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W E L C O M E  

CONGRATULATIONS ON BECOMING A 

 HEALTH CONSULTANT! 

Nowadays, with the increase in busy lifestyle, family 

pressure and everyday stress can lead to chronic diseases, 

how do we meet body’s nutritional requirements to help us 

stay and live healthily and longer? 

It has never been a more crucial time to achieve Optimal 

Health. Optimal Health means the best level of health you 

can achieve in terms of lifestyle factors, genetic 

composition and heritage.  

It has never been a more crucial time to achieve Optimal 

Health. Optimal Health means the best level of health you 

can achieve in terms of lifestyle factors, genetic 

composition and heritage.  

We believe that everyone can achieve their optimal Health 

by proactively living and maintaining a lifestyle that reduces 

the risk of chronic diseases and their underlying causes – 

especially those are hereditary.  

There is no two individual live to same age with the 

different lifestyle and genetic factors, but the earlier we  

 

 

know the specific needs for the body and create the 

foundations for a healthier future lifestyle, the better the 

quality of life we will experience. Now is the time to take the 

first step to make the necessary changes for your health for a 

better future with Nutriway®. 

Nutriway® has helped people find their way to optimal 

health for over 80 year experience in vitamin research and 

production and it is the world’s number 1 selling brand of 

vitamins and dietary supplements. It is known for the only 

global vitamin and dietary supplement brand to grow, 

harvest and process plants on their own certified organic 

farms.  

Nutriway® has more than 100 scientists, chemist, botanists, 

microbiologists, pharmacists, dieticians and nutritionists 

works together to create the best supplement possible.  

Let’s make a start to a great journey of help others achieve 

their optimal health with the best of nature best of science 

vitamin and dietary supplements.  

 

HEALTH TRENDS 

 

 

VIS ION 

 

 

VIS ION 

 
 

VIS ION 

 

 

VIS ION 

 
 

VIS ION 
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T H E S E  N O T E S  W I L L  H E L P  Y O U  T O  U N D E R S T A N D  A N D  B E  A B L E  T O  I M P L E M E N T  T H E  I D E A S  A N D  

T E C H N I Q U E S  T H A T  H A V E  P R O V E N  S U C C E S S F U L .  

 

T R A I N I N G  I S  R E G U L A R L Y  A V A I L A B L E  A N D  I S  E S S E N T I A L  T O  Y O U R  S U C C E S S .    

Y O U R  O P P O R T U N I T Y  W I T H I N  T H I S  M E T H O D  I S  A S  B I G  A S  Y O U  C A N  D R E A M !   

 

R E M E M B E R  T O  A T T E N D  E V E R Y  T R A I N I N G  S E S S I O N  A V A I L A B L E  T H A T  Y O U  C A N ,   

T O  H E L P  Y O U  L E A R N  A N D  G R O W N .  

R e ad  t h r ou g h  t h i s  g u i de  a n d  w o r k  c l o se ly  wi t h  y ou r  c o ac h  an d  

s u p p o rt  t e a m .  

PREPARE 

 
 

STRENGHTS 

 

 

STRENGHTS 

 
 

STRENGHTS 

 

 

STRENGHTS 

 
 

STRENGHTS 

 

 

STRENGHTS 

 
 

STRENGHTS 

 
 

STRENGHTS 
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S 
 
 

S 

Get tooled up by checking off the list of things you needs in the tools section.  
TOOL  UP 

T 
 
 

W 
 
 

W 
 
 

W 
 
 

W 

Practice with your coach and support team and watch a consultation to build your 

confidence. Use resources such as e-learnings, audios, videos and also ask for access 

to your coach and support team for learning opportunities. 

L EARN 

 

 

OPPORTUNITIES  

 
 

OPPORTUNITIES  

 

 

OPPORTUNITIES  

 
 

OPPORTUNITIES  

 
 

OPPORTUNITIES  

 
 

L 
 

 

O 
 
 

O 
 
 

O 

Follow the script section as a guide to book in your in health consultation 

appointments. Do 4x lots of training sessions with your coach/support team –  

this will help you gain experience.  

