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1 

(A Seminar in Print) 
 

 
Welcome to THE MAGNETIC MARKETING SYSTEMS FOR DENTISTS AND 

CHIROPRACTORS. I designed these Systems to provide doctors with quality new 
patient flow predominately by means of direct-mail... These Systems will be a 
significant departure from approaches you’re used to for acquiring new patients. 
And the important operable word here that sets this apart from everything 
you’re used to is “system”. By the way, this was first developed, tested and taught 
back in 1986 through 1993, and various editions of this material have been 
published over the years. For example, from 1983 to 1987,1 built and was CEO of 
the largest integrated seminar and publishing company exclusively serving 
chiropractors and dentists in North America. Nearly 10,000 chiropractors and 
almost that many dentists attended our seminars. Most recently, in 1997,1 have 
updated and expanded all of this material. And, in very recent years, I’ve been 
privileged to speak at the ‘Excellence In Dentistry’ Conferences sponsored by 
THE PROFITABLE DENTIST and at Marketing Boot Camps presented by Whitehall 
Management. 

 
THE VIRTUES OF “SYSTEM” 

 
McDonalds has for decades dominated the fast-food industry. A young fast-

food franchiser rapidly on its way to #2 and to challenging McDonalds for 
number of stores is Subway. And the other fast-food success story of all times is 
Domino’s Pizza. These three chains have a number of important commonalities 
that set them apart from all of their competition. One of the most important of 
these factors is their rigid adherence to a system. It is for this reason that visiting 
McDonalds or Subway or getting a pizza from a Domino’s in Boston is the same 
as is LA and is the same in anyplace in between. The key to their success is having 
a true system. This is the opposite of the marketing done by most doctors. Most 
doctors try this and that, advertise when an advertising media sales rep badgers 
them into doing it, spend one month more than the next, and waste a lot of 
marketing dollars on inappropriate and ineffective media. They have no system 



 

for attracting and acquiring new patients. They take new patients catch as catch 
can. They also have no system for stimulating referrals. Again, they try this or 
that, occasionally run a patient appreciation day promotion, perhaps, but they 
have no system. My purpose here is to equip you with systems that deliver 
predictable results. 

 
For more “systems thinking”, I’d urge you to read Michael Gerber’s E-MYTH 

books. And to study MAGNETIC MARKETING. 
 
STOLEN IDEA. 
 
The foundation for all the Systems presented here was stolen from the real 

estate profession, by observation. Realtors have a marketing term called 
“farming” which means exerting an intense, concentrated effort to become the 
dominant presence in their category of business, in a small, carefully selected 
target market. A “farm” is a geographic, demographic or otherwise defined list 
of prospects. You have a number of farms available to you and I would like you 
to consider working each of these farms. 

1. The existent patient base for referrals. 

2. A selective geographic area, a neighborhood or a subdivision near your 
office. 

3. New residents to a given area, possibly a larger area around your office 
than   defined in the selected geographic area or the neighborhood farm. 

4. An affinity group such as your Chamber of Commerce, the church you 
belong to, the PTA you belong to, Kiwanas, Toastmaster Club, breakfast 
club or similar   club or association. 

And there are additional farms that we are going to talk about. 
 
We’re going to come back and talk about each of these farms in detail later. 

Right now, I want you to understand the process we’ll use with very minor 
modifications with each and every farm. If you’ve studied THE MAGNETIC 
MARKETING SYSTEM, this should be a review. We always begin by planting the 
farm with a sequence of letters, each referring to the previous letter. And this is 
a critically important concept. Most people who grumble about getting poor 
results from direct mail start shooting themselves in the foot right from the very 
beginning by mailing only one time to a given group of prospects and once just 
isn’t enough. One shot direct mail rarely works. Why? Well there are many 
reasons. For one thing, we’re busy, busy, busy, preoccupied people. We sort our 



 

mail on the run, over the waste basket, and we’re bombarded by advertising stuff 
every waking minute at the office and at home. But big-time advertisers know 
that it takes massive repetition to even get our attention. You can’t match them 
dollar for dollar, but you can take the core of their approach, the repetition part, 
and use it wisely and strategically. By mailing to the same prospects repeatedly 
rather that once or once in a blue moon, you immediately and clearly stand out 
as different from all other advertisers and you make a memorable impact. By 
mailing to the same prospective patients repeatedly, in a strategically timed and 
themed sequence, you stand out dramatically from all other advertisers, all 
other marketers, certainly all other doctors, you become a known entity quickly. 
You even become a topic of conversation. When we plant the farm with a 
sequence of three letters, we call this the 3-step letter system, each referring to 
the previous letters, we are essentially saying, “Hey! Here we are, here’s who we 
are, and you’re going to be hearing from us a lot. We’re here to stay, we’re not 
going away.” We’re making a positioning statement, staking a claim on a 
territory, making an impact. For example, when you look at the basic 
neighborhood plant-the-farm sequence of letters in your Kit, you will quickly 
see that they are friendly, pleasant, non-threatening in nature, yet emphatic in 
announcing that you’re here to stay. 

 
The sequence works like this: Letter #1 goes out to everybody in a selective 

farm area, then 10 to 20 days later, everybody who has not responded gets Letter 
#2. Then 20 days later, everybody in the farm area who has not responded gets 
Letter #3. In 60 days, these people have heard from you three times. The second 
and third contacts have referred to the previous contacts. By the time they get 
the third letter, people will be talking about you. The wives will be showing the 
letters to the husbands, the husbands will be showing the letters to the wives, 
neighbors will be asking each other about the letters. If you live or stay in the 
farm area, you will be recognized.* You will have had a major impact on the 
residents of this farm area. I sometimes compare this sequence to a collection 
letter sequence, a dunning letter sequence. If you’ve ever been behind in paying 
your bills at some time in your life, you’ve gotten collection letters, and usually 
each letter refers to the previous letter in the sequence, and each letter gets a 
little tougher than the previous one. The sequence usually peaks with a final 
notice. Just about every collection effort, every company, every collection 
bureau, every collection attorney uses this strategy. Why the unanimous use? 
Because it works! What I’ve done is steal their proven strategy and use it in a 
more positive way. 
 

(*The examples in Magnetic Marketing show your photo used on the letters.) 



 

 
Now if you’ll examine the plant-the-farm letters, you’ll see that they offer a 

free gift. What we call a “widget”. This tool is very important. When you 
communicate with, say one hundred people, only a few may have back pain or a 
headache or a toothache that particular day. Few may have a clearly perceived 
need for your services at the minute of your communication so most of your 
communication effort is wasted. It never has a chance. I hate waste. We have to 
eliminate the waste. To do that, we have to change the offer we are 
communicating so that it is relevant and of interest to just about everybody at 
the moment it gets delivered, whether they have a perceived need for your 
services at that moment or not. We have to change the purpose of our 
communication from getting a new patient to starting a new relationship. My 
process is designed to start relationships not just to immediately get new 
patients. You almost certainly will get some new patients, but that’s not the main 
purpose or the payoff. The main purpose or the payoff is starting relationships, 
so we can sustain relationships so that when the time comes when that person 
does have a need for services, when the need arises and becomes clearly 
perceived, he already has a relationship with us, and naturally, automatically 
comes to us. By offering a desirable widget, we encourage everybody to respond 
now, regardless of whether or not they have a perceived immediate need for our 
services. By responding and getting our free widget, they initiate a relationship. 
The more relationships we start, the more patients we’ll get. What should your 
widget be? Well that’s up to you, I suggested some in the Kit, in the list, 
immediately behind the Plant-The-Farm letters. You should decide on and 
develop your own widgets. How do you do this? You go to your main public 
library and put together research from magazine articles, newspaper articles 
and books on a given subject. Write a little report or tip sheet with that research, 
get it desktop published and run off and you’ve got yourself a widget. Your 
widget should be written and prepared by you and reflect your personality. 

 
For more info about widgets, refer to the Report with MAGNETIC 

MARKETING, entitled “How To Print All The Money You Want - Legally.” 
 

WHEN ALL ELSE FAILS, FOLLOW THE DIRECTIONS. 
 
Using a sequence of three letters, similar to those in your Kit, mailed as 

instructed within sixty days, to a well selected neighborhood farm area is the 
way we start your target marketing campaign. Now, you are going to have a lot 
of questions all aimed at modifying the proc _ss, most to save money. Can I do 
this with two letters instead of three? Can I do it without giving away any 



 

widget? Can I just use an old handbook about chiropractic as the widget, so I 
won’t have to go to the library and do all of that work? Can I send the letter bulk-
mail instead of first class? Can I tri-fold the letters instead of putting them into 
envelopes? etc. etc. And the answers are NO, NO, NO, NO, and NO! Anything you 
do to cheapen or shorten this Plant-The-Farm process, will damage the results. 
You need to follow the plant-the-farm instructions explicitly. . 

 
Now let’s take a look at what we’ve done so far. We’ve defined basically what 

a farm is. We’ve listed a number of different farms that we’re going to work with, 
with these Systems. We’ve defined the all-important plant-the-farm steps... 
We’ve switched our orientation from just getting new patients, to initiating new 
relationships, and this switch and orientation is going to allow us to be much, 
much, more successful. We’ve worked with the actual letters designed for 
planting the neighborhood geographic farm and we’ve discussed the use of 
widgets. In over a sixty-day period of time, we have sent out our sequence of 
three letters to the farm area. We have planted the farm. Incidentally, let’s say 
you’re planting a farm of about three thousand households. You may expect 
direct response, from the entire sequence, of about fifteen to ninety people. Of 
the fifteen to ninety, a few will immediately become new patients. The others 
will just initiate relationships by getting the free widget. You may do much 
better than that. I see total response as high as 10%, in this example, three 
hundred people. You may do better or worse. Much of this has to do with the 
desirability to the widget, but fifteen to ninety is fine from three thousand. Do 
the economics yourself and you’ll see. These people who have responded, 
become prime prospects within the farm area and they are going to get a 
continuing sequence of communications. The other residents of the farm area 
who did not respond, are still going to get a different continuing sequence of 
communications. The suggested sequences are included in your Kit. Now that 
you’ve planted the farm, this is how you will nurture, fertilize and cultivate the 
farm for maximum yield. All of-this contact works synergistically to stimulate 
maximum yield from your farm area. It uses top of the consciousness positioning 
to keep your name, face, and services on the top of the consciousness of the 
community, and the residents of the community. You continue to be a 
reoccurring topic of conversation in the homes, between neighbors around the 
community. Some of these people will have car accidents, some may have 
accidents at work, some will get in conversations with co-workers and relatives 
about headaches, back pain, toothaches, gum disease and other health problems. 
Every time these things happen, you’ll be there on the top of the consciousness. 

 



 

RETURN-ON-INVESTMENT. 
 
Now let’s take a look at the economics of all this, and let’s use a • 

neighborhood farm of three thousand households, although yours might be 
bigger, it might be smaller. To plant the farm will require an investment & 
slightly less than $5,000.00, maybe $4000.00 or about a half a buck a letter times 
three letters. The continuing contact program for the prime prospects may cost 
another $2000.00 for the year. Continuing contact program for the rest of the 
farm area residents may cost as much as $13,000.00 for the year. In total, you 
may have invested about $20,000.00 in this farm area. Your yield should be no 
less than 2% of the farm converted to good quality patients’ times an individual 
case value of $500.00 - $1000.00 or more. In total, $30,000.00 - $60,000.00 or more! 
% Plus, another 2% of lesser quality patients, mostly short-term relief only 
situations, maybe $10,000.00 -15,000.00 in total services. More importantly, if 
you are doing your internal marketing job, with modest effectiveness, you 
should average one new patient referral from outside 0 the farm area per two 
new patients obtained from inside the farm area. You’ve got 120 patients then 
yielding 60 referrals, using average values of $250.00, that’s another $15,000.00. 
We’re now in the $60,000.00 - $90,000.00 neighborhood. Now I want you to know 
that these are reasonably conservative numbers. You can do better than this, 
you should do better than this, but here we are working with a return on 
investment of 3 -4 times, 300% - 400%. I don’t think you’re going to find too many 
other means of acquiring new patients that give you a 300% - 400% return on 
investment. Some doctors get that in the Yellow Pages but most break even and 
some do worse. A small percentage get that from Val-Pak, but - not every time, 
and most only break even and some do worse. Farming, mostly with direct mail, 
will give you a better return on investment, consistently than any other 
approach to marketing, period. Also, once you’ve proven this to yourself, and 
modified and refined your version of it, you possess a very predictable tool. You 
can control the amount of increase you want in your practice by increasing or 
decreasing the size of your farm, and by planting additional farms. 

 
WARNING: DO NOT GET HUNG UP ON RESPONSE PERCENTAGES. WE DO NOT 

DEPOSIT PERCENTAGES AT THE BANK. PERCENTAGES OF 

RESPONSE ARE IRRELEVANT. ONLY DOLLAR ROI COUNTS. ANY MARKETING 
FOR NEW PATIENTS YOU CAN DO AT TRUE BREAK-EVEN OR BETTER IS A 

SUCCESS, BECAUSE OF THE GATEWAY TO 

REFERRALS CREATED. 

 



 

It’s very important to have realistic expectations about what you can and 
cannot accomplish with advertising and marketing reaching out to “cold” 
prospects. 

 
A LOOK AT THE TOOLS THEMSELVES. 

I want to talk you through the documents for the plant-the-farm process 
with the neighborhood target market as the example. First you have to get the 
idea of all this. I want to take a quick look at a series of letters designed and 
computer-graphic formatted for real estate professionals. This is what I would 
call a basic sequence. Three letters, one to follow the other, all offering a free 
widget. You’ll notice that when we actually formatted these, the body copy is 
done in regular typewriter style, just like a real letter. Any bold facing is used to 
spotlight key phrases. At the top of every letter, the Realtor’s photograph 
appears. Just like you, she is in a personality business. Her smiling, friendly face 
is her best logo. And the headline is type set very bold. I suggest this same 
format, this same look for your letters. The first letter’s content is very soft, non-
threatening, friendly, it sets forth a goal. “I’ve set a goal of personally meeting 
every Bridgeview resident”, and there is psychology behind this. Just as an 
example in control tests, it’s been proven that salespeople, competing in 
contests who tell their customers, or prospects about the contest, get better 
results than those who compete but do not tell their customers and prospects 
about the contest. Why? Well we can’t know for sure, but we can hypothesize 
that people like to help others achieve such goals. Goals have power. 

 
The letter stresses the free gift. Again, its purpose here is not to get an 

immediate listing or sale or other real estate transaction, although that may 
happen as a bonus. The purpose is to start relationships and you must 
understand this concept. Now the second letter connects to the first, just like a 
dunning letter would. The third letter refers to the previous two and it gives a 
little guilt. Now let’s look at the chiropractic letters. Letter #l’s first paragraph is 
a soft formal introduction. The “reason” paragraphs present a positive advocacy 
for chiropractic, for this particular doctor’s clinic and for a free exam offer. It 
could be a free consultation rather than a free exam. Notice the sentence here 
that says “I specialize in treating such conditions, have 19 years’ experience...” 
etc. This is the place to substitute and assert your own best-selling proposition, 
preferably a true USP, a Unique Selling Proposition. While it’s best to keep this 
brief and concise, if you have a really compelling USP, you could dedicate a full 
paragraph to it in this spot. The end of the letter leaps back to the free widget 
offer. The second letter, just like a dunning letter would, clearly refers to the 
first letter with the heading “Just A Reminder”, and some of the copy in the body 



 

of the letter. It addresses the issue of “Is there a catch to the free offer?” It 
attempts to induce the bandwagon effect, the feeling of being odd man out by 
not responding, and it restates but free offers; the exam and the booklet. This 
letter also refers to a testimonial insert. I’m a huge believer in the use of 
testimonials. I don’t believe it can be overdone. The most successful doctors I 
know, heavily use testimonials. The P.S. adds celebrity testimonials to the mix. 
People are tremendously influenced by celebrities, and you should make use of 
every article that appears everywhere in which a celebrity says something good 
about chiropractic. 

 
Letter #3 again refers to the previous letters, as a dunning letter would. It 

introduces guilt. It gives up and encloses the free gift and it expands on the other 
free offer, the exam. You’ll note the copy and the P.S., this is particularly strong 
bandwagon effect, copy. There’s also an optional Letter #3 for those who prefer 
a harder sell approach. 

 
Now let me tell you just a couple of quick things about these letters. First of 

all, while the copy itself is very well-written, if I do say so myself, is 
psychologically sound, and would cost you thousands of dollars just to have 
written for you, it, itself is not magic. In fact, you may very well be able to 
improve on it, and I’d urge you to try. Study my book, The Ultimate Sales Letter, 
carefully consider your own, one of a kind USP and sales story and incorporate 
that into the letters. Although you can use these exactly as is, it would be better 
if you don’t. Second, most of the magic is in the repetition, the sequence, the 
determination and the discipline of the process. Make no mistake about this; you 
can’t cheat, short-cut or cheapen the process and expect favorable results. I’ve 
also given you an optional 4th letter for this sequence, which is also an entire 
practice promotion in, and of itself. Study this letter very carefully. It gives you 
a blueprint for a very successful promotion campaign, and office open-house. 
This is the letter you would send to the non-respondents to the previous three 
letters in the plant-the-farm sequence. Using different letters or flyers or your 
newsletter, you’d also invite your past and present patients, including the prior 
respondents to the sequence. This entire sequence can be extended by also 
sending non-respondents a newsletter or two or a couple of postcards or you can 
duplicate this basic sequence with a different widget two or three times during 
a calendar year in the same target farm neighborhood. 

 
WIDGET. A Lead Generation Magnet. A Reason For People To 

Respond Now. A Free Gift. 



 

 
Now let’s talk about the widgets. Again, I’ve shown you a couple samples 

used by real estate agents. As you can see, these are simple, one page, two-sided, 
computer graphic prepared tip sheets. They were researched at the public 
library. Anyone can do the same thing that we’ve done here. When actually 
giving these out as free gifts, we suggest having them printed on bright colored 
stock, heavier than ordinary paper. You’ll also notice that we again leave a space 
for the Realtor’s photograph, the logo that’s better than a logo. Following these 
examples, you could easily create your own widgets on health-related topics or 
non-health high interest topics like these. For example, you can compile 
material from newspaper, magazine articles and books from the public library 
or from commercially available publications like the Crane health booklets, 
Parker publications, what have you. Certainly, a review of a year’s issues of 
LONGEVITY, PREVENTION, AMERICAN HEALTH, etc. will give you a wealth of 
good material. Or you can give away a commercially prepared booklet. 

 
One of the best chiropractic widgets I personally created for a private client 

doctor is a “In Case of an Auto Accident Glove Compartment Kit”, to be kept in 
the glove compartment of any car in the family. We started with a commercially 
available brochure which you’ve surely seen, added a cover letter, a checklist, a 
membership card with a 24-hour number to reach the doctor, and a 
commercially available booklet on whiplash. Again, with a little thought and 
creativity, you could put together a similar kit on your own. I especially like this 
one because it serves two purposes. It’s a great widget to offer as a free gift, then 
it stays in the prospective patient’s car waiting to direct that person to the 
doctor’s office at some future time when an accident occurs. It does double duty. 
It’s important to create, choose and offer widgets that provide genuinely useful, 
interesting information, that have some real value, and that can be described in 
an attractive way in your letters. 

