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Blessed is the man, 
who having nothing to say,
abstains from giving wordy
evidence of the fact.”

-George Eliot
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Circa 1926

Welcome to your 
New Beginning  
October 2, 2021

“Blessed is the man, who having nothing to say, 
abstains from giving wordy evidence of the fact.”

-George Eliot
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Today is about you becoming exceptionally more likable
and magically more memorable!!!

Enjoy the journey.

WHY You Want to Be Exceptionally More Likable 
and Magically More Memorable

• Contemporary research shows happy people tend to be more productive, more creative, more connected 
and more likable.

• The more likable someone is, the easier it is for them to attract great things into their lives, great new 
patients into their clinics and more people gravitate toward them and stay with them.

• Being likable is a skill that anybody can develop in order to propel their abundance. 

• At the end of the day, the quality of your life depends not only on what you do but also on what others do. 
No matter how smart you are, how many degrees you hold, or how hard you work, other people’s decisions 
will affect the likelihood of you getting what you want. 

• For instance, you might love the natural drugless corrective healing effects of Chiropractic Corrective Care, 
but if the potential patients don’t like you, they won’t stay, pay, get well and refer others. 

• The effects of being likable will spread to all areas of your life, just like the effects of not being likable.

• “You can have everything in life you want, if you just help other people get what they want.” Zig Ziglar
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We tend to seek happiness when happiness is a choice. 
YOUR CHOICE!!!

Success never leads to happiness!!!
(I’ll be happy when)

Happiness always leads to success!!!

Happiness always leads to 
SUCCESS!!!
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I Choose Happiness!!!

I Choose Happiness!!!

I Choose Happiness!!!

I Choose Happiness!!!

I Choose Happiness!!!

How to Become Exceptionally More Likable 
and Magically More Memorable

• Express enthusiasm when meeting everyone every time.
• Give your best smile, make eye contact, open-up your posture.
• When shaking hands, make it firm and maintain solid eye contact.
• Notice something about them that you can give a sincere compliment about and do so.
• If there is a recent and proud accomplishment that you’re aware of, make sure to mention it.
• Likable people's enthusiasm excites your pulse, warms your heart and builds your smile.

• Develop your sense of humor
• Being genuinely funny is highly likable --- while “trying” to be funny is not and can push people away.
• The biggest reason for not being funny is over-thinking. 
• Likably people don’t mind being a source of laughter, for others or themselves.

• Take responsibility
• If you make a mistake, admit it.
• People like people who take responsibility and never ever blame anyone for your mistakes.
• NO EXCUSES! 
• Likable people always take full responsibility and that makes others feel safe.
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On the Office Life-Line

• Express enthusiasm in the mirror when on the phone.
• If patient on the phone says the simplest slightly funny thing – enjoy it with them.

• LAUGH – “That’s funny, it’s easy to see you’re certainly going to be fun to be around.”
• When asking if you can do the paperwork for them;

• SMILE “Funny no one has ever said No, please don’t make my life any easier!” 
• When asking for spelling of the simplest or hardest name, street, etc.

• SMILE “Your last name is Baker. That is B A K E R? Even though its my last name let’s make sure your 
paperwork is perfect for you. Paperwork has been messed up  before – maybe even by me!!!

• Do you accept my insurance?
• SMILE – “That’s a great question and the million dollar one right now. One of the great things about our office 

is that the doctor never charges to sit down and listen to you. Let’s go ahead and get you a convenient 
appointment today, bring your card and while you’re consulting with the doctor, I’ll jump through every hoop I 
can and find out what your particular coverage covers for you. Oh yes, I’ve become quite a magician with all the 
crazy changes in insurance and will work my best magic for you.” 

In the office

• Visit 1 
• SMILE “You must be Jon, so glad to meet you – it was very nice talking with you yesterday. 

Of course, you’d have a big smile to share with us today.” 

• Visit 1,001
• SMILE “You know, the world is a better place because you’re on it. Thank you!” 
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Let’s each role play a visit 1 
& a visit 1001 scenario.

Be you -- being amazing!!!

Always do the best you can 
until you know better. 

Then when you know better do better!!!

• Be a good listener
• Use their name or something indicating them 10Xs for every 1 time you 

mention yourself. 10 them to 1 you is a great goal. 
• Pretend you are going to be tested on how much you know about them at the 

end of every daily visit, consultation, phone call, report, etc. Pretend you will 
have to write an essay on what you learned from that interaction. You will be 
surprised on how this changes the interaction for the better.

• Likable people know the importance of being silent and being a good listener, 
because we learn more by listening than we do by speaking.

