
2-Step “Patients For Life” Strategy Guide  

STEP ONE - GET MORE PATIENTS  

Most acupuncturists have all the wrong ideas on what needs to be 
done to attract patients.  

They give discounts or spend money on marketing... even when they don’t have 
enough money to pay for their own bills!  

In fact, I myself was guilty of this when I started out.  

I spent money on fliers, network groups, fancy business cards, and gave discounts 
to friends, gym members, and everyone else. When, in reality, this wasn’t growing 
my patient load or increasing my income at all!  

It was only later I realized I was making things a lot more complicated than they 
needed to be. Once I figured out I was selling myself short and wasting money, 
everything changed.  

I realized there are only a few things that actually matter to get patients in your 
clinic. And the first one was this:  

I discovered the key to getting patients is all in how you speak to 
them. This is far more important than any discount or marketing 
technique.  

Once I realized how simple it was to attract patients (and I didn’t have to pay for 
it)... my practice grew and my income began to stabilize. Once I had some real 
money coming in, I could finally get out of debt, not live paycheck to paycheck 
anymore, or be stressed about money.  

Although I had discovered the key to getting patients is all in how you speak to 
them, I still had to test out different lines. I had to figure out which line was the 
best line to use at getting patients. I tried out long lines. I tried out short lines. I 
read books on communication. And I got all different types of responses from 
people. Over time, what I’ve found is the single most effective line to get patients.  

I call it the “One Line Wonder” Technique.  

Thanks to this technique, I’m able to get patients anywhere and everywhere. In 
fact, I never worry about getting patients anymore because I always know I can 
use this line.  

Once I discovered this, I didn’t try it out once and declare it worked. I tested it. 
Once. Twice. Three times. Three hundred times! And it worked!� I then taught it 



to my acupuncture students and they tested it, and it worked for them too! Now 
let me teach it to you:  

One of the #1 most common questions you will get asked in life is, “What do you 
do?” Of course you will respond with, “I’m an acupuncturist.” But I don’t want 
you to only say this. 

What you want to do is to engage whomever you are speaking with by 
immediately following with this question, “Have you ever had it?”  

So you’ll say, “I’m an acupuncturist, have you ever had it?”  

This may seem very simple, but it hooks them every time. I mean every time. It’s 
the easiest way to engage someone in a conversation about acupuncture. People 
get excited to book an appointment.  

The best part — I didn’t even have to start the conversation!  

Once I mastered how to speak about acupuncture with potential patients without 
seeming like a salesman, my gross income went from $60,000 in 2012 to 
$120,000 in 2013!  

I doubled my income in one year.  

That’s the power of knowing how to speak to patients.  

Ok, so now that you’ve seen the “One Line Wonder” technique, you are probably 
thinking, how can I do this myself?  

Simple! I thought it’d come off as pushy, but it’s actually a welcome conversation 
– it’s not often one gets to speak to an acupuncturist. Compare this technique to 
the effort, time, and money it takes to go to network groups, create fliers, or 
introduce yourself at doctor’s offices... using this short simple effective line out 
and about in your everyday life is a no brainer!  

Here’s exactly how the conversations will go:  

Remember, don’t just respond with, “I’m an acupuncturist.” This does not engage 
them. Be sure to immediately follow up with, “Have you ever had it?” You want to 
capture the attention of the person with your super cool acupuncture career and 
peak their interest so they want to know more.  

You can use this line with friends, classmates, cousins, strangers on the bus, your 
neighbor, in the elevator, at the farmers market, post office, cub scouts meeting 
for your little one, anywhere with anyone!  



Don’t forget to smile when you say this. You don’t want to scare someone off with 
a scowl on your face as they envision you jamming painful needles into their arm! 
A smile softens the exchange.  

Sometimes someone will respond with, “Yes I have had it and it doesn’t work.” 
This is a great opportunity to ask them why and educate them on what could have 
possibly gone wrong. Often times those who state it doesn’t work only had 1 or 2 
treatments, which we all know isn’t enough to make a significant difference.  

At other times you may have someone respond with “Yes I have and it hurt!” 
When this happens you want to assure the person that the pain level has 
everything to do with your practitioner and nothing to do with the needles.  

