SAMPLE MONTHLY MARKETING CALENDAR:
Here is a sample internal and external yearly marketing calendar.  This is provided simply as an idea generator for you to create your own calendar since every practice is likely to employ different strategies to attract their primary and secondary target audiences.  We recommend weekly strategy meetings with staff so everyone is on the same page.  And, of course, we recommend that you evaluate your marketing plan, calendar and results on a monthly (minimum) basis so that you retain the certainty that your plan and calendar are getting you where you want to go.
There are three things that you need to remember in evaluating your marketing plan and these form the basis of the 2nd Cousin Twelve Ways Program.
First, you need to be consistent in your marketing.  A great way to do this is by using the 2nd Cousin HealthNews and Health and Lifestyle Tips - The majority of doctors are inconsistent in their follow-up. They might send an email or direct mail piece and then wait months before sending another one.  Inconsistency can cause a perception of ineffectiveness. 
Second, establish your expertise - Too often doctors, struggling to survive, send emails and direct mail pieces simply to promote their services.  Promoting your services is great but you need to do a lot more than that with your marketing. Your marketing messages should be positioning you as a source of everything health (2nd Cousin Doctor’s Resource, part of the Twelve Ways Program).

Third, educate your patients - Your follow-up must be informative.  You need to provide valuable information.  If you're showing up with no value, you'll wear out your welcome fast.  You need to communicate that you are on their side and are going to help them manage their health.  You'll accomplish this if you provide them with accurate, insightful information.
Just remember, when your marketing becomes consistent, promotes your expert status, and educates your patients and leads, you will soon have patients knocking at your door, rather than you knocking at theirs.
JANUARY

1. Make sure 2nd Cousin HealthNews Show and Health and Lifestyle Tips are set-up and ready to generate leads and patients from your lectures and events.  Offer these services in exchange for names and email addresses.  The Twelve Ways Program will function automatically for the entire year.
2. Start annual reactivation sequence

a. Week 1:  Pull all inactive files and create three categories

i. Strong positive

ii. Strong negative

iii. Neutral

b. Week 2:  Create Recall letter and offer.  Prepare mailing.

c. Week 3:  Mail to “A” List and call “A” list after 3 days

d. Week 4:  Mail neutrals
3. Two Question your Ideal Patients

4. Create an in-office calendar of events for the next 3 months

5. Week 1 Lecture on Stress

6. Week 2 Lecture on Families

7. Week 3 Lecture on Wellness

8. Week 4 Community Health Awareness Program Series Program

9. Establish one alliance within the community

10. In-office Start the Year Healthy Campaign

11. Community-wide Start the Year Healthy Campaign

12. Give one outside talk and promote the venue

13. Arrange one outside screening and promote the venue
14. Put special office promotion on my healthnewspodcast
15. Send birthday cards for February
16. Create a relationship with your neighborhood salon
17. Start your merchant marketing program
FEBRUARY

1. Two Question your Ideal Patients

2. Create an in-office calendar of events for the next 3 months

3. Week 1 Lecture on Stress

4. Week 2 Lecture on Families

5. Week 3 Lecture on Wellness

6. Week 4 Community Health Awareness Program Series Program

7. Establish one alliance within the community

8. In-office “Tell Someone You Love” Campaign

9. Community-wide “Tell Someone You Love” Campaign

10. Give one outside talk and promote the venue

11. Arrange one outside screening and promote the venue
12. Put special office promotion on my healthnewspodcast

13. Send birthday cards for March

14. Create a relationship with your neighborhood florist

15. Start your monthly recall letter program

16. Update the website

17. Select Patients of the Week, of the Month (get them to sign off)
18. Check in with your merchant marketing members
MARCH
1. Create an in-office calendar of events for the next 3 months

2. One Question those who have been referred

3. Two Question your Ideal Patients

4. Week 1 Lecture on Stress

5. Week 2 Lecture on Families

6. Week 3 Lecture on Wellness

7. Week 4 Community Health Awareness Program Series Program

8. Establish one alliance within the community

9. In-office “St. Patrick’s Day” Campaign

10. Community-wide “Go Green-Go Healthy” Campaign

11. Give one outside talk and promote the venue

12. Arrange one outside screening and promote the venue
13. Put special office promotion on my healthnewspodcast

14. Send birthday cards for April

15. Create a relationship with your neighborhood realtor

16. Letter 2 in your monthly recall letter program

17. Update the website

18. Set up e-mail marketing system using 2ndCousin Auto-responders

19. Record an interview testimonial audio cd

20. Contact a local employer, offer them their own healthnews show

21. Create a formal referral program

22. Select Patients of the Week, of the Month (get them to sign off)
23. Broaden your merchant marketing for them to include you
APRIL
1. Create an in-office calendar of events for the next 3 months

