
Welcome
First things first, yes, this issue is very different to our 

usual journal, but don’t worry, normal publishing duties 
will resume in July. What I do feel confident about, is that 
every person who takes the time to read this issue, will 
benefit greatly from it both professionally, as well as in the 
capacity of a business owner or self-employed individual. 

I’ve written it for three reasons. The first is the shake-up 
that Covid 19 has caused to many of our businesses over 
the last 12 months and may yet continue to cause, which 
means that every one of us really needs to be on top of our 
marketing game going forward. 

The second reason is that nearly 60% of the physical and 
manual therapists that I’ve surveyed (over 1500 to date), say 
that the single biggest marketing obstacle holding them 
back from growing their business, is a lack of knowledge 
about what they should be doing and a fear of wasting time 
doing the wrong things (p17). 

The third reason is that in typical entrepreneurial style, 
I speed through my year (and even more so last year), 
creating more and more new content and building lots of 
new technology because, well that’s the fun bit for me, and 
I don’t take enough time to explain what you have available 
to you through your subscription, and more importantly 
how you can use it to grow your business. And as you’ll 
hopefully discover while reading this journal, there’s SO 
much more than you probably ever realised.

So I’ve worked very hard with this journal, to share 
lots of ideas on how you can put the content in your 
subscription to work and get the very best return on your 
investment from each of the subscriptions (see pages 30-
35). I’ve also detailed 20 things you probably didn’t realise 
your Co-Kinetic subscription could do for you (see pages 
38-42), which I hope will inspire you to take new steps. 

Lastly, I’ve taken a bit more time to explain how you 
can put to use the large amount of new technology 
developments that we added last year, as part of our 
emergency Covid business survival strategy, heavily  
focused on giving you new ways of generating income.

I hope this journal is going to serve as a marketing 
treasure trove to you, regardless of whether or not you  
have one of our subscriptions.

to the April 2021 issue of the Co-Kinetic journal
In light of all the new things you can now do to help you 

build your business and generate revenue through your Co-
Kinetic subscription, I have put up some of the subscription 
prices to better reflect the value of the content as well as 
the technology that comes with it. 

However, I know that we’ve all taken a hit to our 
businesses over the last 12 months, particularly those of 
us who have spent much of it in lockdown, which is why I 
continue to give you my word that my existing customers, 
who continue to support me on this journey, will never be 
affected by price increases, and wherever possible I will 
include these new technology developments within these 
existing subscriptions (as I have with the Stripe integration, 
payment pages, the membership management section, 
and webinar event sign up and delivery pages we added 
last year). 

Occasionally I may build completely new technology 
or offer a completely new service, for example when I 
launched the new social media system in late 2017 and 
then the new voucher sales and management system last 
year, where I may need to create new subscriptions to 
contribute towards the cost of providing this new service, 
but wherever I do, I promise that my existing subscribers 
will always be offered significant discounts to take 
advantage of these new opportunities. 

In short, the longer you’ve been with me on this journey, 
the better the deal you will always get and that will never 
change. It’s a small way I can thank you for your continued 
support, particularly at such business critical times as those 
we’ve experienced over the last year .

With my warmest wishes for a healthy and successful year.

 
Tor and 
of course  
the lovely Lupa!

INTERACTIVE VERSION AVAILABLE AT  
co-kinetic.com/compendium
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Physical Therapy  

Business Coronavirus Survival Strategies 

and How to Build New (and Ongoing) 

Streams of Revenue  

Link: http://bit.ly/2NadJqG

How to Monetise  

Your Therapy Skills Online  

Link: http://bit.ly/3fyieUn
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How to Monetise 

Your Therapy  

Skills Online

Introduction

Covid-19 spreads more effectively 

than most, if not all, other viruses 

we’re aware of, at least outside the 

scientific community. And, while it’s not 

the deadliest virus we’ve seen (Ebola 

takes that prize with fatality rates of 

over 40%), in addition to affecting 

those with immunity vulnerabilities, it 

has also affected seemingly random 

people with no obvious signs of 

a compromised immune system. 

Understandably, this, accompanied by 

such a gaping hole in our knowledge 

about this virus, makes us all fearful 

that either ourselves or our 

loved ones, might fall into 

that minority. We can’t 

afford to underestimate 

this fear.

The fact that we 

also don’t yet have 

a vaccine for so many 

of these viruses (despite 

Ebola being first discovered 

in 1972 (nearly 50 years ago), SARs in 

2002 and MERs in 2012), it feels like 

a scary and unknown future. On the 

plus side, the extent of the worldwide 

economic destruction wreaked by 

Covid-19, puts finding a vaccine at the 

highest priority level possible, not only 

with plenty of funding available for the 

endeavour, but also an international 

effort in play, like we’ve never seen 

before.

However, all this still leads me to 

the conclusion that as a profession, 

which relies almost exclusively on 

face-to-face contact to make our living, 

we have no choice but to diversify 

on a more permanent basis. To state 

the obvious, nobody knows what the 

In this article I’m going to look at how 

you can use your physical and manual 

therapy skills to generate revenue 

online, and discuss briefly why I think 

this is so important. There is a very small 

amount of cross-over with my Covid 

Survival Strategies webinar, but most of 

the content of this article (and my new 

webinar) is fresh and better informed, 

as a result of having four months of 

hindsight, and not being in emergency 

survival mode! The key to business 

survival is diversity. It’s a
bout spreading 

the risk so that not all our eggs are being 

held in one basket, and we are not so 

reliant on one source of income. I don’t 

have the space here to talk you through 

how to implement this strategy step-by-

step (or how to prime your strategy to 

give you the best results), I’ve left that for 

the webinar. The idea of this article is to 

let you mull over which of the following 

ideas could work best for you, and then 

through the webinar, I’ll explain how you 

create a marketing funnel, prime it so 

your funnel is full of people who need 

the service you’re going to offer them, 

and designed to move people through 

it in a completely unsalesy way, towards 

a purchase, while continuously adding 

value to your prospects. To sign up to 

the webinar click/or visit this link  

(https://bit.ly/30J3dev). 

By Tor Davies, Co-Kinetic founder
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future holds and 4 months ago, none 

of us ever believed anything like this 

could happen, and yet here we are. If 

we don’t adapt our businesses now, 

there’s a very good chance they won’t 

survive what the future brings.

As a former physio, I understand 

that prospect may, at least at first 

glance, seem extremely depressing 

and demotivating. I also understand 

first-hand the deep motivation each 

of you has, to help people feel better 

and I understand how satisfying, even 

exhilarating, it is to deliver hands-on 

treatments that help to heal not only 

the body, but also the mind, 

and in doing so having 

such a motivating impact 

on people’s quality 

of life. And I’m not 

saying we should give 

up on that, quite the 

contrary. I’m just saying 

that we need to add more 

strings to our bows (and more 

permanent ones than just filling the 

gap temporarily), so that we’re not as 

financially vulnerable if one source of 

income suddenly disappears, just as it 

did in March.

In this article, I cover the income 

revenue ideas, but I tackle practical 

implementation of how to generate the 

revenue, in my webinar.

What Have We Learnt?

There are a few key lessons that 

hopefully we’ve all learnt over the last 

few months.

1.  As a business, we rely too heavily 

on face-to-face appointments as our 

primary, if not only, revenue stream

2.  We probably didn’t have much of 
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FREE WEBINAR

How to Build Recurring Revenues 

into Your Physical Therapy Business  

Link: http://bit.ly/33wJiiE
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Membership Magic

By Tor Davies, Co-Kinetic founder
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Membership packages, purchased on a regular recurring 

payment basis, are extremely valuable to all businesses 

at all times, but with the challenge presented by a 

situation like Covid-19, they can be the lifeline that 

makes the difference between a business surviving 

or not. This article details the advantages of creating 

recurring revenue streams and then goes into more 

detail about the sorts of packages you could create 

within a physical or manual therapy business. Download 

the PDF of this article at the following link  

https://bit.ly/33wJiiE.

If you’ve been on my latest webinar 

How to Monetise your Therapy 

Skills Online and Build New Covid-

Resistant Online Recurring Revenue 

Streams you will already know that 

I’m strongly encouraging as many 

people as possible to start building 

recurring revenue memberships into 

their businesses, as soon as feasibly 

possible. 

Why? Because I believe Covid-19 

will remain with us for the foreseeable 

future, and we’re very unlikely to have 

a reliable vaccine available to us within 

the next 6-12 months at the very least, 

which leaves businesses like ours, 

which are almost solely reliant on being 

face-to-face with our clients to earn 

our living, extremely vulnerable and 

exposed. 

Until we develop some new 

alternative streams of revenue, our 

businesses and all the time, effort 

and money we’ve invested in them to 

date, will be hanging from the gallows, 

with each of us hoping fervently 

that the trap door below doesn’t 

suddenly spring open. But is it worth 

gambling everything you’ve invested 

in your business to date, on that not 

happening? I really hope not.

Having built and run my own 

business for 22 years on a 100% 

subscription-based model, I know at 

first hand the strengths and advantages 

of this business structure.

Here are just some advantages of a 

recurring revenue business model:

1.  Recurring customers have a 

significantly higher lifetime value, in 

fact they spend more than twice as 

much as a pay-as-you-go customer

2.  You get a greater opportunity to 

build a longer term relationship with 

a recurring revenue customer which 

builds trust and makes them more 

loyal and therefore more likely to 

refer to you

3.  It allows you to predict ahead of 

time the demand for capacity, 

allowing you to plan more reliably 

and smooth out demand

4.  Regular subscription/membership 

income is more reliable and 

predictable

5.  There’s no need for invoicing which 

makes cashflow easier to manage

6.  It creates ‘stickier’ customers who 

stay around for longer, and this gives 

you more opportunities to upsell 

OPEN ACCESS ARTICLE

The Benefits of Offering  

Membership Packages in Your Physical 

Therapy Business 

Link: http://bit.ly/3ilWPzA
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of Offering Membership Packages  

in Your Therapy Business

M
emberships have been 

around a long time in all 

sorts of business settings, 

and they’re now slowly making an 

appearance in the therapy world, 

which is good thing. 

We’re all familiar with the concepts 

like gym memberships, but in this 

article I’m going to dig into what a 

membership can look like for your 

physical or manual therapy practice, 

the benefits of them, and the different 

models you can choose from. 

Memberships can provide the 

option for clients to become a 

member and get VIP services, special 

rates or extras included in their 

membership fee. It builds loyalty and 

stability in your business, making it 

the natural next step for your regular 

clients. 

A lot of therapists don’t even 

consider the option of a membership 

package or get overwhelmed by what 

to choose. Starting simple and with 

limited places is the best plan, and 

then build out the offerings and places 

over time. 

Why Memberships are SO 

Important for any Business

Before we dive into the specifics, let’s 
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By Vicki Marsh, Massage Therapist, Clinic Owner and Business Coach

In this article, Vicki explores the benefits of offering a membership 

subscription option within a physical or manual therapy business.  

She discusses why memberships are so valuable, explores some  

different membership models, offers some suggestions regarding  

what you can include and then reviews briefly the ways in which you  

can take payments and manage the memberships.  

Read this article online https://bit.ly/3ilWPzA

quickly cover WHY memberships are 

so important for any business. 

The first, and biggest reason is 

that they create reliable recurring 

income. You can actually PLAN your 

finances knowing there is a guaranteed 

payment coming in next month. 

For most clinics, if we look ahead 

in the dairy for even just 2 months, the 

number of committed bookings won’t 

even cover the basic running costs of 

the business, and you have no actual 

guarantee that anyone else will book. 

In practice, we know that clients often 

leave it to the same day to book, but 

without that commitment in the dairy, 

you can never be 100% certain of your 

income. 

This leads onto how memberships 

can deliver you improved diary 

management. I ALWAYS recommend 

that all your members are treated 

like VIPs and their appointments are 

booked in advance. This secures their 

preferred appointment time, creates a 

much clearer snapshot to your capacity 

and allows you to make confident 

decisions about when to hire or expand. 

By getting those appointments 

in advance, it also encourages other 

regular clients to get their appointments 

in too, building an increasingly robust 

diary with a clearer ability to predict 

your income over the coming months.

And arguably most importantly, 

 MEMBERSHIPS CAN 

PROVIDE THE OPTION 

FOR CLIENTS TO BECOME 

A MEMBER AND GET VIP 

SERVICES, SPECIAL RATES OR 

EXTRAS INCLUDED IN THEIR 

MEMBERSHIP FEE 
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but also most other threats to their business and 

livelihood. 
A handful of varied revenue streams, combined 

with a decent-sized, healthy and engaged email 

audience is your insurance policy against just about 

anything that the world can throw at your business. 

And even if you didn’t have the revenue streams up 

and running before the incident itself strikes, having a 

primed, healthy and engaged email list gives you the 

best opportunity to get those new revenue streams 

up and running more quickly than anyone else (not to 

mention you’ll get better take-up or buy-in).

I know that everything seems so clear in hindsight, 

but if we’ve learnt one thing from this experience, 

it’s not to get caught unprepared again. Who knows 

where the next threat is going to come from? 

Whatever it is, it looks likely that we’ll be living with 

the presence of unpredictable Covid outbreaks for 

the foreseeable future, regardless of the success of a vaccination 

programme, so please, please, please heed my advice and get 

working on that email list TODAY! 

If you’re interested in exploring the different possible revenue 

streams you could use to future-proof your business, I have a few 

resources that might be helpful.

Further Resources

There’s no doubt that 2020 was a total 

‘shocker’ of a year for most physical 

and manual therapists (and the first part 

of 2021 hasn’t been much better for many 

of us). Most of us got caught with our 

metaphorical pants down, or more politely 

put, ‘we were caught unawares’ by the 

onslaught of Covid.

Every therapist I know admits that 

their businesses were isolated and exposed when Covid 

hit, and I personally invested a lot of time and money 

building new features into Co-Kinetic to give you ways 

to generate new therapy-related revenue streams. 

That included adding the ability to sell and manage 

subscription-based products or content packages, 

deliver online education sessions and offer paid 

upsells, and to sell and manage gift vouchers. 

Each development was designed to build on 

the marketing strategy I’ve outlined in the previous pages, which 

forms the backbone from which you can build strength into your 

business.
I wrote and presented a webinar for about 9 months on 

how you could build new and ongoing revenue streams using 

specifically your physical or manual therapy skills. That webinar is 

still highly relevant, whatever state of Covid we’re in (or even not 

as the case may be), and you can still watch it in recorded form 

(details at the end of this article).

Business diversification is critical to the health and survival of 

any business and it involves having a range of different revenue 

streams that would respond differently to a given event, eg. 

Covid. It’s about having your eggs in more than one basket – in 

fact ideally in three of four different baskets.

