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|deal Patient Profile

Describe the one person your practice was built to serve. Be specific
enough that they couldn't mistake it for anyone else.

01 Theperson

Describe your ideal patient as a real human being — not a demographic, a person. Who are they? What's their life like?
What do they care about?

02 The moment

What is happening in their life when they find you? What has already gone wrong, been ignored, or failed them?

03 What they value

What does this person want from a physician that they cannot get anywhere else? What matters to them that most patients
don't think about?

04 What they'vetried

Before they found you — what had they already tried? What didn't work, and why?

®5 Who thisisnot for

Describe the patient who is not a fit for your practice. What makes them the wrong match?

IN ONE SENTENCE

My practiceis built for who wants

and hastried without success.

This sentence becomes the seed of your differentiation statement in Week 2 — bring it with you.
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