Jason Deitch
Page 2
5/28/08



[image: image1.wmf]
Discover Wellness Coaching Implementation Call

QuickStart Overview Guide

Overall concept of DW Coaching

· Designed to position you as a wellness doctor or wellness professional.

· Designed for you to attract wellness oriented new patients or clients.

· Designed to be a support tool for your present services. 

A. Whatever you offer, adding complimentary coaching services makes it more valuable. Consider the idea of buying a computer or buying a computer with customer support included in the price. Consider the idea of buying a car or buying a car with service and maintenance included in the price. The value is not exclusively based on whether people use it or not, the value is in their increased perception of value of what you are offering them.

· Designed to work with and enhance the value of all DW tools including DW books/audio, DW Presentations, DW website, DW Retail, www.mypracticeincome.com

Important: to achieve maximum results you must evolve your story. This is a great opportunity to re-invent yourself to be relevant to today’s health care consumers and employers. 

Read Chapter 14 in Discover Wellness. Learn about and teach your staff, your patients and your community about how to create “Your Wellness Team.” You will want to create your own local network of wellness professionals. Create a common referral pad that all your wellness partners use to cross refer to each other. Next step will be to create a community education campaign and fund. Think of BNI for wellness professionals. Have monthly meetings at your wellness center. Remember, if you don’t take charge of teaching people about wellness in your community, someone else will.

Action steps

1. Invest time to create your story. What’s your message? What are you selling? What are your patients buying from you? Who is your ideal patient and how are you attracting them into your office? Evaluate how you want people to perceive you and what you offer at your center. If you want to attract a certain type of patient make sure that you’re story will attract that type of patient.

2. Talk to your staff about how they should adapt their communications toward wellness. Discuss how they should answer the phones, what questions they should be asking on the phones and first visit. Make sure they understand how to explain what the new wellness coaching program is, how it works and how people benefit from being an active patient in your office.

3. Either use Discover Wellness Presents or create your own wellness orientation that you offer either weekly or bi-weekly to new prospective patients to explain to them the benefits of being an active patient in your office.

4. Download and print all of the forms at www.DiscoverWellnessResourceCenter.com
A. You will receive your user name and password within your first 30 days or membership so that you can access your WellCall reports as described in the Doctors Welcome Letter.

5. Review the First visit, Wellness Care Report of Findings, Chiropractic Care Report of Findings and Progressive Analysis Forms. Edit them to fit your practice style.

6. Personalize the Press Release and send it to all of your local media outlets and post it on your website under the news sections (if you don’t have one, create one.)

7. Personalize the Letter to Patients and send it to all of your active patients. 

8. You should have the Activation Form professionally printed in color and on nice paper. Either have it printed locally or visit www.DiscoverWellnessMarketing.com
9. Decide how you want to market your wellness center and visit www.DiscoverWellnessMarketing.com to order brochures, business cards, banners, posters and much more. If you would like something that is not listed, please request it and we’ll create it for you. PLEASE NOTE: Discover Wellness and all logos and intellectual property is trademark and copyright protected. If you want to create something using Discover Wellness, you must work with www.DiscoverWellnessMarketing.com the official supplier of your marketing materials. Their prices are very competitive, we just need to maintain a consistent level of quality and consistency. If you have any questions, please contact them.

10. Decide if you want to reach out into your community and offer wellness presentations in your office, as a fund raising opportunity for local churches and civic groups and at local employers. Discover Wellness Presents is your complete step-by-step guide including training, scripts for you and your staff, letters, marketing tools including advertisements, flyers, invitations, sign up sheets and a secret tool that will double, maybe even triple the effectiveness of every presentation you give. 

11. Train with us on our Free Wellness Wednesdays Tele-trainings. Register at www.WellnessWednesdays.com . You and your staff should schedule these trainings each week. We are available to answer all of your questions on these training calls. So register for the calls, write in your questions when you register and listen to the trainings via webcast or via telephone. 

12. Listen to previous trainings at www.WellnessWednesdaysLibrary.com. You should schedule this as part of your team trainings each week. 

13. Connect with other doctors who are using Discover Wellness Center systems and mastermind with them. Develop a program that works best for you, your practice, your lifestyle and your community. The sky is the limit. It is time to be outrageous and innovative. This is the beginning of a new revolution and you’re a revolutionary. So think bigger than ever before, reach out to more people than ever before, be prouder than ever before and help your colleagues reach higher and higher levels and you will find that helping others stay healthy will make you rich.

For details and pricing on Discover Wellness Center Systems and Tools click on or visit the link below:

http://discoverwellnesscenter.com/custom_content/18405_providers.html


