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eople often ask,

“What is the best way

to market my

practice?” As much as
I would love to give a concrete
answer to that question, it’s
impossible. No one-size-fits-all
formula works. The marketing
venues you choose are best
determined by your target
markets. The trick to
marketing success is to
determine what’s most
important to your potential
clients and communicate how you can meet
their needs and goals.

One quick tip: When starting out, talk with
everyone about your profession—family,
friends, neighbors and people in line at the
grocery store, movies and department of motor
vehicles. Share your enthusiasm for your work
and the results it produces. Excitement is
contagious!

Although there’s no magic bullet, there are
some steps every new massage therapist can
take to acquire and retain clients in the first
three months of practice.

—

0’7 Read the full-text version of this article at
www.futureLMT.com/getclients.

0.,7 Issue 4 offers additional information about
attracting clients. Read “Marketing Magic” at

www.futureLMT.com/marketingmagic.

0.’7 Learn how to determine your target market at
www.futureLMT.com/targetmarketanalysis.

0.’7 Read how to determine what's most important
to your potential clients at

www.futureL MT.com/targetmarketprofile.

Visit www.futureLMT.com Today! 1



MAKE THE WEB
WORK FOR YOU

high-quality website is an

incredible way to market your
practice. It increases your visibility and
credibility, and gives instant access to
information about you and your services.
Think of it as an electronic brochure. A
website makes it possible for existing
clients to refer people to you more easily.

You can also enhance your “convenience
quotient” by adding an online scheduling
component to your site. An e-newsletter
archive with news, health tips and special
promotions also adds interest and value to
your site.

0,’7 Read the full-text version of this article at
www.futureLMT.com/webwonders.

0.’7 Get hip to the lingo! Learn the meaning of
such terms as “Web host" and “TCP/IP" by reading
"Internet Terminology,” at
www.futureLMT.com/internetterminology.

0,’7 To learn 16 ways to make your website
inviting, visit www.futureLMT.com/invitingweb.

he following traits and skills will

fulfilling career.
PERSONALITY GHARAGTERISTICS

Be confident in your abilities, have a
positive mental attitude, maintain
healthy boundaries, enjoy working with
people, be willing to take risks and stay

focused.

GLIENT INTERAGTIONS

Possess reverence for the inherent
magnificence of the human body and
spirit. Respect clients regardless of their
physical conditions or the reasons they
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help you have a long, successful and

CAREER LONGEVITY

seek care. Customize each session to
address clients’ long-term goals and
immediate concerns.

,7 Read this article in its entirety at
¥ \ww.futureL MT.com/careerlongevity.

', An ideal work environment is essential
“"" 1o career longevity. Learn 26 ways to
create such an environment at

www.futureLMT.com/joblongevity.

Get resources to support you in
"7 es( pport
sustalnlng your career at

www.futureL MT.com/joblongevityresources.

10 INERPENSIVE
SIARTUP TIPS

B usiness cards and a telephone are all
you really need to start a business.
They also may be the only tools you'll
ever need if you want to work part time
or reside in a community where you're
the only practitioner of your kind.

Marketing a massage practice starts
with education and relationships. Make
emotional connections with people. Do
whatever you can to increase your visi-
bility in your community.

9

,7 For a complete list of the major busi-
@ ness startup tasks, see

www.futurel MT.com/startupchecklist.

Read the full-text version of this arti-
cle at www.futureL MT.com/10tips.

0’7 Make sure your business cards and
“"" brochures are top-notch. Read

"Compelling Collateral” at

www.futureLMT.com/compellingcollateral.

ABOUT THE AUTHOR: Cherie
Sohnen-Moe is an author, busi-
ness coach, international
workshop leader and successful
business owner since 1978. Her
company offers innovative sup-
port for increasing success
through home-study courses,
books, workshops, coaching and free resources on
her website, www.sohnen-moe.com. Cherie was in
private practice for many years as a massage and
holistic health practitioner. She has served on the
faculty of several schools and has written more than
100 articles that have been published in more than
15 national and international magazines. She is the
author of the book Business Mastery and co-author
of The Ethics of Touch.

Cherie Sohnen-Moe



JUST FOR STUDENTS >

by Diana Moore, www.naturaltouchmarketing.com

THREE STEPS TO
SUCCESSFULS

MARKETING

I n order to market yourself well,

you need to know where you want

to go and how to get there. A good
marketing plan can be your guide.
Wiriting a marketing plan may
sound daunting, but it’s really not
difficult. The few hours you put

aside to research and write your plan

can result in a guide that will help
you promote your massage therapy
practice efficiently and successfully

for months, if not years.

To chart your goals and direction,
start with background research in
several areas. Take notes, make copies,
clip articles. Gather a lot of
information, so you can sift through
later to see what will suit your
particular practice.

0.,7 Read this article in its entirety at
www.futureLMT.com/3stepsmarketing.

