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The Birth of the CAM Coach


Many people would have said I had it all. A house on the hill, sea view, boat in the harbour, great job, a wonderful wife and family and to top it all I lived on the Channel Islands.


If that doesn’t top it all I had a six figure salary, riches beyond my wildest dreams - or so I thought.


I was the head of a well-known bank and we were achieving great results, I had a great team of people I worked with and life was good; how much better does it get than that? I had recently been awarded the bank’s prestigious manager of the year “best of the best” award, which had been a great achievement and honour - and a complete surprise at the time it is fair to add.


My wife had a job at the local heritage trust, my daughter was at the local nursery and my son had just been born. Nothing could have been better.


I just had one big problem.


I was bored.


No, really bored.


Really, really bored. So bored I felt guilty every day I went in that I didn’t deserve the money I was being paid.


I’d worked out I had somebody in my team that did everything for me, even writing the bank’s cheques for me to sign and updating the sales results boards on my office wall while I sat there and watched.


What was there left for me to do?


I was 38 years old and had achieved everything I had set out to achieve. I had a great PA and a second personal assistant that did everything for me from booking my flights to taking notes at meetings I attended, and to top it all, my sector of the bank was achieving every target we had been given, several times over. I needed a change, a challenge, something that would in some bizarre way allow me to once again face the challenge and excitement I had got in the past when climbing that corporate ladder.


I cast my mind back to the beginning, some 22 years before.


There I was at 16 with my mother in British Home Stores, buying my first business suit. It was grey and I also got a maroon stripy tie; my mother loved it, I hated it, especially that maroon tie. I hoped none of my friends could see me. It was my first job interview with one of the major 5 high street banks. I felt confident, I had my five “O” levels, been told I was good at admin, so what could go wrong? After all, I was only going for the job of filing clerk.


Somewhere along the way the new grey suit, or it could have been the tie, let me down and I was rejected. A young lady in a very smart red jacket got the job. She certainly didn’t get her jacket from BHS. They thought she had more to offer; I am sure she did. I was devastated, but always remembered my first experience of not getting that job. It wouldn’t happen again, especially not with that bank, and I was relentless about one day putting the record straight.


That bank remained in my sights for years to come. Ironic then that I ended up running a large sector of that same bank 22 years later, still with the same 5 “O” levels, but they didn’t seem to matter anymore -nobody seemed to care.


Back to present day: the grey suit, girl in the red jacket and stripy maroon tie seemingly a long way off. It was one of those lazy summer days in the Channel Islands. I was in the kitchen when my wife Karen appeared around the fridge door in a state of both panic and delight. “It’s him again, that guy on tv who can do everything, the life guru!”


I knew who she meant straight away and the fact he was blessed with film-star looks definitely held Karen’s interest.


“Everything”, I repeated to myself. I cautiously entered the lounge and there he was, the man that supposedly does everything, film star looks and all. He was in full flow, helping a very frightened looking groom get over his wedding nerves. The more I watched the more intrigued I became.


I was watching a programme called The Life Guru; the star of the show was somebody called Alistair Horscroft, a life coach and NLP Practitioner who had been plucked from obscurity to star as the show’s expert and host.


My earliest memories of the world of Complementary and Alternative Medicine was watching Alistair that day being interviewed on the tv, talking about another patient he had cured, another challenge he had overcome, and another miracle he seemed to have performed. I remember he looked as amazed as everyone when changing yet another mere mortal’s life forever, and he simply stated that the power of the mind was incredible and anything was possible. Or words to that effect.


Here was a man who was incredibly successful, often someone’s last resort, and he seemed to offer the miracle cure time and time again. He had his own tv show to prove it. The Life Guru was featured every week, curing all sorts of people, from all sorts of problems and phobias.


I vividly remember watching the great man that day, and wondering exactly how he did the amazing things he did, how he had so much knowledge about the mind, nutrition and his whole holistic approach to mind and body fitness. That was it. I had to meet this guy and find out how he did the wonderful things he did. He lived in Sydney, but just happened to be flying to London to run an NLP, Hypnosis, and Coaching course at the end of the year.


