up?”  From there a holistic investigation can take 

place as to the root cause of the clinical abnormality.  

http://www.marketfunctionalmedicine.com/core-influence-for-fm-blueprint/


 

 

 

 

The Triangle of Health  

 

 

 



 

 

 

 

DNA –  

DNA is inherited.  It cannot be changed, but it can be influenced by the 

environment.  This influence has been studied and labeled epigenetics.  

As the diagram shows, the three main environmental influences on our 

DNA are biochemistry, physical, and mental. 

Biochemistry –  

Biochemistry refers to the elements coming in to the body that alter 

our chemistry directly.  We can explain chemistry to our patients in a 

simple manor.  Chemistry = things that we ingest or are exposed to that 

either hurt us or help us.   

 Helpful to chemistry –  

o Whole, non-processed, organic foods that we are not 

intolerant/allergic/sensitive to. 

 These provide vitamins, minerals, and other 

nutrients that promote good health. 

o Clean pure water and water 

o Sunshine 

o Adequate rest 

 Harmful to chemistry –  

o Processed foods, non organic foods 

o Foods we are allergic/intolerant/sensitive to 

o Polluted air  

o Polluted water 



 

 

 

 

Physical –  

Simply put, physical refers to structure/function relationships in the 

body.  ~Square tires don’t role ~ 

The shape or structure dictates how something will function.  For 

example, obesity is a structural problem.  Excessive weight on the 

frame can elevate blood pressure, reduce mobility, and tax the immune 

system.  Another example is scoliosis.  Scoliosis (even minor ones) can 

create somatovisceral disease complexes that mimic organ disease.  

Examples of this issue can be viewed here. 

Psychological (Spiritual/Mental) –  

Many doctors tell their patients that they are crazy or depressed and 

prescribe a medication.  In my experience most patients are not crazy; 

they are frustrated with the lack of help that mainstream medicine has 

given them.  This mental stress and frustration is a major contributor to 

illness.  Additionally, spiritual/mental refers to relationships with god, 

family members, friends, work, etc.  As the old saying goes -  “You are 

who you hang out with.” 

Putting the Pieces Together –  

It is important to explain to your patients that each side of the triangle 

will affect the other (note the arrows on the diagram).  For example, if 

you have an obese patient with chronic headaches that are 

exacerbated by exercise, you will need to let them know that they are 

http://base.chiromatrix.com/3d_spine/nerve_chart/index.htm


 

 

 

 

 in a viscous cycle and that you have the tools and diagnostic ability to 

help them break it.   

**Before spending a full hour with your new patients, the pyramid 

philosophy should be explained to them at the beginning during their 

first consultation so that you can weed out those who do not share 

your holistic ideology.  If the patient is not a match for your office, 

kindly agree to part ways with them.  You do not want to have to battle 

your patients on every recommendation that you will be making to 

them.  Knowing that they are on the same page as you will save you 

both a lot of time and frustration.  Not every person that comes into 

your office will see eye to eye with you.  That is OK.  Just don’t waste 

your time trying to convince someone who obviously won’t comply 

with your treatment recommendations. 

***Video explanation of the Triangle of Health is available here… 

 

 

 
 

 

 

 

http://www.marketfunctionalmedicine.com/core-influence-for-fm-blueprint/


 

 

 

 

Section II – Implementation 

Many doctors fail at functional medicine because they dabble in it.  

Dabbling is dangerous.  It promotes insecurity in the doctor and fails to 

achieve results for the patient, thus leading to an even greater 

reduction in doctor confidence.  

Think about it this way.  Starting from childhood to adulthood we go to 

school.  During our education a lot of different topics are covered.  

Typically whatever the topic is, we are taught by total submersion.  We 

dive in and learn with great intent and focus.  The teacher doesn’t 

cover the subject intermittently.  Dabbling is not how we learn 

effectively.   

Functional medicine must be implemented aggressively with focus and 

intent.  If you implement it in your office without this approach, your 

will fail.  My advice is to start with the nutritional component first.  

Look at objective labs that can measure vitamin and mineral 

deficiencies as well as food allergies (Spectracell, and EAB).  These 

topics are not overly complex and the importance is well recognized by 

most people coming into your office.  Run these tests in all of your 

patients as part of your office protocol using the TRIANGLE of HEALTH 

diagram to educate your patients as to why.  Mastery of functional 

medicine comes with consistent practice.  The more you practice, the 

greater your confidence, the greater your confidence, the more  

 



 

 

 

 

patients comply, the more patients comply, the more they get better 

and refer, and the more money you make.  Again – Everyone Wins. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

Chapter 7 – 

 Office Manual 

In this section, you will find a general guide to office operations.  This 

guideline is only a template.  You should review it and make 

appropriate changes based on your office flow and protocols.  I 

recommend having a manual like this for purposes of training staff and 

holding staff accountable for the day to day functions and protocols in 

your office. 

 

 

 

 

 

 

 



 

 

 

 

Functional Medicine Office Template -  General Guidelines for 
Office Operations: 

    If you need to get a hold of The Doctor  

        Cell:        xxx-xxx-xxxx (enter Doctor’s number here) 

        Home:     xxx-xxx-xxxx 

PHONE ETIQUETTE GUIDELINES:  

  General Guidelines: 

 Lines should be kept open as much as possible (Private use limited 
for emergencies only)  

 Smile before answering the phone (patients can hear a smile on 
your face)  

 Try to answer on the first ring (2nd at the latest)  

  Be polite, but direct  

 Avoid non-pertinent conversation  

 Be conscious of the caller's time  

 Always thank the caller  

 Sincerely emphasize comments such as : GREAT ! WONDERFUL ! 
TERRIFIC !  

 Avoid mediocre terms like: FINE or O.K.    

WHEN A NEW PATIENT CALLS IN TO SCHEDULE:   

 Take insurance information, name, phone number in order to 
verify the patient's benefits (see Verification Form)  

http://www.marketfunctionalmedicine.com/wp-content/uploads/Patient-Insurance-Verification.pdf


 

 

 

 Collect $25 deposit to hold the time (refundable) and applicable 
towards initial visit  

 All cancellations must be made within 24 hours of appointment 
($75 fee if less than 24 hour notice is given.) 

 New patient forms should be housed on line – office website. 