If pre-Covid, you’d already, for example:

l  been offering your services online; 

l  built a clinic membership package that gave you some monthly 

financial security (even if you had to postpone delivery of some 

or all of the services); 

l  been delivering a content or advice-based monthly subscription 

offering to a specific patient group(s);

l  been running online classes or selling access to online 

workshops;

l  been selling therapy products or equipment (think about all the 

equipment and advice people needed when they suddenly had 

to start working from home); 

l  been offering mentoring or consultancy; and/or

l  been running subscription-based peer-to-peer support groups 

or patient support groups…

…the list goes on, but whatever it was, your business model would 

have been significantly less impacted. 

And guess what, if you’d also had a decent-sized, active 

and engaged email list (in other words the very thing I’ve been 

banging on about for the previous 10–15 pages), then you 

would have been in the top 0.1% of therapists who couldn’t have 

positioned themselves better to weather not only this storm, 

Future-Proofing Our Physical 

Therapy Businesses In Light of Covid

 The Power of Gift Vouchers  

Link: https://bit.ly/375FXu1

47

ENTREPRENEUR THERAPIST

Co-Kinetic.com

The Power of 

Giving Gift Vouchers

By Tor Davies, Co-Kinetic Founder

W
e learn early on that it 

is better to give than to 

receive. We are taught to 

give and that it feels good to help 

someone in need. But is there a 

deeper current to giving? There is a 

growing body of evidence that shows 

we are evolving to become more 

compassionate and collaborative in our 

quest to survive and thrive.

Today, scientific research provides 

compelling data to support the notion 

that giving is a powerful pathway 

to finding purpose, getting through 

difficult times, and finding fulfilment 

and meaning in life.

Which is why offering people 

the opportunity to have positive 

experiences, such as increased 

relaxation, reduced anxiety and even 

pain relief, through the services you 

provide, is a powerful offer. Not only is 

it a very thoughtful gift, it can also be 

uniquely tailored to suit your clientele 

and the services you provide.

Most of you will know that since 

Covid-19 struck, I’ve been working 

hard throughout the year to find ways 

to help you generate income in these 

difficult circumstances.

One of the best ways of generating 

cash is to sell gift vouchers, which is 

why I built this into the Co-Kinetic 

system and launched it just a few 

weeks ago. As always my system 

combines technology (gift sales 

and management) with pre-created 

content, such as voucher sign-up 

pages, ready-made social media and 

great looking health-focused gift 

certificates, to help you take orders 

and promote your campaigns.

The goal of this article is to give 

you some ideas of the sorts of things 

you can do with a voucher system – 

not just the Co-Kinetic one, but any 

voucher system. The difference with 

the Co-Kinetic system is that it’s built 

with health professionals in mind. 

The social media is sensitive to our 

healthcare climate and the pre-written 

sales pages (which can be fully edited) 

have been written specifically to focus 

on adding value and highlighting 

benefits, while not being over-salesy.

The goal of this article is to give 

you ideas of ways in which you can 

harness the power of selling gift 

vouchers and certificates. On the face 

of it, selling vouchers is simple and 

straightforward, but there are some 

less widely known ways you can also 

harness the power of vouchers to help 

your business.

Reasons Why Selling  

Gift Vouchers is Great  

for Your Business

Gift vouchers:

  help grow sales – to start with the 

most obvious;

  boost cashflow – generates 

revenue in advance of delivering 

the service;

  are a great way to re-engage past 

customers;

  allow your business to participate 

in a whole range of special 

events and holidays;

  increase customer 

engagement – gift 

givers become 

ambassadors of your brand (and 

will be more likely to spend more 

with you) and the gift recipients 

benefit from the gift itself and an 

opportunity for you to build on 

this opportunity;

  can incentivise people to take 

actions that further benefit your 

business, like give reviews or 

engage in social media posts;

.  help raise awareness of your 

business;

  can be sold easily using your 

website and your social networks;

  can be purchased instantly and 

conveniently, making 

them excellent 

last-minute gifts 

(vouchers can 

be posted or 

sent as an email 

within minutes);

  can be 

purchased from 

the comfort 

(and safety) of 

home;

Last year, Covid-19 and the associated lockdowns and movement 

restrictions left many businesses reeling from massive interruptions 

of cashflow. Selling gift vouchers for your business is a brilliant way 

to improve cashflow and grow your business in any circumstances, 

particularly now when the trend for gifting experiences rather than 

goods is on the increase. Tor has been working hard creating a 

system to make selling gift vouchers easy for you to do. This article 

explains the many benefits and shows you how simple it can be. 

Read this article online https://bit.ly/375FXu1
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What Is Co-Kinetic 

and How Can It Help You?

Since 1999, we have been producing engaging, peer-

reviewed educational content to help you as a practitioner 

stay clinically up-to-date. In the very first journal we published 

three photocopiable (well it was 1999!) peer-reviewed patient 

advice leaflets. In 2017, we took that considerably further, 

producing a whole range of ready-made, patient-facing 

marketing content for therapists. And that’s where things really 

took off. 

The Co-Kinetic subscriptions can offer the following:

A   Peer-reviewed clinical education articles written to help you 

stay professionally up-to-date (delivered online and through 

our a quarterly printed Co-Kinetic journal which is posted 

worldwide, free of charge).

 B   A substantial, fast-growing supply of patient-facing content 

which you can use to add value to your clients and promote 

yourself and your business in a totally unsalesy way.  

This includes:

	 l  ready-made social media (images,  

animations, videos);

	 l  brandable patient advice handouts and exercise sheets;

	 l pre-written blog posts for your website;

	 l  pre-written customer emails to use in conjunction with 

your email list to build relationships with prospective 

and existing clients;

	 l  ready-made lead magnets to attract people to sign up 

to your email list;

	 l  pre-built and hosted email sign-up pages to help you 

build your email list; and

	 l  ready-to-deliver PowerPoint presentations to help you 

quickly and easily leverage the power of online (ie. 

webinars) or face-to-face education sessions as a means 

of converting prospects into paying clients.

C   Dummy-friendly technology which will help you put this 

content into action with absolutely ZERO technology skills.

In short, it’s both a clinical education resource and a one-stop 

marketing and sales solution for physical and manual therapists 

which focuses on consistently adding value to your readers. It is 

a highly effective way to both enhance your existing customer 

experience, as well as to build trust with new prospective clients, 

in a way that matches your professional integrity.

The Co-Kinetic Subscriptions

There are four core subscriptions and each one also includes  

the content in the subscriptions listed above it, in other words,  

the Social Media subscription also includes the Patient Leaflets 

and the Clinical Education subscriptions and so on.

1   Patient Leaflets (brandable with your business details)

2  Clinical Education 

3  Social Media and Clinical Education

4  Full Site Subscription 

You can find out more about pricing details here. 

 

YOUR COMPANY HERE
YOUR COMPANY HERE

What Does Each Subscription do?

1   Patient Information Resources – lets you deliver a 

great customer experience to your existing 

customers as well as help you to build trust, 

reputation and authority by sharing links to the 

leaflets through your website, social networks, in your 

emails and printing them out and distributing them 

locally (which also helps to raise awareness of your 

business).

2   Clinical Education – everything listed in the Patient 

Resources subscription above along with professional 

development content helping you to stay clinically 

up-to-date and maximally effective in the treatment 

of your patients, while also saving you time and 

giving you an enjoyable, engaging and highly-

optimised learning experience. 

3   Social Media and Clinical Education – everything 

listed above plus ready-made social media to help 

you deliver high-value, engaging and professional-

looking social media pages. This not only promotes 

your professionalism but also adds value to your 

page followers by offering downloadable resources. 

The social media facility can also help you to grow 

your email list through the pre-built email lead 

collection pages also included in the subscription, 

particularly when supplemented with some pay-per-

click advertising.

4   Full Site Subscription – everything listed above plus 

everything you need to help you convert prospects 

into paying customers and increase your sales 

without being salesy. It also includes pre-written 

nurture emails, blog posts to help with SEO and 

ready-to-deliver PowerPoint presentations that you 

can use to give education sessions either online or 

offline. There are also around 50 presentations 

currently available, including web pages you can use 

to manage the events, take single or recurring 

payments/memberships or run courses or classes.
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The Co-Kinetic system is so versatile it’s sometimes difficult for 
me to explain, and for you to really appreciate, just how much 

you can do with it. The goal of this article is to give you examples 
of WHAT you can do to get those entrepreneurial juices flowing 
and then link you to the help posts telling you HOW TO do each 
activity. 

I added a lot of this extra functionality to the Co-Kinetic 
platform when Covid struck in 2020, but admittedly I’ve been so 
busy building the technology that I haven’t taken enough time to 
explain clearly what it can do for you. I hope to set that straight 
with this article.

As you know, we blend technology with pre-created content 
(in this case easy-to-edit web pages) to help you achieve a range 
of different things without needing any technology or IT skills. 
All you have to do is fill out some simple fields in a form which 
ask your customers to take certain actions, and this text will be 
automatically inserted into the pre-designed web pages we’ve 
created for you.

The end result is professional-looking web pages that will work 
on all sorts of different devices, anywhere in the world. My goal 
with Co-Kinetic, wherever possible, is to remove technology as a 
barrier to preventing you from running a successful business.

Also, just so you know, I added this new functionality to ALL 
the subscriptions because it didn’t feel fair not to, given the 
pressure that everyone was under in 2020. In other words, it 
doesn’t matter which subscription you have, you can do any of the 
activities described in this article.

The All-Important Calls-to-Action 
You can use our pre-built web pages to get your customers to do 
any of the following ‘calls-to-action’:

Submit Contact Details (Submit Form) – name, email 
address and telephone number (optional).
Book Now/Download Now/Visit a Web Page – on 
completion of the form the viewer is redirected to 
the specified URL (web address) – that could be a 
downloadable file, a link to your online booking system 
or any other web page you want to take people to.
Call Now – interactive button which when clicked will 
call the number you’ve specified (this is great on mobile 
devices).
Single Purchase – allows you to take a one-off purchase 
for any amount, in the currency of the country you do 
business in (in other words, it’s international).
 Recurring Payments (Subscriptions) – this is the best bit 
... this option allows you to charge a recurring fee on an 
ongoing basis (until stopped by you or your customer) or 
for a fixed period, for example a set number of weeks or 
months.

 
So, what kinds of things can you do with these pages? As it turns 
out ... A LOT!   I’m going to run through some ideas based on 
the main ‘Calls-to-Action’ described above.

‘Submit a Form’ Call-to-Action
This allows people to sign up to anything (for free). 
The general idea is to get to them to sign up to 
something, which ideally leads to some kind of upsell 

to a paid appointment after the free event. This is something I 
call a conversion event, which you can read more about on pages 
43–44. Equally, you might use the strategies I’ve outlined below 
as a way of simply building your email list, which you can then 
nurture until you’re ready to ask those email readers to take an 
action in the future.

Here are some ideas of how you could use the sign-up 
function on these customisable web pages:
1     A Free Offer (and Future Upsell) 

Say, for example, you wanted to run an offer for a 20-minute 
free introductory massage and you want to promote that offer 
on your social networks or through a local Facebook page, 
discussion forum or in the local media. You could use one of 
the Co-Kinetic editable sign-up pages and include a link to 
that sign-up page in your advert(s). When people sign up, you 
have the option to do the following:

 a.  You could just collect their details, including their phone 
number, and then either let our system direct them 
automatically to our inbuilt thank you page, or you (or a 
member of your team) could follow up with a call to book 
them in for their free appointment. Speaking to you or your 
team is the most effective conversion tactic for this sort of 
campaign, as each of you gets a genuine human interaction. 
This also gives your prospect the opportunity to ask any 
questions they might have about their appointment or 
getting to your clinic.

 b.  You could redirect them to a sharable link to a document 
such as a coupon/voucher or instructions that you’ve 
created telling them how to redeem their offer.

 c.  If your booking system allows you to create a ‘free 
appointment’ product, you could redirect them straight 
to your booking system allowing them to book their slot 
immediately (it would be even better if you use quiet times 
in your week for these free appointments). If they don’t 
book, you can follow up with a phone call later that day or 
the following day, but don’t let them go cold by leaving it 
for more than 24 hours after they’ve signed up, to call them.

 d.  Alternatively, the form submit button could be an interactive 
Call Now button, encouraging them to call you there and 
then to get booked in (the form still collects their details 
anyway). However, although this may seem like a great idea, 
it might also be a bit too forward for some people so test, 
test, test. You could create two versions of the same ad, one 
going to a page with a Call Now button and one going to 
one of the other calls-to-action above and see which gets 
the best results.

  This ‘taster appointment’ model is a service that is commonly 
offered by marketing companies which will offer to create a 
web sign-up form for you (which now you know you can do for 
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What is Co-Kinetic and  

what can it do for me?

Co-Kinetic is a structured sales and 

marketing solution for physical 

and manual therapists. It combines 

pre-written patient-facing resources with 

technophobe-friendly technology, designed specifically 

to help you generate not only new customers but also 

new revenue opportunities. It forms a complete marketing 

strategy that you can follow step-by-step, which focuses on 

consistently adding value to the people in your customer 

journey (ie. it’s completely ‘unsalesy’). The structure of 

the content means you stay focused on the activities that 

result in growing sales, rather than wasting valuable time 

on ones that don’t. Our mission is to save you time by 

creating high-quality, peer-reviewed marketing content 

that helps turn prospects into customers, while at the 

same time removing technology as a barrier to preventing 

you from running a successful business. 

Is Co-Kinetic only for physical  

and manual therapists?

No, we have a very wide range of subscribers, 

with an equally wide range of backgrounds, 

and the relevance of our content is more 

dependent on what you do, and who you do it for, than 

your profession or qualifications. The consumer content 

we produce focuses on topics relating to sport, physical 

activity, health and wellbeing, so if you work in those 

areas, there’s a good chance it will be relevant to 

you. Remember, all four of our content subscriptions 

include a 7-day free trial, so you have plenty of time to 

explore the content before anything is billed. 

What content do I have  

access to when I sign up? 

Everything that’s been published before 

you sign up as well as anything new that’s 

published while your subscription is active. 

Access does lapse, however, if your subscription is 

cancelled or expires.

How much new content gets 

published and how often?

l  On average we publish five new patient 

leaflets every month (about 60–70 a year) – 

included in all subscriptions.

l  Social media posts – approximately 30 – 40 new posts a 

month (all media types).

l  One brand new full marketing campaign every 4– 6 weeks (eg. 

email lead collection pages, lead magnets, blog posts, nurture 

emails, PowerPoint presentations).

l  One printed Co-Kinetic journal published every 3 months 

containing clinical professional 

development and business and marketing 

articles.

