
How to                       
Recommend CuraMed



CuraMed ENHANCED ABSORPTION  Curcumin
• MORE than curcumin. Only patented delivery system 

with turmeric essential oils and ar-turmerone
• 50+ patents world-wide
• Now with 90 published studies including 42 human                     

clinical trials
• Free of harmful solvents
• Sustainably produced and ethically acquired
• 500 mg of full spectrum curcumin in the 750 mg 

softgel: (curcumin, demethoxycurcumin, 
bisdemethoxycurcumin) with superior absorption 
versus standard curcumin



Matching CuraMed to Your Customers

Are you tailoring your interactions with your 
customers to meet their specific needs?

No matter their preferences, CuraMed can be 
explained in a way that shoppers find 
compelling!

Here are four common shopper profiles,           
and how to recommend CuraMed…



The Skeptical Customer



“Is this too good to be true?”

• The skeptical customer digs deep and 
asks questions

• They want clear, direct language
• They are not likely to be motivated by 

testimonials and will often read only 
critical reviews

• They are motivated by data points
• They want to be able to change their 

mind if reality doesn’t live up to 
expectations

To win over the skeptic you 
need to provide:
• Proof: show them the 

data
• Trust: give them excellent 

customer service
• Control: money-back 

guarantees and flexible 
return policies 



CuraMed: Proven Results

• 90 published studies including 42 human 
clinical trials

– Provide abstracts lists and educational TTNs
• Over 20 Awards given to the CuraMed 

product line!
• Proven increased absorption
• Better value per milligram of curcuminoids 

versus the leading capsule, gummy, and 
turmeric liquid

• Money-back guarantee!



The Indecisive Customer



“I can’t decide!”
• Good news: this shopper has a high 

purchase intent, they just need to feel 
secure about their choice

• They can be afraid of making the 
‘wrong decision’

• These consumers are highly 
motivated by testimonials and 
reviews

• Too much information or too many 
choices and they will panic and run

To win over the hesitant 
customer you need: 
• Trust: give them excellent 

customer service
• Reinforcement: share 

reviews and testimonials
• Simplicity: clear, 

compelling message



You Can’t Go Wrong with CuraMed!
• Best-selling product for 

17 years
• Hundreds of positive 

reviews and 
testimonials

–See CuraMed 
brochure CC31

• Great value and results
• Money-back guarantee



The Value-Conscious Customer
AKA: Price-Sensitive



“Am I getting the best bang for my buck?”
• These shoppers care about price versus the value they perceive
• They want the best possible deal AND they want a product that will solve 

their problems and improve their lives
– Price is not necessarily a barrier IF they perceive the value

• These customers love rewards! Give them perks through a loyalty 
program. 

Terry’s Time-Tested Tip: offer a discount for buying 
multiples – buy 3 of the same and get 20% off



CuraMed is a Great Value!
• 500 mg of curcuminoids per softgel, with 7x increased 

absorption, delivers equivalent of 3500 mg of 
curcuminoids to the body

• Would need 300-500 turmeric capsules to equal the 
absorbed curcumin from a single CuraMed 750

• Beneficial for every situation you can think of because 
addresses two basic systems:

– Inflammation
– Oxidative stress

• Versus the leading capsule, gummy, and turmeric liquid 
product, CuraMed is 5-7 times LESS expensive, based on 
curcuminoid content



The Loyal Customer



“I     your store!”
• The loyal customer comes back for repeat 

purchases, spends more, and recommends 
your store to others

• Loyalty is built over time with positive 
experiences

• This is your most valuable customer and 
should not be taken for granted

– It is up to 25 times more expensive to find a 
new customer than to retain an existing 
customer

– Increasing your retention rate by 5% translates 
to a 25-95% increase in profits over time

To create and retain loyal 
customers requires:
• Outstanding personalized 

customer service
• Recognition: reward 

programs, special 
incentives and discounts

• Community: engage with 
them – encourage sharing 
of stories, photos, and 
testimonials through 
social media or in your 
store



Consumers      CuraMed 

• Consumers love CuraMed and buy it again and 
again: extremely high repurchase rate of 77% 

– nearly 8 out of 10 consumers buy again, well above the 
standard product repurchase rate of 29%

• The most expensive product in the Terry Naturally 
line is CuraMed 750, 120 count, and this is our #1 
selling product by units (as well as $)

• Everyone can benefit from CuraMed
– Hundreds of applications



Suggestions for Specific Situations



You show them 
CuraMed 750 mg 
and…



It’s too expensive. 
• Remind them of the value – it 

takes 14 of the leading capsule to 
equal 1 softgel of CuraMed 750                            
(500/36 = 13.8 capsules)

• Offer CuraMed 375 mg as an 
introductory product



I want a gummy. 

• Talk to them about the importance of curcuminoids
• Offer CuraMed Chewable – half the price per dose of 

the leading gummy – it takes four gummies to equal 
the curcuminoids in one CuraMed chewable tablet

• CuraMed chewable has boosted absorption to 
make it even more powerful; leading gummy does 
not.



I’m a vegan. 

• Three options for 
vegans:

– CuraMed 500 mg
– CuraMed chewable
– CuraMed syrup



For You: Why CuraMed 
(brochure C147; 8.5x11)

Everything you need to know about 
CuraMed’s product features in one 
quick-reference brochure!

For Your Customer
(brochure CC31; 4x8)

Product 
highlights plus 
testimonials



For every situation, there 
is a CuraMed answer!
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