D .N
L
COMMUNICATING
D .N
B YOUR VALUE
with Dr. Jennifer Rozenhart

(866) 802-4476

The following is an actual transcript of the ChiroSecure Live Event Empowering Women In Chiropractic.
We do our best to make sure the transcript is as accurate as possible, however, it may contain spelling or
grammatical errors. If you have any questions about the transcript or would like to request any transcripts
from our previous shows, feel free to contact us at 866-802-4476.
Also note, opinions expressed during these shows are not necessarily those of ChiroSecure. ChiroSecure
makes no claims and accepts no responsibility for the legality or enforceability of the contents of this
document. It is your responsibility to make sure that the any recommendations by the hosts or their
guests are solely theirs and it is your responsibility to make sure your office and staff is in compliance with
your state board rules and regulations, and any and all other governing boards, national organizations on
the state and federal level you must comply with.

Click the image below to visit the Empowering Women In Chiropractic Archive

Announcer:

Welcome, to Chirosecure's Empowering Women in Chiroprac9c. The Facebook
Live Show for successful women, by successful, proving once again, women
make it happen. Join us each week as we bring you the best in business growth,
prac9ce management, social media marke9ng, networking, leadership and lots
more. If it's about women in prac9ce in business, you'll hear it here. Now join
today's host, Dr. Nicole Lindsey as she talks overhead, debt and crea9ng other
sorts of income. Now, here's Dr. Nicole.

Dr. Lindsey:

Happy new year. Welcome to Empowering Women in Chiroprac9c where we
empower women, men, students, seasoned veterans and everybody in
between. I'm your host today, Dr. Nicole Lindsey and today, I have a very special
guest. She's a friend, she's a colleague, she's a chiropractor that you deﬁnitely
want to know, Dr. Jennifer Rozenhart. Welcome to the show. Are you ready to
empower?

Dr. Rozenhart:

I am totally ready. Thank you so much for having me. I really appreciate it Nicole.

Dr. Lindsey:

Awesome. Perfect. Before we jump in I just want to take a minute and thank
Chirosecure. What an awesome, awesome company. Not only do they keep us
safe and secure from our prac9ce needs and everything else but they're puQng
great content and informa9on like this out for chiropractors and everybody that
wants to con9nue learning. Give them some likes, give them some hearts and
make sure you go back and watch some of these shows because if not, you're
missing out on a lot of great content. We want to also encourage you to interact
during these shows.
Put some comments down, we'll get back to you. If you have some ques9ons, let
us know that you're here. Show us some love. Give us some hearts, give us some
likes. Just interact with us. Dr. Jennifer, she is a partner of Clothes for Chiro who
is one of the top chiroprac9c companies that we have. Also, they help
healthcare prac99oners redeﬁne their communica9on about chiroprac9c and
what they do so that they can help you dras9cally enhance your boTom line.
This is great informa9on and Dr. Jennifer, she has helped hundreds of thousands
of doctors all over the world.
She travels, she lectures, she's also in full-9me prac9ce, she's a wife and a
mother. Dr. Jennifer, ﬁll in the gaps there, give us any informa9on that you want
to add about your personal life, professional life, just ﬁll in the gaps there for us.

Dr. Rozenhart:

Thanks so much Nicole. I really appreciate being on with you today. We're going
to have fun. We're going to drop some good informa9on and some good content
as well, for your listeners. Some of the gaps. Let's see, I grew up in Canada. We
were just talking about this deep freeze that's happening right now. I grew up in
Canada and moved to California to start my chiroprac9c educa9on at Palmer
West and I've been in prac9ce about 20 years now and I have been in all phases
of life; a star9ng out prac99oner, a student, an independent contractor, I owned
my own prac9ce. Got married, got divorced. Had a baby. Was a single mom for a
long 9me. Yeah, have been through many phases of prac9ce and loving, loving
where I am now.

