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About the
Author

Kim Page
Founder, isosconnect

We estimate that over 600k health & wellbeing
practitioners are at work in the UK. And a growing
proportion of you are working with private clients.
But in this new world it has its challenges.
o Too much work, and the administration can

quickly get out of control!
o Not enough work, how do you reach new clients

easily?
o And since you are often working alone, evolving

skills and services is also problematic.

I want to change those things. People need much
better access to all of your skills, and the best
outcomes those skills have to offer.

So, you change lives and we build software to help
you. Together we can change how health &
wellbeing works in the digital world.

After 2 decades in Health & Social care, I want to
use my digital health insights to build a company
you will be proud to call your business partner.

@mrskimpage

@kimberleypage
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Introduction

Hello and welcome!
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Discussions at isosconnect have been taking place about how we can deliver real, actionable
value for health and wellness practitioners who are navigating new and digital ways of working.
We didn’t just want this e-book to be all about why you should use our platform (although we’d
love it if you did!). We wanted to give you solid, well thought-out advice to help you run your
business in this digital, emerging landscape. Every step we’ve included, from our experiences, is
sustainable, profitable and will provide you with the best possible outcomes.

When technology lands, it tends to cause disruption, it can shake things up entirely – just look at
how little cash we use now, and the way that we’ve evolved to online banking. You are
navigating that change right now, and this is a perfect opportunity to think about nurturing the
human connections around you, and letting technology carry the weight of administration, be the
guardian of security and privacy and open exciting opportunities to collaborate with others.

Technology will revolutionise the operational side of your business, complement and enhance
your services to clients, and open whole new areas of possibility. When you think about it, every
integration between a therapist and a client now has a digital footprint, we’re talking about
appointments, payments, online sessions, notes and documents. Your phone, computer and
broadband line are all now your tools of the trade.

So, it’s time to embrace the change and get involved!

Let us take you through the steps of how to make the most of working digitally and make your
business a success.



Chapter 1
The Benefits of Digital
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ü More time to work with clients, develop skills or rest

ü More Clients to work with, regularly

ü More Confidence in your business’s future

The downtime you’ve been craving

Perhaps an unexpected advantage of digital is the time you can get back. When everything
is working more efficiently, you’ll no longer spend time on voicemail exchanges, unscheduled
client phone calls, setting up video links, sending reminders or taking bookings from multiple
places. Instead, you’ll find that there’s a freedom that comes with the space created.

Really, the simple philosophy behind making these benefits a reality is using a tool or an app
to automate repetitive tasks, and to keep a searchable record of those tasks. A great
example is your client bookings and communication. We can do so much more than use a
well scripted ‘Out of Office’ message, or voicemail message.

Lets look more closely at booking and managing appointments…

If you are using a smartphone and computer/table - you’re now connecting to a consumer
world in a way that has a digital footprint. New benefits and opportunities are now at your
fingertips, which enable you to just get on with what you do best, working with your clients!
The clear and simple goals are;

To get you to that point, let us help you to navigate through what’s possible, and discover a
whole new area of opportunity to enjoy. Yes, that’s right, enjoy!
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Remember that your clients, and their
expectations have evolved too, a lack of an
instant response can really put clients off.
And after all, you do want their enquiry.

We’ve seen evidence of this on social media
with disgruntled chats/comments about not
receiving responses from practitioners after
having left voicemails or sent emails, and
feeling ignored.

As well as improving a person’s experience,
this technology can also accomplish some
wonderful results that really break down
physical barriers, for example automatically
convert time zones in yours and your client’s
calendar. This means no stresses around
time differences for any global clients.

In essence, an automated booking service is
an effortless way to build a great reputation!

Take action 

Help build boundaries between your
personal and business life, and at the same
time make life easier for both you and clients .

Here are a couple of ideas to get you started:

• Use a booking link on all of the profiles
you use across the platforms, or at the
very least, point your clients to use one
route of communication only
(phone/email/booking link).

