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Standard Operating Procedures (SOPs) is a document 
that explains how to run a business. An SOP is a step-by-
step manual that details every process and procedure 
of a company. Generally, an SOP includes technical and 
repetitive processes. 

Efficiency is the chief benefit of an SOP. The success 
of a company is often measured by how well all of its 
employees work together. After all, a company is like a 
machine, with all the pumping cogs and cranking gears. 
If one of these pieces are a little rusty, then the machine 
won’t function properly. A well formatted SOP preserves 
the synchronicity of a business - all the parts are working 
together.

In terms of a regenerative health clinic, SOPs allow all 
employees to work efficiently.
Reduce human error
Reduce contamination
Communication
Maintain a reliable quality assurance system
Purchasing medicine and therapies
Booking appointments

There is no question that an SOP makes a company more 
efficient. Regenerative health clinics provide health services 
and therefore, must provide all procedures in unison. SOPs 
encourage unity among workers. If one employee wants 
to perform a treatment their own way, the effects could be 
disastrous. 
The best part about an SOP, is that the document is 
relatively simple to write.  

FIRST

Have a meeting with every manager in the office. Ask them 
to make a list of every procedure that requires an SOP. 
Remember, the only things that need to be detailed in 
an SOP, are technical procedures that may need to be in 
accordance with state law, or a need for standardization. 
Performing Hormone Replacement Therapy should be 
included in an SOP, making the morning coffee should not.

SECOND

Once the list has been compiled, the SOP can be designed. 
The format of the SOP should be constant throughout 
the entire manual. For example, an SOP with a flowchart 
explaining one procedure but on the next page a step-by-
step explaining another procedure, could give anyone a 
headache. Consistency is imperative. The language should 
also be consistent throughout the entire SOP. 

THIRD

At this stage, the SOP could be written. Have numerous 
employees check each procedure illustrated in the SOP 
for accuracy. A good way to test how effective an SOP is 
by having a friend or relative try to perform some of the 
procedures by following the SOP (excluding any medical 
operations).

FOURTH 

Even after the SOP has been published, a business needs 
to review and update the SOP every year. Countless factors 
can cause a need to alter an SOP. Industry standards or 
even price fluctuations change rapidly. An SOP needs to 
change with the times.

Defining 
Your SOPs



At the end of the year, churning out fresh and new 
content is usually at the bottom of most health practice’s 
agenda. Notwithstanding the holiday craziness, come 
late December, one’s marketing budget may be nearly 
depleted. Plus, at the end of the year, any company’s 
marketing department, especially that of a healthcare 
practice, are busy researching industry trends as well as 
redefining the company’s brand and focus to reflect such 
trends for the upcoming year.   

A great marketing strategy to employ during this chaotic 
time of year is to repurpose existing content. No, this does 
not mean simply regurgitating blogs and articles posted 
during the course of the year. Repurposing content is to 
make some changes to existing content and then reuse the 
content to expand its reach.

For example, a blog from a few months ago about erectile 
dysfunction treatment, could become an entirely new 
article with the addition of a paragraph about new and 
relevant technology. 

How Repurposing Can Double your Bottom Line 
at Little Cost

The greatest benefit of repurposing, is that it can double 
the amount of one’s online content at only a fraction of 
the effort. Instead of filming every video, writing every 
article and articulating every infographic from scratch, 
repurposing content allows you to reuse old content but 
reap the benefits of new.

Every piece of content we put on the internet is rated by a 
score that measures how many clicks it got. Some people 
clicked on the story or opened the email, while a greater 
amount did not. Here is how a regenerative health practice 
can repurpose existing content to appeal to both of these 
groups of people.

Already interested individuals

If someone clicks on your content, they are interested in 
what you are selling. They handed you the lasoo, and it is 
up to you to rope them in. So they were interested in your 
product, and then either they made a purchase or they did 
not. Resending them a repurposed version of the email or 
article that they had already clicked on or opened, will only 
strengthen their interest in your product.

If the email or article did inspire them to make a purchase, 
a repurposed article will most likely remind them of their 
experience with your product, which may lead to another 
purchase. On the other hand, if the individual opened or 
clicked on the email or article, but never reached the cash 
register, repurposed content could get them to go all the 
way. These potential customers were so close to the finish 
line.