Am I tied into a contract?

Nope, we don’t believe in tying 

our customers down. All our 

subscriptions are billed monthly, 

so you can upgrade, downgrade or 

cancel your subscription at any time 

either by logging into your account on 

our website or asking us to do it for you 

using our chat tool.

How does 
the billing work?

We use a best-in-class 

payment processing 

platform called Stripe, to 

process our own subscription payments. 

Stripe is used by millions of businesses both 

large and small, including the accounting 

platform Xero, Deliveroo, Booking.com 

and Monzo to name just a few. It is also the 

platform we integrate with, should you wish 

to take payments through the Co-Kinetic 

sign-up pages (you can learn more on 

pages 38–42). It is international and 

accepts more than 135 currencies and 

payment methods. So when you sign 

up to our subscriptions (and when your 

customers buy from you), you can be 

100% confident in the security of the 

purchasing process. 

When you purchase one of our four 

core subscriptions (or the voucher system), 

your payment will be  processed usually on 

a recurring monthly schedule until you cancel it or 

you request us to do it on your behalf. The billing 

frequency is specified clearly at the time of signing 

up, but if you have any questions just jump on our 

chat tool and we’ll happily clarify them. 

I live outside the UK  

does that matter?

Nope, quite the opposite. 

We have a large number of 

subscribers in Australia, New 

Zealand and North America. All our content 

works just as well wherever you are, and 

all the platforms we integrate with are 

international. This includes the payment 

processing platform we use that allows you 
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Do you struggle to walk far, or find 

that if you sit for too long, or 

try to squat down or bend over, you 

experience pain in your hip/s? Maybe 

it’s progressed further than that, and you 

rely on a walking aid to move around? 

Possibly you’ve tried some 

treatments already, like physical 

therapy, but if the bone damage is too 

advanced, the treatments tend to have 

little or no effect.   

Pain can be very debilitating (and 

depressing) especially when coming 

from the hip, as your hip is involved in 

nearly all the movements you make. 

Total hip replacement (or hip 

arthroplasty) may be something you 

have already discussed with a health 

care professional. It is a technique that 

has become widespread in recent years 

in response to the need for improving 

hip joints that have been damaged by 

injury or arthritis. 

Joint replacement surgery may 

offer the best treatment option for 

long-term improvement for the hip 

joint, when other treatments have 

proven inadequate. In a majority of 

cases, having a total hip replacement 

reduces joint pain and means a return to 

pain-free movement, and generally the 

sooner you have the surgery, the better 

the outcome.

Hip pain can be caused by a variety 

of factors, including:

l  An injury that does not heal 

properly

l A chronic illness

l  Normal wear and tear from years of 

constant use

l  Severe arthritic conditions, especially 

osteoarthritis 

l  Injuries as a result of trauma, such as a 

hip fracture or dislocation caused by a 

fall.

Generally, the 

older you get, 

the greater your 

chance of needing 

a hip replacement, 

regardless of gender.

      
For example, someone over 

the age of 70 has a 9 times higher chance 

of having a hip replacement than someone 

aged 55. Like age, the greater your weight, 

the greater your chance of needing surgery. 

The heavier you are the more strain you 

place on your hip joint, contributing 

significantly to developing osteoarthritis, 

which ultimately increases your risk of 

needing a hip replacement. 

More and more patients are having 

the procedure done at a younger age. 

Nearly a third of hip replacements are 

done on patients under the age of 65. 

This is probably due to the fact that the 

science of making prosthetic (artificial) hips 

has advanced over the years and many 

‘new’ hips will now last over 15 years and 

up to 25 years. In addition, recovery has 

progressed and with intensive rehabilitation 

you can be back up and ‘running’ (well 

walking) within the same day or the next 

day after surgery. Most people can resume 

normal routine activities within the first 3 to 

6 weeks of their total hip replacement. 

You are never 

‘too old’ for surgery. 

Although the risk of 

surgery in general is 

greater, the older you 

are, the research has 

shown that elderly and 

frail patients get better results from having 

a hip replacement following a fall, than 

simply a repair of a hip fracture. If there 

is a risk of falling due to pain and lack of 

mobility in your hips – it’s likely to be better 

to have a hip replacement before you have 

an accident. Sadly the statistics are not 

good for experiencing an adverse medical 

event after a high fracture, and there is a 

significant risk of death within 6 months 

following a hip fracture. Hip replacement 

surgery has been proven to improve 

survival rates in elderly patients. 

As with any 

procedure, 

you and your 

surgeon will 

discuss the 

risks versus the 

benefits. Surgery 

PRODUCED BY:

TIME-SAVING RESOURCES FOR PHYSICAL AND MANUAL THERAPISTS

Total Hip Replacement 

              
           Fundamentals

Hip Happy

9x
times
more  
likely

70
age

WHO 

HAS HIP  

REPLACEMENT 

SURGERY?

WHY  

HAVE A HIP  

REPLACEMENT 

WHEN THERE 

MAY BE RISKS 

WITH  

SURGERY?

Benefits of  Good PostureT he benefits of a good posture go way beyond the vanity of ‘looking good’. From your pain levels to your self-confidence, your posture impacts more than you think. Putting in the effort to 
improve your posture offers huge payoffs.
1    REDUCED  LOW BACK PAINSitting or standing in a slouched position for prolonged periods of time stresses your lower back. More specifically, it puts pressure on the structures of the spine, including the intervertebral discs, facet points (the small contact points where each 

individual vertebra meets the one above and below), and the surrounding ligaments and muscles. Moving around frequently, every 20-30 minutes, will prevent you from adopting poor postures and imposing abnormal loads on your back. Regular exercise and specific strengthening of your core and gluteus (buttock) muscles will help. In addition, changing your desk set up, and avoiding hours slouching on the couch will reduce your lower back pain. 

2   FEWER HEADACHES  Poor posture can contribute to tension and cervicogenic headaches, due to increased muscle tension in the back of the neck. Often if you correct your posture, you can reduce muscle tension and reduce the risk of suffering from headaches.  A stretching programme to ease tight muscles can reduce headaches, and physical therapy with manual techniques, massage and even dry needling can reduce 
muscle spasm. 
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Exercises to strengthen the deep flexor muscles on the front of your neck will improve your neck posture and reduce the load on your neck muscles and joints causing the pain. Being conscious of a ‘head forward’ or ‘poking chin’ posture, which we adapt with prolonged computer work and excessive smartphone use.  

Head Forward

Chin Poke

3   INCREASED  ENERGY LEVELS When your bones and joints are in correct alignment, it allows the muscles to be used as they were intended, so you’ll have less fatigue and more energy as the muscles work more efficiently. There are different types of muscles: slow twitch muscles, like postural muscles, designed to contract at a low intensity but that can work for hours, which is just what you need all day when you’re standing or sitting; and fast twitch muscles, or prime movers, designed to contract with greater force and effect, to generate movement. 

WAYS 
to support your 

local business

Like, comment or share their social media posts  

- it helps them get seen by other people,  

who may buy from them

Tell your friends and family about them

Write a review for them on their Facebook  

page or Google Business listing

 Sign up to their email newsletter

Buy a gift voucher from them
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Should I use Social Media  For My Business and If So How?
process to become a paying customer.

4   Raise awareness of your business. Networking and participation 

in local groups allows you to target a local audience. 
5   Establish your brand as a thought-leader. Do this by publishing 

content, particularly when new research emerges or something 

topical happens in your industry.6   Encourage reviews and testimonials. These are one of the most 

powerful factors for influencing sales conversions and are a key 

feature of social media, particularly in Facebook.
7   Encourage word-of-mouth marketing, which can generate 20% 

of sales. Do this by partnering with external influencers or other 

complementary local businesses to promote each other.
8  Staying top-of-mind. Social media is great for this.
9   Not losing potential customers. Your competitors will most 

likely be on social media even if you’re not. On the plus side, it 

also gives you a way of keeping an eye on your competition.

10 Social media is a great way for customers to research YOU.
11  Improve your search ranking. Search engines are already using 

‘social presence’ as a ranking factor and this is likely to grow 
with time.

Objective Goals of Social Media (Quantifiable)
1   Generate email leads. Use email lead collection forms or 

information requests in return for free downloads (as discussed 

previously).
2   Build an informed perspective of who’s interested in what, 

which you can use for future email targeting. Do this by using 
different campaign topics and analysing the interactions with 
those posts and sign-ups to your resources.

3   Gain reviews, testimonials and social proofing.
4   Target new customers or previous visitors to your website/

social media profile via paid advertising.
5   Increase traffic to your website. Important if you publish a blog, 

good if you combine it with email lead collection.
6   Carry out research. Use polls and ask questions.
7   Demonstrate a direct return of investment (ROI) for your 

activities by using your platform’s reporting and analytics.What’s Next?Let’s look at how we can future-proof our businesses against 
unforseen threats like Covid.
Further Reading

S ocial media can be a very useful tool for all sizes of business. 
However, it is important to understand what it can and 

what it can’t achieve and, therefore, how it can be used best. 
Unfortunately, I’ve seen too many people waste phenomenal 
amounts of time, effort and money on their social media networks, 

without getting anything in return. This is usually because they 
have no clear strategy of what they’re trying to achieve. The 
purpose of this article is to try and prevent you from falling into 

the same trap.

Let’s Review Some Key Pointsl  Remember that less than 1% of your page followers are likely to 

see your ‘organic’ (ie. unpaid for) social media posts.
l  More or less the same 1% of people will be seeing most of your 

posts.
l  In other words, don’t expect your organic social media posts to 

garner much engagement or many responses to your calls to 
action, eg. sign-ups.l  This is also why it’s virtually impossible to bombard most of your 

page followers with too many posts because, quite simply, they 

won’t see them.l  Why is this? Because it doesn’t serve the social networks to help 

you grow your business for free.l  The social networks are more interested in encouraging person-

to-person interactions rather than page-to-person interactions.

l  The only way to get your posts to reach outside this 1% is to 
pay to boost them or run them as ads. BUT make sure you have 

a specific strategy for why you want to do this. I’d argue that for 

small businesses, the only reason to run paid ads is to collect 
targeted email leads or sign-ups – for which it is very effective.

l  Don’t expect your posts to go viral, it’s almost as likely to 
happen as spotting a unicorn!

So with that in mind, let’s now look at what social media CAN 
do for your business, because despite my reservations above, it 

can actually achieve a LOT.I divide the role of social media into two categories: the 
subjective goals, which are hard to measure (or quantify); and the 

objective goals, which can be quantified (ie. counted).Subjective Goals of Social Media  (Influencing/Relationship Building)
1   Develop/build relationships by interacting with your customers. 

For example, ask for opinions and reply to concerns. You could 

do a free Q+A once a week – use one post and always link 
back to it and pin it to the top of the page on that Q+A day, 
which builds engagement and reduces the risk of people 
asking the same questions.2   Humanise you and your business. This is particularly good in 

healthcare which is intimidating to many. Having a good social 
media profile can break down barriers of the unknown and 
make you more approachable.3   Establish and build trust and reputation. Our health makes us 

feel vulnerable; we have to expose pain which can be very 
personal, and trust is a key element in the decision-making 

Why Nobody Ever Engages  with Your Facebook Posts Link: http://spxj.nl/2CQqcc5

Should I Use Social Media  for My Physical or Manual Therapy Business? If so, Why and How? Link: http://bit.ly/3sLpe7J41

Social media has become a vast and wide open canvas, and taking full advantage of it requires careful strategic planning. A good social media strategy, not just should, but WILL, have a positive and demonstrable influence on sales.Let’s jump right in and look at some of the strengths of social networks and what you can achieve with a social media presence.

What Are The Strengths  of Social Networks?
l  They’re great for building 

relationships - specifically designed for human interaction, engagement and sharing
l  Great networking potential 

If So Why, and How?

ENTREPRENEUR THERAPIST

Should I Use Social Media For 
My Physical Therapy Business?

 20-01-COKINETIC 
FORMATS  WEB  MOBILE  PRINT

BY TOR DAVIES, CO-KINETIC FOUNDER

Social media. Some people love it, some 
people hate it and the rest of us tolerate 
it, mostly begrudgingly. However, as a 
small business owner you’d be a little bit 
mad to ‘diss’ it. Yes, it’s unlikely that you’ll 
ever hit on something that will go ‘viral’, 
despite your best efforts and yes, you 
can get yourself in hot water if you’re very 
outspoken. Perhaps more importantly, you 
can waste a huge amount of time on social 
media, and never get any kind of return 
on that investment. But in reality, that will 
only happen if you post without having a 
solid strategy. In this article, I’ll outline the 
strengths of having active social network 
pages but more importantly review what 
you can achieve for your business by 
having a good social media presence.  
I will look at the key objectives for 
healthcare-based businesses and explain 
what you should be prioritising and why. 
Lastly, I’ll answer some frequently asked 
questions such as which platforms should 
you be using, how many times a day 
should you be posting and whether or not 
you should you be spending time on more 
than one platform. We also cover some 
social media trends for 2020. Hold onto 
your horses….! Read this article online 
https://spxj.nl/2rst0bG

Co-Kinetic.com

l  You can do it all from the comfort of your living room
l  You have access to a huge, highly- targetable group of peoplel  Reviews and testimonials, which feature highly, at least on Facebook, are very influential sales convertersl   Social networks are widely used - - 67% of the UK population are on Facebook, 72% of Australians,  60% of New Zealanders, 77% of  Canadians and 69% of Americansl  All the major social networks are free (until you utilise paid ads)l  People are on social networks, primarily to socialise, so they encourage a more personal, value-add approach, than a sales approach which suits healthcare practitioners.
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Email Lead 
Collection 

and Email Nurture

Lead Magnet Checklist
l The lead magnet offers genuinely valuable information
l   A lead magnet should enhance your credibility by being:  
n Relevant 
n Topical 
n Accurate 
n Professional 
n Authoritative

l Pitch your resources to relevant target audiences 
l  Make sure the lead magnet features your business details 

(without being too ‘in your face’)

Email Sign-Up Page and  
Lead Magnet Delivery Checklist
l  Make sure the description of your lead magnet on the  

sign-up page isn’t over-sensationalised/oversold
l  Does the sign-up page work on a range of platforms and 

devices? Ie. mobile/cell phones and desktop/laptops
l  Include a real image of the actual lead magnets where 

possible to increase credibility and authenticity
l  Set up an automated email triggered when someone signs 

up, including a link back to the resources
l  If you can, include an area on your website where you can 

link to the sign-up pages offering your free resources
l  If possible, under-promise and over-deliver with a great 

lead magnet delivery page so you make a brilliant first 
impression

Nurture Email Checklist
l  The email is short and concise
l  It includes value-led, informative resources 
l  It’s quick and easy for the viewer to establish relevance
l  Include a call to action to encourage people to forward it
l  The information is authoritative and credible
l  Your sending schedule is regular and consistent (at least 

monthly, ideally 2–3 times a month)

Best Practice 
Checklist

YOUR COMPANY HERE
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Each piece of content that we create is part of a 
bigger picture: it has been designed specifically 

to help you create a customer journey, with the end 
result being to generate new business.The funnel you see on this page is based on our 

rugby injury campaign. A campaign centres around 
a theme that’s either topical or occurs frequently 
in members of the general public. We publish a new 
campaign, on a different topic, every 4–6 weeks.