It's taken some 9me to get there. That's part of the journey though. I think as
women, the more we share our journeys, the more we share our ups and our
downs, the beTer it is for everybody so I'm looking forward to sharing today.
Dr. Lindsey:

I couldn't agree more with you. It seems like being authen9c is in more than
anything. You are that. You are deﬁnitely that so I'm excited for you to be here
and to share more of you and what you do.

Dr. Rozenhart:

Well thanks. Thank you.

Dr. Lindsey:

What got you into chiroprac9c?

Dr. Rozenhart:

Oh my gosh. My story. A lot of people have these big bang miracle stories about
how they got into chiroprac9c and mine was a very slow introduc9on I would
say. My dad's closest friend, Dr. Brian Red Path in Edmonton, Alberta, love him,
growing up, was my dad's closest friend so chiroprac9c was always around me
and then, when I got into University, I was in sciences and I was like, "What am I
going to do with this?" I quickly ﬁgured out, "I'm going to be stuck in the lab
working with experiments. I don't want to do this. I want to be in healthcare." I
knew I didn't want to be wri9ng prescrip9ons.
I knew I didn't want to be a surgeon. I just knew there's got to be something else
out there. The light bulb moment. One day I had something wrong. Short story,
one of the popular summer jobs in Canada is to go and plant seedling trees and
so, we would go out and get dropped in these forests in the middle of Bri9sh
Columbia, literally dropped in with a helicopter in the middle of nowhere and
we'd have to carry these huge backpacks full of seedlings and plant them.

Dr. Lindsey:

Got self excited.

Dr. Rozenhart:

got a liTle self excited, a liTle. When I got back, I went to see them and it was
just like, that was my light bulb moment, was like, "Oh my gosh, this is amazing. I
can work for myself. I can be an entrepreneur," which was a big driver for me. I
can work in healthcare, I can actually use my hands to actually put on people
and really drive true healing and so, from that point on I was like, "Where do I
go? How do I get there? How am I going to make this happen?" That's how I
came to become a chiropractor.

Dr. Lindsey:

Awesome. Thank God for that journey right?

Dr. Rozenhart:

I know. Totally.

Dr. Lindsey:

I want to talk about Clothes for Chiro. There are quite a few coaching companies
out there that help chiro's from a business standpoint so tell me, what makes
Clothes for Chiro diﬀerent? What is your exper9se?

Dr. Rozenhart:

Well, I think the biggest thing that makes us diﬀerent is that we are really, really,
really, really excellent at one thing. We don't pretend to be the jack of all trades
and we can help you with styling and marke9ng and this and that and that.
We're really, really good, I will say, the best at teaching people how to
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communicate their value and how to do a proper day one, day two. That is really
where our exper9se lies because a lot of docs think they have a new pa9ent
problem.
Most of the 9me, it's not a marke9ng problem, it's a conversion problem in the
oﬃce where they actually don't know what to do or how to build a system
where they get consistent results and consistent growth and that is really where
our exper9se lies. Driving people in, great, get that, keep your marke9ng going. I
know you do a great job with some marke9ng stuﬀ with MDs but, once they're
there, how do you convert them into pa9ents and into saying yes to your care
easily?
That's the key is, easily. That's really where our niche is and what we train our
doctors how to do eﬀec9vely.
Dr. Lindsey:

That's really important, that value that word right now, again, authen9city, that's
trending. We as chiropractors, and I talk about this with MD Marke9ng, we tend
to devalue ourselves and we need that as chiropractors. We need as much help
as we can get to bring our value up and to realize that what we oﬀer in our
hands, can't really put a price on it.

Dr. Rozenhart:

100% agree. Invaluable. Invaluable. We get beat up a lot as chiropractors. You
have to have a really thick skin to be in this profession at all. Not only do you
have to have a thick skin but you have to learn how to communicate that value
to the person across from you but not in our values, in what is important to
them. I think that's where we miss the boat a lot as well, as chiropractors is that
we want to just let them know everything we know about chiroprac9c and it's
going to change your life and all of that and it really might not be the most
important thing to them.
We have to ﬁgure out what is important to them and ﬁgure out how we can help
them get what they want. That's how we have to communicate chiroprac9c and
that's what we teach, that's speciﬁcally what we teach.