Seven years later and the rest is history. Alistair and I remain firm friends to this day. The Life Practice was born and our business has enjoyed unprecedented success, with us opening a nutritional arm to our practice as well as business coaching and mentoring thousands of Complementary and Alternative Medical practitioners all over the world.


In addition we have our own certified and accredited training courses designed specifically to provide a way for our students to obtain the skills, knowledge and confidence required to become wellbeing practitioners themselves and forge an exciting future for themselves in the CAM industry


With products in Waterstones, a regular slot on BBC radio as their resident life coach and a growing team of Associates opening Life Practice Offices all over the UK, life is fantastic and wonderfully challenging and unrecognisable from my days at the bank.


As a business we have always featured heavily in the media and it was in this way, quite by chance, I met my writing partner Simon Martin.


Most of you will know Simon as the editor of the fabulous CAM magazine, but few will know he is also trained as an NLP and life coach and has used his knowledge of NLP, nutrition and other CAM modalities to become a world champion masters athlete.


Simon and I hit it off immediately and we agreed I should write a monthly column for CAM, the theme of which should be helping fellow practitioners achieve success in their respective CAM businesses. Practitioner Proficiencies was born and is still running to this day.


Both Simon and I shared a concern of how difficult it appeared to be to run a successful CAM practice. We jointly researched the results and found to our dismay that around 65% of CAM students finishing their courses, even degree courses, didn’t make it into practice and of those that did many failed in the first 12 months.


The frightening comparison, if this isn’t scary enough, is between a complementary practitioner’s first year in business compared to a business start-up in a different industry: 20% more CAM practices fail in their first year than in other business start-up areas.


We felt we had a duty of care to try and do something about this, as we both believe totally in the importance of complementary and alternative medicine. So the CAM Coach concept was born and the book was to follow.


Within the context of the book you will notice we may refer to your particular therapeutic discipline in an obscure way or perhaps even not at all. Let me reassure you this book is aimed at and will add value to every type of CAM business in existence today. The key principles are the same for us all. So whether you are a Nutritional Therapist, Medical Herbalist/Phytotherapist, Hypnotherapist, Personal Trainer, Energy worker, Psychotherapist, Naturopath, Acupuncturist, Chiropractor, Osteopath or whatever, we refer to you all as CAM practitioners, therapists, and coaches.


Simon defers to me as the business and financial brain, as he is self-admittedly “rubbish” in those areas. I’ve held nothing back in the book. I’m sharing all of my secrets on how to set up and run a successful alternative medicine business. These are secrets, strategies and key principles that have actually been used successfully in the field over the last 7 years with thousands of clients, practitioners and students and have proved to work. Not only work, but work well and deliver outstanding results.


By reading this book and adopting the principles in it you are what we call in the NLP world, modelling success. Copying and adhering to key principles that actually work. Not subjective theory that someone somewhere thinks is a good idea, but proven business strategies that not only work, but work well.


It’s not practice that ensures good performance, but perfect practice that ensures perfect performance - “the difference that makes the difference”, as I call it.


I would strongly urge you to read this book with an open mind. Don’t be afraid of trying something new - it’s quite normal to be nervous; we are all afraid of what we don’t know.


What we can say for sure is that if you always do what you’ve always done, you’ll always get what you’ve always got.


Wishing you enlightening reading, in the hope that the knowledge contained within these pages will take you and your business to a new and exciting level of personal success for you and your clients.





Mark Shields, 2012
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Part 1: Setting up your Successful Practice




Chapter 1: Starting Out


To paraphrase one of the most famous lines in movie history, mouthed by Clint “Dirty Harry” Eastwood: “We know what you’re thinking”.


This is all the boring stuff, right? Setting up as a business, dealing with insurance, accounting, banking…what’s this got to do with you as a CAM practitioner, whose calling is to help people?


