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What a roller coaster it’s been!

Our hearts sank when the manufacturer of the Demere 
3 degeneration model retired, effectively ending the 
availability of the highest quality lumbar spinal decay 
anatomical model in the world.

Chiropractors started begging. “Don’t you have one laying 
around the warehouse that I can buy?”

The future brightened when we learned that a major 
supplier of anatomical models for the medical profession 
was interested. But our hopes were dashed when they 
opted not to invest in the significant retooling costs to 
produce the models.

Then, we got an email from a forward-thinking chiropractor 
in Queensland, Australia. Would we be interested in 
distributing the model if they were to resume production?

Yes!

After a five-year hiatus, we’re happy to report the most 
asked-for anatomical model is back. Check it out on  
page 13.

As before, these are practically handmade. The quality  
is exquisite.

Shop around and you may find cheaper models. But like 
most things, you pretty much get what you pay for. Be 
mindful of these common shortcomings:

1. Supply Chain. Cheaper lumbar spine models come  
from China. Availability is unpredictable and long waits  
for back orders appear to be routine.

2. Anatomical Accuracy. To cut costs, others use 
lightweight plastic that lacks the right “feel.” Be wary of 
rough seams and other imperfections from misfitting  
casting molds.

3. Spindle mounts. The outdated wood base and mounting 
pins are clumsy to replace after using with a patient. 
(Embarrassing when you can’t find the little hole during 
your report!)

Pent up demand may necessitate a waiting list.  
First come, first served.

Like all our materials: 30-day money back guarantee.

What’s New at 
Patient Media

Mailing address:

Patient Media, Inc.
1375 Fox Farm Rd
Larkspur, CO  80118
(800) 486-2337
www.patientmedia.com

Returns:

Patient Media, Inc.
c/o Fulfillment CO
3380 N El Paso St Ste B
Colorado Springs, CO  80907



The Referral 
Practice

How to Get  
More Referrals  

and Create  
the Practice of 

Your Dreams
By Bill Esteb
Patient Media
Perfect Patients

Creating the Practice of 
Your Dreams
Want more referrals? See the referral process from a 
patient’s point of view.

This free eBook captures over four decades of insights about 
what to do (and be) to inspire patients to be more effective 
referral ambassadors for your practice.

It took over four decades to discover and codify these 10 
critical distinctions essential for creating a Referral Practice.

But in these 42 pages you’ll see the referral process from the 
other side of your adjusting table and have one epiphany 
after another. You’ll be on your way to a consistent flow of 
referred patients and the practice of your dreams.

From your self-talk about new patients to the transparency 
of your website, you’ll take away dozens of distinctions to 
make the patient experience more remarkable. Make it easy 
for patients to risk their reputation on yours.

Download your free copy.
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Granted, your list may be different, but here are some ideas to get you started:

 The chiropractor’s job:
•   Explain your procedures and findings.
•   Offer state-of-the art chiropractic.
•   Honor their individual health goals.
•   Monitor and report their progress.
•   Respect their privacy and time.
•   Provide a comfortable office setting.
•   Show them ways to get and stay well.

The patient’s job:
•   Desire health.
•   Get involved.
•   Keep their visits.
•   Follow advice.
•   Ask questions.
•   Expect results.
•   Tell others.

The key distinction here is that you have virtually no control over whether a patient will perform their job. That’s not your job. Your job is to assign the duties that hold the promise of maximizing their results. Whether or not they follow through is not within your power.

One other item should be on the patient’s list: pay for their care.
If you have money issues, get them resolved! Paying for their care is part of the fair exchange required for the healing process. Your relationship with money deserves its own in-depth exploration, but let’s leave it at this: If patients don’t pay, they won’t refer. If they discontinue care with an outstanding balance, they won’t refer. Simple as that. Pro bono is different, but uncollected or poorly managed financial policies will reduce referrals.

And now for the most counterintuitive aspect related to caring too much: making it easy for patients to discontinue their care.
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Caring too much is usually a sign that you’ve made the 

encounter about you rather than the patient. It means you 

have projected your values, priorities, and expectations  

onto patients.

Before exploring an alternative that is far more effective— 

for you and the patient—consider the three types of caring:

1. Careful – Full of Care

When we’re being careful, we’re super alert. This vigilance is 

used to detect the most subtle nuances of the person we’re 

caring for in the hopes of getting helpful feedback or not 

disappointing them. You’re walking on eggshells. Underlying 

this hyper-caring is fear. Fear of loss, abandonment, or 

judgment. Obviously, it’s not a healthy place for a caregiver  

to be.

When a patient doesn’t value their health as much as you do, 

it’s tempting to pour your energy into making sure they do.

This is a fool’s errand. Your emotional investment rarely 

produces lasting change and merely prompts patients 

to feel the sting of your judgment, producing shame.

What often prompts this incursion into the patient’s territory 

is the incorrect belief that what a patient does or doesn’t do 

reflects on you. Poor results, hindered by a patient’s lack of 

interest or discipline, will somehow sully your reputation.

Nonsense.

Inappropriately high levels of caring are exhausting, forcing 

you to keep your practice manageably small. Besides being 

thankless, helicoptering over patients and parenting them 

in the hopes of getting them to value their health are time-

consuming activities. To afford this luxury, the practice must  

be kept small.

Out of self-protection and survival, as your unreciprocated 

emotional investments exhaust your finite resources to care, 

there’s a pull to the opposite extreme.

Caring too 
much is usually 
a sign that 
you’ve made 
the encounter 
about you.

“

”
6

Your self-
talk can 
degenerate 
into affirming 
what you 
don’t want!

“

”

As Zig Ziglar observed, “You will get all you want in 
life if you help enough other people get what they 

want.” In other words, your success is always a by-
product of helping others get what they want. Tamper with, ignore, or reverse the order of this fundamental principle, and a referral practice will forever elude you. Or you’ll find that growing your practice is an endless struggle.

The second question that can reveal the nature of your heart is simply, “How do you talk to yourself about new patients?”
Self-talk is that conversation that goes on inside our heads as we make meaning of our lives. For some, self-talk is accusatory, even belittling. In fact, if anyone talked to us the way we talk to ourselves, we’d get some new friends!
Being mindful of our self-talk is a huge step toward becoming aware of our heart and refusing to label situations with 
mindless, automatic reactions. Thoughts like, “I’m not smart enough,” “Something’s wrong,” “I can’t,” “Boy, am I stupid,” “I never finish anything,” and “Things always turn out wrong” are examples of negative self-talk.