 
Think for a minute about the analogy that I’ve shown you. When a Realtor 

does advertising, direct mail, whatever, he’s reaching a lot of people with no 
immediate need or interest in any real estate services. Hopefully reaching a few 
people who, at that moment, have a need or interest in such services. So most of 
all of his advertising is a waste. When you advertise, direct mail, whatever you 
do, you reach a lot of people with no immediate need or interest in chiropractic 
or dentistry... Hopefully reaching a few people, who at that moment do have a 
need or interest in your services. So most of your advertising is waste. By 
introducing a universally desirable widget, we cut the waste out of the 
marketing. We induce response from people who do not now need our core 



 

services but probably will in some future point in time. We start relationships 
that guarantee future business. That’s why the widget, and the widget you pick, 
is so important. Then a good widget hangs around, it gets read. It gets passed 
along to other members of the family, co-workers, friends, and neighbors. It 
sparks conversation. That’s why the widget is so important. 

THE STORY OF THREE RESTAURANTS 
 
Let me tell you a little story. Three restaurants were located within a mile 

of each other. Each basically a neighborhood pub, sandwich, and steak place. 
They all advertised in the newspaper, the pennysaver, on billboards, on radio, 
and all struggled for survival. One of these restaurant owners got and started 
using the neighborhood farming process for restaurants, in my MAGNETIC 
MARKETING SYSTEM, a version of the same process you’ve just been presented 
with. In one month, his parking lot was full every night and his competitors’ 
empty. In two months, one of his competitors filed for bankruptcy, but he had 
his best month ever. His remaining competitor came in to see him and said, “I’m 
closing my doors at the end of the month and I’m very curious. I see that you’ve 
stopped advertising in the pennysaver, you’ve dropped some of your billboards, 
you’re not on the radio as much, you’re not advertising in the newspaper. I’m 
doing all of those things, you’re not doing any of those things. Your business is 
thriving and mine has failed. How are you doing it?” That is the power of this 
System. 

 
MAGNETIC MARKETING AIMED AT NEW RESIDENTS 

 
Let’s talk about the next type of target market or farm.   This target market 

is comprised of new residents. The new resident is a very attractive prospect for 
many marketers including doctors for one major reason; they have not yet 
formed loyalties. They have not yet established relationships. Unfortunately, 
here’s the bad news, this motivates a large number of merchants and marketers 
to chase after these new residents. So that in some areas, they are deluged with 
“Dear New Neighbor” mailings. There is considerable competition in contacting 
these very desirable prospects. There may even be several doctors contacting 
these same prospects, but, all of these marketers tend to make the same two big 
mistakes: 

 
1. They don’t make it easy for the newcomer to start a relationship by just 

offering a desirable free widget. 2. Even more important, they are contacted only 
once! They never use the power of repetition. They do not use a sequence of 



 

contacts. Because most do not do these things, you have the advantage when you 
do. Frankly, ii you’re going to be just one of the herd, stampeding to the 
newcomer’s door once, then ignoring him after -that, you might as well save 
your money. View your new resident list as a separate target market or farm. 
Plant that farm and nurture that farm just as we’ve discussed. 

 
There are two ways to approach the new resident target market. One is by 

finding a source of a reliable, current names, probably from a list broker or direct 
mail company right in your own area or the nearest major city. You usually get 
lists of newcomers by zip codes. (MoneyMailer, a good advertising media itself, 
now offers such lists.) 

 
The other method is to sign up as a Welcome Wagon Sponsor. This costs 

more, but personally I have had very good results with Welcome Wagon. One 
advantage is exclusivity. There will be only one chiropractor or one dentist in 
the Welcome Wagon program, in an area. Another advantage is the Welcome 
Wagon Hostess, a live person. A public relations representative who visits 
personally with new residents and delivers the literature and gifts from the 
sponsors. If you get a good hostess, and better yet, if you can get that hostess as 
a comped, enthusiastic patient, she can really do a job for you out in the field. 

If using a commercially available mailing list, that plant-the-farm process is 
virtually identical to the one we’ve already gone over for a particular 
neighborhood. The same Letters #1, #2, #3 can be used with only minor 
modifications, mostly in the openings or in the P.S.’s. You still use a 3-letter 
sequence. The same optional 4th letter applies. Once you hook up with your list 
source, you’ll have a new list that is your target for letter #1 coming to you every 
couple of weeks, or every month. So, you’ll always have some Letter #l’s going 
out each month, while others are receiving Letter #2, and Letter #3. The total 
quantity of prospects being put through 3-letter sequences will determine how 
frequently you can use the optional 4th letter and its event. 

If you use Welcome Wagon, typically a different letter will be used, delivered 
by the hostess along with a gift. A community directory or something else of 
particular relevance to the new resident is often a good gift idea. This delivered 
letter and gift do not count towards the sequence. After this is delivered, 
Welcome Wagon furnishes you with the names and addresses of those 
newcomers. You then start them anew with a letter #1, 2,3, and optionally 4. 
Again, sending modified versions of this same 3 letters can be used. In other 
words, the initial Welcome Wagon contact is a bonus. Then those prospective 
patients get plugged into the 3-letter sequence pretty much the same as if they 
were provided to you as a new resident mailing list. The added influence of the 



 

Welcome Wagon program and its hostess should yield more immediate response 
and more overall response. There are also other welcoming services that 
compete in various ways with Welcome Wagon. I’ve personally never seen them 
get the results that Welcome Wagon delivers but that doesn’t mean that there’s 
not a good competitor in your area. 

 
MAGNETIC MARKETING AIMED AT YOUR “BUSINESS NEIGHBORS” 

 
Still another target market that can be tackled with the basic system, with 

only slight modifications is your business neighborhood, your business 
neighbors. The list usually has to be individually compiled, which is a little 
tedious but worthwhile. Look up and down your street, drive around your office 
a few blocks in each direction. There are stores, offices, restaurants, small 
businesses, and in every one of them are, people, with aches and pains and auto 
accidents and work accidents and toothaches, gum disease, etc. - and families 
and friends. Whole nests of them. So, treat your business neighborhood as a 
farm. You plant the farm with a 3-letter sequence, again only slightly modified 
from the 3 letters that we’ve already used. One of the big advantages to farming 
the business neighborhood is the opportunity to reach nests of employees as well 
as owners at each business location. Another advantage is that to supplement 
mailings it’s easier to go out and personally visit these businesses than it is to do 
residential neighborhood walk arounds. I highly recommend this particular 
target market... 

 
MAGNETIC MARKETING WITH “AFFINITY” 

 
Let’s talk about one of the most productive target markets of all. What I call 

the Affinity Farm. Do you know what an affinity credit card is? The affinity credit 
card business is big business. There are private label Visa and MasterCards with 
association, club, save the whales, even NFL team identifications on them. Over 
one third of all credit cardholders have at least one such affinity card in their 
wallets. When we identify with some group or cause, when we belong to some 
group, we respond well towards anything linked to that group. This is a very 
powerful force. It is an influential force that you can use to your advantage too. 
To demonstrate the concept, I have again pulled a few of the letters from my real 
estate examples... These are the Chamber Of Commerce letters to be used by the 
Realtor in contacting the other members of the Chamber she belongs to - her 
affinity farm. As you can see there is a 3-letter sequence here to plant this farm 
very similar to the basic 3-letter sequence. There is also a 4th event letter. Your 



 

affinity farm might be your Chamber, it might be your PTA, your Toastmasters 
Club, your church, all the parents who play with your kid in little league. Just 
about everybody has at List one and usually several affinity farms available. 

 
If you do not have an affinity farm it’s indicative of another, different 

problem. That is, you are not sufficiently involved or active in your community. 
My good friend and speaker/sales trainer Cavet Roberts says “You gotta 
circulate to percolate”. You are in a personality business. You should be out, 
campaigning regularly and frequently. You should be involved in clubs, 
associations, non-profit causes and activities that provide you with good 
networking opportunities. Yes, you have to be careful not to get out of balance 
to be so busy with community affairs, it hurts the practice. You have to be very 
aware of avoiding hard work in favor of places where you get to feel important 
without accountability. You do need to invest some time in community activities 
and visibility. I should note that your affinity farm, will probably be much 
smaller than a typical geo-demographic farm, a neighborhood farm, or a 
business neighborhood farm. In fact, an affinity farm may only consist of a 
hundred, even fewer than a hundred people. That’s ok. The productivity of an 
affinity farm is often ten times that of a geographic farm. 

 
Your staff members, they have their own affinity farms, by the way, and you 

and they should be able to work together on a direct mail campaign from them 
to their farms on behalf of the practice. This is, incidentally, a way you can 
encourage and support staff members willing to take skill enhancing community 
college classes, The Dale Carnegie Program, participate in Toastmasters, a lead 
club, a business woman’s club; you could afford to pay or partly pay dues, tuition, 
and give them time off work for those activities if they utilize them as affinity 
farms for the benefit of the practice. This is a great way to facilitate personal and 
professional growth, interesting activities, an important activity for your team 
members. If you have four staff members, and through their community 
involvement, each one directly refer’s four new patients a month, that’s sixteen 
new patients a month. That’s a truly significant contribution and a very realistic 
situation, so I’m a believer in setting up such situations, providing incentives and 
rewards, and supporting staff members’ involvement in educational 
opportunities, and worthwhile community activities, with the affinity 
marketing, the pay-off for the practice. 

 
As an aside, if you have staff members who haven’t brought in new patients 

from their own circle of influence and activities, why not? What does that say 
about their commitment? Their pride in the practice? Their ability to 



 

communicate? A staff that initially brings in new patients from friends and 
family, then is continuously active in bringing in new patients from their circles 
of influence and activities, can go a long way toward supporting a practice. Such 
a staff is a very valuable asset. A staff that does the opposite is a liability. One is 
a self-supporting asset. The other a costly expense. 

 
THE POWERFUL PRACTICE-BUILDING SECRET OF THE ENDORSED MAILING 

 
There is yet another type of farm that the basic system works with, with 

minor modifications. Now please tune in and listen very carefully because this 
little bit of information about this farm, is literally worth a fortune! Possibly the 
most exciting and productive type of farm of all is the “champion’s circle of 
influence” farm, reached through what we call endorsed mail. If you remember 
my story about the plumber from the seminar, you will instantly recall what this 
type of farming is all about. And look at the real estate letter headlined “Why Is 
A Dentist Writing To You About Real Estate”? it illustrates this concept too. 

 
Here’s the premise: 
 

1. If you are consistently delivering exceptional care and service, you will from 
time to time, create a champion. A patient far beyond satisfied. Even beyond 
enthusiastic. Grateful, convinced you walk on water. Sincerely eager to see you 
succeed and to help you in any way possible. If you’re not creating these 
champions, there’s something wrong. 

2. Some of these champions will have significant circles of influence that you 
don’t. Their own proprietary, affinity farms. I was speaking about this idea at a 
real estate seminar, when a lady agent stood up and told of helping a dentist sell 
his home quickly for a good price after other Realtors had tied up the house for 
months and failed. The dentist was thrilled with this real estate agent. 
“Congratulations”, I told her, “you’re rich”. You have a $100,000.00 a year in 
commissions coming to you from that dentist, year after year.” Why? How? 
Because that dentist is now her direct link to not one, but two great affinity 
farms. One, his patients, and two, all the other dentists in town. You have the 
same opportunities, maybe even with a real estate agent patient. 

3. The endorsed mailing, the letter from the enthusiastic client/patient is 
infinitely more powerful than a letter from you. What someone else says about 
you is much more powerful than anything you can say about you. 

 



 

Now here’s how this works. We still stick with a 3-letter sequence to plant 
the farm. Letter #1, however, comes from the patient not the doctor, like the 
dentist wrote the letter for the Realtor. Then Letter #2 and #3 are from the 
doctor. So, let’s say you have a popular local insurance agent as a patient. You 
really wow him. He says, “Let me know if there’s anything I can ever do to help 
you”. Step 1. You arrange with him, at your expense of course, to mail to his 
customer list, a letter from him, on his stationery, just like the dentist wrote for 
the real estate agent, just like the sample in your Kit. Step 2. You follow up with 
a second and third letter, similar to our second and third letters in our basic 
system sequence. The insurance guy’s customer list becomes your farm. Right 
now, you probably have a champion of champions with circles of influences, 
lists, farms of several hundred people or more. You can implement this endorsed 
mailing strategy immediately, within a week. You can get responses the next 
week. Some new patients, other relationships started that will turn into more 
new patients down the road. 

 
This strategy alone is worth the entire investment in this entire package, 

many times over. Consider the lady real estate agent in my seminar. Her 
dentist/client probably has a thousand patients in his database, if not more. If 
the letter shown in your Kit goes out on the dentist’s stationery, in his envelopes, 
to those thousand patients, attached to her regular Letter #1 offering a good, 
free, widget, how many people, do you think, will respond? Well, let me tell you 
how many DID respond. Over forty requested the widget. Three called and 
immediately asked for appointments to get her help in selling and buying homes. 
Then she mailed the second letter and the third. Over all, six immediate 
transactions, over a hundred responses and relationships started. This dentist 
also knows or is known to all other dentists and so a similar letter goes to them, 
then are Letters 2 and 3. Out of that, about twenty responses, three immediate 
transactions. If she does a perfect job for those three and can groom one of them 
as a champion, she’ll be able to repeat the entire process all over again with his 
patient list as one farm, the other dentists as the other. She has the potential of 
going from dentist champion to dentist champion to dentist champion with an 
endless chain of referrals and affinity farms. Now believe me she’s one very 
excited Realtor. I really hope you grasp this idea and succeed in translating this 
idea because it is a competition-free, low-cost, powerful practice-building 
strategy that offers a fast, big payoff. There is no good reason not to use this 
strategy.   If you could do this just once a year, with one patient, who has a 
significant circle of influence, a list of at least a few hundred people, this alone 
can add $25,000.00-$50,000.00 in services and revenue to your practice. Over the 



 

next five years, this could be worth as much as a quarter of a million dollars to 
you. So please take it very seriously. 

 
DO YOU UNDERSTAND THE FOUNDATION OF ALL THE SYSTEMS? 

 
By now you have hopefully, undoubtedly, got the pattern that can be 

applied to any number of different target-markets or farms. When you really 
understand this pattern, you have the ability to be your own marketing genius. 
I can’t tell you how many times in how many types of businesses, industries and 
professions that I come in, apply this pattern, refit their business to the pattern, 
and leave looking like a genius. 

 
If you master the foundation that is common to all these Systems, you can 

keep going back to the well and applying it for an endless variety of purposes. 
 

AN EXTRA MARKETING OPPORTUNITY 
 
Still another way to use these Systems is in co-op marketing. Co-op 

marketing is a wonderful way to reduce your marketing expenses without 
proportionately reducing your effectiveness. I’ve seen chiropractors 
successfully conduct co-op campaigns with podiatrists, dentists, optometrists, 
massage therapists, weight-loss clinics, even medical doctors. The trick is to find 
another practitioner you like and respect, who likes and respects you, and who 
will learn and buy into these Systems just as you do. Then, just for example, you 
could each target the same neighborhood, each do a sequence of 3 letters to 
plant-the-farm, mail the letters in the same envelope, and split the list, 
envelopes, stuffing and postage costs. On a farm of 3000 mailed three times, this 
might save you a couple thousand dollars, maybe even more, enabling you to do 
more and better marketing. Another extension of this co-operative relationship 
is for you to send an endorsed mailing to your list on your co-op colleague’s 
behalf, and for him to send an endorsed mailing to his list on your behalf. The 
two of you can also combine for the event to be promoted with the optional 
fourth letter. You can do all of this with just one other participant, with two 
participants, even with three participants. I’ve also seen doctors in shopping 
centers combine with the other shopping center merchants in a sequence of 
mailings. In a sense, you’re doing much the same thing that a company like Val-
Pak or Money Mailer does for you, for prof& However in this case, you’re 
adhering to our one-of-a-kind Systems for superior results. This kind of creative 
co-operation can be very difficult to put together. On the other hand, when it 



 

works, it can enable the two or three participants to accomplish many things 
that they could not afford to do individually, independently or would not do 
individually or independently. 

 
How To “Get The Ball Rolling” 

 
Some doctors have used my audio cassettes as the tools for mastermind 

discussion meetings with other doctors, other area merchants and business 
people. You might organize a small group of progressive business owners and 
professionals to meet once or twice a month, listen to one of my Magnetic 
Marketing System audio cassettes, discuss it, and brainstorm ways to increase 
everybody’s prosperity. I encourage you to form a group outside your profession, 
maybe in your immediate business neighborhood, so that people from different 
businesses, backgrounds and knowledge bases come together and each 
contributes something to the other. This is in keeping with the master mind 
concept defined by Napoleon Hill in Think And Grow Rich and his other writings. 
As you can see, the tool-box you’re holding in your hand, can be the springboard 
to many, wonderful opportunities. 

 
(Note: If you haven’t read THINK AND GROW RICH, please get a copy and study it, at your 
earliest convenience.) 

 
Incidentally, chiropractors and dentists are ideal co-op marketing partners. 

In the years we held our seminars - over 500 throughout the U.S. and Canada ~ 
chiropractors and dentists attended together, met each other, and a number of 
very productive marketing partnerships developed as a result. 

 
THE MOST VALUABLE FARM OF ALL 

 
The most important farm of all, and the most neglected farm of all is your 

own patient base. It is axiomatic and ironic that most business owners and 
marketers virtually ignore or take for granted their existing clientele, while 
spending untold dollars and energies pursuing the next new customer, barely 
visible on the horizon. In fact, in many large businesses, the entire budget and 
control of customer service is stupidly placed under operations, not under 
marketing. Doctors make this same basic mistake. I can’t tell you how many 
doctors I’ve listened to in shock of spending $5.00 or $10.00 on a first-class New 
Patient Kit while those same doctors drop $500.00 a month on a Yellow Pages ad 
without blinking or without really tracking the results. Your patients are to be 
viewed as a prime referral farm, offering a higher potential yield than any other 



 

farm we’ve talked about. So, we’re going to apply these Systems to this farm in a 
manner appropriate with its potential yield. 

 
If new patients are a farm, or if you wish, a sub-farm, then we need a three-

letter sequence just to plant that farm. A sequence of three welcome letters. I 
would send the first letter the same day as the first treatment. The second letter 
three to five maybe seven days later. The third letter a week after that. And what 
should these letters say? Well, the first could be a simple, straightforward 
welcome letter. The second might deal with your spinal care class, inviting 
family members in for a check-up, maybe your nutrition program. And the third 
could primarily be a referral stimulation letter. The content of these letters and 
the enclosures will vary quite a bit from one doctor to another depending on 
what was given to the new patient in the new patient kit, how classes are offered 
or mandated and conducted, whether nutritional products are sold and so on. 
This is an excellent opportunity to introduce broader services -a dentist moving 
a pain relief patient to cosmetic dentistry, for example. But remember that the 
sequence is the most important part of the three letters. The doctor says, “Why 
should I do that, I’m going to see this person every couple of days anyway.” Well, 
yes, hopefully you are, but you’re going to be on the run when you do, you’ll be 
hopping, your staff will be hopping. They’re not going to take the time to sit 
down, relax with the patient, and talk about these things with the patient. Also, 
believe me, there’s a big difference in impact from casual conversation to a 
formal letter arriving in the mail. 