Dr. Lindsey:

Okay. We shouldn't be running in cartwheels and ﬂips and going into the new
pa9ent consulta9on ....

Dr. Rozenhart:

Well, you know ...

Dr. Lindsey:

Shoving it down their throats, is that what you say?

Dr. Rozenhart:

Yeah. Yeah. Watch the videos. Read the green books. You got to do all this before
you come in. I like philosophy and it's for us as chiropractors. Listen, there's
chiropractors out there that don't have strong philosophies. We cannot expect
our pa9ents to convert to espousing the virtues of chiroprac9c in the ﬁrst visitor.
It's not reasonable and it's not what's going to get them to say yes to your
recommenda9ons.
They came to you to solve a problem so yes, we need to be in the perspec9ve of
who's across from us and ﬁgure out what they want and how we can get them
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so yeah, cartwheels, not necessary. Excitement and emo9on driven prac9ces are
very 9ring and that's what I ﬁnd from a lot of chiro's who've been in prac9ce a
while is that they get burnt out because they constantly have to pump
themselves up to get to the oﬃce to see people and it doesn't have to be that
way.
Dr. Lindsey:

So, so very true. Now, let's talk about money a liTle bit because this is another
important topic for chiropractors. We tend not to want to talk about money or
sales. That's a four leTer bad word or ... how many leTers is that? I don't know.
We had a talk about it. A lot of chiropractors, they don't talk about money in
their oﬃce. In fact, they pawn it oﬀ on their CAs and their oﬃce managers and
then they wonder why their collec9ons are low and why they can't make it in
prac9ce.
You probably see this in Facebook groups and stuﬀ. Their pa9ents are saying, "I
can't aﬀord care." "It's too expensive." "Can you do it for less doc?" Right?

Dr. Rozenhart:

Yes. So many issues there.

Dr. Lindsey:

You say it's not a price problem, what is the problem?

Dr. Rozenhart:

It is never a price problem. It is never ever a price problem. If people are saying
no to your recommenda9ons, whatever they are, you have not shown them that
you're the solu9on to the problem. You have not shown them that your care is
worth enough for them to part with their money. We've all bought things that
we didn't plan on buying. We have all spent beyond our budget. We're all
consumers ﬁrst in this life. To think that somebody's saying no to your care
because it's too expensive or they weren't planning on it is an excuse.
It's that you actually did not provide the value to them. It's that you did not
show them how your care is going to get them what they want whether that is
simply to get out of pain ... they're not coming for pain relief by the way but
that's something that we teach in our master class too. Whether it's to play with
their kids again, whether it's to complete that 5k, your job is to show them that
you're the vehicle that's going to help them get there. There are some speciﬁc
communica9on techniques that are required to bring people to that point where
they see you as the solu9on.
When you talk about money and you talk about chiropractors talking about
money, it's a charged topic. It really is. We cannot be afraid to talk about it. We
cannot pawn ﬁnancial decisions oﬀ on our CA. The reason docs do that is, again,
we've never been taught how to communicate that eﬀec9vely and we put too
much emphasis on it. It's like the least important part of our day one, day two
process. The money part is easy but you have to own that as a doctor. You have
to really own the value of your own care and realize what you're giving people.
Once you do that, I think it becomes much easier but there is a deﬁnite system
to follow to get to that point where the money part is a no brainer. I know
you've been trained in this way so you can vouch for it, it's a no brainer. By the
9me you get there, they're like, "Oh, that's it? Okay. Here." That's how it should

Chiropractor Malpractice Insurance Dr. Nicole Lindsey 3

Page !4 of 11
!