Build Your Practice with

PRAGTIGUM GLIENTS

‘- 7 ou can jump-start your business
and build your clientele with

the people you worked with in
school. Keep in mind that it can be
a shock for clients to make the
transition from paying nothing or a
nominal fee to your standard rate.
Upon graduation, you may lose
many clients if they’re abruptly
required to double or triple the
amount they’ve been paying. Ease
their transition by offering them a
lower rate that gradually increases

over time to the standard rate. You never
know—they may offer to pay your
standard rate anyway.

Read the full-text version of this article at
% www.futureLMT.com/jumpstartpractice.

7 For more on how to set your rates, read
%7 "Setting Your Fees” at
www.futureLMT.com/settingyourfees and “Fee
Structures” in Online Resources at
www.futureLMT.com/feeresources.

ERPERT
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Brand-new blogs at futureLMT.com

|) fl assage experts and readers share

their thoughts, ideas and opinions.
Please feel free to ask questions; they are
here to help you start your career. Check
them out at www.futureLMT.com.

Ask CranioSacral
Felicia . | Therapy
_ by Felicia Brown by Tad Wanveer
The Massage ; The Whole
| Pundit ..g Food Blog
by Laura Allen | by Cliff Smith
S | Tech Talk A\ | Everflowing
i by Erik Dalton -l | by Irene Smith
Myofascial Comfort Touch
Release by by Mary Kathleen
by John Barnes 5 Rose
— —
Touching Lives
in Eldercare Reflexology
and Hospice _B by Karen Ball
el by Ann Catlin
%. | Making Social
% | Wedia work for ﬁ
4 | You = §
" by Jayne Thomas -
Save Your Hands!"® Injury
Presence Prevention & Ergonomics
Matters for Manual Therapists
. by Suzanne by Lauriann Greene and
48 | Scurlock-Durana  Richard W. Goggins

Visit www.futureLMT.com to look for this
subscribe/RSS icon on your favorite blog-
ger's page. Click on it to subscribe to your favorite
blogs so you don't miss anything—and receive an
e-mail alert for each new post.

futureLMT.com is a bimonthly newsletter
published by MASSAGE Magazine. Its

purpose is to provide career information and

resources to massage students and new
practitioners. It is available in print and
electronic format. Inquiries and

correspondence should be sent to the editor.

Contributing Editor: Cherie Sohnen-Moe

Managing Editor: Jennifer Whalen
5150 Palm Valley Road

Suite 103

Ponte Vedra Beach, FL 32082

(904) 285-6020

E-mail: jwhalen@MASSAGEmag.com

EDUCATORS:

Add futureLMT.com to your classroom
activities or school library. Free evaluation
copy for teachers and librarians. Contact
customer service at (800) 533-4263.

© 2011 MASSAGE Magazine Inc.

Visit www.futureLMT.com Today! 3



WEB EXTRAS
AVAILABLE FOR DOWNLOAD

SUGGESS GHEGKLISTS o.

success checklists are designed to help you
prepare for your career while you're still in
school. The lists provide goals, activities and
skills we suggest you accomplish at each
stage of your education.

@) Visit www.futurelMT.com to download all six.

pHST ISE“EE Refer to past issues online

for help with all aspects of practice startup.

@) Visit www.futureLMT.com to view these
issues, which are also available in PDF format.

ONLINE RESOURGES

Our Online Resources are links to useful Internet sites
for students and new massage therapists. Here you will
find websites, hand-picked by our editors, to help you

with your education, your practice and your career.

"’7 See them at www.futureLMT.com/resources.

FIND A SCHOOL IN

Y OUR NEIGHBORHOODI

Magazine's enhanced Schools and Training

Do you want to find a school in your
area that offers education in massage Directory online at
and bodywork? Visit MASSAGE www.massagemag.com/Students/schools.

YOUR FEEDBAGH

What You Are Telling Us

See what other readers are saying about
futureLMT com. Send us your comments
about our newsletter or website.

GONNEGT WITH US

Network with other futureLMT com readers
at www.futureL MT.com/facebook. Also, become
a fan of MASSAGE Magazine on Facebook
at www.massagemag.com/facebook; follow us
on Twitter at www.twitter.com/massagemag;
and connect with us on LinkedIn at

www.massagemag.com/linkedin.
7 Stay up to date with the latest massage

news, articles, tips, products and more at
WWW.massagemag.com.

No booking.
No billings.
Just massage.

/I/Iasmge Snvy

CAREERSw

MassageEnvyCareers.com

02011 NV ge Envy Franchising, LLC.

> Massage
WWarehouse

& SPA ESSENTIALS

FREE

Better Selection.
Better Value.

7,‘.’\ar

Naturally.

Hurry...Must enrold before
lnu«smg or certification!

(800) 910.9955
www.MassageWarehouse.com

MASSAGE BTj§

Business
Website

Insurance

Liability Insurance—Professional, General
and Product—$2,000,000 per occurrence

Rental Damage Insurance $100,000
$3,000,000 Annual Aggregate—$2,000,000 Product Aggregate

PLUS Lost or Stolen Equipment
Insurance-$1,000
PLUS Identity Theft Protection-$15,000

FREE Monthly Newsletter

www.MASSAGEMAGi ins.com
Get Instant Coverage NOW! == =2 &2| zana

4 Visit www.futureLMT.com Today!