2. One Question those who have been referred

3. Set up your Massage Club program

4. Two Question your Ideal Patients

5. Week 1 Lecture on Stress

6. Week 2 Lecture on Families

7. Week 3 Lecture on Wellness

8. Week 4 Community Health Awareness Program Series Program

9. Establish one alliance within the community

10. In-office “Easter” Campaign

11. Community-wide “Spring Is Here” Campaign

12. Give one outside talk and promote the venue

13. Arrange one outside screening and promote the venue
14. Put special office promotion on my healthnewspodcast

15. Send birthday cards for May

16. Create a relationship with your neighborhood gym

17. Letter 3 in your monthly recall letter program

18. Update the website…add testimonial audios

19. Provide 2ndCousin Interview CD’s

20. Record a new interview testimonial audio cd

21. Contact a local employer, offer them their own healthnews show

22. Create a formal continuity program

23. Select Patients of the Week, of the Month (get them to sign off)
MAY
1. Set up your Video Club program

2. Create an in-office calendar of events for the next 3 months

3. One Question those who have been referred

4. Two Question your Ideal Patients

5. Week 1 Lecture on Stress

6. Week 2 Lecture on Families

7. Week 3 Lecture on Wellness

8. Week 4 Community Health Awareness Program Series Program

9. Establish one alliance within the community

10. In-office “Mother’s Day” Campaign

11. Community-wide “Celebrating Moms” Campaign

12. Give one outside talk and promote the venue

13. Arrange one outside screening and promote the venue
14. Put special office promotion on my healthnewspodcast

15. Send birthday cards for June
16. Create a relationship with your neighborhood gas station
17. Letter 4 in your monthly recall letter program

18. Update the website…add your interview with 2ndCousin
19. Contact a local employer, offer them their own healthnews show

20. Create a retail area in the practice
21. Select Patients of the Week, of the Month (get them to sign off)
JUNE
1. Set up your Dinner with the Doctor program

2. Two Question your Ideal Patients

3. Create an in-office calendar of events for the next 3 months

4. One Question those who have been referred

5. Week 1 Lecture on Stress

6. Week 2 Lecture on Families

7. Week 3 Lecture on Wellness

8. Week 4 Community Health Awareness Program Series Program

9. Establish one alliance within the community

10. In-office “Father’s Day” Campaign

11. In-office “School’s Out” Campaign

12. Community-wide “Weekend Warrior” Campaign

13. Give one outside talk and promote the venue

14. Arrange one outside screening and promote the venue
15. Put special office promotion on my healthnewspodcast

16. Send birthday cards for July

17. Create a relationship with your neighborhood Sheriff/Police Dept.

18. Letter 5 in your monthly recall letter program

19. Update the website…add your local affiliations

20. Contact a local employer, offer them their own healthnews show

21. Create a “Doctor’s Resource” special offer for patients

22. Select Patients of the Week, of the Month (get them to sign off)
JULY
1. Create an in-office calendar of events for the next 3 months

2. One Question those who have been referred

3. Offer the local newspaper a regular column

4. Two Question your Ideal Patients

5. Week 1 Lecture on Stress

6. Week 2 Lecture on Families

7. Week 3 Lecture on Wellness

8. Week 4 Community Health Awareness Program Series Program

9. Establish one alliance within the community

10. In-office “Independence from Health Problems” Campaign

11. Community-wide “Independence from Health Problems” Campaign

12. Give one outside talk and promote the venue

13. Arrange one outside screening and promote the venue
14. Put special office promotion on my healthnewspodcast

15. Send birthday cards for August

16. Create a relationship with a local union

17. Letter 6 in your monthly recall letter program

18. Update the website…add your local affiliations

19. Contact a local employer, offer them their own healthnews show

20. Start preparing for your Founder’s Day Celebration in September
21. Prepare Founders Day supplies, press releases, etc.