 
Now, once the new patient farm is planted, which effectively moves “New 

Patients” over to the total patient list, the bigger ongoing file, which needs 
constant and continuing nurturing. There are three basic parts or steps in 
farming this patient base. #1 is the patient newsletter. #2 Our special purpose 
letters. #3 Events. Predominantly Patient Appreciation events. 

 
Let’s take the special purpose letters first. In your Kit, I’ve given you six 

condition-specific letters. Allergies, arthritis, headaches, smoking, stress, and 
low-back pain. These letters as they are written could be used in follow-up and 
in continuing contact with other farms, notably the neighborhood farm. But 
these same letters could be used as referral stimulation letters sent to past and 
present patients. With six letters, you could mail one of every other month 
during a calendar year. 

 
Obviously, a dentist has to use different themes i.e. gum disease, bad breath, 

TMJ, cosmetic dentistry, and so on. 



 

 
I’ve even provided postcard versions of some of these letters so that you can 

see how to reformat this information into a postcard which can be printed and 
mailed less expensively than a letter, without the cost of an envelope. You should 
also have and use “Thank You For Referral’s” letters, and I would suggest a 
different letter for the first referral than for the second referral. If you utilize 
these letters and postcards intermixed, you can easily create and implement 12-
18 mail contacts per calendar year with your patient list. Add 6-12 newsletters 
to that and you have a very good, comprehensive program. 

 
Periodically, probably annually, you’re going to want to clean your list to 

identify those who have been completely inactive and unresponsive for a certain 
number of months. I suggest eight months and you may want to send them a 
final letter of some kind at that time. 

 
LET’S TALK ABOUT PATIENT NEWSLETTERS 

 
First let me say that I’ve historically been opposed to the prefab, 

commercially prepared newsletters that are sold to chiropractors and dentists, 
crash printed in a small space with the individual doctor’s identification, that 
otherwise are made up of generic information and generic references. However, 
I’ve gradually arrived at the position that using these beats doing nothing at all. 
And some, like Dr. Travis McFee’s HEALTHY, WEALTHY & WISE (ref.: The 
Profitable Dentist) are quite good. If you happen to find one of these you really, 
really like, you might add it to your mix. 

 
But what is still most effective as a major part of ongoing patient 

communications is your own home-made, personally prepared and written 
newsletter, that is a direct extension of your personality and your practice, that 
features patient recognition, and involvement. In your Kit, you’ll find a number 
of actual examples that I have selected from all of the ones that cross my desk, 
as good models.   Now I know that this is a lot of work. I can only suggest that 
you divvy up the work in gathering information for the newsletter so that you 
and each staff member handles one or two items. Maintain a clipping file of items 
from newspapers and magazines that you can include or write about. Spend a 
couple of hours a month at the library if you have to. If you have a PC and a 
modem you can use the Internet. The long-term payoff of consistently putting 
out a good newsletter is tremendous. 

 



 

“PATIENT APPRECIATION” EVENTS 
 
The last item to add to the marketing mix, for this most important farm, is 

the Patient Appreciation event. I know many doctors who use patient 
appreciation events 2-3 times a year, and every time they gain significant 
numbers of reactivations and referred new patients. It’s not uncommon for a 
one-day event to produce 20, 30, even more new patients. There are several 
calendar occasions that lend themselves naturally to patient appreciation. 
Thanksgiving as a way of saying thanks to the patients. New Year’s tied to New 
Year’s Resolutions. And summertime, for an outdoor or a partially outdoor event 
such as a picnic or a tent situation in your parking lot. You could also use your 
practice anniversary or some health-related tie-in like Stop Smoking Week. In 
your Kit, I’ve given you a two-letter sequence for a Thanksgiving Patient 
Appreciation promotion. In my letters, by the way, I’ve thrown in everything but 
the kitchen sink for purpose of example. You may only want to some of these 
things and different ones of these things each time. The patient appreciation 
events are the peaks in the continuing farming program. These are the times 
when you really see the impact and the payoff of your efforts although you’ll be 
clocking referral results continuously. If I were going to prioritize your target 
farming activity, which to get implemented, first, second and so on, I would say 
#1 is the new patients and the patient base. #2 is affinity. #3 is the neighborhood. 
#4 your own business neighborhood. And I would add, I would fit in an endorsed 
mailing any and every time the opportunity presented itself. If you would take 
these priorities to heart, block the time needed to get organized and up and 
running, and stick to it, you would soon see that obtaining your desired numbers 
of new patients is easier, more predictable, less costly and more professional this 
way than through any other means or media. After a year with this system you’ll 
be able to cut back the size and cost of your Yellow Pages advertising if you wish, 
drop other types of advertising, prevent slumps, you will be in control. 

 
A LITTLE WARNING: 

 
OK. Are you overwhelmed? Listen, I hope not. I hope you have enough 

discipline necessary to go back and do all of this. Break it down into little steps 
and then get going one step at a time. Keep in mind that we are building a New 
Patient Acquisition Machine here that you’re going to live with, depend on, and 
profit from, for the rest of your years in practice. Sure, you can use just parts 
and get profitable results. Yes, just the endorsed mailing strategy alone will be 
worth thousands, even tens of thousands of dollars this year and every future 
year. But my hope is that you will proceed with everything rather than 



 

piecemealing it, so you can wind up really free of the “Where will my next 
patient come from?”, worries. The agonizing over each advertising decision and 
expenditure. Free of it all, forever. And let’s remember the ancient adage “How 
do you eat an elephant?” Of course, you eat it one bite at a time, the same way 
you eat a small hamburger. 

 
So, please don’t be overwhelmed. Roll up your sleeves and dig in, tackling 

one step at a time. 
 
Now I want to go a step further and have you seen these Magnetic Marketing 

Systems as a part of a bigger picture. Let’s talk about the five parts of a total 
practice-building system. Step 1 is to have a maximum referrals system. What 
does that mean? That means that you have a thorough, comprehensive system, 
set of procedures, starting from the consult and exam, involving something 
programmed to happen with each visit. Your office handouts, your classes, all 
strategically planned and integrated to stimulate the greatest possible number 
of referrals. Remember that the average satisfied consumer, on their own 
initiative, tells just one other person about her satisfactory experience. But, the 
average dissatisfied consumer gripes to three or more. But reliable research 
indicates that the average consumer has significant influence over the behavior 
of fifty-two other adults. So, understand that your per patient total referral 
potential may be as high as fifty-two. When you advertise, promote, market, 
pursue new patients without having your act together, so as to stimulate the 
maximum number of referrals possible, you actually waste the lions’ share of 
your advertising dollars. As a matter of fact, most successful new patient 
acquisition methods and media, notably Yellow Pages Advertising and direct-
mail applied to a neighborhood, will basically break even. The profit must then 
come from the referrals you then get from those new patients that you could 
otherwise never get. You are buying a gateway to many new patients with each 
new patient. Each new person delivered to your door at break-even or better is 
a success because he’s a gateway to up to fifty-two more patients you could not 
reach otherwise. 

 

THE SMART MARKETER STRATEGICALLY INVESTS IN ACQUIRING GATEWAYS, 

JUST AS THE FARMER PLANTS SEEDS. AT THE END OF EACH MONTH, 

CONSIDER HOW MANY NEW GATEWAYS YOU OWN. THIS IS AN IMPORTANT 

QUESTION. 

 

 



 

Step 2 is your Unique Selling Proposition, your sales story. Let me tell you a 
true story. A doctor recently called and asked if we would prepare his Yellow 
Pages ad for him, which we do although we don’t actively pursue that business, 
and I said yes if he could answer one question. Why should I, your prospective 
patient, choose you vs. any and every other advertising doctor?  He said, “There 
really is no reason.” And I said, “I can’t help you.” As it turns out after 
considerable probing, we did find a USP, we did develop a five-point sales story. 
You’ve got to do the same. Now I talk a lot about Unique Selling Proposition and 
some of you may be sick of hearing about it, but you need to hear about it until 
you get one! Until you can concisely and persuasively answer, “Why should I, 
your prospective patient, choose you vs. any and every other advertising 
doctor?” 

Step 3 is smart internal marketing. It is to educate to the extreme. This is 
discussed in detail in my previous years “Patient Explosion System”. The 
fundamental principle is that the better educated and informed, but never 
bored, the patient is, the more referrals he will produce. Patient education is 
win, win, win, win. A win for the patient. A win for society. A win for your 
profession and a financial win for you. There is no better return on investment 
available than through patient education. So, are you doing everything possible 
in the realm of patient education? If not, why not. 

By the way, these days those of you with fee-for-service practices and a 
desire to maintain your independence had better be educating your patients 
about the ills of HMO’s and managed care, the dangers of nationalized health 
care, and the importance of choice. In dentistry, a client of mine, the well-known 
consultant Linda Miles has assembled a fantastic “system” just for this purpose, 
and every fee-for-service dentists should contact her and get involved. 

Finally, Step 4 is farming. The system within the system. It completes the 
loop. The Magnetic Marketing/Target Farming Systems will provide you with 
superior new patient flow. The other three steps will provide maximum return 
on investment from that new patient flow. One without the other is of 
questionable value. 

Step 5 is simply putting it all together, making sure that you go around all 
the bases. You have in your hands an opportunity to take a true quantum leap 
up and forward in your marketing. Most doctors, as you must be aware, have a 
catch as catch can approach to new patient acquisition. They tend to spend ad 
money on the media that is sold to them, which by the way is why direct mail 
stays low on the totem pole. There’s no direct mail sales rep coming around, 
bugging you. So squeaky wheels get the advertising dollars. Doctors also tend to 



 

do what they see other doctors doing. So, everybody winds up as Earl Nightingale 
described it, Following the Follower.” One result of this is competing 
practitioners battling over a small part of the market without ever successfully 
expanding the circle of the profession’s influence. Doctors also spend money on 
media without ever really taking the time to assemble a great message. All of 
these add up to the situation where every ad decision and expenditure is worried 
over before it’s made, resented after it’s made. 

Where restful nights are given up to wondering where next months’ new 
patients are coming from. Inconsistency rules. Some good months, some bad 
months. And that’s how the majority of the doctors will continue to handle the 
marketing responsibilities of practice. You can make a dramatic change in all of 
this, if you will invest the time to do it. 

Now, open up your Tool-Box and go to work! 
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IMPORTANT WARNING 

NOTICE 
ABOUT THE USE OF THIS TOOL KIT 

 

BEFORE using this Kit, it is prerequisite that you 
thoroughly study The Magnetic Marketing 

System/Tool Kit, current year’s edition, including 
listening to all six audio-cassettes. FAILING to do 

so will virtually guarantee that you will not 
understand the value and correct, effective use of 
the specialized tools exclusively for chiropractic or 

dental practice-building 
provided in this Kit. THIS KIT IS A SUPPLEMENT 
to The Magnetic Marketing System/Tool Kit. You 

should have received The Magnetic Marketing 
System with this Kit. If you did not, please 

contact us at 
 

Kimble & Kennedy Publishing 
A Division of Group M Marketing, Inc. 

 3355 Bee Cave Road, Suite 202 • Austin, TX 78746  

Tel: (512) 328-4334 . Fax: (512) 328-4464  

www.kimble-kennedy.com 
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Dear Doctor, 
 
CONGRATULATIONS - you have acquired a unique “marketing tool box” that has been 
more than 15 years in the making; has, in prior editions, proven itself by helping 
literally thousands of doctors affordably and efficiently attract desirable new 
patients...and will, if used, dramatically improve the way you obtain new patients, too. 
 
PLEASE NOTE THAT THIS IS NOT A COLLECTION OF “FORM LETTERS”, although most 
of the tools are letters. First of all, this is a collection pf “sequences of letters” and 
“marketing systems”. You cannot just look at this and “get it” - you must have gone 
through The Magnetic Marketing System and the instructions in this Kit. And you must 
use these tools as intended. The person who takes the world’s finest shovel and uses it 
to hang a picture is very likely to be disappointed with the outcome. 
 
PLEASE ALSO NOTE THAT THIS IS NOT 100% SCIENCE. While every tool provided here 
is tested and proven, there are a considerable number of variables far beyond my 
control, such as geographic differences, demographic differences, competitive issues, 
your own handling of inbound calls generated by marketing, your reputation in the 
community, and so on. Consequently, what works wonderfully for one doctor may 
disappoint another. Each doctor must test and work at developing his or her own 
systems using these tools. Rome wasn’t built in a day. In order to arrive at a Marketing 
System that may serve you for years to come, some patience, persistence and 
investment may be required. 
 
FINALLY, I HOPE that this inspires you to become a determined ‘student’ of marketing 
and to make the quantum earnings leap of becoming, first and foremost, a “marketer 
of services” rather than a “service provider.” Mind-set is at least as important as 
strategy or technique. 
 
Best, 
 
Dan S. Kennedy 
The Author 
 
PS: As a continuing education, you will find it enormously helpful to subscribe to my 
NO BS MARKETING LETTER and join my Inner Circle. Information should be enclosed, 
but if it is not, please call 602/269-3111 and request an Inner Circle Invitation packet. 
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Use these forms to list and date each item of new information and knowledge, each valuable idea, acquired in our discussions 
and work together, and from the books and other materials we recommend. 
 

1. Date _____________________          ___________________________________________________________________________  

  

 

2. Date _____________________          ___________________________________________________________________________  

  

 

3. Date _____________________          ___________________________________________________________________________  

  

 

4. Date _____________________          ___________________________________________________________________________  

  

 

5. Date _____________________          ___________________________________________________________________________  

  

 

6. Date _____________________          ___________________________________________________________________________  

  

 

7. Date _____________________          ___________________________________________________________________________  

  

 
What do you feel the above ideas and information can save and/or make you in the next 12 months; or how much is this 
information worth to you? $ Your name   

 
 

©Joint Copyright/1980,1993: J.E.T. and Dan Kennedy & Associates Konsulting 

  



 2. 
 
 

 

 
 

IMPORTANT NOTICE: 
 

LEGAL REQUIREMENTS AND ETHICAL STANDARDS REGARDING ADVERTISING, MARKETING, PATIENT 
COMMUNICATIONS, ETC. FOR YOUR PROFESSION VARY FROM STATE TO STATE AND SOMETIMES EVEN SEEM TO 
VARY BY WHIMSY. ACCORDINGLY, THE AUTHOR AND THE PUBLISHER OF THIS COURSE ISSUE THIS VERY 
IMPORTANT LEGAL NOTICE: 
 
NEITHER THE AUTHOR OR THE PUBLISHER MAKE ANY EXPRESS OR IMPLIED WARRANTIES CONCERNING THE 
LEGAL OR ETHICAL APPROPRIATENESS OF ANY OF THE ENCLOSED MARKETING DOCUMENTS, MATERIALS OR 
INSTRUCTIONS. NEITHER THE AUTHOR OR THE PUBLISHER ACCEPT ANY RESPONSIBILITY OR LIABILITY 
WHATSOEVER FOR THE LEGAL OR ETHICAL APPROPRIATENESS OF ANY OF THE ENCLOSED MARKETING 
DOCUMENTS, MATERIALS OR INSTRUCTIONS AND/OR YOUR USE OF SAME. IF IN DOUBT ABOUT THE 
APPROPRIATENESS OR LEGALITY OF ANY MATERIALS OR INSTRUCTIONS, YOU SHOULD OBTAIN COMPETENT 
GUIDANCE JUST AS YOU WOULD WITH ANY MARKETING DOCUMENTS, MATERIALS OR MARKETING PLANS YOU 
HAVE DEVELOPED OR WOULD DEVELOP ON YOUR OWN. RETENTION OF THIS COURSE BEYOND ITS GUARANTEE 
EXPIRATION CONSTITUTES ACCEPTANCE OF THESE TERMS AND THIS NOTICE. 
 

We also provide this standard Publishers’ legal notice: 
 
“This publication is designed to provide accurate and authoritative information in regard to the subject matter 
covered. It is sold with the understanding that the publisher is NOT engaged in rendering legal, accounting or 
other professional service. If legal advice or other expert assistance is required, the services of a competent 
professional person should be sought.” - From a Declaration of Principles jointly adopted by a Committee of the 
American Bar Association and a Committee of Publishers. 

 
 

 

Kimble & Kennedy Publishing 
A Division of Group M Marketing, Inc. 

 3355 Bee Cave Road, Suite 202 • Austin, TX 78746  

Tel: (512) 328-4334 • Fax: (512) 328-4464  

www.kimble-kennedy.com 

  

http://www.kimble-kennedy.com/
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Currently*,  when Mr. Kennedy develops a complete Marketing 
System for a private, individual client, including sequences of 
prospecting/marketing/sales letters, his fee typically ranges 

from $9,200.00 to over $20,000.00, plus royalties tied to results, 
for as long as the materials are used by the client. Based on 

comparable value, there is well over $50,000.00 in copywriting 
services and materials included in this Kit. 

 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

*Based on 1997 rates. 
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Neighborhood Target Farming means that you will carefully select a neighborhood, subdivision, 
community, one or several zip codes within convenient proximity to your office/clinic, then set 
out to become the dominant presence* in your profession, in that Farm Area, as quickly as 
possible. The tools you will use for this purpose are, first, an Intense Plant-The-Farm Letter 
Series (possibly with enclosures), then, second, a Long-Term Farm Maintenance Series of letters, 
postcards, newsletters and so on. In selecting the Farm, you may use only geographic 
parameters, or, within geographic parameters, you may also use demographic criteria to select 
only some of the households - for more information, refer to the Marketing Research Report 
“How To Turn Mailing Lists Into Money.” 

If these concepts are unfamiliar to you, it can only be because you have not completed study of 
The Magnetic Marketing System. 

*Dominant Presence: in the Farm, you are known by virtually everybody by name, by unique 
selling proposition and/or other marketing messages and have obtained significant immediate 
response. 

For a better understanding: 

The following 6 pages are reprinted with permission from THE $100,000.00 TARGET FARMING 
(FOR REAL ESTATE AGENTS) and THE SMALL BUSINESS EMERGENCY SURVIVAL SYSTEM, both 
authored by Dan Kennedy, originally published by Money Making Marketing Inc., rights 
reserved. These publications are no longer available (replaced by the current ‘Magnetic 
Marketing System.’ 

These two 3-letter sequences are provided here as examples to learn from, s& of the 3-Step 
Plant-The-Farm Process. Properly planting the farm is a critical process. Few direct mailers 
understand this or do it. STUDY these two sequences. See how each letter refers to the previous 
letter(s). Note the use of “widgets” to increase immediate response. 