• Only make uplifting comparisons
• Oh, that happened to you, this happened to me, trying to find the similarities 

of each other.
• Likable people don’t actively (or unknowingly) look to disagree; they look for 

points of agreement.
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Being great at 
remembering names

Socially

• Meeting someone at your child’s event, dinner party or church.
• SMILE Hello I’m Marcada’s dad, Jon. You must be Mary’s mom. Yes.

• What to do? SMILE And your name is? Martha. That’s right thank you Martha. 
Martha, Mary is such an encouraging and fun friend for Marcada. Besides Mary 
being an amazing athlete, she always has such a beautiful smile. Martha, we 
absolutely love Mary.

• Meeting your server at lunch.
• Do you folks know what you want?

• SMILE Read her name tag, address her by her name and if she’s very busy ask 
“Sharon, how in the world do you manage to look so happy when you’re so busy?”  
or “Sharon, what is your favorite thing on the menu?”  
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First Interactions With Guests in the Office

• SMILE “Jon, who did you bring with you today?” “Fantastic, Bob, when it’s Jon’s turn, 
please go back with him and let him introduce you to Dr. Smith. Bob, you’ll find him 
amazing and usually a bit of fun --- as long as the jokes don’t go on to long.”

• SMILE “You must be Margaret’s sister Karen. Karen it is so great to finally meet you. 
Margaret has said so many wonderful things about you. When she goes back for her 
visit today, go with her and meet Dr. Smith. Karen, you will love her.”

Let’s each role play a guest scenario like one 
of these. 

Be you -- being amazing!!!

Always do the best you can 
until you know better. 

Then when you know better do better!!!
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• Be fully present
• Have you ever spoken with someone and found them distracted, glancing around or 

even checking their phone? You likely felt unimportant or angry.
• Face them squarely, smile, make solid eye contact and become the center of their 

world.
• Being present is one of the best gifts you can offer others.
• Likable people often appear more “into the conversation” than the speaker.

• Practice not judging or having to win
• This often leads to snap judgements and wrongly discounting others without all the 

needed information.
• Likable people don’t try to win any verbal perceived competitions with people they 

meet, in fact they actively try to lose.
• Learn to ask good questions about them

• Conversations often die quickly or turn into monologues when not prompted by 
good questions.

• When they’re sharing something that is important to them make it an important 
thing for you. Go deeper into how it affects them, their lives, their family, their job.

• The likable person is really good at getting people to talk about themselves.

Paying attention is being present.
Dr. Joe Dispenza
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With Patients Who Want to 
Tell You About Their Weekend

• SMILE Listen with focused attention to them and their story. 
• When a conversational opening appears, you might say something like; 
“It sounds like you and Jeff had a well-deserved long childless weekend at one of the 
most beautiful spots in Yosemite. It must have brought back many great memories of 
your first date there with him. Twenty-two years sure can go by so fast. Thank you for 
sharing. It might not be quite the same but if you shared the amazing results you’ve 
experienced since coming in here with people you cared about - with that same 
passion you always have a lot less of your friends would be suffering in the future. 
Thank you again for sharing take table three.” 

With Patients Who Always Want to Know How 
You’re Doing

“Thank you so much for asking – but more importantly let’s see how you’re doing.” 
1. Recognize, appreciate & approve
2. Palpate/instrument
3. Adjust or not
4. Re-palpate/re-instrument - palpate with affirmation
5. Referral -go straight to Road to Recovery chart. “Bob, today you are right here on your way to maintenance. 

So many times, it’s so easy to confuse how you feel with how you actually are. This chart was literally made 
for you to help explain where you’re at. Your initial examination determined that it took you roughly 9 
years, since your terrible slip and fall down the stairs, to get down here and that it will take up to eight 
months for you to get to maintenance. Today, you are right on schedule and about four months from 
beginning maintenance. We’re very glad you’re progressing so well, are you? As bad as the permanent 
decay in your neck is you must remember there will be up and down days in your future. The re-
examinations and X-Rays will be your best indicators of your progress and will indicate how much 
maintenance care you need. 

6. Direction to next appointment 
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Let’s each role play a scenario like one of 
these. DCs please utilize the 

Road to Recovery chart.

Be you -- being amazing!!!

Always do the best you can 
until you know better. 

Then when you know better do better!!!
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• Remember names and details
• Everyone loves to hear their name. Use it when you first meet them and 

sprinkle it throughout the interaction as appropriate. Don’t overdo it!
• Equally important is remembering other details they shared with you 

previously, like the names of their partner, children, or if they have a pet.
• Names are the core part of people's identity and when you say their name, 

they instantly feel good.
• Likably people are great with names.

