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Clinical retail success checklist

Checking off the below best practices will help increase your retail sales, some may
seem obvious but take the time to ensure they're all complete. It's important to be
consistent when it comes to retail, consider reviewing this list once a month to check
in on progress, offer appropriate feedback to staff and keep things moving.

e Print out and display the retail flyers and be sure they are up to date.

¢ Print out and display the Hyperice Front Desk Resource flyer for staff.

Print out and share Retail Cheat Sheets specific to products you
retail with staff.

Put products in patient’s hands, show them how to use them. Give them
the confidence to use these great tools.

Make demo units available before/after their visit — the Venom 2 Back
and Hypervolt are a great upgrade to any waiting room.

Let patients know they're for sale — talk about current sales and
share why you love using them.

e Play Hyperice CTV videos in-clinic.
¢ Remind patients they can use their FSA/HSA benefits.

Have “the talk” with staff who are hesitant to have anything to do
with retail (additional tips on Page 2).
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https://www.dropbox.com/scl/fo/zlw0j5ld23ymstvrnjupj/ADyLasjOfCVD6hyceN8G91I?dl=0&e=1&rlkey=5ejjzop98jgr9mwlc8oc1tx5c&st=m561u48l
https://www.dropbox.com/scl/fo/gqgfspol0kh4fy3i3ff3e/AN9rJPJFYeIEntoMvIyeUX0?rlkey=utw0zitzrodli1z6q7simutwj&e=1&st=2y3roj3c&dl=0
https://www.dropbox.com/scl/fi/o61w2lmjbslhb73ef6y5t/HYPE-Front-Desk-Reference-EF.pdf?rlkey=d7km7pfjyowe2kz19fdwdh4zl&e=1&st=nu25l5kf&dl=0
https://www.dropbox.com/scl/fi/o61w2lmjbslhb73ef6y5t/HYPE-Front-Desk-Reference-EF.pdf?rlkey=d7km7pfjyowe2kz19fdwdh4zl&e=1&st=nu25l5kf&dl=0
https://www.dropbox.com/scl/fo/4oivtoxztg3pm9h8wlc6e/AC-gIVHT5sIS7KJFauXD7Ik?rlkey=7imyj6uhj0k1u2ji03mqh37ml&e=1&st=e32mpyho&dl=0
https://www.dropbox.com/scl/fo/4oivtoxztg3pm9h8wlc6e/AC-gIVHT5sIS7KJFauXD7Ik?rlkey=7imyj6uhj0k1u2ji03mqh37ml&e=1&st=e32mpyho&dl=0

Additonal tips for success

Venom 2 Back sales

If this isn't your top-selling product, you've got room to
improve. Here are a few things to remember:

Use this during therapeutic exercise, when working
on spinal mobility or anytime back pain is a limitation

Remember the Venom 2 Back can be slid around to
treat the hip or abdominal areas

e It’s great for pain relief, including menstrual cramping

Let patients wear this in the waiting room or during
Normatec sessions

Make sure staff loves this product, they should be
fighting with patients to use it

Having “the talk” with staff

We know that no-one in your clinic went to school or gets up every day to sell
products. However, as healthcare professionals they should be comfortable

Venom specific
resources:

Venom Go clinical
commentary

Venom 2 clinical
commentary

Venom retail flyer

recommending products they believe in and use daily. Too often we hear things

like, “my patients can’'t afford it” or “it’'s too much money” or “they’ll just get a
lower cost one off Amazon” or “it's not my job to sell products.”

It’s not your job to sell a product, just like it’s not your job to decide
what a patient can and can’t afford.

It is your job to help your patients get better and expose them to ways
they can live a healthier and fuller life.

Your advice is much better than “Professor Google” — do your patients
a favor by proactively educating them on products you believe in.

Therapy and at-home exercises and appropriate modalities can help

improve outcomes, reduce reliance on RX drugs and enhance quality of life.

When it comes to “sales” your job is to educate patients on what the
tools are, how they can be used and potential benefits.

¢ Give them the information and allow them to make an informed decision.

Share your personal experience, why you like them, how you use them
and why you trust them.

No one is getting rich selling these products, but we believe these are
valuable tools for our patients and given increased operational costs
and decreasing reimbursements any profits from these sales directly
supports your ability to practice here.


https://www.dropbox.com/scl/fi/hefejwv2lo65e65h8kgde/Clinical-Commentary-Venom-Go-In-Clinic-Use.mp4?rlkey=eqym1bdiwcb7arc81nvc0yu9q&e=1&st=cwce31v0&dl=0
https://www.dropbox.com/scl/fi/hefejwv2lo65e65h8kgde/Clinical-Commentary-Venom-Go-In-Clinic-Use.mp4?rlkey=eqym1bdiwcb7arc81nvc0yu9q&e=1&st=cwce31v0&dl=0
https://www.dropbox.com/scl/fi/2vn3fo0fl2yq7j7lbmau9/Clinical-Commentary-Venom-2-Utilization.mp4?rlkey=oru6npwlkh3ixxohmxl1dx8f5&st=gr1sgyiz&dl=0
https://www.dropbox.com/scl/fi/2vn3fo0fl2yq7j7lbmau9/Clinical-Commentary-Venom-2-Utilization.mp4?rlkey=oru6npwlkh3ixxohmxl1dx8f5&st=gr1sgyiz&dl=0
https://www.dropbox.com/scl/fi/9bu7pgccdv761qpnwu5uh/Labor-Day-Sale-Hyperice-Venom-Retail-Flyer-2024.pdf?rlkey=2ek5nn42vf4rro366odud0xf9&e=1&st=vlu0mqd1&dl=0

