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How to Systematically Attract More
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An Easy Method to Consistently and Predictably
Secure More Clients… Even on a Limited Budget

If you’re like many cosmetic surgeons, anti-aging physicians, and med spa owners,

you’ve invested in an expensive vaginal rejuvenation laser, or an electromagnetic

“Kegel” chair, or you’ve been certified to perform Platelet-Rich Plasma injections to

treat women’s health issues. Or maybe, you’re considering adding a device or

procedure to your practice but are worried about how to attract clients and get a

return on your investment.

The manufacturers and trainers are great at espousing the benefits your clients will

enjoy from the treatment, but they typically fall short on helping you put the device to

work by connecting you with paying clients. You’re left on your own to advertise,

market, and convert prospects into clients.

I’ll bet you receive at least six emails every day from “marketing experts” and “SEO

gurus” eager to take your money with the promise of dozens of leads each week. Like

most owners, you’ve probably tried a few times, invested a substantial amount of

money, and have seen little to no success.



What The Marketing Experts Failed to Tell You And
Three Mistakes to Avoid When Promoting Vaginal
Rejuvenation Treatment

Mistake Number 1: You’re focusing only on the sexual health aspects of vaginal

rejuvenation and even then, your website includes very little information to educate

and inform your prospects.

Mistake Number 2: You’re focusing on the device or procedure and not on solving a

major problem faced by millions of women in the United States… thousands of which

are in your market area searching for a solution... many of which are already your

clients or within your sphere of influence.

Mistake Number 3: You’re overlooking thousands of dollars in hidden revenue and not

taking advantage of low-cost… almost free… marketing strategies.

BONUS:

Mistake Number 4: You’re paying an overpriced marketing expert to grow this aspect

of your practice and you don’t need to. 

In this report, we’ll show you why and how to quickly and easily secure new vaginal

rejuvenation clients… even with a limited marketing budget… while using your current

staff or marketing team.



Why You Should Make Vaginal Rejuvenation The
Core of Your Practice

Don’t get me wrong, the device manufacturers and trainers were not wrong and did

not mislead you about the potential revenue associated with vaginal rejuvenation

treatment. But let’s face it, they are not marketing professionals. To reach profitability

and realize a return on your investment, it’s up to you and your team to develop a

successful marketing strategy and campaign.

First, let me make the case as to why “vaginal rejuvenation” should be the cornerstone

of your practice. If you are a typical med spa, cosmetic surgeon, or have built an

aesthetic component to your medical practice, the majority of your clients are

women… over 40… with disposable income. Of course, you’ll have younger women and

may also have a mix of male clients, but for the most part, cosmetic surgery and non-

surgical aesthetics are procedures purchased predominately by women.

Most of your clients will start with Botox and filler, then progress into more expensive

and sophisticated procedures… especially laser or IPL treatments which are

exponentially more profitable for your practice. Many practitioners will grow their

revenue by upselling and cross selling these high-profit services and procedures..

What is often overlooked is that over 15 million women in the US suffer from bladder

leakage due to stress urinary incontinence. This number is believed to be under-

reported because many women are embarrassed to discuss it with their family

physician, they see it as an inevitable “passage of life”, or their mothers, relatives, and

friends also suffer from SUI so they don’t view it as a “medical issue.”



“It has been reported that over 50% of women over the age of 40 suffer from some sort

of bladder leakage due to stress urinary incontinence.” 

– Office on Women’s Health

The quality of life of women suffering from SUI is dramatically affected because every

time they laugh, cough, sneeze, bend over or exercise they leak urine. They’ve been

reduced to wearing dark pants to hide the leaks, wearing pads or liners to absorb the

wetness, or even staying home to avoid an embarrassing situation.

They want a solution, but their options are extremely limited. Insurance won’t pay for

treatment unless it’s a painful, often ineffective surgery, with considerable downtime

and risk. Many women simply give up and decide to live with the problem. This is even

more evident when you see the major ad agencies promoting pads and liners…

Depends, Always, Poise… They want women to believe they have no other choice but

to live with the problem. There’s nothing sexy about pads, liners, or adult diapers. It’s

embarrassing for women… and expensive too! These women are your PRIME

prospects.



Three Advantages to Promoting a Solution to
Bladder Leakage Due to Stress Urinary
Incontinence

Advantage Number 1: The market is VERY LARGE. You have thousands of prospects

living in or near your market area who suffer from SUI. They just need to know that you

offer an effective solution.

