
When someone in the UK considers a medical cannabis clinic, their search usually starts online. They may compare
clinic websites, read reviews, ask a clinician or look for recommendations from people they trust. But the decision is
rarely just about which clinic looks most reassuring. Patients also need to understand whether they may be
eligible, who provides the consultation, what the assessment involves, and what care and costs could follow.

For clinics, that makes trust a commercial asset as well as a clinical responsibility. Clear information can help a
patient decide whether to book; vague claims, unclear fees or a confusing booking process can make them leave
without getting in touch. The aim should not be to persuade every visitor to become a patient. It should be to
help people make an informed decision about whether to take the next step.

Where patients start their comparison
The clinic website is often a patient’s first detailed source of information. Search results and social posts may
introduce a clinic, but the website is where visitors look for practical answers: what conditions or circumstances the
clinic considers, what records they may need, how appointments work, and what the costs are.

Patients may also look at independent sources. They might check whether a doctor is registered with the General
Medical Council (GMC), discuss their options with their NHS clinician, or compare information from more than one
provider. A clinic can explain how its own service works, but it should not imply that registration or a positive
review guarantees suitability or a particular treatment outcome.

Clinics such as Releaf may appear in a patient’s search alongside other providers. The useful question is not simply
which name is most familiar, but how clearly each provider explains its service and whether the details match what
the patient needs to know before booking.

The uk clinic comparison questions patients need answered
People comparing clinics often ask similar questions, even when they phrase them differently. A good website
answers these in plain English, without requiring visitors to navigate several pages or make an appointment just to
discover basic fees.

Who provides consultation? Is the appointment with a doctor or another qualified healthcare professional?
What is their role, and how can patients check relevant professional registration?

What does the assessment involve? Will the clinician review medical history, previous treatments, current
medicines and relevant records? What should the patient prepare?

Who may be considered? What does the clinic say about its eligibility criteria, and where does clinical
judgement come into the decision?

What are the treatment options? How are options discussed, and how does the clinician explain potential
benefits, uncertainties, risks and alternatives?

What happens after the first appointment? Is there a follow-up plan, and who should the patient contact
with questions or concerns?

What will the full care journey cost? Are there separate charges for the initial consultation, follow-ups,
prescriptions, medication, delivery or other services?

These questions are more useful than broad claims such as “expert care” or “tailored treatment” on their own. If a
clinic uses language like “personalised care”, it should explain what that means in practice: for example, how a
clinician considers an individual’s history, preferences and response when making decisions.



Explain assessment and clinical judgement
A patient should be able to understand that a consultation is an assessment, not a promise that a prescription will
follow. Medical cannabis treatment is not suitable for everyone, and the clinician must use professional judgement
based on the patient’s circumstances and applicable guidance. A responsible clinic explains this before a person
pays, rather than leaving them to infer it from small-print disclaimers.

Useful assessment information includes the purpose of the appointment, what records may help, how long the
consultation is expected to take, and what possible next steps might be. The clinic should also make clear that the
clinician may recommend no prescription, request further information, or discuss other
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These possibilities do not mean the consultation has failed; they are part of a clinical decision-making process.

Clear language can reduce anxiety without overstating certainty. For example, a clinic might say: “The clinician will
review your medical history and discuss whether treatment may be appropriate. A prescription is not guaranteed.”
This is more helpful than suggesting that booking automatically leads to treatment.

Explain treatment options without overwhelming people
Medical terminology and product information can quickly become difficult to compare. Patients need enough
detail to understand the conversation they may have with a clinician, but a long list of products or technical terms
can make the decision feel more confusing rather than more informed.

A clear website starts with a short explanation of how treatment decisions are made. It can then offer more detail
for people who want it, such as an accessible glossary or a page explaining relevant product categories. Each
explanation should distinguish general information from advice about an individual patient, which belongs in a
clinical consultation.

Clinics should avoid implying that one product or approach is universally best, or promising a particular result.
They can explain that options, suitability and monitoring depend on clinical assessment. They should also make it
easy to find balanced information about possible risks and uncertainties, not just descriptions of potential benefits.

Make ongoing care visible before the first booking
One of the most important ongoing care details is often missing from clinic websites: what happens after the
first appointment? Patients need to know whether follow-up consultations are part of the service, how often
reviews may be needed, how changes are discussed, and how to contact the clinic between appointments.

