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Introduction 
 
“My purpose in life is to consciously make choices 
that will lead to actions that allow me to grow, 
learn and connect at deeper levels with everyone 
around me.” 
 - Regan Archibald 
 
Healthcare on Purpose! 
 
Elon Musk is an entrepreneur who put all his 
cards on the table. He could have easily retired 
after he sold PayPal and just hung out on his own 
island for the rest of his natural life. Instead, Elon 
Musk wanted to find ways to make the future 
more exciting and meaningful for humanity. 
 
That's the vision we need for healthcare now 
more than ever. I'm passionate about helping 
healthcare practitioners learn how to be wildly 
successful entrepreneurs because it's simply not 
something that we're trained at in school.  
 
You will get much better care from a doctor who 
is refreshed, revitalized, and has a bigger 
purpose for his existence and practice than one 
who just provides one treatment for a patient 
who walks out the door. 
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We need healthcare practitioners and 
entrepreneurs who are transforming people's 
health and transforming their own practices so 
that we can change the downward spiral of 
healthcare in our country. 
 
One of my great passions is to get more research 
and results-based medicines (that aren't 
pharmaceutical drugs or surgery) out to the 
masses. The best way to help as many people as 
possible is by coaching acupuncturists, medical 
doctors, chiropractors, and any other natural 
medicine practitioners how to think more like 
Elon Musk. My purpose is to help them learn to 
be very effective and, in a safe and ethical way, 
help more people than they ever imagined. In 
turn, this will create a very impactful lifestyle for 
them. 
 
Enjoy the book! 
 
I hope this book educates you on how to create 
the practice of your dreams and shows you how 
to help more people than you ever imagined with 
natural medicine. Also, I hope this book inspires 
you to take action and quit doing things the same 
way you always have.  
 
To Your Success! 
 
Regan 
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Getting Perspective on Elon’s 
Work 
 
Elon Musk has gone ahead in the pursuit to 
create a better future for humanity with the 
disruption of three main industries: automobile, 
solar power, and private space exploration. After 
the sale of his portion of PayPal to eBay, he could 
have bought an island and retired at age 29, but 
he didn’t. He had always wanted to be involved 
with things that change the world, so he put his 
resources into these enterprises.  
 
Elon’s thinking can help people capture the 
opportunity to transform healthcare. You are a 
healthcare entrepreneur even if you aren’t the 
primary owner of the company. The more that 
we can all grow successful practices, the more 
we can cause greater health for our society. From 
whom can we learn? 
 
Elon Musk is arguably one of the most innovative 
entrepreneurs alive. He has said, “If you're trying 
to create a company, it's like baking a cake. You 
have to have all of the ingredients in the right 
proportion.”  
 
Many of you have the necessary ninja-like skills 
to reverse some of the planet’s toughest chronic 
diseases, but you don’t know the first thing about 
operating successful businesses. 
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I personally struggled in trying to find a balance 
between being a doctor and an entrepreneur.  
Both roles are incredibly fascinating; every day I 
feel super stoked about getting to take on so 
many interesting challenges. No other industry 
makes a bigger impact on people’s lives. I am 
well trained at practicing my medical craft and 
have spent the past five years mastering 
entrepreneurism. I now realize that you can’t do 
one without the other. Even if you aren’t the 
entrepreneur type, in order to stay in business, 
you still have to see patients, keep the lights on, 
get the message out, and have enough money at 
the end of the day to pay Uncle Sam.  
 
Elon Musk has the ability to innovate, to make 
life better for humanity by creating game-
changing technology and products that apply in 
multiple industries. He’s made a significant 
impact in the industries of automobile, banking, 
and energy, as well as the space exploration 
arena. Let’s use his innovative talents to do the 
same in healthcare. All of us are much more 
similar than we think. 
 
You can look at growing a practice and being a 
healthcare practitioner as two separate rivers 
that feed into the same ocean. There is a reason 
so many healthcare colleagues underutilize the 
incredible talents that they have as healers.  
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Perhaps you think that you don't know how to 
grow a business unless you happen to be Sir 
Richard Branson's cousin. Keep reading. This 
book is set to both educate and inspire you to 
grow your practice in a way that never seemed 
possible. 
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Getting Ready 
 
Before exploring the nuts and bolts of the 
healthcare of the future and how it looks, first it’s 
important to get your mind in the right place—a 
place of clarity and vision. The book will provide 
you with the best tactical strategies to move your 
practice to the next level. The tools shared will 
solve some of your toughest challenges. It’s easy 
to make things complicated, so when you feel 
confusion, take a step back and simplify. Just 
doing one thing right, until it has been mastered, 
is far more effective than doing a lot of things 
halfway. One of the best ways to learn is to start 
applying an idea or principle to your life and 
then to teach it to your patients and team. Be 
110% committed to adding value, and know that 
the money will come later.  
 
In the book Contagious Culture, author Anese 
Cavanaugh reveals that you need to “show up;” 
to do this; you bring intention, energy, and 
presence (IEP) into everything you do. Next, 
bring in skills and actions that allow you to make 
the biggest impact. This model provides a great 
yin/yang approach to your work that will allow 
you to build internal energy reserves while being 
incredibly productive and useful. 
 
The best place to start your productivity is in 
taking better care of your own health. 
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You work in one of the most demanding fields on 
the planet: healthcare. Healthcare can be 
emotionally, physically, and mentally draining. 
I’ve seen my own practice stagnate when I 
haven’t been fine-tuning my own health and 
expanding my knowledge through active 
learning.  
 
Your health is the one asset that yields more 
returns than almost any other facet of life. 
 
Take a moment and rate yourself on a scale of 1 
to 10, regarding how well you are taking care of 
yourself, based on these questions:  

• Are you taking any days out of the week 
for relaxing and re-energizing?  

• Are you taking vacations or getting out of 
doors?  

• Are you sitting behind a desk all day?  
• How is your personal fitness and 

meditation practice?  
• Are you talking the talk and eating foods 

that light up your brain, feed your trillion 
creepy critters, and grow your Arnold-like 
biceps?  

 
Many of my clients have asked about the best 
way to grow a practice. The first step is always to 
get yourself healthy. Health is the final product of 
your clinic, so you may want to have the 
experience of being a patient. It would be odd for 
Elon Musk to not drive a Tesla, right? 
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If you use your own systems, then you can create 
new protocols and have more fun. Most of the 
service centers at East West Health are from my 
personal experimentations and curiosity.  
 