Advantage Number 2: You already have relationships with hundreds of prospects… half

or more of your female clients who are over 40 suffer from SUI and are great

prospects. Do they know you offer treatment? You can reach these prospects with

little or no marketing expense.

Advantage Number 3: Any women suffering from bladder leakage will need periodic

recurring treatment PLUS they are the perfect prospects for other services you offer.

They are perfect candidates for hormone replacement therapy, treatment for hair loss,

body sculpting, aesthetics and laser treatments, laser hair removal, skin care products,

supplements, and procedures to improve their sexual health. Gaining their trust by

treating a major issue, bladder leakage, is your pathway to a high “lifetime value” and

extremely satisfied client.



As promised… Five Things You Can do Right Now to
Secure More Vaginal Rejuvenation Clients

Step 1: The Microsite – Your 24/7/365 Sales Force

Create a microsite specifically related to treating stress urinary incontinence. A

microsite is a stand-alone website dedicated to one topic, in this case bladder leakage

due to SUI. The first reason for creating a microsite is that most practices don’t allot

enough space on their main website to adequately address all the questions and

concerns of a prospective client. The vaginal rejuvenation page is often overlooked

and becomes lost in the rest of your website.

Secondarily, a SUI related microsite becomes your 24/7/365 sales force. You and your

staff don’t have the time to satisfactorily explain the treatment (and cause) while

between patients or at check-out. Your staff may not be sufficiently trained on the

procedures to “sell” or convert the prospect to a paying client. You can’t address

questions and concerns outside of normal business hours, which is the time many

women are researching their problems and potential solutions.

What to include in your microsite:

A microsite should include an abundance of information… articles, research,

alternatives, videos, and answers to frequently asked questions. This is the place you

will direct your prospects. Let your prospects research at their own pace. When ready,

they will “self-qualify” and “presell” themselves on treatment. The time you and your

staff spend on “sales” is minimized.



An additional benefit is that over time, your microsite becomes more visible by the

search engines because the content is very specific to certain topics… bladder

leakage, incontinence, and stress urinary incontinence. If a prospect is searching for a

specific solution such as the Juliet laser, Thermiva, BTL Emsella, or the O-Shot®, your

site is more likely to be naturally displayed at the top of the search results, with very

little “SEO” effort or expense.

Step 2: The 10-Day Cash Machine… Uncover the Hidden Revenue
in Your Practice

You’re sitting on a goldmine and don’t even know it. If the demographics of your

practice are like most, your clients are mainly women… over 40… with disposable

income. They know you are a cash practice. They expect to pay “out-of-pocket” for

treatment. As a woman, over 40… there is a better than fifty percent chance that they

suffer from bladder leakage.



Phase 1:

This is so simple, you’ll kick yourself for not doing it sooner. When you are treating a

woman in the right age range, just ask…

“I’m curious… we’re running an informal poll of our female clients… do you happen to

have any issues with bladder leakage? I mean, do you leak urine when you laugh,

sneeze, cough, bend over, or exercise?” If they answer yes, “take this

flyer/brochure/card… visit our site at IncontinenceYourCity.com* and learn about our

procedures. If after reviewing the info, you’re interested, then call our client

coordinator to schedule an appointment… her info is on the card. We’re offering all

current patients $500 off their treatment.”

*IncontinenceNashville.com is an example for an actual client. The domain for your microsite should
be similarly structured.

You’ll be amazed at how many women will respond positively.

What’s the cost to implement this strategy? Practically zero!

Phase 2:

Send an email sequence to your house list. This should be a series of five to eight

emails. Each email should serve to educate, inform, and introduce your audience to

SUI and your solutions. Don’t make every email a major sales pitch but run a 10-day

campaign offering extra special pricing for treatment. You should emphasize limited

availability, limited time, and limited low-price points for treatment.



Send inquiries to your microsite and require the prospects to register to receive a

“voucher”. Direct the client to call your client coordinator to schedule the treatment.

Require payment in advance to receive the discount pricing. In this ten-day period,

with a decent sized database, you should book three to nine procedures… easily! This

is as close to having your own ATM as you will ever find! Clients on demand!

Run this, or a similar campaign, every quarter because you never know when a

prospect is finally ready to move forward with solving their bladder leakage problem.