be. If you're struggling with money, it is not the money, it is not your pricing. It's
everything before that. It is all the steps that led up to that moment where you
actually tell them how much your care's going to cost. It's fun. It's actually my
favorite part. There's so many weird mental games people play with money and
cost and determining our value but chiropractors especially, we've got a ways to
go and that's why I love talking about it and love teaching and training other
docs about our system and how to do it eﬀec9vely.
Yeah, once you ﬁgure it out, once you learn how to do it, you're not afraid of it.
In fact, you don't want to pawn that oﬀ on your staﬀ, you want to do everything
else. You want to pawn everything else oﬀ on them because now you know that
that's what drives the numbers in your prac9ce and you get really good at it and
I know for me personally, I've been through your training and one of the things I
was struggling ... just a short liTle story for me, I kept thinking, "Maybe I need a
new degree. Maybe I need a new adjus9ng ensurement. Maybe there's another
technique."
I was just burnt out, bored, spinning my wheels. I wasn't making the income that
I felt I deserved to be making and coming to Clothes for Chiro and learning the
steps, did so much for me ﬁnancially number one but number two, it helped
bring back the fun too, in the prac9ce, which was important.
Dr. Lindsey:

Totally.

Dr. Rozenhart:

That's the other thing. We talk about chiropractors being in poverty mindset a
lot. Being like, "Oh, got this poverty mindset." Well, how do you change the
mindset is, you ﬁrst get out of poverty and then you can start to change and
enjoy life and it does decrease stress on the prac99oner and it brings the fun
back. I mean, I don't know about you but I didn't go to chiroprac9c college to
dread going to work every day or to have the stress of thinking, "Oh God, am I
going to make payroll? Maybe I should let my staﬀ go because I'm not going to
be able to ..." I mean, it's a miserable existence, it really is.
Like you, I had moments, very low in chiroprac9c. I was in chiroprac9cs for 16
years before I actually learned this system myself and I mean, I had prac9ced
with my sister. Thank God, she's like my angel. We love prac9cing together. We
were doing well. I was a single mom. We live here in Silicon Valley, which is one
of the most expensive places in the country to live but I wasn't thriving. I wasn't
like, "Oh, let me take my son on this great vaca9on," and doing all of those
things.
It was like, "Oh, okay." We were always like, well, collec9ons are good and
whatever but like you, I knew that there was a beTer way. There had to be more
but chiro's are so, "Oh, bright, shiny object. Maybe it's that. Oh, I got to do that."
Right? We're notorious for doing this and we fall vic9m to marke9ng, really, of
whatever that shiny object is but we've got to come back to the basics. We have
to come back to the basics of chiro's looking at their prac9ces as businesses.

Dr. Lindsey:

And themselves, right?
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Dr. Rozenhart:

And themselves, absolutely.

Dr. Lindsey:

Thinking that value.

Dr. Rozenhart:

Thinking, "What can I do?"

Dr. Lindsey:

Exactly. You were talking about making pa9ents want what you have and
learning that value. How do you suggest chiropractors do that? How can
somebody up their game to make a pa9ent siQng in front of them, actually want
the care and value it more?

Dr. Rozenhart:

Well, there are so, so many steps to that. I mean, that's really what we teach
people at Master Class is how they can want what you have and what you're
oﬀering but it does involve a series of steps of bringing people through this
process of knowing that you're the solu9on from their perspec9ve. There's a lot
of steps that we teach from, knowing when to be quiet, knowing when to not
say anything.

Dr. Lindsey:

That's the hardest part.

Dr. Rozenhart:

Yeah, isn't it?

Dr. Lindsey:

It was for me.

Dr. Rozenhart:

yeah. Okay, now is not your 9me to talk, shh. Be quiet. You've got to zip it. Those
things are simple. We teach you exactly what to say but we also teach you when
not to talk and when not to say anything so that your pa9ent will be more apt to
ﬁll in the blanks because you are not overwhelming them. There's many ways to
have that person across from you just say, "Yeah." It's a system. It doesn't just
happen but building value for them is the cri9cal component.

Dr. Lindsey:

Absolutely. Got it. That's an inside joke.

Dr. Rozenhart:

Yeah.

Dr. Lindsey:

If there are chiropractors that are listening to this right now that are struggling,
not having fun in prac9ce, that are having a hard 9me paying their overhead and
not conver9ng the number of pa9ents that are coming in that they should be.
They're seeing 20 new pa9ents and only 10 of them are becoming new pa9ents,
what do these chiropractors, what do they need to know that could dras9cally
change their boTom line? What could make them want to prac9ce again?

