Presentation to Alternative Health Professionals

Notes from interviews with Diane Silver, 4/29/99 & 6/1/99.

Who attends

Invited alternative health professionals. This list does not include MD’s - Diane felt that
they would require a different kind of presentation.

Distributors who bring a guest health professional.

This approach prevents an imbalance in the make-up of the audience. You want to avoid having only a few health practitioners outnumbered by lots of business builders.
Diane’s first party was attended by 15 distributors and 15 guests. The professions represented included Reiki, acupuncture, chiropractic, physiotherapy, podiatry, nutrition, and massage therapy.  Her second event was attended by 4 guest practitioners, 5 distributor practitioners (some who had joined Cell Tech as a result of the first event), 4 distributors who had invited the guests, and a few more distributors. The second meeting felt more unbalanced and was less successful.

Who presents

Health professionals who are respected by their peers and are knowledgeable and experienced in the use of the Cell Tech products in their practice. Both of Diane’s meetings have been presented by an M.D., who practices holistic medicine, and an acupuncturist

When

Both events have been held on Sunday evening at 7:30 PM. Diane felt this to be the time when the greatest number of people is available to attend a meeting. She surmised that the beautiful weather on the day of the second event accounted for the lower turnout. She suggests that a weeknight might be better during the summer months.

The invitation

Verbally, in person from the business builder to her/his practitioner(s). The invitation goes something like this:

As you know, I think highly of your work, and I feel very positively about referring people to you. I would feel even more positively if I knew that you understood the Cell Tech Super Food line of products and how to use them, as many of the people I send to you will be consuming them.

I thought of you for this group event because I love what you do for me (or if you are not a client of this practitioner, say, “I thought of you for this group event because your work has been recommended to me very highly”).  I know that the meeting will provide some interesting clinical ideas and a chance to meet with other professionals whom you will enjoy. There will be lots of other practitioners there including ……….  It will be a great place to network.  We will offer attending practitioners the opportunity to place their contact information on a list to be shared among them.  As you get to know each other, you may want to refer to each other.

You may choose to follow up your verbal invitation with a letter with similar wording and include time, date, directions, and phone number. You could also invite the professional to invite colleagues to come to the meeting.

The presentation

Use the Cell Tech introduction Video and follow it with a brief description of the products.. Have different health practitioners speak about their experience with various products in their own clinical settings.  At the last break just before the part of the video that presents the business opportunity, you may say something like the following:

Most of you may be more concerned with the integrity of the therapeutic relationship than the business opportunity available through Cell Tech. However, we’d appreciate your feedback on the upcoming business part of the video.

Break

Offer Smoothies, Mazama Mix, and enzymes.. In Diane’s home, this is the point where they moved from a more formal video-viewing room to a more relaxed room where people got comfortable, sat on the floor, etc.  

Conversation/Q&A

The presenters took questions and presented clinical data from their own practices (Diane’s M.D. husband has submitted 32 cases to the study at the U of IL). They talked about how they use the products in their clinical practice. Testimonials came from some Cell Tech people in the audience. They made sure that the following question was asked:

How can I promote these products and still maintain the integrity of the therapeutic relationship?

The acupuncturist presenting explained that he is really just interested in being an acupuncturist and not in the business. He gives his Cell Tech ID# to clients to place their own orders without signing them up. He explained that you can earn up to 10% doing it that way and up to 25% if you sign people up. He suggested that the health professional’s sponsor would do the signing up and training if any one of the customers wished to begin a Cell Tech business.. At the second meeting, one presenter explained how he sees Network Marketing as a healing modality.

Results

Diane said the first event was very warm and positive; nothing negative arose. Just about all of the attendees signed up or purchased products. One practitioner expressed interest in doing the business.

Diane said that the second event was similar to the first in content, timing, and atmosphere.  Two of the four guests signed up immediately, and a third requested a one-on-one meeting and plans to use the products with patients.

When asked what she felt most positively influenced the guest professionals, Diane replied “honesty, presentation by colleagues, and the opportunity to network”.

