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Marketing Your ASC to Both 
Patients and Physicians





1. Who are your customers?

Receptionist

Nurse 

Schedulers

MA

The Physician

(With everyone in the office, it starts at Hello)



2. How does your communication with general staff 
impact your overall relationships?

• Builds trust

• Creates partnerships

• Removes barriers

• Cuts wait time

• A good physician always has a Great Gate 
Keeper

• Build partners not enemies

• Gate Keepers= “Can you help me please” = 
SUCCESS!



3. How critical is it to understand the key 

players with a physician’s office?

• Deals are won and lost at this point

• Insider information is often shared

• Sometimes the wife is also an 

employee/nurse/office manager

• Do not make a career threatening mistake



4. Always ask/gain physician buy-in before sharing 
sensitive/confidential information with staff 
personnel.

• Identify a go-to person within each office

• Ask always and never suggest

• Understand the needs of the 
physician/office and patients



5. Be aware of buying signs

• Services offered vs existing services

• Sell with value and not financial returns

• If it does not make sense to the physician 
it won’t make sense to the patient

• Proximity to current location

– Patients and docs hate to change 
current driving patterns



6. Say what you know and know what you 
are saying

• Don’t be afraid to say “I don’t have the 
answer to that, allow me to research 
and get back with you.  Does next 
Tuesday at 2pm work for you?”

• This allows you to make another visit to 
the office and build relationships with 
staff


