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I N T R O
The secret to working half days and still running a million dollar practice is to structure your 
entire business to operate like a Fortune 500 company. Having the practice of your dreams 

takes work and diligence but is not an unattainable mystery. 

Within the next pages, we are going to walk you through the “Alpha Omega Planner” step by
step, which you can use as a guideline and inspiration to apply to your own business.

Sometimes the most obvious things to do are the most neglected. 

As you look over the “Alpha Omega Planner” maybe you will think “Well, that’s nothing new.” 
It is not - however, few businesses ever take time to truly get these basic building blocks into 
place. Day to day operations and never ending to do lists quickly overtake all our attention. 

The secret is to take a step back and put the foundations in place. 

Fortune 500 companies take the time to think, assess and implement all items on the “Alpha
Omega Planner”. Even though it seems general enough, once you start digging into the dif-
ferent items, you will notice that every task, procedure and work flow is directly linked to it.

We hope the “Alpha Omega Planner” will help you identify your strengths and weaknesses 
and start you on the journey to successfully work towards operating the practice of your 

dreams. 

RUNNING A SUCCESSFUL BUSINESS 
IS MORE THAN JUST BEING GOOD AT 
YOUR JOB.
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c l e a r  v i s i o n
S T E P  O N E

Running a successful business is more than just being good at your job. 
The phrase “teamwork makes the dream work” could not be more true when it comes to 
building a successful business. 

It is only natural that each person in your business gets consumed with their specific de-
partment or job and lose track of the bigger picture. In order for teamwork to function
properly, everyone needs to know and work towards the common goal in their own area
of responsibility.
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T h e  M i s s i o n  S t a t e m e n t

For your business, what is the heartbeat of your practice? What do you want to do and achieve?

Does your business have a clearly formulated mission statement?

Does your team know the mission statement and can see it on a regular basis?

Is your day to day business operation in sync with that statement?
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HERE IS DR. JOHN LEE’S EXAMPLE OF A WELL FORMULATED MISSION STATEMENT.

As important as the mission statement is to have as a banner it will not actively affect the 
day to day business without being flushed out into more tangible terms. That is where Step 
2, Core Values begins.

Educate & heal our community through Chiropractic 
care.
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C O R E  V A L U E S
S T E P  T W O

The same way the mission statement defines your business as a whole the core values of 
your practice define how your day to day business is carried out. What does your business 
stand for? What are the qualities of your business and practice?

Generally it is good to have 4 to 5 different core values which you and your team decide on 
together. 

We are going to look at the examples provided by Dr. Lee.
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S E R V I C E
Means excellence of practice and ongoing improvement of 
skill sets. The patients well-being is the highest priority.

C O M M U N I T Y
Since part of the mission statement is education, Dr. Lee’s focus is not only on
the patients walking through his door but also providing opportunities for the
people in his neighborhood to learn about chiropractic care.

G R O W T H
In Dr. Lee’s office there is always a forward motion. Success is being cel-
ebrated while at the same time there is always room for improvement.

A T T I T U D E
All staff agrees to always have a good attitude no matter how busy the day gets. Patients might
be experiencing a lot of pain, so greeting them with a smile and patience goes a long way.

T E A M  U N I T Y
Since everyone is working towards a common goal and wants to see it achieved, it causes staff
members to step up for each other and come to beneficial solutions, rather than tear a person
down for not being able to fulfill all their tasks.
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Q u e s t i o n s  f o r  a p p l i c a t i o n

With your mission statement in mind, what are 4 or 5 attributes your whole staff can agree on to 
value and heed to at all times? 

If you already have core values; are they reflected by you and your staff in your day to day business? 

Are your core values posted somewhere in the office to serve as a daily reminder for you and your 
staff?  

Having a mission statement and core values is one vital aspect of your day to day business - it 
defines HOW you operate. 

The other vital piece are your business goals - it defines WHAT you are working towards. That 
leads us to Step 3. 
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Educate & heal our community through chiropractic 
care

1. Service
2. Community
3. Growth
4. Attitude
5. Team Unity
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1 y r  +  5 y r  g o a l s
S T E P  T H R E E

Setting goals can seem either easy or superfluous depending on your personality. With the
right tools having a 1-year or even 5-year goal can be an accurate science rather than a “pie
in the sky” wish. It requires a lot of diligent work on a day to day basis but once it becomes
part of your habitual business practice, it will be a driving force for each staff member.

In order to plan out and predict the future we have to know what is going on in the present.

Which leads to the following questions: 

Do you know the overall finances of your business - income and expenses? 
Do you know what the average collection per patient needs to be in order to break even/make 
profit? 
How many new patients do you need every month to increase your profit by XYZ%?
Do you mostly have cash patients or insurance patients - what does that mean financially for 
your practice? 
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These questions are just a glimpse to get an idea of where your business is currently at.
Once you know where you are at, you can then assess how much extra capacity you and
your staff have and accurately determine what a realistic growth expectation is.

The two items we will look at are collections and business goals.

COLLECTIONS 

Set yourself up for success! Dreaming about your dream practice and ideal income is im-
portant but pace yourself. Look at your current finances, stats and available resources - then 
determine together with your staff how many more patients you can see on a weekly or 
even daily basis. 

