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         Visit our How To website at www.howto.co.uk
         
 
         At www.howto.co.uk you can engage in conversation with our  authors – all of whom have ‘been there and done that’ in their  specialist fields. You can get access to special offers and additional  content but most importantly you will be able to engage with,  and become part of, a wide and growing community of people  just like yourself.
         
 
         At www.howto.co.uk you’ll be able to talk and share tips with  people who have similar interests and are facing similar challenges in  their lives. People who, just like you, have the desire to change their  lives for the better – be it through moving to a new country, starting  a new business, growing their own vegetables, or writing a novel.
         
 
         At www.howto.co.uk you’ll find the support and encouragement  you need to help make your aspirations a reality.
         
 
         How To Books strives to present authentic, inspiring,  practical information in their books. Now, when you buy  a title from How To Books, you get even more than just  words on a page.
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            INTRODUCTION
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         After a successful career in the corporate world, I started my own holistic therapy business. I thought about where my business was going and produced a business and marketing plan. Then I started the work necessary to turn my therapy into a business. I distributed leaflets, gave talks, gave taster treatments, attended health fairs. I put advertisements in newspapers and gradually worked out what worked and what didn’t work. With a lot of hard work, I built up a successful therapy business which then evolved into a therapy training company. However, along the way I have wasted a lot of time and money doing things that either didn’t work or could have been done better.
 
         I have known many people who have a real gift for their chosen therapy but who have struggled to make their business successful. The truth is that being a great therapist and being a great business person require totally different skills.
 
         The aim of this book is to help you, as a new therapist, to concentrate on doing what you need to do and to stop you wasting time and money by getting it wrong.
 
         This book is split into 12 chapters which cover the following topics:
 
         
            [image: alt] Initially we look at you, your therapies and where to locate your clinic.
            
 
            [image: alt] Then we look at your clients. Who they are, what they have in common and where you can find them.
            
 
            [image: alt] Next we focus on your competitors – not only people who offer the same therapy as you but also other therapists who offer a solution to the same problems as you do. We then look at how to make you stand out and how to influence clients to choose you not your competition.
            
 
            [image: alt] Chapters 5 and 6 look at the different methods of promotion, and help you produce not only your plan for promotion but also your yearly marketing plan.
            
 
            [image: alt] Chapter 7 is all about setting up your business and making the right choices from day one. It starts with choosing a name and helps you to avoid some common mistakes. 
            
 
            [image: alt] Chapter 8 looks at the costs of doing business and how to both set your prices and ensure they give you a competitive advantage.
            
 
            [image: alt] The next chapter looks at forecasting and finance. If your chosen business model won’t deliver the income you need, find out now so that you can make the changes you need to ensure the business you are building will be profitable and sustainable.
            
 
            [image: alt] Chapter 10 takes you through setting up your business and, importantly, producing your business plan. A business plan is really a description of what you would like your business to look like, and how you are going to make it happen.
            
 
            [image: alt] We then have your business action plan which helps you to prioritize the multitude of tasks you will need to carry out.
            
 
            [image: alt] And finally, you now have all the information you need so the only thing left to do is start your business!
            

         
 
         Throughout each chapter you will find case studies and examples which illustrate the essential points. All the case studies are about people I have known but to protect their privacy, I haven’t used any real names. Each chapter also contains questions which will help you build up your own business blueprint. Keep your answers in a safe place as you’ll need them in the following chapters. Throughout the book you will also find handy tips to help your business flourish and avoid pitfalls.
 
         Following this book from start to finish should help you build your business on solid foundations. So I would like to wish you good luck on your journey and hope you are able to build a thriving therapy business.

      

      

    


  

    

      
         
         
 
         
            1
 
            ALL ABOUT YOU

         
 
         This chapter concentrates on you as a therapist, the products or services you are offering, your long-term plans, what hours you want to work and how much you want and need to earn. These are all things that you should be considering before you start your business. Knowing all about yourself, allows you to make the right business decisions and set up your business in the best possible way. The information you collect in this section will be used in Chapter 12 when you produce your business plan, so keep all of your exercise answers in a safe place.
 
