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The Big Reveal 
There’s something that doesn’t get talked about much, at 
least…not in open or online conversations.  I’d heard 
various “rumblings,” that is, implications that were mere 
hints toward a topic that wasn’t explicitly mentioned.  A few 
weeks ago, I was having a frank discussion with a new 
client, and I decided to lean in.  I posed this question to her: 
“What is your biggest fear, in terms of business growth, 
stability or longevity?” 

Ginny, a $600K wellness consultant, looked me up and down, as if deciding whether or 
not to trust me.  Then she closed her eyes in a long blink, sighed deeply, and then she 
finally spoke.  “I’ve been losing clients to family physicians who know nothing about 
nutrition, mindfulness, or holistic health.” She informed me. 

Then she sat quietly, watching me, waiting for the news to sink in. 

Now, just think about that for a moment. 

Physicians receive maybe 25 hours of nutrition training during four years of medical 
school. Most get zero formal education in stress management, mindfulness, or holistic 
approaches to health. Only a very few actually seek out that knowledge and expertise 
after graduation. 

Yet lately, consumers are choosing them for wellness guidance…um, anyway. 

Welcome to the great credibility crisis of 2025. 

We talked about it some more.  Why was it happening?  More importantly, what to do 
about it? 

The Trust Revolution Nobody Saw Coming 
Something fundamental has shifted in how people choose their health advisors. 

According to McKinsey's latest research, consumers are "no longer simply trying out 
wellness trends and hoping for the best," but instead, "turning to science and more 
traditional sources to guarantee the credibility of health advice." 

The numbers are stark: roughly half of U.S. consumers now report clinical effectiveness 
as their top purchasing factor, while only 20% care about natural or clean ingredients. 

It’s understandable that we don’t want to trust “every snake oil salesman” that comes 
along.  But there are some very good practitioners out there, that know how to deliver 
results.  They’ve studied and practiced—certainly more than any family physician—but 
people are only willing to trust that M.D., that “Medal of Divinity” (so to speak). 



The white coat is winning. Even when the person wearing it knows less about your area 
of expertise than you forgot last Tuesday. 

(In fact, I tried this out myself.  Just last week, I asked my doctor about the optimal 
omega-3 to omega-6 ratio for reducing inflammation, and he looked startled that I had 
asked him!  Of course, he recovered quickly, as he was trained.  But then he promptly 
made up a non-committal answer and mumbled something that didn’t sound very 
authoritative.  Then he abruptly changed the subject, and left the room. I thought maybe 
he was going to “look something up,” but my guess is he didn’t even know where to look 
it up! (It turns out, he had quickly moved on to his next patient.)) 

The Physician Paradox 

Here's what's so ridiculous about this trend. 

 Your family physician can diagnose metabolic syndrome. But they can't teach 
you the 12-week nutrition protocol that reverses it. 

 They can prescribe sleep medication. But they've never learned the mindfulness 
techniques that address the root cause of insomnia. 

 They can spot inflammation in blood work. But they can't feel it in your tissues the 
way a skilled practitioner can during hands-on assessment. 

My chiropractor, for example, can palpate inflammation, deep muscle spasms, and 
other things, while very gently running her hands over my body.  The last time any 
physician palpated anything on my body, they left me in agony after man-handling my 
abdominal organs as if they were squeezing the juice from a coconut Ot maybe he 
learned by mashing fruit, to make jam. I don’t know, but I was sore.  

Most never even lay hands on me—apparently, that’s a thing of the past.  They leave 
that “up to the lab” these days (to draw blood, or accept a urine specimen). 

So you see, wellness practitioners really do have skills that physicians do not have. 

Yet so many consumers assume the medical degree automatically equals wellness 
expertise. 

The result? Wellness experts with decades of specialized training are losing ground to 
professionals who openly admit they don't know much about nutrition, stress 
management, or preventive care. 

Why This Is Happening (And Why It's Getting Worse) 

Three forces are driving this credibility crisis: 

1. The BS Detector Effect: Wellness consumers have become incredibly sensitive 
to inauthentic marketing. They can spot "health-washing" -- deceptive marketing 
that positions products as healthier than they really are -- from a mile away. Once 
they've lost trust in an industry, they retreat to perceived safety. 

2. The Authority Assumption: Medical degrees carry automatic credibility, even 
outside their scope of training. (Scope of training is an important concept!)   
“Ordinary consumers” usually don't know that family physicians get less nutrition 
education than most personal trainers. 



3. The Evidence Demand: People want proof, not promises. They're tired of 
wellness claims that sound inspiring but lack scientific backing. 

The traditional wellness marketing playbook, which is usually made up of  inspirational 
content, transformation stories, lifestyle messaging -- now triggers skepticism instead of 
trust. 