Re-evaluate how you are going with your coach. Always strive for improvement. 

B OOK 

 
 

THREATS 

 
 

THREATS 

 
 

THREATS 

 
 

THREATS 

B 
 
 

T 
 
 

T 

S T E P S  T O  S U C C E S S  

Have Fun and get REWARDED for sharing the business opportunity and products. 
HAVE FUN SHARING!  

 

 

OPPORTUNITIES  

 
 

OPPORTUNITIES  
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EARNING POTENTIAL -  PROFITS  

B U S I N E S S  P L A N  
I t  i s  n at u r a l  f o r  a  n e w c o n s u l t a nt  t o  fo c u s  on  s e l l in g  a nd  re f e r ra l s .  

 

H o w e v e r ,  y ou r  he a l t h  c a re  bu s i ne s s  ac t s  as  a  b us i ne s s  wi t h i n  a  b u s i n e s s ,  a n d  

b y  i n t r o d uc in g  t h e  i nc re d ib l e  he a l t h  c a r e  an d  sc ie nc e ,  wh i l s t  e d uc a t i ng  an d  

e m p o we r i ng  o t h e r s ,  y o u  o pe n  y o u r  w o r ld  t o  a  t ot a l l y  n e w g r o u p o f  p r o s pe c t s  

a n d  p e r ha p s  e v e n  ha v e  s om e on e  c o m e  i nt o  p a r t n e r sh i p  w i t h .  

 

D u p l i c a t e  y o u r se l f  a nd  w at c h  y o ur  bu s i ne s s  s o a r .  
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EARNING POTENTIAL -  DUPLICATION  

You do y our 20 heal th assessm ents per m onth = $4816.00 PROFITS  

 

F ind, Teach & Train 9 others to do the sam e,  

Therefore,  9 earning  $4816.00 per m onth,  

You earn 27% (Ruby ) Bonus = $14, 405.00 

PLUS y our $4 816.00 PROFITS  for the m onth  

 

Grand Total  Income for the m onth =  $ 19,221.00 

B U S I N E S S  P L A N  
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MONTH BY WEEK  

HOURS 
PER 

WEEK 

HA 
PER 

WEEK 

WEEK 
1 

WEEK 
2 

WEEK 
3 

WEEK 
4 

TOTAL 
HOURS 
MONTH 

TOTAL 
HA 

MONTH 

TOTAL 
PV IN 

MONTH 

TOTAL 
RETAIL 

$ 

RETAIL 
PROFITS 

$ + 
BONUS 

7.5 5 570PV 

$3440 

570PV 

$3440 

570PV 

$3440 

570PV 

$3440 

30 20 2280PV $13,760 $5883 

6 4 456PV 

$2672 

456PV 

$2672 

456PV 

$2672 

456PV 

$2672 

24 16 1824PV $10,688 $4381 

4.5 3 342PV 

$2064 

342PV 

$2064 

342PV 

$2064 

342PV 

$2064 

18 12 1368PV $8256 $3370 

3 2 228PV 

$1376 

228PV 

$1376 

228PV 

$1376 

228PV 

$1376 

12 8 912PV $5504 $2140 

1.5 1 114PV 

$688 

114PV 

$688 

114PV 

$688 

114PV 

$688 

6 4 456PV $2752 $1070 

 

*HA = Health Assessment 

*NOTE: Figures depicted in chart are average only 

 

 

 

 

 

 

 

 

 

 

E A R N I N G  P O T E N T I A L  
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T O O L S  &  R E S O U R C E S  
Recommended tools to begin your Health Care Business.  

HEALTH  

MACHINE  

HEALTHCARE  

KIT  

ESSENTIAL 

ITEMS 

Speak with your coach for 

options on how to purchase one 

 

 

Lorem ipsum dolor consectetur 

adipiscing elit. 

