@I/ ,;/,uga/ Setting a Marketing Budget

The truth is: there’s no one-size-fits-all formula to setting your marketing budget, but there are smart
frameworks that make sense depending on your phase, cash flow, and goals.
Here’s a breakdown of common marketing-budget strategies for start-ups with limited funds, and how they
can be applied in chiropractic or service-based businesses

Fixed Dollar Budget (Start-Up Survival Mode)

Best for: brand-new practices with limited or unpredictable revenue
How it works: You set a hard cap each month or quarter (e.g., “l can spend $300/month on marketing”) and
stick to it.
Why it works: Predictable and safe — you won’t overspend when cash is tight.
Tip: Within that cap, split your budget into low-cost, high-impact categories:
e 50% - digital visibility (social ads, Google Business, Canva templates)
e 25% > community presence (pop-up events, sponsorships, signage)
e 25% - internal engagement (swag, newsletter, referral cards
** The smartest startups treat time as currency — what you lack in money, you trade in sweat equity. If you
can’t pay for ads, post three times a week and network twice a month.

Percentage of Revenue (Sustainable Growth Model)

Best for: established within 6-12 months, with predictable patient flow
How it works: Allocate a percentage of gross revenue to marketing — most small businesses spend 5-10%,
though growth-minded clinics may go up to 12-15% early on.
Example:
e $20,000 monthly revenue x 8% = $1,600 marketing budget
e Why it works: Scales naturally with growth and keeps marketing in proportion to income.
e Caution: In your first 3-6 months, revenue may be inconsistent — so use this method only once you’ve
got baseline stability.

Goal-Based Budget (Reverse-Engineer ROI)

Best for: practices wanting clear return per patient or campaign
How it works: Start with your goal and work backward.
e Example: “l want 20 new patients this month.”
e |If an average new patient is worth $250 in lifetime revenue, that’s $5,000 potential. You might spend 10-
20% of that ($500-$1,000) to acquire those patients.
e Why it works: Keeps spending tied directly to expected outcomes instead of arbitrary limits.
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Goal-Based Budget (Reverse-Engineer ROI)

Combine the best of both:
e Set a baseline fixed spend you know you can sustain ($250-$500/month).
e Asrevenue grows, add a percentage allocation (e.g., 5-8%) to reinvest automatically.

e Use a goal-based mindset for special campaigns or launches.
Example:

Monthly fixed base: $400
Plus 5% of revenue above $15,000 - reinvested in digital ads or events.

Sweat-Equity + Bootstrap Budget

Best for: ultra-lean beginnings (<$200/month)
Focus on free or nearly free marketing:
e Optimize your Google Business Profile
e Start a monthly email or blog
Build a referral system with thank-you notes or review cards
e Partner with local gyms, yoga studios, or OB offices for co-marketing
¢ Use organic social media consistently
As revenue builds, move up to a hybrid or percentage-based model.
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