Dr. Rozenhart:

I would say, deﬁnitely connect with us online. I mean, honestly, the Facebook
Lives we do every two weeks, they're Tuesday nights, give a lot of informa9on
on what you can do un9l you get to a Master Class. First, they have to look at
themselves. You got to take 100% responsibility for what's going on in your
prac9ce and then get online with us. Connect with us through Facebook Lives.
Send us a private message and learn the skills that you don't know because I'll
tell you, the 50% close rate that you said, 20 people coming in, 10 people
conver9ng, that's about the average for our profession but once you're trained,

Chiropractor Malpractice Insurance Dr. Nicole Lindsey 3

Page !6 of 11
!

we're seeing that number if you do our system badly, up to 75% but if you do it
well, it's above 90.
You don't have to do any more expending of energy and 9me and money in
marke9ng. That's a huge 9me suck for people is, "Got to drive more people in."
How about if you just learn some skills to learn how, systema9cally, know what
to do with them once they get to your oﬃce? You don't have to put any more
9me and money into the marke9ng branch of your prac9ce. Just up your skills.
We're not taught this stuﬀ. We're not taught it and I really think it should be part
of mandatory curriculum for students but currently, it's not so now we're doing
it online so we can get people to learn these skills.
Dr. Lindsey:

Exactly. That's what this is all about. Chirosecure was kind enough to put this
together so that we can start sharing this valuable informa9on so that we can all
become more prosperous, proﬁtable and have healthy prac9ces and keep
chiroprac9c on the map. If we don't start giving more value as a chiropractor, in
what we do, we're not going to be here. We'll get swallowed up. Yeah. I'm all for
what you're doing. I think it's awesome and I think yeah, it should be mandatory,
every chiropractor should do it.
Take me through the process of a chiropractor connec9ng with Clothes for Chiro.
What does it look like when they meet you?

Dr. Rozenhart:

Most people meet us online ﬁrst, through one of our lives or a private message
and then, we'll get you all set up for our Master Class. They'll meet us, they'll
come in. Our two-day class is intense and it's a lot of fun. We break it up so that
they get step-by-step-by-step exactly what to do but we break it up and we
prac9ce it because we're notorious for going to seminars and being all jazzed up
and woo and then we get back on Monday and we're like, "Oh, that was cool
and I think I'll just do A, B, and C out of A-Z."

Dr. Lindsey:

If that. If that.

Dr. Rozenhart:

If that. Right. That would be great conversion from the seminar, yeah. This is not
a seminar. It's, you're going to come, you're going to get the skills that you need.
You're going to prac9ce it there so that, when you get back on Monday, you can
use it. You can jump in, you can use it right away and that's what most of our
docs do. They jump in and that's really the only way to do it because picking and
choosing ... this is a system and do all steps. It's an intense weekend but it is
easy to implement. You don't have to overhaul your whole prac9ce, which is the
other thing that I love is that, this works for everybody.
These are techniques that work for everybody, regardless of the type of prac9ce
you have. If you have a small prac9ce or a large prac9ce or a diﬀerent technique,
these are systems that work across the board for every type of doctor. There is
no right or wrong, it's whatever you want to create but we want to teach you
how to be more aﬀec9ve at whatever you want to create.
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Dr. Lindsey:

That's great. It is. There's all walks of life in that group, in Clothes for Chiro. We
can all learn from each other too, which is important. I want to switch gears a
liTle bit and I want to talk about you, a liTle personally.

Dr. Rozenhart:

Sure.

Dr. Lindsey:

I think that gives us a liTle insight into being a female chiropractor, just being an
entrepreneur in general, male/female, it doesn't maTer. I want you to think
about your lowest moment in chiroprac9c and take us to that. I don't want to be
a downer but I feel that we can learn from these things. Take us all to that
moment in 9me and tell us that story of your lowest moment.