Well, there are people who actually enjoy these nuts and bolts. Mark is one of them. Uniquely, for someone with his business background, he’s also very good at communicating what needs to be done – and finding ways that make dealing with all this actually fun. As Julie Thompson Crawley writes about one of the essential “boring” tasks Mark set her: “The first job in hand was to write down the goals for the business. I have never done this before and actually thought it was a complete waste of time! Boy was I wrong; this is the most amazing thing to do ever...it really gets your head into the right place and I certainly needed all the help I could get. Do this exercise. I hope it inspires you as much as it did me and still does.” Read more from her in “A New Practitioner’s Tale” in this chapter.


And really, we do know what (most of you) are thinking. Simon, being the polar opposite to Mark when it comes to hard business skills, knows that this is the part of the book you are most likely to skip over. It’s the part HE wanted to skip over! So by all means check out all the inspiring case histories we’ve included if you need that bit of extra motivation for the nuts and bolts. But be aware that all the successful practitioners we’ve included have their practices on firm business foundations. They’ve organised things that way because it has made them better able to help many more people than they would otherwise reach.


But hey, why listen to us? You haven’t got to know us yet. So maybe these words from Jayney Goddard, president of the Complementary Medical Association, will help. The CMA was set up in 1995 and is one of the UK’s best-known professional bodies, representing more than 15,000 practitioners and 100 colleges. Jayney says:








“I’ve trained thousands of practitioners over the last few years in business development and hear time and again that viewing themselves and their practices as commercial entities is often a hard leap for practitioners to make - as they are inherently altruistic beings. However, the cold hard reality is that if complementary medicine, as a whole, is to survive and thrive under the well-orchestrated, well-funded attacks that we have seen - we, as practitioners, have to ‘up the ante’ and re-frame ourselves as business professionals.








“I believe in the ripple effect, such that if a practitioner is successful and profitable, they will be able to invest in their business, thus making their work more available to clients. This, in turn, creates a positive feedback loop throughout their immediate social circle, eventually promoting complementary medicine further into society - making it more accessible, better understood and more acceptable.”





According to the CMA president, this more business-orientated outlook is becoming a major trend among practitioners. If you are going to survive long enough to put your training and personal vision into action, getting these nuts and bolts right is essential. We’ll make it as fun as we can – just remember that our aim is to give you everything you need to succeed. So stay with the programme!


As Jayney added: “The most profound change that I have personally noticed in our profession over the last ten years is the growing awareness among practitioners of the need to ‘professionalise’ their practice work. Practitioners now realise the importance of maintaining a profitable practice which thrives - as a ‘business’.”



•  A New Practitioner’s Tale



Let me tell you about the adventure of setting up my own practice...





First of all get rid of any nagging doubts: “What if I don’t succeed?” “What if I can’t make enough money?” Or “I’m not good enough”. I wasted 2 years with all of this self-doubt, working long hours for someone else and not making any money. Finally the penny dropped - why are you wasting all this time? Come on, get there, get this business started! So I handed in my notice and got a part-time job to keep me going





The adventure began...for the first time in years I felt excited about getting up in the morning. Most of the nagging thoughts had gone, although a few still floated in and out but hey, you’ve got to be in it to win it!





The first job in hand was to write down the goals for the business. I had never done this before and actually thought it was a complete waste of time! Boy was I wrong; this is the most amazing thing to do ever...it really gets your head into the right place and I certainly needed all the help I could get. Do this exercise. I hope it inspires you as much as it did me and still does. I look at my goal book regularly for inspiration, and add to it each time.





Next job....find a room to rent. I started by looking in the local paper, asking friends if they knew of anything going. This did lead to a few viewings, but none were really suitable. At this point I will say sit down and think about what type of room you want and the location and how much you can afford: this will save a lot of time and energy. After quite a few letters to local businesses and finding great rooms but not at the right price (some people want at least 45% of what you take - I was stunned!), and getting despondent, I thought “Well, try the Law of Attraction: think about what you want and the universe will provide”. To my amazement it did. It all happened when by chance I walked in to a local chiropractor to see if they had any rooms. I got talking to the receptionist about my business and what I needed; sure enough he put me in touch with a friend who wanted to let out one of her rooms. It was just what I wanted and we agreed on 25%, which she would reduce when I got busy. Yes, at last someone willing to help! I really am into believing this Law of Attraction.


