
I am at the airport coming back from an “Advertising and Marketing to 
Your High(est)  Value Customers” conference and wanted to share some 
highlights with you.

My objective was to �nd new strategies to get you a better quality patient 
who cares more about your skill and expertise than they do about saving 
a few bucks. 

The de�nition of “high-value patient” is more than the patient who spent 
a lot one time with you for a big surgery. That’s good but that does not 
grow a cosmetic surgery practice strategically. 

The highest value patient is labeled that because this patient not only gave you a lot of money once, but they have returned 
more often and referred their friends regularly for a variety of your services over a longer period of time.
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THE HIGH-VALUE PATIENT

One of these patients is 20-30x more valuable to you than, let’s say, the stranger, price-shopping patient who came for a 
Botox special and left just as quickly for the next special. Or, the breast aug patient who came and went because they have 
no more needs until Father Time catches up with them ;-)

The most successful practices cater to these returning and referring high-value buyers vs. the price shoppers, and spend 
more of their time matching themselves up with these high-value patients in terms of offering them:

THEY HAVE PROVEN TO BE A RAVING FAN

From the Desk of Catherine Maley Brittany McCauley: Client Relations Mgr.

It’s all got to be congruent since you attract what you are.

Also good to note, the high-value patient buys by preference of provider and will pay premium 
prices, participate in an ascension model to buy more of your products and services, and stay 
for a long period of time. (Tip: Offer a frequent-user program to include special repeat 
pricing, free shipping of your products to their home for convenience and so on.)  

The high-value patient wants to feel respected, valued, informed and in the hands of an expert authority, celebrity and 
trusted advisor. (Tip: Your website needs to stress your education, memberships, awards, presentations, papers and 
PR.)

Make these high-value patients feel good about themselves and feel superior to others 
(Tip: VIP card that gives them perks others don’t get.)  

The high-value patient prefers premium packages for premium extra services. By the way, 5% of 
your patients are premium shoppers and want the best, so give it to them. Come up with exclusive 
signature packages full of premium services for a premium price. 

The point is it makes more sense �nancially to focus on a higher-value patient who, once you win them over with your WOW 
patient experience, will introduce their other high-value friends to you since this demographic of patient values their “inner 
circle recommendations” over all else.

★ High-value staff ★ High-value processes
★ High-value service ★ High-value pricing
★ High-value environment ★ High-value experiences



Join me for this very special FREE online presentation.
This online training will keep it simple by showing you:

★ Why things slow down in your practice during the summer 
and what you can do about keeping your revenues �owing 
no matter how hot it gets

★ A smart way to �ll up your surgery schedule during the 
“dog days of summer”  

★ Simple strategies to boost your skincare-to-surgery sales
  
  "See" you there 

American’s wealth
hit $100 Trillion
thanks to rising
stock markets
and property prices? 
   
WSJ - March 9, 2018

DID YOU KNOW?

To discover many strategies to establish your credibility and authority,
watch this module in the online learning center. I highly recommend
watching it as a team and then brainstorming how you
can differentiate from your competitors.

“HOW TO POSITION YOUR PHYSICIAN AS THE BEST CHOICE”

Can’t get enough of us? Follow Us on Facebook

www.Facebook.com/CosmeticImageMarketing

www.CosmeticImageMarketing.com
            (877) 339-8833

CLIENT SPOTLIGHT

• Name:
• Phone:
• Email:
• Procedure:
• Message:

Heather
(906)
        @gmail.com
Unsure
Looking for his advice 
for my face. He did my 
breast augmentation! I 
referred Shelly Messina 
Aufero who did her 
breasts not that long 
ago. Amazing results too!

HOW TO POSITION YOUR PHYSICIAN
AS THE BEST CHOICE

Go now to: www.MorePatientsAcademy.com
  User name: Doctor’s Email Address
  Password:  CPM FREE

MORE PATIENTS ACADEMY

LET US
HELP YOU
BECOME THE SMARTEST
MARKETER IN THE ROOM!
MPA

SUMMER STRATEGIES TO AVOID THE SLUMP

Wednesday, July 11th
12 PM EAST/ 9 AM WEST

https://www.cosmeticimagemarketing.com/2018-summer-slump/
https://www.cosmeticimagemarketing.com/
https://www.facebook.com/CosmeticImageMarketing/
https://www.cosmeticimagemarketing.com/2018-summer-slump/