Dr. Rozenhart:

I think my lowest moment was probably just before I found this training. I was
looking at what else can I do? Would I be good at something else? I don't know
if this is right for me anymore. I like it. I love chiroprac9c and I love puQng my
hands on people but, I'm not, like you said earlier, I'm not earning what I feel like
I deserve and I put a lot of 9me and money and energy and eﬀort and passion
and love into my pa9ents, into my prac9ce and, is this it? Is this as good as it
gets?
I'm really good at what I do and I know that so, okay. I actually did start looking
at other things I could do. Ul9mately, it came down to, I love what I do. I
absolutely love it and I need to follow and learn from other people who are
doing it beTer than I am. We can get into that compe99ve space, not only as
women but as chiro's in general but deﬁnitely as women, where we are
compe99ve and we judge and we look at other people and we think, "Oh,
they're beTer than me."
You have to get out of that head space if you want to grow. Who can I learn
from? Who else is doing beTer than me? Ul9mately, I cam e to the realiza9on, I
loved what I did and I just had to ﬁgure out how to do it beTer.

Dr. Lindsey:

You did.

Dr. Rozenhart:

I did.

Dr. Lindsey:

My next ques9on is, what is that ah-ha moment for you? What is that and what
was your take away?

Dr. Rozenhart:

Man, when I ﬁrst went to Master Class, I was all in, 100% in thinking, "Okay, I'm
going to do this. Someone told me this was a great system. I've seen results in
other people's prac9ces. I'm going to do it. I'm all in." My sister and I, we do
everything I mean, we're interchangeable in our prac9ce, which is great so we
don't have to be on the same page. I'll never forget. She's like, "Are you sure? Is
this another shiny object?" "I'm sure. We're doing this. I signed us up." She's like,
"You signed us up?" I'm like, "I signed us up, yeah. I did."
We went and I think the biggest ah-ha moment for me was about three or four
weeks aker we came back and it was not just the revenue diﬀerence. It wasn't
just looking at the boTom line, which had signiﬁcantly improved, but it was the

Chiropractor Malpractice Insurance Dr. Nicole Lindsey 3

Page !8 of 11
!

ease and the fun I was having again. That was like, wow. All I had to do was
invest these two days, learn a diﬀerent system, give me some freedom, give me
some ease and prac9ce is fun again. It was amazing. It was really, really good.
Dr. Lindsey:

I just get chills thinking about how many chiro's that might even be listening
right now. I mean, if you're listening right now and you're feeling that way, that
you're burnt out and you're struggling, comment. Let us know. Let us know if
you have ques9ons but that is sad to know that so many chiropractors do jump
ship and leave because they don't get the help that they need.

Dr. Rozenhart:

Oh, they do.

Dr. Lindsey:

Thank God you did. What is your favorite part now, of empowering other
chiropractors, because you do?

Dr. Rozenhart:

Well, the transforma9on Nicole. The transforma9on and seeing people go from
the struggle to, "I bought my ﬁrst house. I'm taking my family on vaca9on."
Honestly, everybody is concerned about what's in it for me? We all love
chiroprac9c, we all love what we do. We all want to see it be number one in
healthcare. Ul9mately, our doctors need to see what's in it for them. Why do
they want to succeed? To see this transforma9on is absolutely the best thing. I
love it. I talked to a doctor last week who's ﬁling bankruptcy. He's only six years
out of prac9ce.
I said, "Hey, before they take your credit cards, you should come to Master Class
and put it on that credit card." He did and I'm super excited to see. I said, "Next
year, next holiday is going to be totally diﬀerent for you." He's like, "I believe
you." I'm like, "Good. Good." Just to see the transforma9on in docs' lives, I
mean, we're doing great things. We deserve it. We deserve it.

Dr. Lindsey:

That leads me to another ques9on I wanted to ask you is ... or, I'd like to hear a
story. I've heard tons of them but for our listeners so that they know that it can
happen, what is the rags to riches of a client, of a chiropractor that you've been
able to help, that you've seen go through this transforma9on. Without giving us
the name of the chiro of course.