         Your therapies
 
         This section looks at the therapies you will be offering. This may seem an unusual first step. After all, you have just completed your complementary therapy course so you will be offering the therapy you have just finished studying. This is true, but you need to be clear about two things. Firstly you need to understand how your therapies compare with those offered by other therapists, and secondly you need to know, or have an idea about, the full range of therapies you will be offering. This information will help you make the right choices when setting up your business.
 
         WHAT IS YOUR MAIN THERAPY AND HOW WELL QUALIFIED ARE YOU? 
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         For many therapies there is a choice of qualifications, some being more in-depth than others. For example, to be a reflexologist it is possible to complete a mail order course and never meet your tutor or have had your practical ability assessed. Alternatively, you could have completed an in-depth 12-month course and had your practical ability honed during every single lesson.
 
         
            Exercise
 
            Write down your main therapy and your qualification. Think about how your qualification relates to other qualifications gained from other courses you could have chosen.
 
            My main therapy is:
 
            My main therapy qualification is:
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            Other qualifications available for my main therapy are:
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            How is my qualification better than the alternatives?
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            How is my qualification not as good as the alternatives?
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         OTHER QUALIFICATIONS
 
         If you have other qualifications, not related to your therapy, but which show you have achieved a specific standard or have an understanding of health, you might like to use these qualifications. For example, if you have a degree or a nursing qualification, this will reassure prospective clients that you will be a good therapist.
 
         
            Exercise
 
            Write down any additional qualifications you possess.
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         PROFESSIONAL MEMBERSHIPS
 
         You may be a member of a professional organization such as the Federation of Holistic Therapists or the Complementary Therapists Association. You may also be a member of an organization specific to your therapy, such as the Chartered Society of Physiotherapy or the Association of Reflexologists. These memberships are generally valuable indications to the general public of the quality of your work, many ensuring that you are qualified to a good standard and insured. 
         
 
         
            Exercise
 
            Write down all the organizations you are a member of.
 
            I am a member of the following organizations:
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            I may consider joining the following organizations:
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         HAVE YOU SPECIALIZED?
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         Have you specialized in any particular areas of your therapy? Is there a specific type of person or a particular ailment that interests you? For example, are you a physiotherapist with a particular interest in sports injuries? Are you a homeopath who particularly wants to work with children? Are you a reflexologist who wants to work with the elderly? Are you an acupuncturist who wants to work with clients suffering from infertility?
         
 
         If you have specialized, how have you gained the additional skills you need in this area? Have you taken additional training courses, is this is an area in which you have lots of experience or do you have any life experiences which help you in your chosen specialism?
 
         
            Exercise
 
            If you have specialized or you are thinking of specializing, please write it down.
 
            I currently specialize in:
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            I have gained additional skills in this area from:
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            As a therapist I am interested in specializing in:
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            I plan to do the following to increase my knowledge in this area:
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         WHAT DO YOU WANT TO ACHIEVE WITH YOUR TREATMENTS?
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         Sometimes there are no options with this. If you are offering acupuncture, you are looking at helping the client with a specific condition so you are concentrating on their health. But there are a whole range of therapies such as reflexology, aromatherapy, reiki and shiatsu massage where you can change the focus of your treatments and either concentrate on offering a relaxing or pampering treatment, or a treatment focused on making a specific improvement to a client’s health.
 
         
            Exercise
 
            If you are offering a treatment where you have a choice over what you want to achieve, what is it that you want? Are you looking to pamper your clients or do you want to make a difference to their health? Doing one does not exclude the other, but it is important to find out where your interest lies.
 
            The focus of my treatment is:
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         WILL YOU BE OFFERING OTHER THERAPIES?
 
         
            
[image: ]
            

         
 
         Many people start out with one therapy but find they have very quickly become interested in another therapy and sign up for a course. Or you could already be offering several different therapies, which can affect everything from the name you choose for your business to the type of premises you decide to work in.
 
         Some therapies work together really well, other therapies are very closely related. For example, many hypnotherapists also practise NLP (neuro-linguistic programming) and use both therapies together to achieve results with their clients. 
         