Helping you to become healthier is my number-
one concern. As a healthy person, you influence 
those around you in a positive way. Below is my 
daily mindset morning tool. Implementing this 
into my daily routine has made a huge impact on 
my health. This is how it looks: 
 
Mindset Morning for Healthcare 
Entrepreneurs 
 

I. Daily Rituals for Success 
A. Sleep 
• Dim lights at 8:00 p.m.; get rid of blue 

light. (Red lights at night are calming.) 
• Avoid screen time for 60 minutes before 

bed (phone on Airplane Mode). 
• Stretch out 
• Soak in an Epsom salt bath every night. 
• Keep your house at a cooler temperature 

(63 - 69 degrees); no warmer than 70 
degrees, ideally. 

• Your bedroom is for sleep and sex.  Be in 
your bed for eight hours nightly. 

B. Waking Up 
• Make your bed first thing. Get happy. 
• Brush your teeth, use the bathroom, wash 

your face, etc.   
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• For the first 60 minutes, AVOID your 
email inbox, Facebook, Instagram, etc. 
 

II. Mindset Morning (15 MINUTES total) 
Use a timer that will let you know when 
to move on. 

A. Mindfulness (5 MINUTES) 
• Breathe in through the nose (into your 

belly), exhale out of the mouth. 
• Shake out your arms and bounce on your 

feet (ten breaths). 
• Sit with your back straight, and keep your 

mind clear. 
• Spend this time in prayer, meditation, and 

gratitude. 
B. Goals and Affirmations (5 MINUTES) 
• Which most exciting projects do you want 

to complete in the next quarter? The next 
year? In the next three to five years? Are 
they fun and meaningful? 

• Why are you doing what you do? Is it 
moving you towards more freedom and a 
higher purpose? What will you do for 
your health today? 

• What are your collections goals for the 
week, month, and year? 

• Who are the people you need to connect 
with today? (e.g. family, friends, patients, 
affiliates, mentors)? What impact will you 
make? 

• Does your schedule allow you to work in 
your best areas?  
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C. Visualize (5 MINUTES) 
• How will it feel and look to accomplish 

these goals? 
• How will it feel to have better health? 

What does it feel like to have good 
digestion and liver health?  

• Visualize being present with your 
patients, team members, and yourself and 
cultivating the tools necessary to grow 
your practice and serve a larger purpose. 

• How will your health be impacted today? 
This is a great time to take any herbs or 
supplements and visualize ways they will 
influence your health. 

o Eat healthy foods: fermented foods 
for the gut and clean fats (butter, 
coconut oil, avocados, and organic 
vegetables).  

o Make the decision to eat right, 
exercise, and be GRATEFUL. 
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Entrepreneurism 101 Mindset 
 
What is an entrepreneur, and why would you 
want to be one? The French economist most 
commonly credited with this term’s particular 
meaning was Jean Baptiste Say. Around the turn 
of the 19th century, he wrote, “The entrepreneur 
shifts economic resources out of an area of lower 
and into an area of higher productivity and 
greater yield.”  
 
Bottom Line: Entrepreneurs create value where 
value can be increased and resources are better 
utilized. What resources are you moving from 
lower to higher productivity? Any 
entrepreneur’s function is to reform or 
revolutionize the pattern of productive activity. 
This can be done in many ways, according to 
Joseph Schumpeter, another famous economist: 
“by exploiting an invention or, more generally, 
an untried technological possibility for 
producing a new commodity or producing an old 
one in a new way, by opening up a new source of 
supply of materials or a new outlet for products, 
by reorganizing an industry and so on.” By 
serving new markets or creating new ways of 
doing things, they move the economy and 
evolution forward. 
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Entrepreneurs are rare; in fact, only about 5% of 
the U.S. population is counted as entrepreneurs. 
The U.S. lags far behind Uganda’s 28.1% mark or 
even Vietnam’s 13.3% rating, but our rates are 
far ahead of the average in Europe (2%). Early in 
my life I often thought, “Why would you ever 
want to work for somebody?” Growing up on a 
farm, I was more or less slave labor, so maybe 
that helped to shape that type of thinking. I could 
have never imagined working at Google and 
getting a neck and shoulder massage while 
sitting at my desk, not to mention the onsite 
chefs and organic food. I only knew that work 
started when the sun came up and finished when 
it went down. I’m sure that many of you have 
similar stories to share! 
 
Here are three types of entrepreneurs; which 
one are you? 
 
There are three motivating factors for 
entrepreneurs:  
 
JOB OWNER: To own a job so that you are not 
dependent on another company, a government, 
or an organization for your livelihood.  
 
This was my original idea as a student. I wanted 
the flexibility of taking a full load of classes along 
with the ability to work full-time. Most of us start 
by owning a job and never thinking about how it 
would be to own a business. 
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We made sure that “nothing can run without 
me,” and shot ourselves in the foot. The real key 
to owning a business and not a job is to give 
away as many jobs as possible. Write down how 
and what you are doing, and then train someone 
to perform the task. Keep specific metrics so that 
you and the trainee both know what the target is. 
 
LIFESTYLE: The second type of entrepreneur is 
motivated by the ability to have more freedom 
and also nicer things. Every day they strive to 
build a practice that can either be sold or that 
provides enough revenue to allow them early 
retirement. They have come to the very helpful 
realization that nothing in life is guaranteed, and 
their main motivation is freedom from that 
constant strain.  
 
Believe it or not, most of the healthcare 
practitioners I have interviewed over the years 
either feel entitled to have this type of life just 
because they finished school, or they don’t 
believe that you can help people and should get a 
fair exchange of money for their services. Of 
course, healthcare practitioners would never say 
that they don’t deserve to get paid; they would 
simply make excuses about why the people in 
their ‘hood could never afford a wellness 
program. 
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TRANSFORM: The third type of entrepreneur is 
motivated by a purpose to change lives or 
revolutionize an industry for humanity’s 
betterment. I think that the immigrant Elon 
Musk is a powerful example of an entrepreneur 
who is looking for ways to improve humanity. He 
said, “When I was in college, I wanted to be 
involved in things that would change the world. 
Now I am.” 
 
This is an example of the entrepreneur who 
thinks much bigger and has a much bigger 
purpose. Surprisingly, it is the easiest way to live 
my life. I don’t get hardcore about rescuing 
anyone, but I am more motivated to find the 
answers to my questions. For instance, “How can 
we transform healthcare in America and the 
world so that we have a healthier planet full of 
happy people who are all contributing to making 
life more interesting and meaningful?”  
 
People who are sick are generally the ones who 
cause the most drama and upset in society. They 
have a myopic view of the world and are just not 
super fun to be around. I’m certainly not fun to 
be around when I feel like garbage either. 
 
Oddly enough, when people are healthier, they 
have more energy to pursue more opportunities. 
They also attract better people into their lives, 
who lift them to new levels. 
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People can’t afford not to receive your care, as I 
see it. In fact, our planet is getting more and 
more polluted by the pharmaceutical industry. 
 