 Forms are downloaded by patient at TownCenterWellness.com 
(Become A Patient-button on home page)  

 This paperwork MUST be filled out prior to their visit or else it will 
back up the schedule and delay other patients  

**Each patient is on a case by case basis, never try to price quote over 
the phone** 

Always ask how the patient found your office:  

 "Which one of our patients referred you to us?"  

 "Who can we thank for referring you to us?"  

Before you hang up, make sure patient knows how to find our office,  
and aways thank them for calling and choosing Town Center Wellness.  
   

     

A NOTE ON SCHEDULING PATIENTS  

When scheduling new patients, ask them how they found Dr. O or who 
referred them to our office  

Scheduling Patients - It's  WHAT you say that counts! 



 

 

 

From the very first phone call, a procedure regarding scheduling sets 

the tone of who is in charge.   

Does the staff say to a patient, "when do you want to come in?"   

 When they should be saying,  "We reserve special times for our new 

patients."  

   

 

 

By allowing patients to set their own time, the wrong precedent is set 
and future appointments with this patient will take twice as long to set 
up and eat up your staff’s resources. 

Always give the patient two choices,  

"We have an opening at 10:15am or 3:30pm, which is better for you?"   

 

OFFICE PRICING:  

 **Each patient is on a case by case basis, never try to price quote 
over the phone**   

 

 



 

 

 

 

NUTRITION/ WELLNESS PRICE LIST:   

         1.  With Insurance - "Based on Coverage"  

1st Visit - Copay amount(unless deductible has not been met)  

WE ARE PREFERRED PROVIDERS FOR THE FOLLOWING HEALTH CARE 
PLANS:  

Aetna                     

Blue Cross Blue Shield           

Cigna (PPO Only)  

First Health  

Humana  

Memorial Health (MHealth, MHHNP)  

   

If the plan is not listed, then out of network benefits will apply to the 
patient when verifying insurance  

Use the "Patient Insurance Verification" form to help when verifying 
benefits.                                                                          

2.  Without Insurance - Cash Patient  

A. Visit - Evaluation, - $190.00  

http://www.marketfunctionalmedicine.com/wp-content/uploads/Patient-Insurance-Verification.pdf


 

 

 

 

B. Follow-Up Visits - $155.00  

   

**Prices do not include Lab Kits, Labwork or Supplements.  

** Visits are scheduled at 60 min increments   

**We file claims for office visits only - Some tests can be filed by 
patients ( we provide CPT codes)  

At the end of the consultation, laboratory work will be ordered and the 
patient will need instructions  

See attached sheet on all labs and prices. . . . .  

PROTOCOL FOR NEW PATIENTS:  

Initial appointment will take up to 60 minutes  

At the end of the initial consultation, laboratory work will be ordered 
and the patient will need instructions  

 

 

 

 

 

http://www.marketfunctionalmedicine.com/functional-medicine-office-forms/


 

 

 

 

Use the following check list on labs and prices to give to your 
patients… 

 



 

 

 

 

Spectracell: Spectracell Laboratories developed their exclusive, 
patented micronutrient tests to measure the function of vitamins, 
minerals, antioxidants, and within your white blood cells. Vitamin and 
mineral analysis can reveal a person’s functional nutrient status over a 
much longer time period than conventional serum testing. Spectracell’s  
test gives a more meaningful measurement of nutritional status than all 
other nutritional testing.  Cost is $385 cash or $135 with acceptable 
insurance (prices may change). 

 

 

 

Elisa Act Allergy Testing: Cost $1050 (no insurance billing available).  
EAB Is the most advanced allergy test available.  It measures delayed 
hypersensitivity reactions of up to 450 items from the following general 
categories:  

- Foods 
- Environmental chemical  
- Molds 
- Medications 
- Therapeutic herbs 
- Food colorings 

 

http://www.spectracell.com/


 

 

 

 

DNA Probe and Stool Analysis- Stool test that detects any parasite or 
bacterial infections, digestive function, gut inflammation, and more.  
Cost $625 

 

 

 

Standard or Traditional Labs (Quest) 

- 25 OH Vit D 
- T4 Total 
- T4 Free 
- TSH 
- T3 
-  UptakeT3  
- Metabolic Panel (CMP 14) 
- CBC +5 differential 
- Ferritin 
- Iron serum 
- TIBC (Total iron binding capacity) 
- UA 
- Other 

 

http://www.metametrix.com/


 

 

 

 

Gluten Sensitivity Gene Test  (Gluten Free Society)- DNA testing for a 
sensitivity to the protein Gluten.  This test is a home kit requiring a 
cheek swab.  Cost $385 

 

 

 

Iodine Loading Test (FFP Labs) - Test to detect an iodine deficiency – a 
common nutrient problem in thyroid disease.  Cost $135 

 

Neurotransmitter Testing – This urine and saliva testing detects 
abnormalities in the hormones and neurotransmitters (chemicals) that 
allow your brain to communicate with the rest of your body. 

 

 

 

Other Labs - 
__________________________________________________________
__________________________________________________________
__________________________________________________________
__________________________________________________________
__________________________________________________________ 



 

 

 

 

Insurance Coverage of Labs: 

Insurance coverage applies to some tests, but is largely based on your 
plan or policy.  Our office does not file lab testing for you. 

All patients must file their own claims. 

We can provide CPT codes upon request in order for you to file your 
own claim 

All fees are paid upfront to our office. 

 

Following up with the Doctor on Lab Results: 

The doctor will discuss any abnormalities with you once the results 
come back.  Unlike standard medical offices, our Doctors will spend a 
lot of face to face time with you explaining the results, implications, 
and treatment options.  The goal of your follow up appointments with 
the doctor is to provide you with not only the results of the tests, but to 
educate you appropriately about what must be done.  Typically, each 
abnormal lab test will requires a separate follow up appointment to see 
the doctor to go over results.  You should expect to spend 3-6 hours 
with the doctor to cover all of this information. 

*There is a $75 fee for missed or cancelled appointments without a 24 
hour notice.  

 

 



 

 

 

 

Section III –  

Website/Blogging & Social Media 

 

 

 

If you don’t already have a website set up, make it a priority.  The 

Yellow Pages are dead and people turn to the internet to for their 

informational needs.  The structure of the web not only allows 

potential patients to search for doctors, but it allows them to see 

ratings of those doctors from actual patients in real time.   

