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In using the documents included in the Patient Reactivation Package, your strategy
is to reach the targeted patients who have fallen off care in various touch-points
so we can accomplish two goals. The first goal, being the most obvious; getting the

patient to schedule a re-exam and come back into the office. The second goal
however, is likely where you will have the most success; reminding the patient of
their previous, positive experiences with you and keeping your clinic in mind for

when they are looking to reactive care or refer a loved one to a wellness center. 
 

To accomplish these goals, it is important to reach our targeted patients through
every marketing touchpoint possible. Below is a breakdown of both a 3 month and
ongoing Reactivation Campaign. You will see that within both of these campaigns,
we will be connecting with patients through the Fantastic Four of Marketing: 

1. Direct Mail 2. Telephone 3. Text Message 4. E-mail.
 

Before diving in and looking at the outlines created for each of the Fantastic
Four touchpoints, read each of the campaigns' element breakdowns below. 

REACTIVATION LETTER: REACTIVATION LETTER: STEP 1STEP 1
The reactivation letter outlines are Step 1 of 3 in the 3-month long reactivation
campaign. Which letter outline you should use will depend on the type of patient you
are wanting to target. Letter Outline #1 is to be used to reconnect with and remind
patients who have not been in for an appointment for 60-120 days of the importance
of getting regular, scheduled adjustments. Letter Outline #2 is meant to reintroduce
your clinic & the benefits of chiropractic to those patients who haven’t been seen in
over 120 days. See both outlines #1 and #2 for more in-depth instructions regarding
which letter outline to use, when, who to send it to, and more. 



REACTIVATION PHONE CALL: REACTIVATION PHONE CALL: STEP 2STEP 2
Following up with targeted patients who received the reactivation letter, who did not
call to schedule a re-exam, is an important step in your reactivation campaign.
Whether the patient is called by their Doctor or an energetic team member, use the
outline to follow-up with the patients targeted in the letter sent the month/weeks
prior. Only call those patients who did not respond to the reactivation letter. This
follow-up allows you to personally speak with and reconnect with the patient, letting
them know you care about their well being & health.

REACTIVATION POSTCARD: REACTIVATION POSTCARD: STEP 3STEP 3
The reactivation postcard is used as the final follow-up to be sent to those patients
who did not schedule a re-exam or appointment from the letter or phone call on the
campaign’s third month. It is meant to remind recipients of your services and re-exam
offer one final time so that they can take advantage of the special if they’d been
meaning to, or simply keep you in mind if they are ever wanting to start chiropractic
care again in the future. See the Postcard Reactivation sheet for instructions, ideas,
and an example of an actual reactivation postcard.
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AUTOMATIC TEXTING REACTIVATION: AUTOMATIC TEXTING REACTIVATION: ONGOINGONGOING
Studies have shown that the average person checks their phone 58 times per day.
Utilizing your texting system to automatically reach out to patients who have not been
in your office for over 30 days is a great way to stay in their top of mind and reach
them in an ongoing way that they are guaranteed to see. For examples of recall texts,
see page the Automatic Texting Reactivation page.

REACTIVATION EMAILS: REACTIVATION EMAILS: ONGOINGONGOING
Similarly to sending periodic, automatic recall texts to patients who have not been in
the office for a while, recall emails can also be a great way to reach your targeted
audience. Whether your emails include educational information about health,
wellness, and chiropractic or simply update patients about what you’ve been doing in
the office and community, they act as a great way to continuously remind patients of
your services. While sending mass emails including the mentioned information to your
entire patient base can be beneficial, consider how you can specifically connect with
those who you’d like to reactivate for this campaign.
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Dear [patient name],

It is always a good idea to take a few moments to evaluate your health. Many health
problems develop slowly, and without periodic reexamination and rhythmic adjustments,
little problems can get out of hand and make their correction more difficult!

We are honored to be one of the top-rated wellness centers in the Midwest. Our entire
team of Chiropractors, Physical Therapists, and Massage Therapists are dedicated to
providing authentic, effective pain relief in the most convenient, friendly, and affordable
way possible.