Clients please


So I had the room, now I needed clients: what is the best way of getting clients?





Not having a lot of spare cash behind me, I decided to try and do a website on my own. Sure enough, there are many web-building sites out there, but after a few weeks of slogging I realised there was a lot more to this than I could manage, so I got my brother to create my website. Looking back, this was a mistake: get your website done professionally so that you can get it to the top of the ratings quickly for people to find you.





Next I tried posters and flyers; all very good, but they can be expensive and, being in the “holistic” category, I’ve found people like to hear about what I do; sometimes they’ve never heard of the treatment and if they have they want to know more about it. I found that getting out there and talking to people or word of mouth from existing clients is definitely the best advertising ever.





I then set about trying to find places where I could give a talk about what I do, and again the chiropractor came up trumps and suggested that I gave an evening about pain relief. This was so exciting - they even advertised it to their customers and got a group of people to turn up for me; how amazing is that? So all I had to do was attend and give the talk. I must admit it was nerve-racking, having never spoken in public before, but it turned out fine. I talked about what I do, so don’t be afraid to challenge yourself, get out there and have fun doing it. There was no stopping me now: I got 2 clients from that evening and I couldn’t wait to do another. After a few weeks a lady who had attended the evening rang to see if I would do a charity evening where we could do mini-sessions. All the money would be going to charity, but again it would cost me nothing but my time and hopefully there would be a lot of potential clients. This was a great evening; I got to talk to lots of people and sure enough over the weeks I obtained 4 clients, so definitely not a waste of time, and as they say “every little helps”.


The talk


The next big thing to happen out of the blue was that I had a phone call from a local doctor who was a husband of one of my clients and she had recommended me to him, asking if I would like to do a talk for the doctors’ training course he was running, I cannot tell you how excited I was; it was short notice because someone had dropped out so I only had two weeks to prepare for a four-hour talk. What an experience! I was so worried I would not fill the time, but hey, once you get me talking hours just fly by! It was a great success and I so enjoyed doing it. Please, please, if you get the opportunity to do this kind of thing go for it - you will have a great time. This then led to me getting referrals from this doctor’s practice and from the doctors attending the course: ‘’priceless’’.





I cannot express this strongly enough: talk to everybody and anybody about what you do. I have had so many clients this way. Even if they don’t need you, I bet they know someone who does, and if they feel they can trust you, they will recommend you. I tell everyone I can - shop assistants, hairdressers, beauticians, everyone - get them to spread the word about you. I have a few hairdressing friends who have passed clients my way and I return the favour if I can; this all helps to promote you. Also phone or visit local organisation or schools to see if they would be interested in having you go along to give a demonstration and talk; these are always interesting.





Getting motivated when work is slow is always hard - you can always find ways to be distracted. So make a goal list for the day; I found this keeps me more focused and productive. Sitting at the computer and emailing old clients with new promotions or enquiring how they’ve been since you saw them last can get you new work, and having a newsletter to send out is a good way of keeping in touch with people.





So the adventure is still ongoing...the mountain can be tough sometimes, but I always try to rise to the challenge and have reached many of the goals I first set out to achieve. I can say the best of times far outweigh the worst.





May your adventure be as fulfilling as mine...





Julie Thompson Crawley: www.bedford-hypnosis-nlp.co.uk



•  The Beginning – And a New Beginning



Well here you are. After years of studying you finally have those qualifications you have been working so hard to attain. You have achieved everything you set out to achieve.


All of that time learning a new skill and absorbing many hours of study and knowledge; you now stand on the threshold. This is it; the time to begin to practise and see people for real. No more classroom role plays or using friends as case studies: this is it, the real thing.


For others of you, “graduation” may seem a long time away. You’re already in practice, you’re seeing clients – but maybe not very many and sometimes it feels like you’re attending to more “family and friends” than you bargained for.


So let’s ask you: does it feel like you thought it would? After all, you have worked so hard in getting here, does it feel like “here” is where you want to be right now and does it feel like here is how you imagined here would feel?


For sure a mixture of emotions are running through you right now. A combination of excitement mixed with trepidation and some fear thrown in for good measure.


