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DISCLAIMER

The informationolorovided in this presentation is for
general knowledge and educational purposes only and
IS not a substitute for medical or legal advise.
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About Me

KELSEY RAAB

Business Owner of 605 Dietitian, LLC
Registered Dietitian of 7 years

Certified Diabetic Educator

South Dakota Young Dietitian of Year 2021

Wife & Toddler Mom

. Pilates Novice



Registered Dietitians in Private
Practice

Eight percent of practitioners are self-
employed

Self-employment is more common among
RDNs than NDTRs (8% vs 2%, respectively)
Know Your States Requirements for Private

Practice
Know Your States Licensure
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Facebook™

Business Page
Private Group (VIP Group)

Instagram™

Business Page
Stories, Highlights
Reels & LinkTree

TikTok™

Business Page
Links
TikTok™ Shop

Website

An avenue to sell products, service,
experiences.

Twitter™
Pinterest™

Way for potential clients to contact you. LinkedIn™

Other Platforms

Lemon8™
YouTube™
SnapChat™




. Let’s Stir Up Our
9 "' Social Media Salsa

%8 MAIN TOPICS

Social Media for your Business
Social Media Networks
Strengths of Social Media
Obstacles of Social Media
Creating Your Social Media Salsa
Consulting Opportunities




The Tomatoes

The service, product, or experience that you are
selling is the tomatoes of your business. This is
the main component for creating your salsa.

Types Of Tomatoes

PCOS Nutrition, Weight Loss Nutrition, Allergy

Nutrition, Hypothyroidism Nutrition, Hormone
Nutrition, Etc.




Where to Start

Create A Business Page

Include Key Information such as name of
business, contact information, website,
address if you have a store front, etc.

Adding a Private Group

A way for all your members to see your posts and
products for sale. Can set up notifications for
posts in the group.

Posting Strategies
Aim to post often 1-3 times per day

The content, timing, and amount of posting
will vary based on your business



Where to Start

Create A Business Page

Include Key Information
Name of business, contact information (email,
website, etc), location, and type of business

Adding LinkTree™

A way for your followers to be able to instantly
view other platforms such as Facebook™,

TikTok™, Website, Links (Amazon Affiliate™, LTK™,
etc)

Posting Strategies

Aim to post a reel or static post 1-2 times
per day and be as active on Instagram
Story as possible

The content, timing, and amount of posting
will vary based on your business



Where to Start

Create A Business Page

Include A Catchy Bio and Link to Other Social
Media Platforms

Adding TikTok™ Shop

A way for your followers to shop directly from
your TikTok™ platform (can highlight products
that are relevent to your practice)

Posting Strategies

Aim to post videos 1-3 times per day
(Videos must be >60 seconds if in creator
rewards program to earn income)

The content, timing, and amount of posting
will vary based on your business
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Where to Start

Create a Positive and Intriguing Place Where
Customers Want to Visit

« Make It Easy for Clients to Find You
o |dentify Your |deal Client

Adding Clients/Growing
Customers

» Consistency in Posting Valuable Content
« Build a Relationship with Your Future Clients
« Offer a Variety of Services at Different Price Points

Staying Connected with Your
Customers

» Consider Building An Email List
* Respond in a Timely Matter
« Word of Mouth is Your Biggest Referral System



STRENGTHS OF SOCIAL MEDIA

Way to connect with customers
24/7 365

* Free Advertising
« Way to Market your Product or Service
» Create Income for your Business
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WEAKNESS OF SOCIAL MEDIA

.

Customers Seeing Your Post

« Paid Ads
* Negative Reactions

* Limited Sense of Privacy



Let’s Stir Up Our Social Media Salsa
-Braimmstorm Your Business Here
INSTAGRAM™ & TIKTOK™

FACEBOOK™
n\X/hat can | offer my customers? 7 How am | connecting with my community?

Should | have a private VIP business group? How do | engage with my customers?
Does my business page look inviting?

= __WEBSITE OTHER NETWORKS

This IS worth the investment! Should you be on LinkedIn™?

\X/hat is your lead magnet? Is Twitter appropriate for your business?
ls your contact information easy to find? Linktree necessary?
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SET ASTRATEGY THAT WILL WORK
FOR YOU
PLAN PLAN PLAN
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You can create anyvthing wit
vour social media salsa!

- Kelsey Raab
Business Owner & Founder
of 605 Dietitian, LLC




Types of Consulting
Opportunities

Consulling

Reimbursement/Rates

WHERE TO BEGIN

Contracts




Consulting

TYPES OF OPPORTUNITIES

Post Hopsital Care
Facilities

Nursing Homes or Assisted
Living Facilities

Critical Access
Hospitals

Inpatients & Outpatients

Other Opportunities

Dialysis Centers, Outpatient
Clinics, School Menu Review,
Maternity Leave Coverage



Consulting

REIMBURSEMENT & RATES

Competitive Rate Insurance Mileage/Drive Time
Hourly or Set Rate Per Chart Reimbursement Rates
Completion for Outpatients



Consulting

CONTRACTS

Contracts For Any
Work Completed

Have a Great Business
Lawyer

Contracts for Any
Employees/Leave
Coverage



What Consulting CONTRACTS What Contracts
Areas Interest You? CONTRACTS Are Your Biggest
CONTRACTS Earning Contracts?
What Are Your
How Valuable is Fixed and Variable
Insurance

Your Time?

Cost?




REFERENCES

1.https.//www jandonline.org/action/showPdf?pii=5221
2-2672%28217%2901258-2

2. hitps.//www.cdrnet.org/LicensureMap
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Website www.605dietitian.com

Let's Connect!

Facebook™ @605dietitianlle ' : ‘ F TikTok™ @603dietitian

Kelsey Raab, RD, LN, CDCES
Owner & Founder 605 Dietitian, LLC
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