Whether your self-talk is positive and encouraging or negative and judgmental is a topic for another day. The self-talk that is relevant here is how you talk to yourself about new patients.
Does this sound familiar? You notice that you have a lot of openings in your schedule, and you say to yourself, “I need more new patients.” Or you’re balancing your checkbook or reviewing your statistics, and you notice your income is down, and you say to yourself, “I need more new patients.” You notice your front desk assistant is merely killing time, and you say to yourself, “I need to be busier.”

If you’re not mindful, your self-talk can degenerate into affirming what you don’t want!

When we tell ourselves that we “need” something—in this case, new patients—we’re implying that we are not enough and that we would be complete if that need were satisfied.

Go to patientmedia.com/ 
the-referral-practice-ebook

The Referral 
Practice eBook
Available instantly as a  
digital download

42-page PDF

Educated patients make better health decisions. 3
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Improved Patient Retention Starts Here

How our  practice  works

© 2018 Patient Media, Inc. (719) 488-6663 

  1.  chiropractic is different from medicine.

  2.  Health, ease and well-being are normal.

  3.   Your nervous system controls everything.

  4.  stress can overload your nervous system.

  5.  this can produce vertebral subluxation.

  6.  we will conduct a thorough examination.

  7.  we’ll explain our findings in plain language.

  8.  a series of adjustments will be necessary.

  9.  adjustments do not treat your symptoms.

 10.  consistent visits help retrain your spine.

 11.  You control the speed of your recovery.

 12.  choose wellness care to avoid a relapse.

Review this handout at your initial consultation. Or at the report of 
findings. It’s what you want every new patient to know before accepting 
them for care.

Use this 12-point outline to explain the nervous system focus of 
chiropractic. How they control the speed of their recovery.

Review the key principles that make chiropractic care different from 
medical treatment.

Notice the burden lifted from your shoulders!

Chiropractic care is a partnership. But new patients project their medical 
expectations onto you.

Which means they expect you to do all the work. They assume you 
control the speed of their recovery. And it’ll only take a visit or two.

These communication tools set clear boundaries. They clarify a patient’s 
obligations and establish appropriate expectations from the beginning.

How our  practice  works

© 2018 Patient Media, Inc. (719) 488-6663 

  1.  chiropractic is different from medicine.
  2.  Health, ease and well-being are normal.

  3.   Your nervous system controls everything.
  4.  stress can overload your nervous system.
  5.  this can produce vertebral subluxation.

  6.  we will conduct a thorough examination.
  7.  we’ll explain our findings in plain language.
  8.  a series of adjustments will be necessary.

  9.  adjustments do not treat your symptoms.
 10.  consistent visits help retrain your spine.

 11.  You control the speed of your recovery.
 12.  choose wellness care to avoid a relapse.

“Before we accept you as a 
new patient there are some 
things you need to know…”

Go to patientmedia.com and order

How Our Practice 
Works Poster
18" X 24"

$39/$44 laminated

Go to patientmedia.com and order

How Our Practice 
Works Insert
8½" X 11" Pkgs. of 50

$22 
(4+ same title at $20 each)



We’ve bundled the most important reporting tools into a money-saving package. Organize your reports and 
present them using the VIP Starter Set.

Comprehensive Reports: Just Add You

Nerve Insert – This posterior 
view lists the major 
neurological connections at 
each segmental level. Simply 
circle the areas of subluxation, 
linking the bones with nerves. 
See page 8.

Spinal Decay Insert – Send 
examples of their X-rays home 
with each patient. Use this 
form to “phase place” their 
spine, circling the views that 
match theirs. Add appropriate 
annotations. See page 9. 

Posture Insert – Record your 
structural findings. Illustrate 
a lost curve, scoliosis, high 
shoulder or low hip. Draw the 
postural problems, head carriage 
or other issues you’re seeing. 
See page 6.

Every tool you need for 
giving great reports.

Examination Insert – 
An executive summary 
that records your 
findings and care plan 
details. Simply check 
a couple of boxes 
and enter a few key 
phrases. In seconds 
you’re done. See page 6.

Recovery Insert – The take-home version of 
our popular chart. Improve patient follow-
through and increase retention. Show the 
likelihood of a relapse from stopping care too 
soon. See page 13.

VIP Report Folder – Send your report documents home 
in this professional folder. The inside flap presents your 
business card, relevant brochures and holds all your 
report documents. See page 7.

Educated patients make better health decisions.

Go to patientmedia.com and order

VIP Starter Set
Pkgs. of 50 of all six items 
Indicate right- (shown) or left-facing X-rays

$139 
(Save $31!)

5



Preview and purchase online at patientmedia.com6

Executive Summary 
Captures Report 
Essentials
Use a red pen to record their presenting 
complaint(s),the tests you conducted, your findings 
and initial care plan.

All it takes is checking a couple of boxes and filling  
in a few details.

You’ve just created an outline for your actual report. 
Even better, you’ve equipped the patient to share 
your findings with others.

So Patients Can See 
What You See
Do you focus on curve restoration and structural 
improvement? Show patients what you’re seeing.

Illustrate a loss of curve, forward head carriage, 
a high shoulder, scoliosis or uneven hips. Use the 
posterior view to record the results from your 
bilateral scales.

Do you conduct spinal screenings? Use this handy 
form to present your findings.

Go to patientmedia.com and order

Examination Insert
8½" X 11" Pkgs. of 50

$22
(4+ same title at $20 each)

Go to patientmedia.com and order

Posture Insert
8½" X 11" Pkgs. of 50

Indicate left- or right-facing (shown)

$22 
(4+ same title at $20 each)



Weave in the brochure 
relevant to their case.

How to Present Your 
Report Documents
Don’t send new patients home empty-handed! Use this 
patient folder to organize your report documents and 
present them to each new patient.

The built-in internal flap holds all your supporting 
documents. Include your vitae, office policies and home 
care procedures. Insert your business card and relevant 
brochures in the die cuts provided.

The up-to-date graphics and smart design send a powerful 
trust signal. It gives your exam findings credibility. It 
increases care plan acceptance. It impresses spouses 
whom you often don’t get to meet.

