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On the Pivotal Difference between Clinical 

Skills and Business Skills  

Or   

The Paradox of Breakthrough Success 

Part 2 

 By Christian Nix  

 

The hallmark of superior clinical skills is shown by the clinician who has passed the point where she is 

still either scratching her head about theory or still rehearsing needle technique. 

Only you can judge yourself on this point. 

But your clinical results are your best evidence. 

If you struggle in-clinic, get a good mentor and study others who write and teach until you find clarity in 

your thinking and application. 

The paradox of breakthrough success is that . . .  

 Even though your clinical focus must be utterly attentive to crafting the exact patient experience 

required for superior outcomes; 

Your business and marketing efforts must largely ignore the opinions of 

others (especially peers and colleagues) 

Why?  

Because marketing holistic medical services in the 21st century is almost totally an exercise in 

differentiating yourself from your peers and even elevating your own professional persona above that of 

your (lesser) competition – at least in the eyes of your customers. 

Here’s a question not many practitioners have ever pondered: 

Why should anyone choose to come be treated by you verses any and every other option available - 

including doing nothing? 

What is your advantage in the market place? 

Few practitioners have even pondered these key questions let alone implemented any actionable steps to 

declare their uniqueness to the marketplace. 

This all takes a little doing - not to mention time. 
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The mechanics of marketing yourself include: 

 Your marketing message  

 Clear identification of your target market/ideal customer 

 The media you will use to broadcast your message 

All these hinge and depend upon a philosophical acceptance of the laws of money - which is that money is 

attracted by that which adds value or solves a problem for a given target market. 

Furthermore 21st century economics are such that the customer has tremendous power in the market 

place - i.e. lots of choices and high expectations.  

If you are not a fascinating or at least logical best choice for your prospective 

customer, there is simply no reason to expect business and financial success. 

In holism - because of the very mysterious nature of what we do - our best and strongest leverage lies in 

the creation of some type of uniqueness and even celebrity status in regards to the people you seek to 

serve and to contribution to your business constitutes your salary. 

Don’t misunderstand me.  

Celebrity only means being the most prominent, fascinating and compelling choice in your given field or 

location. 

If you do not embrace this truth about the 21st century marketplace . . .  good luck to you. 

But if you create a genuine professional persona that is both fascinating and compelling to your 

marketplace, then  you can gain ascendancy over your peers and competition. 

Of course . . .  

Your peers and competition will not like your prominence and will certainly not congratulate you. 

On the contrary, you can expect criticism and misanthropy from any and all who cannot achieve what you 

do; thus the higher you climb, the more intense the barrage of scorn and ill-will. 

This criticism from peers requires you have a strong and perpetually fortified ‘emotional immune 

system.’ 

If you buckle, you lose. 

But if you stand firm and divert all your attention only to the people who pay you for your expertise - i.e. 

your customers - then you will ultimately win . . .  and win big. 

The psychological posture of the successful business person is absolute disregard for the criticism of 

others. 
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So plan your work 

And 

Work your plan. 

In another post, I will go deeper into the mechanics of how to: 

 Create marketing material 

 Implement a significant online presence 

 Create a postcard campaign to customers 

 Leverage of patient testimonials in your marketing  

 And much, much more . . .  

 

 

 

 