 
         
            ‘When Jane set up her reflexology practice she very quickly built up enough regular clients to pay her bills. However, when January came she found her clients suddenly dropped off. As credit card bills became due, clients either cancelled or waited a couple more weeks for their appointment. Jane solved this problem by adding a second therapy to her practice, which was Indian Head Massage. This treatment took just half the time of her reflexology treatments, so she was able to price the treatment at just over half the amount she was charging for reflexology. This brought it into the range that many people were prepared to pay for a Christmas or birthday present. Jane found that she could sell lots of vouchers before Christmas. Her income was still down during January, but she was busy with her voucher clients and she did receive the money when she really needed it, before Christmas.’
            

         
 
         So think about what therapies you intend to offer, even if your second or third therapies will be some way down the line. It will help you make the right decisions on how to set up your business.
 
         
            Exercise
 
            If you are going to offer several therapies, either now or in the future, list them here:
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            My qualifications in each of these therapies are:
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            Search the internet and find registers of practitioners, such as the federation of holistic therapists at http://www.fht.org.uk. search for therapists offering the same therapy as you and look at what other therapies they are offering. if lots of therapists are offering the same group of therapies, it might give you an indication that they work well together or complement each other in some way.

         
 
         
         
 
         DO YOU HAVE OTHER SKILLS?
 
         Do you have skills not directly related to your therapies, but which can make you more attractive as a therapist? When a client is suffering from a complex medical condition, for instance, they may be reassured to know that their therapist has additional experience or medical knowledge. However, many qualifications not at all related to your therapy can help. For example, if you have a BSc or a BA it doesn’t matter that your qualification is nothing to do with your therapy. It shows that you are able to study and achieve results, and that is important for some potential clients.
 
         
            ‘Jenny is a qualified McTimoney chiropractor who also offers Swedish massage and hot stone therapy. Because her McTimoney qualification is at a higher level than her Swedish massage certificate, having taken her five years to achieve, she attracts more clients with structural health problems than she would if she was only offering Swedish massage. Clients sometimes worry that a massage may make their condition worse, but with Jenny they don’t have that concern because of her chiropractic qualification.’
            

         
 
         Some therapists have life experiences which can be helpful to clients, especially if the experience is combined with a specialist area. For example, a reflexologist who has experience of infertility may find it easier to empathize with clients who are failing to conceive.
 
         
            Exercise
 
            Write down any skills or life experiences you have that will add to your therapy.
 
            
               
[image: ]
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            When looking at what skills you have that would enhance your value as a therapist it is very easy to overlook abilities that are obvious to others but which you take for granted. Ask 10 friends to give you five ways you would make a great therapist.

         
 
         
         
 
         Are you going to sell merchandise?
 
         When you think of therapists supplementing their income by selling products, your first thought might be that this is only applicable to beauty therapists selling very expensive branded beauty products, but this is not the only option.
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            [image: alt] As an aromatherapist, you might consider producing your own line of aromatherapy products. Hand creams, body lotions, bath oils and soaps can all be considered, especially if they also possess qualities that distinguish them from mainstream products, such as those that are paraben free.
 
 Note: Parabens are chemicals that are added to many of the products we buy as preservatives. Many people feel that these added chemicals are not good for our health and can cause us problems. Some people go as far as to say that parabens can cause cancer. If this is an issue you are concerned about, you can help your clients to become aware of the problem and, as a consequence, they may be more willing to purchase your product.
            

         
 
         EXAMPLES OF SUPPLEMENTARY PRODUCTS YOU COULD SELL 
 
         
            [image: alt] As a nutritionalist, you might consider selling supplements, nutritionally balanced products or, depending on your client base, products created for people with specific problems. Gluten-free products are now widely available in supermarkets so would not make a great product to sell, but as other products are produced there is an opportunity for therapists to sell them before they become readily available.
            
 
            [image: alt] As a hypnotherapist, you might have your own range of CDs covering everything from giving up smoking to losing weight.
            
 
            [image: alt] As a physiotherapist, you may start selling back rests and hand braces.
            
 
            [image: alt] As a yoga teacher, you might produce your own meditation CD with a booklet detailing the most common yoga positions you use. This can be sold to your students so that when they practise at home they can be sure they are doing the positions correctly. Almost every home now has a computer with a standard word processing package that gives you almost as many facilities as desktop publishing packages gave you just a few years ago. Producing your booklets is not necessarily easy, but should not give you lots of technical problems. As a yoga teacher, if you have sufficient students, you might also like to consider selling yoga mats and exercise clothes. 
            