• Take advantage of being both local
and, now global! Set up your Google
business page (covered more in our
marketing section) and take advantage
of the map which shows local clients
where you’re located. And keep it
refreshed.

• Do consider offering your services to
people anywhere in the world, such as
ex-pats abroad or those on business
travel.

• Automated booking means more
control, not less. Offer a few types of
sessions for people to self select the
correct one. And make any updates to
availability instantly.

• If you do need to cancel or reschedule a
session, then a client management
system will get that done for you, and
will simply allow you to get any
associated tasks finished, like updating
related invoicing.

What an automated booking system can do
for you

This probably all sounds like a very different
way of working, especially if you’re used to
having clients call you, leave voicemails or
send you messages. But clients do prefer
them.



Chapter 2
Following the rules
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Because this level of online working is
evolving, and technology changes a lot,
questions around security and compliance
and quality are, understandably, incredibly
common, from you and your Peers, but also
from clients you engage with.

From the moment you begin, you as a
business are responsible for managing your
clients’ private data. Any software you use is
actually providing your service with you. If
you’re using a video conference provider to
host sessions, then it’s worth knowing that
free versions of these generic systems are
not always giving you or your clients all the
protection you’d prefer for healthcare
conversations. Some of the cheaper paid
subscription services, whilst great for
business conversations, will continue to lack
the development that healthcare services
need, as they build for their Business
customers, or Clinics, rather than the solo
health and well-being practitioner.

Learn more:

Article 32 of the GDPR states that “the
controller and the processor shall implement
appropriate technical and organisational
measures to ensure a level of security
appropriate to the risk.”

When it comes to the management of your
client data, as the business owner, you are
considered the “controller”, as you collect the
data, decide the purpose of the data, and
have a direct relationship with the owners of
the data. The processor is often a third party,
who doesn’t collect the data themselves,
does not lawfully decide how the data can be
used, or for what purpose. They do, however,
still have obligations under “UK GDPR”.

But how do you go about satisfying the
guidance?

“The Essential Guide for Therapists to the
Protection of Data”, recommends that when
thinking about security, you should consider
people, processes, and technology. It’s well
worth purchasing the whole guide if this is
something you want to explore further -
we’ve included a link and discount code in
our useful links section below!



People you work with

Be aware of who could have access to yours and your client’s data. There might be some
instances where it’s appropriate, such as an accountant, but it’s not appropriate that they are
able to access your client records too. As the data controller, it’s important that you ensure that
anyone with access has had the appropriate training and is aware of their obligations as a
processor. Including ANY of your business partners. That’s ANY service you use to run your
business.

Also think about:
If you use a laptop or computer at home, can other members of your family access it easily, or is
it password protected? Do you ever take your business laptop away with you? If yes, is there a
risk of losing it alongwith private data stored on it (even if that storage is cached temporarily)?
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Processes

We also think it’s useful to be aware of the Data Protection Impact Assessment (DPIA). You can
find out more by reading one of our recent blogs written by an expert in the area:
https://www.isosconnect.com/post/are-your-simple-business-processes-abiding-by-the-law-
or-unknowingly-breaking-it

Also think about:
What is the process for keeping data? Do you have an online filing system, or a physical filing
system?What retention schedule do you have? Is it easy for someone to access this information
or is everything under lock and key? Do you have a clinical will?
What is the process for getting rid of data? How do you get rid of confidential paperwork? Do you
shred it? Andwhat about hard drives and USB sticks that you no longer need – it’s not enough to
throw themout– they need to be destroyed!

Technology

The best way to protect patient health
related data is to encrypt it. Encryption is the
process of transforming readable data into
an unreadable format. It’s also important to
have a secure server, which is a computer
that stores information and can only be
accessed by authorised users . It’s also worth
thinking about VPN’s (virtual private
networks) which you can purchase online
easily, as well as anti-virus software. Top Tip:
Choose one that is recommended for your
operating systeme.g. Mac/Windows

8

https://www.isosconnect.com/post/are-your-simple-business-processes-abiding-by-the-law-or-unknowingly-breaking-it


Useful Links

9

Compliance standards will vary given the nature of the practice you run, but a good place to
start is by exploring the following bodies :

The Health and Care Professions Council (HCPC)

Pocket Site by Sarah Rees and Sophie Wood. For great information on websites and GDPR.