These campaigns range from health and wellbeing 
topics, commonly experienced musculoskeletal issues or 
conditions, or they could be sport and exercise-related.

The Full Site subscription is the only one to include every 
piece of content in a campaign and is specifically geared to help 

you generate new business. However, even if you don’t have that 

subscription, there’s still plenty you can do with each of the other 

subscriptions.
The goal of this article is to give you some ideas of ways in 

which you can use these individual pieces of content to deliver a 

better customer experience, as well as increase awareness of your 

business. The icons next to each piece of content shows what’s 

included in which subscriptions.
Patient Information Leaflets/Lead MagnetsWhat is it? These are the jewels in the crown of 

every campaign because they can be used in so 
many different ways and at so many different 
points in the customer journey, which is exactly 
why they are included in all our subscriptions. 
They are exactly as the name suggests: leaflets 
that provide your patients with information 
about their condition/concern or area of interest in the form of 

advice leaflets, exercise handouts, infographics and cheat sheets. 

Each campaign that we produce includes at least 6 but sometimes 

up to 20 patient information leaflets on various aspects of the 
topic in question. They are written by health professionals and go 

through the same peer-review process as the clinical professional 

development articles that we publish in the Co-Kinetic journal, 

which means you can trust and be confident that the content is 

accurate and reflects on you well.What does it do for me? Patient information leaflets form the 

cornerstone of your marketing activities and can be used at 
multiple stages of the marketing funnel. They help you to grow 

your email list because they are excellent lead magnets, ie. the 

incentive for people to share their email address with you. They 

are also very powerful as customer nurture resources. They give 

you a whole host of ways to promote yourself both online and 
offline, while at the same time adding value to your readers. 
Remember, every piece of patient-facing content we produce can 

include your logo, brand colours and contact details, effectively 

turning them into turbo-charged business cards, that also happen 

to add value to its reader.Besides helping you to promote your business in a completely 

unsalesy way, they also help you to build relationships and 
establish trust with anyone in your customer journey, ranging from 

a brand new prospect or social media follower, all the way through 

to existing, as well as past, customers.

A Breakdown of the Content We Produce and   How You Can Use It

YOUR COMPANY HERE
YOUR COMPANY HERE

How do I use it? Give them to existing customers, print them 
out for your waiting areas, post them to past customers, share 
them as links in your nurture emails, on your social networks, in 

local discussion forums, or on your website and finally, print them 

out and distribute them locally. You could even pay to promote a 

social media post, featuring a link to these leaflets, as a way to get 

your name out and about. You’ll find more ideas on page 22.Customer NewsletterWhat is it? Each campaign includes one ‘newsletter’ which offers an overview of the topic in question. It’s a 
summary of all the patient resources wrapped up 
into one leaflet.What does it do for me? All the same things that we’ve mentioned for the patient 

information resources above; however, because it’s one complete overview, it also acts as a focal point to help you to promote other leaflets in the same campaign. It’s also a great way to keep past customers engaged, even if you just send out 3 or 4 newsletters a year.How do I use it? This is the perfect choice for printing out and distributing in your waiting area, for posting to past clients as a way of staying in touch, for sharing with your social media followers and on your website. If you have the Social Media or Full Site subscriptions, we 

YOUR COMPANY HERE
YOUR COMPANY HERE

1  YOUR COMMUTE
 The time you spend travelling to and 

from work is happening anyway, so why not 

get some benefit out of it, instead of just 

sitting through it. If you live fairly close to 

work, try brisk walking, jogging, or cycling 

instead of driving or using public transport. 

If the distance is too long or daunting 

try parking some distance away 

from work, or getting off the 

bus or subway a few stops 
early and then walk or jog the 

remaining distance. Always 
choose the stairs or walk up the 

escalator, and listening to some 

motivating music can add that extra 

little bit of encouragement.2  WORK OUT   DURING LUNCH 
If you can’t exercise before or 

after work, then lunchtime is 

your best bet for fitting in a 
real session. This may involve 

joining a gym close to work or 

taking a brisk walk or run from the 

office and back. It’ll take a little planning 

ahead, like packing a gym bag, but it 

can easily be done. Just don’t skip lunch 

altogether, as your body does need to be 

refuelled.

3  CHANGE YOUR   
 CHAIR FOR A STABILITY BALL Sitting on a stability ball helps 

you to practice better posture 

and encourages good spinal 

alignment. It also helps strengthen 

your abdominal muscles as they 

contract to maintain balance. 4  TAKE THE STAIRS
 We all know we should 

take the stairs instead of the lift, 

but how often do we actually do 

it? The trick is making it a habit, so 

you stop thinking about it as a choice 

you have to make every time. 

Start by aiming to take the 
stairs once a day, then work up 

until it’s automatic. Or climb 
a few flights of stairs in your 

short breaks. Start small and 

work up to an extra floor each 

week.

WAYS TO BE MORE  ACTIVE AT WORK
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     5  USING THE        BATHROOM ON A 
DIFFERENT FLOORIf you use the stairs each 

time you need to visit the 
restroom and you alternate 

floors doing so you will soon 

clock up some extra mileage in the 

office. Added to that drinking plenty 

of water (instead of caffeinated 
drinks) will keep you feeling 

hydrated in those often stuffy air-conditioned offices, reducing your risk 
of developing headaches 

from caffeine, and the extra 

trips to the bathrooms won’t do you 

any harm either! 
6  TAKE SHORT  REGULAR ‘ACTIVE’ 

BREAKS DURING THE DAY On really busy days, you can 
still work out in short breaks by 

getting up, stretching your legs, 

and walking around. It’s all about 

making movement a natural part 

of your day. One study showed that 

people who take walking breaks 

during work feel more enthusiastic, 

less tense, and generally more relaxed and able to cope than when they don’t take walk breaks. Don’t wait till you reach your breaking point, set 

a computer prompt or reminder on 

your phone to have breaks every 30 to 

60 minutes. Get up and walk around the 

building, your floor, your office, up 

and down a flight of stairs, do 

some exercises standing at 
your desk. The exercise itself will add to your daily cumulative total but 

is also crucial in preventing 

musculoskeletal pain developing. 

Taking a break and changing your 

position, doing some exercises 

and stretches will relieve you from 

sustained postures that lead to 

neck and back pain.   

7  THE COFFEE ‘RUN’ 

             Go out and get the coffee, tea 

or smoothie instead of letting someone 

else pick yours up for you. Even 

better you could make a plan to 

try different vendors further down 

the road rather than the closest 

to the office.   
  8  WALK WHILE  

           YOU’RE ON   THE PHONE Unless you need to be typing 

whilst talking, try to make a habit 

of taking phone calls standing 

or pacing in your office. The 

distance is obviously dependant 

on your phone’s ‘mobility’. Take 

advantage of moving, every little bit 

adds up and the change in posture can 

reduce the chances of developing neck 

and back pain. Physical activity doesn’t 

have to be formal exercise to have its 

benefits. 

         SKIP INSTANT  
        MESSAGING  AND EMAILING If you have a question or query 

from a college within the building 

instead of popping off an IM, email or 

using the internal phone extensions, get 

up and walk to his/her office and have the 

discussion face to face. Those short walks 

will add to your total exercise time and 

get you off your chair to relieve poor 

posture. 

10  PICK UP THE PACE
          Be it personal or work 

-related errands, turn these 

activities into little exercise bouts. 

9
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Reducing the Risk of 
Mountain Bike InjuriesW hether you live for the hills, hit 

terrain parks, or prefer gentler 

more scenic slopes, mountain 

biking is accessible to everyone.
Mountain biking has seen a steady 

increase in popularity over the years. In 

addition to being widely accessible, it’s also 

popular across all age groups and is a great 

way to enjoy the countryside with less stress 

on your joints compared with higher impact 

sports like running.Our increasingly passive lifestyles mean 

that health concerns like obesity, heart 

disease, and diabetes are constantly on the 

rise. Physical exercise like mountain biking 

is a great medicine that not only helps to 

combat inactivity, but also offers mental 

health benefits too. The vigorous demands of mountain 

biking stimulate your body to release 

natural endorphins, which are the body’s 

way of feeling good and getting more 

energy. Exercise also boosts serotonin, an 

important neurotransmitter in the brain 

which helps to prevent depression and 

anxiety. The focus and attention needed to 

ride a challenging single-track can become 

a form of moving meditation; ultimately 

helping to relax and weather life’s stressors 

by acting as a distraction from negative 

thoughts that may contribute to anxiety 

and depression. Gaining new skills and 

improving your mountain biking abilities 

also helps to build confidence and self-

esteem.Mountain biking is a dynamic activity 

that requires you to constantly adjust 

to varying terrain, pitch, and elevation. 

Staying steady and secure on a mountain 

bike not only keeps you from crashing, but 

strengthens neural pathways and reinforces 

muscle memory, balance and coordination. 

Physical exercise is proven to improve sleep 

and mental health and reduce stress and 

anxiety, plus you have the added benefit of 

working out in beautiful surroundings. 

Unfortunately, unpredictable terrain 

and sudden changes in speed do often 

result in falls or collisions with objects like 

trees (or rocks). The resulting injuries may 

range from mild abrasions and cuts simply 

requiring some first aid; to more serious 

injuries like fractures, dislocations, sprains 

and even concussion with neck injury. 

These injuries, with the correct 

management, will all heal with time, even 

if many will require a period of rest and 

immobilisation. Immobilisation however 

can lead to stiffness in surrounding joints 

and muscle wasting or weakness due to 

lack of use. Depending on the severity of 

the injury, full recovery back to optimal 

function may require physical therapy 

to mobilise stiff joints and strengthen 

surrounding supportive muscles. This will 

also help prevent future injury by ensuring 

there is no residual weakness.  
Although joint injuries like fractures 

and dislocations may not seem as serious, 

if not treated appropriately they can lead 

to complications in the future. Shoulder 

dislocation without rehabilitation can result 

in chronic instability and repeated risk of 

dislocation. Nerve and capsule damage 

can require surgery to stabilise the joint. 

Similarly, an acromioclavicular joint injury 

can lead to chronic stiffness in the shoulder 

ultimately a frozen shoulder which is 

severely debilitating in pain and loss of 

function. Any injury involving a joint could 

lead to degeneration and development 

of arthritis long term, if not properly 

rehabilitated. So, if you want to enjoy a 

lifetime of mountain biking, treat any injury 

with respect and make sure you manage it 

responsibly.Other injuries that are common in 

mountain biking involve the repetitive 

nature of cycling, ie. repeating the same 

movement over and over again. These 

injuries are not due to a one-off event, but 

often develop over time, leading us to 

refer to them as chronic or overuse injuries. 

Typically, traumatic (ie. one-off event) 

injuries affect the upper extremities like 

the head and neck, and arm or shoulder 

due to falling onto them or landing on an 

outstretched arm. Whereas overuse injuries 

primarily affect the lower extremities, your 

knees, hips, Achilles tendon and lower 

back. This is less surprising when you 

consider that on a two hour cycle your knee 

and hip can bend approximately 10,000 

times.Knee pain, specifically patellofemoral 

pain is the most common overuse injury in 

cycling. It is usually due to improper bike 

set up with saddle height or cleat position 
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Here Are Some Tips On Promoting Your 
Events and Making Sure People Show Up

I t doesn’t matter what kind of marketing activity you’re doing 
– whether it’s running an educational campaign on your 

social networks, promoting some kind of conversion event, or 
generating business through voucher sales – everything needs to 
be promoted. 

You can’t rely on sticking posts on your social networks 
and expecting them to magically conjure up paying customers 
because, as we established on page 14, very few organic (ie. 
unpaid) social media posts will actually find their way in front 
of your followers. It doesn’t matter if you have 100 or 10,000 
followers on a social network, only a small minority of them will 
ever see your posts and the percentage that does will vary based 
on the different social networks.

This is definitely not a case of ‘build it and they will come’. 
If you want to build your business, you need to be proactive in 
promoting whatever it is you want people to see, and making sure 
there’s a defined outcome that benefits your business.

Key Points About Promoting Events
l  Make sure that, wherever possible, everything you put out there 

in whatever marketing form has some kind of call-to-action. 
It could be to sign up to something, to buy something, or to 
engage in something. Basically you need to make sure to ask 
them to take action that benefits your business. 

l  If you’re running a conversion event, regardless of what type of 
event it is, try and ensure there is always a purchasable call-to-

action at one or more stages in the event customer journey – in 
other words give people something to buy, along with a special 
incentive to buy it, preferably there and then.

l  It’s advisable to add some time-pressure to your offer. The 
greater the time that lapses after your event, the less likely they 
will be to sign up. You could keep your best offer for during or 
immediately post-event, followed by a second slightly reduced 
offer for a short follow-up period post event (1–3 days). The 
greater the amount of time that lapses post-event, the less the 
chance of getting a successful upsell. 

l  Make sure your sign-up page strongly emphasises the benefits 
to the viewer of attending the event, benefits are different to 
features. There’s a good article at this link which really helps 
to focus the mind. Explain how their lives will be better if they 
respond to your call-to-action. 

l  If you’re going to make some kind of upsell offer as part of the 
process, make sure to tell them on the sign-up page, it’s an 
extra incentive for them to take action.

l  Always include the URL (web address) to the relevant sign-up 
page everywhere that you mention your event. I’ve listed some 
ideas on where you can do this below.

Ways to Promote Your Event
1   Send an email to your email list and explain clearly how it will 

benefit them – the warmer and more engaged your email list, 
the better the take-up you’ll get.

Build It But Sadly They May Not Come
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 The Patient Information      Resources SubscriptionWho is this subscription for and what can it do for you?
P atient leaflets help to deliver a great customer experience all the way along your customer 

journey from prospect to paying client. You can give them to your existing customers, post 

them to past customers, add links to them in your nurture emails, post them on your social 

networks and on your website and print them out and distribute  

them locally (which also helps to raise awareness of your business).

Do you struggle to walk far, or find 
that if you sit for too long, or 

try to squat down or bend over, you 
experience pain in your hip/s? Maybe 
it’s progressed further than that, and you 
rely on a walking aid to move around? 