Never opened that email

What about individuals on your mailing list that never 
even opened your email or clicked on your article?  Of 
course, this will be a harder sell than those who had 
already expressed interest, but repurposed content sent to 
someone who had originally ignored the message, could 
be received differently this time around. 

Conclusion

As we bid 2021 goodbye, spend a little time rifling through 
your online content. A few minor tweaks and adjustments 
could make plenty of those old blog posts and articles new 
again.

End of Year 
Marketing & 
Sales Strategy



A typical day at one’s clinic consists of mostly predictable activities. A standard operating procedure manual would 
explain, step-by-step, how to perform all of these. As a result, when an employee is tasked with any such process, they 
should have no problem in performing it perfectly. 
An unpredictable event, however, is the biggest fear of any business. Most unpredictable events deal with customers. 
After all, there is no way to know what sort of patient will walk through your door next. They might be having a bad 
day and intend to spread their animosity like a virus. Without preparation, an irate customer can create enormous 
headaches. This is why role playing is the best way to avoid unpleasant patient-practice situations. 
Your inexperienced receptionist will have no idea how to deal with a furious customer shouting at the top of their lungs. 
Someone unprepared in such situations, will likely escalate the encounter, resulting in a lost customer at best and a 
lawsuit at worst.

Eight Role Playing Scenarios that Should Encompass Practically Every Irate Patient

The best way to prepare employees to deal with these sorts of customers is through role playing patient-practice 
scenarios.  While these situations are unpredictable, they could be grouped into a few categories. As long as you 
prepare your employees for these events, they will be more comfortable when they occur.
According to I Spring Solutions website, these are the most common reasons why patients get angry.

Role Playing Patient-Practice 
Scenarios

https://www.ispringsolutions.com/blog/role-playing-scenarios-for-customer-service-training


1. Impatient

2. Unsatisfied

3. Angry

4. Price

5. Demanding unknown answers

6. Defective product

7. Demanding requests that can not be fulfilled

8. Violation of terms of service

Design Role Playing Scenarios with Flowcharts

The next step is to design role playing scenarios that could result from each of the above list. For each one, write a 
paragraph of dialogue that could come from an irate customer. It could help to design each of the situations above on 
a flow chart. After all, these situations can go numerous ways.
For example, number one - impatient - imagine that a patient has been sitting in your facilities’ lobby for a very long 
time. Finally, they get up and start complaining to the receptionist. Of course, the receptionist will try to calm the patient 
down, but what if the delay is because the therapist hasn’t gotten back yet from lunch? Any attempt to simmer the 
situation will fail, if the receptionist proceeds to reprimand the patient.
It is important to familiarize employees with every possible situation. A flowchart does a good job of covering all 
scenarios. Flowcharts are also easy to study and memorize. Here is a flowchart for number six, that deals with a 
defective product.

Patient’s fault - We apologize about the problem, but we have checked everything on our end. And it does not seem 
the problem was not caused by us. Here are some solutions that could fix it.

Practice’s fault - Thank you for pointing this out to us. We are very sorry for any inconvenience this might have caused. 
We will do everything we can to fix this.

Conclusion

Not only could these situations help your current employees, but role playing patient-practice scenarios are a great 
way to train new employees, or even gauge an applicant’s customer service abilities.
The trick to run a successful practice is to be prepared for everything. It is easy to know how to perform GAINSWave 
Therapy effectively. But what about that irate customer? The best way to prepare for everything is with role playing 
exercises.

Something does not work

Patient                    Whose Fault is it?                    Practice



PODCASTS WE’LL BE FEATURED ON:

The Steve Jordan Experience. http://stevejordan.com/

Couples Synergy: Real Couples, Real Stories http://couplessynergy.com

Talk About Gay Sex TAGSPODCAST https://redcircle.com/shows/talk-about-gay-sex-tagspodcast

The Warrior Wellness Podcast https://fireteamwhiskey.com/the-warrior-wellness-podcast

GAINSWAVE IS HITTING THE MIC WITH A BRAND NEW PODCAST TOUR, WHERE WE WILL BE FEATURED 
ON POPULAR WELLNESS PODCASTS FOR MEN’S HEALTH. 

