
 

 
 

Pre-Interview Orientation/Set Up:  
Million Dollar Practice Builders Show 

 
About the Show:  
 
The only way we can save American healthcare if every chiropractic based practitioner 
grows to become the health authority in their area. This means not only having patients 
experience excellent technical results, but also requires mastering all the other aspects 
of growing and administering a practice. After all, the core purpose is to save and 
change the lives of people in their area.  
 
The Million Dollar Practice Builders Show is where successful practice owners are 
interviewed in depth about the solutions and wisdom they have gained in building their 
practices. This inspires and encourages others to excel so that over time the entire 
industry grows more dominant. 
 
Content from the show is often repurposed into other channels such as an audio only 
podcast, blog postings, print and more so that this valuable advice reaches all those who 
can benefit from it.  
 

 
 

Dear Guest, 
 
Thank you for agreeing to be a guest on my video podcast.  This is a short orientation and 
checklist on what to expect and how to prepare so that your appearance is stress free and gives 
the most value to the audience.  
 
You’ve been invited on because you exemplify in some way the ideal of a healthcare 
practitioner who has built a practice that is powerful enough to make a difference in their 
community. Many people talk about helping lots of people, you are actually doing it! 
 
Your success makes you an opinion leader for those who are not as far along in their own 
journey building a great practice in their area. These colleagues want to hear from you!  
 

 



 

By selflessly sharing your experiences and wisdom with them via this show, you are helping and 
encouraging them and ultimately benefiting the entire industry.  
 
 

Pre-Show: Set Up Checklist 
 
1.  Find a quiet room, free of noise, phones and traffic. Make sure no one but you can be seen 
in the background video frame. If needed before the interview starts, put up a sign on the door 
that you are “on air” - people respect that. 
 
2. Use a laptop for you appearance. Phone cameras give a framing and look that is usually not 
very flattering. Also there are more technical issues with phones. 
 
3. Use a hardwire plug-in connection to the internet if at all possible. Wi-Fi can be unreliable 
sometimes and is slower than a hardwire connection. It’s very frustrating for the audience to 
miss hearing what you have to say because of bandwidth issues.  
  
4. Don’t have a light or bright window behind you. Face the light. Otherwise, the viewer will only 
see a silhouette. The more light on the front of you, the better you will look. 
 
Here’s an example: 

 
 
5. Be aware of the background behind you. Make sure it is tidy and professional. Clear away 
any odds and ends, leaning books, cups, etc.  Flat, clean surfaces are the best on camera. Put 
things down on the floor for now if you must. A blank wall is fine. 
 
6. Use a chair that does not recline (regular office chairs can be locked in the upright position). 
Also reclining chairs sometimes squeak and that can be distracting on a recording.  
 
7. Dress in the same way you’d dress to greet new patients in your office. Give attention to hair 
and makeup as appropriate.  
 
8. Have some water available. We’ll be talking a lot. 
 



 

General rule: With these shows, audio quality is far more important than video quality. People 
will watch a video with poor quality but they won't listen very long to a show like this with bad 
audio quality. So, be aware of background noises that may disrupt the audio. If you can use a 
separate microphone or lapel mic please do so. 
 
 

The Interview 
 
The interview is recorded and will be edited for time and content. It is not broadcast live. It 
usually takes about an hour to do, but can go longer if you have more you wish to say. 
 
The format is friendly and conversational. You are the expert authority and I am the humble 
interviewer. There are no awkward or “gotcha” questions. If you say something and decide you 
don’t want that to be used, just mention it during recording and we will edit it out. 
 
You are my guest. Good manners demand I make you look good! 
 
While we may discuss revenue and money related topics, I try not to be too crass about it and 
always tie it back to the service you give helping save and change lives in your community. 
 
 

Reveal The Good Stuff 
 
The interview questions are designed to pull from you the most valuable insights you have to 
share with our audience. Do not hold back on sharing the good stuff as that is what makes you 
notable and different.  
 
Some people worry that the “competition” will hear their secrets and use this knowledge against 
them in the marketplace.  
 
