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Executive Summary
The journey to health and wellness is long and continuous. It is the one aspect of everyone’s life that 
can never be taken for granted. Owning your health and wellness demands hard work, discipline, 
and above all, knowledge. C.O.R.E. Strength Rehab LLC was created from the need of constantly 
rehabilitating ourselves and making our body stronger in addition to regular chiropractic adjustments. 

As a company, it positions itself on the convenience of providing physiotherapy treatment and 
rehabilitation exercises to patients in the chiropractic clinics they already attend. 

“C.O.R.E. was created from my personal needs of strengthening my body through proper physical 
therapy and exercises, supplemented by regular chiropractic treatment, where one would 
complement the other to achieve the final result which is the relief of physical pain and the freedom to 
once again live life at my best.” -Clint Ward

Marketing Goals
Our Marketing goals are not only to promote the services provided by C.O.R.E. Strength Rehab but 

also to provide The Brand, a possible E-book, and merchandise for those looking to start their own 

similiar business inspired by C.O.R.E. Strength Rehab. 

1 - Create brand awareness through internet and social media.

2 - Promote C.O.R.E. services through direct mail. 

3 - Advertise an E-book.

4 - Advertise merchandise. 

Mission
“We exist to help and assist people relieve their physical pain so that they can enjoy life once again.” 

Promotional Mix
The Promotional Mix aims to reach potential chiropractors in the following counties: Sheboygan, 

Manitowoc, Ozaukee, and Washington.

Direct Mail
A pamphlet will be designed introducing Clint Ward and explaining the services provided by C.O.R.E. 

Strength Rehab LLC and will be sent via mail to chiropractic businesses in the counties mentioned 

above. 

Digital Platforms
Website - The website will provide information to potential partners, patients, and people interested in 

buying the E-book and merchandise sold by C.O.R.E. 

It will feature a space where partners will describe their experiences working with C.O.R.E. and the 

benefits for their patients and for their business. 

A blog updated weekly to provide information on healthy lifestyle choices and articles on diet tips, 

fitness exercises, and lifestyle ideas to help people who suffer from chronic pain to gain more 

freedom and enjoy life. One of the main reasons for the blog is to drive traffic into the website and to 

satisfy an audience that may not be able to find such information or reliable websites.  

Vision
“To provide supplemental physiotherapy treatment to regular chiropractic sessions in order to support 
and strengthen rehabilitation, and re-educate people into the path of little or absolutely no physical 
pain.”
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Social Media - A Facebook page will be the main social media platform used by the brand. The main 

goal for the Facebook page is to have partners and clients engaging with the brand, as well as to 

promote C.OR.E.’s services and products. The Facebook page will also post links to the latest blog 

articles and will also work as a hook to attract followers from the Facebook page to the website, more 

specifically the blog section. 

The Facebook page will also be the main channel for advertising the E-book that Clint Ward has 

written.

Positioning Strategies
C.O.R.E. Strength Rehab LLC provides unique and innovative services for the region. Aligning 

Physiotherapy Rehabilitation to chiropractic sessions is still relatively new. However, the proven 

benefits for patients who already use both treatments as a way to find relief for their physical pain and 

strengthening of their bodies are considerable and easy to achieve. 

SWOT Analysis
Strengths: 
Innovative - Relatively new service and not yet offered in many places. 

Reliable - Combined with the chiropractic sessions that patients already have at the chiropractic office 

they attend. 

Convenient - Patients have the sessions right after finishing their adjustments, which saves time and 

the hassle of going somewhere else. 

Lifestyle Change - With dedication and time, patients observe less physical pain and also regain their 

freedom, being able to once again do the things that pain might have prevented them to do. 

Reputation - Once a positive reputation of the brand and the benefits is built, it will be easier for more 

chiropractic clinics to adopt the serves and partner with C.O.R.E. Strength Rehab LLC.

Weaknesses:  
Unheard and Uncommon - This type of service is yet to be offered by most chiropractic clinics. Some 

chiropractors might find it unnecessary and/or unfit for their patients and might not consider it. 

Cost - Some patients might not be willing to add extra costs to their rehabilitation, especially if 

physical therapy treatments are not covered by their insurance plans. 

Opportunities:
Chiropractic Clinics

Nursing Homes

Community Centers

Website

Social Media 

Dedicated Magazine and Online Forums

Innovative 
At the moment, it is rare to find many chiropractic clinics that also offer Physical Therapy sessions 

associated to their patient’s rehabilitation treatments, which offers C.O.R.E. Strength Rehab a great 

opportunity to introduce its services and also create a new niche in the rehabilitation market, where 

patients may often search for more than just chiropractic sessions. 

Reliability 
Physical Therapy alone is something that many people look for when they need rehabilitation or have 

chronic pain. The fact that these sessions are performed at the place where they are already are for 

their chiropractic sessions will make them feel more comfortable and willing to take those sessions. 

Convenience 
With the physical therapy sessions being held right after their normal chiropractic adjustments at the 

clinic they already go to, it saves them time and is virtually hassle free.  
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Threats:
Competition

Lack of knowledge of benefits attained for both Partners and Patients.

Reputation - If a positive reputation isn’t built in the initial stages of the business, other chiropractors 

may find it unnecessary and unworthy to create a partnership with C.O.R.E. Strength Rehab and offer 

its services in their clinics. 

Market Segmentation
Demographics: 
Age Range - 28 to 60 years of age.

Gender - Mostly male. However, there is a considerable number of female chiropractors too.  

Income Level - $64,000 - $78,000/year.  

Education Level - University graduates.

Psychographics: 
Values - Healthy lifestyle, health awareness, and wellbeing.

Attitudes - Value healthy choices and usually promote healthier ways of living.  

Interests - Sports, exercise, outdoor activites, and dieting. 

Lifestyle - Value a healthier and more natural lifestyle.

Activities - Running, exercising, biking, and weight lifting.

Geographics:
Counties in Southeastern Wisconsin: Manitowoc, Sheboygan, Washington, and Ozaukee.
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Firmographics:
Industry - Health and Wellness

Customer Size - 4 Clinics, 10 Chiropractors

Trends - Growth

Age - 4 Years in Business

Size - Number of Employees/Contributors - 1

          Number of Locations - 1

Stage - Product and Industry Life Cycles

We can analyze the life cycle from both the service that C.O.R.E. Strength Rehab LLC offers and the 

industry it is in. 

Product/Service - The service offered by C.O.R.E. is something relatively new. Offering 

Physiotherapy sessions combined with chiropractors treatment is something that not many clinics 

offer at the moment. If is safe to say that this service provided is in stage 2 of the product life cycle. 

At this stage, promotion and marketing are fundamental for the growth of the business as well as 

exposure of the products and services offered at this stage are called Innovators, and they will buy 

into the services offered because of the new added benefits and because it is the latest product or 

service available.

Industry - Chiropractic clinics have reached their mass production level and are now at the maturity 

stage of their life cycle. Chiropractic services are offered not just in major urban centers but also 

throughout the country in smaller communities. It is not an industry in decline, nor will it be anytime 

soon since The Wellness and Health industry is a growing industry. However, because of the amount 

of chiropractic clinics and chiropractic services available, the service has become more popular and 

exposed to the market, bringing down the cost of the services offered. At this stage of the life cycle, 

the law of offer and demand is applied since there is a greater number of competitors offering the 

same service for a specific target market and fighting for a bigger market share. 
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Notes
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