 
 

Lorem ipsum dolor consectetur 

adipiscing elit. 

 
 

Lorem ipsum dolor consectetur 

adipiscing elit. 

 
 

Lorem ipsum dolor consectetur 

adipiscing elit. 

 
 

Lorem ipsum dolor consectetur 

adipiscing elit. 

 
 

Double X (with tray) 

Omega-3 Fish Oil 

Concentrated Fruit & Vegetable 

Probiotic 

Soft Tape Measure 

(Body measurements) 

Measuring Tape (hard) 

(Height measurement) 

Folders with forms & guides 

-  Profile Form 
-  Body Measurement form 

Invoice Books 

Chewable Fibre Blend 

Carb-Blocker 

Trim Choice 

Protein Bars  

(different flavours) 

All Plant Protein Powder  

(with scoop) 

Meal Replacement Shakes 

(Vanilla & Chocolate Flavours) 

Camera - 

to take photos (front & side) 
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It is also recommended to have “Boot Stock” 

– items that you take with you to 

appointments for prospective clients.  
Boot sales are stock that you have with you. 

There is an 80% drop in sales if products are 

not on hand to give to clients. This means 

the products are readily available to clients, 

which will stop ‘buyer’s remorse’ and the 

cancellation of orders. 

 
 

GENERAL HEALTH  

 

 

SARAH JESSICA  

 
 

SARAH JESSICA  

 

 

SARAH JESSICA  

 
 

SARAH JESSICA  

 
 

SARAH JESSICA  

 
 

SARAH JESSICA  

 

 

SARAH JESSICA  

 

 

SARAH JESSICA  

Double-X 

Concentrated Fruit & Vegetable  

Daily Vitamins 
 

Project Manager 

 
 

Project Manager 

 
 

Project Manager 

 
 

Project Manager 

 
 

Project Manager 

 
 

Project Manager 

 

 

Project Manager 

 
 

Project Manager 

 

GUT HEALTH  

Probiotic 

Fibre Blend 

 
 

Creative Designer 

 

 

Creative Designer 

 
 

Creative Designer 

 
 

Creative Designer 

 
 

B O O T  S T O C K  

T I P S  

8 WEEK PRODUCTS ( E x a m p l e s )  

Milk Thistle & Dandelion 

Vitamin C 

Glucosamine 

Rhodiola 

Snacks and edibles 

Energy drinks 

 

 

Creative Designer 

 
 

Creative Designer 

 

Carb-Blocker 

Trim Choice 

Protein Bars 

Protein Powder / Meal Replacement Shakes 

 

 

 

Project Manager 

 
 

Project Manager 

 
 

Project Manager 

 
 

Project Manager 

 

 

Project Manager 

 

 

Project Manager 

WEIGHT MANAGEMENT  
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HOW? 
Get a diary!  

Get a diary and decide when you are going to build 

your business.  Control your booking times and 

plan ahead. Organisation is key!  

SET A GOAL  

Don’t let the public control you. 

Be decisive and work around 

your schedule: “..I am available 

Tuesday or Wednesday evening. 

Which would you prefer?” 

OR 

“I am only available on 

weekends.” 

Set a goal to make 5 bookings in 

your diary for the first two 

weeks.  This will give you 

momentum and prove you with 

experience and more 

opportunities to get referrals. 

This is a proven working system 

which will work for you too. 

Make contact with each person 

on referral lists by phone. 

Ensure that you are prepared 

and know what to say (see 

scripts section) 

Vivamus nec est molestie risus 

viverra malesuada. Quisque varius, 

nunc non eleifend rhoncus, sem 

tortor molestie lectus, et mattis odio 

tortor imperdiet sapien. Donec 

semper sed dui sit amet mollis. 

Vestibulum feugiat tellus. 

 

 

Vivamus nec est molestie risus 

viverra malesuada. Quisque varius, 

nunc non eleifend rhoncus, sem 

tortor molestie lectus, et mattis odio 

tortor imperdiet sapien. Donec 

semper sed dui sit amet mollis. 

