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Foreword 

 
“The market is changing and the old methods of making money don’t seem to work 
anymore…” 
 
I hear this and similar comments from frustrated chiropractors and other business 
owners around the country on a regular basis. They are working longer hours for less 
income while the “lucky” few who have ‘cracked the code’ are reaping the benefits of 
this new economy, working shorter hours and making more money than ever before. 
 
They see a wave of consolidations, chiropractic clinics shutting down and D.C.’s going to 
work for the former competitor who swallowed them whole and wonder how it all 
happened and if and when it will happen to them. 
 
What was once so simple now seems difficult, so I spent almost 2 years researching why 
this was happening and how they can ultimately turn it around. The culmination of this 
research was converted into this BizMetRx™ System and when implemented in your 
practice, will change your thought (and business) process forever. 
 
Like the Industrial Revolution before it, we are in the midst of a Technological Revolution 
that is changing the way that business operates and those who choose to run their 
business ‘the old way’ by not maximizing the use of technology to exponentially grow 
their bottom line, are getting eaten alive by those who embrace and finally lean in to the 
technological changes that have disrupted their business niche.  
 
Whether you choose to believe it or not, the “business” of chiropractic care has been 
disrupted by the way that new patients find and choose your practice over the 
competition, so you must embrace the change and enhance the way you manage sales, 
marketing, fulfillment and retention in order to remain relevant to a new type of patient. 
 
Keep in mind that we are not discussing technological changes in how you administer 
care to your patients. While I am sure that is changing as well, our focus is on the 
“business” of chiropractic care and changes in how you attract, engage, convert and 
retain patients for your practice. 
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When you think of Facebook, Uber, Amazon and Google you may not think about the 
chiropractic industry but if embracing technology and automating processes worked for 
them, why can’t it work for you? 
 
I wrote this e-book to give chiropractors like you a clear understanding of how you can 
embrace these changes and increase the revenue (and value) of your practice by 
embracing disruptive technology and implementing a comprehensive digital marketing 
campaign. 
 
Bill Gates has said by that “you only make money when you are marketing”, so if this is 
the case, why leave this critical aspect of your practice to the receptionist, an intern, an 
inexperienced practitioner, your teenage nephew (because he knows computers) or God 
forbid do it yourself, without a plan? 
 
Now that you realize why the old methods no longer work, you need a fool-proof, 
systematic plan to build your practice in this new environment. Over the past few years 
this plan has been perfected with the help of chiropractors just like you and now you 
have a step-by-step plan that will double the income of your practice when properly 
implemented, so be sure to USE it! 
 
One last note… Dan Kennedy, one of the world’s most prolific direct marketers in history 
has a sign over his desk that reads: “But Dan, my business is different…”, to remind his 
clients that it isn’t. 
 
A self-defeating behavior of many businesspersons is thinking, "My business is 
different!", so when introduced to a new management, marketing or sales strategy, 
most people respond by thinking, "That doesn't apply to me because my 
business/practice/customer/patient/location is different." 
Most breakthroughs or ideas don't come from within your industry. When someone 
enters a line of business, say chiropractic for example, he or she tends to look at what 
everyone else is doing and does the same, attempting to do it better. This is incestuous 
behavior that will ultimately perpetuate poor results. 
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The innovator who makes breakthroughs looks outside his or her industry for best 
practices of others, and then thinks, "I wonder how I can adapt this to make my business 
more successful." (Again, think Facebook, Uber, Groupon & Google for inspiration) 
Your practice may be different in some ways, but in most of the important ways it is just 
like every other business. You are selling the benefits of a product or service to people 
(who might be operating as a business, government or non-profit.)  
Your patients mostly take action based on emotional responses and justify their actions 
with "logical" or rationalized "reasons why." You have to collect more revenue than the 
expenses you pay in order to stay in business and your business has to include marketing, 
sales, leadership, management, production and finance functions. 
 