Regardless of your adjusting technique or procedures,  
give your reports greater significance and authority. 
Upgrade today.

Obvious proof you 
truly value their case.

Built-in flap holds all 
your report documents.

The back panel 
defines key terms. 
Circle the ones 
related to their case.

Do you use sEMG 
technology? See page 14.

Insert your business card 
to increase referrals.

Educated patients make better health decisions.

Go to patientmedia.com and order

VIP Report Folder
8¾" X 11¾" Pkgs. of 50

$60 
(4+ same title at $55 each)

7
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Be seen as a 
nerve doctor, not 
a bone doctor.

Fascinating to patients.  
You’ll catch them studying it.

Exam Room Chart  
You’ll Use Every Day
Retire the unsettling 1950s poster with the organs spilling 
out. Here’s a patient-friendly wiring schematic of the 
nervous system.

No list of symptoms. No mishmash of hard-to-follow 
lines. Just a simple posterior view showing key nerve 
connections.

Frame it behind glass. Place it in your examination room. 
Show the potential neurological consequences of the 
biomechanical problems you found.

Using a dry erasable marker, circle their subluxations.  
Show postural distortions. Annotate other key findings.

Make sure patients see you as a nerve doctor—not a  
back doctor!

How You Influence  
Their Whole-Body Health
Make the integrity of the patient’s nervous system the centerpiece 
of your report.

This lists the major organs and tissues connected at each 
segmental level. These are simple anatomical truths, uncluttered 
by a list of symptoms.

Simply circle where you detected subluxations.

This posterior view allows you to emphasize symmetry and 
balance. If you use sEMG, print their scans on the back.

Go to patientmedia.com and order

Your Nervous System Chart
18" X 24"  

$60/$65 laminated

Go to patientmedia.com and order

Nerve Insert
8½" X 11" Pkgs. of 50

$22 
(4+ same title at $20 each)



Use it during your report to explain 
their visits (frequent at first). 
Describe the rehabilitation process 
(after symptoms resolve). Explain 
how to avoid a relapse by following 
your recommendations.

Want to go deeper? Explain the 
effects of aging and the limited 
vision of third parties.

Have you tried to explain these 
critical topics without this visual 
aid? Then get ready to save time 
and produce a greater result.

After a lifetime of symptom 
treating, most patients don’t “get” 
chiropractic. Until they do, use  
this chart.

Help Patients 
Visualize Their 
Recovery

Go to patientmedia.com and order

Road to Recovery Chart
24" X 18"  

$60/$65 laminated

The Road To Recovery

©2021 Patient Media, Inc.  |  (719) 488-6663

Decision Time

Decision Time

Doing and
being your best

Ligament
strengthening

Spinal 
function stabilizing

Improving
biomechanics

Retraining
supporting muscles

“Feeling
better”

“Symptoms
gone”

“Noticeable
improvement”

“Making 
progress”

“Faster
results”

“Slower results”

Decision Time

Relapse

Relapse

Relapse

Wellness Care

Relief
Care

Decision
Time

Most people consult our 
practice with an obvious ache 
or pain. Their goal is relief. 
So that’s where we start.

A thorough examination 
reveals areas of spinal 
dysfunction and nervous 
system interference. Visits are 
frequent at first as each visit 
builds on the ones before.
Our care recommendations 
help you get the best results 
in the shortest amount of time. 
Keep your visit schedule to 
create the momentum required 
for spinal changes.

When you’re feeling better, 
you’ll have a decision to 
make. Will you end your 
care and risk a relapse? Or 
continue to more fully heal 
muscles and soft tissues?

Let us know.

We’ll celebrate your success 
and archive your records 
should you need us again. 
Or we’ll begin the next phase 
of your care, retraining your 
spine for more lasting results. 
With your spinal function 
improving, visits can be
less frequent.

Naturally, it’s easier to stay well 
than to get well.

That’s why 
many opt 
for regular 
chiropractic 
checkups. 
That way 
we can 
catch new 
issues before they become serious. 
Plus, you’ll be better able to live 
life to the full.

Your health is your most valuable 
possession. It affects everything 
you do and everyone you know. 
It’s an investment that will pay 
dividends for the rest of your life.
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Enhancing
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Recovering
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Equip each adjusting 
room with this 
versatile wall graphic.

See Better Patient  
Follow-Through
Annotate this report handout and send it home with patients. 

Show the three recovery tracks (fast, worsening before getting better 
or steady improvement).

Circle “Decision Time” in the yellow zone. They’ll be feeling better and 
are prone to stopping their care.

Explain “Patch Care” are the red areas and “Fix Care” the green. Circle 
the three occurrences of “Relapse.” Explain how to avoid their problem 
from returning.

Send a copy home with every new patient after annotating it during 
their report.

Go to patientmedia.com and order

Recovery Insert
8½" X 11" 

$22 
Packages of 50 forms

(4+ same title at $20 each)

Get scripting ideas and 
implementation suggestions at  
www.patientmedia.com/11

Most people consult our 
practice with an obvious ache 
or pain. Their goal is relief. 
So that’s where we start.

A thorough examination 
reveals areas of spinal 
dysfunction and nervous 
system interference. Visits are 
frequent at first as each visit 
builds on the ones before.

Our care recommendations 
help you get the best results 
in the shortest amount of time. 
Keep your visit schedule to 
create the momentum required 
for spinal changes.

Naturally, it’s easier to stay 
well than to get well.

That’s why many opt for 
regular chiropractic 
checkups. That way we can 
catch new issues before they 
become serious. Plus, you’ll 
be better able to live life to 
the full.

Your health is your most 
valuable possession. It 
affects everything you do 
and everyone you know. 
It’s an investment that will 
pay dividends for the rest 
of your life.

The Road To Recovery

©2021 Patient Media, Inc.  |  (719) 488-6663
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Wellness
CareRelief

Care
Decision
Time

When you’re feeling better, 
you’ll have a decision to make. 
Will you end your care and 
risk a relapse? Or continue to 
more fully heal muscles and 
soft tissues?

Let us know.

We’ll celebrate your success 
and archive your records 
should you need us again. 
Or we’ll begin the next phase 
of your care, retraining your 
spine for more lasting results. 
With your spinal function 
improving, visits can be 
less frequent.