And finally if they reply they have not had it, don’t get tongue tied, just very 
simply respond by enthusiastically telling them, “I love giving people their first 
acupuncture!” When you tell someone you love giving people their first 
acupuncture appointment, they are sure to wonder why and ask. You then 
respond with, “Because everyone always loves it and leaves feeling super 
relaxed.”  

This is hook, line, and sinker. You’ve peaked their curiosity, you’ve relaxed them, 
and you’ve gained credibility. This conversation naturally flows into an exchange 
of contact information.  

Getting patients doesn’t have to be complicated. Don’t underestimate 
the power of the “One Line Wonder”.  

That’s all there is to it! It’s worked for me countless times, for my acupuncture 
students over and over again, and it can work for you!  

Now that you’ve learned your first “One Line Wonder” technique, you’re ready to 
go out there and get new patients. Awesome!  

STEP TWO - BOOK MORE APPOINTMENTS  

Patients are the essence of every acupuncture office.  

However, some practitioners think it’s all about getting more and more new 
patients, but I’m the acupuncturist who’s going to give it to you straight:  

Yes you need to initially get patients into your practice which you can do with 
your “One Line Wonder” Technique, but that’s not the answer to a successful 
clinic...  

... knowing how to get your current patients to come back in for more 
treatments, without being pushy, is how you boost your practice.  



If you retain 5% of your patients, you increase your profits by up to 85%, making 
business – and life – that much more awesome.  

I decided to look into how many new patients I had in 2013. That was my first 
year generating 6-figures.  

I didn’t know how many I had or what portion of my sales came from these 
patients.  

I discovered in 2013 I only had 58 new patients.  

My new patient price at that time was $120, which means just under $7000 of my 
6-figures in sales was generated from new patient appointments.  

Only $7000.  

I had already been treating some patients from 2012, but not that many. Because 
up until 2013 I was a struggling, frustrated and broke acupuncturist.  

Sound familiar?  

This means my patient retention is huge. My patients come in for follow up 
treatments again and again and again.  

You don’t need 500 new patients a year to build a 6-figure 
acupuncture practice.  

You just need to have systems in place so your patients come back to you again 
and again and again.  

When you have patients coming in for multiple treatments all year long, like 
clockwork, you’re no longer wondering how to have a successful acupuncture 
practice. You’re living it.  

The question is, “How can you get your patients to come in for follow 
up treatments over and over again?”  

That’s where this strategy comes in.  

As you know, I started my acupuncture practice in April of 2011 with zero 
business experience. And since then, it grew from nothing to a 6-figure 
acupuncture practice in less than 3 years.  

With success like this, I learned a few things about building a booming 
acupuncture practice...  

... and I’m going to show you how I did it.  



So let’s dive into today’s technique.  

Your lack of patient retention, I believe, comes down to one main problem...  

How you speak to your patients.  

Whether you’re just getting started, or you’ve been in practice a while, your 
income is tied directly to the number of treatments you have.  

And you can trust me on this: if you speak to them correctly, you’ll get more 
treatments out of each patient.  

And you can do it without being salesy, insincere, or sleazy.  

It’s the right thing to do. And soon you’ll see that it WORKS BETTER than those 
exhausting tactics of getting more and more and more new patients.  

You see, once you get started on this road of speaking correctly to your patients, 
your practice will begin to grow.  

I believe doing this is THE SECRET to building a successful acupuncture 
practice.  

And I believe this because, unlike other articles you read that are just teaching 
generic non-acupuncture specific techniques for practice building, I, a tried and 
true acupuncturist success story, actually did it this way.  

So for right now, I’m going to show you how to solve this. How can you get your 
patients to come in for follow up treatments over and over again?  

Let me set the stage.  

During your initial treatment with your patient, it’s critical to explain to them the 
treatment plan protocol, aka the amount of treatments they’ll need in what time 
frame.  

Your patients have no idea how many treatments they need. You need to guide 
them in order to get the maximum amount of benefits and healing out of the 
treatments.  

You might think, “But won’t my patients think I’m just pushing treatments on 
them in order to make money?”  

I’ve got news for you...  



If you’re talking to people who are sick, in pain, stressed out, or have some 
problem that you can heal, and they’re willing to pay for that healing, they’re not 
going to worry about you selling them treatments.  