“Roughly 100 pharmaceuticals have now been 
identified in rivers, lakes, and coastal waters 
throughout Europe and the United States in 
concentrations of parts per billion to parts per 
trillion. The first major European studies on this 
topic—in journals such as volume 67, issue 1–4 
(1997) of the International Journal of 
Environmental Analytical Chemistry and the 
November 1998 issue of Water Research—
examined German ground and surfaces waters, 
and found occurrences of drugs including 
cholesterol regulators, analgesics, and anti-
seizure medications. Since that time, numerous 
other studies have documented the presence of 
pharmaceuticals, including potential endocrine 
disruptors, in other locales as well.” Environ 
Health Perspective. 2005 Oct; 113(10): A678–
A681. 
 
Our patients can’t get healthy without a healthy 
planet. As I see it, we can’t have a healthy planet 
while consuming such large quantities of 
pharmaceuticals that pollute every major body of 
water in the U.S. and most of Europe. The most 
compelling reason to avoid taking medication 
may be the future destruction of the planet 
caused by these toxins. 
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It seems that the over 100,000 deaths, caused 
every year by properly written prescriptions, are 
not enough to outweigh the risks. It is important 
to start looking at a larger message.  
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Business and Marketing Is a 
Numbers Game 
 
Do you think numbers aren’t important? Try 
growing your business without knowing them. 
It’s like being dropped off in the middle of the 
Uinta Mountains in Utah without a map. The 
numbers don’t lie. If you know the right numbers 
for core development (leads, new patient ROFs, 
and collections), and focus on them, then you can 
assess the correct steps to get those numbers to 
grow. Review and compare the clinic’s revenue 
versus expenses on a weekly, monthly, quarterly, 
and annual basis. As you categorize the numbers, 
keep them simple enough to understand what 
they mean. Ideally, you should not spend more 
than 25% to 35% of total collections on payroll, 
but you should spend 10% to 15% on marketing. 
Aim to spend less than 10% on rent, unless the 
practice is in a high-traffic area where the 
marketing budget can subsidize rent. The clinic 
program hard costs should be 15% to 20%, 
while there should be investment into research, 
practice expansion, and mentoring.  
 
Don’t spend more than $100 per lead generation; 
ideally, aim for a 100% return on every lead that 
calls, or $1,000 minimum. If the clinic isn’t 
hitting this level, then you will need to fine-tune 
your phone script and email copy. 
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Each team member should be generating a 
minimum of $10,000 per month, per full-time 
team member to break even, with $15,000 to 
$25,000 per employee as the ideal number to hit. 
Does your practice reach this number? You count 
as a team member if you are physically working 
at the clinic and performing duties beyond 
leadership, training, and mentorship to the team.  
 
These basic numbers can move you toward using 
the right ingredients, so you can create a seven-
figure practice that will add incredible value to 
your patients and to your bottom line. It’s about 
adding high levels of value and being distinctly 
unique so that you aren’t competing with 
anyone. This means having a continual 
relationship and dialogue with your patients 
as your best fan base. 
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What’s Required for the Next 
Level? 
 
The next level of care requires keen acumen in 
business. Healthcare entrepreneurs are needed 
now more than ever. The World Health 
Organization ranked the U.S. as the 33rd 
"healthiest" nation in the world and estimated 
that we spend nearly 17% of our GDP on 
healthcare—nearly twice as much as the next 
industrialized country. I believe it’s time to 
change the way healthcare is delivered in 
America; we (you and I) have the solution that 
will keep us from going under as a nation. 
Allopathic medicine is designed to treat acute 
conditions and diseases, but more than 50% of 
Americans suffer from chronic diseases. That is 
where your services become a necessity. I love 
seeing my patients get healthy and seeing 
practices succeed because I know this is 
necessary for our industry to evolve. 
 
With more information at our fingertips than Bill 
Clinton had while president, people are able to 
research their own health conditions and come 
up with treatments that are less expensive, safer, 
and regenerative. We will look back 100 years 
from now and say: “Around 2015, medicine 
moved from pharmaceutical-based to holistic-
based. 
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Functional medicine and the innate wisdom of 
the healing arts took precedence over drugs and 
surgery. Individuals started taking responsibility 
for their health because doctors quit prescribing 
and began educating.”   
 
"Humility forms the basis of honor, just like the 
low ground is the foundation for a high elevation." 
- Bruce Lee 
 
I honor you for the work you have done to get us 
to this critical tipping point in healthcare. You 
have paved the way for hundreds, if not 
thousands, of individuals to have their health 
restored. Think about the journey you have 
taken to get to where you are. Whether you are a 
seasoned healthcare provider or still working 
your way through school, no doubt you have had 
challenges from multiple angles that have forced 
you to either give up or move forward. Peter 
Diamandis said, “The day before something is 
truly a breakthrough, it’s a crazy idea.” How 
many of you have crazy ideas that could be at the 
edge of breakthroughs?  
 
Offering stem cell therapy in my office was one of 
those crazy ideas that everyone thought was too 
risky, but three years later, it’s now a major 
breakthrough. Maybe a marketing campaign is 
just about ready to explode your numbers, or 
perhaps you are expanding your practice by 
hiring medical staff or some other key player. 
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You may be offering lab testing that challenges 
you to study more so that nothing is left to 
chance with your patients. Maybe you are 
starting a virtual practice and are afraid it won’t 
work out.  
 
Think of how absurd it sounded to have a 100% 
high-performance, luxury electric car with 
batteries that can be discarded in a landfill 
without environmental impact. This is how Elon 
Musk described the Tesla: “I think anyone who 
likes fast cars will love the Tesla. And it has 
fantastic handling by the way. I mean this car 
will crush a Porsche on the track, just crush it. So 
if you like fast cars, you'll love this car. And then 
oh, by the way, it happens to be electric and it's 
twice the efficiency of a Prius.”  
 
How will you describe your clinic ten years from 
now? The possibilities are endless. Similar to 
many of you, Elon Musk had a vision to disrupt 
an industry and has a very solid plan to 
accomplish just that with automobiles. Within 2 
weeks after Tesla’s Model 3 announcement, over 
400,000 orders were received, an astonishing 
number for electric cars. This is the real industry 
disruptor, with affordability for all income 
brackets. By placing a larger price tag on the 
earlier vehicles, Elon Musk has been able to put 
the extra cash back into research and 
development to allow for a greater reach to 
consumers.  
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Tesla may be one of the main vehicles on the 
road in the next five to ten years because they 
provided a better solution to the people they 
served and a long-term solution for the planet. I 
think that if we all work together, we can start a 
greater movement in healthcare.  
  