Educated patients make better health decisions. 9
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Turns Patient 
Relationships into 
Partnerships
Turn passive patients into active participants with 
these 10 action steps. Transform patients with a 
passive, “fix me” attitude into supportive partners 
in their own recovery.

Engaged patients get better results—and refer 
more—so make sure you direct them about what 
they can do between visits. What to think. What to 
eat. What to drink.

Make sure you’re not the one doing all the work!

Get Patients to Do Their Part
Outline 10 things patients can do between visits to  
enhance the healing process. See faster results and  
greater patient satisfaction.

Send a copy home with each patient. Have them tape it to the 
inside of their medicine cabinet. Or post it on their refrigerator.

It makes a great reminder of you, your practice and what they 
can be doing.

“Tape this to the 
inside of your 
medicine cabinet 
as a reminder of 
what you can do 
between visits.”

“Patients who do their part 
seem to get well faster.”

Go to patientmedia.com and order

10 Ways Poster
18" X 24"

$39/$44 laminated

Go to patientmedia.com and order

10 Ways Report Insert
8½" X 11" Pkgs. of 50

$22 
(4+ same title at $20 each)



Moves Patients from Relief  
to Wellness
At your report, illustrate the five ways your patients use  
chiropractic care.

Relief — Patients begin here as we address their admitting complaint.

Correction — Strengthen supporting soft tissues so spinal changes last.

Maintenance — Periodic chiropractic checkups can help avoid a relapse.

Prevention — Ongoing care detects and corrects new problems early on.

Wellness — To be your best and help you stay well after you get well.

Make sure every patient understands that relief is only the beginning.

Five Ways to 
Use Today’s 
Chiropractic
Use this wall graphic to introduce the 
different levels of care.

It’s the perfect way to neutralize the “once 
you go, you have to go for the rest of your 
life” myth.

Show that there’s more to chiropractic than 
pain relief.

See better retention as patients choose to 
take their care to a higher level. No other 
visual tool resolves the confusion between 
maintenance, prevention and wellness.

“How long you decide to 
benefit is always up to you.”

“My job is to provide the very best care.  
Your job is to decide how much of it you want.”

Educated patients make better health decisions.

Go to patientmedia.com and order

How Far Chart
24" X 18"  

$39/$44 laminated

Go to patientmedia.com and order

How Far Insert
8½" X 11" Pkgs. of 50

$22 
(4+ same title at $20 each)
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Proof That Patients Need  
to Convince Others
X-rays are helpful visual aids—for you and your patient.

“When you compare the side view of your neck with these printed 
examples, which one comes closest to matching yours?”

Watch as this simple question engages patients. It prompts them to 
“own” their condition and its significance.

Circle the view(s) that most closely match theirs. Check the boxes that 
describe what’s going on. Annotate your important findings.

Equip patients to explain your findings to a loved one. Send it home 
with your other report documents in the VIP Folder on page 7.

Essential View Box 
Accessory
Position this chart so patients face it when you take 
their lateral views. Touch the area you’re imaging and 
point to the matching views.

“When you see the side view of your neck at your 
report, I’m going to ask you whether it’s closer to this 
textbook normal with the natural curve and equal 
disc spacing. Or Phase One with a loss of curve. Or 
Phase Two with bone spurs. Or Phase Three with 
areas of fusion.”

This is an essential wall chart if you use X-rays. Place 
it in your X-ray room and report-of-findings areas.

Go to patientmedia.com and order

Spinal Decay Insert
8½" X 11" Pkgs. of 50

 Indicate left- or right-facing X-rays (shown)

$22 
(4+ same title at $20 each)

Go to patientmedia.com and order

Spinal Decay Chart
18" X 24"  Indicate left- or right-facing 
X-rays (shown)

$60/$65 laminated



The anterior and posterior bone degeneration, nerve 
atrophy and disc deterioration powerfully demonstrate 
the result of long-standing spinal problems.

Encourage patients to touch the bone spurs, inspect the 
foraminal occlusion and see the disc bulging, herniation 
and thinning.

Notice patients leaning in to study the detail.

The realistic size, color and weight, along with its 
precise anatomical detail makes this a vital adjunct to 
your radiographic reports. When you’re through, each 
model set snaps smartly back into place by hidden 
magnets in the base.

Click!

It’s a one-time purchase you’ll use every day for years 
to come.

The textbook normal 
shows clean edges, 
plump discs and no 
sign of spinal decay.

The early stage of 
degenerative change is 
often characterized by 

disc damage.

Vividly show the 
bone remodeling and 
neurological effects of 
neglected trauma.

Essential Report of 
Findings Resource
Increase the impact of your reports with 
the profession’s best Spinal Decay model 
set. Turn 2D films into a 3D experience 
that connects deeply with patients.

Go to patientmedia.com and order

Magnetized Spinal 
Degeneration Model
$395

Educated patients make better health decisions. 13
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What to Ask Before You Scan
Avoid erratic, untrustworthy scans!

Uncover patient behaviors that can affect the precision of your 
scans. Is their nerve system dampened by antihistamines? Revved 
up on espresso? Find out before you scan.

Add the PreScan Checklist to admitting paperwork. Uncover patient 
activities that distort the precision of your scans. Plus, patients 
learn what things can negatively influence their nervous systems.

See fewer hard-to-explain scans.

Patient Folder Presents  
Your Technology
You invested heavily in your technology, so package your 
findings proudly, with conviction and certainty. Use a patient-
report folder designed for Subluxation Station users.

Place their scans and other report documents behind the center 
flap. Insert your business card in the die cuts. Weave in patient-
relevant brochures. Refer to the printed explanations about each 
scan. Reveal the nervous system focus of chiropractic.

Notice that patients give greater significance to your findings 
and care plan. Impress patients. Reassure spouses.

“Our collaboration with Patient Media 
means you get the most congruent way to 
present your scanning technology.”

Dr. David Fletcher

President & CEO

Chiropractic Leadership Alliance

Go to patientmedia.com and order

PreScan Checklist
8½" X 11" Pkgs. of 50

$22 
(4+ same title at $20 each)

Go to patientmedia.com and order

CLA Scan Folder
8⅝" X 11¾" Packages of 50

$60 
(4+ same title at $55 each)



How do you encourage parents to bring 
their children in to be scanned?

