
SESSION 1



BOOTCAMP

OV E R V IE W



Overview

The Practice-Building Bootcamp is designed to help you:

 Quickly and easily launch your program

 Start generating revenue for your practice

…all in just a few weeks!



Overview

We're working together 

weekly so it's easier to 

manage, rather than doing 

everything at once.



Overview

Allow 5 weeks for 

planning, promoting + 

processing followed 

by a 4 week group 

program



Overview

During the 

bootcamp, we're going to



Overview

• Plan your program offering

• Price your program

• Set up your payment solution

• Set up your program in Well World

• Map out patient signup and payment (manual or via automation)

• Organize your sales language*

• Promote your program through email & social

• Use Well world to coach and support your patients

• Repeat process



In this session

We will:
• Go over expectations

• Plan your program offering

• Price your program

• Set up your payment solution

• Map out patient signup and payment (manual or via automation)

• Set up your program in Well World



LET’S DIVE IN



Expectations

Start where you are



Expectations

Download, copy, and 

use resources



Expectations

Progress over 

perfection



Expectations

Get version one done —

it’s better than version 

none 



WHAT DO YOU 

NE E D TO B E  

S UC C E S S F UL?



What you need to be successful

Commitment to 

completing and executing



What you need to be successful

Well World 

platform setup



What you need to be successful

Basic understanding of the 

Well World platform and 

patient app



What you need to be successful

A method for taking 

payment — preferably 

online and not cash 



What you need to be successful

Zapier — this connects 

your payment solution and 

automatically adds your 

patients to your Well 

World practice and 

assigns the right plans.



What you need to be successful

A promotion pathway 

(using email, using social, 

talking to people, 

networking, patient list, 

etc.)



EXTRAS —

nice but not 

necessary for 

success



Extras

Landing page software —

Leadpages, Clickfunnels, 

etc.



Extras

Email automation CRM 

with expensive price tag 

(i.e. Keap, Constant 

Contact, Aweber, etc.)



WHAT YOU 

DON’T NE E D



What you don’t need

• Expensive software

• Super technical knowledge

• A huge email list

• A giant social media following

• Huge budget



PLAN



Plan

Goals

What are your program 

goals?



Plan

Clients

Who is this program for? 

Where do you find them?



Plan

Pricing

How much are you 

charging?



Plan

Payment

How are you taking 

payment?



Plan

Program

When is your program 

(launch, length, end)?



Set up

Gather testimonials



Set up

List the benefits



Set up

Identify expectations of 

your program



Set up

FAQs about your program



EXERCISE 1

Exercise 1 – Goals

What are your program 

goals?



EXERCISE 1

Get out your WORKSHEET

Or use the WORKSHEET form to follow along



EXERCISE 1

What are YOUR goals? 

What do you plan to achieve by launching this program?

We want you to achieve them! 😊😊
In fact, we want you to surpass them!



EXERCISE 1

Some example goals:
• Work with X more people without adding more hours to your day

• Build a broader patient base by X number of patients

• Create a social community that grows with every group

• Add more value to your patients’ experience with you

• Sell $X in services and $X in supplements

• Launch subsequent programs after this one! (😍😍 love the forward-thinking 

on this one!)



EXERCISE 1

What are YOUR CLIENTS’ goals? 

What do you want your patients to achieve by 

participating in this program?

We want them to achieve them! 😊😊



EXERCISE 2

Who is your ideal patient?
It’s not a good idea to be all things to all people.  

Present the right offer to the people who want that from you (your 

ideal patient). Clearly define who those people are. 

The better you can imagine them and describe them in real terms —

the more focused and relevant you can be when communicating and 

promoting your offer, as well as provide them with great service. 



EXERCISE 2

Ask yourself some questions about your ideal patients:
• What do they do for work?

• Are they parents of young kids?

• Only women? Only men? 

• How would they describe themselves? 

• Where do they get their information?



EXERCISE 2

Identify your ideal patient.
You probably know most of this since you have an established 

coaching business. 

However, when moving from a recurring “evergreen” program 

(someone needs help ongoing) to one that’s finite (someone wants to 

achieve a specific goal in a specific amount of time), there may be some 

subtle differences that you need to map out.



EXERCISE 3

Find your ideal patient.
Where do you find them?

Ideally, you’re emailing to a list you already have. This sprint is a great 

program to grow that list.

What if you don’t have a list? 

Start with who you know to create your list — who you currently 

work with, your social media following, local complementary offices 

(like doctors, chiropractors, personal trainers, massage therapists). 



LET’S PUT 

“WHAT ” with 

“WHO”



EXERCISE 4

Validate your offer 1–2–3.
Combine your goals with your patients’ goals. 

This is a program that 1._____________ (goal, projected outcome) for 

2.________________ (patient type, ideal patient), so they can 

3.____________________ (benefit)

Example: This is a program that helps busy moms lose weight without 

stress, so they can feel their best even when stressed to the max.



PRO TIP

PRO TIP: Identify (or create) an ideal 5-star review 

about your service. 

W hat do you want your patients to say about the program, 

their transformation, their experience moving through your 

program? 



PRICING



Pricing

Refer to your 

completed worksheet 

for your patients’ goals, 

benefits, and features 

of your program.



Pricing

Price your program.
For many, putting a value on themselves and their time is 

difficult, but it doesn’t have to be. 

We can tell you that if you undercharge, you devalue yourself 

and your patients. Yet you don’t want to overcharge either, so 

what to do?

Remove any self-doubt and just look at the math.



Pricing

How do you know how much to charge? Math. 
Take “feelings” out of your equation and determine the fee for 

your services during the program timeframe and add in the 

supplements you’re recommending.

We advise a kit, like a Detox or Weight Loss. 