Your website should be set up so that it combines the ability to educate 

your patients through blog posts and through an interconnected group 

of pages on various health topics that describe your office and the 

treatments that you offer.   

 

 

 



 

 

 

 

Chapter 8 –  

Newsletters & Autoresponders 

The creation of an email newsletter for your office is crucial in building 

a successful functional medicine practice.  Email is an easy way to 

inexpensively and consistently reach your patients and provide them 

with quality educational materials.  This ensures that your message of 

health is constantly being delivered to them.  It also creates a branding 

effect for your office.  Keeping your name in front of them on a 

consistent basis makes it easy for them to think of you when a health 

problem arises.  In my office, I have a pre-written sequence of 

newsletters.  Every new patient begins receiving these on a weekly 

basis.  Each newsletter consists of several health related articles that 

serve to educate the patient on health topics, but also to make them 

aware of services that my office offers that could help them. 

You should implement an email capture form that requires potential 

patients to fill in before your new patient forms can be accessed. The 

following pictured tab is at the bottom of my web pages 

(www.TownCenterWellness.com) 

 

 

http://www.towncenterwellness.com/


 

 

 

 

Once clicked, the following web page appears.  The patient is then 

prompted to enter their contact information so that the new patient 

forms can be sent to them. 

Additionally, once you capture a patient’s email information, you can 

send them information about your services on a regular basis using an 

online newsletter. 

 

The Online Newsletter - Inexpensive Advertising 

One of the best marketing systems I use to get new patients and 

generate referrals is a monthly online newsletter. 

In fact when looking at return on investment the newsletter is our best 

performing marketing system because it goes out to people who had 

already identified themselves as ‘having an interest in our services’ – 

prospects and patients. 

An online newsletter allows constant communication at a lower cost 

(no more printing, stuffing, and mailing costs).  Plus the results came 

quicker because there was no deliver time lag. Just hit send and your 

newsletter is sitting in your subscribers email inbox. 

Today, the humble online newsletter is the ‘core’ of my marketing 

system. It’s how I reach out to thousands of patients, prospects, and 

doctors worldwide. 

http://towncenterwellness.com/o-health-transformation/become-a-patient/


 

 

 

 

I see a lot of doctors who offer an online newsletter, but I also see that 

most are doing it completely wrong. 

Some of the biggest mistakes I see physicians make with their 

newsletter are: 

 The “join our newsletter” form is hidden and hard to find on their 

website. 

 They give no compelling reason on their site to encourage 

prospects to sign up. 

 The newsletter is inconsistently delivered or worse, never 

delivered. (btw, this is the fastest way to kill a relationship) 

 The newsletter is way too pitchy, pushy, sterile, or desperate. 

 

You see, a newsletter is all about relationship marketing.  It’s about 

getting people to know, like, and trust you. It’s about positioning 

yourself as the expert, as the go to health care guru. 

But there is a secret to making your newsletter work. The secret is in 

the writing. 

I’ll explain what I mean in a second… 

Most doctors think that they need to make their business appear larger 

than it really is.  So they give off the impression that they are a large 

corporation. They write very sterile newsletters that do a whole lot of 

nothing. 



 

 

 

They always refer to “we” instead of “I.” 

Basically, they fail to build a relationship with their list and therefore 

miss out on a whole lot of business in the form of leads, referrals and 

repeat buyers. 

Look, people buy from people. Your greatest asset is you. People want 

to know that there is a face behind the business. They want to know, 

like and trust you.  They want to feel warm and fuzzy about giving you 

their hard earned money. 

So when you’re writing your newsletter make sure to use these four 

elements: 

1. Show your personality, your wit, and your character. Don’t be sterile. 

2. Give good content and tips – and keep it interesting. 

3. Use social proof like testimonials from existing patients who love 

your service. 

4. Ask for referrals and make them compelling offers. 

The difference between a mundane newsletter and a direct response 

newsletter could easily be the difference of five more new patients this 

month.  So take the time to do it right. 

 

 

 



 

 

 

 

 

 

The above is a sample newsletter that I sent out to my list.  You can see 

the full newsletter with live links here.  I recommend that you click on 

the different links to see how the newsletter takes people to my blog 

and products sales pages online. 

https://peterosborne.infusionsoft.com/he/699352/b31206b6dfef5ec59d188410d34d03a8


 

 

 

 

What is an Autoresponder? 

An autoresponder is an online program that is typically bundled with 

your email marketing software.  I personally use a program called 

Infusionsoft.  This online software allows me to capture patient and 

prospect information through the use of web forms on my website.  As 

I collect and save names, I am actually building my list.  Your list 

consists of all of the people who have given you their email and or 

contact information, and it is who you market to on a regular basis.  

The auto responder comes in at this point.  You see, time is a precious 

commodity.  An autoresponder allows you to pre-write emails that go 

out automatically to the people who give you’re their information 

online.  You write the emails once and the program automatically sends 

them out for you.   

With the right autoresponder program you can categorize your list by 

their interests.  For example if a newsletter contains a link to an article 

about thyroid disease, you can tag the people who click the link and 

categorize them under “people interested in natural thyroid 

treatments”.   

As your list grows you can continue to categorize them by interests.  

This allows you to market more specifically to sub groups of 

patients/prospects and subsequently to target specific promotions to 

those who have already shown interest. 

 



 

 

 

 

 

 

The Autoresponder/Blog Cycle… 

 

 

 

 

 



 

 

 

 

Article Writing 

Functional medicine patients are educated.  They have a strong desire 

to learn about health and wellness.  Article writing serves as an 

invaluable tool to assist these potential patients.  An important factor 

to consider when writing is the ability to incorporate the work into a 

blog on your office website.  Writing articles on common health issues 

and posting them on your blog helps you drive more potential new 

patients to your office. 

Your newsletter can also drive patients to your website to read these 

articles.  Often times you will find that your patients email your 

newsletter to their friends and family members.  I have actually had 

new patients print out my articles and bring them in on their first visit.  

When asked how they found my office they reply by pulling out an 

article of mine.  Sometimes the articles are several years old! 

When your articles are good, other websites will link back to them 

giving you free advertisement.  Make sure that your website has an opt 

in box where non patients have the ability to sign up for your 

newsletter.   The more people that are on your email marketing list, the 

greater fan base and following you will create. 