Vestibulum feugiat tellus. 

 

 

Vivamus nec est molestie risus 

viverra malesuada. Quisque varius, 

nunc non eleifend rhoncus, sem 

tortor molestie lectus, et mattis odio 

tortor imperdiet sapien. Donec 

semper sed dui sit amet mollis. 

Vestibulum feugiat tellus. 

 

 

Vivamus nec est molestie risus 

viverra malesuada. Quisque varius, 

nunc non eleifend rhoncus, sem 

tortor molestie lectus, et mattis odio 

tortor imperdiet sapien. Donec 

semper sed dui sit amet mollis. 

Vestibulum feugiat tellus. 

 

 

Vivamus nec est molestie risus 

viverra malesuada. Quisque varius, 

nunc non eleifend rhoncus, sem 

tortor molestie lectus, et mattis odio 

tortor imperdiet sapien. Donec 

semper sed dui sit amet mollis. 

Vestibulum feugiat tellus. 

 

 

Vivamus nec est molestie risus 

B O O K I N G  A P P O I N T M E N T S  

WHO? 
         Make a list of people you know, from         

    all facets of your life.  You can divide the    

           list into two or three categories to get ou 

started: “Hot”, “Warm” & “Cool” 

 

Think along the lines of:  

Family & friends, neighbours, work, sporting groups, 

children’s school or playgroups, hairdressers, 

beauticians, gym instructor, nail technicians, local 

shop keepers, husbands work place, church, social 

groups, etc. 

STAY IN 

CONTROL 

STICK TO THE 

SYSTEM 
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H E A L T H  A S S E S S M E N T  

CONDUCTING THE HEAL TH ASSESSMENT  

CONFIRM  

 
 

WEEK  

 
 

WEEK  

 

 

WEEK  

 
 

WEEK  

 
 

WEEK  

 
 

WEEK  

 
 

WEEK  

 

 

WEEK  

 
 

WEEK  

1 
 
 

1 
 

 

1 
 
 

1 
 

 

1 
 

 

1 
 
 

•  A l wa ys  co n f i r m  th e  a p po i n tm e nt  

•  N ev er  a ss u me  –  d o n ’t  wa st e  y ou r  t i m e  

•  “ H i  __ __ _,  i t ’ s  __ __ __ _ .  

I ’ m loo k i ng  fo r wa rd  to  me e t in g  y o u  f o r  y o u r h ea lt h  

a sse ssm en t  to mo r ro w  a t  3p m ,  a t  1 2 3  A BC  S t r ee t ,  Su bu rb .  

I s  th at  c o r re ct ? ”  

•  T h i s  c a n be  do n e v i a  te xt  or  p h o ne  ca l l  

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

BRING & PREPARE  2 
 
 

1 
 
 

1 
 
 

1 
 
 

1 

•  E n s ur e  y ou  l o o k  pr of es s i o n al  a n d s ma rt  

•  B r in g  y o u r  he al t h  m a c hi n e,  b o o t  s t o c k ,  ac c e ss or y  ba g  ( w it h  

k i t  a nd  e xt ra s ) ,  e ss en t ia l  i te ms ,  d ia ry  & fo l d er  wi t h f o r ms  

•  R e m e mb er  t o  a ls o  b r i ng  y o ur  ch arg e d p ho n e  wi t h c a mer a ,  

t o  ta ke  p h o t os  of  c l i e nt ’s  f r o n t  a nd  s i de  v ie w s  

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

ARRIVE  3 
 
 

1 
 

 

1 
 
 

•  A sk  wh er e  t he  k i t c he n  t a bl e/ be n c h is ,  w it h  2 c h ai rs  

•  A sk  c l ie n t  t o g e t  a  pe n  t o  f i l l  i n  pr of i le  –   

( t h i s  en c o ur ag es  c l ie n t  pa rt i c ip a t i o n)  

•  B r in g  o u t  th e  c l ie n t  pr of i le  f or m a n d s ay :  

“ I f  y o u  wo uld  f i l l  th is  fo r m out  an d  te l l  m e  an  ou t l in e  o f  

y o u r cu r r en t  h ea lt h  s ta tu s… th en  w e can  a na l y s i s  y o u r bo dy  

w i th  the  h ea lt h  mac h i ne  and  c om me nc e th e  hea l th  

a sse ssm en t .”  