For a better understanding of the “structure of the letters, refer to the book THE ULTIMATE 
SALES LETTER. 
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This next Section contains ACTUAL CHIROPRACTIC AND DENTAL LETTERS. It is very important 
to note that you will probably not want to use these letters exactly as is, although you are free 
to do so. Your letters should reflect your personality, your practice’s unique features and 
benefits, your community, and so forth. Also, much of what is used in marketing the chiropractic 
practice is easily adaptable to dental and vice versa, so you will find it advantageous to study 
and borrow from both. (There are more chiropractic than dental examples included here, and 
dentists are urged to use the chiropractic examples as well as the dental ones. Where there 
would be 80% to 90% repetition and it was easy to adapt one to the other, I did not do the 
duplicative work.) 
 
The first three letters provide the 3-step Plant The Farm Process. 
 
The fourth letter is an optional, follow-up letter. This Section also contains an event promotion, 
an example of co-op marketing, and an example of civic activity linkage. 
 

How To Mail The Plant-The-Farm Letters 
 
The best method of mailing is “pure A-pile mail”, including the use of an envelope that does not 
telegraph that it is business/advertising mail and that appears to be personal. This is fully 
discussed in The Magnetic Marketing System.  
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Just A Quick Letter to Introduce Myself. And,  
I have An Important FREE GIFT Reserved For You. 

 

Free Booklet reveals  
“How To Live Stress-Free In A Stress-Filled World!” 
 
Dear Neighbor, 
 
My name is Doctor John Subluxation, and my office is just a few miles 
East of the Oak Hills community, on Route 3. I’m pleased to tell you 
that many families living in Oak Hills, your neighbors, have been relying 
on our office for years. I’d like us to get acquainted too. 
 
Research done for an article in Time Magazine indicates that 1 in 20 
Americans consulted with a Doctor of Chiropractic last year. There are 
two reasons why I’m calling that to your attention: 
 

Reason #1:  If you or a family member ever suffers from 
back or neck pain, you need to choose the right Doctor 
to help. (Choosing the wrong Doctor might prolong the 

suffering, increase the cost.) 
 
The “ 1 in 20” statistics shows that Chiropractic is gaining ever-
increasing recognition as THE best approach to treating back and neck 
pain, including everything from an accident injury to unexplained, 
chronic nagging pain. I specialize in treating such conditions, have 19 
years’ experience you can trust, and have helped thousands of people, 
including many of the employees at the nearby Ford factory, professional 
athletes, even rodeo cowboys! 
 
You’ll find more information about me in my ad, in the Yellow Pages, on 
Page 6023. 
 

Reason #2:  Back and neck pain should NEVER be ignored. 
 
Back and neck pain represents one of the most common, least understood 
ailments, it causes more people to lose time at work, for example, than 
anything else, other than the common cold. But, unlike the cold, it may 
not just “go away.” People often “ignore it” but that can actually be 
dangerous. Back and neck pain may be an important warning signal from 
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your body of something that will get worse if ignored. On the other hand, 
many causes of such pain...even if that pain has been re-occurring off 
and on for years...can be eliminated through appropriate chiropractic 
care in a very short time. 
 

A Beneficial FREE service For You 
 
I don’t want you to ever ignore such a warning signal because you don’t 
know where to go, who to consult-so, should you or anyone in your family 
have back or neck pain, we will gladly offer you a 100% FREE EXAM, to 
determine whether or not we can help you, to determine the cause of your 
problem. And, incidentally, it’s good to get a spinal health check-up 
once a year. 
 

The Free Gift Booklet I Have Reserved For You Will Give 
You New Power Over Stress, Too 

 
I’ve also reserved, as a FREE GIFT for you, an interesting, practical, 
full-color booklet about PREVENTING STRESS.   Stress is something you 
and I can manage, to prevent future health problems AND to make everyday 
living more enjoyable. This booklet is titled: “How To Live Stress-Free 
In A Stress-Filled World” and includes tips on everything from time 
management to curing tension headaches with acupressure instead of pills. 
 
To get your FREE BOOKLET, just drop by our office anytime. While you’re 
here, if you like, take a quick 5-minute tour, although that’s not 
required. Or just call in and we’ll mail the Booklet to you. You’ll 
discover some simple things you can do to reduce the stress of today’s 
fast-paced life. If you prefer, you can even call our 24-hour Free 
RECORDED MESSAGE, hear more information about our Free Exam Offer, and 
leave your name and address, so we can mail you this beneficial booklet: 
0000000. 
 
Sincerely, 
 
John Subluxation, D.C.  
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JUST A REMINDER: 
Only A Small Supply Of Our Free “How To Conquer Stress” 
Booklets Are Still Available... Why Not Stop In & Get 

Your Copy Now? (While Our Supply Lasts.) 
 
Dear Neighbor, 
 
Why am I giving away this booklet for free?   What’s the “catch?” There is NO 
“catch.”   NO obligation. 
 
My reason for meeting and keeping in touch with my neighbor here in Oak Hills 
is very simple:   I hope that if and when the need arises, for you or someone 
in your family to look for professional help with back or neck pain, recovery 
from an auto or work accident, or some other health problem, you’ll remember 
to call on me for that help—just as many Oak Hills families have for years. 

 

PLEASE ACCEPT MY OFFER OF THIS VALUABLE BOOKLET: 
 
Why wait to find a good doctor until you URGENTLY need one? Take a few minutes 
now to become familiar with the services we offer at Oak Hills Chiropractic 
Family Health Center. And, pick up your FREE “HOW TO LIVE STRESS-FREE IN A 
STRESS-FILLED WORLD” BOOKLET when you stop in. (I wrote to you about this 
interesting Booklet a couple weeks ago and, since then, many Oak Hills folks 
have -dropped in and met us - now we’re almost out of these Booklets. You 
really need to stop in or call within the next few days to be sure of getting 
a copy. If you stop in, I’d appreciate just being able to shake hands and say 
hello.) 

 

A FREE CHECK-UP IS ALSO AVAILABLE. 
 
I’ve also enclosed a copy of our Professional Brochure. Please take a few 
minutes to look through it. And, if you or any member of your family has 
interest in a spinal health check-up, a FREE EXAM is available. 
 
Last, I’ve enclosed a single page titled: “What Oak Hills And Bay City Families 
Are Saying About Dr. Sulbuxation. “I thought you might be interested in some 
of our “success stories.” 
 
Sincerely, 
 
John Subluxation, D.C. 
P.S. It may interest you that many celebrities, like actress Delta Burke, and 
athletes, like Joe Montana, and many other famous folks have been quoted 
praising the benefits of Chiropractic.  
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I’M SORRY I HAVEN’T HEARD FROM YOU, In Response To My 
Two Previous Letters. However, Your FREE GIFT BOOKLET Is 

Enclosed. 
 
Dear Neighbor, 
 
It’s fitting that I enclose this little booklet about managing Stress - 
these days it’s easy to be so darned “busy” we don’t even have time to 
stop and meet our neighbors! 
 
Since you didn’t stop in. I decided to mail a copy of this booklet to 
you anyway. It may prove really important to you or someone in your 
family. 
 
It’s also worth mentioning — in these busy times — people skip semiannual 
or annual health check-ups. I strongly caution against this. A small 
investment of time in checking up on and maintaining sound health will 
pay big dividends your entire life. That’s why we gladly offer our 
neighbors a FREE SPINAL HEALTH CHECK-UP PLUS A BLOOD PRESSURE CHECK AND 
5-POINT HEALTH CHECK. Why not call and schedule your free check-up now? 
(Saturday and Evening appointments available) 
 
Sincerely, 
 
 
John Subluxation, D.C. 
 
P.S. If you stand in your driveway and look in every direction, at least 
one of the other homes within your sight probably includes a family 
member who’s a satisfied patient of our Oak Hills Chiropractic Family 
Health Center! 
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FINAL NOTICE: 
 

Our Supply Of “Conquer Stress”   Booklets Is Almost Gone 
- To Get Your FREE COPY, Please Call Or Stop In Within 

The Next 10 Days. 
 
 
Dear Neighbor, 
 
It’s fitting that I’m writing to you, for the third time, about 
information to help you and the members of your family prevent stress 
from damaging your health — in these incredibly busy times, we can’t 
even slow down long enough to meet our neighbors! 
 
Just the “busyness stress” can cause headaches, back pain, irritability, 
sap energy, even start serious problems in motion! Please stop in and 
pick up the information booklet about the things you can do for yourself, 
at home, to conquer stress. 
 
It’s also worth mentioning... (same conclusion as other Letter #3.) 
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YOU’RE INVITED To a Free Neighborhood Health Fair 
Saturday, Dates, Times 

 
Dear Neighbor, 
 
Over the past few weeks, I’ve written to you several times, to introduce 
myself, and offer free health information and check-ups. Many of my Oak 
Hill neighbors have taken advantage of these offers - but many , like you, 
haven’t... but I’m determined that we get acquainted... if for no better 
reason, so you have a doctor you know, trust and can call on with confidence 
if and when you need one. 
 
Please drop by our OPEN HOUSE HEALTH FAIR for.... 
 
FREE SCOLIOSIS CHECK-UP for children of all ages. (Early detection and 
treatment of this common childhood problem can be very important.) FREE 
BLOOD PRESSURE TESTS 
FREE HEIGHT-WEIGHT-BODY FAT CHECK-UP ... If you’re overweight for your 
height: FREE BODY FAT CHECK, FREE DIET SUGGESTIONS FOR SENSIBLE AND SAFE 
WEIGHT LOSS 
FREE SPINAL HEALTH & POSTURE CHECK-UP and your choice of Free Self- 
Help Booklets on Stress Control, Preventing Work Accidents, other topics. 
EVEN A FREE MINI-EYE EXAM from our Oak Hills Area neighbor, Doctor 
Binocular, Optometrist...and FREE, TASTY, HEALTHY COOKIES, BROWNIES, 
FRUIT BARS & OTHER REFRESHMENTS FROM THE “HEALTHY HEART BAKERY 
& HEALTH FOOD STORE” from Oak Hills Mall! 
AND HALF-PRICE MOVIE TICKETS given away as Door Prizes every half-hour! 
 
Stop in...meet our great Team, dedicated to YOUR health....enjoy the 
refreshments...you can get the check-ups you want, be in and out in less 
than 30 minutes! 
 
I hope to say hi and shake hands with you on Saturday the ___th! 
 
Sincerely, 
John Subluxation, D.C. 
P.S. There’s more going on here than will fit in our Offices, so look for 
the red-and-white- striped tent in out-patient parking lot! Oh, and by the 
way, the Woopinkimesis/Oak Hills High School Band Club is raising money for 
their Band Trip to the competition in Cleveland next month... they’ll be 
set up right across the street washing cars, so you can get your car washed 
and contribute to their good cause while you’re across the street at our 
Health Fair. And we’re going to give them an extra dollar for every person 
who goes through our Health Fair!   
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Just A Quick Letter To Introduce Myself. And I Have An 
Important FREE GIFT Reserved For You. 

 
Dear Neighbor, 
 
My name is Doctor John Happyface, and my office is just a few miles East 
of the Oak Hills community, on Route 3. I’m pleased to tell you that 
many families living in Oak Hills, your neighbors, have been relying on 
our office for years. I’d like us to get acquainted too. 
 
Many people go years without dental check-ups or even cleanings -and I’d 
like to quickly address that here, in case you’re in that group. 
 

Warning: If You Put Off Dental Check-Ups Or Cleaning.... 
 
We understand. Many people are “cowards” when it comes to visiting the 
dentist. But I’m here to tell you that is outdated. Today’s dental care 
methods and technologies are virtually painless. Our office “caters to 
cowards” and I guarantee that you will relax here and find the care you 
need, no more, no less, in a pleasant environment, with caring people, 
and without pain. Putting off dental check-ups or cleanings can prove 
to be very costly, though. Now we can prevent or even reverse gum disease, 
and make sure you have a healthy smile for life. If you haven’t had a 
check-up in a year or more, I urge you to arrange for your check-up, 
normally a $00.00 value, absolutely free of charge, as my get acquainted 
gift.* 
 
By the way, please do not ever ignore tooth or gum pain, bleeding or 
tender gums, tooth sensitivity to heat or cold - these are the body’s 
“early warning signals”, telling you to take care of a problem now, that 
if ignored, will definitely get worse. On the other hand, many such 
problems can be corrected in a short time with modern dental care even 
if they have been developing or occurring off and on for years. 
 

If You Don’t Have A Relationship With A Dentist   
 
Please - don’t wait until your urgently need a dentist. Drop in, visit 
and tour OR call and arrange a brief, FREE Dental Health Consultation, 
just to get acquainted OR take advantage of the FREE CHECK-UP OFFER that 
I mentioned earlier in this letter.* Take care of this now, so when the 
time comes that you need a dentist - even if it’s a sudden emergency, 
like your son losing a tooth in a baseball game accident or you having 
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pain flare-up over a weekend - you have a doctor to call who knows you 
and will respond. 
 

A FREE GIFT Just For Getting Acquainted.... 
 
Actually, I have two FREE GIFTS for you and your family: first, a 
fascinating little booklet about foods, nutrition and health, titled: 
“How To Use Foods To Do Everything From Relieve Headaches To Lose Weight” 
and, second, a Special Report titled: “Hollywood Smiles: How Modern Tooth 
Whitening And Smile Perfecting Techniques Work”. To get these Free 
Booklets, just drop by our office anytime. Or call and we’ll drop them 
in the mail to you. 
 
Sincerely, 
 
John Happyface, D.D.S. 
 
*PS: We can only provide a limited number of Free Check-Ups each month. 
In order to get a convenient appointment time (and avoid being put on a 
Waiting List), please respond to my letter as quickly as possible. (By 
the way, we are a “NO WAITING OFFICE” - you will be receiving care within 
7 minutes of your appointment time, guaranteed!) 
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SHOULD WE SEND OUT THE SEARCH PARTY????? 
 
Dear Neighbor, 
Just kidding about the search party - but I am wondering why I haven’t 
heard from you. I recently wrote to you, offering two very useful health 
booklets completely free of charge. I’m sure they contain information of 
value to you or members of your family - we do have a limited supply - 
and I hope you’ll drop by and pick up your copies very soon. 
Why am I giving away these booklets for free? What’s the “catch”? There 
is NO catch, NO obligation. My reason for meeting and keeping in touch 
with my neighbors here in Oak Hills is very simple: I hope that if and 
when the need arises, for you or someone in your family to look for 
professional help with dental care, that you’ll remember to call on me 
- just as many Oak Hill families have for years. (A few of their comments 
are on the enclosed blue sheet of paper.) 
Please accept my offer of these booklets. And remember that a free dental 
check-up is also available. I’ve enclosed a copy of our Professional 
Brochure. Please take a moment to look through it. And even if you just 
have questions about any of the services or dental procedures listed 
below, you can call, and I’ll be happy to talk with you about them over 
the phone: 
 

1. 2. 
3. 4. 
5. 6. 
7. 8. 
9. 10. 

 
...one way or another, let’s get acquainted. At the very least, call our 
24-hour FREE RECORDED MESSAGE, the “Oak Hills Dental Health Information 
Line.” 
 
I look forward to meeting you soon, 
 
John Happyface, D.D.S. 
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Following are two examples of Widgets created for real estate agents’ use as giveaways. In actual 
production, these are copied on both sides, on bright-colored paper, slightly heavier than 
normal typewriter paper. And, you’ll notice that there’s a place for the agent’s photograph. This 
IS the model you should follow in creating your Widgets. 
 

Suggested Widget Topics  
(Not in any priority order) 

 
1. 5 THINGS YOU CAN DO TO CONQUER HEADACHES 
2. 5 THINGS YOU CAN DO TO CONQUER “WEEKEND ATHLETE” ACHES & PAINS 
3. HOW TO WIPE OUT FATIGUE & ENJOY TWICE AS MUCH ENERGY 
4. 10 SECRETS OF SAFE, HEALTHY, FAST WEIGHT-LOSS 
5. HOW TO REDUCE STRESS & LOOK AND FEEL YOUNGER THAN YOUR YEARS 
6. FOODS & RECIPES FOR HEALTH, YOUTH & ENERGY 
7. HEALTHY LIVING SECRETS MOST MEDICAL DOCTORS WON’T TELLYOU 
8. WHAT TO DO IN CASE OF AN AUTO ACCIDENT 
9. WHAT TO DO IN CASE OF AN ACCIDENT AT WORK 
10. SPRING CLEANING INSIDE & OUT, FASTER, EASIER, CHEAPER AND WITH-OUT BACK PAIN 
11. GETTING YOUR HOME READY FOR WINTER INSIDE & OUT, FASTER, EASIER, CHEAPER AND 

WITHOUT BACK PAIN 
 
...and, undoubtedly, you can think of other topics. 
 

How To Obtain Material For Your Widget 
 

1. Back Issues, your own patient newsletter 
2. USA-TODAY 
3. Tabloids...Nat. Enquirer 
4. Prevention Magazine 
5. The Public Library — card file or computer search 
6. Pay a high school or college journalism student to do the research, if you do not want to 

do it yourself 
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1. Re. “Smiles” - tooth whitening, straightening without braces, 
cosmetic dentistry 

2. “What ‘Baby Boomers’ Turning 40 Need To Know About Dental 
Health” 

3. Re. bad breath, new treatments for 

4. Re. “How To Restore Your Gums To Health - Before It’s Too Late” 
Nutrition  
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Rick Proctor and Donna 
MacBrayne 
 
Pay for your ticket when you make 
the reservation. Otherwise the 
price you were quoted may go up. 
 
Discounted fares are subject to big 
penalties if you have to change 
your travel plans. 
 
You can frequently save big bucks 
if you stay over a Saturday night 
Make sure to ask about these dis-
counts. 
 
First class and coach tickets should 
be completely refundable. Ask 
before you buy. 
 
Use the shuttle service provided 
by many airports to save on the 
high fees charged by airport 
parking lots. Many shuttle specials 
are advertised in the business and 
travel sections of the newspaper. 
 
You can get the best prices on 
cruises by consulting the latest 
issues of Travel Weekly. Once 
you’ve decided on a cruise package 
go to several travel agents and see 
who can get the best price. Make 
sure to ask about cash rebates, rate 
differences for inside or outside 
cabins, free air fare to port of 
departure, or call the cruise line 
and see what kind of deal they can 
give you. 
 

Use your senior discounts wisely. 
Sometimes the “seniors” price is 
not as good as a ‘special’ discount 
that may be running. 
 
Discount travel services cater to 
people who can be out the door on 
short notice. You can save up to 
67% or more. Discounts get better 
as departure time nears. These 
firms usually have a membership 
fee, but it’s usually low and one 
trip more than makes up for it. 
 
Speaking of travel clubs... As with 
any membership INVESTIGATE 
before signing the contract. Too 
good to be true offers may be just 
that. Club fees usually range from 
$30-$60. Check the fine print and 
look for “Subject to availability” 
clauses. It might mean the trip you 
want isn’t available right now. 
 
Hotels come in all rates and sizes. 
The fancy ones with all the 
amenities cost more. If you just 
need a night’s sleep, try the budget 
motels. If you travel frequently, 
ask if the hotel has a “Club Plan”. A 
small membership fee can mean 
upgrades to better rooms and 
discounts on dining. 
 
