Marketing Through Seminars
Advertising and other “traditional” methods for marketing products and services are too expensive for most providers, and they don’t work very well for our business. These include traditional media advertising, expensive web-based marketing programs, direct mail, paid participation in many conferences and health fairs, and developing and distributing expensive printed materials. The good news is that our marketing programs do not cost a lot of money. The “bad” news is that they do take a lot of time.

By far the most effective way to promote our business is through educational seminars.

When and Where to Tell the Story 
Educational/seminar selling is known to be effective and is used by some of the most successful marketers in the world.  If done right it works well for several reasons:

· People tend to buy services from people they know, like and trust.  Seminars are a great way to build trust and familiarity with strangers.

· It is very effective for marketing services like ours, which require explanation.  When selling a known and well-understood product, the business owner only has to show why his/her product or service is better than the others.  When selling a service that is new and not understood, more information is required in order for prospects to understand why they need the service, and before they can be asked to purchase it.

· It takes the selling out of selling.  After 45 minutes of presentation and a question and answer session, people will either decide that they need the service and they want to purchase it from you or not.  You do have to ask, but the “overcoming the objections” and other sales-related banter is generally avoided.

The key to offering successful promotional seminars is:

· They must provide value.  While you can and should promote yourself and your services during the session, a 45-minute infomercial will not help you to develop a clientele because it turns people off.

· Without making people feel stupid, you must show them that they do not know as much as they think they know about health.  If you do not offer new and surprising information, people will see no value in purchasing additional education from you.

· The presentation must be well-structured and well-delivered

· You must not teach the entirety of your courses during the seminar or Q&A – you must always be clear that there is more to learn and there is a limit to the information you can share in introductory sessions.

· You must ask people to buy from you

It is very important that you wait until appropriate times to have discussions about health and how your services can help.  With few exceptions, those times are either group educational seminars or one-on-one sessions with the express purpose of having a thorough discussion.

You will need to discipline yourself not to engage in discussions at times other than these very specific situations.   For example, you are attending an event and strike up a conversation with someone who appears to have an interest in what you do.  DO NOT try to sell your services at the event.  Instead, after a SHORT dialog, you should invite your prospect to attend one of your introductory dinners.  You might say, “You seem interested in some of the things I’ve said; I offer dinners once per month for people to learn more about this.  They are free and the food is great – would you like to come to one?  Give me your email address and I’ll send you an invitation.”  AND THEN STOP TALKING!  
If you are a physician, PA, dietitian, or nurse in practice and want your patients to learn about informed decision making and health-promoting diet and lifestyle habits, you will not be able to teach them what they need to know during your regular healthcare appointments with them.  This is particularly true if you have operated a traditional practice and are now changing your orientation.  You will need time to explain why you are changing directions and why they should get on board.  Your goal during the office visit is to invite your patient to attend your next dinner/orientation, NOT to try to sell memberships and concierge services during the appointment.  

You might say something like this:

“I am starting to change some of the ways in which we approach health here in the office – after doing a lot of research, I’m convinced that a lot of the tests, drugs and procedures commonly used in medicine are not such a great idea, and that there are better ways of addressing health issues. In fact, I’ve been participating in some specialized training with health professionals who have developed protocols for stopping and reversing disease, often without drugs. We don’t have enough time right now to talk about it, but I’m holding introductory dinners to explain more about this.  I’d like you to attend one of these as soon as possible.  You can bring the rest of the family and friends too – I promise this will be very interesting to you and you’ll learn a lot.”
You can personalize this approach based on your type of practice and your unique circumstances, but the objective remains the same – to get people to attend your introductory educational seminars and learn more.
Intro Sessions 

· Group sessions are best for presentation
· Can be held anywhere – location determines size of group

· Can include dinner or appetizers, but serving food is recommended

· Use seminars prepared by WFH – have been tested and proven to work
· Too time consuming to do individual sessions for everyone

· Individual sessions sometimes inevitable but try to minimize

· Invite, invite, invite

· Incentivize people to bring/refer friends – use “Wellness Forum Bucks”

· Group sessions can be used for both getting existing practice members on board and for attracting new people from your community to your practice

· Psychology of intro session:

· Get participants to question their current beliefs about diet and health

· Must show people that they know less than they think they do without making them feel stupid

· Must provide good take-home information while making it clear that there is so much more to learn

· Establish Wellness Forum Health as the company that can help them

· Get them to join Wellness Forum Health
· Motivate people to change their behavior

· Tell others about WFH
· Goal is to present new model of healthcare focusing on:

· Informed, evidence-based, collaborative decision-making

· Patients getting well

· Limiting medications

· Eliminating unnecessary care, over-diagnosing and over-treatment

How to Motivate People 

· People are motivated to change if they understand why and how

· Part of resistance is belief that medical care is protecting them, reducing risk; or that they are already practicing optimal habits

· Consumers believe this and so do many providers 
· Our model of healthcare requires explaining

· When we explain it well, and people understand the choices, most are interested and respond

Making the Intro Presentation

· Pass out packets as people come in –

· Membership applications, calendar of events, directory of services

· Convey confidence/the right mindset

· You know our approach is right

· You know that you know how to help people regain/maintain their health

· Your fees are inexpensive compared to the alternative

· Tell your story

· Engage the audience – Q&A at beginning designed for this

· Ask temperature taking questions; examples:

· Raise your hand if you learned something new

· How many of you think there is more information to be learned?
· Then explain options and prices
· Finish with Q&A – important for building credibility with people and showing them that you can help them

· Ask people to join 

· Collect names at every presentation for newsletter and video clips

· Follow up with those who do not join, keep inviting

The goal for dinner/group presentations is to enroll new members!  Focus on membership only – while it is fine and appropriate to mention and describe our services so that people see all of the great options we provide, remember the system.  Start with membership and allow people to opt for more services as their confidence in you and our company grows.

Membership Options

· Virtual Membership ($99) – you usually won’t be mentioning this option unless you are delivering a talk to a group out of town
· Local Memberships – price will depend on the services you intend to include as benefits; see practice templates for ideas
Finding Other Places to Speak 
In addition to the presentations you make at your regular information dinners, you should arrange to speak to other groups too.
· Contact service groups, clubs, church groups – anywhere people congregate is a place you can speak 

· Kiwanis, Rotary, MOPS, associations, etc.

· Ask people if they can assemble a group

· Teacher can assemble a group of friends after school

· Bicycle shop or other store that sells health/fitness products can host an event for customers

· Client can have a gathering/potluck in his house

· Friend can have you speak for group of church members
The more presentations you make, the more members/clients/patients you will have!