Possibly you’ve tried some 
treatments already, like physical 
therapy, but if the bone damage is too 
advanced, the treatments tend to have 
little or no effect.   

Pain can be very debilitating (and 
depressing) especially when coming 
from the hip, as your hip is involved in 
nearly all the movements you make. 

Total hip replacement (or hip 
arthroplasty) may be something you 
have already discussed with a health 
care professional. It is a technique that 
has become widespread in recent years 
in response to the need for improving 
hip joints that have been damaged by 
injury or arthritis. 

Joint replacement surgery may 
offer the best treatment option for 
long-term improvement for the hip 
joint, when other treatments have 
proven inadequate. In a majority of 
cases, having a total hip replacement 
reduces joint pain and means a return to 
pain-free movement, and generally the 
sooner you have the surgery, the better 
the outcome.

Hip pain can be caused by a variety 
of factors, including:
l  An injury that does not heal 

properly
l A chronic illness
l  Normal wear and tear from years of 

constant use
l  Severe arthritic conditions, especially 

osteoarthritis 
l  Injuries as a result of trauma, such as a 

hip fracture or dislocation caused by a 
fall.

Generally, the 
older you get, 
the greater your 
chance of needing 

a hip replacement, 
regardless of gender.

      For example, someone over 
the age of 70 has a 9 times higher chance 
of having a hip replacement than someone 
aged 55. Like age, the greater your weight, 
the greater your chance of needing surgery. 
The heavier you are the more strain you 
place on your hip joint, contributing 
significantly to developing osteoarthritis, 
which ultimately increases your risk of 
needing a hip replacement. 

More and more patients are having 
the procedure done at a younger age. 
Nearly a third of hip replacements are 
done on patients under the age of 65. 
This is probably due to the fact that the 
science of making prosthetic (artificial) hips 
has advanced over the years and many 
‘new’ hips will now last over 15 years and 
up to 25 years. In addition, recovery has 
progressed and with intensive rehabilitation 
you can be back up and ‘running’ (well 
walking) within the same day or the next 
day after surgery. Most people can resume 
normal routine activities within the first 3 to 
6 weeks of their total hip replacement. 

You are never 
‘too old’ for surgery. 

Although the risk of 
surgery in general is 
greater, the older you 
are, the research has 

shown that elderly and 
frail patients get better results from having 
a hip replacement following a fall, than 
simply a repair of a hip fracture. If there 
is a risk of falling due to pain and lack of 
mobility in your hips – it’s likely to be better 
to have a hip replacement before you have 
an accident. Sadly the statistics are not 
good for experiencing an adverse medical 
event after a high fracture, and there is a 
significant risk of death within 6 months 
following a hip fracture. Hip replacement 
surgery has been proven to improve 
survival rates in elderly patients. 

As with any 
procedure, 
you and your 
surgeon will 
discuss the 

risks versus the 
benefits. Surgery 
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Total Hip Replacement 
                         Fundamentals
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REPLACEMENT 
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WHY  
HAVE A HIP  

REPLACEMENT 
WHEN THERE 
MAY BE RISKS 

WITH  
SURGERY?

Benefits of  
Good Posture

T he benefits of a good posture go 
way beyond the vanity of ‘looking 
good’. From your pain levels to 

your self-confidence, your posture impacts 
more than you think. Putting in the effort to 
improve your posture offers huge payoffs.

1    REDUCED  
LOW BACK PAIN

Sitting or standing in a slouched position 
for prolonged periods of time stresses 
your lower back. More specifically, it puts 
pressure on the structures of the spine, 
including the intervertebral discs, facet 
points (the small contact points where each 
individual vertebra meets the one above 
and below), and the surrounding ligaments 
and muscles. 

Moving around frequently, every 20-30 
minutes, will prevent you from 
adopting poor postures and 
imposing abnormal loads 
on your back. Regular 
exercise and specific 
strengthening of your 
core and gluteus 
(buttock) muscles 
will help. In addition, 
changing your desk set up, 
and avoiding hours slouching 
on the couch will reduce your lower 
back pain. 

2   FEWER HEADACHES  
Poor posture can contribute to 

tension and cervicogenic headaches, due 
to increased muscle tension in the back of 
the neck. Often if you correct your posture, 
you can reduce muscle tension and reduce 
the risk of suffering from headaches.  

A stretching programme to ease 
tight muscles can reduce headaches, and 
physical therapy with manual techniques, 
massage and even dry needling can reduce 
muscle spasm. 

PRODUCED BY:

TIME-SAVING RESOURCES FOR PHYSICAL AND MANUAL THERAPISTS

12
Exercises to strengthen the deep 

flexor muscles on the front of your neck 
will improve your neck posture and reduce 
the load on your neck muscles and joints 
causing the pain. 

Being conscious of a ‘head forward’ or 
‘poking chin’ posture, which we adapt with 
prolonged computer work and excessive 
smartphone use.  

Head 
Forward

Chin 
Poke

3   INCREASED  
ENERGY LEVELS 

When your bones and joints are 
in correct alignment, it allows the 
muscles to be used as they were 

intended, so you’ll have less fatigue 
and more energy as the muscles work 

more efficiently. 
There are different types of muscles: 

slow twitch muscles, like postural muscles, 
designed to contract at a low intensity but 
that can work for hours, which is just what 
you need all day when 
you’re standing 
or sitting; and 
fast twitch 
muscles, or 
prime movers, 
designed to 
contract with 
greater force 
and effect, to 
generate movement. 

How Pain Affects Your Life

The information contained in this article is intended as general guidance and information only and should not be relied upon as a basis for planning individual medical care or as a substitute for specialist medical advice in each individual case. ©Co-Kinetic 2019
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of people with chronic 
pain report problems 
sleeping, which often 
makes the pain worse; 
thus resulting in a 
frustrating cycle of pain 
and sleeplessness

of people with 
chronic pain 
report it being 
severely disabling 

14%
of chronic pain sufferers feel they  
have little or no control over their pain

Reference: American Academy of Pain Association (2016) Facts and Figures on PainReference: A review of chronic pain impact on patients, their social environment and the health care system.  Journal of Pain Research 2016;9:457-67

of people report feeling 
depressed due to their 

chronic pain

77%
of people have 
to change their 

occupational duties 
or post 

people lose their jobs  
due to their chronic pain problem1in 5

of chronic pain sufferers 
have obtained a disability 
pension for recognised 
incapacity to work

23%

Reference: American Academy of Pain Association (2016) Facts and Figures on PainReference: A review of chronic pain impact on patients, their social environment and the health care system.  Journal of Pain Research 2016;9:457-67

Reference: Prevalence of chronic pain in the UK: a systematic review and meta-analysis of population studies BMJ Open 2016Reference: 3 Little Known Facts About Chronic Pain 2016 http://www.spine-health.com

of sick certificates 
come from chronic 
pain and mental 
health problems 

Reference: American Academy of Pain Association (2016) Facts and Figures on PainReference: A review of chronic pain impact on patients, their social environment and the health care system.  Journal of Pain Research 2016;9:457-67

are limited in their ability to 
perform daily activities50%

50%

50%

50%

Reference: American Academy of Pain Association (2016) Facts and Figures on PainReference: A review of chronic pain impact on patients, their social environment and the health care system.  Journal of Pain Research 2016;9:457-67

Reference: American Academy of Pain Association (2016) Facts and Figures on PainReference: A review of chronic pain impact on patients, their social environment and the health care system.  Journal of Pain Research 2016;9:457-67

66%

Reference: American Academy of Pain Association (2016) Facts and Figures on PainReference: A review of chronic pain impact on patients, their social environment and the health care system.  Journal of Pain Research 2016;9:457-67

Reference: American Academy of Pain Association (2016) Facts and Figures on PainReference: A review of chronic pain impact on patients, their social environment and the health care system.  Journal of Pain Research 2016;9:457-67

Morning time is precious as there’s often a lot to achieve; however, if you want to start your day in the best possible state of mind, a few minutes on your yoga mat will be time well spent. Yoga practices are designed to help you focus and be in the present moment, claiming those precious moments for yourself, so you can perform at your best for the rest of the day. 
There are many energising yoga practices to choose from, twists are great for kick-starting your metabolism, gentle mobilisation of your joints relieves stiffness, stretching brings blood to your muscles and weight-bearing poses build strength. Try them all out when you have plenty of time, adapting the poses for your own body, then mix and match depending on the time available each morning. Add resting poses between the sitting, kneeling and standing sections if necessary.  

The information contained in this article is intended as general guidance and information only and should not be relied upon as a basis for planning individual medical care or as a substitute for specialist medical advice in each individual case. ©Co-Kinetic 2020

Easy Seated Pose (Sukhasana)
Sit on the floor however you feel most comfortable. If you find it difficult to sit on the floor, try sitting on a cushion to raise your hips or lean against a wall. Keep your upper body lifted, draw your shoulders down, rest the hands on the legs and close your eyes. How do you feel? Listen to your natural breath for 1 to 2 minutes. Blink your eyes open.

Video: https://youtu.be/3uCCNVg4xA8

Wake Up, Shake Up
and Get Your Energy Flowing 

Staff Pose with Twist
Sit with both legs outstretched, bend your right knee and bring your right foot onto floor. Place your right hand behind your right hip with fingers pointing back. Take hold of your outer right knee with your left hand. Engage your core and rotate your torso to the right. Pause and breathe here, release and repeat on the other side. Video: https://youtu.be/ZL629DdZGPs

Revolved Easy Pose (Parivrtta Sukhasana)
From your sitting position, lengthen up through your spine and turn at your waist round to one side, take your hands with you so one hand goes behind you and the other holds the opposite knee. Hold this position for 5 breaths, then release and repeat on the opposite side. Go twice to each side. 

Video: https://youtu.be/yAAaWulJ20g

Crossed-Leg Forward Stretch
Sit with your legs crossed. Place your hands out on the floor in front and walk them away from your body swaying slightly side to side. Fold your upper body on or towards your crossed legs as far as the stretch will allow. Hold for 5 breaths, come back up, cross your legs the opposite way and repeat.  

Video: https://youtu.be/QjKcIB68W-g

Head Towards Knee Pose (Janu Sirsasana)
Begin sitting on the floor with your legs outstretched. Bend your right knee and place the sole of the foot next to the left thigh. Flex through your left heel and point your toes upwards. Stretch the arms forwards, parallel with your legs, and rotate your upper body towards your left leg. Sway side to side as you fold your body forwards, head towards your knee. Hold for 5 breaths. Repeat on the other side. Video: https://youtu.be/ZSNT6MgpK5g

forBack
 Pain

SLEEPING POSITIONS

Sleeping  
Position Side

Lying on  
Your Front

Sleeping Position Flat On Back

Getting In and 
Out of Bed

The information contained in this article is intended as general guidance and information only and should not be relied upon as a basis for planning individual medical care or as a substitute for specialist medical advice in each individual case. ©Co-Kinetic 2019
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WAYS to support your local business

Like, comment or share their social media posts  
- it helps them get seen by other people,  
who may buy from them
Tell your friends and family about themWrite a review for them on their Facebook  

page or Google Business listing
 Sign up to their email newsletterBuy a gift voucher from them

5
FOR YOU VOUCHER

1
2
3
4
5 SHOPLOCAL

SHARE
THEmarketing resources. The patient leaflets are included in all four of our core subscriptions which means anyone with a subscription, has access to them.

For more ideas on practical ways to use patient leaflets to build relationships all the way 

through your customer journey – read my help post here to get the creative juices flowing >.You can also watch the one-minute overview video below.

Or to take a more detailed behind the scenes tour of the subscription watch the video below.
l  To learn how to use and share your patient 

leaflets – click here > l  For help with branding your leaflets – click here >
l  To explore the range of leaflets included with 

all subscriptions – click here >l  There’s a more detailed open access article 
I wrote giving you all sorts of other ideas on 
how to use content to promote your business 
– click here to read it >

The Cycle of
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Running Training, 
Strength and Injury
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Runners are injured when they exceed 
their tissue capacity (be it muscle, 
tendon, bone or cartilage) and 

tolerance. Elite runners have short contact 
time with the ground, high hip/knee drive, 
high cadence and a stiff running pattern. 
However, most runners, even competitive 
non-professionals don’t have the form of 
that calibre of athlete. 

More often than not the running style 
consists of a longer stance time, little 
drive and lift, low cadence and a generally 
less economical style. You can often 
‘hear’ a non-professional runner coming 
before you see them –not from the heavy 
breathing but from the landing of each 
stride. That said, running in any form, be it 
recreational or competitive marathons and 
half marathons, is better for you than doing 
nothing regardless of your style. 

We can’t all run with the ease and grace 
of Eliud Kipchoge, however changes in 
training and form can result in improved 
performance, economy and importantly 
injury prevention. 

1   STRENGTH AND 
CONDITIONING

When running, the ground reaction force 
is 2.5-3 x body weight, with some of the 
highest forces going through your calf 

muscles, which can be up to 8 x your body 
weight. Strength training helps to improve 
your tolerance to load. You may have 
thought doing some light weights with high 
repetitions, which simulates endurance-
type training would be best as running is an 
endurance sport. However, you get all the 
endurance training you need from running 
on the road. Strength training causes 
specific changes in your muscles, tendons 
and bones which allow them to withstand 
high loads and forces. For best results 
high weights with fewer repetitions works 
best. Also doing explosive jumping-type 
exercises is important to strengthen your 
legs and improve performance and prevent 
injury. Strength generates power which is 
essential for propulsion, and which may aid 
running speed. To get the best from your 
running, you should perform 1-2 strength 
training sessions per week, replacing run 
sessions if necessary. It may be best, before 
you start, to get advice and prescribed 
exercises from a running coach, physical 
therapist or trainer. 

2  LOAD MANAGEMENT
           Your load is essentially how much 
you are training and stressing your body. 
Your load would be your runs, mileage 
per week, speed or hill sessions, time 

WHAT HAPPENS WHEN YOU EXERCISE?
Research has shown that regular physical activity results in: 
1.  Improved health-related physical fitness - lung capacity,  

and resting heart rate for example
2.  Increased exercise tolerance and functional status - your body copes  better and moves more efficiently, with activity 
3.  Improved body composition - protect against obesity, reduced fatty tissue,  improved weight control
4.  Enhanced lipid lipoprotein profiles - reduced triglycerides (fats), higher HDL cholesterol, lower LDL to HDL ratios
5. Improved glucose homeostasis and insulin sensitivity – better blood sugar control 
6. Reduced blood pressure 
7.  Improved autonomic tone – processes that maintains chemical balance in your body regulating things like heart muscle tone, blood vessels tone, gut tone, glands etc.  
8. Decreased blood coagulation – reducing the risk of clot formation 
9. Improved heart blood flow
10. Improved heart function 
11. Enhanced endothelial function – the inner lining of your blood vessels
12.  Reduced systemic inflammation – a key risk factor for some cancers and development of atherosclerosis (narrowing of the arteries and plaque formation) 
13. Improved psychological well-being and mental health
14. Weight control or loss
15. Stronger bones – increases in bone density which protects bones from fractures 
16. Joint health – strong muscles providing better support for joints 
17.  Improved balance and stability on your feet – stronger muscles and joints  as well as better nerve recruitment improves balance and reduces the risk of falls and subsequent fractures. 