22. Select Patients of the Week, of the Month (get them to sign off)
AUGUST

1. Create an in-office calendar of events for the next 3 months

2. One Question those who have been referred

3. Two Question your Ideal Patients

4. Create a monthly “White Paper” on conditions, drug interactions, etc.

5. Week 1 Lecture on Stress

6. Week 2 Lecture on Families

7. Week 3 Lecture on Wellness

8. Week 4 Community Health Awareness Program Series Program

9. Establish one alliance within the community

10. In-office “Back to School” Campaign

11. Community-wide “Back to School” Campaign

12. Give one outside talk and promote the venue

13. Arrange one outside screening and promote the venue
14. Put special office promotion on my healthnewspodcast

15. Send birthday cards for September

16. Create a relationship with a local civic organization

17. Letter 7 in your monthly recall letter program

18. Update the website…add your local affiliations, patient health news

19. Contact a local employer, offer them their own healthnews show

20. Finish preparing for your Founder’s Day Celebration in September

21. Inventory Founders Day supplies, send press releases, etc.

22. Select Patients of the Week, of the Month (get them to sign off)
SEPTEMBER

1. Create an in-office calendar of events for the next 3 months

2. One Question those who have been referred

3. Two Question Ideal Patients

4. Create a monthly “White Paper” on conditions, drug interactions, etc.

5. Week 1 Lecture on Stress

6. Week 2 Lecture on Families

7. Week 3 Lecture on Wellness

8. Week 4 Community Health Awareness Program Series Program

9. Establish one alliance within the community

10. In-office “Founder’s Day” Campaign

11. Community-wide “Founder’s Day” Campaign

12. Give one outside talk and promote the venue

13. Arrange one outside screening and promote the venue
14. Put special office promotion on my healthnewspodcast

15. Send birthday cards for October

16. Create a relationship with a PTA

17. Letter 8 in your monthly recall letter program

18. Update the website…add your local affiliations, patient health news

19. Contact a local employer, offer them their own healthnews show

20. Start preparing for the November Thanksgiving for Life Celebration 

21. Select Patients of the Week, of the Month (get them to sign off)
22. Ask business owners how to tell if someone I know would benefit…
OCTOBER

1. Create an in-office calendar of events for the next 3 months

2. One Question those who have been referred

3. Two Question Ideal Patients

4. Create a monthly “White Paper” on conditions, drug interactions, etc.

5. Week 1 Lecture on Stress

6. Week 2 Lecture on Families

7. Week 3 Lecture on Wellness

8. Week 4 Community Health Awareness Program Series Program

9. Establish one alliance within the community

10. In-office “Discover Chiropractic” Campaign

11. In-office Halloween Party

12. Community-wide “Discover Chiropractic” Campaign

13. Give one outside talk and promote the venue

14. Arrange one outside screening and promote the venue
15. Put special office promotion on my healthnewspodcast

16. Send birthday cards for November

17. Create a relationship with a Religious organization or charity

18. Letter 9 in your monthly recall letter program

19. Update the website…add your local affiliations, patient health news

20. Contact a local employer, offer them their own healthnews show

21. Finish preparing the Thanksgiving for Life Celebration

22. Establish Food Drive within the practice, with a food store 

23. Select Patients of the Week, of the Month (get them to sign off)
24. Ask business owners how to tell if someone I know would benefit…
NOVEMBER

1. Create an in-office calendar of events for the next 3 months

2. One Question those who have been referred

3. Two Question Ideal Patients

4. Create a monthly “White Paper” on conditions, drug interactions, etc.

5. Week 1 Lecture on Stress

6. Week 2 Lecture on Families

7. Week 3 Lecture on Wellness

8. Week 4 Community Health Awareness Program Series Program

9. Establish one alliance within the community

10. In-office “Thanksgiving for Life” Campaign

11. Community-wide “Food Drive” Campaign

12. Give one outside talk and promote the venue

13. Arrange one outside screening and promote the venue
14. Put special office promotion on my healthnewspodcast

15. Send birthday cards for December

16. Create a relationship with a local merchants

17. Letter 10 in your monthly recall letter program

18. Update the website…add your local affiliations, patient health news

19. Contact a local employer, offer them their own healthnews show

20. Deliver the Thanksgiving for Life Celebration

21. Promote the Food Drive within the practice, with a food store 

22. Select Patients of the Week, of the Month (get them to sign off)
23. Ask business owners how to tell if someone I know would benefit…
DECEMBER

1. Create an in-office calendar of events for the next 3 months

2. One Question those who have been referred

3. Two Question Ideal Patients

4. Create a monthly “White Paper” on conditions, drug interactions, etc.

5. Week 1 Lecture on Stress

6. Week 2 Lecture on Families

7. Week 3 Lecture on Wellness

8. Week 4 Community Health Awareness Program Series Program

9. Establish one alliance within the community

10. In-office “Give the Gift of Health” Campaign

11. Community-wide “Toy Drive” Campaign

12. Give one outside talk and promote the venue

13. Arrange one outside screening and promote the venue
14. Put special office promotion on my healthnewspodcast

15. Send birthday cards for January

16. Create a relationship with other health providers

17. Letter 11 in your monthly recall letter program

18. Update the website…add your local affiliations, patient health news

19. Contact a local employer, offer them their own healthnews show

20. Deliver the Gift of Health Program

21. Deliver the Toy Drive Campaign 

22. Select Patients of the Week, of the Month (get them to sign off)
23. Ask business owners how to tell if someone I know would benefit…

24. Send Holiday Cards to Patients and Practice Members

25. Graduation Party for Patients as they become Practice Members
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