Privacy4 buy “The Essential Guide for Therapists to the Protection of Data”, you can find
policy recommendations in there too)

National Counselling Society (NCS)
Buy the essential guide for Therapists protection of data - https://privacy4.co.uk/.
NCS15 gets 15% off

Take action:
Your data may need to be professionally
audited, depending on your registration.
Auditors are predominantly going to be
checking that policies and procedures have
been followed, but here are some other areas
you can act upon now to help with your
compliance responsibilities:
• obtain, record and manage online

consent
• evidence and record CPD
• have a data retention schedule and

stick to it
• consider off-site Cloud storage over

local computers
• check out the common causes of

dissatisfaction in your profession
• thoroughly check the credentials of any

provider you use
• check the location of your chosen

provider; some are not UK-based
meaning you might not have a say in
how your data is used, or even have full
access to the data you and your clients
create.

https://www.hcpc-uk.org/
https://pocketsite.co.uk/
https://privacy4.co.uk/
https://nationalcounsellingsociety.org/
https://privacy4.co.uk/


Chapter 3
Checkout the Competition.
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You’re now part of the new digital health
economy, and online sessions are here to
stay. In fact, “91% of therapists confirmed
that they will continue working with clients via
video and audio post pandemic (BACP
Mindometer report 2021)”. And it has also
recently been reported that online working
was up by 500% since 2020.

It’s time to play detective and get to know
more about other services, because this
provides you with vital information to help
you grow your business. Hint, as you start to
do your research, you may find that you have
fewer direct competitors than you might
think!

Remember to look in places that you don’t
usually go. TikTok is on the rise! And whilst
you might not enjoy your leisure time there, it
can offer some inspiration. (and some
giggles.)

And while you are playing detective, we
suggest you have your own business in mind,
asking yourself these key questions:

• Who does great in your field, and why?
• What exactly is ‘great’? More clients?

More income? Better profitability?
Broader reputation?

By answering these questions you’ll be able
to set yourself some goals and define what is
important to you which will give you some
structure to move forward and
grow/maintain your business.

Take action

Find out more about your competition
Consider:
• How are they running their business?
• How and where do they market

themselves?
• How easy is it for clients to book an

appointment with them?
• Do they have a website?

Don’t panic, you don’t have to compare
yourself directly against everything they are
doing, but by gaining this knowledge you
may notice a gap in the market which means
you can apply a unique slant to your
approach and set yourself apart from
competitors. Consider your strengths, that
might be in writing blogs, or sharing the great
results you’ve had, or the speaking slot you
had at the local business networking event.



Chapter 4
Analyse your business
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The fact is, many practitioners sometimes find that their businesses aren’t running particularly

efficiently, and that they are running a business where there’s limited scope to grow or expand.
These limitations are often caused by old ways of working. The demand for your services is

growing and you want to be well placed to easily grow with that demand. Just some of the ways
in which the industry is digitally evolving include:

Consider what’s possible:

Get the key information which will improve your practice and help you to achieve your business

goals. Consider the business information you have access to, and how long it takes you to

access it. If it’s longer than 60 secs then you can have something better. Information like this

can help you:

Ø how much you’re earning (helping you define and reach financial and retirement goals)
Ø learn which of your offerings are most profitable

Ø understand your customer base in more detail – why do people choose you over others?

Ø define how many paid sessions a month you need to achieve your financial goals
Ø identify when it’s time to bring in more clients in good time to take better actions

Ø What would happen to you business in 1 year if you changed your process by £1

Phone calls/voicemails => automated booking

Face-to-face. => video call appointments

Paper and pen notes. => digital notes
Paper diary => integrated digital calendars

More changes are coming too.  Digital Transcription will soon take care of your notes, clients will 
be accessible in the Metaverse, and will want to share their digital data with you easily………

For best results, you should look for digital
tools that are integrated in one place.
Separated excel sheets, and diaries are too
limiting, and time consuming. And this is
where a paper system can come unstuck.
Business Intelligence isn’t just for clinics or
large companies. Data about your business
creates breadcrumbs you can follow to show
you how to thrive in the way you want to –
More clients/less clients/higher fee. You
choose!