So the next time you see or hear of an effective marketing practice in another niche, 
quiet your negative voice and ask the question, "How can I adapt this to make my 
practice more successful?" 
This system is one such marketing practice, so take a moment now to review this 
material and contact me using the details at the end if you have questions. 
 
In the end, whether you choose to 1) Do nothing to build your practice, 2) Decide to do 
it yourself, or 3) Hire me to help you build your practice, I have a TON of great ideas and 
information that you can use to improve your revenue, so feel free to take it and use it 
to propel your practice to the next level. 
 
Dedicated To Your Success, 
 

K.C. Gleaton 
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What Does It Mean To Be Synergized™? 
 
Well, in technical terms, the word synergy is a noun which is defined as the interaction 
of two or more organizations so that their combined effect is greater than the sum of 
their individual effects. 
 
In this instance, the interactions of our organizations (Your practice and my system & 
team) combine to get a result that is greater than the result you could get on your own. 
 
So the Synergized™ practice is one that has implemented our BizMetRx™ system, which 
is designed to incrementally improve 6 critical business metrics over 1 year and is 
guaranteed to double your practice income if properly implemented.  
 
In the coming pages, you will learn more about becoming a Synergized™ practice and 
how doing so will double your practice income. 
 
Remember, what got you here, won’t get you there, so in order to DOUBLE your practice 
income, you will need to make a paradigm shift when thinking about your practice and 
what you must do in order to become more successful. 
 

Why Focus On Chiropractic?  
 
Simply put, I have studied the business of Chiropractic and understand it in great detail. 
One of my best friends is a New Jersey Chiropractor, so working with him I have spent 
months analyzing chiropractic practices across the country, attempting to learn how to 
make them more profitable. 
 
Because I studied business and have run a business for most of my life, I understand the 
"business" of Chiropractic better than most of those who practice in the field and 
continue to learn more about the business in an effort to be more effective for my 
clients. Lastly, with one of my best friends being a Chiropractor, I understand the 
personal toll that Chiropractors pay to be a part of this elite group. 
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Between malpractice insurance, equipment loans, practice loans, salaries and other 
business expenses, it's difficult to keep the doors open… 
 
Then when you consider your personal expenses - car notes, private schools, mortgages, 
club memberships, college, student loans, etc. - the stress is unbearable for the average 
person, but because you are a Chiropractor, you thrive on the pressure, leading to a 
higher than average occurrence of stress related illnesses. 
 
Let’s face it… You need to keep your patient schedule at 62% just to pay the expenses, 
so you need a system to consistently fill the remaining 38% just to make an extra buck.  
 
The BizMetRx™ system is perfect for you and your practice because it focuses on making 
small realistic changes to six critical business metrics in order to improve the 
performance of your practice. 
 

Is There A “Systemized” Way To DOUBLE Your Profits In A Year?  
 
For years, the "Guru’s” have taught business owners the “traditional” method of building 
your practice which says that there are ONLY three fundamental ways for a practice to 
grow.  Seriously. Only 3, and they are… 
 
#1 To Get More Patients 

#2 To Get Patients To Buy More Often 

#3 Get Patients To Spend More 

Now, these may have been the best determination of success years ago, but with the 
advent of Marketing Automation, lead nurturing and Digital Marketing technology, I’ve 
found that these 3 ways to grow your practice can be expanded into 6 critical business 
metrics that determine the success of your practice. 
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Technically, the 3 Fundamental Ways To Grow Your Practice still apply, its just that with 
the advent of technology, we’ve been able to gather data in ways that we couldn’t even 
5 years ago, so now there are more detailed metrics that determine the success of your 
practice. 

Now marketing Automation customizes your marketing efforts to the recipient, while 
automating the process and increasing effectiveness; Lead Nurturing is the process of 
automatically following up with leads to create and enhance engagement; and Digital 
Marketing is the use of tools like SEO, Social Media, Mobile Marketing and others, to 
build your practice and maintain a connection with your audience. 

