
The Wellness Consultation 
 

doTERRA has an average retention rate of 64% compared to the national average of 13%.  A 
large part of this is due to the wellness consultation.  It is during this 1:1 consultation where 
the new enrolee is able to see what doterra has to offer as a life- long product rather than a 
onetime purchase.  Although this is one of the most time consuming activities in doTERRA, it 
is one of the most important in helping to create a successful residual income and solid 
business. 

Recorded Wellness Consultation to watch  https://youtu.be/I5RXRkv0V2w 
 

The Purpose of the Wellness Consultation 

For the new Enrolee:   

 Providing support and knowledge about the oils so that they are confident to use 
them and share them with others 

 Teach and Empower them with knowledge on how to look up ailments using the 
available resources 

 Teach them how to use their account and how to place an order 
 Teach them the most cost effective way to purchase their products through the 

Loyalty Rewards Program 
 They experience a personalised approach to their requirements for the oils. 

For you as the Wellness Advocate 

 To help your new enrolee be an independent oils user 
 Account Management of your business, creating long-standing customers to help 

you build residual volume 
 Creating rapport with your doTERRA user 
 To deduce as far as possible whether they are a User, Sharer or Builder so you can 

place them accurately in your team 
 It is an opportunity to ask them to host a class 

  



The Wellness Consultation detailed Outline 
 
Resources needed:  Modern Essentials and The Essential Life Books, Computer 

The Wellness Consultation is best carried out in person.  However you can also do them on 
line via skype or even over the telephone if this is the only method available.  It is important 
to set aside an hour for this as you do not want you or your enrolee to be in a hurry as you 
want to make sure all of the important things are covered. 
 
I am now going to take you through the wellness consultation step by step! 
 
Step 1 – Have they used their products and do they have a book? 
After you have chatted a little with your new enrolee and checked they have received their 
products.  You will want to ask them if they have started using them yet and if they have, 
find out what experiences they have had. 
 
Ask them if they have purchased either the Modern Essentials book or The Essential Life 
Book, if they haven’t, strongly suggest they get this to help them use their oils with 
confidence. 
 
Step 2 – Remind them of the Health and safety and Usage 
 
Safety tips – Not in eyes, ear canal or up nose! Be careful with Citrus oils in the sun.  Use a 
carrier oil to dilute if needed, not water!  Always test the oils on the bottom of the feet first 
when applying topically.  Use suggested dilutions for oils as found in the intro section of the 
books; 
 
Recommended ratio for dilution; 

Babies 0.3% dilution 1drop to 1 tablespoon 
Children 1.0% dilution 1 drop to 1 teaspoon 
Adults 2.0 – 4.0% dilution 3-6 drops to 1 teaspoon 

 

Dosage = Dependent on size and health of individual, it is best to start with smaller amounts. 

 Adult Child 
Ideal Amount 24hr Max Ideal Amount 24hr Max 

Aromatic - - - - 
Internal 2 – 4 drops 12 – 24 drops 1 -2 drops 3 – 12 drops 
Oral 1 – 3 drops 4 – 18 drops - - 
Dermal 3 – 6 drops 12 – 36 drops 1 – 2 drops 3 – 12 drops 

 



Aromatically – 3 drops in a diffuser etc. 

Topically – 1-2 drops every two hours as and when needed.  This can be put directly onto 
area needed or on the bottom of feet for a more systemic effect.  

Internally – 1-2 drops in some liquid or just under the tongue or on the top of the mouth 
(for quick access to the brain).  Remind them that Deep Blue cannot be taken internally. 

*Remind them that for more chronic conditions, they can increase the frequency to every 
20mins for a short period of time. 

 

Step 3 – Address their specific health concerns 

Ask them what their main health concerns are and help them look these up in the books.  
You can also ask them to share health concerns of other family members they would like the 
oils to help with.   

Explain how for each ailment many oils are recommended.  This does not mean you need all 
of them!  I always advise them to start with the oil they have and if they do not experience 
the result they were hoping for then they can purchase other oils on the list, starting with 
the first one recommended. 

As you look up the ailments, get them to write down the oils and products they say they 
would like to get for their specific needs.   

Once you have created a ‘wish list’ for them then tell them that you will explain the best 
way of purchasing these a little later in the consultation. 

 

Step 4 – Explain their welcome pack 

Ask them to open their Welcome pack and briefly go through this with them.   

At this point you can explain the live, share and build guides.   