Broach the topic by reviewing this report 
of findings insert. Remind every parent 
of your deepest desire to help children. 
Plant the seed with confidence.

Grow a family practice with this simple 
reminder. See more miracles when you 
see more newborns, infants and children.

For practices using heart rate variability and CORE Score computation.

Use this patient folder to present your CLA CORE Score materials. Place the 
reports generated by your technologies behind the center flap. Include your 
CV, office polices and other report documents.

Includes the definitions of key 
terms. Shows examples of physical, 
chemical and emotional stress. Plus 
between-visit home care procedures 
to enhance the healing process.

The progress scan is a watershed event. Your presentation 
must be top shelf!

Apply their previous and most recent scans to the adhesive 
strips for side-by-side comparison. What’s changing? What 
looks better? The back panel offers way to refer others.

It’s the perfect way to present their results—regardless of 
what they are.

Introduce Your Scanning 
Technology to Parents

CORE Score Folder Packages 
Your Report Documents

How to Compare “Before” and “After” Scans

Educated patients make better health decisions.

Go to patientmedia.com and order

CLA Pediatric  
Scan Insert
8½" X 11" Pkgs. of 50

$22 
(4+ same title at $20 each)

Go to patientmedia.com and order

CLA Progress Scan Folder
Folds to 11¾" X 8⅝"  Packages of 50

$45 
(4+ same title at $40 each)

Go to patientmedia.com and order

CLA CORE Folder
85/8" X 113/4"  
Packages of 50

$60 
(4+ same title at $55 each)
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First Visit New Patient 
Orientation Video
A video orientation saves time and pre-frames your new patient 
consultation.

Let’s Get Started! is a seventh-generation first-visit orientation video for 
patients with short, YouTube attention spans.

You’ll be surprised what we cover in fewer than four minutes.

We’ll personalize the open and close with your picture and practice details. 
Choose between a male or female off-camera narrator.

You’ll receive a DVD for your reception room, plus a streamable version for 
your website. Make as many copies as you wish.

Watch the video and order online at www.patientmedia.com/video

The open and close is personalized 
with your name and photo.

We illustrate the concept of 
subluxation and the adjustment.

“…Some say it’s the most thorough 
examination they’ve ever had.”

“Recovering your health will 
cost you time, money and 
inconvenience.”

“Stress can cause muscles to 
tighten and spinal bones to 
misalign.”

Chiropractors have been helping 
people for over a century.

Order online at patientmedia.com/video 

Let’s Get Started! Video
Personalized open and close

$295
(DVD and streamable web version)



Pre-Report Video Inspires 
Hope and Confidence
This 4-minute video preframes your report of findings 
and sets the stage for greater case acceptance.

What We Found is personalized for you and your 
practice. Besides personalizing the open and close  
with your practice details, design your video based  
on your procedures: 

Choose narrator: male or female

Choose diagnostics: X-rays, sEMG, both or neither

Choose technique: diversified, drop, Activator®, 
Arthostim, SOT or montage

Choose: nine types of cases you like helping (from 20)

With hundreds of possible 
permutations, this unique 
pre-report video prepares 
patients for your most 
important communication.

You’ll receive a DVD for 
your reception room, plus a 
streamable version for your 
website or network computer. Make 
as many copies as you need.

Watch the video and order online at 
www.patientmedia.com/video

The open and close is personalized 
with your name and photo.

“Part of your recovery comes from 
what we do and the rest from 
what you do.”

“Your report will answer  
four questions.”

“Thankfully adjustments feel 
great.” (Choose your primary 
adjusting technique.)

“In your neck we can to see a 
graceful forward curve.” (Optional 
X-ray module)

“Many insurance plans and 
government programs include at 
least some chiropractic coverage.”

Educated patients make better health decisions.

Order online at patientmedia.com/video 

What We Found Video
Personalized based on your procedures

$295
(DVD and streamable web version)

17
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How to Stop Inappropriate Questions
Win over patients (and their spouses) with this essential first-visit take-home piece.

Enjoy the peace of mind of knowing every myth or misconception is addressed –  
so you don’t have to!

“Can the bone move too much?” 
“Can subluxations clear up on their own?” 
“Will adjustments make my spine too loose?”

This popular 16-page brochure answers these and 21 other common patient 
questions. Questions that many are often too polite to even ask.

See better case acceptance. Enjoy greater respect. And benefit from more referrals.

Make sure your front desk team sends one home with each new patient.

Preview the questions and their answers: patientmedia.com/answers

“Sorry we didn’t get to 
meet your husband. He 
may find this helpful.”

Go to patientmedia.com and order

Answers brochure
16 pages. Packages of 50

$32 
(4+ same title at $30 each)



WHIPLASH4444.indd   2

3/2/10   3:23:19 PM

StRESS8888.indd   1

5/11/10   4:41 PM

FAMILY6666.indd   2

3/8/10   12:46:17 PM

SPINALDECAY3333.indd   2

6/11/10   12:24 PM

What Patients Want to Know brochures cover the most 
popular topics. They’re used by the busiest referral-based 
practices around the world.

Brochures you can trust — Each title has been carefully 
researched and is supported with contemporary citations.

Brochures you can be proud of — Relax knowing you’re 
advancing today’s most accepted chiropractic principles.

Brochures that patients will take — The colorful, eye-
catching graphics appeal to patients, who then share them 
with loved ones.

Brochures that educate — Each brochure supplies the  
critical data today’s patients expect in a simple, highly 
readable format.

Brochures that produce referrals — Enhance the word of 
mouth process and equip your patients to more easily  
tell others.

Upgrade your brochure rack with an organized collection of 
patient-relevant topics with a consistent look and feel.

What You Need to Produce More Referrals

SCIATICA4444.indd   2

2/10/10   9:41:39 AM

CHILDREN8888.indd   2

4/30/10   4:24:01 PM

HEADACHE9999.indd   2

4/21/10   11:26:52 AM

ADJUSTMENTS2222.indd   2

2/9/10   5:10:45 PM

FirstVisit1111.indd   2

4/30/10   4:20:27 PM

PREGNANCY4444.indd   2

3/2/10   6:10:12 PM

NECK7777.indd   2

3/8/10   12:54:08 PMBACKPAIN4444.indd   2

2/10/10   9:21:09 AM

SUBLUXATIONS2222.indd   2

2/26/10   4:17:16 PM

CHIROPRACTIC5555.indd   1

3/5/10   3:03:19 PM

Indicate Par 
or Non-Par 
version

Educated patients make better health decisions.