It looks like the last time you were in our office was back on [last appointment date]. We’d
love to help you live your healthiest, most pain free life by offering you a FREE, $200
valued Re-Exam when you schedule your next visit!  

To provide you with the best care, we are currently open during the following hours.

Monday        8:30 a.m. – 11:30 a.m. & 3:00 p.m. – 6:30 p.m.
Tuesday       3:00 p.m. – 6:30 p.m.
Wednesday 6:30 a.m. – 11:30 a.m.
Thursday     3:00 p.m. – 6:30 p.m.
Friday           6:30 a.m. – 11:30 a.m.
Saturday      8:30 a.m. – 9:30 a.m.

Give us a call at (952) 890-0804 or visit our website to schedule your next appointment
with us today!

We will look forward to seeing you again soon!

Yours in Good Health, 

REACTIVATIONREACTIVATION

Doctor's Signature

Personalize the following letter for each patient
with their name & most recent appointment

date. For your first reactivation campaign, target
a manageable number of patients who have

recently fallen off care. We recommend sending
this letter to those patients who haven't had an

appointment in the past 60-120 days. 

LETTER OUTLINE #1LETTER OUTLINE #1

MONTH 1MONTH 1
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We've missed you ___________,

At ______________________________, we are dedicated to helping you achieve your wellness
objectives. Whether you're struggling with headaches, carpal tunnel, strain due to injury,
or everyday aches and pains, it is our mission to serve your family as our own. 

We are honored to be one of the top-rated wellness centers in the Midwest. Our entire
team of Chiropractors, Physical Therapists, and Massage Therapists are dedicated to
providing authentic, effective pain relief in the most convenient, friendly, and affordable
way possible.

We’d love to help you live your healthiest, most pain free life by offering you a FREE, $200
valued Re-Exam when you schedule your next visit!  

To provide you with the best care, we are currently open during the following hours.

Monday        8:30 a.m. – 11:30 a.m. & 3:00 p.m. – 6:30 p.m.
Tuesday       3:00 p.m. – 6:30 p.m.
Wednesday 6:30 a.m. – 11:30 a.m.
Thursday     3:00 p.m. – 6:30 p.m.
Friday           6:30 a.m. – 11:30 a.m.
Saturday      8:30 a.m. – 9:30 a.m.

Give us a call at (123) 456-7890 or visit our website to schedule your next appointment
with us today!

We will look forward to seeing you again soon!

Yours in Good Health, 

REACTIVATIONREACTIVATION

Doctor's Signature

Personalize the following letter for each patient
with their name & most recent appointment

date. For your first reactivation campaign, target
a manageable number of patients who have

recently fallen off care. We recommend sending
this letter to those patients who haven't had an

appointment in the past 120 days - 2 years.

LETTER OUTLINE #2LETTER OUTLINE #2

MONTH 1MONTH 1
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Hi [patient name], this is Dr. ___________ at _________________________! Since we haven’t
seen you for a while, I wanted to give you a call to see how you’ve been doing. Have
you had any recent injuries or auto accidents? 
 

Great! I’m so glad to hear that you’re feeling well. We’d love to have you come back
in so we can help you maintain how good you’ve been feeling and avoid old injuries
and spine problems! Staying healthy by getting your rhythmic adjustments is
effective just like regular workouts. Is there a time this week that would work best
for you to come in?

 

Sounds like something I can help you with, and now is the perfect time to come back
in for a re-evaluation! Would you like to come in tomorrow or ____________________?

Confirm the appointment by saying, “We look forward to seeing you on
[appointment day & time]."
 
 
 

Okay, I just wanted to give you a call and touch base. Give us a call if anything
changes. I hope you have a great day!

Whether the patient is called by their Doctor or
an energetic team member, use this outline to

follow-up with the patients targeted in the
reactivation letter sent the month/weeks prior.
Only call those patients who did not respond to

the reactivation letter. This follow-up allows
you to personally speak with and reconnect
with the patient, letting them know you care

about their well being & health.