Pricing

For this group launch, we 

strongly recommend charging 

one price that INCLUDES a fee 

for your services and the cost 

of your recommended 

supplements — paid upfront.

Example:

Services for the month to include 

4 weekly coaching calls, 

supportive messages, access to 

tracking app, feedback on 

progress for a total of $329

• Supplements: $159

• Program fee: $170



Pricing

Nice to have.
You may want to offer 2 pricing levels, with different levels of 

coaching support or different supplement protocols (ie. basic 

and deluxe). 

This is not necessary for your first program. Start with just one 

price and become familiar with the basic pricing process and 

then experiment when you run a future group program.



PAYMENT 

ME T HOD



Payment method

There are a couple of things you’ll want to have in place 

to make this a smooth customer journey for your 

patients.
• A way to process online payment — this is for them and for you 

• Automation after successful payment that assigns your new 

patient the Well World app, program and supplements.



Payment method

There are many options 

for processing payments, 

including Stripe, Paypal, 

Square, as well as many 

other ecommerce 

checkouts/carts.



Payment method

You will need to choose a solution that works for you —

so you can get paid for your services and programs.
• Choose a payment solution, or use your existing 

• payment solution

• Create your program as a “product” (or SKU) inside your 

preferred payment platform, and set the total price, 

• including supplements.

K eep it simple —especially if this is new to you.



Payment method

When someone purchases your program. 
You want to make sure your payment solution sends them a purchase 

confirmation email, and that you also receive a purchase notification. 



Payment method

Your payment solution probably provides this purchase confirmation 

email automatically, but you may want to check the settings and 

customize it when you have time.

W hat happens next? 



What happens next?

After payment: 

• Your patient needs a receipt.

• You need a notification so you know you have a sale.

• Your patient needs to be added to your W ell W orld platform, 

assigned the program and plan.

• Your patient needs to download the app (if they’re new) and 

complete their setup.

• You need to order their supplements on their behalf.



What happens next?

After payment: 
• Your patient needs a receipt. (automatic via your payment processor)

• You need a notification so you know you have a sale. (likely automatic 

via your payment processor – check notification settings)

• Your patient needs to be added to your W ell W orld platform, assigned 

the program and plan. (Zapier or manual)

• Your patient needs to download the app (if they’re new) and complete 

their setup. (automatic from W ell W orld)

• You need to order their supplements on their behalf. (manual)



PERSONALIZE 

Y OUR  

P R OG R AM



Personalize your program

With a little planning you can define your program offering 

clearly and establish pricing and promotion quickly and easily.
Things that you need to consider and define:

• Working title

• Offering description

• General features — structure, timing, duration

• Client benefits

• Specific features — what’s included in detail + relevant logistics



See the Bootcamp Program Planner you completed for homework to help you construct the elements 

of your program, making it easy for you to insert these descriptions into your promotional landing 

page, emails, flyers, social media posts, and conversations with people you’d like to be in your program.

Personalize your program



Personalize your program

Set the start date for the program.
In an ideal world, give yourself a 5-week head start before the start date of 

your program so that you can maximize the time you have to market and 

promote sign-ups. 

Set your key dates:

• Launch date (open cart)

• Close cart date

• Program start date

Remember, keep your sign up and checkout process simple. 



Personalize your program

Create the program title. 
Reflect on what we did on day 

one around the benefits of your 

program and the 

transformation your patients 

will have in your program. 



Personalize your program

Begin to build your program in your Well World portal 

by choosing the nutritional plan you will use for your 

program, from the PLANS tab.



Personalize your program

• Customize the name of the plan to match your program title. 

• Set the body metrics you would like your patients to be able track in 

the app.

• Assign the supplements included with the program to the Plan 

Template found under the PLANS tab.



Personalize your program

During this stage, you also want to map out regular 

messages based on the program journey you’re 

creating for your patients. 
You can then add these 

to your plan as automated 

reminders and messages. 



Personalize your program

Personalize with automated reminders & messages.
During any transformational program, patients go through natural 

lulls and plateaus. These are great moments to add personalized 

support to your plan. 

Clients need the engagement, and there are times throughout the day 

when they could use a little more guidance and encouragement.



Personalize your program

You’re not limited to just chat. 
You can also add PDFs and videos to your plans to communicate and 

educate! 



Customize your program

Support lifestyle change automatically.
You can support your patients lifestyle changes and new habits 

without adding a ton of work to your plate - by delivering automated 

reminders and messages via the Well World app each day.  



Customize your program

Plan ahead by programming and automating these messages to save 

time without losing your personal touch. 

We recommend starting with a few key messages, so as not to 

overwhelm your patients. 

What are some good touchpoints? 



Personalize your program

Random acts of kindness — coaching with chat. 
You can deliver a very personalized experience 

for your patients by using the built-in chat 

function to send a truly personalized 

message or guidance in real time, any-

time. 



Personalize your program

Whether you are working one-on-

one or big groups, you can use chat to 

provide simple text-based coaching 

and support whenever you want to.



HOMEWORK



HOMEWORK

Complete the program 

worksheet.



HOMEWORK

Get your payment 

processing in order.



HOMEWORK

Set up your zapier 

account.



HOMEWORK

Complete the landing 

page worksheet.



HOMEWORK

Begin the email 

worksheet.



REVIEW + 

NE XT T IME



Review

We covered: 

• The bootcamp overview

• What you need to be successful

• What you don’t need

• Your goals for launching your program

• Who your program is for



Review

We covered: 

• Pricing your program

• Setting up your payment solution

• Map out patient signup and payment (manual 

or via automation)

• Set up your program in Well World



Next time

We will:

• Organize your sales language utilizing 

the webpage worksheet.

• Begin working with emails
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