What Smart Wellness Experts Should Do Instead 

My advice?  What I told Ginny is this:  “Why compete?  Instead, start positioning 
yourself as the specialist physicians refer their patients to.” 

Think about that!  A mom of 3 active kids goes to her doctor because she’s “run down” 
but yet can’t sleep.  The doctor runs lab work, determines she’s somewhat anemic, very 
stressed, and then tells her to take vitamins, get more “rest” and eat a balanced diet. 

OR… 

He refers her to YOU, a wellness expert, along with her complete lab report.  You teach 
her which vitamins, prebiotics and probiotics to take (and explain why they’re important); 
teach her meditation and/or mindfulness in order to de-stress. And finally, you teach her 
how to select and prepare various food groups to maintain energy, metabolism, and 
sleep well.  And maybe even get her on a positive-reinforcement sleep preparation 
regimen, so she develops a natural sleep rhythm, goes right to sleep every night, and 
sleeps restfully through the night. 

It seems to me that by following this advice, you’d soon become a very successful 
wellness practitioner who is completely immune to any sort of “credibility gap.” 
Why? Because you’ve not only delivered a positive outcome, but you’re also being 
recommended (or referred) by “the other side!”  

Here’s the plan:  lead with your medical or science background. Bridge research and 
practical application.  Become the “physician’s physician” for practical wellness--
someone with clinical training who chose to specialize in what medical school doesn't 
teach. 

So, instead of fighting the credibility crisis, you're leveraging it. 

Then, create content that demonstrates your scientific literacy while showcasing your 
specialized expertise.  Document any client outcomes with the same rigor that 
physicians use. That way, you’re positioning yourself as the missing piece in the 
overall healthcare puzzle. 

Most importantly, you’re developing systematic approaches to building authority that go 
far beyond social media inspiration. 

The Strategic Response 

This isn't about abandoning your wellness expertise. It's about packaging it in ways 
that signal scientific credibility while highlighting the gaps in traditional medical training. 

The practitioners who understand this shift will build referral relationships with 
physicians who recognize their own limitations. They'll create evidence-based content 
that demonstrates both scientific literacy and practical expertise. 



They're not trying to be doctors. They're becoming the specialists that smart doctors 
refer their patients to when medical intervention isn't enough. 

The Alternatives 

You can keep doing what you've always done. Keep creating inspirational content and 
hoping people will trust your expertise. 

Or maybe, if you’re lucky and living in the right town where someone is “experimenting” 
with this, you can land a contract to work in a rehab clinic as a part of a multi-
disciplinary team. I have seen this in the past; you never know when someone will try it 
again. (I personally think it’s a good idea, I don’t know why it isn’t done more. Does 
anyone have any insight into this?)  But I believe that this will start with positioning 
yourself in the right way, as I described above. 

But understand that the credibility gap is widening, not shrinking. Soon, it will fill in with 
bricks and become a solid wall—completely blocking your access.  Consumers will 
continue gravitating toward perceived authority, even when that authority lacks your 
specialized knowledge. Brick-by-brick, that gap will be filled into a tall, wide wall. 

The wellness experts who adapt to this new reality will thrive. Those who don't will keep 
banging their heads against this wall, while losing clients to family physicians who 
readily admit they don't know much about nutrition, mindfulness, or holistic health. And 
quite frankly, most simply don’t have the time to fit this type of work into their “medical 
practice,” without doing a complete paradigm shift on how they operate their practice. 

Which side of that [equation] wall do you want to be on? 

(Or…Tear down that wall!) 

The practitioners who successfully navigate this credibility crisis will have developed 
systematic approaches to building scientific authority while leveraging their specialized 
expertise. They will understand that in today's market, expertise without credibility 
signals gets overlooked. 

I've created a comprehensive guide that shows exactly how to position yourself as the 
specialist that physicians refer to, rather than compete with. The complete authority-
building system that bridges medical credibility with wellness expertise. 

If you’d like to dip your toe, and find out more by subscribing to my FREE 5-day 
Educational Email Course (EEC), then click here: 

 

 

But if you’re ready to contact me directly and move ahead, you can reach me at 
info@itg-solutions.com 

The Bottom Line 

The credibility crisis isn't going away. But neither is the need for true wellness 
expertise. The question is: whether you'll adjust your positioning to match the new 

Get the Physician-Referred Specialist Blueprint here 



reality, or keep losing clients to professionals who know less than you do…about the 
very things people need most. 

#Wellness, #Healthcare, #Medical 

 

What's your experience with this credibility challenge? Have you noticed clients 
gravitating toward medical professionals for wellness guidance? Share your thoughts - I 
read and respond to every comment. 
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