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Establish and 
Grow a

Functional 
or Nutritional 

Medicine 
Practice

Tal Cohen, DAOM, MS-HNFM

What will you 
learn in the 
mini-class?

Day #1: How to establish your virtual 
practice: Simple steps to setup and 
own your telemedicine practice on a 
small budget

Day #2: FREE Ways to Get More 
Clients for Your Functional 
Medicine or Nutrition Practice

Day #3: How to Get Paid Well 
for Nutritional or Functional 
Medicine Sessions 
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Disclaimer
This workshop does not 
constitute legal advice and is 
only intended for educational 
purposes only. You should 
consult a licensed attorney

Day #1 Establish Yourself

How to establish your 
virtual practice: Simple 
steps to setup and own 

your telemedicine practice 
on a small budget

Using automation to 
save time and provide 

service to more 
patients

How to structure your 
business for clinical 

and financial success 
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Day #1 Establish Yourself

How to establish your 
virtual practice: Simple 
steps to setup and own 

your telemedicine practice 
on a small budget

Using automation to 
save time and provide 

service to more 
patients

How to structure your 
business for clinical 

and financial success 

Our Mindset 
and attitude 
determines 
success or 
failure
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“Whether you think you 
can, or you think you 
can't – you're right”
-Henry Ford

Common Theories 
in healthcare:

Patients only use 
their insurance 
and will not pay 
cash for private 
care. True or 
False?
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Common Theories 
in healthcare:

Patients will not 
pay for labs 
and/or 
supplements. 
True or False?

How many 
American 
adults are 

taking 
supplements?

A. Unknown

B. 52 percent of population

C. 75 percent of population

D. Only seniors, hypochondriacs, and 

naturopaths take vitamins
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52% of US adults report 

use of supplements in 2011–

2012
Kantor, E. D., Rehm, C. D., Du, M., White, E., & Giovannucci, E. L. 

(2016). Trends in Dietary Supplement Use among US Adults From 

1999–2012. JAMA, 316(14), 1464–1474. 

http://doi.org/10.1001/jama.2016.14403

Published survey 2017): by The Council for Responsible Nutrition

52% of US adults report 

use of supplements in 2011–

2012
Kantor, E. D., Rehm, C. D., Du, M., White, E., & Giovannucci, E. L. 

(2016). Trends in Dietary Supplement Use among US Adults From 

1999–2012. JAMA, 316(14), 1464–1474. 

http://doi.org/10.1001/jama.2016.14403

Published survey 2017): by The Council for Responsible Nutrition

7 out of 10 adults report use 

of supplements in 2017

11

12

http://doi.org/10.1001/jama.2016.14403
http://doi.org/10.1001/jama.2016.14403


8/4/2021

7

“Our regrets, our fears, they hold 
us back. We have to let them go 
so we can become what we're 

supposed to be.
-Amie Kaufman

Virtual 
Practice 
Checklist

• Establish a legal entity (S corporation, LLC, etc.)

• Choose an Electronic Medical Record (EMR) 
software

• Email software

• Professional email address

• Website

• Scheduling App

• Email automation

• Merchant Service Account/Credit Card 
Processing (Stripe.com & PayPal)

• Social media account (Facebook)

• Set up your fees and/or program/s
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Legal Entity

• Two benefits of business registry: 
• Legal protection for your assets and personal finances

• Tax benefits

• Filed with Secretary of State or similar government body 
(Recommended to consult with a lawyer to get the best legal 
advice)

• Every corporate structure has benefits and drawbacks

• Sole proprietorship: No protection to your personal assets. The 
owner is personally liable for the debts, obligations, and liabilities

• S-corporations is said to have a better proven track record of 
liability protection, but has specific Tax qualification obligations

• Limited Liability Company (LLC) offer the protection of a 
corporation with the tax benefits of a sole proprietorship

Sources: 
▪ Jones Health Law. https://www.joneshealthlaw.com/which-business-structure-

is-best-for-my-medical-practice/
▪ Wolters Kluwer Law. https://www.wolterskluwer.com/en/expert-insights/s-

corporation-advantages-and-disadvantages

“It’s not now much money you make, 
but how much money you keep”
-Robert Kiyosaki

Make sure to write off any expense that is associated with 
your business and could be legally written off:

▪ Car expenses

▪ Continue education

▪ Travels that are associated with your business

▪ Clothes

▪ Food

▪ Retirement accounts (that are set up as a business 
expense)

**Consult with a financial advisor (most accountant will not 
know or do not have time to give you this type of advice)
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Choose an Electronic Medical 
Record (EMR) software

• Cliniko.com
• Appointments

• Fully customized Health records

• Transactions

• Reporting and tracking

• Telemedicine

• SMS and Email (marketing and reminders)

• $45 per month

• Living Matrix: https://livingmatrix.com/

• Similar, but designed for Functional Medicine

• Includes health assessments (with scores) and lab tracker

• Monthly $129 + setup fee $249

Choose an Electronic Medical 
Record (EMR) software

• ScheduleOnce
• Appointments for consultation

• Set up reminders (SMS and Email):

• At time of scheduling

• Two days before email +SMS

• Three hours before (SMS + email)

• 15 minutes before

• Connect with Zoom

• Fully HIPAA compliant

• $15.00 per user, per month

17
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Preparing 
Your Clients 
to Meet with 
You
Secret #1

• The Mere Exposure Effect

• The more you see something or somebody, 
the more you like it or them. 

