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There are basically 3 ways to earn more revenue in your practice. Let’s break them down:

 

YOU CAN TRY TO GET MORE CLIENTS

This is the place most solopreneurs begin to try to increase revenue. And it makes sense, right? See more people =

make more money. Well, yes, but there are a couple of problems with this approach for bodyworkers.

 

First of all, there comes a point where you’re going to max out. The work we do is physical and it’s intense, even if

we practice a subtle-touch modality like CranioSacral Therapy or Reiki. The work can take its toll not only on our

hands, shoulders, and back, but also on our emotions and spirit. (A general guideline you can use is 20 sessions per

week. If you’re giving more than 20 sessions per week, it may be difficult for you to continue that pace for the long

haul.)

 

Another problem with this approach to earning more income is that it is the most difficult to accomplish. The time,

energy, and money you spend to acquire new clients can be immense, and no matter what strategy you’re using to

attract these new people to your practice, it’s not going to work continuously, all the time. 

Luckily, you don’t have to rely on getting more clients because you can also…

 

 

INCREASE THE LIFETIME VALUE OF THE CLIENTS YOU HAVE.

We’ve all read the research that says it’s between 7 and 10 times harder to find a new client than it is to keep your

current clients, so you can begin thinking of offerings you can create that will further serve your existing clients.

 

For example, when I began my career, I was focused on serving women and I wanted to help them with the issues my

clients were struggling with. I used my background as an English teacher to create quarterly study circles. I called

them Explorations in Health Study Circles. Here’s how they worked:

 

Each quarter had a different theme, such as eating well, the connection between stress and happiness, or women’s

brain health. I opened the groups to my current clients first — they paid a fee to be a part of the program, and once

they joined, I sent them the reading list for the group (3 books per quarter). I also created Reflection Guides to go

along with each book so that participants could take notes, journal about their ideas, and reflect upon the reading.

Then, at the end of the month, we gathered in person at my office to discuss the books and share. It was a wonderful

community of women, who all got so much out of the program. 

 

And it was an opportunity for me to earn more income, doing work I loved, all while serving my current clients so

that they could live better lives.
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In the same way, you can create offerings, programs, and packages to serve the clients you already have. It’s an

excellent way to earn more revenue, but it tends to take some time. To really offer value to your people, you don’t

want to just slap something together. Your offerings need to be a reflection of you, and also help your people live

better lives. It can take awhile to put something like that together.

 

So while you’re working on it, you may want to…

 

RAISE YOUR PRICES

This is BY FAR the fastest and easiest way to earn more revenue. I know it can freak you out because I used to be

terrified to increase my rates. Most of us have mindset issues around money, and I was no different. I used to be

terrified that I would lose all my clients, who would leave me to get bodywork from the person across town who

charged less.

 

But that didn’t happen.

 

I figured out a way to not only raise my prices with integrity and intention, but to do it in such a way that my clients

are not only able to budget for the increase, but they actually pay me in advance, giving me a nice income bump

BEFORE the new prices go into effect.

 

I created this process from lots of trial and error, and lots of sleepless nights, where my mind would race around,

wondering how in the heck I was going to be able to keep my doors open, AND serve the people I wanted to work

with.

 

Raising your rates doesn’t have to be something that makes you want to barf. (One of my business principles that

guides my work is Don’t do anything that makes you want to barf! Profound, I know… ☺ ) It can be done with

integrity and intention, so that both you and your clients feel good about the change.

 

NOW IT'S YOUR TURN!

 

Use the checklist on the next page to get an idea of how these 3 strategies for increasing your revenue would work in

YOUR practice. Remember, this is a jumping off point. You may find that you want to use a combination of

strategies -- that's great! Your main objective now is to see where you are, where you want to be, and what will be the

most efficient way for you to get there. Remember Dr. Upledger's quote: "The shortest distance between 2 points is

an intention." Get clear, get intentional, and get the support you need. You can do it!

©Mindy Totten 2019  www.MindyTotten.com



 

BODYWORKER

REVENUE CHECKLIST

FIRST,  KNOW YOUR NUMBERS

Current monthly revenue:

Current number of sessions per month:

Current price per session:

Revenue from other offerings:

What is your IDEAL
monthly revenue?

Current monthly income from hands-on work:
(Multiply price per session by number of sessions)

(Add hands-on revenue to revenue from other offerings)

Difference between
current and ideal:

NOW, HOW CAN YOU MAKE UP THE DIFFERENCE?

GET MORE CLIENTS CREATE MORE OFFERINGS

How many more clients do you need to make up the

difference?

Brainstorm strategies to attract those clients to you:

What is an offering you can create that will serve
your current clients?

How much will you charge for it?

How many will you have to sell to make up the
difference?

RAISE YOUR PRICES

How much would you charge if
you increased your rates by 15%?

How much would you charge if
you increased your rates by 25%?

Current number of

sessions per month:

Monthly income if you
increased your rates by 15%

Monthly income if you
increased your rates by 25%
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Phew!

 

That was a lot! Take a couple of minutes to reflect on this work. You can use the following prompts to help you

gain clarity:

 

--How did it feel to do this exercise?

 

 

 

 

 

--Is this bringing up any issues or emotions around money for you? Write about them here.

 

 

 

 

 

 

 

 

--What do you feel is the best way for you to begin earning the revenue you'd like to see in your practice?

 

 

 

 

 

 

--What support do you need to make this a reality?

 

 

 

 

 

 

 

--When will you begin to work on it? Write the date here, then plug it into your calendar -- you're on your way!
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