 

23 

Have Incredible Confidence in 
Yourself 
 
I have sat in the back of the office, wondering if 
patients are going to call or show up, with that 
pit in my stomach, that feeling of being 
overwhelmed that comes while thinking about 
the bills that I have to pay and the family I've got 
to support. I spent my days checking emails and 
reading medical books while really wishing to be 
working on patients. Seeing 10 to 12 patients per 
week (half of those family and friends), yet 
wondering if I will need to get another job to 
support my newborn daughter and myself. When 
a patient actually did show up, I was so anxious 
that I communicated with all of the effectiveness 
of a 12-year-old with new braces. 
 
A lot has changed. I learned the art of patient 
communication by studying with some of the 
best communicators in the healthcare industry, 
such as David Singer and Dr. Chieko Maekawa. 
They helped me to dig in and passionately 
deliver my purpose and mission as a healthcare 
provider. 
 
I became a researcher. I took the time to ask 
what people expected in healthcare and realized 
that it wasn't just acupuncture needles and 
herbs. 
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So I dug in and gained new skills in functional 
medicine, stem cells, nutrition, bio hacking, and 
hormonal health and weight loss. I also got rid of 
the belief that I could either choose between 
being a gifted healer who cared about his 
patients or being a businessman who cared 
about the bottom line. Thanks to the Big Mind 
teachings of one of my Zen teachers, Genpo 
Roshi, I learned that you cannot have one 
without the other.  
 
To use your medical talents, you need to create a 
movement in your community by getting 
yourself known. You may ask, “Where do I start?” 
First, be the tribal leader that people are looking 
for by expanding your vision of yourself. You 
have a gift, and the world is waiting for you to 
share it. Giving is more powerful than receiving. 
Give by sharing your message with everyone you 
know through blogging, Facebook posts, 
podcasting, videos, writing, and speaking 
engagements. Get into corporate events, and 
make an impact. Don’t forget that you can 
influence those you meet and that you have the 
skills to transform lives. The bottom line is that 
you are the only person like you. Being unique is 
the cool factor about you. 
 
Creating a movement makes you a leader and a 
visionary who sees clearly the path that best 
serves the greatest number of people.  
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Not only will you help many more people this 
way, but you will also wake up every morning 
with a renewed purpose. You will have the fire to 
learn and grow as an individual and will be able 
to design the lifestyle that you've always wanted. 
It’s time we all decide to work together to create 
a more profound effect on the world.  
 
  



 

26 

Think Bigger: You Are Not 
Guaranteed a Paycheck Until You 
First Provide Value 
 
In the world of employment by large 
corporations, governments, and “stable” 
organizations, it’s easy to feel a sense of security. 
At the end of the day, after putting in your time 
and energy, you receive a paycheck, plus benefits 
like health insurance and a 401k; also, you will 
have steady work. In a 2013 Gallup poll, 
researchers found a shift in behavior: "Humans 
used to desire love, money, food, shelter, safety, 
peace, and freedom more than anything else. The 
last 30 years have changed us. Now people want 
to have a good job, and they want their children 
to have a good job. This changes everything for 
world leaders. Everything they do—from waging 
war to building societies—will need to be carried 
out within the new context of the need for a good 
job."  
 
For those of you who have ever been out of work, 
I think you would agree with this assessment. As 
entrepreneurs, we create value for society, and 
that value allows us to create a larger demand 
for our products and services, which is 
healthcare, something that everyone needs. We 
create teams that can fulfill the purpose of 
helping as many people as possible to be as 
healthy as possible.  
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We decide to forego the paycheck until we have a 
service or product that someone will buy. It is 
fairly easy to jump into an organization and 
work hard at working hard and never think 
about your contribution beyond that.  
 
It takes just as much energy to think small as it 
does to think big. Set “SMART” goals for your 
team with bonuses, so they have ownership in 
the organization. Set “DUMB” goals for yourself, 
so you can stay creative and think BIG all the 
time. Focusing on problems is small thinking; 
focusing on solutions is BIG thinking. The 
solutions have to solve the problem in the short-
term and the long-term; otherwise, it is time to 
go back to the drawing board.  
 
Speaking of goals, just this month, East West 
Health showed our best ever numbers in total 
collections, lead conversions, and ROF close 
rates. There were actually 18% fewer leads than 
in previous months, but we were able to 
generate $1,679.69 on average for each person 
who called the office, sent an email, requested 
more information, or attended one of our events.  
 
We are working smarter and creating more value 
by communicating our value with more clarity, 
and the entire team is becoming more influential 
in their sales process. 
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We are much more effective when the entire 
group knows where we are going and how we 
will get there. 
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Exponential Growth Requires 
Exponential Goals 
 
Richard Branson's most famous mantra is, 
"Screw it, let's do it." Risk versus reward always 
needs to be assessed by examining the absolute 
worst thing that could happen. 
 
The definition of an entrepreneur always 
includes “taking risks,” but risk-taking is what 
others see about a successful entrepreneur; it is 
not necessarily part of their thinking pattern. 
You must plan out how the opportunity will 
work and make the risk so minimal that it isn't 
worth considering. 
 
Goals need to be clearly defined, associated with 
meaning and fun, but they also need to be 
written down. According to Mark McCormack 
and Brian Tracy, in 1979 interviewers asked new 
graduates from Harvard’s MBA Program about 
their goals. The researchers found these 
statistics: 
 

• 84% had no specific goals at all 
• 13% had goals, but they were not 

committed to paper 
• 3% had clear, written goals and plans for 

implementation 
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In 1989 the interviewers again interviewed the 
graduates of the class of 1979, with these results: 
 

• The 13% of the class that had goals were 
earning, on average, twice as much as 
the 84% that had no goals at all. 

• Even more staggering is this: The 3% that 
had clear, written goals were earning, on 
average, 10 times as much as the other 
97% put together. 

 
My goals are aligned with the top priorities of the 
practice for this year. Here are the top eight 
factors, in order of statistical importance: 
 

1. I can vividly picture how great it will feel 
once my goals are achieved. 

2. I will have to learn new skills to achieve 
my assigned goals for this year. 

3. My goals are absolutely necessary to help 
this company. 

4. I actively participated in creating my 
goals for this year. 

5. I have access to any formal training that is 
necessary to accomplish my goals. 

6. My goals for this year will push me out of 
my comfort zone. 

7. My goals will enrich the lives of someone 
other than me (customers, the 
community, etc.). 
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8. Take time right now to clearly write out 
all of your goals. 
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Bonuses, Goals and 
Disappointments 
 
As the leader of the team, be passionate about 
hitting your goals. They are simply a 
measurement of fulfilling your purpose. The 
goals are not the purpose; they help define the 
measurement of whether or not you are actually 
fulfilling your mission and vision.  
 