I understand that concern and I used to share that same worry. In my own marketing videos I 
tell many of our best marketing secrets publically.  I know I have blood-thirsty competitors 
lurking and taking notes. However, in being forthright I can really help the audience.  I have 
never regretted giving out my honest and best advice and it has never come back to hurt me.  
 

Interview Questions 
 
The way I like to frame the entire interview is to imagine your son or daughter was opening a 
practice and in this interview you are going to give them your best advice across several topics. 
 
Below are some typical questions and areas of discussion. By reviewing them in advance you 
can ponder your best, most insightful answers.  You may know more than you give yourself 



 

credit for. Simple things you take for granted can be a revelation to others.  Feel free to tell the 
story of how you learned something interesting. People love stories.  
 

Warm up questions: 
 
Where are you located?  
 
Where did you go to school and how long have you been in your own practice?  
 
Describe your practice, what cases do you see the most of, etc. 
 
What range is your revenue in (you don't need to be any more specific than you want to 
be, we just want to establish you as doing well and the show is called “Million Dollar 
Practice Builders” after all so you need to beon your way or have reached that level ).  
 
 

Then we will dive into one or more of the topics below. We’ll agree beforehand on the ones 
where you feel you have the most to say:  
 

Systems and procedures 
Patient Scheduling 
Adding New Associates 
Increasing Revenue 
How to lower stress as owner/have more time off 
Closing Care packages/Care acceptance 
Patient Compliance and Retention 
Reactivation Strategies 
Generating More Referrals 
Pricing/packaging of services 
New Patient Marketing 
Using Events to bring in new patients 
Hiring New Staff/Training and Building a Great Practice Team 
Successfully Adding New Services 
Practice Brand & Authority Building/Leadership 
Staying Motivated/Overcoming adversity 
 

Example questions (for example, if we are talking about hiring): 
 

What are the most important things you have learned when it comes to attracting 
and hiring quality staff?  
 
What is your hiring process and what makes it effective? 
 



 

How do you screen out prospective hires and why do you do it that way? 
 

These are similar for other areas chosen for discussion.  
 
Other general questions we might get to: 
 

Who do YOU look to for advice? Where/who do you learn from? Any books do you 
recommend? 
 
What was the biggest barrier you had to building a big practice (and how did you 
overcome it)? 
 
What change in mindset was required for you to build your practice? 
 
Is there anything you had to force yourself to get better at so that you could succeed? 
 
What advice would you give a doc who was looking to build their own practice? 

 
What are your future plans to continue growing? What new services are you considering 
and why? 

 
** Not every question will be asked/answered, and we may end up going down some interesting side path at some 
point. The above might be used to spark conversation.  
 
The last 5 minutes:  
 

A few words on your experience with The Customer Factory... 
 
This is the part of the show that pays for the rest… lol! 
 
If you are a client of The Customer Factory, at the end I’ll ask you a few softball questions about 
how our service is supporting you in reaching your practice goals.  
 
1. “How was it going with new patient marketing before you hired the Customer Factory?” 
 
2. “Why did you choose The Customer Factory?”  
 
3. How is the Customer Factory different from other marketing companies you have had 
experience with? 
 
4a. “Compared to when you started with us, how has your practice changed?” 
 
 



 

4b. I’ll ask you to estimate a percentage of growth since engaging with The Customer Factory. 
This can be in terms of revenue, patients, or any other measure you keep.  
 
[We have a Growth Award where we recognize practice owner clients who grow the amount of 
service they provide to their communities by more than 25%. The award is announced in Million 
Dollar Practice Builders Magazine and comes with a nice physical trophy for your office.] 
 
5. “What are your practice growth goals over the next 3-5 years?” 
 
 

Use & Distribution of Show 
 
In addition to presenting the edited interview to the members of the Million Dollar Practice 
Builders Facebook group and malign list, we may use content pulled form the recording in other 
places including our print magazine, websites, promotional materials etc.  
 
This will be reiterated just before the start of the show.  
 
John Nesbit 
Founder, The Customer Factory 
(Last updated 9 March 2021) 