L ife expectancy is at its all-time high, 
the fact that so many people are living 

longer, well into their 80s and 90s is a 
wonderful ideal. However, the sad reality is 
that living longer doesn’t always include a 
good quality of life, it’s not a package deal. 

Many people outlive their children 
and their pensions, and end up feeling 
like they’ve become a financial, physical 
and emotional burden on their families. 
Swallowing handfuls of pills every day, 
losing independence and requiring nursing 
care is not the way most people would 
choose to spend their last years. 

However, there are steps you can take 
to reduce the risk of this outcome. Making 
a conscious decision to take small steps 
(literally) from today, could make all the 
difference in your life going forward. 

Physical activity, when performed 
regularly, has been proven to prevent 
and help manage more than 20 chronic 
conditions. These include coronary heart 
disease, stroke, type 2 diabetes, cancer, 
obesity, mental health problems and 
musculoskeletal conditions. Sadly, you can’t 
bank the benefits of exercise from your 
youth. Ideally being active throughout your 
lifespan would give optimal health benefits, 
however research has shown the health 
gains achieved through physical activity 
can be attained at any time. So, it doesn’t 
matter when you start, as long as you start! 

Now we’re certainly not saying you 
have to sign up for an IronMan Ultra-
Triathlon or become the next Crossfit 
Superhuman. Physical activity includes all 
forms of exercise, such as everyday walking 
or cycling to get from A to B, active play, 
work-related activity and active recreation; 
such as working out in a gym, dancing, 
gardening or playing active games, as well 
as organised and competitive sport. 

Add Days to Your Life AND Life to Your Days
WHAT’S WRONG  
WITH BEING INACTIVE?
Physical inactivity is the fourth leading risk 
factor for death. The latest research shows 
that a sedentary life is as great a risk factor 
as smoking and obesity, for heart disease 
risk. Sedentary behaviour is not simply a 
lack of activity but a cluster of individual 
behaviours where sitting or lying is the 
dominant mode of posture, and energy 
expenditure is very low. 

Inactivity was always associated as 

a cause of being overweight or obese, 
which in turn results in an increased risk of 
heart disease and diabetes. However, the 
most current research has shown that even 
normal weight individuals that are inactive, 
are at risk of developing disease. 

While you can blame it on your job or 
school that forces you to sit for hours in 
a day, you can also mitigate the negative 
effects with just 60-75 minutes of moderate 
intensity physical activity a day. 
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C omplementary or alternative 
therapies are names used for a 
wide range of healthcare practices 

that may be used alone or along with 
standard medical treatment for improved 
health, wellbeing and quality of life.

Although people often use the terms 
complementary and alternative therapies 
interchangeably, there is a difference:
l  Complementary therapies: the therapy 

is a non-standard treatment or medicine 
that you use together with conventional 
medical treatment or medicine.

l  Alternative therapies: the therapy is a 
non-standard treatment or medicine that 
you use instead of conventional medical 
treatment or medicine.

Complementary and alternative therapies 
can encompass diet and exercise changes, 
hypnosis, chiropractic adjustment, and 
poking needles into a person’s skin 
(acupuncture), among other treatments. 
Some of these therapies work as well as 
conventional medical treatments and they 
often have fewer side effects.

Naturopathic medicine is premised 
on the healing power of nature and is a 
broad branch of alternative medicine. 
Naturopathic doctors are trained in both 
conventional and alternative medicines. 
They seek to understand the cause of a 
condition by exploring its mental, physical 
and spiritual manifestations in a given 
patient. Naturopathy typically involves a 
variety of treatment techniques, including 
nutrition, behavioural changes, herbal 
medicine, homeopathy and acupuncture.

Another benefi t is in the more holistic 
‘whole person’ approach of many of 
its practitioners, which considers your 
mental and emotional health, life-style, 
background and habits, in addition to 
your physical health. This provides a 
more complete health picture and a more 
effective way to treat many ailments. In 
many cases, this personal approach makes 
people feel better, giving them a sense of 
empowerment by taking a more active role 
in their own health and wellbeing.

Science has shown that your emotional 

state can affect your health and in 
fact 70% of all illness is now directly 
attributed to stress. It is worth keeping 
in mind that while complementary or 
alternative therapies have their use 
managing an illness, the greatest effect 
they may have on people is inducing 
relaxation; therefore prevention is surely 
better than cure.

The fi eld of alternative therapies 
is vast. It’s an evolving area and more 
research in all of these therapies is 
needed. That said, integrating a 
handful of these into your routine may 
have solid benefi ts to your health. After 
all, there’s a reason why some of these 
have been around for thousands of 
years.

The bottom line is this: we believe 
in doing what works for you, as long 
as you’ve consulted with a doctor 
or practitioner you can rely on. You 
may need a combination of Western 
medicine and complementary therapies 
to heal. Band Flexion 45 Degrees

Place an exercise band under your foot, 
and lift the other end upwards. Take
your arm out slightly to the side (45 
degrees from the front). When you have 
reached your limit, move your arm back 
down. This exercise will improve mobility 
and strength to your shoulder. Perform 
both sides.

EXERCISE HANDOUT

Swimmer’s Shoulder Strengthening
PRODUCED IN ASSOCIATION WITH

This exercise programme has specific exercises to strengthen the muscles around your shoulder. It will improve muscle balance and stability of your shoulder blade and upper back. To get the best benefit you must perform the exercises with good technique, 
positioning and alignment. Do them slowly and correctly. Poor practice can lead to strain and injury. 

These exercises may be adjusted to your specific needs.  
As you improve other exercises may be added for progression.  Your physical therapist will guide you through this. If at any time you feel pain or discomfort consult your physical therapist so they can adjust the rehabilitation programme, rather than simply stopping it all together. 

The information contained in this article is intended as general guidance and information only and should not be relied upon as a basis for planning individual medical care or as a substitute for specialist medical advice in each individual case. ©Co-Kinetic 2019
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SETS 3                      REPS 10

Video:  
https://youtu.be/c40Of3lSPKk

Video:  
http://youtu.be/mAEktw5dQ0I

Video:  
http://youtu.be/XRL8J3cprDY

SETS 3                      REPS 10

Press-Up
Position yourself in a press-up position, with your arms straight. Keep your body in a straight line, with your bottom tucked under and your back flat. Drop your chest towards the floor by bending the elbows. Return to the start position. This is a chest, core, back and shoulder strengthening exercise. To progress this do a Push-Up PLUS. that is when you have pushed up and straightened your elbows, push even more down into the 
floor raising your upper back like a  
cat stretch. 

Dumb Waiter with Band
Hold an exercise band in your hands. 
Tuck your elbows in, keeping them 
bent at 90 degrees next to your body. 
Place your palms face up. Move your 
arms outwards to create a stretch in 
the exercise band. At the same time, 
contract your shoulder blade muscles, 
drawing your shoulder blades towards the midline of the back. This is a mobility exercise for your shoulder. Hold for 10 seconds.
SETS 1                   REPS 10

Desk External  
Rotation with Band
Resting your forearm on a desk, with 
your arm bent at 90 degrees, rotate 
your arm outwards away from the 
table creating a resistance with the 
band. Your elbow stays in contact with 
the desk the whole time. This is a strengthening exercise for the rotator cuff shoulder muscles. As you improve you can perform this exercise standing with your arm unsupported and you elbow at the same height as your shoulder. 

Video:  
http://youtu.be/aJlfSRenfpc

Video:  
http://youtu.be/e6mkhtzYbKk

Video:  
http://youtu.be/0QaFp0l-izM

SETS 3                      REPS 10 SETS 3                      REPS 10

Double Arm Bent  
Over Row with Band
Lean forwards to a 45 degree angle, 
and pull a band backwards with two 
hands keeping your elbows tucked 
in. This is a back and shoulder 
strengthening exercise. 

Arm Push Against SB
With a straight arm, push 
against a Swiss ball on the 
wall. This is a great exercise 
to improve stability  
to your shoulder.  
Perform both sides.

SETS 3                      REPS 10

Ladies, Let’s Get Physical
THE PROS

Getting involved in sport and physical 
activity can prevent a wide range of ill-
health problems, particularly in later life, 
as well as offer a myriad of health benefits. 
For girls, it can have a positive impact on 
both physical and psychological health, as 
well as reduce the risk of chronic diseases 
in later life. 

For older women, it can help prevent 
many aspects of heart disease as well 
as chronic and degenerative diseases 
associated with aging, such as diabetes, 
hypertension, arthritis, osteoporosis and 
cardiovascular abnormalities. It also helps 
in the management of weight, contributes 
to the formation and maintenance of 
healthy bones, muscles and joints and 
reduces the risk of falls which can be 
particularly serious in older women. 

One of its most important roles, is 
in helping people stay independent for 
longer. Much of the physical decline 
that is presumed inevitable with aging 
is now thought to be the result of 
inactivity, particularly among women, who 
experience hormonal changes that men 
generally don’t. And while no one can 
guarantee that exercise will prolong life, it 
can absolutely enhance the quality of life 

Thankfully, long gone are the days when women were perceived 
to be too weak for (and often banned from) participating in 
sport. Once upon a time we were prohibited from taking part 
in all sorts of physical activities, particularly endurance sports 
like marathons and cycling, the thinking at the time being that it 
compromised our reproductive health. Ironic, knowing what we 
know now about the benefits of exercise across a whole range of 
women’s health concerns. 

for older women who place a high value on 
their independence.

Sport can provide affirmations of 
self- empowerment and confidence, 
enhancing wellness and quality of life; as 
well as develop skills such as teamwork, 
goal-setting, the pursuit of excellence 
in performance and other achievement-
oriented behaviours which can be invaluable 
to women and girls. 

Physical activity can also facilitate good 
mental health for women (and men) of all 
ages, including the management of mental 
health conditions such as dementia and 
Alzheimer’s disease; as well as promoting 
psychological wellbeing by reducing stress, 
anxiety, loneliness and depression. There are 
cultural and social benefits of exercising too; 
with a promotion of freedom of expression, 

interpersonal networks, and new 
opportunities. It can expand opportunities 
for education and for the development 
of a range of essential life skills, including 
communication, leadership, teamwork and 
negotiation. 

THE CONS

After reading all of that, I am sure most 
of you are already half way out of the 
door with your training shoes on… Yes! 
No? Maybe you’re thinking, “it sounds 
great but what if my bones are already 
too fragile”, or maybe you’re worried 
about the so-called ‘women’s problem’ 
of a weak bladder (which is not exclusive 
to women by the way). It is however very 
common, even more so if you’re a mother, 

Golf Injury Cheat Sheet

Lead Wrist 
Hold your lead hand (left 
for right handed players) 
in front of you, thumb 
up, make a fist. There is a 
natural cup or angle at the 
back of the wrist – this is the 
power position for the joint. 

Lead Elbow 

Trail Elbow 

The Problem 

   If left hand in a ‘weak position’ – thumb 
down the top of the handle - you risk 
a flat or bowed wrist on impact and 
possible injury

   Inadequate arm and wrist strength to 
lead the club through impact in this 
position

   Tend to over-extend and cock wrist for 
power, stressing the extensor tendons 
and overloading ligaments, especially if 
hitting the ground frequently

   Extensor tendons on outside of forearm 
are overloaded by jarring impact of 
poor stroke, mishitting ball and ground

   Results in muscle strain and tendonitis 
on the outside of the elbow called 
‘tennis elbow’ 

   Exacerbated by excessive tight gripping 
of the club

 
   Flexor tendons on the inside of the 
forearm are strained and overloaded by 
flexing and rotating the wrist during the 
impact and follow-through phase

   Strain results in tendonitis on the inside 
of elbow called ‘golfer’s elbow‘ 

The Solution 

   Rotate left hand away from the target about 
30o from the weak position. So your thumb is 
at about 1 on an imaginary clock. 

   This creates a slight cup in the wrist and a 
better power position

   Avoid locking arm and elbow for more 
power. Keep it straight but relaxed, arms 
‘soft’ from start to finish

   Momentum of downswing will pull the left 
arm straight

   This allows better absorption of impact forces 
and decreases load through tendons and 
ligaments

 
   Power from the body not the wrists
   Avoid flicking (flexing) and cocking your wrist 
on and after impact. 

62% of amateurs will sustain a significant golf injury, typically because 
they are out of shape, have poor swing mechanics, or don’t 

adequately warm-up. For the professionals that number is even higher at 85%, 
but their injuries tend to come from overuse ie. hitting 200 to 500 balls a day.

Here are some tips and changes you can address in your technique to reduce 
your injury risk. 

Having a friend video your golf swing may be helpful, or a few lessons with 
a coach could keep you out of the injury bunker. The following cheat sheet 
assumes you are a right-handed golfer and therefore your lead arm/side is the 
left (the same principles would apply vice versa for left-handed golfers). 

The Injury

Thinking On Your Feet
Unfortunately you can’t bank the 

benefits of exercise from your youth, 
hoping it will help you 40 years 

down the line. The ideal scenario is to have 
been active throughout your lifespan but 
research has shown that your health can 
benefit from physical activity at any age, 
meaning it doesn’t matter when you start, 
as long as you start!

INACTIVITY IS THE  
FOURTH BIGGEST KILLER
But that’s hard for many of us, particularly 
if our jobs involve long periods of sitting. 
Sedentary (low activity) behaviour, increases 
the risk of heart disease, obesity, diabetes 
and cancer. The latest research shows 
when it comes to heart disease, leading 
a sedentary life is as great a risk factor as 
smoking and obesity. In fact, the World 
Health Organisation listed physical inactivity 
as the fourth biggest risk factor for death in 
adults across the world.

In fact inactivity in terms of disease risk, 
is more dangerous than being overweight. 
The most current research has shown that 
even normal weight individuals that are 
inactive are at risk of developing disease. 
There is a molecular pathway that is 
essential to burning fats, that shuts down 
with inactivity, and that subsequently 
increases your risk of developing 
cardiovascular disease. 

The good news is that we can combat 
the negative effects of prolonged sitting 
(total of 8 hours or more) with just 60-75 
minutes of moderate intensity physical 
activity a day. 