Keep in mind that there are “ideal” goals versus 
realistic goals. Growing 5% to 10% per quarter is 
a realistic goal, while doubling your numbers 
every quarter is ideal. Knowing the way your 
entrepreneurial brain works, you will want to 
double your collections, leads, and new patients 
each quarter. This is fine, but you will create 
massive levels of dissatisfaction if you can’t 
celebrate the 5% quarterly growth, and you will 
always feel like you are coming up short. So 
congratulate yourself and your team for the 
small gains, because these are far more 
meaningful in the long run. 
 
Set your goals to be met by the 20th of each 
month, and then define the projection of your 
weekly numbers. 
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For a goal of collecting $100,000 per month, you 
would establish your weekly goals at $34,000; if 
you are working 4 days per week (which I 
recommend), then your daily goal would be 
$8,400, so you would hit the goal of $100,000 by 
the 20th of the month and be able to give your 
team an additional bonus. There would be 10 
days left in the month to exceed your goal by 
20%, which would kick in yet another bonus for 
your team. Changing the monthly goals to be met 
by the 20th keeps things very focused and 
strategic every single day.  
 
Remember, you can either expand or contract, 
but you can’t remain at the same level. The only 
way to expand and earn more revenue is to 
constantly offer increasingly higher levels of 
value. You will need to break away from 
entitlement mentality and the idea that you 
should get paid just because you are providing a 
service. First, control the amount of value that 
you create and the level of service that is 
provided, and then the money will follow. When 
you chase after money first, you will find 
yourself feeling more stress and higher levels of 
anxiety. Even worse, when you actually get the 
money, you feel incredibly dissatisfied, so you 
keep setting the bar higher and higher for 
financial rewards but fail to see what’s really 
important. 
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Your relationships will suffer, your work 
satisfaction will decrease, and your team will feel 
an enormous burden when money becomes 
central in your practice. 
 
The primary areas of focus should be purpose, 
mission, and teamwork. Then you can put your 
energy into developing innovative ways to help 
more people, which will lead to building stronger 
relationships and fostering the growth of an 
unstoppable team. Richard Branson believes that 
a company is nothing more than a group of 
people working together. When a bonus 
framework is provided, one that gives each team 
member the ability to control the outcome of 
their work, they will put more heart into the 
activity. As they feel more valued, in turn, they 
will value your patients more. If you are not 
currently offering a bonus, then start doing it 
right away—not one based on being entitled to 
getting paid well, but a fair exchange for the 
effort that goes above and beyond the normal 
duties of a job. This will cultivate a better 
entrepreneurial experience for everyone 
involved with you.  
 
These are some simple ways of looking at goals: 
 
SMART GOALS: 
 

• Specific 
• Measurable 
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• Attainable 
• Relevant 
• Time-bound 

 
DUMB GOALS: 
 

• Dream-driven 
• Uplifting 
• Method-friendly 
• Behavior-driven 
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Building Your Team 
 
Questions to Ask a Job Candidate 
 

1. Can you tell me about your regular, daily 
routine at your last job? Can you describe 
your average day there, step-by-step? 
Goal: Understand how they approached 
their work day, how much autonomy and 
structure they had, and how passionate 
they were about their work. 

2. Can you tell me about a time you were 
working on a project, and it didn't turn 
out so well? 
Goal: Assess whether or not they take 
personal accountability and have some 
sense of guilt/sadness/emotion that it 
didn't turn out well. This can tell you if 
they care about excellence and the 
outcomes of their work. 

3. In your opinion, what makes a great team 
and a great company, and how do your 
skillsets and strengths add to that? 
Goal: Hear their definition of "great," and 
see where they fit in. 

4. What's the best idea you've ever 
contributed to any of your last jobs? 
Goal: Learn if they are an innovator; hear 
about projects that gave them a sense of 
pride and satisfaction. 
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5. Can you tell me about your last boss or 
supervisor? What were their 
strengths/weaknesses, and what did you 
like/dislike about them? 
Goal: Listen to how they talk about their 
bosses; assess their level of comfort and 
detail in their response to the latter 
question. If they can't think of or 
articulate strengths, weaknesses, 
likes/dislikes, they may lack social 
intelligence in connecting or relating to 
their leaders. 

6. What was the most complex or large 
project you were involved in or managed 
in a previous position? 
Goal: Learn about their former levels of 
responsibility, and understand their 
definition of ‘a challenging project.’ 

7. Can you tell me about the culture of your 
last workplace? What did you like/dislike 
and how it has been improved? 
Goal: Learn what kind of culture they like 
and how they would contribute to 
improving yours. 

8. Can you tell me about a change or new 
idea that you wanted to implement at 
your last workplace but were met with 
resistance? 
Goal: Assess their response to 
challenge—if they gave up or made it 
happen. 
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9. Based on what you've read about our 
wellness practice, where do you think 
we're focusing most of our attention right 
now? 
Goal: Learn if they researched the 
company. 

10. When you read about this open position, 
what did you think your average day 
would be like? 
Goal: Learn if they've actually thought 
through the position, and see if they 
communicate enthusiasm about working 
at your clinic. 

 

Four Keys to Getting Your Team on Board 
 

1. Do something novel for them frequently.  
2. Provide training in weekly meetings that 

provide tools for them to grow, and 
homework. Train them on how to master 
those tools.  

3. Get feedback, and assign them the task of 
correcting the system. 

4. Give them ownership of their position 
with constant engagement and with the 
ability to improve their income through 
value-based compensation.  

 
To quote Einstein, "Unless at first the idea is not 
absurd, then there is no hope for it." 
 



 

39 

Higher levels of emotional connection are 
inspiring; they entertain and appeal to 
establishing a connection. 
Researchers at IBM found out what 3 leadership 
traits matter most when they asked 1,700 CEOs 
in 64 countries:  
 

1. The ability to focus intensely on the 
customer’s needs  

2. The ability to collaborate with colleagues 
3. The ability to inspire others  

 

The Harvard Review’s comprehensive look at 
traits confirmed IBM’s findings, but they isolated 
one common trait that sets good leaders apart 
from great ones: their ability to inspire. 
Inspiration creates the highest levels of 
employee engagement and commitment. 
Inspiration helps to build connections and 
relationships within your organization. 
 
