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The 3 Keys 
to Success

• Smile and Have a Good Attitude

• Say ‘Yes’

• Go to Meetings

“Showing up is 80 percent of life.” 
– Woody Allen & Marshall Brickman,

New York Times August 1977
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Primary Goals with Early Trials

Enroll, Enroll, Enroll

1

Understand and 
negotiate clinical 
trial budgets and 
agreements

2

Monitor clinical 
trial collections
• Consider a Clinical Trial 

Management System
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• Your Clinic is your source of business

• Get your Doctors engaged

• Get your Clinical Trial staff engaged

• Get your Clinic Staff engaged

• Get your Referral Community engaged

• Emphasize the high quality care in trials

• Add value

• Praise
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most efficient 

Zero
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most important

• CSC incentive is close second

• Ask your staff “Do you feel appreciated?”

• Put in the time to team-build

in that order

• Not all scientific CAPEX produces more clinical trial revenue
• Some makes clinical trials easier for CSC’s
• Some makes site more appealing to sponsors
• Some makes more revenue

staffing space
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• Meet regularly with the PI present 

Actionable 
Growth 
Strategies 
that you can 
Start Today

Active Clinical Study Marketing

Incentivize MD’s to Recruit

Keep Potential Subject Lists for 
Upcoming Trials 

Re-Examine Clinical Operations

and

easy

sponsor
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• Financial incentive 

indirect

common

keep lists chronic

every

• Flexibility – look for what works and make changes
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Actionable 
Growth 
Strategies 
that you can 
Start Today

Active Clinical Study Marketing

Incentivize MD’s to Recruit

Keep Potential Subject Lists for 
Upcoming Trials 

Re-Examine Clinical Operations
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