FEMIWAVE FEATURED ON THE WELLNESS MAMA PODCAST

In this episode, Dr. Bawa shares her story of overcoming breast cancer and all the things that came along with her 
cancer diagnosis and treatment. She also dives into some taboo topics and talks about sexual health quite a bit and 
some really surprising statistics on health and hormones related to both men and women. It’s definitely a fact-packed 
episode and her story is really incredible.

What’s new?

http://stevejordan.com/
http://couplessynergy.com
https://redcircle.com/shows/talk-about-gay-sex-tagspodcast
https://fireteamwhiskey.com/the-warrior-wellness-podcast


Trendjacking is when a company exploits a current topic to increase 
profits or to spread brand awareness. The suffix of the word is ‘jacking’, 
like car-jacking or hijacking, and hence, the term appropriately means 
to take advantage of a current trend, so as to propel one’s digital voice. 
If done correctly, trendjacking can be an effective way to amplify your 
brand.

Trendjacking is usually easily digested content - such as a tweet, post, 
image or video. Tomorrow, today’s hottest trend will be old news. Lava 
lamps and bell bottoms won’t likely garnish much interest. As a result, 
effective trendjacking is distributed quickly across all of your social media 
channels, while the trend is hot. 

Newsjacking 

Newsjacking is the same concept as trendjacking but, you guessed it, 
instead of taking advantage of a social trend, newsjacking is using a 
current news story to boost your visibility. Such a marketing tactic can 
be very tricky. Most stories on the news have two sides. By mentioning 
a current events story, you could be offending a large pool of potential 
customers. 

As Long as They are Current, Trendjacking is Generally Beneficial

Unlike news stories, everyone is interested in social trends. At least, 
anyone who is on Twitter or Facebook, searching for what is currently hot, 
is likely to take interest in your post if it mentions the big social trend. 
Another immense benefit of trendjacking is that everyone knows about 
them. Therefore, trendjacking places something very familiar in your 
posts or tweets. Try to imagine two tweets. One is an image of a brand 
new toaster. The other has the toaster as well, but with Santa Claus 
removing a tray of muffins from it. As long as the time of year is around 
Christmas, the Santa tweet will certainly sell more of those toasters.

Scheduling Trendjacking 

Have you ever wanted the power to predict tomorrow’s trends? The 
coolest thing about trendjacking, is that with one quick glance at your 
calendar, you could schedule a year’s worth of tweets, posts, images and 
videos. 
Almost every day of the year is of some national importance. Just a few 
of them are, National Personal Trainer Day, Groundhog Day, National 
Tater Tot Day, National Donut Day, and even the best day of the year, 
National Drink Wine Day. Check out this website for a list of every special 
day of recognition throughout the year. 
Although some of these days are relatively unknown, to some people 
in that particular industry, seeing a post or a tweet promoting their trade 
would undoubtedly excite them. Hence, most would likely share it to 
others, or maybe even mention your organization on one of their tweets 
or posts.

Holidays

Holidays are the most reliable trendjacking vehicles. Big holidays, such as 
Valentine’s Day, Christmas, Thanksgiving, Halloween and Easter all cast 
a delicious holiday mood across the country. Any tweets that trendjack 
this festive holiday spirit, automatically get a foot in the door. 
Trendjacking could be your best marketing tool, but it could also be your 
worst. When it comes to holidays, you may not want to overdo it. A tweet 
featuring your advertisement everyday, except with a different holiday 
mentioned, could become very annoying. Witty and humorous tweets and 
images, however, will always be appreciated.

GAINSWave and FemiWave Holiday Bundles

Everyday is a good day for a sale, but holidays are especially conducive 
to sales. GAINSWave and FemiWave, for example, jump on the holiday 
bandwagon every year, and offer one of their best sales of the year. Be 
sure to check out the latest treatments and devices being offered.

TRENDJACKING AND HOLIDAY CAMPAIGNS



Y O U ’ R E  I N V I T E D  T O  O U R  N E X T

PRACTICE GROWTH WORKSHOP

While you’re focusing on your patients’ well-being, we know time is rather limited for you to 

learn new sales and marketing tactics for your practice. At VitalityConnect, we’ve developed a 

series of workshops to share insights from industry thought leaders! This exclusive experience 

is designed just for you to walk away with a well-thought-out, actionable plan to scale your 

practice, nurture leads and increase patient retention. 

Want to scale your practice? 
Attend our next Practice Growth Workshop.