Step 3: Leveraging Social Media to Reach Your Audience With
Zero Ad Spend

In many cases, the key to securing more clients or procedures, is to simply let your

audience know that you offer a solution to a problem. This is true with any procedure,

treatment or device in your practice. If your client, or audience, doesn’t know your full

menu of services, they don’t know to ask about it, or worse yet, they’ll go somewhere

else for treatment.

To secure more vaginal rejuvenation clients, be proactive about including relevant

posts into your social media editorial calendar. Discuss the issue and problem. Discuss

the solutions. Site research and links to articles. Offer special pricing.

As with clients in your office, just ask. Facebook makes it easy to post a poll. Run a poll

and ask how many females in your audience base suffer from bladder leakage. Create

awareness… awareness about the problem, and awareness about your solutions.



At least once per week, you should include a social media post related to SUI, bladder

leakage, vaginal rejuvenation treatments, and your solutions. The posts do not, and

should not, always be a sales pitch or promotion with reduced prices or special offers.

In fact, with a long-term content marketing strategy focusing on proper promotion and

education, you will reach a point when you won’t need to reduce prices at all. When

creating your schedule of posts, remember to create awareness, educate, inform, and

generate interest.

Keep this in mind… everyone is at a different point in their decision process. This is true

for any treatment or procedure. You need a mix of posts so you can “speak” to your

prospects where they currently happen to be in their personal buying journey. The first

phase is awareness and frustration with a problem or issue. They will then research

and investigate solutions and procedures. They will seek answers to questions such as

cost, downtime, pain, effectiveness, and how long the treatment lasts. They may

search for alternative providers or solutions. Only then will they be able to make a

buying decision.

Step 4: Creating Awareness Where People Already Know, Like
and Trust You

Half the battle in securing new clients is awareness. Simply informing your audience

that you provide a service, will naturally, easily, and inexpensively increase your

revenue. How many times have you heard from a client, “I didn’t know you did that”?



Don’t miss an opportunity to reach your perfect prospect… your current clients, who

already know, like, and trust you and your team. Trust, authority, and credibility are the

hardest and most expensive obstacles to overcome in the sales process. But if the

client is in your office, you’ve already won that battle. Now take advantage of it.

Be sure you offer flyers, brochures, posters, cards, videos, placards at checkout and

check in, in the lobby and waiting room, and in the treatment rooms. Make sure you

and your staff are having conversations and asking questions. Don’t tell them you offer

vaginal rejuvenation treatment because they probably don’t know what that entails.

Ask if they have a problem… bladder leakage. Then offer information about your

solution.

Step 5: How to Leverage Video And Reach Thousands With No
Advertising Budget

If a picture is worth a thousand words, a video is worth a thousand pictures. There is

really nothing as powerful as a video to build awareness, instill trust and authority,

build credibility and familiarity, and to educate and inform your audience. When you

make the singular effort to launch one video, you can reach thousands with no

additional work.

Creating videos and selecting topics is really very easy. Today, you don’t need

sophisticated equipment, postproduction expertise, or Hollywood caliber script

writers. Your cell phone, decent lighting, and good audio is all that’s required.



Your topics are near endless. Regarding bladder leakage and SUI, you should create

short videos discussing the problems, common treatments, surgical alternatives and

associated problems, non-surgical solutions (your procedures), common questions,

and anything else you would normally tell a client if they were sitting across from you

in a consultation. Be candid, be yourself, be a source of valuable information and

encouragement.

Did you know that videos become a digital asset of your practice? Did you know that

videos are displayed in the search results just like a website or web page? Did you

know your practice, your website, your microsite, and your videos can dominate page

one of the search results when optimized properly? When any of your assets secure a

page one ranking, you’re pushing alternative solutions (other providers) down and off

the page… leaving more doorways into your practice and positioning your practice as

the obvious choice.

See the image on the next page for an example for the search phrase "emsella

charleston." A video for this client is at the top of the page for this "high buying intent"

search term.



A little-known secret marketing strategy involves leveraging Facebook to show your

videos to hundreds, even thousands of viewers not in your fanbase, without spending

a thin dime on boosting or advertising the post. How? It involves taking advantage of

the Facebook internal algorithm. Normally, your posts are shown to less than 10% of

your followers. To reach the rest of your audience, Facebook wants you to “pony up”

and pay for advertising.