Take the visionary approach, and talk about a 
massively transformative purpose. Offer goals 
that are challenging for the team. You can point 
the goal towards the organization’s mission 
statement, and/or give a compelling speech that 
generates enthusiasm for the goal. Finally, you 
can interview team members to discover the 
skills they want to be using more. Using the word 
“together” can inspire powerful motivational 
cues to the brain. 
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Be a Coach to Your Team: 
 
Look at what people find personally meaningful, 
and build connections with those drives and the 
purpose of the company. Then give them ways to 
receive strategic objectives with timely feedback. 
Coaching occurs when you take the time to train 
your members in the confidence they need to 
succeed. When coaching, listen deeply, and be 
fully present. Start the conversation in this way: 
"How would you like to grow this month?" If the 
staff member feels overwhelmed, then help them 
to set aside two hours per week for 
development, and then follow up to make sure 
they are following through. They need to have 
accountability for their development and in 
formulating plans for expansion. Your biggest 
key in engaging employees and building trust is 
to shift from TELLING employees 100% of the 
time to ASKING thought-provoking questions 
that demonstrate respect, trust, learning, and 
growth.  
 
These are some questions and ideas to 
consider: 
 

• In our wellness programs, what is the 
biggest barrier faced by our patients? 

• Which service or product is not currently 
offered to our patients that you think 
would benefit them and the organization, 
while improving your ability to care? 
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• When do you feel the most pressure and 
stress during the course of the day? How 
frequently do you feel this way? 

• In what ways could we mitigate the cycle 
of stress without decreasing services 
delivered? 

• In our promotional campaigns, which 
ideals would you like us to reflect to the 
public about the healthcare we deliver? 
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The Fastest Way to Increase 
Practice Income 
 
The fastest way to increase income is to work at 
implementing multiple service centers in your 
clinic; bundle them together into a single 
program fee, and then sell at least 1 program per 
day that averages $5,000 to $7,000. Functional 
Medicine has at least nine major components in 
the practice model that can all yield results and 
revenue. Acupuncture and traditional Chinese 
medicine has at least five branches in the 
medicine. Chiropractic care and holistic health all 
have several foundational pillars that patients 
need and that create income. We are educated in 
many of these pillars, but few are trained in ways 
to integrate them into a business model. That’s 
what the healthcare entrepreneur program is all 
about: getting results-based programs 
implemented into your clinic. We will be offering 
new service centers at nearly every event, so 
stay current on the trainings to avoid leaving 
huge profits on the table. At your onsite visit, you 
will also see the many service centers that we 
offer at East West Health, and you may want to 
model them in your clinic. 
 
We all have one single service to get patients in 
the door, like acupuncture or an adjustment, and 
then most of us find ways of increasing volume.  
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The average fee per visit for an acupuncture 
treatment is $40 to $125, while the average fee 
for a chiropractic adjustment is $30 to $90. Give 
yourself a raise on your fees across the board, 
and start bundling your services into one entire 
fee. This is the simplest way to generate more 
revenue. Stop relying on insurance and third-
party reimbursement by selling more cash 
services. You will be surprised at how quickly 
you can take a practice based primarily on 
insurance and convert it to cash when you 
master the art of selling. 
 
Steve Jobs constantly sold his products. Elon 
Musk is consistently selling his products. You 
will need to do the same. Strategic coach Dan 
Sullivan defines sales in this way: "Selling is 
getting someone intellectually engaged in a future 
result that is good for them and getting them to 
emotionally commit to take action to achieve that 
result.” This must be a future result that is good 
for the patient, who is a person you want to work 
with. Health is an amazing product to sell and 
especially to deliver. The best operating 
practices train on selling and persuasion every 
single week. They sit down as a team and talk 
about objections offered by prospective patients 
and then role-play with each other to understand 
how to overcome the most common objections. 
These very profitable practices average $10,000 
to $100,000 of gross revenue per week. 
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Once you’ve mastered the art of 
entrepreneurism, then focus on the areas you 
love working on the most and the ones that allow 
you the potential to be creative. This takes 
incredible discipline because you will have to 
give up so many of the tasks that aren’t allowing 
you to focus on the areas that increase your 
business. Concentrate your efforts on high-
results activities, and then get your entire team 
to do the same types of activities that utilize 
their talents and skills.  
 
For more income stability, move away from 
charging only for the services that insurance 
covers, and look beyond the current models. At 
least six areas of your practice can generate 
equal or greater amounts of income than a single 
service like acupuncture, chiropractic, or office 
visits. In order to double your value and income, 
deliver complete wellness programs that include 
research, labs, office visits, health coaching, 
nutrition, detoxification, injections, classes, re-
exams, etc. Then bundle all of your services into 
one fee. Your clinic will become much more than 
symptom-based, and your fees will be far more 
transparent once you show them upfront what 
your entire program will cost. Bundling your 
services into a single program and a single fee is 
a primary step in the "art of adding more value" 
and increasing your influence.  
 



 

45 

When people pay for something and get some 
skin in the game, they tend to commit 
themselves to it. When a patient arrives at your 
clinic and desires to go through a program, and 
then pays for it, they follow through on taking 
their herbs and changing their lifestyle. If you 
don't charge them for mentoring and coaching, 
they don't see the value in it. This is very good 
news if you know how to sell with a high level of 
integrity and influence people. 
 
HOW TO EDUCATE AND PRE-CLOSE 
 
The secret to having a new patient walk into 
your office looking for the "final" solution to 
their health condition is using online videos, 
webinars, and dinner lectures. People are more 
likely to know, trust, and like you when you take 
the time to educate them about your unique 
approach to health. It really helps them to see 
that treating the underlying cause, making 
lifestyle changes, and getting the right kind of 
care is the only way. After watching your videos 
and reading your e-books and other content, the 
people who want to use your services will show 
up motivated and willing to follow through on 
your recommendations.  
 
How do you develop content? Authenticity is a 
key factor. It has to be delivered in a humble, yet 
confident way, and it needs to have a level of 
distinction and enthusiasm. 
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Talk about struggles that your patients have 
faced before they found you and how you 
provided a unique solution to their problems. 
Show testimonials, and talk about your own 
story. We all love stories because they paint 
clearer pictures of how things really are. 
YouTube is so wildly popular because we love 
the authenticity of the videos; also, it’s a free 
service, so you don’t even have to sell your first-
born or rob a bank to get your campaign 
launched. Yes, go create your YouTube page. 
 
Once you have released some great content and 
have some cushioning in your marketing budget, 
find a Fivver.com artist to produce an animated 
whiteboard explainer video, and watch your 
conversion rates shoot higher. Studies have 
found that people retain nearly twice as much of 
the content in animated whiteboard videos than 
from an individual just talking into a camera. In 
the world of video content, you have just 54 
seconds to make a good impression; if you 
haven’t got full engagement, then the very 
person who you can help will be on to the next 
one. This is why you need to have ten times the 
presence in front of the camera and then get an 
animated explainer video created for you. The 
videos should not be more than two or three 
minutes, and don't forget to include a call-to-
action. 
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Use all of your creativity once you start building 
the foundation of your marketing programs. Get 
authentic, and show your audience what really 
matters in your healthcare model. Show them 
what you do to keep yourself and your family 
healthy. Give them a glimpse into what their 
future will look like when they’re able to recover 
their health. The technology we have at our 
fingertips has incredible magic. You can literally 
connect with thousands of people in a matter of 
minutes. 
 