•  I t  i s  i m p or ta n t  t o us e  y ou r  t i m e w is e l y  –  s e t  u p y o ur  

m a t er ia ls  wh i le  t h e  c l i en t  i s  f i l l i ng  o u t  th e  pr of i l e  

•  T r y  t o n o t  le t  t he  c l ie n t  w ai t  f or  y ou  

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 
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CLIENT PROFILE  4 
 
 

1 
 
 

1 
 
 

1 
 

 

1 
 
 

1 
 
 

1 

•  R u n  t h ro u gh  t h e  c l i e nt  pr of i l e  

•  T h i s  as s i s t s  us  ho w  t o  be st  m ove  f or w ar d w i th  c l i en ts  

n e e ds  –  w ei gh  g a i n ,  l oss  or  m a in t a i n i ng  a  he a lt hy  l i f es ty le  

•  N ev er  a ss u me  a n d a lw ay s  as k  q ue st i o ns  to  b es t  u n der t a nd  

t h e  c l ie n t ’s  he al t h  s t a t us  

•  T h i s  i s  j us t  a n ov erv ie w  a n d a  g oo d  ch a nc e  to  g et  t h e  c l i e nt  

t h i nk i ng  a b o ut  t h e i r  he a lt h  

•  T h e  he al t h m a ch i ne  wi l l  r ev ea l  sp e ci f i c  pr o b le ms  are as  

 

•  K ey  qu es t io n s  –   

o  H o w o f t en  do  y ou  ex e r c is e  and  t he  i nt ens i ty ?  

o  H o w d o  y o u  g o  w it h  d is c i p l in ing  y ou r se l f  w i th  

c on t ro l l ing  fo od ?  

o  H o w a r e  y ou  in  t he  a r ea  o f  bo we l  mo v eme nt s ?  

o  W ha t a r e  y ou  con su min g  in  t e rm s  o f  s uga r  an d  

c a rbo hy d ra t es ?  

 
 

 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

IMPORTANT LESSON!  6 
 
 

1 
 
 

1 

•  “ T h e m o st  i m p or t an t  l ess o n  y o u c an  le arn  t o da y  i s  t h at …  

•  E x er c is e  -  s h o ul d  b e  a  p ar t  of  l i f e  –  1 5- 30 m i n u te s  a  d ay  t o 

s t ar t  w it h  a n d b u i l d  o n  i t  as  y o u g o  

•  E a t i ng  h ea l th y  –  i f  y ou  g o  o n  a  pr ogr a m a n d  n o t  ex er c is e  

a n d  e at i ng  h ea l t hy  –  t he n t he re  i s  n o p o in t  

•  C l i e nt ’s  g o al  i s  t o  f o l l o w  t h ro ug h  on  e very t hi ng  

r e c o m me n de d t o ga i n  t he  re s ul ts  

•  6 0  d ay  c o m m it m e nt ,  t he n  re v i e w pr og re ss  

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

CONDUCTING THE HEAL TH ASSESSMENT  

NUTRIWAY 90 SECOND TALK  5 
 

 

1 
 
 

1 
 
 

1 

•  “ J us t  a  l i t t l e  b ut  ab ou t  Nu t r i way ® … ”  
•  R ef er  t o  H ea l th  A sse ss m en t  –  CO NS U L TAN T  Vi d e o  

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, ve l 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 
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RUN THROUGH EACH PRODUCT  7 
 
 

1 
 
 

1 
 
 

1 
 

 

1 
 
 

1 
 

 