The good news is most newly-qualified practitioners – and even those who have been in practice for some time - feel exactly as you are right now. That confidence that once seemed very apparent has slipped quietly into the shadows, along with whole chunks of the knowledge you obtained through all those years of study.


Of course this isn’t the case, and is only the mild anxiety that we all feel when we come out of our comfort zone and approach something new.


In your case your comfort zone being the safety of your university, training centre or college - now that’s no longer there your nervousness and apprehension are no different from someone starting a new job for the first time. This is most definitely how you need to reframe those niggling fears, as they really are only playing with you.


You are embarking upon a new beginning; if you’re reading this book it is safe to say the likelihood is you are either starting your own private CAM practice on the way to becoming a fully-fledged professional practitioner, or you are an existing practitioner and you know your practice isn’t all you dreamt it would be.


Many of us have come into the complementary and alternative health professions because we’ve had our own personal challenges in the past and now feel it is right to help others as we were. This sense of cause and determination regularly drives practitioners to achieve the results they want in clinical practice and can also generate a great sense of purpose and achievement – when it all works and you get to add value to other people’s lives.


As we find ourselves together at this point we are going to work on the basis that you have made up your mind and are looking to set up your own practice in a way that will be efficient, effective – and fun!


Yes fun! This is the fun part of going into business for yourself. We have many fond memories of wandering around town looking for rooms, designing stationery and creating our first websites. It was all so exciting! We’re envious of you all, whether it’s a beginning or a new beginning for you setting up your own successful practice.



•  Different Ways of Setting Up



When setting up your first practice there are some very important considerations and some important decisions you have to make.


One of the first business decisions for you is how you intend to trade. There are a number of options and each has different advantages and disadvantages and levels of complexity. Let’s look at them each in turn so you can clearly see the benefits and potential setbacks of each.


Sole Trader


The Pros:





•  Being a sole trader is the simplest way to run a business - it does not involve paying any registration fees, keeping records and accounts is straightforward and you get to keep all the profits. However, you are personally liable for any debts that your business runs up. All you need to do is inform the Inland Revenue you are trading.


•  You make all the decisions on how to manage your business.


•  You raise money for the business out of your own assets and/or with loans from banks or other lenders.


•  You must keep records showing your business income and expenses.


•  Any profits go to you.


•  Your profits are taxed as income.


•  You need to register for Self Assessment and complete a tax return each year. As of today you can do this yourself and don’t have to employ an accountant.





The Cons:





•  A downside may be you are not taken as seriously as a limited company.


•  As a sole trader, you are personally responsible for any debts run up by your business. This means your home or other assets may be at risk if your business runs into trouble.


•  All self-employed practitioners take out liability insurance to safeguard against any eventualities. (The Holistic Insurance Company is a credible insurer offering value for money and can accommodate the needs of most practitioners.)


Limited Company


There are broadly two types of private company:





•  private limited company


•  private unlimited company





A private limited company may be limited by shares or by guarantee. A company is an unlimited company if there is no limit on the liability of its members.





The Pros:





•  It is common to issue shares in a limited company to restrict the liability if anything was to go wrong. For example, the company could issue shares – let’s say 100, valued at £10 each. The total liability of the company is therefore £1000.00.


•  Your own personal liability is therefore limited to the money you have put in and the value of the company.


•  Because you have set up a limited company you effectively work for the company as an employee, which vastly reduces any personal risk or potential loss. This is one of the advantages of setting up in this way.


•  You are always taken seriously by clients and business partners.


•  There are also potential tax advantages if you set up in this way compared to being a sole trader.





The Cons:





•  There needs to be a formal structure in place and more administration and timescales to be adhered to. You can be fined if Inland Revenue deadlines aren’t met.


•  It is also advisable to have an accountant looking after your financial affairs, which is an extra cost.


Partnerships


There are three types of partnership:





•  ordinary partnerships


•  limited partnerships


•  limited liability partnerships (LLPs)





All three types of partnership have the following features in common:





•  Two or more persons – ie the partners - share the risks, costs and responsibilities of being in business.