The variety and availability of tools to influence 
others are easily taken for granted. “If you go 
back a few hundred years, what we take for 
granted today would seem like magic—being able 
to talk to people over long distances, to transmit 
images, flying, accessing vast amounts of data like 
an oracle. These are all things that would have 
been considered magic a few hundred years ago.” 
- Elon Musk 
 
The Three Secrets to Offering a Completely 
Unique Solution 
 

1. Show some love. Use their names three 
times, and show interest in your patients’ 
lives. New patients become lifetime 
patients after a unique experience when 
your clinic integrates treatments, 
functional medicine, research, and an 
education curriculum. 
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These services are all great but 
meaningless if there’s not some love 
when they come in. Customize your 
programs to your patients’ unique 
situations, and then take them through a 
process to help them feel like family in 
your office. Give hugs, and find out what 
makes them unique. Ask for referrals 
because they want to return some love, I 
promise! 

 
2. Listen to feedback from your patients. 

You create, sell, and deliver a unique, 
comprehensive wellness process for your 
patients and team members that are 
focused on clearly defined goals. Stop and 
do quality control for your process by re-
evaluating every month. Use the Bruce 
Lee re-exam form, and ask your patients 
on a scale of 1 to 10 about their 
experiences. Then find out how you can 
make their rating a ten. This will be the 
best way to use your time when you are 
performing quality control.  

 
3. Under-promise and over-deliver. Your 

programs offer a unique value that can’t 
be found anywhere else because they add 
significantly more value than a clinic 
offering one service that someone can 
find for a lesser price someplace else.  
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When you project realistic expectations, 
your patients will experience greater 
levels of trust in you; when they see faster 
improvement than your projections, they 
will be on fire and become raving fans. 
Show them that you are doing your part, 
and they will be more willing to do theirs. 
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Entrepreneurs Focus on Creating 
Uniqueness 
 
This is a breakdown of how entrepreneurs can 
create unique, yet profitable business models in 
their practices: 
 

• Focus on three key statistics: 1. Leads 2. 
ROF 3. Collections. 

• 10/10/10 Rule: Schedule 10 ROFs per 
week, 10 hours of marketing, and 10 
hours of treating patients. 

• Close 50% of your ROFs with a case 
average of $5,000, which becomes 
$25,000 per week. 

• Secrets of unique business model 
• Correct Testing: Hormones, heavy metals, 

functional blood chemistry, food 
intolerances, nutrition, genetics, gut 
health, and neurotransmitters (with 
research and one-on-one functional 
medicine coaching) 

• Offer medical treatments that are 
regenerative, functional-based, and 
results-driven (stem cell, acupuncture, 
laser, nutrition, chiropractic care, PT, 
herbal, supplements, etc.). 

• Education-Oriented: Topics must be 
empowering and encompass physiology, 
psychology, mindset, and sociology. 
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The Evolved Model: No Fee Per Service 
 

• No Fee Per Service: Why? It puts stress on 
patients and the clinic and becomes 
money-driven. No fee simplifies the sales 
process. 

Advantages and disadvantages of bundling your 
programs into a single fee: 
 
Advantages: Disadvantages: 
-Setting clear 
expectations and 
having enough time to 
mentor patients for 
change 

-Value must be offered 
upfront in pre-
education. 

-A transparent 
exchange for a 
complete product  

-Must master the Art of 
Influence in sales 

-Accountability for the 
patient and the team 

-Learn fast with 
consistency to keep up 
with labs and research 

-Providing an 
experience, not just a 
service  

-Must market to people 
who need your service  

-Empowers the 
practice with purpose 
while being profitable  

-Takes more courage to 
only accept motivated 
individuals into your 
program 
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Marketing Like You Have a Pair 
 
Marketing Secret #1: Don’t Market Campaign! 
 
Be smart and understand that in order to receive 
new patients these days, you first have to GIVE 
them something of value. They have to know, 
like, and trust you. So build your campaign 
around these three principles, and you will have 
as many new patients as you could ever want: 
 

A. Add Value 
B. Create Distinction 
C. Have an Ongoing Conversation 

 
They need to hear from you at least three times 
before they will take any action. Give great 
training and content upfront without asking for 
anything in return.  
 
Successful Steps for Content 
 
Use the ten steps below to create your ongoing 
marketing message. Use this format for belly fat, 
thyroid issues, diabetes, and any other niche that 
you are targeting. 
 

1. The PROMISE made to the potential 
patient is… 

2. The RESULTS/BENEFITS that have been 
achieved for a health condition are… 
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3. The PROBLEMS/ROADBLOCKS faced by 
your patients are … 

4. The TESTIMONIALS I could include are… 
5. My STORY of STRUGGLE is.... 
6. My STORY of SUCCESS is… 
7. The MYTHS dispelled by 

my healthcare/approach/solution are… 
8. The NEW SOLUTION/FRAMEWORK that I 

will teach is… [This is where you will 
spend 60% to 80% of your content, 
breaking down your framework.) 

9. The TIPS FOR SUCCESS imparted to 
patients before they stop reading and 
start taking action are… 

10. The FIRST ACTION taken by 
my reader/customer after reading this 
Free Report must be… 

 
Add Value Based Content With E- Book 
Giveaway “Free Reports…” 
 
Don’t have time to write up the content that you 
need to make an impact? We can customize e-
books to you personally with your clinic logo and 
contact information. Just email us at 
info@gowellness.com for more information. 
  

mailto:info@gowellness.com
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The 9 Secrets to Filling Up Your 
ROFs Without Spending Money 
 
Secret #1: The best time to ask for referrals is 
when a patient first signs up for care, at re-
examinations, and when you are in classes. Set a 
goal to ask for five referrals every day. We think 
that patients will naturally refer to us, but they 
need help in the process. Give them a book with 
an invitation to one of your upcoming events, 
and see secret #2. Net New Patients (NNP) = 8 
 
Secret #2: Use the Singer System’s “3 Helps” for 
check referrals or book referrals. Ask your 
patient if they can think of someone in their life 
that could be helped like you have helped them. 
Ask them to do you a favor and help you achieve 
your purpose in helping as many people as 
possible. Write out a check to the clinic to cover a 
portion of their first visit, and give them a book 
with it. NNP = 5 
 