1 

•  R ef e r  to  H ea lt h  Ass ess me nt  –  C O NS UL T AN T  Vi deo  
-  o n  h o w t o u se  o f  ea c h pr o d u c t  an d  be ne f i t s  

•  E x p la i n  h o w t o t ak e  s u p p le me n ts  -  w i t h f i r s t  m o u t hf ul  of  

f o o d  
 

 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 
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•  M a c h in e re a di ng  n ee d s  t o be  o n a  t i le  or  h ar d w o o d f l o or  

•  I t  wi l l  n ot  g ive  a  r ea d i ng  i f  p l ac e  o n  v in y l  or  ca rp e t  

•  T h e  he al t h m a ch i ne  wi l l  a l s o n ot  s c a n age s  1 4  a n d b el o w  

 

•  R ef e r  to  H ea lt h  Ass ess me nt  –  C O NS UL T AN T  Vi deo   
–  o n h o w t o us e  h ea l th  ma c h i ne  a n d se tt i n g  u p  
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•  R ef er  t o  A p pe n di x  –  t o  ex p an d  on  e a c h re a d in g  
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•  R ef e r  to  H ea lt h  Ass ess me nt  –  C L I EN T  Vi de o  
-  F o r  s pe c i f i c  pr o du c ts  th a t  w o ul d  b e nef i t  y o ur  c l ie n t  

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Praesent ac tincidunt lacus, vel 

commodo neque. Nam vitae leo quis purus sodales dictum non et nisl. n ornare, justo eu 

molestie blandit 

 

 

CONDUCTING THE HEAL TH ASSESSMENT  



 

13 

 

HEALTH CONSULTANT GUIDE 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

CLOSING THE SALE  11 
 
 

1 
 
 

1 
 
 

1 
 

 

1 
 
 

1 
 
 

1 

•  T h e  c l o se  t h at  w ork s  be st  i s  as  f o l l o ws .  Th i s  i s  wh er e  w e 

e x pe t  t he  c l ie n t  t o k no w  w ha t  t he y  ne e d b e ca us e  t he  

p r o d u ct  s e l l s  t h e mse lv es  a n d t he  he al t h m a c h i ne  h as  

p r ov e n a nd  c on f i r me d t hi s  t o t he m  

•  L a y  o u t  t hre e  o p t i o ns  m ov in g  f o rw ar d ,  so m e t hi ng  l i ke  t h is  

–  

•  “ T he r e  a re  t h re e  op t io ns  to  c hoos e  f rom  –   

•  O p t ion  1  –  You  pay  s t ra igh t  a way ,  u pf ront .  So me  do ,  so me  

d on’ t ”  

•  O p t ion  2  –  You  l ea v e  a  d epo s i t ,  an d  p ay  t he  r ema in ing  

b a la nc e  in  2  we ek s  f o r  exa mp le .  

•  O p t ion  3  –  Wh at  m os t  c l ie nt ’s  op t  fo r  i s  p ay i ng  th e  h ea l th  

p r od u ct s  o f f  in  t he  fo r m o f  a  l ay by  sy s tem .   

W i th  th is  op t i on ,  y o u  can  sp l i t  y ou r  pay m en t  in to  2,  3  o r  4  

p ay m en ts .”  

•  W ha te v e r o pt ion  y ou  d ec id e,  y ou  g et  y our  he a l th  p rod uc ts  

t oda y !  O kay ,  s o  a l l  I  n ee d  to  kno w  i s  wh at  o pt ion  su i ts  y ou  

b es t  –  1 ,  2  o r  3 ? ”  

•  * *W a it ,  s mi le ,  d on ’t  s ay  a  t h i ng. **  
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•  “ W hi l e  I  p ac k  u p (a n d/ or  ge t  y ou r  pr o d uc t s ) ,  I  w o u ld  r ea l l y  

a p p re c ia te  i f  y o u  f i l l  i n  t h is  f ee d ba c k  se ct i o n o n  y o ur  

p r of i le  a b o ut  ho w  y o ur  he al t h  ass es s me nt  w en t  t o da y .”  