Tired of commercial hotels? Try a 
really comfortable night in a Bed & 
Breakfast. Some B&B’s charge $100 
a night, but many are in the $30-
$50 range. You may have to share 
a bathroom, but the experience 
might just be worth it 
 
If you’re traveling by auto and you 
just need a few hours of shut eye, 
here’s some tips. Ask the desk 
sergeant if you can pull into the 
lost for a few hours. You won’t 
have to worry about safety. 24-
hour convenience stores might let 
you rest in their lot Make sure the 
store manager is aware of it 
though, otherwise you might be 
mistaken for a possible holdup 
man. Don’t forget to say thanks by 
buying your coffee and donut 

there in the morning. Truck stops 
are loud and noisy, but at least 
they have bathrooms nearby. No 
matter where you pull over, 
remember to lock your doors and 
put valuable under your seat. 
 
An interesting vacation can be had 
by swapping houses with a 
stranger. Home exchange 
companies can match you with 
another homeowner for a vacation 
“trade”. The company charges you 
a fee to list your home in its 
directory. If on the other hand 
you’d like to just rent your home 
as a vacation resort, it can be tax-
free income if you limit the total 
rental time to under 15 days per 
year. 
 
To help curb jet lag remember to 
eat lightly and only when you’re 
hungry, not necessarily when the 
airline thinks you should eat. The 
air in planes is very dehydrating so 
drink extra fluids (water and 
juices, not alcohol). If you get 
motion sickness when traveling, 
try candied ginger. Also, do not 
travel on an empty stomach and 
do not consume alcohol on the 
trip. Sit in the most stable part of 
the vehicle, keep your head 
straight and concentrate on the 
horizon. It really helps. 
 
Don’t forget to ensure the safety of 
you home before you leave on a 
vacation. Do not have your phone 
disconnected, ask your phone 
company for vacation rates 
instead. Stop delivery of mail and 
newspapers. Inform your local 
police and ask them to drive by 
your home occasionally to check it 
 
These travel tips are a 
service from Rick Proctor 
and Donna MacBrayne, 
Realtors who care about you. 
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Choose cotton for rags, or old 
towels, diapers or undershirts. 
Avoid cloths that contain 
synthetic fibers (like, nylon), 
they’re not very absorbent 
 
Make sure dusting cloths are 
clean, dirty ones will scratch 
furniture. 
 
Dampening your dustpan will 
prevent dust from rolling out. 
 
Cobwebs can be sticky and may 
stain surfaces. Lift them away 
from the wall, using a vacuum 
cleaner or cloth covered broom. 
 
Attach a piece of foam to the 
head of your vacuum’s edge 
cleaner before vacuuming trim, 
plaster or woodwork. This acts as 
a “bumper”. 
 
Tie a washcloth around your 
wrist before washing walls. It 
makes a great “drip catcher”. An 
athlete’s terry wristband works 
even better. 
 
Use a 2-bucket method for wash-
ing walls and floors. One bucket ‘ 
for the cleaning solution and a 
bucket of water for rinsing. This 
helps the keep the cleaning solu-
tion clean. 

Work in small areas circular 
when washing walls. Starting 
from the top or the bottom 
causes drips. 
 
Use only white, or colorfast 
cloths or sponges to clean walls, 
otherwise you’ll end up cleaning 
and painting. 
 
For grease spots on wallpaper, 
blot immediately with a clean 
paper towel. The use a clean 
piece of absorbent paper and 
press with a WARM iron (not 
hot). 
Get rid of soap film on tile by 
washing with a solution of house-
hold cleaner diluted or a mixture 
of 1 pan vinegar to 4 parts water. 
 
Run a typewriter eraser over 
mildewed grout Yes, it works. Or 
use a 3/4 cup bleach to 1 gallon of 
water solution. Wear rubber 
gloves. 
 
Vacuuming or dust-mopping 
floors on a daily basis gets rid the 
grit that takes the shine off of 
waxed or no-wax floor coverings. 
 
On wood and no-wax floors, 
remember a dust mop picks up 
more din than a broom. However, 
an oiled dust mop can ruin a 
waxed surface. Just slightly 
dampen with water. 
Some environmentally safe 
cleaners can be made from 
simple ingredients. Add 2 tsp. 
vinegar, a dab of detergent and 
water to a pump spray bottle and 
use instead of window cleaner. 
 
Don’t buy that expensive metal 
cleaner. Try using 1/2 cup 
vinegar mixed with 1 Tbs. salt for 
copper and brass. 

Use baking soda as a “soft scrub” 
for kitchen and bath fixtures and 
counter tops. 
 
Clean the inside of the 
refrigerator with 1/4 cup salt in 
1-pint water. This will get rid of 
refrigerator odor. Don’t forget to 
replace your box of baking soda 
inside the fridge each month. 
 
To hire help- decide what you 
need and don’t need. If you need 
only seasonal help make sure the 
agency provides this. Hud out 
what they will and will not do. 
Try looking at the local college. 
There are a lot of students who 
need the extra cash and who can 
do a great weekly cleaning job. 
 
Decorating Do’s 
 
You can change the mood of a 
room with color! The experts say 
whites, blues, and greens leave us 
feeling cold, while oranges, 
browns and maroons make us 
warm. 
 
You can make a small room look 
larger by with lighter colors on 
the walls, and mirrors. To make a 
room look smaller, paint the 
walls and ceiling different colors. 
Deeper colors make the walls 
appear closer together. Along 
narrow room will look shorter by 
painting an end wall a darker 
color than the side walls. A light-
colored ceiling appears higher 
than a darker colored one. 
 
This guide to sprucing up your 
home is brought to you by Rick 
Proctor and Donna MacBrayne, 
Realtors who care about you. 
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Prime Prospects’ Continuing Contact Sequence 
 

During 10 Months After Planting The Farm: 

 
 

Seasonal Letters 3  - 4 

Newsletters 5  - 10 

Patient Apprec’n Day Promotions 1  - 3 

Special Letter 1  - 2 

Option: Sat. Walk-Around    

Option: Contact via Community 
Involvement 

   

TOTAL CONTACTS 
10 - 19 

 
 
 

General Farm Area Continuing Contact Sequence 

During 10 Months After Planting The Farm: 

 

 

Seasonal Letters 2 - 3 

Newsletters 3 - 5 

Patient Apprec’n Day Promotions 1 -  

Special Letter 1 - 1 

    

Option: Samr    

TOTAL CONTACTS 
7  12 
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After completing the initial Plant-The-Farm Sequence, you will continue with additional letters, 
postcards, newsletters, etc. to nurture the Farm throughout the calendar year. 
 
Here is an assortment of Letters and Marketing Documents for those purposes. 
 

Special Health Letters 
 
With minor modifications — to be used for: 

▪ Farm Area Follow-up Patient  
▪ Farm Mailings  
▪ In-Office Hand-Outs  
▪ Newsletter Material 
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Dear 
 
It’s never too early or too late in late for “Smile Therapy”. What is 
“Smile Therapy”? It may just be an expert cleaning and safe, 
professionally applied chemical whitening that removes yellowing, 
stains, and causes of re-occurring bad breath. It may be straightening 
teeth - in many cases, WITHOUT braces! It may be bonding or other cosmetic 
dentistry procedures. 
 
Take a look at the amazing Before/After photos that are enclosed. In my 
office, you can see more of these and we can even do a COMPUTER IMAGE 
of how vow smile would look after the appropriate “Smile Therapy”. 
 
Would having a “Hollywood perfect” smile help you in your career? 
Increase your confidence? Make you happier? Make it easier to meet new 
people? Enhance your love life? It might very well do all of those 
things! Men and women alike report remarkable changes thanks to our 
“Smile Therapy”. (A few of their comments are in the enclosed brochure.) 
 
By the way, be wary of those “home remedies”, like teeth whitening 
chemicals bought in drug stores or from late night TV. In many cases, 
they contain harsh chemicals that can damage teeth or gums. 
 
Enclosed is a Certificate valid for a Complimentary Smile Therapy 
Examination, which you may use or pass along to someone else. There is 
no cost or obligation for this examination. Why not come in yourself or 
send a family member or close friend and see just how easy and painless 
it can be to enjoy a Hollywood-perfect smile? 
 
Sincerely, 
 
Dr. Donald Doright 
 
PS: The FREE EXAM OFFER is limited to a small number of new patients and 
it expires the first of X-Month. Please call now to schedule your 
appointment. There is NO COST, NO OBLIGATION. 
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WHO DO YOU KNOW WHO SUFFERS 
FROM GUM DISEASE AND WOULD LIKE SOME REAL RELIEF? 

 
Dear 
 
Many people believe (and have been told) “I’ve got gum disease and 
there’s nothing I can do about it.” And that’s often false. It’s almost 
never too late - but definitely never too early - to do something 
constructive about this problem. 
 
If you or someone in your family has receding, puffy, bleeding or painful 
gums, the time to consult with a dentist is NOW. At my Office, I promise 
you considerate, patient, courteous, professional care. We will 
thoroughly examine you and give you an explanation of the extent of your 
problem and your treatment options in plain English (not doctor-babble). 
 
Many cases of gum disease are preventable or curable. And 
there are different types of care including nutritional therapy, 
and at-home, self-treatment. The first step is a thorough examination. 
Then the best treatment plan can be chosen, explained, understood and 
put to work. 
 
If someone in your family or a friend suffers from gum disease, please 
use “ or give them the enclosed FREE EXAMINATION CERTIFICATE. There is 
absolutely no cost or obligation for this examination. 
 
Sincerely, 
 
 
Dr. Donald Doright 
 
P.S. Gum disease often causes chronic bad breath which cannot be masked 
with mints and may adversely affect you in business and in your personal 
life. The long-term effects of ignoring this problem are much more 
serious.  
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“I’VE GOT ANOTHER HEADACHE...” 

 
Dear, 
 
Did you know that some people suffer from headaches so frequently they 
consider them to be a regular part of life? That’s why aspirin and other 
headaches pills are such big sellers. But drugs can only relieve the 
symptoms temporarily — when many times, the re-occurring headaches may 
be the result of “TMT” (misalignment of the jaw) or other dental problems 
and a dentist expert in such problems can create permanent relief! 
 
Is headache-free living possible? Absolutely. Chronic headache 
sufferers, even migraine sufferers can stop drugging their symptoms and 
get real freedom from pain. 
 
If you, a family member, friend or co-worker often complains of 
headaches, the enclosed Complimentary Headache Examination Certificate 
will be of value. There is no cost or obligation of any kind. I’ll be 
happy to discuss the health history, headache history, and provide a 
preliminary examination, to determine whether or not treatment I can 
provide is likely to be beneficial. 
 
Sincerely, 
 
John Happyface D.D.S. 
 
PS: X-Month is Headache-Free living Month at our Office. This FREE EXAM 
OFFER ends on the 31st of X-Month. Call now. At the very least, for more 
information call my FREE RECORDED MESSAGE at 000-0000. 
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Here are some letters from actual Doctors (submitted for critique).*  
 
1. MAIN LINE CHIROPRACTIC 
 
Here is a series of three letters (although formatted and sent as self-mailers) used 
by Dr. Jerome Krasnoff. He reports satisfactory although not outstanding results. 
There are a number of very good elements incorporated in these letters. Letter #1 
is a “soft sell” introduction, with double free service offer. Letter #2 incorporate a 
very strong free widget offer. Letter #3 utilizes testimonials. Without revealing 
confidential information about his results, I can tell you that Dr. Krasnoff s results 
exceed direct-mail industry averages/norms and are more than sufficient to pay 
for this campaign. 
 
 
2. DYNAMIC CHIROPRACTIC 
 
Dr. Lehew has been a private consulting client of mine (and my personal Doctor) 
for several years, and I have watched this practice grow from inception, with 
exceptional growth year after year. This particular Letter #1, in actual use, is 
prepared in two colors on quality paper stock; mailed in the individually addressed 
envelope with a “live” stamp; and utilizes their successful Val-Pak Coupon as the 
insert (mention in the PS). You’ll notice that this is a testimonial-driven letter, as 
is most of Dr. Lehew’s advertising. 
 
 
3. MATSUKAEWA CHIROPRACTIC 
 
This Letter #1 was, I think, the model for the Main line Letter #2. I like the way the 
Thomas Edison story is told, and I like the excellent free widget offer. However, it’s 
important to note that both the Matsakawa and Main Line offers violate my Basic 
System by tying the free widget(s) to the consultation...not offering the widget(s) 
separately, in a non-threatening way. 
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4. ROCKY MOUNTAIN CHIROPRACTIC 
 
Dr. Barber’s Letter #1 includes a nice graphic-element, the Gift Certificate. 
 
 
 
 
 
 
 
*(Note: These materials are NOT copyright-free and may NOT be 
copied and used as is. Rights are reserved by these doctors. And 
please do NOT bother these doctors, contacting them directly. 
They are busy with their own practices. We should respect their 
generosity in providing these materials by not imposing on 
them.)  
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Dear Neighbor: 
 
Often, we live side by side, right near each other and never meet. Today the world moves so quickly it’s 
hard to keep up with everything. 
 
My name is Dr. Jerome S. Krasnoff. I’m your neighborhood Chiropractor. I want to take a few minutes and 
introduce myself to you. Talk to you as one neighbor to another - one friend to another. I have some very 
valuable and important information for you. 
 
First, let me tell you a little about myself. I have been in practice for 10 years. I’m a member of the Board 
of Directors of the Pennsylvania Chiropractic Society and I have been TWICE voted CHIROPRACTOR OF 
THE YEAR. I have also received numerous service and community awards. 
 
My practice philosophy is simple. Treat each patient as family. Take the time needed to find your problem, 
explain my findings in simple language and get you as healthy as possible. Cure the problem, don’t just 
hide the symptoms. Follow it all up with recommendations on nutrition and exercise. 
 
You may be saying “I know that Chiropractors specialize in back problems.” But you may not know that 
Chiropractic has been found to be the MOST EFFECTIVE WAY of treating back pain by the Harvard 
Medical Journal. It’s also very effective for arthritis, headaches, problems following auto accidents and to 
keep you feeling fit. In fact, for many people it’s the ONLY treatment that works. 
 
You also may not know that Chiropractic is covered by most Insurance plans, including Medicare, major 
medical plans, auto policies, unions, Blue Shield, etc. 
 
Like any good neighbor, I just gave you some good advice. Now let me give you something even more 
valuable. I would like to invite you and your family over. How else can we meet each other? Come on over 
to my office. We’ll show you around (give you the 5-cent tour). 
 
I’ll even give you a “sample” visit. At no charge I will give you a complimentary consultation and a free 
screening exam. This will tell you if I can help your problem. I believe in spoiling my “company”. So, I am 
also offering a free computerized nutritional evaluation. These 2 gifts to you have a $75.00 value. 
 
Let’s become friends. Let me help you and your family. Take advantage of the neighborly offer and call my 
office today for your appointment. 
 
Please, take advantage of this opportunity. What have you got to lose except your pain? Call today for your 
appointment. Don’t you and your family deserve to be healthy? Call 649-3616 today for an appointment. 
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Dear Friends & Neighbors, 
 
We have set aside time to acknowledge and appreciate our friends and neighbors in the 
area. We at Main Line Chiropractic are inviting you to come to our office for an 
opportunity to discover the benefits of this unique health care service: 
 

▪ View the award-winning video: “Introduction to Chiropractic.” 

▪ Receive free, informative booklet: “To The New Chiropractic Patient.” 

▪ Receive free, current issue of “Spinal Health Column” newsletter. 

▪ Receive free, pamphlet “Improve Your Health.” 

▪ Meet our friendly staff and find out about our family health care plan; get a 
free “Chiropractic keeps me smiling” balloon. 

▪ Free computerized nutritional analysis. 

▪ Free, no obligation consultation and health evaluation with Dr. Krasnoff. 

 

 
TO TAKE ADVANTAGE OF THIS OPPORTUNITY SIMPLY CALL OUR OFFICE AT 649-3616 AND LET US 

KNOW WHEN YOU WISH TO SCHEDULE YOURSELF. 
 

Inquire about our Special Drug-Interaction Analysis Program 
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IMPROVE YOUR HEALTH 

 
DEAR FRIEND AND NEIGHBOR, 
 
For the past few months we have been sending you some vital information about your health. 
Many of you have taken advantage of this information and called for an appointment. 
Unfortunately, some of you have not DON’T continue to risk your health and that of your 
family! Read this letter carefully to see what your neighbors are saying about Chiropractic 
and its benefits. At the end is a special offer for you and your family. PLEASE take advantage 
of it and give my office a call today. 
 

WHY DOES PEG PASS BY 10 OTHER CHIROPRACTORS? 
 
Meet Peg White, a long-time chiropractic patient. “I’ve had chronic neck pain for over 10 
years. I must drive by 10-20 other Chiropractors to get to Dr. Krasnoffs office. He has helped 
me!” Peg works for a major pharmaceutical company and has had severe pain that went from her 
neck into the shoulders and occasionally into her arms. Peg says “I can lead a normal life. 
Regular care by Dr. Krasnoff is the way to good health.” 
 

LOW BACK PAIN QUICKLY RELIEVED! 
 
Another patient John Shields III tells of his experience. “At first, I went to Dr. Krasnoff 
for a neck problem but then I really hurt my low back, lifting. Dr. Krasnoff quickly helped to 
relieve my pain. I now feel better everywhere and can enjoy activities which always used to 
hurt I’m glad to know Dr. Krasnoff and thank him for his help.” 
 
“Thank you Peg and John” says Dr. Krasnoff. “Helping nice people like you is the reason I have 
dedicated my life to health. Your satisfaction is my reward.” At Main Line Chiropractic we are 
pleased to get comments like these from our patients, and to give YOU the same care and 
attention our family gets. 
 

A SPECIAL INVITATION 
 
We would like to invite you to come to our office to discover the benefits of Chiropractic Health 
Care. 

• View the video “Beginning Your Chiropractic Health Care” 
• Receive FREE, informative booklet ‘To the New Chiropractic Patient” 
• Receive FREE, current issue of “Spinal Health Column” 
• Receive FREE, “Improve Your Health” pamphlet 
• Meet our friendly staff and find - A about our Family Health Care Plan; get a FREE 

“CHIROPRACTIC KEEPS ME SMILING” balloon 
• FREE computerized nutritional analysis 
• FREE No Obligation Consultation and Health Evaluation with Dr. Krasnoff 
 
TO TAKE ADVANTAGE OF THIS SPECIAL OPPORTUNITY SIMPLY CALL OUR OFFICE AT 649-3616 AND LET US KNOW 
WHEN YOU WANT TO SCHEDULE YOURSELF AND YOUR FAMILY. 

ASK ABOUT OUR SPECIAL DRUG INTERACTION PROGRAM 
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“THESE IS RELIEF FROM PAIN AND SORENESS CLOSE TO YOUR HOME!”  

 
Dear Ms. Franko-filipasi, 
 
Your neighbors have received relief from their nagging health problems at the Dynamic 
Chiropractic Center. 
 