I mention that we will be focusing on the live guide today but briefly mention the purpose of 
the share and build guides.  Refer back to the class and ask if they would be interested in 
hosting a class to share these oils with friends and remind them of the incentive of free gifts 
for doing this!  You can tell them that the Build guide briefly goes through how they can 
make money with doTERRA.  At this point you can ask them if they would like to know more 
about how this works. 

Step 5 – The Live Guide and LRP 



Then take them briefly through the Live guide.  When you get to the products page, share 
some of your favourite products (I sometimes flick through the catalogue with them at this 
point). 

Explain the LRP program on pages 6-7 of the living guide; 

Explain how the Loyalty Rewards Program helps you save even more money and works like 
a boots advantage card.  If you buy something small every month, you can collect points as 
you spend.  The longer you spend through the LRP the more points you get. 

Share what you buy every month, for example, I buy the doTERRA hand soap and cleaner 
concentrate, so I can purchase things through the loyalty rewards program that I would 
normally have to buy anyway.  This way, I get to collect points whilst purchasing toxic free 
soap , toothpaste and cleaner concentrate which I can then save up to buy the more 
expensive oils. 

Explain the following progression chart; 

 

Key points to mention; 

 Every product in doterra has a ‘pv’ value which is usually a little higher than the cost I 
pounds.  Every month you spend 50 pv which is about £35 worth of products 
through the LRP program, you collect points and it counts as a ‘qualifying month’. 

 When you first start buying through the LRP, you will get 10% back in product points 
for everything you spend which you can then exchange for free products.  Once you 
have had 3 ‘qualifying months’ of spending 50pv, this then jumps up to 15% and 
then 20% and so on until after 13 months, you will get 30% back In points every time 
you buy something through the LRP scheme. 

 After 13 months of purchasing through the LRP, you will stay at this point forever as 
long as you continue to maintain it by spending 1pv a month. 

 This is in addition to the 25% you are already getting off the actual cost of the oils 
with your wholesale account. 

 You do not need to spend 50pv every month, to maintain your points you only have 
to spend 1pv (the cheapest product is a lip balm which is about 3.5pv. 

 

Step 6 – Customer services 



Point out where the customer services number is in their welcome pack and let them know 
that although the customer services team is in America, it is a locally charged call.  Tell them 
to use customer services for all of their needs with regards to their account. 

Give them the products support email address too:  productsupport@doterra.com 

 

Step 7 – Help them to log onto their account 

If you are doing the consultation in person, you can do this with them, if you are on skype or 
the phone, you will need to talk this through with them step by step; 

Type ‘doterra back office’ into google 

Share the following; 

 Show them how to use the shop tab to search for products and place a standard 
order 

 Show them where they can set up an LRP order and help them set it up if 
appropriate. 

 Show where they can see their LRP points and percentage. 

Step 8 – Invite to the Facebook page, continued education and Future events 

The penultimate Step is to help them see that there is continual support if they would like it.  
Ask if they would like to join the Facebook group and tell them of advanced classes both live 
and online.  Let them know who their immediate line of support are (this is usually their 
direct up line sponsor and the sponsor above them). 

Step 9- Book the next chat! 

Finally as you close the conversation, book the next chat.  This could be a class they are 
going to host, a chat about the business or a quick 10 min phone call when you can check 
they are ok and answer any questions they may have.  If they are not yet on LRP, this is a 
good opportunity to offer this service again and also to see if they would like to host or learn 
about the business.  Quite often, people like to use the oils for a month before they make 
these decisions. 

 

 

 

  



Outline of the Wellness Consultation 

 

Resources needed:  Modern Essentials and The Essential Life Books, Computer 

 
Step 1 – Have they used their products and do they have a book? 
 
Step 2 – Remind them of the Health and safety and Usage 
Dosages for adults and children, keep out of eyes, ears and nose, dilute with carrier oil and 
not water! 
 
Step 3 – Address their specific health concerns 
Help them create a wish list- plant a seed for LRP 
 

Step 4 – Explain their welcome pack 
Mention the share and build guide briefly and ask if they would like to host a class or learn 
about how to make money with doterra. 
 
Step 5 – The Live Guide and LRP 
Use pages 6 and 7 of the live guide to briefly explain LRP and how it is the cheapest way to 
purchase products.  Give examples of what you do. 
 
Step 6 – Customer services and product support 

Doterra Europe:  020 3318 0064 and productsupport@doterra.com 

Step 7 – Help them to log onto their account 

Step 8 – Invite to the Facebook page, continued education and Future events 

Step 9- Book the next chat! 

 