•  D i d y o u  l ea rn  a n yt h in g  ne w  t o d ay ? ”  ( T h ey  wi l l  a l w ays  s ay  

Y E S ! )  

•  “ D o yo u  k n o w a ny o ne  e ls e  t ha t  w o ul d  be  i n ter es te d  i n  

b e i ng  e du c a te d a b o ut  t h e i r  he a lt h ? ”  
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P L E ASE  N O TE  T H A T  T HE  AB O V E  P A YM E N T  P L A N  I S  N O T  A N 

A M W A Y  P A YM E N T  P L A N  B U T  A  P E R S O N AL  P L A N  S E T O U T B Y 

T H E  C O N S UL T A N T A N T  
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•  I f  c l i e nt purc hase d on  the day,  g ra b the  produc ts from 

boot  s tock  a nd g o  throug h wi th c l ie nt  on  how to  use  
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•  Book  i n 3  day  f o l l ow up phone ca l l  

•  Book  i n 8  wee k rev ie w c onsul ta ti on  

 

•  Onc e i n the ca r,  rem em be r to  se nd c l ie nt  the   

-  “ Hea l th C onsu l ta t i on –  C l i e nt”  v i de o to  e nsure they  

a re usi ng  the  produc ts c orrec t ly  

-  Onl i ne  ex e rc i se v i de os ,  tha t i s  e a si ly  ac c e ssa bl e  

-  S ug ge ste d  re ci pe  i dea s  
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BEFORE AND AFTER PHOTOS  

•  Ta ke  a  f ront a nd  si de  photo of  c l ie nt ’s  f ul l  body  

•  P r i nt off  a nd a tta c h to c l ie nt  prof i le  form –  to c om pare 

a t  the  8 we ek re v i ew  
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• Let the client know that you will call them in 3 days time, to 
see how they are going with the health care recipe and if they 
are using the products correctly 

• If they did not give you any referrals at the appointment, this 
is a good time to ask again, especially if they are happy with 
the results!  

• Make sure to give the client time to ask any questions and 
clarify anything about the process that they are unsure of. 

Always be transparent!    

 

 

 

 

 

• Make contact with the client and confirm the  
appointment prior to the date  

• Ask them if they have any questions or concerns and address them  

• Reassess them on the health machine for the follow up appointment   
• Recommend any additional products that they did not purchase at the first 

appointment and possible adjust their recipe by switching products if 
needed 

• Ensure that you comment on the progress and how the health products are 
working for them – make everything a positive  

• Replenish all products that they have completely used    

• Make sure to book in another follow up appointment for 8 weeks time    

• This appointment is much faster than the first... the first appointment was an 

investment of time for the shorter appointments that will inevitably follow.    
• If someone is overweight, the implementing Glucosamine – to assist with joint 

pain 

 

 

FOLLOW UP  

3 DAY FOLLOW U P PHONE CALL  

8  WEEK FOLLOW U P APPOINTMENT  
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6  Q U I C K  T I P S  F O R  

S U C C E S S !  

TIP  

1 
 
 

1 
 
 

1 
 
 

1 
 
 

1 
 
 

1 

START RIGHT 

ESTABLISH GOOD INVITES – 
the Health Machine is the 
reason why people want to 
see you!  
 

TIP  

4  

 

2 
 
 

2 
 

 

2 
 
 

2 
 

 

2 
 

KNOW HOW TO CLOSE 

Work towards a smooth and 
easy close each time 

 

TIP  

2 
 
 

3 
 
 

3 
 
 

3 
 
 

3 

REFERRALS  

This should get easier as you  
go. Be clear with what you 
say and the process you 
follow  
 

TIP  

 

5 
 
 

4 
 
 

4 
 
 

4 
 
 

4 

PAPERWORK  

Simple and quick. Keep 
good records so the person 
knows you are professional 
and that you value them as 
a client  

 
TIP  

3 
 
 

5 
 
 

5 
 
 

5 

BOOT STOCK 

Boot stock will allow you to 
take money and make sales  
up front  
 

TIP  

6 
 
 

6 
 
 

6 
 
 

6 

FOCUS ON PERSON  

Person-centred 
consultations make 
everyone interested in what 
you’re doing and what they 
see.  Tailor the appointment 
to them – use the client 
profile to find out their 
health concerns.  Give 
compliments, say what you 
see and make everything a 
positive experience. 
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Me:  Hello is that (name on referral sheet)?  