Go to patientmedia.com and order

Individual Titles
Pkgs. of 50

$22 each  
(4+ same title at $20 each)

Go to patientmedia.com and order

Starter Set
Pkgs. of 50 | 18 titles

$295 (Save almost 30%)
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The Astonishing  
Dr. You
“Is that clean headrest paper?”

Patients are more afraid of germs than 
subluxations. Yikes!

In 48-pages The Astonishing Dr. You provides a 
compelling explanation of the simple truths on 
which chiropractic is based. It’s a persuasive lay 
lecture that fits in a pocket or purse.

Its intriguing size and high-impact imagerypack  
a punch!

Like adjustments, each page builds on the ones 
before. It leads the reader by the hand, making an 
airtight case for today’s chiropractic.

Include in your new patient welcome letter.

Display at the front desk to stimulate referrals.

Present a copy to patients on their third visit.

Give a copy to each patient-lecture attendee.

Offer to the most promising screening prospects.

This is what it takes to overcome a patient’s germ-
fearing, symptom-treating, wrong-headed ideas 
about health. Preview online at  
www.patientmedia.com/27

Dr. You  
Display Rack
Display up to 25 copies at the 
front desk or each adjusting room.

It’s a 48-page patient 
lecture that fits in a 
pocket or purse.

Go to patientmedia.com and order

The Astonishing  
Dr. You Booklet
48 pages measuring 3¾" by 3¾"   
Packages of 50

$45 

(4+ same title at $40 each) 

Go to patientmedia.com and order

The Dr. You Display
Plexiglas® cube measuring 4" X 4" X 4"

$20



It fits in your brochure rack but unfolds to a life-
size human spine!

The front shows the lateral view of the spine 
with the proper curves, disc spacing and essential 
structural landmarks.

The back shows the posterior view and the 
neurological connections to key organs and tissues.

No other patient brochure shows the relationship 
between spinal structure and nervous system 
function.

It’s as versatile as it is unique:

Report handout. Circle areas of concern and show 
the structural distortions revealed by their exam.

Brochure rack. Here’s a life-size human spine that 
fits in your brochure rack and contains dozens of 
fascinating facts about the spine.

Reactivations. Include with a reactivation letter, 
circling the areas you used to adjust. “Next time 
these areas act up, give us a call.”

School programs. Children love the unique fold 
of this brochure and take it home to show their 
parents.

Health lectures. Make sure your audience knows 
that chiropractic is about nervous system integrity, 
not the bones of the spine.

Include a copy in your new patient packet.

Unusual Brochure 
Produces Extraordinary 
Results

If you could only use one 
brochure, this would be it.

Educated patients make better health decisions.

Go to patientmedia.com and order

Your Spine and 
Nervous System 
Brochure
Unfolds to 7⅛" X 33" Packages of 50

$25 
(4+ same title at $22 each)
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When You Want to Explain  
Chiropractic Simply 
Watch the penny drop as patients finally get chiropractic.

This 12-page brochure uses arresting imagery and a gorgeous storybook style, with a 
single sentence on each page.

No other patient handout explains chiropractic this simply or persuasively.

Sure, it fits in your brochure rack, but it’s something you’ll want to hand out personally.

Inspire Parents to Bring  
Their Children
Use this informative, easy-to-read brochure to alert parents. Equip them to 
recognize subluxation patterns in their newborns, infants, children and adolescents.

It covers a lot. From birthing and breastfeeding to otitis media, growing pains, 
scoliosis, Ritalin and more. It’s a great way to introduce the ideas of a chiropractic 
checkup for their kids.

It’s the brochure to use if you have a family practice—or want one.
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Today’s Chiropractic
Traditional symptom-treating is expensive and 

unattractive. � at’s why more and more families 

include a chiropractor on their health team.

We look at the total you. We acknowledge the 

self-healing properties of the body. We know that 

regardless of their age, a subluxation-free nervous 

system gives your child the opportunity to be their 

very best.

Schedule an appointment for your child or grandchild today!

References at chiropatient.com

© 2011 Patient Media, Inc.

(800) 486-2337   (719) 488-6663

parents guide1010.indd   1

7/7/11   12:04 PM
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&&&&CHIROPRACTIC&&&CHIROPRACTIC&YOU AND

STAY WELLGET WELL

Go to patientmedia.com and order

You & Chiropractic 
brochure
12 pages. Packages of 50

$32
(4+ same title at $29 each)

Go to patientmedia.com and order

Parents Guide to Today’s 
Chiropractic brochure
12 pages. Packages of 50

$32
(4+ same title at $29 each)



“Now that you’re 
showing progress, 
we need to talk.”

Proof that 
chiropractic 
improves lives, 
not just spines.

How to Document Each 
Patient’s Wellness
Early on in their care, capture each patient’s perception of their 
well-being. They simply rate themselves on a scale of 1 to 10 in 
seven different areas.

Prior to their progress exam time, have them complete another. 
They’ve long forgotten how they initially rated themselves.

What’s better? Are there areas revealing an ongoing source of 
stress? Do you see opportunities for breakthroughs?

Help each patient see how chiropractic improves their life, not 
just their spine.

Introduce Patients to Today’s 
Wellness Care
Wellness patients pay cash and bring their family. They remember their 
appointments and require less time.

Want more of them? Explain the benefits of this special kind of care:

Live better. Chiropractic care helps you stay active.

Look good. Show off better posture and improved vitality.

Be your best. Optimize your function and performance.

Early detection. Avoid little problems from becoming serious.

A way of life. Nervous system integrity is a healthy habit.

Pamper yourself. Take care of yourself. You deserve it.

Turn more patients into practice members, once-a-monthers or  
lifetime regulars.

Educated patients make better health decisions.

Go to patientmedia.com and order

Wellness Wheel Insert
8½" X 11" Pkgs. of 50

$22 
(4+ same title at $20 each)

Go to patientmedia.com and order

Wellness Care brochure
8 pages. Packages of 50

$32
(4+ same title at $29 each)
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Are We There Yet?
Most patients, weaned on the “plop-plop-fizz-fizz” world of instant 
gratification, bring inappropriate expectations to the self-healing capacity of 
their body.

