
Quick Start Guide

Physician Referral Program

The need to develop, maintain and implement a Physician Referral Program stems from the changes in our 

healthcare system. We know that a patient who is referred by another provider is twice as likely to follow 

through with booking the appointment. Physician referral costs a fraction of the money traditional marketing 

efforts cost, but it does require planning, organization, collateral and time. Fortunately, Fuel Medical can support 

your process!

Organization

First, develop a list of current referring providers and those from whom you wish to begin to receive referrals. 

Don’t limit yourself to PCPs! Mid-level providers, community centers and local corporations should all be 

considered as potential referral sources. Create an excel list that encompasses all the potentials, including their 

name, address and specialty. Then go back into the list and find the top ten candidates that you would like to 

begin focusing on.

Collateral

Creating a cache of collateral pieces will greatly ease the process. Specific, branded, themed pieces can be 

customized and created for your practice. These will act as a monthly “touchpoint” between you and the provider. 

But first, you need a practice brochure and welcome letter or another informational piece to leave behind. This is 

vital as it gives the potential referring practice a reason to connect with you. 

Planning

Use a planner* to fill in which new practices you will target each month for the next twelve months. Every practice 

you visit in month one, you will revisit in month two, three, etc.—each month, you will add a few more to visit. 

Meanwhile, each practice should have a monthly touchpoint, and each month will have a collateral piece different 

from the practice brochure after the initial visit.  

*See Fuel’s easy planner suggestion to template your own. This planner should be accessible by all members  

of your team who will participate in outreach, thereby keeping all parties accountable.
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Time

Start slow. Allocate two hours toward actually visiting practices the first month. Once you realize how easy it is, 

you can begin to increase the amount of time each month.

Who to Talk To

Physicians listen to the people on their staff. While visiting practices to introduce yourself, it isn’t always necessary 

to speak to the MD. Speak to anyone you can—mid-level providers, MAs, front desk staff, office managers, surgical 

schedulers, etc. Ask to speak to the highest-level provider first, and should they not be available, ask to speak 

to whomever else works with them. Introduce yourself. Be friendly. Dress professionally. Ask questions about the 

practice to learn more about them and to get them talking. Take notes. Ask how you can be of service to their 

practice and their patients.

Just Go Do It! 

It isn’t easy for most of us to walk in and advocate for our practice the first few times. It may feel odd. It may  

cause anxiety for some. Most of us have a cold-call aversion. But keep in mind: What’s the worst that can happen? 

If you are courteous and professional, most offices will be courteous and professional back. The worst-case 

scenario is that the front office says, “no thanks,” and throws your marketing material in the trash. We all can 

survive that. So just go do it. Try it once and see how easy it can be.

To set up a Physician Referral Program in-office training or to create customized physician 

referral collateral, please contact your Regional or Account Manager. 