 
            [image: alt] As a diet consultant there are many diet products on the market that you can choose from.
            
 
            [image: alt] As a reflexologist, you might consider selling your own foot charts, so that clients can find reflexes on their own hands and feet, or selling products to moisturize feet.
            
 
            [image: alt] As an osteopath or chiropractor you may be treating many people who have problems with their backs. This would give you an ideal opportunity to sell products which help either with spinal problems or to alleviate symptoms. For example, you could start with back supports and braces, and move on to products which can be used in the car or at the office.
            
 
            [image: alt] As a beauty therapist you will have specialist knowledge about the type of skin your clients have and the best products for them to use. I’m not aware of any research but I’m sure lots of people start using a face cream in their late teens and are still using the same product into their 40s. During this time their skin condition will have changed dramatically and their original choice of cream may now be totally inappropriate. As a beauty therapist you will have specialist knowledge that could dramatically improve the condition of your client’s skin. Choosing the range of products you are going to sell is very important.
            

         
 
         Please always remember that when you are selling any product you are  selling your reputation. So only sell what you know is a good product.
 
         
            ‘Eloise worked for nearly 18 months as a beauty therapist before she found a product range she was happy with. She needed good-quality products, at a price her clients could afford and that gave her the profit margin she needed. But she also wanted a range that was parabens free and broad enough to cover all the skin types of her clients. It was definitely worth the search, because now Eloise has a range she passionately believes is the best available for the price and, because of this, she has no problems selling the products to her clients, especially once they have experienced them first hand when having a facial.’
            

         
 
         There are also many products you can sell that are in lots of ways independent of the therapy.
 
         
            [image: alt] A beauty therapist I know sells lovely hand-made jewellery.
            
 
            [image: alt] There are many magnetic products on the market that promise effective relief from back, hip and knee pain. If your client base contains a number of people with these problems, and you believe in the products, why not sell them, whatever your therapy?
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            [image: alt] As a therapist, during treatments I burn high-quality aromatherapy oils which I sell to my clients. This started when clients asked me if I could order them a bottle when I placed my own order with my supplier. Working this way meant that initially I wasn’t investing any money in stock, as everything I purchased already had a buyer, I didn’t have problems storing a large quantity of oils and there was no chance of them going off.
            

         
 
         Sometimes you can sell products which help you to find clients for your own therapies. For example, there are several large beauty businesses which use agents to sell their products.
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            ‘Laura is a beauty therapist who is also an agent for a well-known large beauty business. As part of her role Laura has to arrange for people to have ‘parties’ in their own homes and invite as many of their friends as possible. Laura carries out a demonstration showing how to use the products she is selling. So, for example, she may show you how to change your make-up so that it is on trend for summer, take you through the correct way of applying eyeliner or carry out a mini-pedicure to show off the latest nail polish colours. As Laura is a qualified therapist, which she doesn’t need to be for her selling role, she is very good at applying the make-up and carrying out manicure and pedicure treatments. So, as well as selling products during the ‘party’, Laura very often finds that she picks up clients for her own beauty business.’
            

         
 
         These are some of the things you need to think about when considering selling any merchandise: 
 
         
            
                         
                           
                                  
                        	
Storage:
                                     
                        	You will need somewhere to store the items where they will be safe and easy to get to. This can be a problem for all products but especially for bulky or heavy items.
              
                                 
                     
         
                                  
                        	
Safety:
                                     
                        	If you are storing chemicals, you need to ensure they are not a hazard to either yourself, your employees or your family.
              
                                 
                     
         
                                  
                        	
Insurance:
                                     
                        	You need to ensure your products are insured while they are being stored.
              
                                 
                     
         
                                  
                        	
Spoilage:
                                     
                        	
                           Merchandise can spoil in several ways: 
             
             [image: alt] if it has a sell-by or use-by date;
             
             [image: alt] if the product manufacturer is likely to bring out a ‘newer’ model; 
             
             [image: alt] if the items have to be moved constantly, or have to be stored in a dusty corner, they could lose their ‘new look lustre’. 
             
             In any of these cases you need to ensure your turnover is going to be high enough to sell the amount of product you purchase while it is still viable.
              