That’s why on the third visit, you’ll want to present every patient with a copy 
of this 8-page brochure.

Use it to create a more patient patient! Increase retention and improve follow-
through by addressing this issue as they  
begin care.

Equips Patients 
to Generate More 
Referrals
Increase referrals by empowering  
patients to conduct these simple at- 
home orthopedic tests.

Help them recognize the essentials of 
proper posture, range of motion, uneven 
leg lengths, equal weight distribution and 
others. Help them convince someone they 
love to see you for a thorough examination.

Notice how much more confident (and 
effective) your patients are at motivating 
others to begin chiropractic care.

HOW LONG WILL IT TAKE? HOW LONG WILL IT TAKE? HOW LONG 

WILL IT TAKE? HOW LONG WILL IT TAKE? HOW LONG WILL IT TAKE? 

HOW LONG WILL IT TAKE? HOW LONG WILL IT TAKE? HOW LONG 
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HOW LONG WILL IT TAKE? HOW LONG WILL IT TAKE? HOW LONG 
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Go to patientmedia.com and order

How Long Will It 
Take? brochure
8 pages. Packages of 50

$32
(4+ same title at $29 each)

Go to patientmedia.com and order

Can Chiropractic Care 
Help Me brochure
8 pages. Packages of 50

$32
(4+ same title at $29 each)



Par and Non-Par Versions
Because Medicare handles chiropractic differently than medical treatment, you 
have a daunting communication task.

Give your first-visit Medicare explanations simplicity and credibility:

•   Explain Medicare chiropractic benefits (par or non-par)

•   Clarify issues of medical necessity and maintenance care

•   Save time and confusion over non-covered services

•   Give a potentially negative topic an upbeat, positive spin

•   Coordinates with our Medicare Worksheet below

This must-have brochure is a collaboration with Kathy Mills Chang and features 
simple, understandable language in large, easy-to-read type. 

With a version for Participating or Non-Participating practices, you'll wonder how 
you practiced without it!

Read and purchase online: patientmedia.com/medicare-brochure/

Show How Your Medicare Fees Are Calculated
Present your first-visit fees for non-covered Medicare 
services with this simple worksheet. Enter the range of your 
customary fees in the yellow section and the patient's first-
visit responsibility in the green. 

Visually guides your explanations so every senior 
understands their chiropractic benefits and first-visit charges. 
Avoid confusion and misunderstandings!

Learn more at patientmedia.com/medicare-worksheet/

The Easy Way to Explain 
Medicare Benefits

Replaces Ugly ABN Form

Coordinates with our  
What Patients Want to Know 
brochures on page 19.

Go to patientmedia.com and order

Medicare Worksheet
Pads of 50

$22 
(4+ same title at $20 each)

Go to patientmedia.com and order

Medicare Brochure
Packages of 50 
(Indicate Par or Non-Par)

$22 
(4+ same title at $20 each)

Educated patients make better health decisions. 25
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Go to patientmedia.com and order

Iceberg postcards
Packages of 100 

$22
(4+ same title at $20 each)

Go to patientmedia.com and order

Feeling Age 
birthday postcards
Packages of 100 

$22
(4+ same title at $20 each)

Go to patientmedia.com and order

Pain in the Neck 
birthday postcards
Packages of 100 

$22
(4+ same title at $20 each)

Iceberg Reactivation Postcard
Preprinted address side message: By the time obvious symptoms 
rise to the surface, it's usually a sign of a larger problem. 
Chiropractic checkups now can help locate and correct hidden 
problems before they worsen. Call for an appointment today!

Feeling Your Age Birthday Postcards
Preprinted address side message: ...you should be seeing us! As we get older, we 
think less about what we get, and more on what we have. Other birthday gifts 
are more meaningful when we have our health. And good health starts with a 
sound nervous system, free from vertebral subluxations.  

Pain in the Neck Birthday Postcards
Preprinted address side message: ...you should be seeing us! The best 
birthday gift doesn’t come in a box and isn’t wrapped in colorful paper. It’s 
the gift of health! Birthdays are great reminders to stop in for a chiropractic 
checkup. We hope this year has been a blessed one and that the next holds 
even more promise.
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30 Reasons Patients Need 
to See You Regularly
This wall graphic depicts 30 physical, chemical and 
emotional stresses.

These are the cause of the cause.

Remind patients of the countless stresses they experience. 
And why they need to see you on a regular basis.

The headline says it beautifully: Regular Chiropractic Care 
Helps You Adjust to the Stresses of Life.

As you make patients more mindful of the stresses in their 
lives, you’ll see your retention statistics improve.

Slow Decembers? Finish each year strong by raising your 
patients’ awareness of stress. And the importance of 
regular chiropractic care.

Nearly Perfect for Teaching 
Cervical Anatomy
It’s not perfect, but it’s close. It’s a great way to orient your 
patients before the radiological portion of your report. 

The 14 different call-outs identify major spinal landmarks. 
It helps new patients understand your explanations, and it 
increases their appreciation for the shortcomings revealed on 
their own X-ray.

Mount it beside your view box. Or place it in your X-ray room 
to show patients what you’re hoping to see.

Have patients compare their lateral view with this enlarged 
Textbook Normal. It’s a smart way to help them “own” their lost 
curve, thinning disc or forward head carriage.

“What do 
you see when 
you compare 
yours with 
this textbook 
normal?”

Educated patients make better health decisions.

Go to patientmedia.com and order

Regular Chiropractic Care Poster
18" X 24"

$39/$44 laminated

Go to patientmedia.com and order

Near Perfect Poster
18" X 24"

$39/$44 laminated
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It’s crunch time. You must adjust to the changing practice environment or 
you’ll no longer be relevant or viable. Here’s a breath of fresh air—a voice 
of reason and practical, actionable ideas to clean up the head trash.

Put your game face on and… adjust.

The Urban Dictionary defines “recalculating” as what is spoken by a GPS 
after missing a turn, or a term used to describe a person’s life when 
it doesn’t go as planned. “Recalculating!” contains thought-provoking 
observations about the inner game of chiropractic.