•  The profits and gains of the partnership are shared among the partners, unless the partnership agreement states otherwise.


•  Each partner is personally responsible for paying tax on their share of the profits and gains, and for their National Insurance contributions.


•  Each partner must register for Self Assessment with HM Revenue & Customs (HMRC) and complete an annual tax return.


•  The partnership must keep records showing business income and expenses.





It’s a good idea to draw up a written agreement between the partners. For further advice, consult an accountant or solicitor. If a partner leaves the partnership, the remaining partners may be liable for the entire debt of the partnership. Therefore, partners do not enjoy any protection if the business fails.


It is common for a new practitioner to set up as a sole trader to begin with. After trading for a while often it is common to change the set-up to that of a limited company.


It is important that anybody starting in business for the first time considers all the options and choose the option they feel most comfortable with and the one that meets the needs of themselves and their business.





* For more information: www.businesslink.gov.uk, www.companieshouse.gov.uk. Also see “Working for yourself: An Entrepreneur’s guide to the basics”, by Jonathan Reuvid (Kogan page, 2009).



•  Insurance & Liability



When we discuss professional bodies later on you will understand how important it is to join the professional body that governs your type of therapy or discipline. A requirement of all professional bodies is that you have the appropriate insurance to be able to practise safely.


Insurance is something you must have. It is so important that trading without it isn’t an option. In the Complementary and Alternative Medicine arena, depending on your trading discipline, it often isn’t expensive and can start from around £50 a year. There are several types of insurance that you may need.


Professional indemnity


This type of insurance is very important and covers you against any claims you may face as a result of your work, or any treatments carried out. It covers you against damages and injury if a client or patient makes a claim against you. Under no circumstances should you begin practising without it.


The premiums vary depending on the nature of the work that you do. Most insurers offer a variety of choices of levels of cover and often will cover a variety of therapies on one single policy


Public Liability


Public liability covers exactly what is says on the tin. It covers you in case anyone visiting you at your place of work suffers an accident or injury while on your premises.


It is not mandatory or a legal requirement, however think of the potential problems that could arise if you don’t have it.


Many practitioners work from home. If this is your situation, simply check with your household insurer if there is an option to include it on your household policy


Product Liability


Product liability applies if you are retailing, recommending or selling products as part of your practice.


This can potentially get complicated, especially if you are recommending or selling someone else’s products.


A good example would be when a nutritional therapist recommends nutritional supplements to clients. If a client has a bad reaction they may look to progress legal action against the therapist. It is always difficult in these circumstances as liability has to be established. If the product was sealed when given and faulty in some way then generally the liability lies with the retailer.


It works in exactly the same way if herbs have been prescribed or recommended. If they are faulty in some way the manufacturer is generally held liable.


If there has been negligence in the recommendation then blame can be directed at the practitioner


Employer’s Liability


This covers for any accident or claim made by employees while on your premises. It is a legal requirement and is automatically built into business insurance packages.


Motor Insurance


It is mandatory in the UK to have motor insurance if you have a motor vehicle, but as a business owner it is highly possible you will be using your vehicle in connection with your business. You will need to advise your motor insurer as they will need to add business use to your policy.


The cost of this normally is based upon the amount of business mileage you do and whether or not you are using your vehicle to transport clients or products.


Limited business use is generally given free of charge and is called class 1 business use. Class 2 and above however can cost an additional 25% and upwards, depending on the insurer.


Please make sure you advise your insurer as soon as you begin practising; you may need to shop around at this point to get the best deal for you.


Permanent health insurance


This type of insurance replaces long term income if you are unable to work. It is very expensive and often has exclusions built in for the self- employed, depending on profession.


Its sole purpose is to replace income, often until retirement, so ensure you are clear about exclusion clauses on the policy. These often take the form of deferred periods that can be as long as 12 months, so get properly informed before you insure against long term health problems. Insurance premiums for this are normally paid monthly and there is a limit on how much cover you can have depending on your income.