                           

                                 
                     
         
                                  
                        	
Cash flow:
                                     
                        	For most products you will need to invest money in buying the items before you can sell them and this can have an effect on your cash flow. For some items you may be able to order them directly as you need them but generally you will be able to add in less of a markup than for those products you purchase in bulk.
              
                                 
                     
         
                                  
                        	
Returns:
                                     
                        	If you can get your suppliers to agree to sale or return it can significantly help your cash flow requirements.         
                     
         
                                  
                        	
Profit:
                                     
                        	You need to ensure you make enough profit on the items you sell. When looking at the price you pay don’t forget to add in all of your other costs, for example, postage if the goods are delivered to you; petrol and running costs of your vehicle if you collect; storage costs; the cost of demonstration products; spoilage costs, for any product that may go off; and other costs such as VAT or other taxes.         
                     
     
                   
               

            

         
 
         You do have to be careful when deciding to sell products. Anything you sell should be chosen carefully so that it adds to your reputation. If you sell a hand cream that separates during storage, or a shiatsu massage cushion which breaks after the first month, you will lose clients. You also have to ensure that your clients do not feel pressurized into buying product from you because, again, it may put them off visiting you at all. I’m sure that, like me, you have been to a spa, received a lovely facial and then felt the experience was tainted because of the high-pressure sales technique of the therapist trying to get you to buy a product that you really didn’t want or need.
         
 
         The best products to sell are those where the client perceives that the product is adding to the treatment, or where the product is just something the client wants to buy. 
         
 
         
            [image: alt] A physiotherapist who is able to sell their client a knee brace is helping the client. Firstly, by buying from the physiotherapist the client is assured of the quality of the product and, secondly, because the physiotherapist, having examined and treated the client, has very good knowledge about the actual injury or problem, the brace is much more likely to help with the problem.
            
 
            [image: alt] When I sell essential oils to my clients they are buying them, for the most part, cheaper than they could buy the oils themselves, even from my supplier. Buying direct my clients would pay full price for the product plus postage costs. I get a discount as a therapist and because of the quantity I order I don’t pay postage. My clients get good-quality oils and I make a small profit. It certainly isn’t a big earner for me but the amount I make is gained with very little effort.
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            ‘Mandy is a beauty therapist who sells hand-made jewellery. She displays the pieces in her waiting room. The client is always left alone with the products (which are under glass, ensuring there is no problem with theft) so always has an opportunity to look at them. Mandy never tries to sell the jewellery but it is there almost as a service. If a client comes for a makeover before a big event, they may find a piece which complements their outfit. Many of Mandy’s clients pick up small items for birthday or Christmas presents, again providing a service because the client then doesn’t need to travel into town.’
            

         
 
         
            Exercise
 
            Looking at your therapy, can you identify any opportunities to enhance your income by selling particular products? If this is an option, is it something you would like to look at, and how much profit could this make you?
 
            I could sell:
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            The items sell for the following amount:
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            The profit on each item would be:
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            I estimate I could sell this many items each year:
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            This would give me this amount of profit each year:
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            What you sell must be commercially viable but doesn’t need to make you a great deal of profit. if you can sell a lot of the product, a small amount of profit will soon build up. You may also decide to sell things that will enhance your relationship with your client but, again, you can only do this if you make a profit.

         
 
         What hours do you want to work?
 
         
            
[image: ]
            

         
 
         Are you looking to work full-time, weekdays from 9 a.m. to 5 p.m., or are you looking to work in the evenings to fit in with your family commitments? Are you prepared to work at weekends or are these precious to you for other activities? Do you have any limitations on when you can work, such as not being available during school holidays?
 
         Now think about when you would be willing to work. When we look at your clients in the next chapter there may be some time slots you can offer to your clients which will set you apart from your competition. For example, a physiotherapist may be able to offer early appointments so that clients can visit him or her before they go to work. An aromatherapist might offer late appointments so that the client can go home after the treatment and fall straight asleep! A massage therapist might offer a Saturday morning treatment so that their clients can have a treatment and not have to go to work afterwards. 
         
 
         
            Exercise
 
            Write down when you would like to work, but also add in when you would be willing to work. For example, you may prefer to work 9 a.m. until 4 p.m. during the week, but might be willing to work Saturday mornings initially to build up your client base. Consider also whether there are any limitations on when you work. For example, if you can only work in the evenings during school holidays.
 
