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I’m a Doctor, Not a Salesman!
Getting People to Sign Up Without Sounding Salesy

Dr. Brad Brown, DO
Strive Direct Health

▸Navigate to https://aafp1.cnf.io/ and tap the 
session titled "I'm a Doctor, Not a Salesman! 
Strategies on Getting People to Sign Up 
Without Sounding Salesy'"

▸OR just point your phone’s camera at the QR 
code to join directly
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Activity Disclaimer
The material presented here is being made available by the DPC Summit for educational purposes 

only. Please note that medical information is constantly changing; the information contained in this 

activity was accurate at the time of publication. This material is not intended to represent the only, nor 

necessarily best, methods or procedures appropriate for the medical situations discussed. Rather, it is 

intended to present an approach, view, statement, or opinion of the faculty, which may be helpful to 

others who face similar situations.

The DPC Summit disclaims any and all liability for injury or other damages resulting to any individual 

using this material and for all claims that might arise out of the use of the techniques demonstrated 

therein by such individuals, whether these claims shall be asserted by a physician or any other 

person. Physicians may care to check specific details such as drug doses and contraindications, etc., 

in standard sources prior to clinical application. This material might contain 

recommendations/guidelines developed by other organizations. Please note that although these 

guidelines might be included, this does not necessarily imply the endorsement by the DPC Summit.

Disclosure Statement

It is the policy of the AAFP and ACOFP that all individuals in a position 
to control CME content disclose any relationships with ineligible 
companies upon nomination/invitation of participation. Disclosure 
documents are reviewed for potential relevant financial relationships. If 
relevant financial relationships are identified, mitigation strategies are 
agreed to prior to confirmation of participation. Only those participants 
who had no relevant financial relationships or who agreed to an 
identified mitigation process prior to their participation were involved in 
this CME activity.

All individuals in a position to control content for this activity have 
indicated they have no relevant financial relationships to disclose.
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Learning Objectives

1. Describe patient-centered communication 
strategies for explaining the value of Direct 
Primary Care (DPC) memberships in a 
transparent and educational manner. 

2. Apply trust-building approaches—such as 
empathy, clear education, and transparency—
to support informed decision-making and foster 
strong physician-patient relationships. 

3. Adapt membership discussions to address 
individual patient needs, concerns, and values 
in a way that supports alignment with the DPC 
model and patient-centered care. 
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Authentic Communication Strategies

• Take a good history. Med school basics!
• Ask, listen, clarify, follow-up

• Mindset shift.

• Transactional (FFS) → relational (DPC).

• Show, don’t tell.

• Practice makes perfect progress.
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Trust Building Techniques

• Physical exam. More med school basics!
• aka read the room.

• “The little things are the big things.”

• Be intentional.

• Hero vs. Guide

• Niche down.

• Eliminate all friction points to entry.

A Personalized Approach

• Blended pitch: your mouth vs their ears.

• Physician perspective vs. patient perspective
• Same-day appts → peace of mind
• Direct access → reassurance
• Longer visits →feeling heard & understood

• Doctor-speak vs. Layman’s terms

• Answer questions with questions. 

• Be curious, listen, connect. 

• A generational approach…
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A Note on Generations

• Ryan Bessmer’s talk at Hint Summit 2025.

Remember:

● If it is to be, it is up to me.

● Practice makes perfect progress.

● The little things are the big things.

● Be intentional. Show, don’t tell. 

● Be the elevated primary care experience.

● Remove all friction to entry. 

● Listen. Ask. Teach. Invite. 

● Be comfortable being uncomfortable. 

● Adapt to the generations. 
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Bonus: Overcoming Common Objections

• “I already have insurance. Why would I pay for this 
as well?”

• “Do you take my insurance?”
• “I rarely go to the doctor, I’m really healthy.”
• “Why do even I need a primary care doc?”
• “Let me talk to the wife…”

Live Content Slide
When playing as a slideshow, this slide will display live content

Social Q&A for I'm a Doctor, Not a Salesman! 
Strategies on Getting People to Sign Up Without 

Sounding Salesy'
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THOUGHTS?
QUESTIONS?

Dr. Brad Brown DO

brad@strivedirecthealth.com
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