Of course, as CAM practitioners we trust that we know a thing or two about keeping healthy. Health insurance is in effect a bet that you can only win by losing. You “win” – you get something for all those premiums you’ve paid – by losing your health. If you are a true believer then you will make the case that your money is better spent on good quality food, nutritional and herbal supplements, and regular CAM treatments to help keep yourself in peak shape. On the other hand, accidents happen, and while the NHS will scrape you up and treat you, without insurance you will lose your income, and that could be catastrophic.


Personal accident insurance


Personal accident insurance pays out a lump sum of money if you claim as a result of an accident. The premiums for these policies are paid annually and often carry much exclusion.


Business insurance packages


When you are operating your business from your own centre it is common to take out a business insurance policy which can include buildings and contents insurances and a range of liability insurances such as those detailed above.


Legal insurance


Legal fees can be very expensive, so it is advisable to have legal advice and expenses cover. In an increasingly litigious society (thanks America for teaching us this one), there is some truth in the idea that you are more likely to be sued than have an accident or end up in hospital. Businesses are especially vulnerable. This type of insurance can often be included in various business memberships – eg the Federation of Small Businesses.



•  Professional Bodies



When you set up your own private practice it is extremely important that you join the appropriate professional body.


Your discipline-specific professional organisation will often be able to provide you details of all that you need to run a successful practice, including insurance, and will also allow you to display their professional logo on your own website, adding professionalism and credibility to your business.


It is common for your university or course provider to be accredited by different professional bodies. It is advisable to start here and investigate thoroughly whom they recommend you join.


It is important to recognise from the outset there are many professional bodies for each therapeutic discipline and you should join the ones that meet several criteria. These include regular communication (at least monthly), with some kind of method for keeping you updated with ongoing changes and learning and practice requirements, including continuing professional development (CPD) opportunities.


It is also sensible to join the professional body that has a good membership package and is a leading voice in your specific therapeutic discipline. On top of that, join one of the “umbrella” organisations that represent different types of CAM practitioners – there is strength in numbers.


The world of CAM is always changing and it is vital you keep up to speed with how these changes affect your individual practice. These days, the leading professional bodies are often engaged on many different levels. These include sitting on government and industry steering groups helping your own discipline to progress and change in line with regulatory changes. And it is becoming common to join a number of professional bodies especially if you are practising more than one therapeutic discipline.


In addition the largest industry leading professional bodies are perceived as centres of excellence and are the first place potential clients look for when searching for a practitioner. These organisations by now should all have a list of registered members available online so that potential clients can find the practitioner of their choice. The more advanced enable individual practitioners to have their own profile space to display all their professional details and qualifications.



•  Premises



When deciding on where you are going to set up you need to give a lot of thought to a number of key factors. If you just jump on the first idea that comes to you, you may end up regretting it farther down the line. Here are the questions you need to answer:





•  Does your business rely upon passing trade?


•  What is your target market for clients?


•  How are you going to gain the credibility you need to attract your target market?


•  Where is the best location to attract the most clients?


•  Do you want a multi-centre practice?


•  Do you want to work from home?


•  Are you OK working on your own, or would you prefer to have other practitioners around you?


•  Where is your nearest competition?


•  How are clients going to get to your practice?


•  Is there sufficient parking?


•  Logistically is it easy to find and reach you?


•  Should you base your clinic in a location known for your type of work, e.g. Harley Street?


•  What is your budget for renting premises?


Renting a Room


By far the easiest and cheapest option. When negotiating on terms of the let, make sure you are only responsible for rent when you use the room. Some landlords like a monthly fixed rent whether you are there or not. Others are happy to agree a percentage of your fee when you actually use the room. They then invoice you for the time you have used.


It’s common to expect to negotiate between 10% and 25% of your fee. There are odd exceptions in certain locations - Harley Street, for example - where they generally charge a fixed fee per hour.


The room and location must match the profile and branding of your business, as credibility and reputation are paramount to your future success. Don’t “make do”. For example, if you are a physiotherapist, chiropractor, nutritional therapist or counsellor, having a connection with or a room at a private clinic or doctor’s surgery would give you credibility and give you that professional edge over your competition.