• This is also referred to as the familiarity 
principle. In terms of marketing, it means 
that when patients are seeing you a few 
times (rather than just once) -> They like and 
trust you more

• How can we create the ‘like and trust’ factor 
before they meet with you?

• Send them automated emails, recorded 
videos, and SMS to connect with them

Introduction
Video Script

• Introduce yourself, tell them a bit about your journey or your passion, 
and share your philosophy.

• Example: “over several years that I have been seeing patients with type 
2 diabetes I noticed that despite taking medications, many of them were 
still struggling with weight gain, fatigue, nerve pain, and digestion 
problems. 

• It was hard for me to see that many of the diabetes patients were slowly 
getting worse.

• The problem is that drugs are designed to manage conditions and 
symptoms, but if we do not address what is causing type 2 diabetes, 
many patients will continue to suffer and some will continue to get 
worse. 

• So… I looked for a different way to help my patients. In my search, I 
found Functional and Nutritional Medicine, which helps us to focus on 
what is causing and aggravating type 2 diabetes and help you to feel 
better by improving your health.

• During our educational consultation, I am going to ask you questions to 
better understand your condition, what is causing it, and what needs to 
be done to address it and to help you. If I am not the right person to 
help you, I will let you know. Hopefully, I can help you to get back to 
enjoying a healthier life with your loved-ones, family, and friends. 

• Please prepare for our conversation and have a pen and paper to take 
notes

• I look forward to meeting with you!
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At Time of 
Scheduling
Email Part I

• I want to introduce myself. My name is [your name] and I am [your 
position… Functional medicine provider/coach] at [Name of your 
practice]. I want to take a second to say hello and welcome you to my 
practice.

• As someone who has [seen many patients suffer from health problems 
or suffered from chronic health problems], I know how hard it may be. 
Our mission is to help people who suffer from [insert the chronic 
conditions you are going to address, e.g., diabetes, nerve pain, and 
chronic conditions] to regain their health, feel better, and enjoy life. 

• I will be speaking from [how much experience… e.g.,16 years of 
experience] in healthcare, I know this is going to be an absolute game-
changer for anybody with [condition… diabetes and nerve] pain no 
matter what stage you're in.

• Here's what you can expect from us…

• We will send you a text and email reminder about your appointment
so you won’t miss it. The consultation is educational and I promise to 
provide you with valuable information and resources. 

• Second, I will be sending you a few recommendations and tips to help 
you to feel better and address chronic conditions without drugs or 
surgery.

• Sounds fair? :-)

At Time of 
Scheduling

Email Part II

Here's what you need to do now to get started…

• STEP 1:

• Make sure to mark the date and time of the appointment on 
your calendar. We have a limited number of spots, so you don't 
want to take a spot of somebody else who is in need. The 
educational consultation is the first step to addressing your health 
concerns. You will learn how our program and therapy work, the 
cost of the therapy, and what to do next. 

• STEP #2:

• I recommend having a pen and paper ready for your 
appointment. The purpose of the appointment is to provide you 
with the resources and information you won’t get anywhere else. 
Please set aside time and invite your spouse as well. 

• You'll receive notifications about your appointment 

• STEP #3:

• Watch the video on the following page to make sure that you 
get familiar with our method. Here is the link: [link to Vimeo or 
YouTube]

• Thank you, Tal Cohen
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Preparing 
Your Clients 
to Meet with 
You
Secret #2

• The first universal Principle of Influence is 
Reciprocity (Dr. Robert Cialdini's Seven Principles of 
Persuasion)

• In social situations, we tend to pay back what we 
received from others. In other words, if somebody 
does you a favor, you’re more likely to return a favor 
to him.

• How can you offer or give something valuable to 
your (potential) clients before you meet with them?

• You can send them a digital copy of the cookbook, 
share a healthy recipe (e.g., super antioxidant 
smoothy), or an app that can help them (e.g., 
Google free apps for sleep or relaxation)

24 hours after
A gift

Hello [contact.first_name],

I am writing you this email because I wanted to share this information about 
type 2 diabetes and neuropathy with you.

Diabetes is one of the leading causes of heart diseases and deaths in our 
country. Nerve pain, which many diabetic patients develop can rob you of 
enjoyable activities or time with your family. 

Medications could be helpful in managing chronic conditions, however, 
unfortunately, most medications do not address the cause of the diseases and 
many medications have side effects that could accumulate over time. 

For that reason, I take a different approach to addressing diabetes type 2. 

