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Corporate Member Profile:. -
Thera Tek USA, LLC

WSCA: Corporate:. Partner
since: 2002 -0

Year Established: 1991

Key Management:
Robert Harada, Tierney Davenport.
Chiropractic Division: Noel Davenport

Description of Business:

Providing clinical supplies, equipment
and services to chiropractors and other”
healthcare professwnals in the Pacific
Northwest.

Geographic Areas Served:
Mainly the Pacific Northwest

Philosophy:

Thera Tek is here to provide complete
satisfaction of every facet of clinical
need. Thera Tek values local business
and experiences the nuances of

the local economy. Thera Tek is
proudly located in Seattle for local
chiropractors.

Noel Davenport

About being a Corporate Partner:
WSCA is the best source for DCs,
patients and local businesses to
come together in a positive, mutually
beneficial manner.

Thera Tek, USA, LLC
Contact: Noel Davenport, Chiropractic Sales Representative
4918 Leary Ave NW, Seattle, WA 98107
Tel: 206.781.1776 - §00.858.0250 + Fax: 206.781.1643
ndavenport@theratek.com - www.theratek.com
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How E-mail Marketing Can
Boost Your Practice

Michael Lewis, DC, CCSP C5CS and
Noel Davenport, TheraTek, WSCA Corperate Member

The use of email marketing opens up invaluable marketing opportunities
for your business, if done appropriately and with care. We asked two
- WSCA members, one a Seattle chiropractor and the other a Corporate
‘Member, to share their perspectives on how their email marketing
strategies have helped to grow their businesses. Dr. Mike Lewis and
Thera Tek sales representative Noel Davenport share their stories here.

Why is email as a marketing tool a good fit for

your business?

Dr. Mike Lewis: | have subscribed to a website service (Chiroplanet)
for the past six years, and have come to depend on this form of electronic
communication now more than ever. Practicing in a metropolitan area, [
would estimate that 90% or more of my patients use email on a regular
bagis. T still send out a quarterly direct-mail printed newsletter, and it
hurts every time [ pay for the postage. Hurts bad. '

Noel Davenport: TheraTek.com has been my main focus for two
years. 1 have waiched TheraTek.com grow from a modest webpage to a
strong e-commerce site. This site has become an essential sales tool, vital
to the future of our business: providing supplies, equipment, and most
importantly, service to healthcare professionals. Everyday our local and
national e-commerce grows! The reach and speed of internet technology
enables a local business like Thera Tek to evolve faster and serve a larger
audience than ever before,

How have you utilized this technology in

your practice? ,

Dr. Mike Lewis: Four years ago, | opened up a new office and my new
office website was instrumental in creating a smooth transition for my
patients. The link to the website was sent out as a mass email before the
move and again soon after. The maps, directions and parking instructions
were invaluable, and much more cost effective than sending out multiple
postcards or newsletters.

Since the move, the website service sends out & very tasteful email to my
patient database once a month, offering health suggestions, chiropractic
news and news of recent research. It was very important to me that I could
support the content in these emails, and that it sounded as if it could have
come from my mouth {or keyboard).

After refurning from a vacation years ago, a patient suggested that in the
future [ announce my vacations ahead of time. Great idea. By sending out
an email a month ahead of time, I now get a bump in my numbers before
leaving, and it’s a good way to reactivate patients who haven’t been seen
in awhile. This year I sent out an electronic holiday card announcing we
would be closed the week of Christmas. I make sure not to abuse this
service, and only send out mass emails when it is newsworthy.

Starting next month, we will be sending electronic birthday cards to save
on postage and paper. Better for my wallet and the envirenment.

Noel Davenport: Clinics see value doing business with a local
company. Clinics also enjoy the ease of online ordering. TheraTek.com
turns online business into a local experience for chiropractors in the
Northwest! When a client wants to do business via internet, we attempt
to “speak their language.” Place an order via fax, we fax. Place an order
via phone, we call. Place an order online, we email!

Plexus

Email marketing is the best channel of communication to reach online
customers. Keep in mind, not everyone wants or is willing to be
internet approachable. An email may provoke an interest but be sure
to keep alternate communication available. We provide local (Seattle)
phone numbers and our physical address within every outgoing email.
This reminds clients that we’re not just an anonymous online company.
Nothing can replace a one-on-one conversation.

What tips can you share with others?

Dr. Mike Lewis: 1 am no expert; in fact, I would prefer that the majority
of the process be as hands-off as possible. I would make sure you spend
some time shopping around for a quality website service. Look over
their content, make sure you can stand behind their advice, exercises (if
offered), and other information. ’

Don’t abuse the service. Every other month I get maybe one person that
asks 1o be taken off our email list. If patients were inundated with frequent
emails, I would surely get more “unsubscribers” and the desired impact
would be lost, and have a negative effect. Emailing is a great tool to
help keep you in front of your patients’ faces {(no need to cram it down
their throats).

Noef Davenport: Remember, email unto others as yvou would have
others email unto you. Thera Tek does not send “spam” to the general
public. By only contacting those who may want to be contacted you
increase effectiveness. However, a targeted mass-email is a preat option
for generating new;business.

Reaching a segment of the private individuals in a targeted manner is
usually more difficult than reaching professionals. Know your audience.
First, define the segment you're trying to reach. Use an online resource
that can provide email addresses (I suggest emailresults.com for contact
lists and geoselector.com for general demographics.) Keep databases
clean and current. Every time a new marketing email is sent, the email
database will need to be cleaned up by deleting invalid emails. And
don’t forget to add additional addresses you may have acquired since the
last email.

“Frequency of emails should be limited in order to remain potent.

Consistency will maintain attention. [ suggest the email to have a
recurring schedule; monthly works well for Thera Tek. I suggest no more
than once a week and no less than once a month.

Lastly, avoid too much fluff and not enough substance. When you want
people to take precious time out of their day, make it worthwhile. If your
promotion is a “special” make sure it is special! Would you read your

" - marketing email?

—Michael Lewis, DC, CCSF, CSCS, maintains a private practice in the Eastlake
neighborhood of Seattle. He has practiced in Washington since becoming
licensed in 1993.

—Noel Davenport handles Northwest Chivopractic Seles for Thera Tek. He can
Be reached for questions or conmments at 206.781.1776 or
ndavenporf@theratek.com,
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