If you are making $500,000 and set your goal to one million dollars, it will most likely not 
happen since it would require you and your staff to not only double your work and efficien-
cy from one day to the next but also for double the amount of new patients to suddenly 
rush to your practice.

However, seeing two to five more patients every day is probably manageable. Knowing the
average collection per patient will now allow you to predict how much more you can make
in a year.

BUSINESS GOALS

Your business goals are practical action steps to achieve your collections goal. In order to
make more money, you will need new patients - most of the time they won’t just show up.
So, what can you and your staff do on an ongoing basis to grow awareness of your busi-
ness?

You can grow your online presence through Google ads or social media following.
Furthermore, you can build relationships within your community such as giving lunch talks
for corporate office workers or free educational classes on the benefits of chiropractic care
-the possibilities are endless. It is important that you and your staff agree on an action plan
and stick to it.

Once you set yourself realistic expectations for the next year you can now use the same mod-
el and work on your 5-year goal. 

Remember: implementing tangible, daily/weekly action steps is the key to reaching your goals. 

As you come up with your business goals, use Step 4 to help you with your business goals. 
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Educate & heal our community through chiroprctic 
care

1. Service
2. Community
3. Growth
4. Attitude
5. Team Unity

Collections: Looking at this year’s numbers- what is a realistic 
increase for your next year?

Business Goals: Have 4-5 new goals such as social media pres-
ence, launch of a new service, higher collection percentage in 
accounting dept.

follow pattern of 1 year goal setting
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M A R K E T I N G  P L A N
S T E P  F O U R

It is exciting to plan, dream and crunch numbers to set yourself new goals. One important
aspect to keep in mind is to be aware of what is outside of your four walls. Creating a mar-
keting plan according to the needs of your surroundings will greatly increase your chance of 
success.

We will look at the example provided by Dr. Lee to paint the picture: 
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TARGET MARKET/ IDEAL PATIENT(S) 
Dr. Lee’s practice is surrounded by a lot of corporate offices as well as a suburban neighbor-
hood with a lot of stay-at-home moms. 

His marketing efforts are therefore geared to reach those people - having a “free pizza party” 
might work around a college campus but not necessarily in his environment. 

Ask yourself: Who is in the area that will greatly benefit from chiropractic care? 

NICHE: 
Since Dr. Lee’s practice is surrounded by many corporate offices. There are a lot of C-level 
executives that are in need and want of chiropractic care. 

Ask yourself: Amongst your general target market, is there a special niche you can identify. 

UNIQUE SELLING POINT 
Since the corporate office worker is part of the target market, Dr. Lee offers posture training 
and ergonomic assessments in addition to the general corrective care.

Ask yourself: What makes you different from other chiropractors in the area? How can you cater 
specifically to your target market?

PROVEN PROCESS 
Dr. Lee specializes in corrective chiropractic care using X-ray analysis. He has found that tak-
ing before and after X-rays of his patients helps show them that the treatment was successful. 
Not only will the patient feel confident in Dr. Lee’s skills and recommend him to friends and 
family but also might consider ongoing wellness care. 

Ask yourself: What do you do to instill confidence in your patients and get them excited about 
your care?  

MARKETING METHODS 
Marketing nowadays has unlimited expressions. Find out what is sustainable for your practice 
and what caters best to your target market. Pursue it and stay consistent with it.
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Educate & heal our community through chiroprctic 
care

1. Service
2. Community
3. Growth
4. Attitude
5. Team Unity

Collections: Looking at this year’s numbers- what is a realistic 
increase for your next year?

Business Goals: Have 4-5 new goals such as social media pres-
ence, launch of a new service, higher collection percentage in 
accounting dept.

follow pattern of 1 year goal setting

Target Market/ Ideal Patient: Who is in your area?

Niche: Such as corporate office workers; stay-at-home moms

Our USP:  What is your unique selling point? e.g. posture train-
ing; ergonomic assessment

Our Proven Process: What is your specialty?

Marketing Methods: What works best for you? E.g. Google 
ads, lunch talks, spinal screenings, etc.
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D R E A M  P R A C T I C E
S T E P  F I V E

This step is the fun part. What do you ultimately want to see your practice grow into? 
Write down whatever is YOUR dream.

You now have the tools to reverse engineer your dream! 
Know your stats and numbers. Put practical action steps into place. Watch how over the 
course of a few years your business will flourish into the practice of your dreams. 
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THE ALPHA OMEGA PLANNER 
for

YOUR BUSINESS NAME HERE
AS OF: ENTER TODAY’S DATE

MISSION STATEMENT

CORE VALUES

1.  
2.  
3.  
4.  
5. 

1 YEAR GOAL
Collections:  
Business Goals: 

5 YEAR GOAL
Collections:  
Business Goals: 

MARKETING PLAN

Target Market/Ideal Patient:  

Niche: 

Our USP:  

Our Proven Process: 

Marketing Methods: 

DREAM PRACTICE
Collections:  
Business Goals: 

Now it is your turn. Take the blank “Alpha Omega Planner” and start digging into it. 
The “secret” isn’t a mystery - it’s diligence and consistency. 
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d r .  j o h n  l e e
is the founder and lead coach of Alpha Omega Consulting. He 
turned himself into a million-dollar practice chiropractor and 
will continue to practice part-time while helping other chiro-
practors reach their dreams.
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