For several years, my expertise has been in combining these 3 systems and using them 
to create significant practice growth for my clients. It’s basically the system I used to 
triple MY business’ income in less than a year, because it allows me to be more 
successful with considerably less effort. 

With this new BizMetRx™ System, I have injected steroids into the marketing 
automation system that tripled my business by adding digital marketing systems, 
focusing on 6 critical business metrics and creating S.M.A.R.T. Goals to focus on 
incremental improvements. 

These changes created a system that is GUARANTEED to create 101% income growth in 
1 year – IF you follow the system - and when you give me a few minutes, I’ll prove it to 
you. 

 
How Will The BizMetRx™ System Will DOUBLE Your Practice Income In 1 Year?…  
 

Well, there are 3 steps to this system… 

Step one – Determine the 6 Critical Business Metrics for your practice  

Step two – Improve each of these metrics by 5%. Don’t worry, I’m going to go into 
greater detail in terms of HOW you can do these things. But for now, the concept is 
what’s important. 

Step three – Repeat this process every 4 months for a year.  
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That’s The BizMetRx™ System In It’s Basic Form…  

Now, you’re probably thinking that those were very simple, obvious strategies, but 
please don’t overlook them just because they are simple. 

There is real power in their simplicity… in fact, these numbers were chosen BECAUSE of 
their simplicity. 

You see, I’ve chosen S.M.A.R.T. goals to build this system, because it is easy for practice 
owners to relate to specific, measurable, attainable, realistic, and timely goals, rather 
than coming up with some unrealistic numbers to try to sell you and make the system 
more attractive. 

I don’t have to do that, because the numbers speak for themselves, and here’s why… 

When I began to examine the ‘old’ fundamentals, I realized that these 3 ways are really 
broad business growth concepts that don’t take into account the minute details involved 
in growing a practice.  

As an engineer by education, I needed a more detailed approach so I started to analyze 
these 3 factors, considering my own definition of success. 

One of my business heroes, Jim Rohn used to say that, “There are only about a half 
dozen things that make 80% of the difference in any area of our lives.”  

So, I took that saying to its literal conclusion and came up with my own personal 
definition of success that says that, “if I find and master the half dozen critical factors in 
any situation, I can assure the desired outcome 80% of the time”. 

In this case, my desired outcome was a fool-proof, step-by-step system for chiropractic 
practice success, so I did my research and realized that there are 6 critical business 
metrics that determine the health of just about ANY practice, but more importantly, if 
you improve each of these metrics by even small amounts, you can create triple digit 
growth in less than a year! 

With the right execution, EVERY practice has the opportunity to improve in these six 
areas. In fact, I’ve NEVER in my career come across a practice that was maximizing these 
six opportunities. 

So please, keep an open mind and stick with me! 
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The “BizMetRx™ System” … What It Is And How It Works For Your Bottom-Line  
 
So what is this simple growth and profit-focused formula? While most people see profits 
based only on two factors (revenues and costs), the “BizMetRx™ System” sees profit 
based on 6 critical business metrics, which are really profit drivers in your practice.  
 
Just with a few simple distinctions, the “BizMetRx™ System” gives you 3.5 times more 
options to work on your profit – giving you 3.5 times more opportunity to boost your 
profits – versus other “expert” practice owners who love to “cut their way” on the 
expense side to boost their profits. 
 
What Are The 6 Critical Business Metrics?  
 
Let me introduce the 6 Critical Business Metrics and then I’ll show you how the numbers 
PROVE that you can double your income in a year if you implement The BizMetRx™ 
System in your practice. 
 
But first, we need a sample practice to test the system, so we will use the national 
averages to start, apply the BizMetRx System to those numbers and THEN discuss the 
ACTUAL results we have seen in the clients who have implemented this program in their 
practices. 

So let’s say you own Perfect Adjustment Chiropractic Center and you are looking to grow 
your practice. The following are the national average metrics currently associated with 
your practice: 

Metric #1 – The number of website visitors – This metric is quite simple and is the 
number of new prospects that will visit your site in a year. Nationally, the average 
chiropractic website gets fewer than 2,000 NEW visitors per year, so for our example, 
let’s say that you will get 2,000 visitors next year, which means that 6 NEW people will 
visit your website each day (which may actually be a stretch for many practices). 

