PRESENTATION

Intro

After the “Hello’s” and “Small Talk” FRAME the conversation with this;

“Okay so real quick, before we get into all the specifics on us and how we can help, | want to get
to know you and your practice a little bit better.”

DISCOVERY - ***TAKE NOTES HERE!!!!*** Ask Questions and Actively Listen
Get C.L.E.A.R. on what they want, what they offer, what their dreams and goals are. Stay here as
long as you can, if you get a Dr. who is willing to speak with you and give you time then no need to

rush into what WE do, keep the conversation on THEM as long as possible. And take GOOD NOTES!!
e Currently

e Looking

e Enjoy

e Alter/Change
e Responsible

“Tell me a little bit about what you're CURRENTLY focusing on/doing to bring in new patients?
What equipment do you have? Do You Have a Shockwave Machine? Do you offer PRP?”
“So we always start with the END IN MIND, so where you are LOOKING to take your practice, what
do you see as the end goal?”
“How did you become a Chiropractor?” “What do you ENJOY about it?”
“Is there anything you would CHANGE right now?”
“|s this YOUR practice or do you have a partner?” (RESPOSIBLE)

Take notes, actively listen and engage with the prospect, use the ‘Quality Questions’ Document
to get some good answers so in the end when you are pitching price and trying to close you can
use these answers to remind them to get what they want, they need us.

Be sure to end on this last question before you get started.

Transition
“What is the outcome you are hoping for from this call?”
“And what | mean is you just told me youwantto __ _ __ _ _ so if  am able to show you a step by
step process on how to get _ _ __ you know, | see your vision and you that | can help you get
there, what are you hoping for today?”

After listening to what they are hoping for, transition into who we are and what we do.




“We have 3 small companies; a medical device distributor where we provide products that help with Hair
Regeneration, Orthopedic treatments, Aesthetic application, Sexual Wellness and Wound Healing. We
manufacture our own PRP and PRF kits, Shockwave systems, and accessories, as well as distribute
Exosomes.”

“We have an internet marketing company that can help build brand equity and increase patient interest and
revenue.”

“And we have an education division that can help with several services, treatment regimens, and business
processes.”

“Now what we usually help our clients with is getting hyper focused on 3 INDICATIONS to start, and becoming
the expert within 8-12 miles of your practice.”

Why | say INDICIATIONS is because we don’t want to market MODALITIES, like ‘Shockwave or PRP
Treatments” you want to become the expert in RESOLVING INDICATIONS like;

Frozen Shoulder
Rotator Cuff
Low Back Pain
Knee Pain
Acne
Plantar Fasciitis
Etc.

“Everyday thousands of people are searching for why they are feeling pain and what to do to resolve it. So if
you become the ‘Expert in resolving Low Back Pain’ and provide information and education that focuses on
that, It’s a sure fire way to guarantee your success as the modalities you are using are going to change as
new science and technologies are brought to the market, does that make sense?”

“So that is the first thing we help you do, what equipment do you have?”
“If you had to choose 3 indications to focus on, what would those be?”
“Okay so how are you currently bringing in new patients?”

Here we want to focus on teaching them the best lead magnet using the Shockwave as a complementary
treatment.

“Okay well what we have found to be the best lead magnet is by offering a complimentary shockwave
treatment to a few different people.”
“The first is your own database, you say something like “Hey, | wanted to thank you for being a patient of
mine, we are offering a free shockwave treatment as a thank you.” Or “hey, we are doing a case study on this
new technology and are offering a complimentary treatment, come in.”




“You can go down to your local Mayor's office and offer the complementary treatment to any state employee,
just have to show their ID, and since they want to get re-elected they will go to all their employees and say
"LOOK WHAT | DID FOR YOU.”

“Another great way to get involved with the local community is by finding somewhere with first responders, a
fire station, police station and you offer them the same thing. You say “l just wanted to thank you for all you do
for the community by offering a free shockwave treatment if you have a sore shoulder, elbow, knee etc.”

“Then when they come in you give them the treatment, they feel better pretty much instantly and now you can
speak to them about a treatment plan and possibly even introduce PRP into the picture defending on what
Indication you are dealing with.”

“So this is a little bit about what we do and what we offer, what questions do you have and where do you think
we can help you right now?”

From here you are going to talk about and focus on one of the following;
If they do not have a shockwave this is the number one thing to pitch!
If they like the strategies for marketing we are going to pitch marketing.
If they do not offer PRP We are going to guide them to connect with a Nurse Practitioner in the area and go

create a contract with them.

Shockwave ROI Break Down Using_ Complementary Treatment Lead Magnet

“So Imagine this, we have the marketing dialed in, you have a hyper focus on 3 indications, we will just start
with 1, we know they key search terms and we do the demographic research in your area and we have that
process dialed in, so just imagine a conservative number, we were able to get you 7 new clients closed on a
treatment plan a month, @ a $1,250 regimen, that would be $8,750 in revenue for the month, 7 x 12 months in
a year we were able to help you generate $105,000 in revenue on a whole new service, so that is on top of
what you are already doing in your practice, how does that sound?”

“Right! And like | mentioned, this is just the PulseWave Device to add to your practice. Once you get this
dialed in and integrated into the practice, | mean | am always going to be your guy and part of the relationship
we are building here is that | will be continually checking in on you to see how things are going, and when the

time comes that you are looking to grow and add more to the practice we can talk about the other stuff.”

“But for now this is the path of least resistance to get yourself some more revenue and in a very short time.”

“Are you ready to go?”
From here go over different pricing packages and CLOSE THE DEAL!!