Given the type of work you do, and to avoid
complete exhaustion, you might be carefully
limiting the number of client sessions you hold per
day/week. You probably have a standard session
length, with a standard series of session types.

Currently, there’s no flexibility or chance to
increase earnings in any given week. That’s where
online sessions are a real gamechanger.
Depending on the nature of your business, you
might look at booking in less intensive, quick 20
minute follow up sessions with your clients, or
jumping on a 30-minute call with another
practitioner to offer a client an integrated, holistic
approach .

Chapter 5
Adapting for growth
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A day which might have looked like this:

10am - 11am 1:1 hour session
12pm - 13pm 1:1 hour session
3pm - 4pm 1:1 hour session
5pm - 6pm 1:1 hour session

Could look like this:

10am - 11am 1:1 hour session
11.30am - 12pm 1:1 30min check-in session
1.30pm - 1.50pm 1:1 20min follow-up session
2.30pm - 3.30pm 1:1 hour session
4pm - 5pm 1 hour collaboration session

Digital makes you agile, and easily able to try something new. A drop-in service, a group
webinar for a local employer or step-up or step-down sessions? This is flexibility that you and
the people who need you can really benefit from.
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• Set up different appointment types to work around your schedule to give you some
flexible working opportunities and control exactly how long you spendwith clients

• Connect and explore relationships with your peers to offer joined up care for your
clients, don’t wait for someone else to get the ball rolling, be the leader!

• Include your flexible approach in any marketing you do, let potential clients know that
shorter, follow up sessions are available, and that integrated healthcare is something
that you offer

• Share your flexible working routine with others and be a trend setter for new ways of
working

Here we have included some ideas to inspire you. You could survey your clients, or ideal clients
to test some of these ideas. No-oneminds a call froma professional they know! Youmay also be
familiar with services that aligned therapies offer, perhaps you could emulate them? Some areas
of Australia and the US are avid users of remote healthcare, so use the internet to explore wider
geographies.

You could soon be sharing an image like this as an advert announcing that you are working with
another type of practitioner for a joint approach in 1-1 or group sessions.



Better connected
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Take action:

If you are part of a directory, make sure that you’re visible so that other practitioners can reach
you directly. Explore platforms which offer internal directories (like ours) that allow you to link up
with other experts to share your knowledge or skills. Many clients will hugely benefit from a
multiple disciplinary approach, and you’ll become known for being able to provide such a service.

Connect with your peers to grow your business in other ways, such as attending workshops and
speaking engagements. Share your specialised knowledge or skills with your peers; you and your
business will build a reputation for being knowledgeable, professional and reliable.



Chapter 6
Market yourself
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Whilst you may feel that you are not able to compete against the larger companies offering your
services, in essence people are looking for a good human connection, and if you are a digital
business displaying your services with your own style, you will attract the right clients .

The trick is to find what makes you different, your unique selling point, what makes you niche, and
tell everyone about it!

• If you’re keen to learn more about how to market your services, take a look through our recent
marketing guide for more tips and help: https://bit.ly/3nqBWaP be niche!

• You can also take eight easy steps to evaluate your fees - take a look at our recent blog:
https://www.isosconnect.com/post/8-easy-steps-to-evaluate-the-fees-you-charge

Clients are looking for you

The pandemic disrupted the healthcare
industry and drove hordes of people (aka
potential clients) to seek out online services
and digital health products. At the same time,
there has been a huge increase in
acknowledgement of mental health
conditions, which in turn is driving up
demand for services. That means potential
clients are looking for you. Help them find you
and book with you easily.

• 72% of therapists believe that people are more open to having therapy
(BACP Mindometer report 2021).

