
 
HOW TO SELL YOUR SERVICES

WITHOUT BEING 'SALESY' 
Mastermind

FOCUSED?
LET'S GET IT DONE

This is a view only file, so grab
a pen, download the file, print
it off and let's get started.



 

How does selling make you feel?

How does 'being sold to' make you feel?

How might you be avoiding sales conversations?

What is the impact of avoiding sales on your practice? 

What are your barriers to 'selling' your services?

We are all in a sales role....

How are you currently 'selling' in your practice?



 

As a service 'buyer', the patient goes through these stages:

The 'customer' journey

Why selling may feel difficult

If the patient isn't seeing their problem the way you do,

they may not be aware that they actually have a problem,

or they fail to see the implications of their problem.

If it's not emotionally 'important' to them, they won't buy

with their heart. 

If they don't overcome their brain's objections, they can't

follow through and buy with their head.
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This is the patient becoming cognisant

of their having a problem, and

becoming aware that you have a

potential solution.

                  Educational and

Awareness Content

 

The stages you're already great at..

becomes 
aware

This is when a patient experiences an

emotional attraction to a potential

outcome you could provide for them.

Content that

appeals to 

emotions and

transformation
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What you likely need to do more of..

This is when a patient's brain is 

satisfied that the 'buying'

decision is the right one.

Content that gets in front

of, and overcomes barriers

to objections 

              

buys with 
their head

What barriers/concerns might your patients have, that

may deter them from 'buying' your services?
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Objection Antidote Content 


