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Grow Your Bodywork Business
1  Take the time to think about how you want your 

business to make you feel, then visualize your 
Dream Practice.

2  Begin by creating a boutique business and filling 
your client spaces.

3  Figure out how many days per week you want to 
see clients and how many clients each day.

4  Know your Exhale Number—what’s the minimum 
income you need each month?

5  When someone calls to find out about your work, 
ask questions.

6 Create a signature offering that you love.

7  Have a simple, concise explanation of your 
modality in writing.

8  Instead of cutting your prices, add value to your 
services.

9  Give new clients a signature gift to welcome them 
into your practice.

10  Send clients a handwritten Just Because note when 
you think of them or see something they would 
love.

11  Keep in touch at least monthly with prospects as 
well as clients.

12 BE CONSISTENT.

13  Create a charting system that satisfies your 
licensing requirements AND allows you to chart in 
between appointments.

14  Follow up with new clients, in writing, within one 
day with a session summary and recommendations 
for going forward.

15 Become really good at what you do.

16  Schedule a block of time each week to dive deep 
and work on your business.

17  Get off of social media. Use the time you save to 
actively take steps to grow your business.

18  Schedule time in between clients. 30 minutes is 
ideal, but even 15 minutes will keep you from 
feeling scattered and will improve your work.

19  Chunk your time in your schedule. Take 30 
minutes to return all the day’s phone calls. Or write 
all your blogposts for the month in one sitting.

20  Limit calls with prospects to 15 minutes. 5 
minutes is even better.

21  Pay attention to clients you LOVE working with. 
They will become the basis of your Ideal Client.

22  Raise your prices. It’s scary, but it can be done with 
grace and ease.

23  Detach from outcomes. Remember, “I care deeply 
AND it doesn’t matter.”

24 Narrow your focus of those you want to serve.

25 Always go back to kindness.

26  Plan your CE schedule at least a year in advance so 
you can take classes that are meaningful to you and 
that light your fire.

27  Connect with other practitioners with more 
experience who do the work you love.

28 Stop doing trades. (Trade rule: One and Done.)

29 Turn your clients into Raving Fans.

30 Know your bottom line.

31  In your marketing, focus on what comes naturally. 
Marketing shouldn’t make you nauseous.

32  Remember, marketing is about building 
relationships. That can take some time.

33  Give potential clients the chance to get to know, 
like, and trust you.

34 Don’t offer discounts. Offer excellence.

35  Send appointment reminders to your clients the 
day before their appointments.

36  Know the difference between a boutique and a 
scalable business model.

37  Have a question you can easily say to ask people to 
rebook. Practice saying it.

38 Anchor the session before it begins.

39  Come back to the anchor after the session when 
asking for a rebooking.

40 Always be on time.

41 Don’t allow sessions to get backed up.

42 Become excellent at time management.

43  Don’t go longer than your agreed upon time for a 
session, even if you think the client “needs” it.

44 Be professional, clear, and kind.

45 Know your stuff.

46  Get clear on anatomy and how it pertains to your 
modality.

47  Don’t fake it. If you don’t know the answer to a 
client question, say so, then follow up with the 
answer once you find it.

48 Laugh a lot and have a blast.

49  Use the time in between appointments to read 
bodywork journals and research articles.

50  Make sure your sheets are clean and that they 
match. Good quality, solid sheets are best.

51 If you use music, make sure it is on a loop.

52  Consider not accepting tips. The fee is the fee. 
This gives clients a sense of safety and gives you a 
more solid sense of your numbers.

53  Keep track of how people found you. Revisit it on 
an ongoing basis. 

54  Narrow your offerings and make each one 
exemplary.

55 Keep track of revenue and expenses every month. 

56  Be so good that your clients do most of your 
marketing for you.

57  Keep track of ROI – how much is it costing you 
for each new client?

58  Create a clear, professional intake form that meets 
the standards of your licensure.

59  Email new clients your intake form and remind 
them to bring it with them to their first 
appointment. It will save time and you can hit the 
ground running.

60  Set monthly, quarterly, and annual goals. Write 
them down.

61 Set lead goals, not lag goals.

62 Step into your power.

63  Surround yourself with positive, uplifting 
professional colleagues and associates.

64 It’s your job to be visible so people can find you.

65 Start where you are.

66 Keep taking baby steps. They add up quickly.

67  Remember that no one else does it exactly like  
you do.

68  Transform your passion into expert skills by 
practicing those skills. Strive for excellence.

69 Walk your talk and get your own bodywork.

70  Mind your body mechanics. You’re in this for the 
long haul.

71  Save your pennies for an electric table. Nothing 
will do more for your comfort and your back.

72  Deepen and expand your knowledge of your 
modality.

73  Remember, client sessions are about them, not you.

74  Though it’s counterintuitive, focus on one 
modality. Become an expert at that modality.

75  In your knowledge of bodywork, go broad. In your 
practice, go deep.

76  Find mentors to guide you in your modality AND 
in your business.

77 Practice, practice, practice.

78  Remember why you got into this work in the first 
place.

79  Create a Mission Statement for you and your 
business. Hint: It’s NOT “To help people feel 
better.”

80  Find a MasterMind group for accountability, 
laughter, and support.

81  Don’t reinvent the wheel. Find or create templates 
and forms that you can tweak and use in your 
business.

82  Visualize your dream practice, AND your dream 
life. Be sure the two fit together.

83  Get a quick infusion of income with packages and 
programs.

84  Put package and gift certificate earnings aside to 
pay your major bills 3-4 months in advance.

85  Know the times of year when your client docket 
fluctuates, and plan accordingly.

86 When you have a cancellation, work to fill or chill.

87  Create a kind, clear cancellation/no-show policy 
and use it.

88  Don’t spread yourself too thin by trying every 
single marketing angle. Choose one thing and do 
it for 3-6 months. Then evaluate and either stop 
doing it or do more of it!

89  Know the difference between a business strategy 
and a business tactic. Focus on Strategy.

90 Make your website a mirror for your ideal clients.

91  Create marketing materials that are 80% about 
your clients and 20% about you and your work.

92  Keep track of referral sources, and send 
handwritten thank you notes when someone refers 
to you.

93  Collect client testimonials on an ongoing basis. 
Don’t wait until you need one to ask.

94  Understand the Customer Journey and know how 
it relates to your ideal clients.

95  Make one new professional contact every month. 
Meet in person, or for virtual coffee dates to get  
to know each other better.

96  Take 5 minutes at the end of each day to write 
down one thing you learned from each client you 
saw that day.

97  Be sure to do quarterly and annual projections  
for your business so you can be prepared for  
what’s coming.

98  Get back to prospects as soon as you can.  
Within 24 hours at the latest.

99 Make sure it’s easy for clients to pay you.

100  Hire a pro to help you with the business side of 
your practice. Nothing will get you where you want 
to go faster. 

NEED HEL P P U T T ING 

T HESE IDE A S IN T O AC T ION?

Mindy Totten helps savvy, passionate bodywork therapists 
create successful and sustainable practices so they can do 
they work they love and make a great living doing it.

For more resources, programs,  
and private mentoring with Mindy, visit:

M I N D Y T O T T E N . C O M      M I N D Y @ M I N D Y T O T T E N . C O M