It is also important that the room is quiet, easy to get to and that there is plenty of parking for clients. In addition it needs to have a reception area (you don’t need a receptionist) and facilities such as refreshments, water and toilets should all be easily available.


Avoid signing long leases and when asked to sign a room agreement; study the paperwork with care


Working from home


Yes, this is a valid option. Many practitioners have worked from home at some point. Once again you have to look at the overall “proposition” of your business – the sense of style and quality you want to project, for instance - and decide whether seeing clients or patients at home fits with the profile of your business, or with your industry.


It is important to put yourselves in the shoes of the client and ask yourself how you would feel going to someone’s house to receive a treatment. How professional do you think it is and will it meet your client’s expectations of the service they are coming for? If you are seriously considering this option, get an objective second opinion from someone you trust to be honest and have them do a “walk through”. Get them to park in your street, walk up your pathway, enter your house and walk to the room you are going to use. What’s their impression? There will undoubtedly be clutter that has to be moved, maybe some redecoration and safety-angled repairs needed as well. Remember, you must make a good impression and you do want your clients to feel comfortable and well-looked after.


Working from home presents other challenges and can affect your own levels of motivation and commitment. You can start to feel very isolated working at home; going into a rented room in a town puts you in touch with other people and gives a change of scenery.


Leasing a clinic or practice room


This is another popular option, but normally more appropriate when the practice has been established for a while and has sufficient (healthy) turnover to make this possible financially. If you have one or two other practitioners you are going into practice with and can agree on who gets which days, then that also makes this a runner.


The problem is that leasing a set of rooms for a clinic/practice incurs a number of charges and you need to be confident your business is profitable enough to meet the demands of the lease for the whole period of the lease. The duration of commercial property lets tends to vary from 12 months to 6 years. The longer the lease, the more negotiating power you normally have.


It is normally advisable to insist on a tenant-only break-out clause halfway through the term, and also protection over unreasonable rate increases at the end of the term. This is done by building into the original lease an indexed only rate increase. This means the rent can only go up in line with inflation or the retail price index. This is known as indexation.





Let’s examine the costs involved:





•  Annual rent for term of lease - as a guide 100 square feet = £1,000 a year


•  Business rates - based upon the size of your premises. N/A currently on ratable values under £6,000 a year


•  Buildings and contents insurance- charged pro rata with other tenants


•  Public liability insurance


•  All utility bills such as gas and electricity


•  Maintenance fees for any communal areas


•  Car parking costs


•  Business phone, broadband and IT costs


•  Legal fees in setting up the lease





Example: The rental of a room 15ft by 15ft.








	

Total square footage = 225 sq ft:




	






	

225 x 1000 = £2250 PA =




	

£187.50 per month









	

Electricity




	

£ 60.00 per month









	

Water




	

£ 30.00 per month









	

Phone




	

£ 50.00 per month









	

Broadband




	

£ 25.00 per month









	

Rates N/A under £6000




	






	

Buildings insurance




	

£ 20.00 per month









	

Contents insurance




	

£ 15.00 per month









	

Public liability




	

£ 5.00 per month









	

Parking




	

£ 35.00 per month









	

Maintenance communal charge




	

£ 30.00 per month









	

Legal fees




	

£ 25.00 per month









	 

	






	

Total £482.50 x 12 =




	

£5790 per annum












Joint Ventures


It often seems like a good idea to go into business with somebody else - perhaps another practitioner with a different therapeutic discipline.


You can split costs and get referrals from each other. Just be sure if you do this the commercial branding of both businesses complement each other, as if they don’t you can put off potential clients. We will look at this in more depth later on



•  Setting up your Clinic



When setting up it is important to write a business plan and have business goals. You know from what Julie Thompson Crawley had to say that this can be really inspiring! We will look at that in more detail in the next section; for now, we’re going to look at how you can set up your clinic space and your practice administration procedures, with particular focus on dealing with clients and record-keeping. On one level you need to do this formally to ensure you adhere to any appropriate data protection and confidentiality laws; on another level you will find that if you get this right – and we will tell you how – it will save you stacks of time and help you keep on top of your clients’ needs.
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