Metric #2 – The Number of Qualified Leads – A qualified lead is described as a person 
who has expressed interest in your practice and has provided you with their contact 
information for future follow up.  Industry averages say that 5% of website visitors will 
turn into qualified leads, so in our example you would have 100 qualified leads next year. 
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Metric #3 – Lead To Customer Ratio – This is simply the rate at which your practice 
converts leads into patients.  In our example, if you have 250 qualified leads and an 
industry average Lead To Customer Conversion Rate of 30%, you will have 75 new 
patients next year. 

Metric #4 - Average Dollar Sale - This is the average dollar amount per sale, estimated 
over the course of a year. In our example, your practice provides a new patient exam 
and follow up visits for a (national) average of $68 per visit* for each patient. 

Metric #5 - Average Number of Transactions - This is the number of purchases the 
average patient will make over the course of a year. We will assume the national average 
of 24 visits per year for each of your chiropractic patients in the next year. 

Metric #6 - Profit margin - This is the profit percentage of each and every sale. The 
average solo chiropractic practice has billings of $689,092 and a profit of $147,334 on 
collections of $384,627.   

Since reimbursement rates are out of the scope of our services, we have a profit margin 
of 38% as a national average and will use this number in our example; in other words, 
$42 from each of your $68 patient visits goes to pay the expenses associated with 
providing the service and $26 gets deposited in the bank. 

Now that we have our numbers, let’s see how they can help grow our practice… 

How To Apply The “BizMetRx™ System” To Your Practice  
 

In our sample practice, we can use a very simple formula to multiply the factors we’ve 
just discussed, to arrive at your baseline online performance. 
 
The “BizMetRx™” formula looks like this:  
 
Website Visitors x 5% = Qualified Leads 
Qualified Leads x Conversion Rate = Number of New Online Patients  
Online Patients x Avg. Sale Value x Number of Transactions = Online Revenue  
Online Revenue x Profit Margin = Online Profit  
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In our example Chiropractic practice, the baseline numbers for next year are as follows:  
 
2,000 Website Visitors x 5% = 100 Qualified Leads 
100 Qualified Leads x 30% Lead to Customer Ratio = 30 New Online Patients 
30 Online Patients x $68 Avg. Sale x 24 Transactions/year = $48,960 in online Revenue 
$48,960 Online Revenue x 38% Profit Margin = $18,604 Online Profit in one year 
 
This falls right in line with the national average of $17,505 in average profit that 
chiropractors are making on their websites each year. 

What Does All Of This Mean?  
 

Simply put, check the numbers… if you are anything like the average chiropractic 
practice, you will get 2,000 website visitors next year and convert 5% of them into 
qualified leads.  Your current system will then convert 3 in 10 qualified leads into paying 
patients and those patients average 24 visits each year $68 per purchase each year – 
and your practice enjoys a 38% profit margin on online revenues of $48,960, which 
means your total online profit for the year will be $17,505, which is a paltry 11.8% of 
profits for next year...  
 
No wonder so many chiropractors are slow to implement an online strategy to build 
their business! 
 
So what would happen if you implemented the BizMetRx™ System over the course of 
the next 4 months and you increased results by just 5% in each of the 6 Critical Business 
Metrics?  
 
Let’s do it, and then take a look at what happens to your bottom line: 
 
5% Increase in each metric (5% Total)… 
2,100 Website Visitors x 5%* = 105 Qualified Leads (*Rate held steady) 
105 Qualified Leads x 31.5% Lead to Customer Ratio = 33 Patients 
32 Patients x $71.40 Avg. Sale x 25.2 Transactions/year = $59,511.19 Revenue 
$59,511.19 Revenue x 39.9% Profit Margin = $23,744.96 Profit in one year 
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27.6% Growth Overall In 4 Months! 
(New Revenue – Old Revenue)/ Old Revenue = Income Growth 
($23,744.96 - $18,604)/$18,604 = 27.6% income growth in the first 4 months! 
 