Dr. Rozenhart:

I will not give any names. There are lots. I mean, there are lots. I think one of the
ones that strikes me the most is an amazing chiropractor who'd been in prac9ce
for over 40 years and was close to closing doors. I mean, this doctor is a master
adjuster, amazing at his crak and was very close to shuQng things down. It
doesn't maTer how good your skills are. If you cannot actually communicate the
value of what you do to somebody else, it doesn't maTer. You don't have a
business or a prac9ce anymore and that's what was happening.
Just this year or just the end of that last year he posted, "Yeah, it was a preTy
good year. I socked away another 100k in my account this year." Like, wow. Okay.
Awesome. Who doesn't want that? I mean, these are the types of
transforma9ons that happen rou9nely once people learn what to do. That's the
best part for me. Hearing that was like you just, goosebumps like man, that's
freedom, freedom.
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Dr. Lindsey:

Empowering.

Dr. Rozenhart:

Yeah and empowering. Yeah. Absolutely.

Dr. Lindsey:

We deserve it as chiropractors, don't we?

Dr. Rozenhart:

Yes.

Dr. Lindsey:

I mean, give us some hearts. Give us some thumbs up. We deserve to make
money. We deserve to be wealthy. We deserve all of this goodness. Love, fun
and freedom.

Dr. Rozenhart:

Absolutely.

Dr. Lindsey:

I love what you're doing. Can you give us a piece of par9ng advice before we end
here, for our listeners?

Dr. Rozenhart:

Par9ng advice would be to take a serious look at your prac9ce. If you look at
your stats, watch where you're struggling and for most people, it is a conversion
problem. It isn't an actual closing problem and to reach out for help. There are
resources out there. Connect with us, connect with us online. Connect with us
through Facebook Lives. Send me a private message. I'm happy to chat with you
online or oﬄine about how we can help but take a real, good, hard look at your
stats.
That's where you're going to ﬁgure out where things are going sideways and
don't bury your head in the sand. Things don't get beTer unless you actually
take ac9on and do something about it. They're not going to get beTer by you
just kicking back so do something.

Dr. Lindsey:

Yes. Awesome. I appreciate it. How can chiropractors ﬁnd you? You said they can
private message you. Do you have a seminar coming up or any Facebook Live?

Dr. Rozenhart:

Absolutely. Our Facebook Lives are every second Tuesday night. Our page on
Facebook is Clothes for Chiro on Facebook.com. We do have a website,
clothesforchiro.com. Our Facebook Lives are great. Our next Master Class is
February 23rd, 24th, in Chicago. Who doesn't love Chicago in February? It's
going to be beau9ful. People can reach out to us for that. I do have, if you want
to private message me, I do have a code that will be good for 24 hours that will
be good for some discount too. If you're interested in coming to that, please do
message me and I'm happy to share that.

Dr. Lindsey:

Awesome. Thank you so much for being here with us.

Dr. Rozenhart:

My pleasure. Thanks for having me.

Dr. Lindsey:

Great. I am Dr. Nicole Lindsey and thank you for joining us today. You've been
empowered by our guest, Dr. Jennifer Rozenhart, I hope. I hope you enjoyed it.
Give us some love, some thumbs up. Our next show is next week at 1:00 P.M.,
Dr. Randy Ross where she's going to be sharing her impact, exposure and
systems. You don't want to miss it. Text the code or the word women, W-O-M-E-

Chiropractor Malpractice Insurance Dr. Nicole Lindsey 3

Page !10 of 11
!

N to the number 48056574 to get the transcripts to this show. Thank you so
much for joining us.
Announcer:

Join us each week as we bring you the best in business growth, prac9ce
management, social media marke9ng, networking and leadership and lots more.
If it's about women in prac9ce and business, you'll hear it here. We hope you
enjoyed this week's Facebook Live event. Please like us on Facebook, comment
and share. We look forward to seeing all of you next week for another episode
of Empowering Women in Chiroprac9c. Now, go ahead and hit the share buTon
and tell your friends and colleagues about the show. Thank you for watching.
Have a beau9ful day. This has been a Chirosecure produc9on.
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