
Script for Resistant Test 
Resistant Test 

On this Training page, we will drill down and share detailed information on our 
Resistant Test. 

In this particular test we are identifying the Genes Known to Cause 
Resistance for this particular patient. 

It is extremely important to make sure the box for the Resistant Test is 
checked every time for every test on the requisition forms.  

There are a couple reasons for this. The most important is for the benefit of 
the patient.  

If an antibiotic is called for to fight the pathogen that is present in the patient, 
but the patient has a resistance to that particular antibiotic, it would be a waste 
of time for the doctor to prescribe it.  

To do so would likely prolong the patients suffering.  

The other reason is purely financial. Running this test increases our 
commission as almost every insurance company pays an average $250 for 
this test.  

So, please remember to educate your prospects to always order the Resistant 
Test along with every test that they are ordering.  

Every Doctor will benefit from utilizing this type of test.   

When a patient comes into a Doctor's Office exhibiting any symptoms.... this 
test should be ordered. 

Keeping all of this in mind, when talking with one of these Doctors, you will 
want to take the following additional Marketing Materials in with you.... 

By the way, please look at the Buttons below this audio.  You can click on 
each of these buttons to pull up and print each of the documents that we will 
be explaining in this audio. 



 
The Resistant Flyer - this is a double sided 8.5" x 11" flyer that includes the 
following information: 
 
 * Clinical Background Information explaining why our test is so much 
better than a culture test. 

 * A brief description of our cutting edge Technology. 

 * A list of Clinical Advantages. 

 * Along with a detailed list of Viruses, Bacteria and Fungi that will be 
tested. 

As you can see, this flyer includes valuable information and is an excellent 
tool to share with your prospect.   

Collection Instructions 
 
There are no additional instructions for this test..... simply, follow the 
instructions for the original test that is being performed. 

Resistant Requisition Form  
 (Show the Prospect a Wound Requisition Form) 

The next document that you will want to have with you is a sample of the 
Wound Requisition Form as there is no separate Resistant Requisition form. 

Remember that you will want to show this document to the prospect on the 1st 
appointment, because we want them to be aware of requesting this particular 
test on every patient. 

Make sure that they understand they need to check the box next to Resistant 
Path that is located on the 2nd page of this form for every test. 

This document is another document that you will definitely use during the 
Orientation Day to train the individual that is actually taking the specimen how 
to complete.   

You need to know everything about this document. 



But, don't fret..... We will have a training video describing this form in detail for 
you very soon.   

Be looking for it. 
 
Resistant Results Report 
 (Again, show them the Wound Results Report) 

The last document that you should have with you is the Wound Results 
Report as there is not a separate form for Resistant Results.   

The Resistant Results are shown on the last 3 pages of each of the other 
Results forms. 

This is a document you show the prospect on the 1st appointment, as it will be 
very impressive and often seals the deal with the doctor. 

Again, don't worry..... We will have a training video describing this form in 
detail in the very near future.  Look for it soon. 

Now, you know what you need to have on hand when talking with your 
prospect. 

Please take time to review each of these documents and feel free to call us at 
(702) 609-9692 with all of your questions and comments. 

We are here to help. 

After reviewing these documents, please scroll to the bottom of this web page 
and click on the "Learn More" Button and you will be taken to another page 
where we will share some of our Training Calls. 

Thank you. 