Client:  Yes 

Me:  Hi, how are you?  
My name is ______ and we don’t know one another but (name of client you did a health 

assessment on) passed your name and number to me. Can we talk for a quick minute?  

Client:  Yes 

Me:  (Name of client you did a health assessment  on) thought it would be lovely for yourself to receive a 
health assessment.  Did he/she mention it?  

Client:  No  

Me:  That’s ok he/she may have wanted it to be a nice surprise. Should I explain briefly how it works?  

Client:  Yes 

Me:  Great! Should I explain briefly how it works?  

Client:  Sure  

Me:  The health assessment gets done in the comfort of your home.  
I come to you, I spend about an hour and 10 mins with you and I bring along a health machine. 
What it does is basically analyse your body inside and also your body age.  Then we educate you on 
how to either loss weight, gain weight or maintain a healthy lifestyle. No cost involved.  
Sorry I haven’t got your suburb?  

Client:  Boronia 

OR 

Me:  Is your suburb (insert suburb here)?  

Client:  Yes 

Me:  I can do a health assessment during the week, during the day or at night and also on the weekends. 
What’s good for you? (Have your diary ready)  

Me:  (make appointment time, date and address)  
I will see you then (go over time, date and address). Thank you and have a great day.  

 

S C R IPT S  
CALL ING TO BOOK A F IRS T APPOINTMENT  
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1) If a person doesn’t purchase, then you are not coming back 
 
2) Simply move onto the next person, so that you fill your diary with good 

quality 2
nd 

appointments   
 

3) Follow a recipe of success – the client is buying what you are offering &   
recommending 
 

4) Practice and get really good at referrals phone calls   
 

5) What you know about NUTRIWAY® needs to be communicated in a succinct 
way (1- 3 mins only) – your appointments are about the assessment and what 
they can expect 
 
6) Enthusiasm is contagious – share your faith in the machine and what it’s done 

for you   

 
7) It’s all about correct product usage and consistency – there are no miracles 

here! Clients will see results when they form good health care habits   
 
8) Show the client you care – follow up with them and make sure they are on 
track. Tell them you will be checking their progress and products at the next 
appointment. Leave them a recipe so they know what to do and when to do it! 
 

9) Dress like an elegant professional   
 

10) Put your heart into what you are doing – positive sincerity means you will be 
comfortable with each other and generate trust 
 
11) Belief transfers from person to person – trust the results and talk only of 

benefits to the person    
 
12) Always confirm a health assessment before you go – keep it short and 

assumptive    

G O L D E N  RUL E S  
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13)  Don’t park in the driveway    

14)  Text if you are running late – be courteous & considerate    

15)  Use the kitchen or dining table   

16)  Always think about the next appointment – let the client know what 

products will be introduced at the follow up    

18)  From second appointment onwards, it’s about repeat sales and individual 
needs. Over time, you will up-skill in this area via experience, and be able to 

tailor your service to their specific needs    

19)   Do not get overwhelmed – Start with the basics. 

20) Always value your own time, as well as the client’s time. Keep things simple 

and don’t run over time   

21) Follow the formula -> Active income = retail dollars = duplicatable 

profitability   

22) Remember: This process works! Have faith and see the results.  

 

 

 

 

 

 

 

 

 

G O L D E N  RUL E S  
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A P P E N D I X  
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HEALTH CARE BY PEOPLE WHO CARE. 


