Hubbard’s Awareness Characteristics


1. What are the 7 levels of the awareness characteristics? 
2. What is the goal in moving patients through these steps?
3. What does “buying on emotions” mean?
4. Why do people buy on emotions?
5. Why is it good to find the patient’s ruin?  How does this increase the chances of acceptance?



· It’s important to know that when we talk about acceptance, it is NOT to sell something someone does not need, like magazines or beauty products. The work we do here changes people’s lives for the better. The only reason why they have not received help yet is because they are scared, they are embarrassed, they don’t yet trust us, they feel their case is the worst we have ever seen or the don’t yet see the value to invest. The purpose of finding the Emotional Button is to continue to remind patients what they have been living with and to remind them that we can get them past that. They called us and came in to see us because they need and want help, it is up to us to show them and prove to them that we can do this, and that we are the best to do it with. We are not selling them something they don’t need; we are not selling unethical work. For this to work, you have to believe that we WILL change their life for the better and the patient WILL be so happy in the end that we finally helped them achieve this. 

· The whole purpose of asking patients over the phone and in the chair when they arrive for their NP exam “What do you have going on” and “Why now” is to find this emotional button and use that to continue to remind the patient WHY they must invest in themselves and feel better, eat better and enjoy life better. 


· Changing someone’s ability to smile, laugh, be more confident and eat better foods DOES change their life. The stories we hear of patients creating a healthier life for themselves, finding better jobs, better relationships and getting out and enjoying their lives is testimony to that. It is our job to help guide patients to come in and accept treatment 