They’re going to imagine how amazing they’re going to feel once you fix them up.  

So, right now, whether you’re just getting started, or you’ve been at it 
a while, here’s the treatment plan script I want you to say to every 
single new patient during the initial interview:  

“Let me explain to you how acupuncture works. Acupuncture works in a series 
of treatments. You can never have acupuncture treatments too close together, 
but you can have them too far apart. It works cumulatively and we want to 
continue building on your progress.”  

“If we treat you today, but then before your next appointment a week later your 
symptoms slowly start to creep back in so by the time we treat you again we’re 
at square one, then we went too far between the first appointments. We’ll be 
stuck in this see-saw of your symptoms improving, then getting worse, then 
improving, and getting worse. We don’t want this, we want your symptoms to 
slowly improve, and improve, and improve.”  

“In order to accomplish this, I’ll need to see you twice a week for the first 1-2 
weeks. After that as long as your symptoms are improving and staying at that 
level of improvement between appointments, then we’ll back off to once per 
week. As long as your symptoms continue to stay stable between appointments 
we’ll keep treating you once per week, but if they start to creep back in during 
that week then I want you to contact me and we’ll get you in the office asap for 
an appointment so we don’t lose ground on all of our progress.”  

“Once the symptoms are basically gone, then we’ll go into tune up mode where I 
have my patient come in every 2-3 weeks to check in. And I have all of my 
patients come in at least once per month for their tune up treatment.”  

Did you see what happened here?  

Not only are you teaching the patient to come in for immediate follow up 
treatments, but it also sets the stage for indefinite follow-ups – tune up 
treatments. They will expect to hear from you and expect to come in for a session 
at least once per month.  

Again and again and again. 
I know that may all seem like common sense to you, but nobody does this.  

Or if they do, they don’t explain it clearly enough, and the patient is left to their 
own devices for when to return for treatments.  



That’s a huge mistake. Not only are you missing out on profitable treatments, 
your patients aren’t getting better, they think acupuncture doesn’t work, your 
word of mouth marketing is shot, and the advancement of Eastern medicine goes 
down the tubes.  

Not good.  

How to have a successful clinic doesn’t have to be complicated. Don’t 
underestimate the amount of business you already have with your 
current patients.  

That’s all there is to it. It’s worked for me countless times, for my acupuncture 
students countless times, and it can work for you too!  

Of course, there’s so much more for you to do if you want to get patients and 
build the acupuncture practice of your dreams.  It’s far more than I can fit into 
this one article. 

Once you’ve applied these strategies and have attracted the right patients to you, 
there are other exciting questions to answer: 

1. How do I get my patients to come back in for more treatments once their chief 
complaint is healed? 

2. How do I know which points to use and if my treatments are going to work? 

3.  Should I accept health insurance in my office? 

4.  What do I say when a potential patient calls me? 

If you’re interested in finding tried, tested, and effective answers to these 
questions and more, I’ve got great news for you! 

The 2-step strategy plan is only one small part of the 7 main steps you need to 
build a successful practice. 

I’ll be teaching you these steps on a FREE online master class “The 7-Step 
Strategy Plan For Building A 6-Figure Acupuncture Practice.” 

I’m also going to introduce you to my advanced training course that hundreds of 
acupuncturists all around the globe have already taken to build their dream 
acupuncture practices. 

Learn the exact steps I used to build my practice to 6-figures in less then 3 
years.  To create a life of freedom.  To make a living doing what I love. 



The 2 strategy steps are just one of the many techniques needed to build a 
successful practice that I learned through my time, testing, trial and error. And 
on this presentation I’m going to teach you everything! 

I’m excited to host this live master class with you because it’s always so much 
fun! 

I’m also excited because on this class I’m going to be offering some bonuses that 
are jam packed with content on the deeper understandings of practice 
building!  And they’ll only be available on this presentation. 

Sign up for the live master class HERE Please link “HERE” to this url: 
https://6figureacupuncturist.clickfunnels.com/webinar-registration56g0cv2j 

Talk to you soon!  

 

With love and gratitude,  

Alyssa Dazet, L.Ac. Dipl.O.M. 

Acupuncture Business Coach and Heart Centered Healer  

 

 