To view samples of articles from my blog, CLICK HERE<<< 

 

 

http://towncenterwellness.com/learning-center/web-wellness-university/


 

 

 

 

Chapter 9 –  

Facebook 

Facebook has become an extremely powerful tool in the online 

marketing world.  If you haven’t created a profile, do so immediately.  

Facebook is one of the most trusted sites in the world.  People spend 

many hours a day on Facebook and use it as a search engine as well as a 

social haven.  If you don’t want a personal profile, create one for your 

office.  Once you have created a profile, it is imperative that you form a 

Fanpage.   

A Fanpage for your office allows you to engage your fans in this social 

setting.  You can post educational articles, videos, links to your blog, 

and announcements from your office, and more to your Fanpage for 

your fans to read/watch.  The “like” button allows people to share the 

information that you post to all of their friends.  This sharing has the 

potential to create a huge exposure of your information to the world.  

When I post to my Fanpage, I typically get exposure to 14,000 sets of 

eyes.  You can view my Fanpage here.   

Facebook also allows you to host webinars.  For example, I created a 

video on Gluten Sensitivity last year.  The video is about 40 minutes 

long.  I use it as a free webinar to attract people to my office, website, 

services, etc.  This allows me to leverage my time quite efficiently.  I 

host webinars regularly through a video recording that does not require 

me to be present.  Potential patients are then introduced to me and my  

https://www.facebook.com/GlutenFreeSociety


 

 

 

 

services.  As a result, I regularly do phone consultations with people 

from around the world.   

The Facebook “like” button now counts in search engine rankings.  The 

more “likes” your website pages have, the higher ranking your pages 

receive.  Additionally, the more “likes” a page has, the more social 

proof is being provided to strangers visiting your website that your 

services are exemplary.   

The best part of about everything above?  It’s all free. 

 

Facebook also has an advertising platform that allows you to target 

potential patients very specifically.  Your ads can be targeted to age, 

gender, interest, geographical location, and more.  If you know that 

your average patient is a 35 year old female living in or near Chicago, 

Illinois, you can create an ad that will show up only to your 

demographic.  The cost is inexpensive.   

If you want to learn more about creating a facebook ad to drive 

patients leads to you, click here to access our members section. 

 

 

 

 

http://www.marketfunctionalmedicine.com/members-only/


 

 

 

 

Chapter 10 –  

Youtube 

Most doctors’ offices fail to implement video marketing strategy.  It is 

important to capitalize on this.  If you use video in your online 

marketing, it will accelerate your search engine rankings dramatically.  

It is easy to get a Youtube account.  If you have a gmail account you can 

actually link them together because Google owns Youtube.  The other 

bonus here is that Google is the most commonly used search engine.  

So as you can probably guess, Youtube videos are more apt to show up 

when patients are searching for functional medicine doctors on line.   

If you are like me, you spend a lot of time teaching lifestyle, nutritional, 

and exercise concepts to your patients.  The core concepts of what you 

teach are similar.  Creating videos about these topics can help you 

consistently drive the message home on a repetitive basis.  

Additionally, once the video is created, it can be used over and over 

again in your office, as well as on the internet to help market your 

office. Do the work once and leverage it for years to educate existing 

patients and drive new patients to your office*. 

*Search engines love video content.  Having educational videos posted 

on youtube and embedded into your website helps drive your site 

rankings up so when people are searching for functional medicine 

doctors online, they will most likely find you instead of your 

competitors. 



 

 

 

 

If you want to get ideas for video content information, format, etc., you 

can find my Youtube channel here. 

Don’t worry about having a professional shoot your video.  Market 

research shows that professional video comes across sterile and less 

human.  Remember that people seeking functional medicine doctors 

are seeking a more personal touch relating to their health care.  Most 

lap top computers can shoot simple video.  I recommend that you start 

there. 

 

 

 

 

 

 

 

 

 

 

 

http://www.youtube.com/user/DocOsborne


 

 

 

 

Chapter 11 –  

twitter 

Twitter is a social media network that allows you to communicate to 

people following your profile.  It is a free service to sign up for.  It is one 

of the most popular and powerful real time search engines on the web.   

I use twitter regularly.  Doing so has created many connections for me 

on the internet.  It has allowed me to communicate with like minded 

individuals and has allowed my articles and videos to reach a larger 

audience.   

Twitter is unique in that it allows you to perform real time searches on 

trending topics.  For example, if I want to write a new article, but I don’t 

have a good topic selected, I can perform a search on twitter to see 

what is “hot”.  This allows me to write an article that will have a greater 

chance of showing up in search engines.   

I recently wrote an article about a tennis player who went gluten free.  

He claimed that his winning streak success was because of his gluten 

free diet.  I wrote an article about it.  Later that week, a reporter from 

Time magazine called me for an interview.  How did he find me?  

Through my article. 

My twitter profile can be viewed here. 

 

http://twitter.com/#!/Glutenology


 

 

 

 

Chapter 12 –  

Choosing the Right Keywords –  

Keywords are terms that your ideal patient will 

use while performing internet searches for your services.  Choosing 

keywords that people type into a search engine to find you is 

important.  When you are creating a facebook fan page, a youtube 

video, writing an article, or writing a blog post,  you will have the 

opportunity to select keywords that are relevant to the content being 

published.   For example, if you are a functional medicine doctor in 

Houston, TX you will want to optimize your online marketing endeavors 

to incorporate terms that match this. 

Keywords to optimize for in this example would be: 

 Dr. (Your Name) 

 (Your Clinic’s Name) 

 Functional medicine clinic 

 Functional medicine doctor 

 Functional medicine practice 

 Doctors who practice functional medicine 



 

 

 

 Doctors who treat ________ (Your niche – i.e. gluten sensitivity) 

 Holistic doctor 

 Holistic health 

 Complementary medicine treatment 

 Integrative medicine 

 Integrative medical doctor 

 Nutritionist 

 Nutrition clinic 

 Nutrition doctor 

 Alternative doctor 

 Alternative medicine 

 Alternative clinic 

 Houston, Texas 

 **Sugar Land, Missouri City, Richmond, Rosenberg, Stafford, 

Pearland, Alvin, Manvel, Pasadena, Clear Lake, The Woodlands, 

Conroe, Memorial (These are all names of suburb towns 

surrounding Houston) 

**Keywords should be selected based on what people would type into 

a search engine to find you.  Make sure that you include your city, 

town, state, and nearby areas.  Most of your patients will come to from 

a 50 mile radius.  If you only optimize your website for functional 

medicine, (not for functional medicine in your area) you will be 

competing with every clinic in the U.S.   