REACTIVATIONREACTIVATION
PHONE CALLPHONE CALL
MONTH 2MONTH 2

IF FEELING OKAY:IF FEELING OKAY:

IF EXPRESSES PAIN CONCERNS:IF EXPRESSES PAIN CONCERNS:

IF SCHEDULES AN APPOINTMENT:IF SCHEDULES AN APPOINTMENT:

IF UNINTERESTED:IF UNINTERESTED:



For those patients who did not reactivate from
the letter or phone call, send a final follow-up. 
 Repeat this 3-month campaign as often as you
see fit, targeting different groups of fallen off

patients each time. By doing so, you are able to
treat more patients who already believe in your
mission and have a relationship with your team!

REACTIVATIONREACTIVATION
POST CARDPOST CARD
MONTH 3MONTH 3

POSTCARD FRONT:POSTCARD FRONT:

Whether you want to promote a special offer, invite the recipients to an office event,
or remind patients of the importance of getting regular, scheduled adjustments

choose a specific angle you want your reactivation postcard to take. In addition to
using the example below, doing a simple Google search can help inspire your vision.
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POSTCARD BACK:POSTCARD BACK:

When designing your postcard, make sure to follow the postage guidelines
before mass printing your order! Postcards are required to have a minimum
amount of blank white space for postage and mailing addresses. Failing to not
have this required white area could result in the post office not being able to
deliver the postcards and wasted marketing spend. 

KEEP IN MIND...KEEP IN MIND...



Utilize your texting system to segment
different automatic recall texts to deliver
to those patients who have not had an

appointment in the last 30-60 days, 61-90
days, 91-180 days, and 181 days and

beyond. We recommend creating different
verbiage for each recall segment to

maximize the frequency of reactivation.

REACTIVATIONREACTIVATION

AUTOMATICAUTOMATIC
TEXTINGTEXTING  

EXAMPLES OF AUTOMATIC RECALL TEXTS:EXAMPLES OF AUTOMATIC RECALL TEXTS:

NO APT FOR 30 - 60 DAYS:NO APT FOR 30 - 60 DAYS:
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Don't lose track of your regular adjustments.
Consistency is what keeps us healthiest! Can we
schedule you for this coming week? -Practice Name

NO APT FOR 61 - 90 DAYS:NO APT FOR 61 - 90 DAYS:
Patient Name, stay healthy & avoid injuries & spine

problems by getting rhythmic adjustments. What
day works best for you this week? -Practice Name

NO APT FOR 91 - 365 DAYS:NO APT FOR 91 - 365 DAYS:
Like exercise, we need regular adjustments to boost
our immune systems & stay healthy. Is there a day
that works best for you this week? -Practice Name

Many texting systems used to communicate with patients are limited to 160
characters per message. You’ll find that 160 characters can be extremely limiting.

While it may eat at your character count, be sure to add the name of your
clinic/Doctor at the beginning or end of every recall text. For most of the patients

you are trying to reconnect with, they will not recognize the number they received
the text from and discard it as spam if you don’t directly state who you are. Also,

always include a question within each recall text. Doing so makes the patient feel
as though they need to reply rather than opening it without taking any action.

ONGOINGONGOING



Whether your emails include educational
information about wellness and chiropractic or
update patients about what you’ve been doing
in the office and community, they act as a great

way to continuously remind them of your
services. To stay at the top of mind of fallen off
and/or active patients, we recommend sending

out a mass email once every 60 days. 

REACTIVATIONREACTIVATION

ONGOINGONGOING
EMAILSEMAILS

Below is an email that was sent to patients who had not been in for an appointment
for 6 months - 10 years. It was created with the goal of reminding patients of the

specific wellness center’s unique offerings and dedication to its patients. In efforts to
reactivate its recipients, the email includes a call to action, offering a free, $200 value
Re-Exam. In addition to the offer, it includes all the contact information necessary so

it is readily available to recipients. See pages 9 & 10 to read the full email.




