
A STRONGER BUSINESS  •  A HEALTHIER TOMORROW

THE
WELLNESS
BUSINESS

GROWTH GUIDE
7 STRATEGIES

To Become More Valuable to the Clients You Already Have

PRACTICAL STRATEGIES FOR
ANY WELLNESS BUSINESS

MORE VALUE. STRONGER CLIENTS. A BRIGHTER FUTURE.
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THE WELLNESS INDUSTRY HAS CHANGED

Your clients aren't thinking about wellness in categories anymore.
They aren't separating fitness from hormones, recovery from sleep, weight

management from nutrition, or skincare from healthy aging.

They're thinking:

“I WANT TO FEEL BETTER.”

This creates an enormous opportunity for wellness businesses.

You don't necessarily need more services. You need to become more
valuable to the clients you already have.
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STRATEGY #1

Stop Thinking More Clients. Start
Thinking More Value.

Most businesses think growth means:

More followers → More leads → More clients → More revenue

But there's another path:

Existing clients → More value → More solutions → Stronger relationship → More revenue

Ask yourself:

What happens when my client needs something I don't provide?

Do they leave my ecosystem entirely? Or have I built trusted resources around

them?

3



STRATEGY #2

Map Your Client's Wellness Journey
Don't build your business around what you sell. Build it around what your client

needs next.

For example, a client may start with one goal, but their journey often looks like this:

Weight → Strength → Nutrition → Hormones

Sleep → Recovery → Confidence → Longevity

One client. Multiple needs.

Where can your business add value along that journey?
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STRATEGY #3

Build Your Wellness Ecosystem
You don't have to provide every solution. You can provide it, refer it, partner for it,

educate around it, or connect them to it.

YOUR
BUSINESS

MOVE
Fitness • Mobility
Physical Therapy

FUEL
Nutrition • Supplements

Metabolic Health

AGE WELL
Skincare • Healthy Aging

Preventative Wellness

OPTIMIZE
Hormones • Weight

Management • Longevity

FEEL
Mental Wellness

Stress • Confidence

RECOVER
Sleep • Recovery
Pain Management

Become the connection to everything.
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STRATEGY #4

Create a Partnership Strategy
Some of the best growth opportunities already exist outside your business.

Solve a client problem

Improve the client experience

Increase retention

Increase trust

Create referrals

Create revenue

Instead of asking “What else can I sell?”

Ask “Who could I partner with that makes my business more valuable to my
client?”
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STRATEGY #5

Turn Education Into a Growth Strategy
Wellness consumers are overwhelmed with information. That gives you an

opportunity to become the trusted resource.

WORKSHOPS SOCIAL MEDIA EVENTS

Instead of constantly saying “Buy this.”

Start saying “Let us help you understand this.”

EDUCATION BUILDS AUTHORITY.

AUTHORITY BUILDS TRUST.

TRUST DRIVES BUSINESS.
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STRATEGY #6

Create Revenue Without More Overhead
Growth doesn't always require another treatment room, employee, or piece of

equipment.

Partnerships Affiliate Programs Educational Events Digital Resources

Memberships Product
Partnerships

Corporate Wellness Referral
Relationships

A better question: “How can I create more value for my client in a way that also creates

revenue for my business?”
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STRATEGY #7

Give People a Reason to Choose YOU
If the only thing separating your business from the competition is your core service,

you're easier to replace than you think.

“We don’t just provide a service. We help connect our clients with trusted
resources for their entire wellness journey.”

Your competitive advantage becomes:

Relationships Resources Education Experience Community

Your core service may be replicable. The ecosystem you build is much harder to

replicate.
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THE 15-MINUTE BUSINESS AUDIT
Take a few minutes to reflect on your business.

1
What is your primary service?

2
Who is your ideal client?

3
What are five other needs your clients have?

4
Which of those needs send clients elsewhere?

5
Could you provide it, partner for it, refer it, educate around it, or monetize the
connection?

6
Choose one opportunity to explore in the next 30 days.
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WELLNESS OPPORTUNITY SCORECARD
Rate your business from 1-5 in each area.

We understand what our clients need beyond our core service. 1   2   3   4   5

We have trusted partners/resources for those needs. 1   2   3   4   5

We regularly educate our clients. 1   2   3   4   5

We have additional revenue streams beyond our core service. 1   2   3   4   5

Our business has a clear differentiator. 1   2   3   4   5

We actively create strategic partnerships. 1   2   3   4   5

Clients see us as a wellness resource, not just a service provider. 1   2   3   4   5

TOTAL: __________ / 35

Look at your lowest-scoring areas. Those are your biggest opportunities.
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YOUR 30-DAY ACTION PLAN

WEEK 1

LISTEN

Ask your clients what
they need. What

questions do they
ask?

WEEK 2

CONNECT

Identify 3-5
businesses or

resources that could
solve those needs.

WEEK 3

CREATE

Choose one new
resource, partnership

or educational
offering.

WEEK 4

COMMUNICATE

Tell your clients about
it through social

media, email, signage
and events.

START SMALL. BUILD INTENTIONALLY.

CREATE LASTING IMPACT.
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NOW LOOK AT THE GAPS
DIFFERENTLY

What if your business could connect clients with additional wellness solutions
without:

Hiring another provider Adding treatment rooms

Carrying inventory Becoming a medical practice

Managing prescriptions Taking on significant new overhead

This is exactly why partnership-based wellness models are becoming so valuable for

small businesses.
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ONE WAY TO PUT THIS STRATEGY INTO
ACTION

EllieMD
WELLNESS • MORE POSSIBLE

EllieMD is a nationwide telehealth wellness company that partners with qualified businesses

to provide access to additional wellness solutions without the need to build the medical

infrastructure themselves.

EXPANDS

Solutions you can offer your
clients

CREATES

A new revenue opportunity for
your business

ENHANCES

Value and retention for your
clients

Clinical eligibility and treatment decisions remain with licensed medical providers.
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YOUR WELLNESS OPPORTUNITY MAP

Want to see what this could look like inside your business?
Get a complimentary, personalized Wellness Opportunity Map.

Identify gaps in your current ecosystem

Explore partnership opportunities

See potential revenue streams

Determine if an EllieMD partnership is the right fit for your business

SEND “OPPORTUNITY” TO THE PERSON WHO SHARED THIS GUIDE
WITH YOU.

Tell them what type of wellness business you own.
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MORE
VALUE.

HEALTHIER
CLIENTS.

A BRIGHTER
FUTURE.

SEND “OPPORTUNITY”

TO THE PERSON WHO SHARED

THIS GUIDE WITH YOU.

Tell them what type of wellness business you own.
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