 



 

 

 

 

On the other hand, if you are creating a Youtube video on the side 

effects of magnesium deficiency, you would want different keywords.  

Here are some examples: 

 Dr. (your name) 

 (Your clinic name) 

 Magnesium deficiency 

 Side effects of magnesium deficiency 

 Magnesium supplements 

 Magnesium supplementation 

 Lab tests to check magnesium levels 

 Magnesium and muscle spasms 

 Magnesium and headaches 

 

 

As you can see above, my clinic received 9,310 visits in one month from 

website search engines like Google for more than 5,000 keywords.  The 

reason I received so many keyword visits is because I have multiple 

articles, videos, and blog posts on different topics related to different 

keywords.  Doing this expands your web reach and audience.  The  



 

 

 

 

majority of the 5000 + keywords used to find my website were terms 

on various diseases, my services, and other related health issues.   

When you are preparing content to be published, consider focusing 

your keywords based on three main topics: 

1. The diseases you treat 

2. The services your offer 

3. Various health related topics 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

Always dominate page 1 of the search engines for your name…  

 

 

 

 



 

 

 

 

Always dominate page 1 of the search engines for your clinic name… 

 

 

 

 



 

 

 

 

Section III Summary –  

Functional Medicine Marketing Synergy - 

By implementing the strategies in Section III of this book, you will begin 

to see a synergy like effect.  Your newsletter will drive traffic to your 

website.  Your videos will drive traffic to your website.  Your articles 

writing will turn your website into an encyclopedia of health 

information.  Working all three concepts together will build an online 

marketing presence that begins to take on a life of its own.  As it grows, 

you will have built an empire of referring patient fans. By putting your 

knowledge into newsletters, videos, and articles, you will have 

leveraged your time by creating an internet presence that perpetually 

markets your office while you sleep.  When this happens, your waiting 

list practice will emerge. 

 



 

 

 

  

Section IV – Offline Marketing 

To this point we have discussed marketing in an online environment.  

Although this is one of the most important things you can do to grow 

your practice, it is equally important to market your office by playing an 

active role in your community. 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

Chapter 13 –  

Marketing in Your Community 

 

Don’t just stay in your office or behind a computer to market your 

practice.  One of the best ways to ensure a steady flow of new patients 

is to be active in your community.  Remember that you are in the 

people business.  Your community involvement will be directly 

proportional to how much you care, to how many people you treat, and 

to how much you will earn.  Remember the law of reciprocation.  Your 

income will reflect how much you help your patients.  In essence, the 

caring, and beneficial value that you put out into the world will come 

back to you in other forms. 



 

 

 

 

The following is a list of things you can do to start marketing your 

practice directly to your community: 

 Join the Chamber of Commerce 

 Join a BNI networking group 

 Join an Exchange or Rotary Club 

 Host an open house in your office for other doctors in your 

community 

 Call a neighboring business owner and take him/her to lunch  

 Give health lectures to local small businesses and corporations.  

They are always looking for guest speakers. 

 Acquire a booth when a corporation hosts a health fair 

 Host regular “Health Nights” at your office or at the local library. 

 Join a gym, sports team, or country club 

 Special Events 

 In office marketing 

 

Chamber of Commerce –  

Joining the chamber is a very easy step toward meeting and networking 

with other business owners.  Most Chambers host networking nights 

toward this purpose.  The key to this type of event is not to go and push 

yourself and services on everyone in the room.  It is to meet people and 

develop relationships.  This takes time.  Think of networking as farming 

not hunting.  To be a successful farmer, you have to plant a seed (or 



 

 

 

idea), tend to it, fertilize it, and watch it grow.  If you have the same 

attitude about developing relationships, you will be successful.   

 

BNI –  

BNI stands for Business Networking International.  This is a global 

networking group.  The local city/area based chapters of BNI allow only 

one profession to be represented per group.  For example, a BNI group 

allows only one plumber, realtor, accountant, etc.  This prevents 

competition amongst group members and fosters close relationships 

with other business owners.  The group works together, referring 

customers to one another and promoting each other through word of 

mouth marketing. 

 

Exchange/Rotary 

These groups are charitable service organizations whose focus is on 

public and community service.  Members work together to improve the 

local community.  It is a great way to give back to the community and 

meet others who share the same philosophy. 

 

Open House 

If you are new in the area, or if you have been there for years, host an 

open house event for other doctors to come and meet you.  This works 



 

 

 

great for functional medicine doctors, because we treat all of the 

complex and difficult patients.  Most doctors are looking for someone 

to pass their difficult patients to.  Make sure that they know that you 

are happy to take on their troublesome patients.  

 

Lunch with a Business Owner 

Remember that small business owners usually have a lot of connections 

and talk to a lot of people.  You should make it a point to meet with a 

new business owner on a weekly basis.   

 

Health Lectures –  

I have a lot of layman lectures prepared on Powerpoint ranging 

numerous health topics.  Recently, I was invited to a woman’s group to 

talk about nutrition and hormones.   I gave the talk over my lunch hour 

and ended up having three new patients call my office to schedule 

appointments the next week. 

Finding groups to talk to is easy.  You can use the internet to search for 

local groups in your area.  The local Country Club is a great place to find 

groups.  They are always looking for guest speakers.  Additionally, you 

can ask your existing patients if they are involved in a group that would 

like to have you speak.  Examples include: 

 Mom’s Club 

 Garden Club 



 

 

 

 

 Toastmasters 

 Local gyms  

 Rotary, Exchange, & Lions 

 Assisted Living Facilities 

 Gluten Free Groups 

 Diabetes, cancer, or other disease support groups 

 Local churches 

 

Health Fairs –  

Large local companies typically have 1 to 2 health fairs per year.  These 

are a great place to get your services in front of large amounts of 

people looking for healthy ideas.  Being part of a health fair is typically 

free of charge.  To find these, call all large companies in your area and 

ask to speak to the human resources department.  Let the person in 

charge know that you would like to volunteer for the next fair.  You can 

also let them know that you can speak on a variety of health topics.  

Many companies host “lunch and learns” for their employees.  They 

bring in doctors from the local area to discuss a number of preventative 

medicine based topics.   