The reality is that often hectic schedules 
can make it seem impossible to fit workouts 
into your busy week. The prospect of 
packing a gym bag, trudging to your local 
gym, working out, showering, changing, 
and trudging back to where you came 
from, can feel like a lot of effort. The reality 
is that when we neglect exercise, we put 
both our physical and mental health at risk, 
which in turn can negatively impact your 
productivity and effectiveness at work.

BEING MORE ACTIVE  
IN THE WORKPLACE
On the contrary, people who exercise 

Physical activity or exercise, when performed regularly, has been 
proven to prevent and manage over 20 chronic conditions. These 
include coronary heart disease, stroke, type 2 diabetes, cancer, 
obesity, mental health problems and musculoskeletal conditions. 

during the workday are usually more 
productive, even though they may log fewer 
hours. As we all know, quantity rarely relates 
to quality! Here are some ways that being 
more active in the workplace, can make you 
better at what you do. 

 YOU ARE MORE PRODUCTIVE 
Physical activity is ‘cognitive candy’. 
Research studies have demonstrated 
that looking after your health and 
wellbeing leads to noticeable 
improvements in productivity and 
performance at work. People who 
exercise more than 10,000 steps a day 
and go to the gym 3 times a week have 
a greater ability to plan, remember, 
simulate scenarios and make decisions 
along with improved alertness, energy, 
anger and stress level control over 
their counterparts who did not perform 
exercise. Research has also concluded 
that any increase in activity level will 
have a beneficial effect, so whether 
your baseline is nothing or pretty 
healthy, an increase in activity can see a 
minimum increase in productivity  
by 10%. 

 A CREATIVITY  
AND FOCUS BOOSTER 
Stuck in a rut? Lacking inspiration? Got 
lots of problems to solve but no idea 
how or where to start? Studies show 
that workers exercising more than four 
times a week were more able to think 
creatively than their sedentary colleges. 
Exercising on a regular basis can allow 
for cognitive enhancement, promoting 
creativity in an inexpensive and healthy 
way. Similarly research has shown that 
creative performance in workers who 
exercise, decreased when they were 
completely at rest. In other words 
increased activity levels had a direct 
effect on creativity levels.

PROFESSIONAL  
 NETWORK EXPANSION 
Once upon a time, business 
networking used to take place over 
boozy lunches or lavish weekends. 
Thankfully the corporate environment 
seems to be making some changes 
in this area with stricter spending, 
tighter entertainment allowances and 
more concern for public perception 
(not to mention the awareness 
of corporate enticement). With a 
growing population of health 
conscious individuals, 
we may see 
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How They Happen And What to Do About Them 
Hamstring 
Strain 

The Injury 

7% 

Prevalence 

Pain along back of the 
thigh, muscle feels tight 
and ‘weak’. Sharp pain at 
the origin of the muscle 
in the buttocks.

Signs and Symptoms 

Related to too much too soon, 
inadequate flexibility, weak 
glutes and back extensors, poor 
eccentric strength.

Possible Mechanism 

Rest or reduce running, avoid hills 
and speed training. Neural mobility 
and flexibility exercises, eccentric 
strengthening.

Management

Iliotibial Band 
Syndrome (ITB) 

13% Tightness down outside of 
thigh, pain where it attaches 
to the outside of the knee.

Weak glutes and pelvis, weak core. 
Can be related to running in the 
gutter (on the curve of the road).

Mobility/flexibility of tight structures, 
strengthening weak glutes and pelvis 
including core. 

Patellofemoral  
Pain Syndrome 
(Runner’s Knee)

40% Pain in and around the 
knee.

Irritation and damage to the 
cartilage behind the knee cap. 
Possibly related to alignment and 
leg biomechanics.

Reduce running, cross train.
Strengthen weak muscles, often glutes.
Stretch tight structures commonly 
quads and hip flexors.

Medial Tibial 
Stress Syndrome 
(Shin Splints)

15% Pain along the front of 
the shin. Can be red and 
inflamed.

Too much too soon. Running on 
hard surfaces. 

Rest, icing, taping.

Achilles 
Tendinopathy

11% Pain and tightness along 
the back of the ankle up to 
the calf.

Overloading and degeneration of 
the tendon, not always inflamed.

Rest or reduced running, cross 
training, stretching and eccentric 
strengthening. 

Plantar Fasciitis 15% Pain along bottom of foot 
and heel.

Overloading of the connective 
tissue supporting the foot due 
to weak foot muscles, weak hips 
and glutes, tight calves.

Rest, icing, mobility/flexibility 
of connective tissue and calf. 
Strengthening exercises for the foot 
and lower limb.

COMMON RUNNING INJURIES

The information contained in this article is intended as general guidance and information only and should not be relied upon as a basis for planning individual medical care or as a substitute for specialist medical advice in each individual case. ©Co-Kinetic 2019
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How Make a Speedy Recovery From 
Your Hip Replacement Operation

Physiotherapist-directed rehabilitation exercises in the outpatient or home setting improve strength, gait speed and cadence after  elective total hip replacement: a systematic review. Journal of Physiotherapy 2013

What Does Good Post-Operative 
Physical Therapy Mean?

+ Faster walking ability
+ Reduced risk of limp
+ Greater independence
+  Better stability on your  

feet and therefore…
+ Reduced risk of falling 
+ Reduced fear of falling
+  Less risk of damaging 

new hip

= =

Following a 
physical therapy 

programme 
including 

strengthening 
exercises, aquatic 

therapy and 
walking after 

surgery results in: Postural stability and 
balance improved by 36.8%

How Can I Get The Best Results Following 
My Hip Replacement? 

Knee extensors 
(thigh muscles) 

strength 
increase by

23.4%
>60% improvement 

in walking 
symmetry (difference 
between good and ‘bad’ leg, 
avoiding a limp long term) 

Does preoperative rehabilitation for patients planning to undergo joint replacement surgery improve outcomes? A systematic review and meta-analysis of randomised controlled trials. British Medical Journal Open 2016

How Can I Get The Best Results Following My 
Hip Replacement? – Pre-Operative Physical Therapy

Patient education and exercise before 
surgery can:

Reduce pain post-
operatively by10% Reduce hospital 

stay by1day

days

days

Improve functional ability by 
speeding up independence in using 
the toilet and/or  
chair by nearly 2

2Independently 
climbing stairs nearly 

sooner than people without 
physical therapy

Reference: How long does a hip replacement last? A systematic review and meta-analysis of case series  and national registry reports with greater than 15 years of follow-up. The Lancet 2019

How Long Will a Hip Replacement Last?

80%of cases are 
successful with 

pain relief and functional 
improvement

89%          were 
found to    
        last may last

70% 58%
lasted15

YEARS

20
YEARS

25
YEARS

Reference: Low risk of thromboembolic complications after fast-track hip and knee arthroplasty, Acta Orthopaedica 2010;81(5):599-605Reference: Reduced short-term complications and mortality following Enhanced Recovery primary hip and knee arthroplasty:  results from 6,000 consecutive procedures. Acta Orthopaedica 2014 

Ways to Reduce the Risk of Blood Clots  
after Hip Replacement Surgery

Reduces your risk 
of developing a 
DVT (clot), stroke 
and heart attack 
potentially leading to 
sudden  
death, to

Receiving 
patient 

education and 
practicing 

mobilising with 
crutches prior 

to surgery <1%

Reference: Low risk of thromboembolic complications after fast-track hip and knee arthroplasty, Acta Orthopaedica 2010;81(5):599-605Reference: Reduced short-term complications and mortality following Enhanced Recovery primary hip and knee arthroplasty:  results from 6,000 consecutive procedures. Acta Orthopaedica 2014 

Ways to Reduce the Risk of Blood Clots  
after Hip Replacement Surgery

Anticlotting 
medication Walking with the  

help of a  
physical  
therapist  

within 3-5  
hours after 

surgery

Being safely 
discharged from 
hospital after 3 days

2
DAY1

DAY

3
DAY

1

Ways to Reduce Your Risk of Having a Bad Medical 
Outcome from Hip Replacement Surgery

Good 
rehabilitation 
helps prevent 
the need for a 

revision

Undergoing 
revision 
surgery

Why is 
that important? 2

more than DOUBLES 
your chance of having 
an adverse event

x2
Reference: Factors Associated with Adverse Events in Inpatient Elective Spine, Knee, and Hip Orthopaedic Surgery. Journal of Bone and Joint Surgery 2017;99(16):1365-1372. Reference: Morbidity and Mortality following Surgery for Hip Fractures in Elderly Patients. Journal of Aging Research 2019

Ways to Reduce Your Risk of Having a Bad Medical 
Outcome from Hip Replacement Surgery

53%
The fitter you 

are before your 
operation, the 
quicker your 

recovery

The longer you stay in hospital your risk of 
experiencing a bad medical event increases by

Why is 
that important?

Reference: Factors Associated with Adverse Events in Inpatient Elective Spine, Knee, and Hip Orthopaedic Surgery. Journal of Bone and Joint Surgery 2017;99(16):1365-1372. Reference: Morbidity and Mortality following Surgery for Hip Fractures in Elderly Patients. Journal of Aging Research 2019

More Help and Related Resources 
. 
 

YOUR COMPANY HERE
YOUR COMPANY HERE

The great thing is that all those things are really easy to do, and can 

add value to so many people’s lives in so many different ways, which 

means this subscription gives a massive bang for its buck. That is also 

why we include it in ALL four of our core subscriptions.Here are some more ideas for how to use the patient leaflets: 
l  Use them to deliver a fantastic customer experience by sending them 

as links in emails to clients after their appointments (perhaps also take 

this opportunity to ask them for a testimonial or review ).
l  Include them as links in your nurture emails to build trust, establish 

authority and more importantly add value to your emails.
l  Share them as links on your social networks, on local business pages, 

or in local discussion forums where they can add value to the existing 

conversation (or use them as a conversation starter).
l  Print them out and distribute them locally through businesses, sport 

and exercise settings & clubs, community & health centres, village 

halls & libraries, GP surgeries, local supermarkets.
l  Post them to past (and existing) clients as a way of keeping in touch.

l  Include them in leaflet stands or dispensers in your clinic waiting area.

l  Take them with you to open days, local meetings or exhibitions.

l  You can also use the  posters included in this subscription to liven up the walls in your clinic or treatment room.
And because they can all be branded, they are great, almost ‘accidental’, 
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That’s a tough one because there’s nothing comparable to what we provide, but let’s try to compare as close to like-for-like as we can. 

How Do the Co-Kinetic Marketing 
Subscriptions Compare with Other 

Marketing Services?

The Social Media, Lead Collection and Clinical Education Subscription
Social Media
Last year we published just over 360 social media posts, the 
equivalent of 30 social media posts a month.

I’ve found a range of services offering generic social 
media images for between £1 to £2.50 per image but these 
did not include videos/animations/infographics, etc.  

At £2.50 per post, the social media content we provide 
alone would be worth £75 a month; however, that’s not all:
1   We also give you suggested text for the posts, (not 

included in the services above).
2   The range of content we offer is much wider, ie. 

infographics, videos and animations.
3   Many of our posts promote downloadable resources, 

which adds greater credibility, interest and value to your 
social media content (not included in other services).

4   Our social media is designed to help you build your email 
list (one of the most important marketing activities).

5   All our social media is written with education in mind and 
is fully peer-reviewed, which makes it a unique, high-
quality offering.

6   All our posts are pre-loaded into an inbuilt social media 
scheduling tool meaning that (a) you don’t need to 
subscribe to an additional social media scheduling tool; 
and (b) you don’t need to spend your own time (or pay 
someone else) to schedule your social media posts. Say it 
takes 2–3 minutes to schedule each social media post in 
an external tool, that saves you 60–90 minutes a month 
– plus it’s super-boring work!

Lead Magnet/Patient Leaflet Production
Each social media campaign is accompanied by pre-written lead magnets, 
consisting of advice leaflets, exercise handouts, customer newsletters and cheat 
sheets (all brandable). Each lead magnet is written by a clinician and is peer-
reviewed before being professionally designed. 

I couldn’t find an equivalent service where you can buy patient leaflets quite 
like ours, but if you were to write them yourself each one would probably take 
you at least an hour to write (quite probably more). This means in your time 
alone that’s worth between £50 and £100 a leaflet. Last year we produced 60 
new patient leaflets (an average of 5 new leaflets a month) making the lead 
magnets themselves worth between £200 and £500 per month, and that’s 
before they’ve been professionally designed and peer-reviewed. If you were to 
pay someone to write and professionally produce a single lead magnet for you, it 
would cost around £250 to £400.

And if that wasn’t good enough, now let’s take a look at 20 additional ways you can generate revenue using our 
subscriptions, that you probably weren’t even aware of … that is until now.

BUT IT CURRENTLY 
COSTS JUST 

£199
1/5

Email Lead Collection Pages
Again, there isn’t a service that provides pre-built email lead collection and lead 
magnet delivery pages quite like we do, so this is difficult to compare. A low 
priced subscription to a landing page platform would cost around £25 a month. 

OUR SOCIAL 
MEDIA 

SUBSCRIPTION 
CURRENTLY  
COSTS JUST

That’s just 1/10th of the value you get 
in return PLUS you now also get access 
to all our professional education content 
and quarterly print journal posted 
anywhere in the world on top!

£39 PER MONTH 

PER MONTH 

Total content and technology value = at least £425 per month

Estimated value of Co-Kinetic content (minimum) = £250 a month

Full Site Subscription 
Again this is tricky and we’re going to look at 
simply the content (not taking into account the 
technology provided which allows you to do all the 
additional things I describe on pages 38-42).

A professional freelance copywriter/blogger 
would charge around £150 for a 700-word blog 
post AND would be most likely be a medical writer 
rather than a topic specialist such as a physical 
therapist (which all our writers are), so again we’re 
downplaying the value of the Co-Kinetic content. 
But on that basis, each word costs approximately 
20p, so let’s take that as our benchmark.

THIS MAKES JUST THE EXTRA CONTENT 
INCLUDED IN THE FULL SITE SUBSCRIPTION 
ALONE WORTH:
l  Blog Post (700 words) = £150
l  Nurture Email (700 words) = £150
l  Ready-to-Present PowerPoint  

Presentation including images  
(50+ slides) = £250

l  1 Click Mailchimp Nurture Email Template 
= £20

SUB TOTAL = £570
Total VALUE of the Full Site Subscription  
= £995 per month (£570+£425)  

Estimated value of Co-Kinetic Social Media (minimum)  
= £150 per month

OF THAT 
VALUE 
AT JUST
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The Co-Kinetic  

Managed Service Plans

Plan 2b: Social and Email 

The Co-Kinetic Social Media  

and Email Nurture Managed Service Plan 

Everything included in plan 2a with the addition of sending out a 

monthly nurture email (to accompany your social media campaign) 

through your chosen email marketing platform. 