However, video posts are treated differently. If you follow their guidelines for length

and content, they will expand your reach… for free! And guess what? The better your

content, meaning… the more people who engage with your video (watch, like, share or

comment)… the more people they will show your next videos to. By creating

“engageable” video content, you can reach thousands of people with absolutely no

advertising spend. This is the single most effective strategy you can employ in your

practice… for every procedure and treatment… not just vaginal rejuvenation. Plus, when

you do spend even a relatively small amount to promote the video post, you can

dramatically extend your reach and click through rate for mere pennies.



BONUS – STEP 6 – How to Manufacture a “Word of Mouth”
Marketing Campaign

If you want to jumpstart your vaginal rejuvenation client base, start by identifying the

local influencers in your market area.

“It’s not what you know but who you know… and it’s not who you know, but who knows

and can influence the most people you need to know.” 

– Curt Warner, Business Strategist

Who in your area regularly comes in contact with the best prospects for vaginal

rejuvenation treatment? Think of your best prospect… active women… over 40… who

have children… and delivered vaginally… with disposable income. Obviously older

women, over 60, are also very good prospects, so don’t forget them. The key is that

there is an enormous amount of opportunity!



Potential Influencers in Your Area:

Yoga and exercise instructors

Owners of fitness centers and gyms

Leaders of exercise groups

Trainers

Leader of running clubs or groups

Golf instructors and country club golf professionals 

Senior groups

Organizers at “Over 55 Communities” – they welcome presenters

Hair salon owners and stylists

Massage therapists

Real estate agents

Mortgage professionals

Private wealth managers

Volunteers of charitable organizations and foundations

Make an effort to meet these influencers and let them know what you do. For those

who have a wide audience and can influence your best prospects, assuming they

have issues with bladder leakage, treat them for free. They will become your walking

billboards. There is no better source of business than a referral from a trusted source.

It will be the best investment you’ll make in your practice.



Conclusion

As you can see, it doesn’t have to be expensive to grow your practice and increase the

number of clients you treat for vaginal rejuvenation. With a few simple strategies and

tools, you can easily, quickly, and affordably add thousands of dollars in revenue to

your practice. With a small investment and a little effort, you can build the process

that delivers a steady stream of “high life-time value” clients.

You don’t need an expensive marketing agency to get started either. If you have a bit

of know-how and a decent team, you can launch all six strategies in the next thirty

days and be well on your way to increased profitability.

If you’d like to jump start the process, we offer an affordable suite of components to

quickly put you on the path to prosperity. We offer a customized microsite, social

media package, video marketing strategy, and a complete 10-Day Cash Machine

program, with a complete sequence of emails, scripts, and instructions. Prices start as

low at $297 per month. If you act now, we’ll include a voucher for $1000 off your initial

customization fee. Your first month is only $597. You’ll get everything you need to

launch, maintain, and expand your successful vaginal rejuvenation campaigns.

For more information and to secure your plan, go to

https://treatmentforurinaryincontinence.com/marketing-program/

Call for more info – 704-200-2239

https://treatmentforurinaryincontinence.com/marketing-program/


About Platinum Media Solutions:

We’ve been in your shoes… in fact, we ARE in your shoes. As the founder of Platinum

Media Solutions, Curt Warner brings decades of real-world experience to the game.

Curt Warner is a creative, forward-thinking, solutions-driven business strategist &

management consultant with over twenty years experience. He assures clients reach

and exceed revenue targets and growth initiatives by developing, implementing,

managing and steering comprehensive, innovative, and transformational, long-term

strategic marketing and business plans. Founder of several multi-million-dollar

companies, he brings a vast range of knowledge in a variety of industries. He is an

expert in identifying under-utilized assets, uncovering hidden opportunities & building

strategic alliances.

As an experienced business professional I’ve experienced the pressure of making

payroll, investing in marketing, running an office, and keeping the business profitable.

I'm a business strategist who knows what it’s like to develop marketing strategies and

invest in your own business. I'm sharing my experience, wisdom, and insight so you

too, can affordably and effectively reach and exceed the goals for your practice.

I’ve developed these programs to offer practitioners an affordable alternative to high-

priced, high-pressure, ineffective marketing agencies and “self-proclaimed” experts.

These strategies are tested and proven effective. Most of these solutions can be

implemented by you and your staff with very little time, effort, or expense. We also

offer full-service solutions with a complete suite of programs for those who would

prefer a turn-key alternative.
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