 

 

 



 

 

 

 

Health Nights –  

Hosting hot topic health nights allows you to showcase your knowledge 

and services to existing patients and their families.  Pick a topic that 

peaks a lot of interest.  Examples Include: 

 Detoxification 

 Weight Loss 

 Hormone Balancing 

 Gluten Free Diets 

 Natural treatments for ADD/ADHD 

Create flyers and advertise in your office, with the local papers, at the 

library, with local business owners, with neighboring doctors, etc. 

 

Join a Gym –  

Join a gym, country club, or sports league.  Not only will this help keep 

you in good shape (always practice what you preach), it is a great place 

to meet people who are health conscience and apt to benefit from your 

services.   

 

Special Events 

 Your planning should reflect holidays and special events in the 

community.  For example:  Every year I host a pre-holiday meeting for  



 

 

 

 

all of my gluten free patients.  This event is always big because we give 

away a lot of valuable door prizes, share a lot of gluten free recipes, and 

provide an educational experience that you cannot find anywhere else.  

The following is a list of ideas to form your calendar around: 

 Back to school supply drive 

 Breast Cancer or other disease Awareness 

 Christmas, Thanksgiving, 4th of July, or any other important 

holiday 

 Get back in shape (weight loss) for the Summer event 

 One of my favorite – Halloween – bring in your candy for 

supplement discounts. 

 Fun runs or other athletic events 

 

 

 

 

 

 

 

 



 

 

 

 

Chapter 14 –  

In Office Marketing  

 

 

 

 

 

 



 

 

 

 

One of the most missed opportunities for marketing is in your office. 

Remember that many of your patients do not know the full scope of 

what you offer.   You should have the following measures put in place 

to ensure that you and your staff are properly promoting all of your 

services on a regular basis.   

1. Killer Customer Service 

2. Supplement of the week 

3. Condition of the week 

4. Nutrient of the week 

5. In office referrals 

6. Thank you cards for referrals 

7. Warrior Patient Recognition 

8. Event Flyers 

 

Customer Service -   

Customer service is the most critical element in building a successful 

waiting list functional medicine practice.  If your customers/patients are 

not satisfied with elements of your service, you can lose a referral even 

if they are happy with their treatment results.   

One way to monitor customer service in your office is to simply ask 

your patients if they have had good experience in your office.  Many 

people will not offer suggestions to improve unless asked.  I send out 



 

 

 

regular customer service questionnaires to my patients.  A sample 

email is on the next page: 

 

Mrs. Doe, 

I take customer service very seriously.  Please help me improve our 

office by giving your feedback.  

 

1. Was our office clean?  

2. Was the staff warm and friendly?  

3. Did your visit with Dr. Osborne meet or exceed your expectations?  

4. Would you refer your friends or family to our office?  

5. Were you seen promptly without having to wait?  

6. Do you have any suggestions on how we can improve our services?  

 

Thank you for choosing Dr. Osborne and Town Center Wellness to 

serve your health care needs!  

 

 

Not all of your patients will respond, but you will get very good 

feedback from your patients if you implement this strategy.  This will 

allow you to address issues on a regular basis as they come up instead 

of waiting until they are a major problem.   



 

 

 

 

Additional Customer Service Musts –  

 Respond immediately to an individual at the front desk (Don’t 

make them wait unless you are helping another person.)  

 If the receptionist is on the phone, eye contact and a smile 

(possibly a hand wave) will acknowledge the patient who walked 

in, until the phone call can be completely.  End the call as soon as 

possible. 

 Make the patient feel welcome and at ease. 

 If it is a new patient, introduce yourself and offer your hand to 

shake.  

 If it is an established patient, address the patient by name. 

 Offer the patient water, or something to drink. 

 If this is an established patient, find something to compliment 

them about, such as:  being on time or staying on schedule.  

 If there is an unusual wait time; keep the patient informed of the 

approximate time he or she will be seen, or possibly offer a 

reschedule time if necessary. 

 

Supplement/Condition/Nutrient of the Week –  

You want to set your office up in such a way that you have a visible 

supplement case.  It is important to feature a select supplement each 

week.  If you have a display area, you can highlight new products 

frequently.  This allows you to sell more featured product, but it also  



 

 

 

 

allows you to train your staff on a regular basis.  Many of the 

supplement questions that are asked in your office are directed at your 

staff not you.  If they are not trained to answer appropriately, you are 

missing easy sales.  Have flyers or brochures handy for the featured 

product.  Don’t wait for your patients to waste their money on poor 

quality supplements.   

The same can be said for highlighting a condition of the week.  Let your 

existing patients know that you are dynamic and can treat multiple 

problems.  You can do this through your email newsletters as discussed 

earlier, or you can implement a white board in your office.  Place the 

board in your waiting room so that it is visible to every patient coming 

through the office.  The picture below illustrates an example of this 

concept using the magnesium and several diseases linked to a 

deficiency of the mineral.  The purpose of the board is to stimulate 

curiosity and conversation as well as to educate your patients en 

masse.    

 

 

 

 

 

 



 

 

 

 

 

 

 

This single picture helped me inform my patients and my staff about 

the diseases associated with magnesium deficiency, selling more 

magnesium, but also allowing my patients to understand the greater 

scope of treatment available in my office.  As a side note, I used this 

drawing in a video post as well. (The video has had several thousand 

views already). >>> View video here <<< 

 

 

http://www.youtube.com/watch?v=An-Kbm-8TTw


 

 

 

 

7 Actions to Help Increase Referrals –  

Part of getting your patients to refer is to establish a referral mindset 

from the very first time they have exposure to your office.  The 

following are times when this should be done: 

1. When they call in to schedule their first appointment, your staff 

should make sure to ask the following question when taking 

information –  “Which one of our patients referred you to Dr. 

Osborne?”   

2. If the new patient was referred by an existing patient, the 

following should be implemented immediately – a Thank you for 

referring card should be mailed to the existing patient.   

3. New Patient Forms – On the first page of the form, the following 

question is asked – “Which one of our patients’s recommended 

you to our office?” 

4. When a new patient comes to the office for their first 

appointment, the staff member taking care of their paperwork 

should ask the following question - “Who referred you to see Dr. 

Osborne?” 

5. When the doctor goes into the treatment room for the first time 

with a new patient, he asks – “How did you find out about my 

office?” 