“I was in a car accident and was having neck and lower back pain when I met Dr. 
Lehew. With her treatments. I am having very little pain. Dr. Lehew is very gentle 
and caring.”   Betty Baker, Sales Professional 
“I first started seeing Dr. Patti because the stress of my job was giving me 
headaches and a stiff neck 3 to 4 times a week. I feel wonderful—I don’t even get 
headaches at work anymore thanks to Dr. Patti.”   Terrie Phillips. Secretary 
 
“I’d been having trouble with a stiff neck. At times it would get so tight, turning 
it was very painful. Now my neck doesn’t tighten up and I have much better movement 
without the pain. Being treated by Dr. Patti is a very pleasant experience.”   Ralph 
Titus. Insurance Sales 

 
My name is Dr. Patti Lehew, and I am your neighborhood Chiropractor. My office is 
located at the corner of Central and Hatcher for your convenience. 
 
As a Chiropractic Physician, I work hard to help my patients get out of pain and stay 
out of pain.   A complete Chiropractic examination can determine ‘whether or not 
Chiropractic care can put an end to your health problem. 
 
Here are six benefits you can have from Chiropractic care: 

1) Freedom from low back and leg pain 
2) Reduction of neck and shoulder tightness 
3) Correction of persistent headaches 
4) Relief from stiff and painful joints 
5) Freedom from numbness in hands or feet 
6) Correction of pinched nerves 

 
Ms. Franko-filipasi, we accept health insurance, personal injury (auto accident etc.). 
Worker’s Compensation, and Medicare assignment. 
 
Yours for better health, 
 
Dr. Patti Lehew 
 
P.S. Ms. Franko-filipasi, enclosed is an introductory offer. It includes an 
examination, set of x-rays, and consultation for $19.00 (save over $125.00). Now is 
the time to take a positive step toward improved health and vitality. 
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Dear Friends & Neighbors of the Kakaako Community, 

We have set aside time to acknowledge and appreciate our friends and neighbors in the 

Kakaako district. We at the Matsukawa Chiropractic Office, are inviting you to come to our 

office for an opportunity to discover the benefits of this unique health care service: 

• View the award-winning video: “Introduction to Chiropractic.” 

• Receive free, informative booklet: “Chiropractic, A New Beginning.” 

• Receive free, current issue of “Voice for Health” magazine 

• Receive free, “The Force is Within You” pamphlet. 

• Meet our friendly staff and find out about our family health care plan; get a free 

“Chiropractic is for kids, too” balloon 

• Free stress survey • 

• Free, no obligation consultation and health evaluation with Dr. Matsukawa. 

TO TAKE ADVANTAGE OF THIS OPPORTUNITY SIMPLY CALL OUR OFFICE AT 536-3767 

AND LET US KNOW WHEN YOU WISH TO SCHEDULE YOURSELF. 

 

Inquire about our Special Kakaako Community Appreciation Special 
 

Offer Ends: 
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Dear Neighbor, 
 
Your health is the most important thing in your life. Choosing the right doctor and program of health care are among 
the most important decisions you can make for you and your family’s health. Why is Chiropractic a wise choice? 
 
Pain is your body’s warning signal. Signals from spinal misalignment include headaches, stress and sleep problems, 
neck/shoulder and arm pain, low back and leg pain, pain/numbness in hands, arms and legs, muscle spasms, achy 
feet Also stomach pain, dizziness, cholic, bed wetting, chronic bronchitis, asthma, sinusitis and chronic infections can 
be related to spinal misalignment Chiropractic can successfully treat these health problems plus injuries resulting from 
car, work and sports accidents. Difficult and chronic cases are encouraged to discuss the far-reaching results of 
chiropractic. 
 
If you are not a chiropractic case, I will tell you. If you are a chiropractic case, only chiropractic will help you! 
 
I offer you the personalized care of a single doctor office. I treat you as I want to be treated: with compassion, sincerity, 
integrity and expertise. There are no unnecessary procedures, tests or charges. I accept only those patients that I truly 
feel I can help. 
I have been successfully treating patients since 1982.1 graduated from Northwestern College of Chiropractic in 
Minneapolis, Minnesota and I am licensed in both Arizona and Minnesota for Chiropractic. Physio-Therapy, Traction 
and Acupuncture. I have also received a Fellowship from The International Academy of Clinical Acupuncture. 
 
Should you decide to try chiropractic care, I offer the attached Gift Certificate as a way to extend quality care at an 
affordable fee to you. But please, call or stop in and meet me and discuss any topics of health care concerning you. 
Consultation is without cost or obligation. 
 
TO YOUR GOOD HEALTH 
 
Dr. Diane M. Barber  
Chiropractic Physician 
 



 39. 
 
 

 

BUSINESS 
NEIGHBORHOOD 

MAGNETIC MARKETING 
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Instead of targeting a residential Farm Area, you can (also) target a Business Farm 
Area....it might be a single hi-rise building or all the stores and offices in close 
proximity to yours or every store in a strip center or mall, etc. 
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Business Neighbors Can Do Better By Pulling Together 
Than By Pulling Apart… 

 
Dear Business Neighbor, 
 
I’m writing to introduce myself — open the door for any cooperation that 
might benefit both our businesses — and offer you a Free Gift. 
 
My name is Dr. Don Doright, and my practice is located in the office 
building next to the Park Place Shopping Center, less than 1/4 mile away 
from you — yet I don’t think we’ve ever met. 
 
I’ve enclosed a copy of my Professional Brochure, plus a list of FREE 
REPORTS on various topics related to your health and well-being, and the 
health, safety and well-being of your employees. Just check off the 
Reports you’d like and drop the Form in the mail to us —there is NO COST 
and no obligation in getting these Reports. 
If there’s any way I might be of service, please don’t hesitate to call 
on me. 
 
Sincerely, 
 
Don Doright, D.C. 
 
P.S.   John Smith, the owner of Smith Decorating Den, just down the 
street from you, has been a patient of ours .for a little while. If you 
know John, you might ask him about us. 
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If workers comp, employee absenteeism, and similar costs 
are of any concern to you, here’s some information that 

may surprise you. 
 
Dear Business Neighbor, 
 
A couple of weeks ago, I wrote you, just to say “hello” and get 
acquainted...and I offered you your choice of our FREE REPORTS on health, 
safety, and well-being — I’m disappointed that we haven’t heard from you 
and would like to encourage you to avail yourself of these Reports. A 
duplicate list is enclosed. Just check off the ones you’d like and drop 
it in the mail to us. 
 
Also, if workers comp, employee absenteeism, and similar costs are of 
concern to you, here are some quick facts you ought to know: 
* A study reported in The Western Journal Of Medicine revealed that 
medical patients take almost 4 times longer to get well than chiropractic 
patients! 
* The same study found that chiropractic patients are 3 times more 
likely to be “Very Satisfied” with their care as are patients of medical 
doctors. 
 
*A study of Kansas Workers Compensation records showed a cost for the 
average chiropractic treatment of $68.43 vs. $117.61 for the average 
medical treatment....5-8 work-days lost by those injured employees under 
chiropractic care vs. 13.1 days lost by those under medical care. 
 

FREE INJURY PREVENTION EDUCATION FOR YOUR EMPLOYEES! 
 
I will provide a FREE 30- OR 60-Minute CLASS FOR YOUR EMPLOYEES on “Back 
And Neck Injury Prevention, Working Safe And Smart”...together we just 
may prevent a costly, troublesome accident...help your people have more 
energy, less fatigue and be more productive. There is no obligation to 
you or your employees. The class is free. 
 
Unfortunately, I can only accommodate a few requests for these classes 
each month, so, if this interests you, please let me know promptly, so 
that we can avoid a lengthy delay in scheduling. (By the way, employees 
LOVE this class. It’s fun, interesting and genuinely helpful. They’ll 
thank you for making it available.) 
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Please give me a call or stop in, so we can meet and visit. At the very 
least, please use the enclosed Form to request your Free Reports. 
 
I hope to hear from you soon. 
 
Sincerely, 
 
 
Don Doright, D.C. 
 
P.S. Did you know? - More days off work, “sick days”, are caused by back 
pain than by any other reason other than the incurable “common 
cold”...back injuries and back pain cost American business over $55-
Billion Dollars last year...most back injuries at work, most back pain, 
most neck pain experienced by office workers CAN be prevented. CAN be 
“self-relieved”...doesn’t getting this “how to” information for yourself 
and your people make good sense? 
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You’re Invited To A FREE Business Neighborhood “Lunch 
Hours” Health Fair Day, Date, Time 

 
Dear Business Neighbor, 
Over the past few weeks, I’ve written to you a couple of times to 
introduce myself and offer free health information for you and your 
employees. Many of our Business Neighbors have taken advantage of these 
offers — but many, like you, haven’t...but I’m determined that we get 
acquainted...so, please drop by our Open House Health Fair for - 
 
-FREE LUNCH-HOUR REFRESHMENTS...delicious, healthy snacks and juices...  
 
-FREE BLOOD PRESSURE TESTS 
 
-FREE HEIGHT-WEIGHT CHECK-UPS ~ if you’re overweight for your height  
 
-FREE body fat check, FREEE diet suggestions 
 
-FREE SPINAL HEALTH & POSTURE CHECK-UP 
 
-Even a FREE mini-EYE EXAM from our Park Place-neighbor, Doctor 
Binocular, Optometrist... 
 
-A take-home goodie bag of FREE, tasty, healthy cookies, brownies, and 
fruit bars from the “Healthy Heart Bakery” from the Oak Hills Mall... 
 
AND HALF_PRICE MOVIE TICKETS will be given away as Door Prizes every 15 
minutes! 
 
Stop in....meet our great Team, dedicated to YOUR health enjoy the 
refreshments.... 
and get all the check-ups in less than 20 minutes! (Please encourage 
your employees to spend their lunch-hour with us, too — enclosed is a 
poster for your employee bulletin.) 
 
I hope to say hi and shake hands with you on Day, the __th! 
 
Don Doright, D.C. 
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“Even my knots have knots...” 
 
Dear Business Neighbor, 
 
As you can see, I’ve attached a piece of string, tied in a knot, and a 
dollar bill to this letter. I’ve done this for three important reasons: 
 
1. Obviously, to get your attention, because I have something very 
beneficial to bring to your attention. 

2. The string-in-a-knot represents the knots every business person I 
know gets from time to time, in the neck, shoulder, and 
back...”entrepreneurial stress” attacking the body, causing fatigue, 
sapping energy, maybe laying the foundation for future health problems. 

3. The dollar bill is to remind you that all the wealth in the world 
loses its meaning for the person who loses his or her health in its 
pursuit! 

 
Our expert, on-staff Massage Therapists can make those knots go away! 
There are many benefits to be gained from a good, professional, 
therapeutic massage...and this is your invitation to experience a half-
hour massage ABSOLUTELY FREE OF CHARGE! (The attached dollar will pay 
for your introductory massage.) 
 
Call and make an appointment today. 
 
Your Business Neighbor, 
 
Don Doright, D.C. 
 
P.S. Enclosed is a ‘briefing” on the benefits of therapeutic massage. 
Please take a quick look at it, then call and arrange to experience these 
benefits for yourself. This is a limited offer - it expires in 20 days. 
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A FREE OFFER FROM A DENTIST IN YOUR BUSINESS 
NEIGHBORHOOD MAY, AT FIRST, BE ABOUT AS WELCOME AS A 

LETTER FROM THE TAX DEPARTMENT, 

BUT.... 
 
Dear Business Neighbor, 
 
My name is Dr. John Happyface, and my Office is located only a short 
walk down Doofus Street, from your building....yet I don’t think we’ve 
ever met, so I’m writing to introduce myself. 
 
I know that busy businesspeople and entrepreneurs are quite often 
GUILTY!!! of putting off dental check-ups, teeth cleaning and other 
important dental care. Maybe you are even a little “cowardly” about going 
to a dentist. 
 
We understand all that. And that’s why, for example, we “cater to 
cowards” with modern technologies combined with a caring, friendly staff 
AND a peaceful environment, for PAINLESS DENTISTRY. And that’s why we 
are a NO-WATTING OFFICE: you will be receiving care within 7 minutes of 
your appointment time, guaranteed. Many of our patients are our busy 
business neighbors, just like you. 
 
You know, if you haven’t had a thorough dental check-up in a while, 
sudden, unexpected tooth pain may be just around the corner. Why not 
prevent such an incident from happening and ruining an important business 
meeting? 
 
For a limited time, you are entitled to a COMPLETELY FREE EXAM AND 
CLEANING (if needed), with appointment times available as early as 7:00 
AM to as late as 7:00 PM, even during lunch hour, during our “Business 
Neighbor Welcome Weeks.” Please call Carol at 000-0000 to arrange your 
appointment. 
 
Sincerely, 
 
John Happyface, D.D.S. 
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Businesspeople Are Supposed To Be Smart About Managing 
Risk, About Prudent Investing... ....Dare I Accuse You 

Of Failing That Test? 
 
Dear Business Neighbor, 
 
A couple weeks ago, I wrote and offered you a FREE DENTAL HEALTH EXAM 
in my Office, within a few minutes of yours - but I haven’t heard from 
you, and, frankly, I’m concerned. 
 
As you can see, I’ve attached a crisp dollar bill to this letter. Why 
have I done such a “strange” thing? As a graphic reminder that what can 
be repaired or prevented for a dollar today may cost hundreds or even 
thousands of dollars to take care of if ignored, neglected or put off 
for too long. That’s why DENTAL HEALTH CARE (instead of “pain care”) is 
such a very good and smart investment. 
 
In fact, I have a Free Report, yours for the asking, that can be sent 
to you by mail, titled: “5 Ways Smart Businesspeople Invest In Their 
Dental Health And In Perfect Smiles.” Please call my FREE RECORDED 
MESSAGE at 000-0000 to obtain your copy. Or call my regular Office 
number: 000-0000 to arrange your complimentary exam. Do one or the other 
now, while this is fresh in your mind? 
 
What good is business or financial success if....you are embarrassed 
about the look of your smile? Or suffer from teeth pain from hot or cold 
beverages? Or gum disease erodes your dental health and you lose teeth 
in future years? Or, worst case scenario, you develop oral cancer? 
 
Be smart. Invest 30 minutes in your health. Call me. 
 
Sincerely, 
 
John Happyface, D.D. S. 
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NEW NEIGHBOR 
MAGNETIC MARKETING 

 

  



 49. 
 
 

 

 

 

Lists of new move-ins are readily available from local list 

brokers, Money Mailer, or by participating as a Welcome 

Wagon sponsor. Here are sample letters for that purpose: 

  



 50. 
 
 

 

 

WELCOME TO OAK HILLS - FROM AN 11 YEARS RESIDENT.  
WHO LOVES IT HERE.... 
 

Just A Quick Letter To Introduce Myself. And, I have An 
Important FREE Gift Reserved For You. 

 
Dear New Neighbor, 
 
I moved here to Oak Hills (from Cleveland) 11 years ago, and I just love this 
community. You’re going to be impressed, too, with the friendliness of the 
people, the seasonal community events and cultural activities, the entire 
lifestyle. 
 
Even after 11 years, though, I still remember the initial confusion and stress 
of moving. Part of that is having to form new service relationships — you can’t 
rely on good old Al down at the hardware store, your long-trusted mechanic, 
your long-time family doctor...and choosing new members for your family’s 
“support group” can be difficult. 
 
I can’t solve all those problems for you, but I may be able to resolve at least 
one. 
 
My name is Doctor John Subluxation, and my office is just a few miles East of 
Oak Hills community, on Route 3. I’m pleased to tell you that many families 
living in Oak Hills, your neighbors, have been relying on our office for years. 
I’d like us to get acquainted too. 
 
Research done for a recent article in “Time Magazine” indicates that 1 in 20 
Americans consulted with a Doctor of Chiropractic last year. There are two 
reasons why I’m calling that to your attention: 
 

Reason #1:   If you or a family member (ever) suffers 
from back or neck pain, you need to choose the right 

Doctor to help. (Choosing the wrong Doctor might prolong 
the suffering, increase the cost.) 

 
The “ 1 in 20” statistic shows that Chiropractic is gaining ever-increasing 
recognition as THE best approach to treating back and neck pain, including 
everything from accident injury to unexplained, chronic, nagging pain. I 
specialize in treating such conditions, have for 19 years’ experience you can 
trust, and have helped thousands of people, including many of the employees at 
the nearby Ford factory, professional athletes, even rodeo cowboys! 
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You’ll find more information about me in my ad, in the Yellow pages, on Page 
6023. And it is my policy to cooperatively refer to other health care 
professionals when appropriate. If you come to me with any problem inappropriate 
for chiropractic care here in mv office. I’ll call that to your attention and 
refer you to another Doctor who specializes in that area. 

 

Reason #2: Back and neck pain should NEVER be ignored. 
 
Back and neck pain represents one of the most common, least understood ailments. 
It causes more people to lose time work, for example, than anything else, other 
than the common cold. But, unlike the cold, it may not just “go away.” People 
often “ignore it”, but that can actually dangerous. Back and neck pain may be 
an important warning signal from body of something that will get worse if 
ignored. On the other band, many causes of such pain...even that pain has been 
re-occurring off and on for years...can be eliminated through appropriate 
chiropractic care in a very short time. 
 
Here’s a beneficial FREE service for you — as a special welcome gift... 
I don’t want you to ever ignore such warning signals because you don’t know 
where to go, who to consult — so, should you or anyone in your family have back 
or neck pain, we will gladly offer you a 100% FREE EXAM, to determine whether 
or not we can help you, to determine the cause of your problem. And 
incidentally, it’s a good idea to get a spinal health check-up once a year. 
And, if you packed and lifted boxes, moved furniture, drove unusually long 
distances, it’s a good idea to get a spinal health check-up now. 

 

The FREE GIFT BOOKLET That I Have Reserved For You Will 
Give You New Power Over Stress, Too 

 
I’ve also reserved, as a FREE GIFT for you, an interesting, practical, full-
color booklet about PREVENTING STRESS. Stress is something you and I can manage, 
to prevent future health problems AND to make everyday living more enjoyable. 
 
To get your FREE BOOKLET, just drop by our office anytime. While you’re here, 
if you like, take a quick 5-minute tour, although that’s not required. Or just 
call and we’ll mail the booklet to you. You’ll discover some simple things you 
can do to reduce the stress of today’s fast-paced life. 
 
Sincerely, 
 
 
John Subluxation, D.C. 
PS:   As an EXTRA WELCOME GIFT, I and my staff have prepared our own “Oak Hills 
Lifestyle Tip Sheet”...our favorite community activities for the whole year, 
favorite restaurants, things to do, places to shop, etc. Be sure to drop by 
and pick up this Tip Sheet, too. 
 
And, again, WELCOME!  
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Again, Welcome to Oak Hills...” 
 

JUST A REMINDER: 
Only A Small Supply Of Our Free “How To Conquer Stress” 

Booklets Are Still Available... 
 

Why Not Stop In & Get Your Copy Now?  
(While our supply lasts.) 

 
Dear Neighbor, 
 
Why am I “nagging” you about this Booklet...giving away this Booklet for 
free...what’s “the catch”? 
 
There is NO “catch.” NO obligation. 
 