• Look for areas of passion
• Pay attention to what makes them become animated, lights up their face or 

sit up straight. These are opportunities for us to go layers deep with them. 
This can help you form strong positive impressions and lasting memories of 
people.

• Likably people are often as passionate about others' ideas as the one sharing.

• Figure out what you have in common
• Discovering areas of shared interest is an excellent way to deepen our level of 

communication and increase their appreciation of us. The commonalities may 
not be obvious; we may have to look for them.

• Likable people seem to love what we love.
• Dare to be warm and friendly right away
• It’s natural to be a bit reserved when meeting a stranger – we don’t often 

know how to best approach them. 
• However, being reserved can make you look aloof or snobby, even if its not 

your intention.
• Be warm, easy-going, and friendly right off the bat, you’ll be more likable.
• Likable people know they get a lot more bees with honey than with poo poo.

• Always be punctual
• Respecting the time of others is memorable.
• Likably people are always on time, because they respect the time of others.
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Being Charismatic
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In Public

• Observing two well behaved children at a table near you 
• SMILE “If it’s OK with Mom and Dad - you are two of the most well-behaved children on the 

planet!!! Not only are you very well behaved but also amazingly adorable. Your parents must be so 
proud of both of you. It was a pleasure to eat near you. Have a great night.”

• Observing an adorable baby
• SMILE “You must get compliments all day long on how beautiful this little angel is. You have been 

so so blessed.” 

• Observing a family having fun
• SMILE “If it is OK to say - the smiles on all your faces really lights up this room. It is truly a joy to be 

near your happiness. Each of you make not just this room, but the world a better place. Thank 
you.”

In the Office

• SMILE “Thank you so much for always being amazing.”
• SMILE “Thank you it is such an honor to serve your amazing family.”
• SMILE “Thank you for always asking the best questions.”
• SMILE “Thank you for allowing us to serve you.”
• SMILE “Thank you for telling so many important people in your life about the ways they 

could be helped here. You are making a big difference in a lot of lives.”
• Smile “Thank you for being you and making our world a better place.”
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Let’s each role play a scenario in public and 
one in the office demonstrating our charisma. 

Be you -- being amazing!!!

Always do the best you can 
until you know better. 

Then when you know better do better!!!

• Smile, but not all the time
• “Smile more” is standard advice but smiling too often can make you seem 

nervous.
• Make it a habit to smile when;

• You greet someone
• When someone says something funny
• When you say goodbye

• When you smile you don’t only appear to be more likable and courteous, you 
appear to be more competent too.
• In consultations and reports you’ll spend more time looking concerned but always start 

and end with a smile.
• In adjustment mode you’ll spend more time smiling.

• Likable people maintain eye contact. They smile when you smile. They frown 
when you frown. They nod their head when you nod. They simply mimic your 
behavior-not slavishly, but because they’re focused on and in tune with what 
you’re saying.
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You never know 
how far reaching 
one great smile 
will travel.

CA Day One and Two New Patient Greetings

• Day One
• SMILE “Hello, you must be Mary. Mary, I’m Candace, it was such a pleasure 

talking to you yesterday – thank you.”
• Day Two
• SMILE “Hello Mary, this must be Bob. Bob, it is a pleasure to be here for you 

and Mary. The doctor has some good news for both of you.”
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DC Consultations & Report Greetings

• New patient chair
• SMILE “Welcome to the office it is a pleasure to be here for you, I’m Dr. 

Baker.”
• Consultation room
• SMILE “Carol, welcome again, it’s an absolute pleasure to be here for you.”

• Examination room different DC
• SMILE “Carol, it’s a pleasure to meet you, I’m Dr. Jones. We will do our 

absolute best today to get to the bottom of this for you and hopefully we can 
help you."

Let’s each role play a CA or DC scenario like 
one of these. 

Be you -- being amazing!!!

Always do the best you can 
until you know better. 

Then when you know better do better!!!
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• Combine being humble and confident
• Being likable means being confident in yourself and humble.
• You don’t need to advertise your achievements, but by the same token, you 

won’t discount if relevant to helping them.
• Don’t let failures wear you down, use those experiences to be more 

understanding of other people’s struggles.
• Likable, confident people believe in themselves and because they do, others 

believe in them too.
• Be generous with compliments
• If someone did something well – tell them.
• Make your praise specific and avoid downplaying yourself when you do it.

• In other words, say, “You did an excellent job on that report because she 
got the care she needed.” Rather than “You’re so good at reports, I would 
never be able to do that.”