6. All new patients are put into an automated email series.  The 

verbiage in the series discusses the importance of referring a 

friend of family member. 



 

 

 

 

7. Reward and recognize your top referring patients (Warrior 

Patients).  When our office hosts Health Nights or Meetings, we 

always recognize and thank our top referrers.   

 

One of the biggest mistakes I see doctors make is not asking for 

referrals or testimonials.  Remember that your patients want to help 

you help others get better.   

When to Ask For a Referral  -  

A patient you have been treating is recovering extremely well or has 

recovered all together.   This patient has not referred anyone into your 

office but is grateful that he/she was able to find your office.  This is 

where the law of reciprocity kicks in.  This patient is in the mindset of 

debt and gratitude.  Remember what I said earlier about health?  -

PRICELESS-  Even though this patient has paid you, they still feel 

indebted because you cannot put a price on feeling good.  This would 

be an appropriate time to ask for a referral.  Let them know that you 

would appreciate it if they would refer someone who also needed help, 

Pay IT Forward.  This is also a good time to ask for a written or video 

testimony (I prefer video).  The following script is a typically the way 

this is done in my office. 

“Mrs. Jones, I am so happy that you are feeling better.  Would you mind 

giving me a testimonial about your experience?  There are so many 

people who could benefit from your story.” 



 

 

 

 

Chapter 15 –  

Marketing Calendar 

Success doesn’t just happen.  You have to plan for it.  Creating a 

marketing calendar is a vital part of this planning.  It is important to 

keep in mind that your events, presentations, speeches, etc should 

reflect your practice ideals.  In other words, you wouldn’t want to host 

an educational meeting about health while junk food is being served to 

the attendees.   Using the lessons taught in Chapters 13 and 14, plan 

out your marketing calendar for at least 6 months. 

To establish a waiting list practice, you have to saturate your marketing 

calendar with engagements.  One or two events per month won’t cut it 

when you are first starting out.  A waiting list practice relies heavily on 

patient referrals.  If you don’t have a very large patient base, you won’t 

get as many referrals your first year in practice as your second, third, 

fourth, etc.  That doesn’t mean you cannot accelerate your success, it 

just means that you have to put in the work.  

The calendar diagram shows a typical month in my office.  There are 4 

event/lectures scheduled outside of the office (marked in blue).  There 

are 2 lunch meetings scheduled (marked in yellow).  The events marked 

in pink are times that I set aside for research and writing.  I read 

medical articles and write on a variety of health topics for the 

newsletter and for my office blog.   



 

 

 

 

The events marked in green are marketing promotions.  For example, 

the first promotion is for a back to school sale on my website.  I will 

write about the detriment of the typical school lunch on health along 

with some solutions to the problem.  I will write about focus and 

concentration at school and tie it in with ADD/ADHD.  I will also send 

out information on vaccinations.   These blogs and newsletters will be 

coupled with supplement sales for a child’s multi-vitamin, supplements 

to aid focus, and immune boosting supplements.   

By creating my marketing calendar months in advance, I ensure that I 

am organized and prepared for common topics that will be a priority in 

people’s minds.  My marketing strategy for “back to school” will be 

more successful because I am focusing in on topics that are of big 

concern for parents as they prepare to send their children back to 

school.  In marketing, you have to strike while the iron is hot.  If I wrote 

about breast cancer prevention instead of school related topics, I would 

have less sales and less interest. 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

Marketing Calendar Ideas –  

January – Weight loss, weight loss, weight loss.  People making 

resolutions always focus on losing weight.  This is a great time to 

promote lab testing and supplementation with a marketing spin on 

healthy weight loss goals.   

February –  It is still not too late for weight loss.  Momentum from Jan. 

pulls through in February.  Valentine’s Day and President’s Day are also 

good reasons to do a promotional.  This is the middle of Winter and 

people have a tendency to be vitamin D deficient.  Now is a good time 

to discuss the topic of vitamin D, depression, and immune function. 

March – St. Patrick’s Day.  Target the green movement.  Additionally, 

the first day of Spring falls in March.  This provides a good tie in to 

renewing health and running an email sequence promotional. 

April – Good Friday and Easter fall in April.  As we think about the 

sacrifice made for us by Jesus, it is good to remind your patients that 

the body is their temple.  Taking care of it should be a priority in their 

lives.  This is also a good time to start talking about seasonal allergy 

prevention. 

May – Mother’s Day and Memorial Day fall in this month.  Offer special 

discounts or deals for moms and veterans of the armed forces.  

Additionally, Summer break is right around the corner.  Email 

promotions can be focused on healthy snack ideas and healthy exercise 

based outdoor activities for children.   



 

 

 

 

June – Summer vacation is in full swing.  This gives the opportunity to 

discuss healthy eating while traveling on vacation.  Father’s Day also fall 

in June and offers a good opportunity to honor dad.   

July – July 4th is always a good time to run a promotional email series 

tied into Summer.  Promote healthy food alternatives for outdoor 

cooking.  This is a good time to discuss proper hydration in the heat and 

skin safety issues.   

August – Parents are thinking about preparing for the school year.  This 

is a perfect time to write about school related topics: 

 School lunches 

 Vaccinations 

 Heavy back packs and back pain 

 Immune function with the passage of germs at school 

 Focus and concentration for studying 

September – School has started and summer is over.  Carry over from 

August works well during this month as kids are bringing home germs 

from school and getting sick.  Immune boosters are always a good 

topic.  Additionally, focus problems become apparent in this month as 

children adapt from summer day dreaming to having to focus and 

concentrate for long periods of the day.  Labor Day provides a great 

excuse to have a sale on supplements.   

 



 

 

 

 

The end of September is a great time to start writing about the 

upcoming allergy season.  Chronic allergy sufferers are always looking 

for ideas to reduce their symptoms.   

October –  Halloween provides an excellent back drop to discuss the 

detriments of sugar and candy.   

 I like to offer a supplement discount for families who bring in their 

candy. 

 Allergy season is in full swing.  Promote healthy immune function 

and allergy reduction products. 

November – Elections are typically held in November.  This is a great 

time to do a promotional and tie it in to voting.  Additionally, Veteran’s 

Day is in November and offers another opportunity to honor veterans.  