These are great numbers, but what happens when we increase each of the 6 Critical 
Business Metrics by another 5% over the course of the next 4 months (for a total of 
10%)?  
 
Additional 5% Increase in each metric (10% Total)… 
2,205 Website Visitors x 5% = 110 Qualified Leads 
110 Qualified Leads x 33% Lead to Customer Ratio = 36 Patients 
36 Patients x $74.80 Avg. Sale x 26.4 Transactions/year = $71,682.34 Revenue 
$71,682.34 Revenue x 41.8% Profit Margin = $29,963.22 Profit in one year 
 
61.1% Growth Overall In 8 Months! 
(New Revenue – Old Revenue)/ Old Revenue = Income Growth 
($29,963.22 - $18,604)/$18,604 = 61.1% 
 
Finally, what happens when we increase each of the 6 Critical Business Metrics by 
another 5% over the course of the next 4 months (for a total of 15%)?  
 
Additional 5% Increase in each metric (15% Total)… 
2,315 Website Visitors x 5% = 115 Qualified Leads 
115 Qualified Leads x 34.5% Lead to Customer Ratio = 40 Patients 
40 Patients x $78.20 Avg. Sale x 27.6 Transactions/year = $85,631.35 Revenue 
$85,631.35 Revenue x 43.7% Profit Margin = $37,420.90 Profit in one year 
 
101.1% Growth Overall In 12 Months! 
(New Revenue – Old Revenue)/ Old Revenue = Income Growth 
($37,420.90 - $18,604)/$18,604 = 101.1% 
 
Key Takeaways 
 101.1% overall revenue growth IS possible with the right SYSTEM! 
 Improving slightly in each area creates a compounding effect 
 With technology, EVERY practice can improve these 6 metrics 
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 Numbers may not seem sexy, but they work! 
 You don’t have to touch a thing… we do it all for you! 

 
Even though we’ve increased each factor by just 15% (including top line revenue), we 
were able to boost bottom-line profit by 101% – or a total of $18,816.90. 
 

The Key To This System 
 

The key to this system is incremental growth and using Specific, Measurable, Attainable, 
Realistic and Timely (S.M.A.R.T.) goals to ensure success and that we are not adding, but 
multiplying factors, which has a massive impact on profit. 
 
Contrary to what some practice owners currently believe, The BizMetRx™ System is a 
simple numbers game. It’s simply looking at your practice in a different way and applying 
a fool-proof system to incrementally increase the 6 Critical Business Metrics that exist in 
every practice.  
 
While your competitors will be in an endless cycle of trying to grow top line revenue and 
cutting expenses to generate more profit, you’ll have at least 6 other factors with which 
to work and DOUBLE your profits! 
 

Is This Kind Of Growth Possible? 
 

Since the success of The BizMetRx™ System depends on 5% increases in the 6 critical 
business metrics every 4 months for a year, it’s important to understand HOW you can 
get the type of change necessary to make the system successful in your practice. 
 
Let’s take a moment to discuss each of the metrics and see what it would take to DOUBLE 
your practice income. 
 

 Is it possible to go from 2,000 to 2,315 website visitors in a year? 
Without a doubt! By employing a balanced On-page and Off-page SEO approach, 
websites have been found to increase their traffic by an average of 300% in the first 
6 months; this is approximately 20x what is required by The BizMetRx™ System… 
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 Is it possible to go from 100 to 115 qualified leads each year? 
Without Question! By implementing Marketing Automation technology, our clients 
have increased lead conversion rates by up to 400%, so this type of improvement is 
easy with The BizMetRx™ System… 

 Is it possible to increase your lead to customer ratio from 30% to 34.5% in a year? 
Absolutely!  On average, our Marketing Automation and Lead Nurturing systems will 
improve our clients lead to customer ratios by 62%, which is roughly 10x the 
improvement required by The BizMetRx™ System… 