My reason for meeting and keening in touch with mv neighbors here in Oak 
Hills - especially all our new neighbors - is very simple: I hope that 
if and when the need arises, for you or someone in your family to look 
for professional help with back or neck pain, recovery from an auto or 
work accident, or some other health problem, you’ll remember to call on 
me for that help ~ just as many Oak Hills families have for years. 
 

PLEASE ACCEPT MY OFFER OF THIS VALUABLE FREE BOOKLET: 
 
Why wait to find a good doctor until you URGENTLY need one? Take a few 
minutes now to become familiar with the services we offer at Oak Hills 
Chiropractic Family Health Center. And pick up your FREE “CONQUER STRESS” 
BOOKLET when you stop in. (I wrote to you about this interesting Booklet 
a couple of weeks ago and, since then, many Oak Hills folks and several 
newcomers have dropped in and met us ~ now we’re almost out of these 
booklets. You really need to stop in or call within the next few days 
to be sure of getting a copy. And, when you stop in, I’d appreciate just 
being able to shake hands and say “welcome” personally.) 
 

A FREE CHECK-UP IS ALSO AVAILABLE: 
 
I’ve also enclosed a copy of our Professional Brochure. Please take a 
few minutes to look through it. And, if you or any member of your family 
has interest in a spinal health check-up, a FREE EXAM is available. 
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If, for example, what you shrugged off as little aches and pains from 
the work of moving are still around, they may be “warning signals’ of a 
problem that, left untreated, might get worse. There’s really no need 
to “tough out” pain or to mask it with aspirin, other pills and drugs - 
all-natural chiropractic care IS a much better answer! 
 
Last, I’ve enclosed a single page titled: “What Oak Hills Families Are 
Saying About Dr. Subluxation.” I thought you might be interested in some 
of our “success stories.” 
 
Sincerely, 
 
John Subluxation D.C. 
 
P.S. It may interest you that many celebrities, like actress Delta Burke, 
and athletes, like Joe Montana of the San Francisco 49ers have been 
quoted praising the benefits of chiropractic care. 
 
P.P.S. We also have a copy of our “Oak Hills Lifestyle Tip Sheet” waiting 
for you - our own favorite things to do, places to go, restaurants, 
shops. I think you’ll find this Tip Sheet very useful and interesting. 
Every member of our staff has contributed to it. 
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I’M SORRY I HAVEN’T HEARD FROM YOU, In response To My 
Two Previous “Welcome Letters.” However, your FREE GIFT 

BOOKLET is enclosed. 
 
Dear New Neighbor, 
 
It’s fitting that I enclose this little booklet about managing Stress — 
these days it’s easy to be so damned “busy” we don’t even have time to 
stop and meet our neighbors! And I know that “getting settled” into a 
new home and new community IS a lot of work. 
 
Since you didn’t stop in, I decided to mail a copy of this booklet to 
you anyway. It may prove really important to you or someone in your 
family. 
 
It’s also worth mentioning ~ in these busy times — people skip semiannual 
or annual health check-ups. I strongly caution against this. A small 
investment of time in checking up on and maintaining sound health will 
pay big dividends your entire life. That’s why we gladly offer our 
neighbors a FREE SPINAL HEALTH CHECKJJP PLUS A BLOOD PRESSURE CHECK AND 
A 5-POINT HEALTH CHECK. Why not call and schedule your free check-up 
now? (Saturday and Evening appointments available.) 
 
Sincerely, 
 
John Subluxation, D.C. 
 
P.S.  If you stand in your driveway and look in every direction, at least 
one of the other homes within your sight probably includes a family 
member who’s a satisfied patient of our Oak Hills Chiropractic Family 
Health Center! 
 
P.P.S. Our own “Oak Hills Lifestyle Tip Sheet” is also still reserved 
for you. Just stop in and say “hi”. 
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A VALUE OF UP TO $500.00 FOR YOUR  
ENTIRE FAMILY - FREE! 

 
Dear New Neighbor, 
 
Finding your new family dentist may not be very high on your list of 
priorities at this moment, and I can certainly understand that. However, 
if I may, one very brief caution: please do NOT wait until you have an 
emergency need to go looking for a dentist! If your son gets a tooth 
broken off in a baseball game accident....if you have sudden tooth pain 
flare up and try ripping the top of your head off over a weekend then 
you want to be able to pick up the phone and call a dentist who knows 
you, who you trust and are comfortable with, and who will respond. 
 
That’s one very good reason for us to get acquainted as soon as you can 
fit it into your hectic schedule of getting settled here in Oak Hills. 
There are 28 other, very good reasons to choose my Office for all your 
family dental needs, and I’ve listed them on the enclosed blue sheet of 
paper - along with some comments about us from your Oak Hills neighbors. 
 

An Unprecedented Get Acquainted Offer 
 
You’re certainly welcome to drop by for a 5-minute Office Tour, meet 
Pam, Carol, Janet, myself and my associate, Dr. Grinning anytime you 
like -and, when you do, be sure to get our “Ten Steps To Dental Health” 
Checklist and our “Great Things To Do In Oak Hills” Guidebook and 
Community Calendar, as free gifts. 
 
But beyond that, during the months of X and Y, we are offering COMPLETELY 
FREE-OF-CHARGE DENTAL HEALTH EXAMS to ENTIRE FAMILIES, to welcome our 
new neighbors to Oak Hills. 
 

That’s right: you, your spouse, all your children - 
FREE. 

 
If you or they haven’t had check-ups in 6 months or longer, there ARE 
problems that can develop, ranging from cavities to gum disease to more 
serious matters, that are best diagnosed and treated as early as 
possible. (Although, on the other hand, today’s dental care methods and 
technologies allow me to 
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 reverse even long-standing, neglected problems.) Come in for this free 
check-up and insure your dental health! 
Under ordinary circumstances, comprehensive exams for a family of four 
could cost as much as $500.00 at our Office as well as most other offices 
in the Oak Hills area. This enormous savings is available only to a 
limited number of new neighbors in the month of X, so please call now. 
To schedule appointments for your family, please call Carol at 0000000. 
Or, at the very least, call my Dental Health Info-Line, a FREE RECORDED 
MESSAGE, at 000-0000 anytime. 
 
I look forward to meeting you. 
 
John Happyface D.D.S. 
 
PS: If you stand on your porch or in your driveway and look out in every 
direction, at least one of the homes you see will be owned by our happy, 
healthy patients! 
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• Available in many communities 

• Exclusive sponsorship offered and required (only one chiropractor) 

• A significant expense, so thorough follow-up commitment vital 

• Helps to have Welcome Wagon Hostess as patient 

 
 

Sequence 
 

1. Free Gift, Welcome Letter, Literature delivered by Welcome Wagon Hostess (counts as 
Letter # 1) 

2. Follow-Up Letter — counts as Letter #2 

3. Same basic New Resident Sequence — use as Letters #3, #4 and #5 

4. Invite to Health Fair/Open House 

5. Keep on Newsletter list 6-12 Months (Issues) 
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AFFINITY GROUP 
MAGNETIC MARKETING 
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“AFFINITY” means “having something in common.” The sample letters that follow 
are reprinted with permission, rights reserved, from THE $100,000.00 TARGET 
FARMING SYSTEM — they show a real estate agent’s plant-the-farm contacts to 
her fellow Chamber Of Commerce Members...an Affinity Farm. 
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Here is one of the hottest, highest pay-off direct-mail marketing strategies of 
all…creating a new “Farm” put of a “champions” circle of influence. 
 
A reminder...in order to identify opportunities to use this strategy, you have to be 
very aware of who your patients are, what they do, where they work, what their 
roles in the community are, and who they know. Also, of course, you have to be 
performing at such a superior level that you create Champions in the first place. 
 
 

“Do what you do so well that your patients  

cannot resist telling others about you.” 
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EXISTENT & PAST 
PATIENT 

MAGNETIC MARKETING 
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An all-too-often neglected “Farm” is the patient base itself. It is my experience 
that intensive, comprehensive, frequent written communication with past and 
present patients is, overall, long-term, the most productive means of engineering 
practice growth there is. 
 
The following Marketing Documents are for that purpose. 
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HAPPY THANKSGIVING! 
 
Dear Patient, 
 
First of all, I want to express my sincere THANKS for your trust, the 
opportunity of having you as a patient, and your referrals this past 
year. 
 
Second, I like to use Thanksgiving Season as an opportunity to do 
something special for my patients; their families and friends; and the 
community, and that’s what this letter is all about: 
 

ANNOUNCING OUR THANKSGIVING SEASON 
PATIENT APPRECIATION DAYS:   NOVEMBER ___ AND ___  

 
On these days, ALL PATIENTS ARE INVITED FOR FREE CLEANINGS & BREATH 
FRESHENING TREATMENTS with our hygienists, no appointments necessary, 
from 8:00 AM to 8:00PM. Healthy Refreshments will be served...Door Prizes 
given. 
 
PATIENTS WHO BRING A CANNED-GOODS ITEM FOR DONATION TO ST. MARY’S FOOD 
BANK will also receive a FREE 5-MINUTE MINI-NECK MASSAGE FROM THE MASSAGE 
THERAPISTS AT DR. JIM FOOSE’S OFFICE, who’ll be at our offices from 8 
to 8 these special days! AND WE’LL MATCH THE DONATION AND ADD A 2ND FOOD 
ITEM...together we’ll do something good for those in need in our 
community... 
 
PATIENTS’ RELATIVES. FRIENDS OR CO-WORKERS will be given FREE 
CONSULTATIONS AND EXAMS!   We’d like to see anybody you know and care 
about who hasn’t had a dental check-up recently or who complains of teeth 
sensitivity or pain. And, every Patient who brings in a friend or family 
member will be entered in a Prize Drawing for dinners out, movie tickets, 
and a top prize of two round-trip airline tickets to <City Name>! 
 
We’ll see you on Day or Day! 
 
Don Doright,D.C.  
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Patient 
Appreciation Day! 

Bring Family and Friends Wednesday, May 

10,1989 from 8 a.m. - 6 p.m. 
 

 

Appointments Are Required* -832-4077 
 

* All treatments on this day will be given at NO CHARGE 

* All exams & X-rays on this day will be given at NO CHARGE 

* All scoliosis exams on this day will be given at NO CHARGE 
 

This would be a great opportunity to introduce a friend 

or member of your family to Chiropractic. 
 

 

THE POWELL CLINIC thanks you for the pleasure of 

serving this great community for the past 5 years. 
 

 

649 N. York Road, Elmhurst, IL 60126 
 

*This offer does not apply for new workers compensation or personal injury cases. 
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BONUS DENTAL SECTION 
 

 

Excellent Advertising Examples 
To Learn From,  

For Dentists 
 

 

Follows: three dental ads submitted to me for Critique by Subscribers, and my 
comments. These all offer many excellent ideas for ad, coupon or letter copy. 
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1. The Doctor’s Column 
 

Each Issue should include one feature article by the Doctor. This might focus on a particular 
health problem-solution, a seasonal situation, etc. 

2. Welcome New Patients 
 

If a practice is averaging at least 10 or more new patients per month, we recommend including a 
list of the new patients with a brief, standard welcome message. 

3. “Health Mentors” 
 

This is our own original term - you are welcome to use it. This is the heading for a list of those 
patients who refer during the month. This list can be accompanied with brief copy thanking 
them and stimulating more referrals. You may extract some ideas for this copy from the “You, 
Too, Can Refer” letter. 

4. Health News-Brief 
 

It’s easy to collect short health facts and news items during the month from USA TODAY (an 
excellent topical source), Prevention, Consumer Reports, women’s magazines, etc. 

5. The Mail-Bag 
 

Most recently collected testimonial letters and patient comments. 

6. Schedule 
 
Office hours, Doctor’s speaking dates, radio appearances, dates his newspaper column appears, 
etc., in chronological calendar form. This Section can also include brief seasonal greetings i.e. 
Happy Easter, Thanksgiving, etc. 
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7.  Patient Of The Month 
 

Some doctors select a different patient or patient family each month to profile. Typically, the 
patient should have shown health improvement, kept appointments, and referred to qualify. If 
the patient happens to be in some type of business, so much the better, as he/she will appreciate 
the publicity. 

8. Births. Birthdays. Anniversaries. Graduations 
 

Some Doctors like to collect and publish this type of congratulatory information about their 
patients. People DO love to receive recognition in print, and this is one way to get a lot of 
patient’s names in print. 

9. Healthful Recipe Of The Month 

10. Quotable Quotes 
 

Humorous and inspirational quotes by famous people can be selected from almanacs, reference 
books, and magazines, and grouped by “theme.” One Newsletter might publish six or seven quotes 
about health; the next about family; etc. 
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JANUARY/FEBRUARY  ‘90 NEWSLETTER 
 

WELCOME TO OUR NEWEST PATIENTS! 

 

 

CAROL EDWARDS AUDREY ARNOLDS BILL SHAVER 

KATHERINE MEPSTEAD LARRY ORTLIEB JENNIFER RICE 

CARL INSLEY PATTY WHITE KORRI PETERSON 

EILEEN BINNS DOUG KILPATRICK ANN SPICE 

DAVID HOOVER DILLON MCCARTHY TOM WALDHERR 

NEAL KILPATRICK GORD BINNS MURRAY WHITE 

JEFFREY MOSSOP JOHN BOWMAN DAVID WERT 

PAUL TRENTADUE JOHN WHYTALL KEITH TUPLIN 

HARRY SMITH ED SPICE TONY TRENTADUE 

DANIELLE ROSE MARGARET ROGERS EDNA SMITH 

DON ALDCROFT VINCE CARCONE SUSAN SHAVER 

ED BEACH SANDY MCDONALD SHIRLEY STEIN 

ADAM VELTRI EVE-LYNN DOBIE GLADYS SMITH 

KAREN HOOVER GRACE KINSELLA BETH MACKENZIE 

DAN WATSON LENORA ROSE NORMA HENDERSON 

JOSEPH GALLO MAXINE WALLACE THERESA ERTL 

BRYAN SHARP SANDRA SPURGEON DIANE MORGAN 

GAIL MAY TED SPICE GEOFFREY HOLT 

DARLENE RICE PHYLLIS WHITTEN JUDY LAMBERSKY 

JOANNE WAITE ALLEN OLDHAM AUDREY NEWTON 

 

We would also like to thank the following for referring our patients to us! 

  
DOUG WILSON CRISTA VAN BRUGGER LAURIE RICE 

CAROL-ANNE HOOVER ROBERT FOCKLER PAT PETERSON 

ANGELA SAGER JOHN MEGARRY LARRY ORTLIEB 

DOUG KILPATRICK EILEEN BINNS JILL MOSSOP 

ELVA WERT MARVIN CLARK ANN SPICE 

ANNE ROSE KIM ROGERS RED SMITH 

BONNIE ALDCROFT BILL SHAVER PAM BEACH 

HARRY SMITH BERNICE DUNKELD WAYNE LINK 

DAVE WERT VERA FRANCIS BILL WALLACE 

WILMA VERHOOG MARG HOOVER MEGAN STANFORD 

DARYL WHITTEN JANICE BERGER MURRAY CRONE 

SHEILA RICHARDSON   
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Happy New Year to one and all. This  is the beginning of a new decade 
for all  of us.     We are just recovering from the business of the times 
that preceded. We look forward to an extremely busy and eventful year  
in 1990. It was just ten short years ago that I  started my practice in 
my home here in Ballantrae and the support that we have received from 
the community has been overwhelming.    This continues to help us in 
realizing our dreams of a new professional center. 
 
Well   in this report  I  would  like to talk about a new common ground 
for chiropractic and medicine and that  is the treatment of  chronic 
back pain.   We will  as usual  quote  from the Chiropractic Report which 
is an international  review of professional and research issues that is 
published bimonthly. The editor is David Chapman-Smith,   LL.B. (Hons.) 
What is this new common ground?    Well  chronic back pain, which is 
pain persisting for several  months or years,   is now seen as one of 
the major health issues confronting industrialized society.  Work and  
life get more sedentary each year.  Stress intensifies, and disability 
from back pain is producing remarkable statistics: 
 

- between 1971 and 1981  the US population rose by 12.5%, but the 
number of people with disabling back pain rose by 168%.  The growth 
of  this disability  is greater than any other. 

 
- 85% of people will experience disabling low-back pain during their  

lives.  Deyo reports that.6.8% of  the U.S. adult population is 
Suffering from an episode of back pain lasting more than two weeks 
at any given time.  In the U.K. episodes of  incapacity per 1,000 
persons per year rose dramatically from 1954/1955 (21.7 for men 
and 8 for women) to 1980/81  (58.2 for men and 44.7 for women). In 
that period days of sick certification per 1,000 rose from 506 to 
1882 (about 350%)  for men and 329 to 1062  (about 500%) for women. 

 
- the cost is staggering. In 1982 best estimates were *50 billion in 

the U.S.  and 1,000 million pounds in the U.K. The 30-50 age group 
low-back pain is the single most expensive health care problem. 

 
- about 85% of  those suffering back pain recover within three months.     

However approximately 15% do not. They develop chronic disability 
and are responsible for approximately 85% of  the cost of back pain 
to society. 

 
The public and the medical profession have been learning more about 
chiropractic education and skills and making much greater use of 
chiropractors. 



 106. 
 
 

 

The medical  profession has acknowledged the need for a fundamental  new 
approach to the management of back pain, especially chronic back pain.    
There has also been a sudden wealth of new research into the management 
of back pain. 
 
As the 1990*s commence chiropractic,  medicine and basic scientists have 
developed considerable common ground concerning management of chronic 
back pain.  Much remains unclear and  it is  likely that medicine’s new 
general emphasis on  improved function will  be refined to incorporate 
assessment of  individual   joint dysfunction as the training and manual  
skills of chiropractors become better understood. However, there is 
agreement upon these principles traditional to chiropractic education 
and practice. 
1. Emphasis should be on ear 1v return to function - of joints and 

muscles,  and activities of daily  living  - rather than rest and 
pain management. 

2. Maintenance of function of joints and other soft tissues “is a 
powerful  homeostatic mechanism”, to quote the words of Mayer. MP.     
Beneficial effects  include promotion of bone and muscle strength,   
promotion of  connective tissue tensile strength, improved disc and 
cartilage nutrition and increased systemic endorphin levels.     
Immobilization, by contrast, produces many detrimental effects  
Including first irreversible osteoarthr1t1c changes within two weeks. 

3. Patients disabled by chronic back pain should have integrated 
management that addresses various physical and psychosocial  aspects 
of  their problems and combines practitioner-based treatment with 
patient education and active participation  in recovery. 

If any of you out there, either professional or lay, would like a reprint 
of the Chiropractic Report and the full description of this combined 
approach please contact me and I’d be happy to photocopy it. Now on to 
Kris’ Korner. 
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KRIS’ KORNER 
 
Snow, snow, go away come again another day! (Like maybe 
next November,  December!) I know that’s not a very 
good attitude to have but hey, I  have nothing against 
winter.  Snow falling, fires glowing, but it’s started 
to rain, freezing rain, ice cold nasty weather. There  
I feel much better now! 
 
Spring is slowly approaching and that is definitely 

something to look forward to. For all of you sweet romantics out there, 
this  is usually a great month to plan that kind thoughtful  surprise 
for your special someone. (One of my favorites.) Then before we know it,  
spring will have arrived, and all  the signs of winter will  have faded. 
And happy thoughts will appear once more.  Have a lovely Valentine’s 
Day! 
 