• Likable people are complimentary, they’re impressed, and they're even willing 
to admit a weakness or failure.

It’s literally perspective!!!
Simon Sinek
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• Monitor how much space you take
• Talk roughly half the time and spend the other half listening
• Dominating conversations or saying very little makes interacting with you less 

enjoyable.
• Likable people know to stand out you don’t always have to speak out. In fact, 

likable people already know what they know. They want to know what you 
know.

• Be generous and elevate others
• Adopt a giving mindset
• The number one thing you can give someone is your time and attention.
• After that, find out during that interaction what they need your support and 

validation on.
• Likable people concentrate on being of service to others, thinking how they 

can help others, serve others, support others, and how they can always add 
value to others.

• Keep your promises
• Under promise and over deliver
• Only say that you will do something when you know you can deliver 100%.
• Likable people are consistent with their words and actions, people like you 

because they trust you.
• Likable people say what they mean and mean what they say in a way that 

others trust.
• Be calm and enjoyable
• People trust you when you’re emotionally stable and consistent.
• When you say it, you mean it, and your body language supports it.
• Likable people create a halo of safety for others.

• Be driven and passionate
• They’re the ones in the office who make sure that things move forward.
• Likeable people tend to know what they want. They push forward, excited, 

and they make sure to include you in the adventure. 
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• Be positive
• With the world as chaotic as it is, it is very easy for people to be filled with 

cynicism, what makes people stand out from the rest, is having a positive 
attitude, it’s not that things are always going right.

• Likable people always choose to make it right and be positive, this idea of 
seeing the glass half full instead of half empty, makes a big difference in how 
people like you and see you.

• Be disciplined
• Likable people are all about maintaining and managing their emotional 

intelligence, they don’t need to be reactive to everything, they are very good 
at being responsive to what comes their way.

• Likable people are all about discipline and managing and monitoring thus 
they give off the right impression as being composed and calm.

The Power of Genuine Kindness

Simon Sinek
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• Be authentic
• Pay attention to when you are “performing” – or trying too hard. It could be making 

jokes to get laughs, trying to come off as smart, or sneaking in something about you. 
When you do these things, ask yourself how you would have acted if you didn’t care 
about their approval. 

• It’s not that likable people don’t care about hurting others’ its that they’re more focused 
on helping others and this tends to shine through and makes them more likable and 
charming.

• Make sure you always pass the waiter/gardener test
• Some people put on a great show in certain situations, but they don’t try nearly as hard 

when they think it doesn’t count or the person is beneath them.
• Everything counts, everything matters, and everything affects everything else.
• I call it the waiter/gardener test: If you really want to know how people see you have 

someone you care about secretly record you talking to a waiter or gardener.
• How we interact with waiters and gardeners is a much better indicator of your overall 

interpersonal skills than planned canned recordings in the office.
• Likable people treat everyone the same way: as deserving of respect and kindness.

The problem with being the best.

Simon Sinek
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Ways to Sabotage Your Likability

• Avoid humblebragging
• Humblebragging, or just full-on bragging, makes you look insecure. You are signaling that you want 

others’ approval, which makes you needy.
• Studies show that humblebragging is even less likable than straight-up bragging.

• Avoid name dropping
• It makes you look small.
• Remember HIPAA rules

• Avoid gossiping
• If you do, realize you’ve pretty much sold your integrity.

• Avoid oversharing on social media
• When you post is it to get approval and likes, or is it because you think it will benefit those that 

follow you?

Care Recommendations

• Must be specific to the individual
• History

• Age
• Genetics
• Injuries both macro & micro
• Symptoms
• Lack of symptoms

• Examination
• X-Rays
• Intended patient outcome
• Your historical results
• Older wiser DC historical results

1) Terrible symptoms with near normal X-
Rays

2) No symptoms with terrible X-Rays

3) Fused from Occiput to Sacrum
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A 26-year-old registered 
dietitian was referred in by 
one of our patients started 
care with LBP. After 
completing a corrective care 
protocol of 5 months, 
symptomology was gone 
half-way through corrective 
care, and she continued care 
in order to make permanent 
change as she expressed 
thanks to be able to dance 
and practice Muay Thai 
again at the highest level.