 Click Here  for More Info and/or To Purchase >

Plan 3: Co-Kinetic Full Site  

Managed Service Plan 

This subscription requires an existing and active Full Site 

subscription:

 a.  1 campaign a month posted for you to both Facebook and 

Twitter (one full month of posts).

 b.  Instagram – 3 posts a week.

 c.   Send out one nurture email per month (sent from any email 

marketing platform).

 d.  Plus (choose one of the following each month):  

–  Post the accompanying campaign blog post on your blog 

(direct access to blog will be required); OR

  –  Set up a Facebook email lead generation campaign ad on 

your behalf (ad costs not included); OR

  –  Set up a voucher campaign, event or customisable web 

page campaign similar to those discussed in this journal 

(click this link for more information).

Outcome: A much more complete plan which ticks all three 

components of the marketing strategy from awareness/list 

building, to email nurture and with the option to select conversion 

event activities from menu (d). You can find more details about 

what could be included under that (d) menu option at this link >

 Click Here  for More Info and/or To Purchase >

How Does It Work?

Step 1:  Our marketing manager will make initial contact with you 

in order to ensure we have access to all the necessary 

accounts.

Step 2:  We will contact you 2–3 weeks before the upcoming 

month to discuss which campaign and activities you want 

us to implement for you.

Step 3:  Leave the rest to us!

Got any questions? No problem at all because we love to chat so 

jump on the chat icon and fire away .

£50 (single 
payment)

£40 /month

£65/month

£145/month

I figured that if I made the technology SO simple, you wouldn’t 

need us to do anything for you, but it turns out that lots of you 

would still prefer us to do it for you. So, I’ve come up with some 

ways that we can do just that, as well as add extra value doing 

things that you might not otherwise feel confident enough to set 

up. I’ve created three plans to help you put your marketing into 

action.
To recap, there are three key stages to the marketing strategy 

that I advocate and which I have outlined in this journal. I believe it 

is the most cost- and time-effective marketing (and sales) strategy 

available:
1   Build awareness of your business and in that same process  

also build an email list.

2   Nurture that email list into a warm, trusting and engaged 

audience (and very importantly keep that audience warm).

3   And finally, offer that warm audience regular opportunities to 

purchase something from you.

So that’s exactly what we aim to implement for you with the 

following plans.

Plan 1: The Co-Kinetic  

‘Get Started’ Service Plan  

l  We will link up your social networks to Co-Kinetic.

l  We’ll set up your branding upgrade for you (if you purchased it) 

or if you haven’t, we’ll sign you up at the discounted rate (50%) 

of £5 a month (if desired), and then set it up for you.

l  We’ll create and connect a Mailchimp account to Co-Kinetic 

(if desired).

l  We’ll add your Facebook Pixel and Google Analytics (if you 

have a Facebook Ads and Google Analytics account but we 

can’t create those for you).

l  We’ll set up one month’s worth of social media over a live video 

call with you and answer any questions you have.

Outcome: To get you set up and publishing our content to 

your social networks within a couple of days of starting your 

subscription.

 Click Here  for More Info and/or To Purchase >

Plan 2a: Social  
The Co-Kinetic Social Media 

Managed Service Plan 

This subscription requires an existing and active Social Media or 

Full Site subscription:

l  1 campaign a month is posted for you to both Facebook and 

Twitter (one full month of posts).

l Instagram – 3 posts a week.

Outcome: To keep your social networks regularly updated with 

fresh, educational and value-added content, helping to reinforce 

your credibility and raise awareness of how you can help people.

 Click Here  for  More Info and/or To Purchase >
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Getting Started with  
Your Co-Kinetic Subscriptions

QUICK LINKS
l  Comprehensive Help Section – videos and help posts answering most questions and 

showing you how to use any part of Co-Kinetic – click here >
l  Guided step-by-step tours helping you do things like update your credit card, set 

up your branding upgrade, schedule a social media campaign or set up a voucher 
campaign. You can find all the available tours at this link >

GENERAL ACCOUNT SET UP
l  Fill out your profile details at this link as these crop up in all sorts of places.
l  If you would like to take Payments using the various Co-Kinetic web pages, you’ll need 

to set yourself up with a Stripe Account, which is both quick and simple. Follow along 
with the video at this link.

THE BRANDING UPGRADE
If you’ve added the branding upgrade to your subscription (which is well worth doing), you 
can find everything you need to know about setting up and optimising your branding at 
the links below. If you have issues with getting your logo right, please send the logo over 
to us using the chat tool, and we’ll step in and help.
l  Get Started With The Branding Upgrade [Help Section]
l  Or go to the Step-by-Step Tours page by clicking here and pick the relevant tour 

[Guided Tour]

PATIENT INFORMATION SUBSCRIPTION 
(INCLUDED IN ALL OTHER SUBSCRIPTIONS)
l Get Started With Your Patient Information Subscription [Help Section]
l  Take a Guided Tour Around The Patient Information Leaflets  

[Step-by-Step Guided Tour]

CLINICAL EDUCATION SUBSCRIPTION 
l  Get Started With Your Clinical Education  

Subscription [Help Section]
l  Take a Guided Tour Around The Clinical Education Subscription 

[Step-by-Step Guided Tour]

SOCIAL MEDIA SUBSCRIPTION
l  Get Started With Your Social Media  

Subscription [Help Section]
l  Take our Guided Tours Showing You How To Use and Get the Most From Your 

Social Media Subscription [Step-by-Step Guided Tours]

FULL SITE SUBSCRIPTION
l  Get Started With Your Full Site  

Subscription [Help Section]
l  Take our Guided Tours Showing You How To Use and Get 

The Most From Your The Full Site Subscription [Step-by-Step Guided Tours]

THE VOUCHER SALES  
AND MANAGEMENT SUBSCRIPTION  
l  Get Started With Your Voucher Subscription  

(scroll down to the Voucher Section on this page) [Help Section]
l  Take our Guide Tours Showing You How to Set Up a Voucher Campaign  

[Step-by-Step Guided Tour]
l Purchase the Voucher Subscription 

We are a very small team, 
working to support a fairly 

big product, which as you will now 
appreciate, can do a lot of different 
things to help you build your 
business (and I’m guessing quite a 
lot more than you realised?). 

So we have been working 
very hard to ensure we have a 
very comprehensive Help section 
(something we’ve added to 
substantially, while writing this  
journal).

In addition, we have built a 
whole new range of step-by-step 
guided tours, many of which allow 
you to take the required actions 
as you follow the tour to save you 
having to remember what to do 
(these tours are now live). If you find 
something missing, or a tour that 
you would like us to add, please let 
me know using the chat tool which 
appears in the bottom right hand 
corner, of every page of our site. It’s 
there to help us both.

Lastly, please, please, please 
don’t waste precious time 
struggling to do something. We 
created this content and this system 
specifically to help you SAVE time 
and while it’s natural to take a little 
time at the start to get accustomed 
to a new system, however user-
friendly it might be, the last thing 
we want is for you to get frustrated. 
Instead, please just jump on the 
little chat tool and ask for help, or 
ping us over your questions, and 
either myself or one of my team 
will get back to you, usually within 
one working day and often much 
sooner.

YOUR COMPANY HERE
YOUR COMPANY HERE

YOUR COMPANY HERE
YOUR COMPANY HERE

22–28
09–13

04–08
16–17

16

The Marketing Grader is something I developed in 2017, 
as a means of delivering a free email course on marketing, 

specifically designed for physical and manual therapists. So far it 
has been completed by just over 1,500 therapists from all over the 
world.

It consists of 20 yes/no questions designed to establish where 
you are with your current marketing and to help you to decide 
what actions you should prioritise, going forward, to give you the 
most time- and cost-effective ‘bang for your marketing buck’.

If you haven’t done the survey yet, it will take you no more 

The State of Physical Therapy 
Marketing Today

Results from the Co-Kinetic Marketing Grader

than 5–10 minutes. Once completed, you will receive 7 emails 
(one per day) outlining what your next marketing actions should 
be, why and with practical step-by-step advice on how to actually 
get these tasks done. 

This infographic reveals some interesting insights that, to 
be honest, I find depressing. Physical and manual therapists are 
spending on average 9.5 hours a month on their marketing but 
as the data below shows, they’re clearly not doing the marketing 
activities that will generate the results they want. 

Take the Marketing Grader Test here>.
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 Reasons Why Selling Gift  

Vouchers is Great for Your Business

Gift vouchers:

  help grow sales – to start with the most obvious;

  boost cashflow – generate revenue in advance of 

delivering the service;

  are a great way to re-engage past customers;

  allow your business to participate in a whole range of 

special events and holidays;

  increase customer engagement – gift givers become 

ambassadors of your brand (and will be more likely to 

spend more with you), the gift recipients benefit from 

the gift itself and it is a chance for you to start building a 

relationship with a new prospective client;

  can incentivise people to take actions that further benefit 

your business, such as give reviews or engage in social 

media posts;

  help raise awareness of your business;

  can be sold easily using your website and your social 

networks;

  can be purchased instantly and conveniently, making them 

excellent last-minute gifts (vouchers can be posted or sent 

as an email within minutes);

  can be purchased from the comfort (and safety) of home;

  still generate revenue even if they’re not used 

(approximately 20% are never redeemed);

  help introduce new customers who may not have used 

your service previously;

  can lead to larger purchases or upsell opportunities;

  are simple to manage and distribute;

  can be sold at any time (including during lockdown) to 

help plug shortcomings in cashflow; and

  appeal to all genders, both young and old.

2

3
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Selling Vouchers and 

Coupons in Physical Therapy

There are a lot of benefits to selling gift vouchers, perhaps most 

significantly for those of us exiting lockdowns, they generate 

instant cash flow, which is exactly why we built a system to allow 

you to sell and manage vouchers within Co-Kinetic. 

I wrote a much more detailed open access article at this link 

so I won’t repeat myself here but if you are interested in selling 

vouchers via any system (or you already are selling them), there 

are lots of practical 

implementation tips  

and ideas in that article,  

so it would be well  

worth setting aside  

10–15 minutes to read it.

There’s Always a Reason To Sell Vouchers

The most obvious reasons to run a voucher campaign are holiday 

sales or sales that tie in with traditional annual events such as 

Christmas or Valentine’s Day for example, but you can also create 

voucher offers for occasions that are unique to you, your local 

community, your clinic, or even dates/events that are important to 

you personally. You’d be surprised at how many reasons you’ll be 

able to come up with when you start thinking about it. In addition 

to those, there are also lots of other ways you can use vouchers (or 

coupons) to benefit your business.

On the Co-Kinetic system you have the ability to set a price 

and a redemption value which means you can charge the person 

£25 for example but give them say £50 in redemption value, 

ie. a 50% discount. Or you could set a £0 price sign-up, but 

give them £25 value to redeem which means they just have to 

sign-up through your page to get the voucher. For Buy One, Get 

One Free, you’d use the same logic, set a charged price for one 

appointment but give them double the redemption value.

The good thing about this system is that it generates a 

physical voucher with a unique voucher code, which makes it feel 

more ‘spendable’ and not something they want to throw away. 
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The Power of 

Giving Gift Vouchers

By Tor Davies, Co-Kinetic Founder

We learn early on that it 

is better to give than to 

receive. We are taught to 

give and that it feels good to help 

someone in need. But is there a 

deeper current to giving? There is a 

growing body of evidence that shows 

we are evolving to become more 

compassionate and collaborative in our 

quest to survive and thrive.

Today, scientific research provides 

compelling data to support the notion 

that giving is a powerful pathway 

to finding purpose, getting through 

difficult times, and finding fulfilment 

and meaning in life.

Which is why offering people 

the opportunity to have positive 

experiences, such as increased 

relaxation, reduced anxiety and even 

pain relief, through the services you 

provide, is a powerful offer. Not only is 

it a very thoughtful gift, it can also be 

uniquely tailored to suit your clientele 

and the services you provide.

Most of you will know that since 

Covid-19 struck, I’ve been working 

hard throughout the year to find ways 

to help you generate income in these 

difficult circumstances.

One of the best ways of generating 

cash is to sell gift vouchers, which is 

why I built this into the Co-Kinetic 

system and launched it just a few 

weeks ago. As always my system 

combines technology (gift sales 

and management) with pre-created 

content, such as voucher sign-up 

pages, ready-made social media and 

great looking health-focused gift 

certificates, to help you take orders 

and promote your campaigns.

The goal of this article is to give 

you some ideas of the sorts of things 

you can do with a voucher system – 

not just the Co-Kinetic one, but any 

voucher system. The difference with 

the Co-Kinetic system is that it’s built 

with health professionals in mind. 

The social media is sensitive to our 

healthcare climate and the pre-written 

sales pages (which can be fully edited) 

have been written specifically to focus 

on adding value and highlighting 

benefits, while not being over-salesy.

The goal of this article is to give 

you ideas of ways in which you can 

harness the power of selling gift 

vouchers and certificates. On the face 

of it, selling vouchers is simple and 

straightforward, but there are some 

less widely known ways you can also 

harness the power of vouchers to help 

your business.

Reasons Why Selling  

Gift Vouchers is Great  

for Your Business

Gift vouchers:

  help grow sales – to start with the 

most obvious;

  boost cashflow – generates 

revenue in advance of delivering 

the service;

  are a great way to re-engage past 

customers;

  allow your business to participate 

in a whole range of special 

events and holidays;

  increase customer 

engagement – gift 

givers become 

ambassadors of your brand (and 

will be more likely to spend more 

with you) and the gift recipients 

benefit from the gift itself and an 

opportunity for you to build on 

this opportunity;

  can incentivise people to take 

actions that further benefit your 

business, like give reviews or 

engage in social media posts;

.  help raise awareness of your 

business;

  can be sold easily using your 

website and your social networks;

  can be purchased instantly and 

conveniently, making 

them excellent 

last-minute gifts 

(vouchers can 

be posted or 

sent as an email 

within minutes);

  can be 

purchased from 

the comfort 

(and safety) of 

home;

Last year, Covid-19 and the associated lockdowns and movement 

restrictions left many businesses reeling from massive interruptions 

of cashflow. Selling gift vouchers for your business is a brilliant way 

to improve cashflow and grow your business in any circumstances, 

particularly now when the trend for gifting experiences rather than 

goods is on the increase. Tor has been working hard creating a 

system to make selling gift vouchers easy for you to do. This article 

explains the many benefits and shows you how simple it can be. 

Read this article online https://bit.ly/375FXu1
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Sports and Spinal Physio

30 Minute Sports Massage 

Voucher

Exchange this voucher at S
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