            I would like to work the following days each week:
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            I would like to work the following times during the day:
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            I would be willing to work:
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            I cannot work:
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         How Much Do You Need To Earn?
 
         This is an important issue, but one that can be forgotten in the rush to start practising.
 
         It can be tempting to look at the hourly rate of your new profession and think that because it is more than your current hourly rate you will have enough money. However, you need to remember that if you are an employee you will be guaranteed payment for all the hours you work in a week. If you are working 37 hours a week, that is what you will be paid for. You will also be paid for holidays, bank holidays and may be paid when you are sick. As a therapist you might find that your work is seasonal. Many therapists offering relaxing therapies find that business is quiet before and after Christmas, while a beauty therapist may be very busy before Christmas, but have almost no clients come the New Year.
 
         So, it is important to work out how much you will need to earn over the year – and, during those months when you earn more, do not be tempted to spend it all. 
         
 
         You also need to take into account:
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            [image: alt] Tax and National Insurance;
            
 
            [image: alt] If you are registered for VAT you will need to charge VAT on all the services and products you offer. However, this money must be paid regularly to the VAT man;
            
 
            [image: alt] Rent and other expenses associated with your treatment room;
            
 
            [image: alt] Expenses, including insurance, membership of your organization and accountancy fees, not just your day-to-day expenses;
            
 
            [image: alt] You may wish to buy an insurance policy which will pay out should you be unable to work. A word of warning here: if you decide to take out this type of insurance do make sure you are completely covered for what you need. Take care to read the small print. Alternatively you can put aside a specific sum of money each month especially for this purpose, which should only be used if you are ill and unable to work;
            
 
            [image: alt] You may also decide to put aside an additional amount each month in the event of an unexpected downturn in your client numbers.
            

         
 
         
            Example
 
            If you need to earn £600 each week before tax, you should allow for at least four weeks’ holiday a year and not working on bank holidays. This means you will have a maximum of 47 weeks a year to earn your money.
 
            52 weeks, less four weeks’ holiday, less one week to account for bank holidays equals 47 weeks.
 
            So the equation is £600 × 52/47 = £664.
 
            This amount does not include expenses, or money which needs to be set aside, so to achieve £664 profit each week, you might need to be taking £900 or more in income from treatments. Later in this book we will look at your costs and you will get a better idea of how much income you need to generate before you earn enough money.
            

         
 
         Therapists who start in their new profession often don’t make enough money to cover their costs in the first few months. If this happens to you, you need to think about how long you can support your business before you start earning the amount of money you need. 
         
 
         
            Exercise
 
            I would like to earn:
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            I need to earn:
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            I can support myself without income from my therapies for:
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         What are your long-term plans?
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         Think of where you would expect yourself to be in one, five and ten years’ time. Will you be doing exactly the same as you are now? For example, you may have spent several years working towards your goal of being a homeopath and, now you are qualified, things couldn’t be better. You aim to build up your practice and increase the number of clients you treat, but in ten years’ time you intend to be doing exactly what you are doing now, but with more clients.
 
         As a therapist there are other options. You might be thinking that in the future you would like to teach your therapy to new students, either with your own school or with an existing college or university. You might consider starting a clinic, where you, along with other therapists, offer a variety of therapies. You may have always seen yourself writing books. You might want to be involved in carrying out research in your therapy, or your ultimate aim might be to own a spa. Either way, there are lots of options.
 
         If you know where you want to go with your therapies, it can help you make the best choices when setting up your business, in terms of, for example, business name and choice of business model. 
         
 
         
            Exercise
 
            Think of yourself in one, five and ten years’ time and write down how you see your business developing. At this stage you don’t have to have all the answers, but if you have ideas now, use them.
 
            
               
                       
                              
                                     
                           	Where will I be in             
                           	Work location             
                           	No. of clients per week             
                           	Income             
                           	Description of my business         
                        
         
                                     
                           	12 months             
                           	              
                           	              
                           	              
                           	          
                        
         
                                     
                           	5 years             
                           	              
                           	              
                           	              
                           	          
                        
         
                                     
                           	10 years             
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