
The Playbook For 
Growing Your Practice
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Patient expectations are rapidly changing. People can order products and services faster than 
ever — and receive those items at record speed. As a result, they expect faster, more convenient 
and personalized service from all businesses, including their local medical practice.

In order to grow your business, it’s critical to arm yourself with powerful strategies designed to 
attract and retain more new patients. Check out this blueprint, which includes actions you can take 
now to promote healthy and sustainable growth.

Introduction
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Take Actionable Steps to Attract Patients 
If you want to create lasting, sustainable growth, estimates suggest that you should be seeing 
roughly 30 to 50 new patients monthly. Reaching new patients involves meeting them where they 
spend time, which is online. The average American is spending about 24 hours per week online. To 
more effectively reach the people who need your services, select growth strategies that are tied to 
digital channels, including the following tips:

Optimize your practice website

The first stop for patients looking for a new doctor is usually a search engine. They might search 
review sites first and then land on your practice’s website. When they arrive at your site, you want 
to keep them there with an intuitive setup and the information they want. What does the patient 
see first? Can he or she view useful information, such as new patient forms to print for their 
upcoming visit or helpful details about payment options? Create more intuitive experiences for the 
patient.

Add patient financing options to your website 

To improve patient satisfaction, offer patients flexible and personalized financing options. Giving 
patients these options opens your doors to more people who need care and speeds up the 
payment cycle.   

Communicate with patients using the channels they prefer 

85% of customers

prefer receiving text messages over phone calls or emails. 

Research shows that 

Attract and retain more patients by using the communication methods they prefer, including 
offering mobile payment options.
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Ask for referrals

Do you have an exceptionally 
happy patient? If so, this is 
the perfect time to ask for 
a referral. After thanking a 
patient for a compliment, say 
that you’d be honored if the 
patient would tell friends and 
family about your practice. 

Ask for patients’ online reviews

92%

88%

of people read online reviews when searching for a 
new product or service. 

of people trust these reviews more than 
recommendations from people they actually know. 

Ask your patients to leave reviews on some of the most popular sites, by sending out an email or 
posting a message on social media. 

Research shows that nearly half of businesses do not have a clearly defined digital marketing 
strategy. Creating a strategy to attract new patients that leverages digital tools they already use 
gives you a competitive edge and keeps a steady flow of new patients contacting your business.
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Take Steps to Retain Current Patients 
Once you attract new patients to your practice, you need strategies to retain them. How can you 
impress patients so much that they feel compelled to tell friends and family about your practice? 

Try a few of the following strategies to retain more patients. 

Deliver excellent service

Research shows that 77% of healthcare consumers say it’s 

important or very important to know costs before treatment, and 

53% want to discuss financing options before receiving care.

Offer modern 
conveniences

Increase practice revenue and 
accelerate cash flow by utilizing 
text and email to communicate 
with your patients about their 
balances. Allow patients to pay bills 
conveniently online, view financial 
statements or set up personalized 
payment plans with ease 24/7.

Practices that successfully bridge the communication gap regarding patient financial responsibility 
have an opportunity to build stronger patient bonds, become a resource to help pay for care and 
build a stronger business into the future.
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Continue to educate and connect with patients

Patients want relevant information through their preferred channels of 
communication. Some people prefer email communication, while others 
gravitate toward social media. Enable communication tools 
that deliver personalized details to patients. 
For example, you can deliver balance 
details to patients who have an 
overdue bill and allow them to 
choose a payment plan that 
fits with their budget. 

Solicit ongoing feedback

 If patients aren’t happy, they won’t always express their frustration. Instead, they may quietly 
switch practices. Research shows that 27% of healthcare providers have lost a patient to other 
practices. The only way to know how patients truly feel about their experiences is to ask. Send 
surveys soliciting honest feedback about your practice. Once you get patient feedback, act on it. 
Share it with employees, and brainstorm ways to improve the patient experience. 

Patients want to feel truly known by your practice. When you create more personalized and 
meaningful experiences through modern, convenient communication and financing, patients 
feel a greater connection to the practice. Having the right technologies in place is important to 
supporting these experiences.
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Modernize Your Practice to Meet Changing 
Patient Expectations
Most of today’s patients rely on technology to manage their lives. They pay bills, order groceries 
and shop online. These patients expect the same convenience when visiting their doctor’s office. 
Modernize your practice to meet those needs, by delivering the following benefits.

Accurate estimates

People want to know their financial 
responsibility upfront. This is 
increasingly important since almost 
half of Americans now have high-
deductible health insurance plans. 
People are paying a larger portion 
of their medical bills now than in the 
past. Give patients more transparency 
by providing them with accurate, 
reliable upfront estimates for services. 

Financing options 

Many people aren’t able to pay large medical bills. 

Almost half of Americans
struggle to come up with $400 for an unexpected expense.

Promote practice growth while at the same time increasing cash flow, by opening the doors to 
more people who want treatment but don’t think they can afford care. Offer patients inclusive 
financing options designed to fit their individual budget.
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Digital payments

Digital payments are common in today’s 
retail world, and people expect that 
same convenience at their doctor’s 
office. The rapid growth of digital 
payments is expected to continue to 
surge over the next few years. Practices 
can simplify payments and get paid 
faster by enabling mobile payment 
options. Send a customized text or email 
message with a mobile-friendly payment 
option, allowing patients the option to 
pay now or to enroll in a payment plan. 

Interactive voice response 

Consider automating payments with interactive voice response technologies. IVR improves 
efficiency, streamlines the payment process and enhances the customer experience. 

Card-on-file technology

Re-entering card details or handing over a card during every visit is a cumbersome process. 
Today’s patients are accustomed to “one-click” shopping experiences and simplified retail 
transactions that don’t require re-entering card details. Meet these demands by allowing patients 
the option to store card details online. When card details are safely stored, patients can quickly and 
efficiently pay balances owed after insurance adjudication.

Implementing strategies to modernize your practice is critical in adapting to fast-evolving patient 
expectations. Selecting the right technologies to support those strategies, however, is the key 
to success. You need reliable, accurate technology that simplifies rather than complicates the 
customer experience – and keeps them coming back to your practice. 



Grow Your Practice With ClearGage
Grow your practice by empowering patients to take control of their payment options and their 
medical bills. Digital payments and flexible financing options enable your practice to get paid fast-
er — and more frequently — while increasing your revenue stream. The ClearGage platform helps 
patients get the care they need most, without the worry and stress of large, upfront expenses.

Before the encounter

ClearGage enables you to provide patients with more accurate estimates upfront. Out-of-pocket 
expenses are calculated in real time using data from the patient’s benefit plan. This helps your 
practice increase the number of payments at the time of service or enroll patients in a practice-
approved payment plan before services are rendered.

On the date of service 

After developing a treatment plan for the patient, discuss flexible financing options. ClearGage 
helps your practice provide flexible, personalized financing that improves patient satisfaction, 
increases cash flow and ensures you get paid upfront.

After the encounter 

Continue building a positive experience after the patient leaves your office, through ongoing 
communication. Use a variety of communication channels, from text messaging to emails to 
phone calls. For example, you can send targeted emails that encourage patients with outstanding 
balances to enroll in flexible financing programs. 

ClearGage provides solutions that improve the patient experience, create happier customers and 
result in growth. These streamlined experiences are more transparent and flexible, and can be 
customized based on patients’ individualized needs. As a result, patients continue returning to 
your office and are excited to tell friends and family members about your services.

For more information visit

www.cleargage.com