Secret #3:  Ask for five testimonials every week! 
This is made easy when a patient is gushing 
about how well they are feeling, and you have a 
full recording studio in your pocket called a 
smart phone. Just ask them to say exactly what 
they said but in front of the camera. Some 
patients will need some coaching, so write out a 
script that they can follow. NNP = 3-12 
www.youtube.com/watch?v=sdUPACOjQIY 
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Secret #4: Know your audience, and release 
high-quality content every week. Podcasting is a 
great new avenue for hosting your own “radio 
show” without spending thousands of dollars 
purchasing airtime. You can get set up for less 
than $50. Another great way to release 
evergreen marketing campaigns is through 
YouTube. Get a clinic page. Once you record your 
podcast, you can also record the content on a 
PowerPoint slide and do a screen recording, or 
have a camera to capture your smiley face. Once 
you have created content for your podcast and 
YouTube channel, then you can blog about it. Use 
your blog as an education tool for your wellness 
members, and also become a guest blogger for 
local blogger celebrities, which will yield massive 
exposure. NNP = 1-12 
 
Secret #5: Have wellness members bring a 
friend to one of the 12 to 15 classes offered to 
members. At orientation encourage your new 
members to make a goal of bringing friends or 
family to class. Have energizing classes, so when 
new visitors attend, they will feel the energy and 
want to be a part of your community. Give them 
a free book, and ask them about any health 
concerns they may have. NNP = 2-8 
 
Secret #6: Build a large social media following, 
and connect with bloggers. 
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Not only do you now have a podcast, a YouTube 
channel, and a blog, you should also have a clinic 
Facebook page, Instagram account, and LinkedIn 
profile. Social media can be a great way to funnel 
people into your free events and get them 
engaged in your podcast, blog, and YouTube 
channel. You don’t need thousands of 
followers—just get started now because social 
media is here to stay. NNP = 10-20 
 
Secret #7: Track all of your leads, and constantly 
refine your strategy. Create a system of tracking 
leads on an Excel spreadsheet or through other 
software. A lead is anyone who calls, emails, or 
walks in with questions about your services. I am 
shocked at the low numbers of people who keep 
accurate records of their leads. The only way to 
automate marketing is to track every single lead. 
NNP = Lots 
 
Secret #8: Find out which patients are 
community influencers, and interview them for 
your blog or podcast. When tapping into your 
network of patients who are already raving fans, 
they will be more than happy to be showcased to 
your community for their business, but they will 
also gladly share you with the people who follow 
them. They don’t need to be a business owner or 
entrepreneur; they just need to be an influencer.  
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Make this fun, and they will send out the video to 
all of their contacts, post it on their social media 
accounts, and engage their audiences while you 
engage yours. NNP = 2-8 
 
Secret #9: Have spotless phone skills, and use 
the Black Belt Phone Script every single time! 
When I call some offices or disguise my voice and 
call my clinics, it is funny how often the most 
basic system in the office gets botched and badly 
handled, from odd pauses to uncertainty with 
the most basic requests. I know we would like to 
have everything handled with auto scheduling 
and payment processing online, but a human still 
has to sell a $6,000 product. You can generate 
100 leads per month and only schedule 10 of 
them, or you can generate 100 leads per month 
and schedule 90 appointments based on how 
well the team handles the phone calls. Make sure 
that team members pick up the phone on the 
first ring, put a smile on their faces, and have a 
can-do attitude. Watch your conversions soar! 
Don't mess this one up—it might be the 
President calling. NNP = 8,000-1 million. 
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Getting SH*! Done Right For The 
Future 
 
To grow a six-figure or seven-figure practice, you 
have to learn the art of getting new patients, 
retaining them, and generating revenue that is 
not dependent on insurance reimbursement. The 
systems can be easily implemented and are 
designed for results. This program gives you the 
A, B, Cs for your team. 
 
Most practitioners have reached a level of 
success and have plateaued or are struggling to 
get the freedom they want along with the 
income. My goal is to help you build the practice 
of your dreams and to help you design a lifestyle 
that provides more meaningful experiences. If 
you can build a healthy, thriving practice, then 
you will start to transform healthcare in 
America. We can do this together. My vision is to 
change the way healthcare is delivered in 
America by strengthening the healthcare 
profession. ("Failure is an option here. If things 
are not failing, you are not innovating enough." - 
Elon Musk) Let’s take some calculated risks and 
reinvent our lives and our practices.  
 
Both you and I learned two things in school: how 
to diagnose with very basic tests and how to 
treat. At least 120 jobs in a clinic all need to be 
done well in order for it to expand and help more 
people.  



 

59 

Finally, there is an opportunity to learn how to 
practice the ‘medicine of the future’ by 
integrating the wisdom of lifestyle-based, holistic 
medicine with cutting-edge, functional medicine. 
I am honored to be able to be a part of a 
movement that is so necessary for the health of 
the millions of great individuals who are 
suffering. Working and coaching hundreds of 
gifted healthcare practitioners fuels my 
commitment and passion to make a bigger 
difference every day, and I thank you for this 
opportunity. 
 
Make the decision to make this year your best 
year. Wake up every morning, and spend the first 
five minutes meditating, the second five minutes 
focusing on your bigger purpose and what 
provides meaning to you, and your final five 
minutes visualizing your goals and dreams. 
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How To Think Like Elon Musk To 
Create Incredible Healthcare For 
The Future 
 
You already know how to effectively diagnose 
and treat multiple chronic conditions, and you're 
an expert in your field. The challenge that you 
face is that school taught you how to diagnose 
and how to treat, yet it didn’t teach you how to 
run a wildly successful practice that allows you 
to help thousands of people and create more 
meaning in your life. That's where we come in. 
We help healthcare practitioners just like you 
find a new purpose for their practice that is not 
based on a single-fee visit. We help you create a 
program that treats the underlying cause. This 
allows for a better patient experience and a 
better experience for you, the doctor. 
 
Step One: Go to www.GoWellness.com and fill 
out your “Five Elements of Practice Success 
Questionnaire” so that you can measure how 
well you are doing and find out where you can 
go. 
 
  

http://www.gowellness.com/
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Step Two: Schedule a practice analysis with one 
of our coaches so that you can understand the 
most effective way to grow your practice, expand 
the services that you are offering your patients, 
and create better health solutions for your 
community. 
 
Step Three: Email us at info@GoWellness.com, 
and come to one of our signature training events. 
We are passionate about helping you think more 
like an entrepreneur, so you can create better 
healthcare for the future. 
 
Discover how you can think and practice 
differently to exponentially improve the impact 
you have on medicine in today’s modern world.  
 
If you would like us to help, just email us at 
info@GoWellness.com and we’ll help you get 
started right away. 
  

mailto:info@GoWellness.com
mailto:info@GoWellness.com
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