This month I hope you all enjoy the recipes I’ve chosen for you. Take 
care.  Be well. 
 
HAM AND VEGETABLE ROLL-UPS  
2 cups seasoned croutons 1/4 cup melted butter 
1 can  (10-3/4 ounces)  cream of chicken soup 
1 cup mayonnaise 
1 tablespoons lemon juice 
1 package  (10 ounces)  frozen chopped spinach, drained 1/3 cup plain 
yogurt or dairy sour cream 1 teaspoon instant minced onion 
1 teaspoon Worcestershire sauce 8 slices boiled ham, sliced thin 8 spears 
fresh asparagus 
1/2-pound fresh mushrooms sliced crosswise 
2 tablespoons butter 
 
Mix the croutons with 1/4 cup butter;  spread in bottom of 9-in.  baking 
dish. Combine soup,  mayonnaise and  lemon juice. Spoon half of mixture 
over croutons; set remainder aside. Mix together spinach,  yogurt/sour 
cream,  onion and Worcestershire sauce.  Spread spinach mixture on each 
ham slice.  Place an asparagus spear on top;  roll  up. Place rolls seam 
side down in baking dish;  spoon remaining sauce over top. Sauté 
mushrooms in 2 tablespoons butter; sprinkle on top. Bake at 350° for 25 
minutes or until bubbly. Yield:  4-6 servings. 
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PINTO BEAN/HAM SOUP 
1-pound dry pinto beans 
6 large carrots, sliced 1/2 inch thick 
1 large chopped onion 
6 stalks celery sliced in 1/2-inch bias cuts 
1 large clove garlic  
3-1/2 to 4 pounds ham hocks 
2 teaspoons paprika 
CSIPETKE:    1 cup all-purpose flour  

1/2 teaspoon salt 1 egg 
1 tablespoon vegetable oil 

 
1/2 cup dairy sour cream, optional 
1 tablespoon fresh chopped parsley 
1 teaspoons vinegar 
 
Wash and sort beans. Soak in cold water overnight; drain. In a  large 8-qt.  
pot combine beans, carrots,  onions, celery, garlic, meat and paprika.    
Add enough water to cover ingredients by 2 inches.  Simmer,  partly covered,   
for 2-1/2 hours or until  the beans are tender,  adding more water as 
needed. When beans are tender;  remove meat to side dish. To make Csipetke, 
mix all   ingredients into stiff dough; let rest for 30 minutes.  Divide 
into 4 parts.  Flatten each part and pinch off pieces about the size of a 
cherry pit; roll  between fingers and drop into hot soup.  Cook 30 minutes. 
Blend in sour cream, if desired. Mix in parsley and vinegar; adjust 
seasoning.  Cut reserved ham into bite-size pieces;  stir  into soup. Yield: 
4 quarts. 
 
CAULIFLOWER AND HAM CHOWDER 
1 cup thinly sliced celery 
1 cups sliced cauliflower,  fresh or frozen  
1 can (13 ounces)  chicken broth 
1 cup half-and-half or evaporated milk 
1 can (10-3/4 ounces)  cream of potato soup  
1/4 cup water 
1 tablespoons cornstarch  
1/8 teaspoon white pepper  
2 cups diced,  cooked ham 
1/2 cup grated Cheddar cheese 
 
In  large, covered saucepan, cook celery and cauliflower in chicken broth 
until almost tender, about 10 minutes. Do not drain. Set aside. In mixing 
bowl, gradually stir half-and-half/milk into undiluted potato soup. Blend 
water, cornstarch and pepper. Stir into soup mixture; pour over cauliflower. 
Stir in ham. Simmer over low heat for 10 minutes. Just before serving, stir 
in cheese. Garnish with fresh parsley. Yield:    6-8 servings. 
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ASK THE EXPERTS (University of California. Berkeley Wellness Letter)  Vol.  
6. Issue 5 
1. Are jalapeno peppers and other  spicy foods bad for you? V.S., Dobbins, 
CA 
All  hot peppers contain capsaicin,  a natural  substance that produces a 
burning sensation in the mouth,  causes the eyes to water and the nose to 
run,  and even induces perspiration. Many people enjoy the experience,   and 
there’s no evidence that spicy foods do any harm. The inhabitants of Brazil, 
Mexico,   India,  and Thailand, for example, where hot peppers are used 
heavily in cooking, have no higher incidence of stomach ulcers. Hot peppers 
won’t aggravate or cause hemorrhoids, as has often been claimed,  since 
capsaicin is broken down before it reaches the lower intestine. Of course,   
if the peppers seem to give you heartburn, you should limit your consumption 
of them. 
 
On the bright side,  spicy foods do promote the secretion of saliva and 
gastric juices and may help speed up digestion. They may also have some 
antibacterial  effect. Peppers, by the way, are relatives of  the tomato 
and are rich in vitamin C - though you would have to eat half a chili  
pepper  to get a significant amount. 
 
2. What are hot dogs really made of? G.S.,  Richmond, VA Hot dogs are made 
of either beef,   pork,  or poultry,  as well as the following:    corn 
sweeteners,   salt,   spices, smoke flavoring;  soy flour/protein or dried 
milk as fillers; and sodium nitrate or other preservatives such as sodium 
erythorbate,  BHT,   or BHA. Some people worry that hot dogs contain animal 
by-products  (such as pork stomach, snout, heart,   spleen,   lips,  and 
cartilage), but few brands actually do. If by-products are used,  the 
specific parts must be listed on the labels. 
 
The real   problem with nearly all  hot dogs - even those made from chicken 
or turkey,  which generally contain skin - is that they are relatively high 
in saturated fat  (fat accounts for about 70% of their total  calories) and 
sodium  (450 to 650 mi 11i grams). 
 
3. Should  I wash dried peas,  beans,  and  lentils before cooking them? 
What about soaking?  A.L.,  West Orange, NJ. Dried peas and beans may indeed 
contain small  pebbles, bits of soil, and other debris,   so it’s always a 
good idea to wash them under running water and to look at them, handful by 
handful,  so that you can spot any foreign material and remove it. Generally, 
dried legumes are much cleaner today than they used to be. 
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In addition, soaking  the dried beans for a  least a couple of hours is 
usually necessary before cooking,   but most packages have suggestions for 
short cuts  (such as  letting the product stand in very hot water for an 
hour).  To reduce the amount of carbohydrates that cause intestinal  gas,  
you will need to soak the beans overnight and then discard the soaking water 
before cooking.  Or pour boiling water over the beans and soak for half a 
day or so,   then discard this water. 
 
HUG OF THE MONTH 
(From The Hug Therapy Book - by Kathleen Keating) Picked by Bryan Sharp - 
thanks Bryan! 
 
BEAR HUG:  In the traditional  bear  hug  (named for members of the family 
Ursidae who do it best),  one hugger usually is taller and broader than the 
other,  but this  is not necessary to sustain the emotional  quality of 
bear-hugging. The taller hugger may stand straight or slightly curved over 
the shorter one,  arms wrapped firmly around the other’s shoulders. The 
shorter of the pair stands straight with head against the taller bugger’s 
shoulder or chest, arms wrapped - also firmly!- around whatever area between 
waist and chest that they will  reach.  Bodies are touching in a powerful,  
strong squeeze that can last five to ten seconds or more.  
 
We suggest you use skill  and forbearance in making the hug firm rather 
than breathless.    Always be considerate of your partner,  no matter what 
style of hug you are sharing. 
 
The feeling during a bear hug is warm,  supportive, and secure. 
 
Bear hugs are for: 
 

- Those who share a common feeling or a common cause. Parents and 
offspring.    Both need  lots of reassuring bear hugs. 

- Grandparents and grandoffspring. Don’t leave grandparents out of  
family bear hugs. 

- Friends  (this includes marrieds and  lovers,  who hopefully are 
friends too.) 

- Anyone who wants to say,  wordlessly,  “You’re terrific!” Or,  “I’m 
your friend; you can count on me.” Or,  “I share whatever pain or  joy 
you’re feeling.” 

 
What can a bear hug say for you? 
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CONGRATULATIONS! 
Congratulations to Mr. & Mrs. Robert Reynolds on the arrival of  their son 
Christopher Erin,  October 25,  1989 - 91bs. 
 
 
PATIENTS OF THE MONTH 
For three years  I  had been suffering from dizziness, clumsiness, numb 
toes and feet and difficulty in walking.     I had tried some drugs which 
were prescribed by my doctor but was still  having troubles.    A friend 
suggested  I  see Dr. Bare, knowing that these problems could be caused by 
problems in the spine. 
 
1 have had very good results with chiropractic.   I am walking much better 
and the numbness and dizziness drastically decreased.  I  would definitely 
recommend chiropractic to others as  I  had fast results without drugs. 
 

Eileen Binns (age 55)  
Housewife 

Kirkfield, Ontario 
 

******** 
 
Having used the services of another chiropractor  I  knew of the benefits 
of spinal manipulation. I was suffering from lower back pain and after using 
the corrective foot devices for about four months  I  have found that the 
pain has disappeared. 
 
If anyone has had prolonged periods of back pain I believe they should  
investigate the services offered by a qualified chiropractor. 
 

Philip Pearson (age 41)  
Heavy Equipment Operator  

Zephyr, Ontario 
******** 

 
After taking the Smoking Cessation Program with Dr.  Bare I have quit 
smoking after 20 years. I  had tried “Nicorette” and will  power without 
success.  I  did not experience any withdrawal  symptoms and after almost 
1 year I have no desire to smoke -  I am free. 
 

Crista van Brugger  (age 48)  
Account Manager  

Agincourt, Ontario 
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FAMILY HEALTH 2000? 

As we explain at the start of your care at the White Marsh Chiropractic Center, health is 

a condition in which all functions of the body and mind are 100% active, not merely the absence 

of symptoms or disease. 

 

We feel that “health” care as it exists today is predominately “sickness” care, since most 

people take health for granted and do little to positively influence their health until a crisis arises. 

 

At the White Marsh Chiropractic Center, we feel that there are 6 essential facets of health: 

 

1. Regular exercise. 

2. Good posture.  

3. Proper nutrition. 

4. Restful sleep. 

5. Positive mental attitude. 

6. Balanced spine = optimum nerve supply. 

 

As we progress toward the beginning of the 21st century, our goal is to create a healthier 

world by “turning people on” to the chiropractic ideal of health care. By the year 2000, we 

hope this ideal will be an integral part of our mainstream health consciousness. This 

increased level of health awareness must start with you, the individual and family, and 

spread to the community, nation and world. 

 

With this in mind, we decided to unveil our new monthly newsletter entitled “Family 
Health 2000”. We are excited and hope you will find it informative and worthy of sharing 

with your loved ones and friends. 

— Dr. J. Mitchell Adolph  

 

 

CHIROPRACTIC ADDS YEARS TO LIFE AND LIFE TO YEARS! 
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Following this page, you will find Examples demonstrating how virtually any letter 
in this Kit can be turned into an inexpensive, eye-catching postcard. Currently, 
postcards cost 12 cents less than letters to mail, and there’s the savings of the 
envelope and the inserting labor to consider. 
 
It’s important to note though that we recommend using letters, in “A-Pile mail 
style” to plant a farm. Then postcards can be used for continuing, periodic 
communication with that farm. 
 
You’ll also find an Example of a Reply Card. (The other side of this would be 
addressed to you, either stamped or with a place indicated for the stamp.) You 
might include a Reply Card in with a letter, in an enveloped mailing, when one or 
more “widgets” are offered. 
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Many chiropractors could do themselves and their patients a great favor by 
effectively marketing nutrition. Certainly, if you are interested in promoting 
“wellness care”, and keeping patients involved in lifetime maintenance, nutrition 
ties in magnificently. 
 
As part of marketing nutrition, I would advise getting into “juicing” and marketing 
“juicers.” The tremendous success of several TV-infomercials selling juicers has 
created substantial consumer awareness and interest about this and can be a great 
way to “bring patients into” the whole area of nutrition. If you’re interested in a 
source of supply, drop me a note, and I’ll refer you to a good source. 
 
One of the Big Goals of marketing nutrition is the building of a customer base for 
monthly “pack programs” (of daily nutritional supplementation), with the 
customers signed up an automatic ship-and-charge, til forbid agreements—per 
agreement, on the first of each month, the customer’s credit card is charged the 
appropriate amount and that month’s supply shipped. Consider the business-
income stability that can be developed through this approach. Imagine, for 
example, having 200 customers on auto-bill each month for, say, a $40 supplement 
package — that’s $8000.00 of business locked in. The best example I know of 
personally has over 3,000 auto-bill-and-ship nutrition customers—puts 
$105,000.00 in the bank the first of each month like clockwork. 
 
Another aspect of marketing nutrition is the “Doctor supervised weight loss 
business.” This is a huge, successful business, and there’s no reason why you 
shouldn’t participate in it. 
 
The best way to sell nutritional programs and products is in a group presentation 
class, so the Marketing Documents that I’ve prepared are aimed at filling seats in 
such a class, from existent patients and their guests. 
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Dr. Don Doright Invites You To a 2-1/2 Hour Evening 
Event That Just May Change Your Entire Life For The 

Better 
 
Dear Patient,  
 
A bold promise. 
 
If you’ll carefully examine the following list of topics we’ll be talking 
about in a special FREE SEMINAR, with a pen in hand, I’m sure you’ll 
find several topics that you really would like to know more about. We’ve 
put together a unique program of “how-to” information that you just 
cannot afford to miss! 
 
Which Of These “Secrets” Could Mean The Most To You & Your Family? 
 
1. How certain highly-processed, pesticide-sprayed, stored, store-
bought foods can actually be DANGEROUS, hazardous to your health, CAUSE 
HEADACHES...FATIGUE...keep kids from being able to study and get good 
grades...age the skin and make you look older than you years...increase 
risks of heart attacks. cancer...ruin memory. (7 things you MUST know 
before your next trip to the grocery store!) 

2. A dozen really delicious foods, snacks and recipes that can reduce 
risk of disease...provide energy surges...fight arthritis pain...reduce 
stress... 

3. Recent discoveries about vitamins that HELP THE HEART...STRENGTHEN 
SEXUAL STAMINA & IMPROVE SEX...MAKE LOSING WEIGHT EASIER. require less 
will power... 

4. How to EASILY make your own, fresh, nutrition-rich juice and “juice 
shakes” (like Orange Juliuses) from fruits and vegetables — 6 “exotic” 
juice recipes you won’t believe how great they taste ~ and how good they 
are for you! (You’ve seen “juicers” on TV...get the facts...taste-test 
the results!) 

5. The foods and vitamins most likely to IMPROVE ATHLETIC PERFORMANCE—
a better golf game! Play better tennis! 

6. How to get a GOOD NIGHT’S SLEEP every night-really relax without 
drugs, alcohol, pills...if you “wake up tired” here’s the answer! 
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7. HEALTHIER HAIR...reduce, delay hair loss, stimulate hair growth 
with nutrition-fuller, glowing hair...YOUNGER LOOKING- BLEMISH-FREE 
SKIN... 
 
8. LOSE WEIGHT & KEEP IT OFF - without gimmicks, fad diets, pills, 
starvation; bingeing, frustration, guilt. Is this possible? Yes! 
 
Isn’t this an exciting program? Come and join us for a truly fascinating 
evening—and bring a friend, family member, co-worker or neighbor. It’s 
FREE! — but reservations ARE required, so call 000-0000 immediately, 
 
DonDoright,D.C. 
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WE’RE GOING TO MISS YOU. 
 
Dear Patient, 
 
And you’re going to miss a fun, fascinating, very beneficial evening — 
our FREE “Nature’s Secrets Seminar” now just a few days away-Attached 
is a duplicate copy of the letter I sent you a couple of weeks ago about 
this important event—plus a reprint of an article about how foods affect 
our aging, which may interest you also. 
 
Now, there’s still time to register for this Free Seminar--we have (only) 
a few seats left. Call 000-0000 right now to reserve your seats. 
 
Healthfully Yours, 
 
DonDoright,D.C. 
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53 people had a fantastic evening — that yon missed. But 
I’ve got a second invitation just for you. 

 
 
Dear Patient, 
 
ENCLOSED are the Comments from some of the 53 patients who attended our 
free nutrition seminar, The Nature’s Secrets Seminar...you can see for 
yourself what a great evening they had! 
 
(Please take a minute to look at their comments. I’ll bet they discovered 
some things you’d like to know more about, too.) 
 
This Seminar was such a success that we are hosting a REPEAT PRESENTATION 
OF THIS SAME SEMINAR< on the date listed below. 
 
We expect the limited number of available seats to fill quickly, just 
from referrals from the last one - so please call us immediately to 
reserve your seats. 
 
There is no charge for this Seminar, but it is extremely valuable. Let 
me tell you why: 
 

REASON #1: YOUR GROCER MAY BE POISIONING YOU. 
 
At the very least, he’s selling you a lot of food that has already lost 
70% to 90% of its nutritional value. It’s been sprayed with pesticides, 
dunked in preservatives, had vitamins sucked out, other vitamins added, 
been sugared, salted, and stored for weeks in warehouses. (Why do you 
eat what looks like a “balanced meal” and STILL feel tired, lack energy, 
and hunger for more? Your body’s getting very little fuel per pound of 
stuff you’re consuming.) 
 
Also, some of the foods you eat regularly are KNOWN TO CAUSE OR ACCELERATE 
AGING, DISEASES, AND RISKS OF DISEASES. Women: there are certain foods 
that make “PMS” a lot worse (and other foods that make it go away). 
 

REASON #2: EVEN MINOR CHANGES IN FOOD CHOICES AND MEALS 
CAN MAKE HUGE DIFFERENCES IN YOUR LIFE. 

 
Do you look younger or older than your years? Is your hair healthy? Do 
you tire easily? Are you fatigued? Have trouble sleeping? Bothered by 
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“little aches and pains” all the time? How’s your sex life? The foods 
you eat or don’t eat...the juices you drink or don’t drink...can make 
those kinds of differences. 
 

REASON #3: CERTAIN VITAMINS ARE ALMOST ESSENTIAL THESE 
DAYS. DO YOU KNOW WHICH ONES? IF YOU’RE TAKING VITAMINS, 
ARE THEY THE RIGHT ONES FOR YOU? OR ARE YOU WASTING YOUR 

MONEY? 
 
Our soil is so badly depleted, our foods so “unnaturally” grown and 
raised — certain vitamins are virtually essential for good health. But 
different people need different nutritional supplementation. You could 
very easily be throwing away money on stuff you don’t need, still not 
getting what you do need, but thinking you’re doing the right thing. 
 
Now, please understand — I’m not a “nuts, berries and twigs freak”. At 
this Seminar, we don’t get into the weird and impractical. Instead, we 
discover foods that are GOOD AND GOOD FOR YOU, nature’s secrets for 
optimum health. Things you can do and will do to live better and longer. 
I promise you that you’ll really enjoy this Seminar. 
 
Healthfully Yours, 
 
DonDoright, D.C. 
 