Consider a fund raiser or email promotional.  And of course, 

Thanksgiving provides a lot of opportunities to talk about food and 

healthy eating, holiday recipes, football, etc.  We always throw a pre-

holiday meeting for my patients.  Everyone brings food and recipe 

information to share. 

December – The holiday spirit allows for a number of promotional 

ideas.  You can do the 12 days of Christmas email series.  This is one of 

the best times of the year to offer help to the community.  Consider a 

toy drive for needy families at your office.  Additionally, winter starts 

this month.  Remind your patients about the importance of maintaining 

a healthy vitamin D level to prevent colds and flues.   



 

 

 

 

Chapter 16 –  

Staying Educated  

 

 

Annual license renewal seminars are not enough.  The internet allows 

the average patient to stay well informed about a variety of health 

topics.  If you don’t keep yourself educated and up to date, your 

patients will not have strong confidence in you, and you will not stay 

ahead of the curve.  Functional medicine doctors are in my humble 

opinion, the smartest doctors in the world.  Keeping updated is a 

priority.  As an FM doctor you need to set aside weekly time for self 

education. 



 

 

 

 

Staying on top of all of the research is impossible.  There are thousands 

upon thousands of medical journals and only so much time in a day.  

Fortunately there are tools that can be used to filter the information.  

Aside from a few journal subscriptions, I use google alerts filters to 

receive emails about new research as it is published.  This tool also 

allows you to follow market trends on topics.  Every morning I get an 

email with links to new published research studies, reviews, etc 

pertaining to the topics of my choice.  If your niche is treating thyroid 

disease, you will want to set this up so that you receive new research 

information on select key words – Hashimoto’s, hypothyroid, Grave’s 

disease, thyroid, goiter, iodine, nutrition, etc. 

To set up a Google alert go here<<<  Make sure your are logged in to 

your Google account to do this. 

Another excellent research tool is the National Library of Medicine 

database.  www.pubmed.com  This powerful search tool allows you to 

look up specific keywords and medical terms of interest.  Often times 

you can get access to the full text of a study via this website.   

If you are new to functional medicine, there are a number of online 

training programs available.   Visit our online resource section for more 

information on these. 

 

 

http://www.google.com/alerts
http://www.pubmed.com/
http://www.marketfunctionalmedicine.com/functional-medicine-resources/


 

 

 

 

Chapter 17 –  

Affiliate Marketing 

One of your business plan goals should be to create passive forms of 

revenue.  As I discussed in Chapter 4, one of the best ways to do this is 

by implementing a nutritional pharmacy into your practice.  Affiliate 

marketing is another way to generate passive income. 

What is Affiliate Marketing? 

Affiliate marketing is the promotion of someone else’s product for a 

commission.  You most likely already promote a number of health 

resources in your office.  Becoming an affiliate with these resource 

companies allows you to earn a commission on products that you 

already recommend to your patients.   

The newsletter picture on the next page shows an example of this.  In 

the right hand column of the newsletter you can see a promotional for 

a water filter and an air filter.  In my office, I recommend both of these 

products to my patients on a regular basis.  Several years ago, I found 

out that these companies have affiliate programs.  Obviously I signed 

up for them.  Now I get paid a commission for products I was already 

recommending.  This has created a passive source of income for me.    

How does it work?  When someone clicks on the links (either on my 

website or in my newsletters), a tracking cookie automatically identifies  



 

 

 

 

me as the referral source.  If the person ends up buying product, I get 

credit.  The best part about this is, I don’t have to pay staff, I don’t have 

to deal with customer service issues, I don’t have to bill, ship, or handle 

any product in my office.  It is all automated.  I just get the check in the 

mail and cash it. 

 



 

 

 

 

You can view other examples of companies I affiliate with on the 

RESOURCES page of my office website. 

 

How do you Find Affiliate Deals Online? 

Companies that have affiliate programs are in great abundance.  I 

would first recommend that you check with the companies you already 

deal with.  You can call them directly and ask, or you can check online.  

Typically, companies with an affiliate program have an affiliate link at 

the top or bottom of their website. 

 

The best way to learn is to do.  Click on the image above and sign up for 

Gluten Free Society’s affiliate program.  Once you sign up you will be 

emailed videos and other great sources of information on how to 

incorporate affiliate marketing into your business model.  If you 

recommend gluten free diets, you can also use your affiliate links to 

promote Gluten Free Society’s resources to your patients.  

Commissions on all sales are 50%. 

Another great resource for finding affiliate relationships is Clickbank.  

This website has thousands of products that pay affiliate commissions.   

http://towncenterwellness.com/resources-products/resources/
http://www.glutenfreesociety.org/affiliate-sign-up/
http://www.glutenfreesociety.org/affiliate-sign-up/


 

 

 

 

If you use Clickbank, you will have to create an account with them.  

There is no cost to do so. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

Chapter 18 –  

Resources  

Need more help?  There is a video of this book that goes into greater 

detail.  You can access this in our members’ area. 

Functional Medicine Marketing Membership Area 

The membership area on www.MarketFunctionalMedicine.com has 

multiple tools to help you achieve your dream FM Practice.  The site 

includes: 

 Tools to help increase patient compliance to treatment 

 Marketing ideas to grow your patient base 

 Treatment Algorithms to help you make successful clinical 

decisions 

 Turnkey resources to get your website up and running 

 Health Article Templates to use in your newsletter marketing 

 Educational resources to keep you up to date on a variety of 

health oriented topics 

 

 

 

 

http://www.marketfunctionalmedicine.com/


 

 

 

 

Summary –  

All successful practice business models have one critical element in 

common.  They have systems in place to ensure the following: 

 Intelligent and caring doctors. 

 Successful profit margins (you can’t treat patients if you go out of 

business) 

 Time management (Time is money, the more you waist, the more 

you lose.) 

 Marketing continuity to ensure a steady state of new patients. 

 Patient/Customer  Loyalty  

 Communication (This refers to communication among employees, 

as well as customers.) 

 

 

 

 

 

 

 

 



 

 

 

 

Office Blueprint Tips 

If you are getting ready to open your office, consider an office with less 

than 1500 square feet.  Keeping overhead low is important in running a 

profitable practice.  I have seen a lot of doctor fail because they are too 

ambitious when they initially open their office.  

Spending too much money on overly expensive equipment, leases, and 

excessive office space is a sure fire way to slow you progress or put you 

out of business before you have a chance to build your reputation. 
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