These details matter to patient confidence and to clinic operations. If follow-up access, prescription arrangements
or support channels are not explained, patients may make assumptions that the service cannot meet. Clear
expectations can reduce avoidable calls, missed appointments and dissatisfaction later.

A clinic should describe the pathway in straightforward steps, while making clear that the exact plan depends on
clinical judgement. For example:

1. The patient submits an enquiry or books an initial consultation.

2. The clinic explains what information or records may be needed.

3. A clinician assesses the patient and discusses appropriate next steps.

4. If treatment is agreed, the clinic explains how prescriptions, medication supply and review arrangements work.

5. The patient is told how to arrange follow-up and whom to contact with questions or concerns.



This kind of explanation helps patients judge whether the service fits their needs before they commit. It also gives
clinic teams a more reliable basis for planning appointment capacity and follow-up workload.

Show transparent pricing across the full care journey
Hidden or scattered fees are one of the quickest ways to undermine trust. A headline consultation price is not
enough if a patient cannot find out whether follow-up appointments, prescription services, medication or delivery
are charged separately. The information should be easy to find and should distinguish clinic fees from third-party
costs where applicable.

A useful pricing page explains what each fee covers, when it is due, and what may create an additional charge. If
the total cost depends on clinical decisions or the treatment selected, say so clearly rather than presenting an
estimated figure as guaranteed. Where a clinic offers payment options through a third party, such as Funding
Guru, it should explain that separately and direct patients to the provider’s terms. Patients should be able to
distinguish financing from the clinic’s own fees and understand any conditions before proceeding.

Cost area What patients need to know Initial consultation Price, appointment length, what is included and whether
a prescription is not guaranteed. Follow-up appointments Typical fee, how reviews are arranged and whether
frequency depends on clinical need. Prescription and medication Which charges are separate, how costs are
confirmed and whether product choice affects the price. Delivery or other services Any additional fees, delivery
arrangements and relevant conditions. Payment support Whether a third party is involved and where to read its
terms, eligibility criteria and repayment details.

Check whether the online booking process matches the promises
The online booking process is part of the patient experience, not just an administrative tool. A visitor who has
read a clear website may still abandon the journey if the booking form asks for unexplained information, hides the
price until checkout or gives no indication of what happens after payment.

Before asking patients to submit sensitive information, explain why it is needed and how it relates to the
assessment. Show the consultation fee and key terms before payment. Make the next step explicit: will the patient
receive a confirmation email, a request for records, or instructions for joining a remote appointment?

There should also be a clear route for people who are unsure whether to book. That could be a telephone number,
an enquiry form or another monitored contact channel. Patients should not have to guess whether they need to
contact a clinician, an administrator or a pharmacy after paying. Make the right contact details visible at the
relevant point in the journey.

Build trust through useful information, not louder claims
Trust is built when a clinic consistently gives patients information they can check and act on. That includes
explaining who provides consultations, being candid about clinical assessment, showing the full cost picture and
describing follow-up care. Professional registration can be one part of a patient’s checks; for doctors, the GMC
register is a relevant place to verify registration. It does not replace a clear explanation of the clinic’s own process.



For clinic leaders, this clarity also has operational value. Better-informed patients are more likely to arrive with
relevant records, understand what an appointment can and cannot deliver, and know how to access follow-up. In
turn, the clinic can spend less time resolving avoidable confusion and more time supporting appropriate care.

A practical checklist for patients and clinics
Before booking, a patient should be able to find clear answers to these questions without chasing several
departments:

Who will provide the consultation, and how can I check their professional registration?

What information will the clinician assess, and what should I bring?

Could the clinician decide that treatment is not appropriate?

How are treatment options and uncertainties discussed?

What happens after the first appointment, including follow-up and contact arrangements?

What could the full care journey cost, and which fees are separate?

What will happen after I complete the online booking process?

Patients compare clinics wherever they can find reliable answers: on clinic websites, in the booking journey,
through professional registers and in conversations with trusted healthcare professionals. Clinics that make those
answers easy to find are not guaranteeing a treatment outcome. They are showing respect for patients’ time,
money and ability to make an informed choice—and creating a stronger foundation for a sustainable, trusted
service.