I work with my patients towards making simple and meaningful changes that 
can help them to reduce their symptoms and feel better by addressing what 
causes their symptoms and conditions instead of masking it with drugs.

There are many factors that we are going to cover. One of them is nutrition 
and lifestyle.

Over the years, I found that food can also increase inflammation and pain and 
worsen diabetes. For that reason, I wanted to share with you my Healthy 
Cookbook and 30 Days Meal Plan as a gift. 

Click here to Enjoy many healthy and simple to make recipes: [link]

Best of health,

[Your name]
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Preparing 
Your Clients 
to Meet with 
You
Secret #3

• Their support member!

• According to a survey by TD Bank (1,749 U.S. 
individuals across age groups and relationship 
status), “70 percent of couples share decisions 
around large-scale purchases”

• Many patients involve their spouse (or other 
support member) before committing to a long-term 
relationship that cost money

• If you do not include the spouse, at the end of the 
consultation (when you talk about prices of your 
evaluation and treatment) - you might hear: “Thank 
you so much. It sounds great, but I need to talk to 
my spouse first.”

• Ask them when they schedule their appointment 
and before the appointment.

1 to 3 Hours 
Before

Hello [contact.first_name],

This is [your name] from A [name of practice]. I wanted to ask 
if you have any specific questions about type 2 diabetes and 
treatment options?

If you do, please write them down so we can go over them
together.

During our educational consultation, we will focus on 
understanding what has cause you to suffer from type 2 
diabetes and what factors may be aggravating your condition 
that other doctors have not talked about.

Please prepare a pen and paper and have your spouse or 
support member available to join us. Although I recommend
it, if you do not have a support member, don’t worry. We will 
go over everything together.

I am looking forward to talking to you at [time of 
appointment].

[Your name]
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Email 
automation

• Send your SMS and emails from 
ScheduleOnce (both before and after 
your consultation with them)

• Other services that are HIPAA-compliant 
email 

• Hushmail.com Provides secure emails, 
web forms, patient signatures for 
$20/mo

• Virtru.com allows you to have end-to-
end encrypt for Gmail and Microsoft 
emails and attachments. Free to 
download and use.

• Paubox.com email service $20/mo and 
email marketing campaign is $99/mo

Your Website
• Wix.com is the simplest Drag-and-Drop website builder. 
• Register for a free account to build your website and switch to paid account 

when it is ready to remove the ads.
• Use ready templets to add your information and pictures
• Combo plan cost $14/mo to remove the ads and provide you with a free 

domain for 1 Year (your URL or link to the website)
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Website Checklist

• Have your or your business name on top

• Focus on the patient’s goals with the picture and the text (not on 
yourself)

• Have a clear call to action button (such as Start Your Journey, Click 
Here to Call Us)

• Have your phone number visible on top right

• Have a clear and short ‘About Me’ section (include your story in 
ONE paragraph, your education/certifications, and your hobbies)

Website 
Checklist

• Are you offering a free 15 minutes consultation or a 
discovery call?

• Include two or three success stories (picture, benefits or 
what they achieved by working with you in one or two 
sentences, their first name, city and state) *Make sure to 
get their consent.

• Note: if you are just starting, you can ask your first few clients 
to help you with a short feedback or work with a few friends for 
free in return to their feedback as testimonial on the website.  
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Website 
Checklist

• Offer a gift in return to their name and email, such 
as the Healthy Cookbook & 30-Day Meal Plan we 
gave you -> connect it to an email service software 
to send them the book in the first email, followed by 
more emails to stay in touch

• If you charge under $65 per session, putting your 
fees on the website might help. If it is more 
expensive, it is better for them to talk to you first, 
explain what they are going through, and than hear 
if it would be a good fit (‘Discovery Call’)

Website 
Checklist

• Add pictures of you with another person (sitting in front of 
each other and talking) or a short video to introduce yourself

• Schedule a call button -> The simplest way to schedule a call 
with you. 

• Connect a software such as ScheduleOnce

• Always have an email and a phone
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How to 
structure 
your business 
for clinical 
and financial 
success 

Registered for consultation 
(Availability: Within 2 days and no 

more than 7 days)

Introduction emails to connect 
with them and increase 

engagement

Consultation (listen to their story, 
talk about two primary concerns, 

recommend an evaluation to 
better understand their health 

concerns and triggers of diseases, 
are they a good fit for me?)

Patient fills out the Functional(or 
Nutritional) Medicine survey

Evaluation session (gather 
information, discuss objections, 

talk to support member, increase 
commitment, provide 

recommendations for labs and 
other tests)

Treatment and Guidance 
(recommendation, discuss 

objections, set the expectations, 
give 2 to 4 recommendations)

Follow up (get feedback and adjust 
recommendations, add 

supplements and/or one simple 
nutritional or lifestyle change) 

“We should strive to 
welcome change 
and challenges, 
because they are 
what help us grow”

-H.G. Wells
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Establish and 
Grow a

Functional 
or Nutritional 

Medicine 
Practice

Tal Cohen, DAOM, MS-HNFM
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