After starting care an existing 
patient had her 9-year-old son 
checked out of posture concern. 
Even at his young age had already 
been suffering with chronic 
headaches and trouble sleeping. 
Pre-Care X-Rays showed an 18.9-
degree curve. Post x-ray were taken 
3 months and 16 days later prior to 
their 1-month vacation as the 
original treatment plan was 3 x 
week for 6 months. X-rays showed 
the curvature reduced to 1.6 
degree. He no longer gets 
headaches; his nightmares have  
stopped, and he is a lot more 
personable and expressive.
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A 67-year-old patient presented with 
chronic low back pain with limited Rt 
& Lf lateral flexion. Numbness 
radiating into both thumbs. 
Headaches she had her whole life. 
After 6 months of specific corrective 
care, complete resolution of 
symptoms. When asked about her 
headaches, she responded with: “Oh 
yah, I use to get headaches”. Her 
husband, three kids, members of her 
church and community are now under 
care and she is in her second year of 
maintenance care.

Aikido 
enter – circulate – resolve

founded by Morihei Ueshiba
12/14/1883 – 4/26/1969



25

DCs Saving Lives in the Streets

• Aikido  Enter – Circulate – Resolve
• Enter

• Bond (sincerely compliment) 2 to 4 layers deep.
• Circulate

• Have you ever had a pinched nerve?
• If you could be helped, would you be interested?
• Would it be ok to have our receptionist call to confirm your appointment and 

complete your paperwork for you?
• Resolve

• We will get to the bottom of this for you. See you tomorrow at 9:30 am.

CAs Saving Lives in the Office 

• Aikido  Enter – Circulate – Resolve
• Enter
• Bond (sincerely compliment) 2 to 4 layers deep.

• Circulate
• If we can figure this out for you, would you want to get to the bottom 

of this?
• Letter Z review

• Resolve
• Let’s get your care started.
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Take ownership 
of your destiny

Eight things every over-thinker needs to know today

1. The problem is rarely the problem.
1. 99% of the harm is caused in your head, by you and your thoughts.
2. 1% of the harm is caused in reality, what happens and the outcome.
3. Most of the time, the problem isn’t the problem. The way you think about the problem is.

2. Avoid self-rejection.
1. Don’t think you deserve to collect $150,000? Go for it anyways.
2. Don’t think your pre/post X-Rays are good enough? Send anyways.
3. Don’t think they’ll bring their significant other? Direct anyways.

3. Silence and time.
1. The truth is, most problems aren’t solved with more thinking, they’re solved with less and 

forward moving action.
2. You’ll find most of the answers you’re looking for in silence, in action and with a clear mind.
3. If you can’t solve a problem, stop trying to. Call your coach to create a solution.
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4.  An important question:
1. When you start criticizing yourself for past mistakes or seeing disaster 

around every corner, ask yourself:
1. “Is there anything I can do right now to change the past or to positively influence the 

future.”
2. If the answer is yes, do it – take action. If the answer is no, be at peace let it go.

2. You must act or let it go, everything else is self-harm.

5.  The power of now.
1. You’re not going to overthink your way to a better future.
2. You’re not going to overthink your way to a better past.
3. All you have is NOW.
4. And what you do with NOW can make right of your past and make good of 

your future.
5. Make peace with yesterday, let go tomorrow, grab hold of now.

6.  Fact-check your Own thoughts.
1. Your thoughts will create scenarios in your mind that reflect your 

insecurities, fears, and worries.
2. So, it’s important to always fact-check your own thoughts before accepting 

them because, in highly emotional situations, your thoughts will tell you 
stories that aren’t true.

3. Fact-check yourself.

7.  Acceptance is peace.
1. No amount of anxiety will change your future, no amount of regret will 

change your past.
• Peace is found in acceptance:
• Accept imperfection.
• Accept uncertainty.
• Accept the uncontrollable.
• You don’t have to understand, tolerate, or even forget something, but if you want peace, 

you must accept it.
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8.  Health starts in your mind.
1. You can go to the gym, eat healthily, do yoga, drink water, and take vitamins, 

but if you don’t directly confront the negativity in your thoughts, you will 
never truly be healthy.

2. Our health isn’t measured on scales, by the size of our muscles or by the 
width of our waist.

3. True health is measured by the quality of our thoughts and the 
peacefulness of our minds. Health starts in your mind.

• I don't believe you have to be better than everybody else. I believe 
you must be better than you were three hours ago.

• If you’re adding value to this planet, you will make mistakes. But if 
you learn from them, you'll be a better person and the world will be a 
better place. It's how you handle adversity, not how it affects you. The 
main thing is never quit, never quit, never quit.

• Do the best you can until you know better. Then when you know 
better do better.



29

LOOKING FORWARD TO 
SERVING YOUR ENTIRE 
TEAM DECEMBER 4th at the 
BEAUTIFUL PHOENICIAN in 
Scottsdale, AZ.

THANK YOU!!! THANK YOU!!! 
THANK YOU!!! THANK YOU!!!