Get a fresh highlighter and dive in. Frustration is replaced with 
refreshing opportunities; indecision with clarity and certainty. 

Each week since September of 1999 Bill has been sending Monday Morning 
Motivation emails to subscribers around the world.

That’s over 1,000 messages!

Bill has selected 234 of the very best to include in this intense 240-page book. 
Each short, 150-word message explores some aspect of the patient relationship. Get 
inspired before seeing your first patient of the day

Thank God It’s Monday!

How Are You Adjusting?

Need a Course Correction?

Introduction by  
Dr. Larry Markson

Introduction by 
Dr. Charles Ward

Go to patientmedia.com and order

Adjusting
240 pages  Paperback

$24.95

Go to patientmedia.com and order

"Recalculating!"
240 pages  Paperback

$29.95

Go to patientmedia.com and order

Thank God It's Monday
240 pages  Paperback

$29.95



Make this audio lecture a permanent 
part of your staff hiring and training 
protocol.

Staff training problem solved!

This is a one-hour audio seminar that 
covers chiropractic principles. It’s a fast 
track to greater context and meaning  
to everything else your staff does.

Inspire your team by allowing Bill Esteb 
to explain

• Basic anatomy and physiology

• What makes chiropractic different

• How and why chiropractic works

• The meaning of symptoms

• How to ask for referrals

• Answering patient questions

• Patient privacy

Get Your New CA Up to Speed Quickly
Do you have a new staff member? Will you be hiring one soon?

Help him or her quickly become a contributing member of your team. Use the 
information in this helpful 48-page handbook to set the stage.

Identify the best candidates when hiring. Supply a copy for each finalist for their 
feedback before making your selection.

Introduce chiropractic principles and key terms. Make sure your newest team 
member understands the basics.

Equip your newest hire to recognize referral opportunities. Enjoy the peace of 
mind of knowing that your front desk is under control.

It won’t teach them how to file an insurance claim or run your billing software. 
But it will give them a quick overview of what it takes to be a supportive 
paraprofessional.

See greater confidence and better teamwork. Notice increased productivity. 
Integrate this helpful booklet into your training and onboarding process.

The busiest practices have staff 
members who “own” chiropractic.  
It’s crucial that everyone on your 
team understands and actively 
promotes chiropractic.

Test each team member’s grasp of 
the material by having them take 
the online test (patientmedia.com/
caquiz). Do so yourself. See what 
your high-performing chiropractic 
assistant will know by listening.

Better Confidence, Certainty and Teamwork

what every
chiropractic

assistant
should know

 GENERATING REFERRALS

CONFIDENTIALITY

ANSWERING QUESTIONS
SCIENCE AND PHILOSOPHY

COMMUNICATION SKILLS

AVOIDING BURNOUT

WILLIAM D. ESTEB    .   MELISSA SANDFORD

TELEPHONE

APPRENTICE COVER.indd   1
1/27/14   6:59 AM

Educated patients make better health decisions.

Go to patientmedia.com and order

Chiropractic For Assistants
63-minute .mp3 audio instant digital download

Test comprehension before and after listening with 
the free online quiz: patientmedia.com/caquiz

$95

Go to patientmedia.com and order

What Every 
Chiropractic Assistant 
Should Know
48 pages with 19 photographs  
and illustrations

$20

$30 digital download at 
patientmedia.com/cabook
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Preview and purchase online at patientmedia.com30

Emails to Inspire, 
Remind and Educate
An occasional e-mail to your patients can  
stimulate reactivations, encourage reviews and  
grow your practice.

Here are 50 essential patient e-mails, written and 
ready to send. Complete with “open me” subject  
lines to get your e-mails read.

Written by Bill Esteb, these e-mail templates 
save precious time. Harness his digital marketing 
experience. Connect with your active and  
inactive patients.

It’s a practice resource you’ll use again and again.

Plus, you’ll receive a quick course in e-mail marketing. 
Get insights into e-mail readability, how to avoid spam 
traps, e-mail fatigue and more.

The 50 e-mails cover every facet of practice. From 
holiday reminders and birthday greetings to referral 
overtures and health tips your patients will love.

Each short, to-the-point e-mail includes a call to 
action—to call, visit, review, refer or resume care. 
E-mails with a purpose.

Available instantly as a digital download. Naturally, 
they come with a 30-day money back guarantee.

Sometimes it makes sense to go old school and send a 
traditional snail mail letter to your patients. Delivered  
by an agent of the Federal Government. With a stamp  
and everything.

These days, a letter from your practice has high impact.

If you’re using “hand-me-down” letters from five or 10 
years ago, they’re out of date. Or too long. Way too long.

Use these 50 brilliantly crafted letter templates. They 
cover collections, referrals, reactivations and other vital 
topics that motivate your patients to action.

Simply download the zip file of all 50 templates onto your 
computer. Unzip. Open. Edit. Format. Print. Sign. Mail.

When You Need 
Professionally  
Written Letters

Go to patientmedia.com/50letters and order

50 Patient Letters
$30

Go to patientmedia.com/50emails to order 

50 Patient Emails
(Instant digital download)

$30



BackScratchers combine the fun of Trivial Pursuit with the 
excitement of scratch off lotto tickets.

A deck of BackScratcher Cards features 60 different eye-
catching designs and chiropractic factoids.

On the back, the sentence completion has four multiple-
choice answers. Patients learn something new as they 
scratch off the best answer. It makes patient education fun!

Each BackScratcher card

• Promotes chiropractic for kids and families

• Urges preventive- and wellness-care checkups

• Explains essential chiropractic concepts

• Stimulates better patient questions

• Makes waiting time fun and educational

Each card engages patients, provoking critical thinking and 
new insights. It gamifies learning about chiropractic and 
natural health, even producing a laugh or two.

Because BackScratchers are so much fun, patients want 
to play on their next visit. Preview all the cards at: 
www.patientmedia.com/31

Simply place the self-
serve display rack where 
patients can see it.

Scratching off the 
best answer provokes 
critical thinking.

Amuses Patients While Secretly 
Educating Them

Each 
educational 
message takes 
just seconds 
to read.

Optional 
display rack. 
$10

Educated patients make better health decisions.

Go to patientmedia.com and order

BackScratcher Cards 
Deck of 60 different cards

$20   (4+ decks at $18 each)
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