 Is it possible to increase your average sale from $68 to $78.20 in a year? 
No Problem! Not including up-sell, cross-sell and product bundling strategies, 
purchases made by Marketing Automation nurtured leads are 47% larger than those 
made by non-nurtured leads; this alone is approximately 3x the amount required by 
The BizMetRx™ System 

 Is it possible to move from an average of 24 to 27.6 transactions each year? 
Of course! By implementing Marketing Automation and Lead Nurturing systems, our 
clients increase yearly patient transactions by an average of 43%, which is almost 3x 
the amount required by The BizMetRx™ System. 

 Is it possible to improve your profit margin from 38% to 43.7% in a year? 
Absolutely! Our clients generate 50% more sales ready leads at 33% lower cost; 
when combined with increased average sale amounts, up-sell, cross-sell and 
additional product bundling strategies, average profit margins increase by 35%; well 
above what is needed by The BizMetRx™ System. 

 

Think This Is Impressive? You ain’t seen nothing yet! 
 

Once you get the system in place, we can help you crank up the visitors to the site and 
drop in your CURRENT patients, essentially creating a ‘firehose effect’ of new leads that 
will be introduced into the system. 
 
As an expert in the fields of Marketing Automation, Digital Marketing and Lead 
Nurturing, I can potentially help you implement hundreds of strategies to boost those 
numbers immediately and over time, making YOU the dominant practice in your local 
area.  
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If you want to do some extra homework, you can work your own numbers and 
brainstorm ways you could increase website visitors, increase leads, get more patients 
coming back, increase the amount they buy and raise your profit margins on your own. 
 
Unlike some of your old homework from your school days, however, there can be a 
literal and immediate payoff to your efforts – in the form of actual dollars in your pocket. 
 
Plus, you’ll be miles ahead of the majority of owners successfully operating practices 
today.  
 
Better yet, you’ll be pleasantly surprised how “mastering the numbers” is easy to do – 
and you’ll be more than happy with your ultimate results. 
 
The problem of course is that you NEED that time in order to continue operating your 
practice and you will likely start the process and stop somewhere in the middle, without 
creating the results you need, so you need to find a way to consistently produce these 
results in order to make your practice as successful as possible. 

 
Your Next Steps 
 

You really have 3 choices, now that you know what is possible for your practice… 
1. You can do nothing 
2. You can take this information and do it yourself 
3. You can have us do it for you… 

 
If you are interested in improving your practice at every level and don’t have the time to 
try this on your own (or tried it and didn’t get the results you need), having us implement 
The BizMetRx™ System for you may be the right fit for you. 
 
The truth is, you cannot be an expert in everything, so I find that its best to leave 
marketing – the ONLY thing that generates income in any practice – up to the 
professionals. 
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Just as world-class athletes strive to get better by working with the top performers and 
coaches in their respective fields, I spend much of my time “sharpening the saw” to 
ensure that I can be as effective as possible.  
 
Whether its coaching, certifications, degree programs, speaking engagements, etc., I am 
constantly learning the skills necessary to help you build your practice and DOUBLE your 
profits, so contact me if you’d like more information or want to schedule a 1-on-1 
strategy session to determine the building blocks necessary to DOUBLE your income. 
 
If you are ready to take your practice to the next level, I am ready too; I will help guide 
you to achieve the level of success you want for you and your practice, so just contact 
me using the following contact details for more information. 
 
Dedicated To Helping You Succeed, 
 

K.C. Gleaton 
 
K.C. Gleaton 
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Contact Information 

  

K.C. Gleaton 
For Statistics to Support Our Research: 

http://kcgleaton.com/marketing-statistics 
 

To View My Resume: 
http://kcgleaton.com/resume 

 
To Schedule a Strategy Session:   

http://kcgleaton.com/schedule-strategy-session 
 

410-999-0999 
kc@kcgleaton.com 

http://kcgleaton.com 
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