• Searches for digital health products surged 343% during UK lockdown
(BMJ Journals, October 2021)

• ORCHA, the Organisation for the Review of Care and Health Apps saw
a 6,500% increase in healthcare professionals recommending
technologies to their patients throughout the pandemic (ORCHA,
March 2022)

https://bit.ly/3nqBWaP
https://www.isosconnect.com/post/8-easy-steps-to-evaluate-the-fees-you-charge


Marketing Techniques
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Take action:
Decide upon one or two things and do them well. You can’t be in all places at once. Consider
some of the following options:

Google business profile

Set up your free business profile on Google: https://www.google.com/intl/en_uk/business/
This will:
● reassure clients that you’re open for business
● allow you to establish the location of your business
● allow you to share your opening hours
● provide you with insights around how clients discover your business
● create a space for client reviews

Facebook

If Facebook is your thing, then note the following:
● Facebook adverts are always an option, but creating a Facebook business page is free
● Potential clients might be checking your Facebook business page before getting in

contact, so it helps if you look like you’re open for business.
● Fill out the “about” section as well as your category of business and contact details
● Create regular posts. This is less about gaining as many followers as possible and more

about connecting with potential clients that visit your page. If you’re short on time, share
interesting articles that your clients might find useful, and make use of Canva, a free design
website that provides easy to use templates so you can create beautiful posts quickly:
https://www.canva.com

● You can schedule up to five posts ahead of time with free software such as Hootsuite:
https://www.hootsuite.com/plans/free-account

● Join local Facebook groups – often they have a day a week when local businesses can
advertise their services

You can grab some amazing free resources here. 
https://www.hubspot.com/resources/buyer-personas

https://www.google.com/intl/en_uk/business/
https://www.google.com/intl/en_uk/business/
https://www.canva.com/
https://www.google.com/intl/en_uk/business/
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Website
The big question: do I need awebsite?

For many people, life is now online, and any sort of presence will help you to stand out and be
seen. If you feel a website would serve you well, don’t worry about overcomplicating things,
websites these days can be a one pager, and only need to cover the basic details, such as
company logo, credentials, services, how your sessions work and when you are available for
sessions. If possible, add any testimonials you might have which will help you stand out and
provide reassurance to prospective clients. Squarespace and Wix can get you up and running
very quickly. Ours is built onWix.

Additional tips
• Promote your digital business with hashtags to make it easier for people to find you, try

#journorequest on Twitter: https://twitter.com/journo_request
• HARO is also an interesting place to offer a comment to a journalist, which can get you

noticed easily. Often it is a simple quote they want, and can bemuch easier than you think.
• Take advantage of local radio stations, let themknowwho you are.
• Create a business profile with the Next Door app to advertise locally:

https://business.nextdoor.com/en-us/small-business/product/ads
• Identify local business who employ over 50 people. Offer them a talk, or some written

content, for a fee of course!

https://twitter.com/journo_request
https://business.nextdoor.com/en-us/small-business/product/ads


Put yourself in your clients’ shoes

Consider:

Þ What would you type into Google when
looking for a business like yours? Write a
list, and make sure these words are
included on your website / social media
channels etc

Þ Using a free website such as Google
keyword planner to help you explore key
search words:
https://ads.google.com/intl/en_uk/home/t
ools/keyword-planner/

Þ What would put you off selecting a
practitioner? No reviews? No online
presence? No website? Just a phone
number? Keep that in mind when
developing your ownmarketingmaterials

Ask clients for testimonials, they can be
anonymous if your area of work is sensitive.

Consider:

Þ Asking your current clients for a review to
add to your website / social media
channels – we appreciate this isn’t always
the easiest thing to do, but really, the worst
that can happen is that someone says no.

Þ When asking, let the client know that their
review can either be anonymous or use 
just their first name if that’s more 
comfortable for them

18

Advanced - Use an online tool to help you differentiate your services
There are plenty of free online tools to help you learnmore about your business.
Consider using the following: https://offers.hubspot.com/business-plan-template

Þ A value proposition canvas: helping you to define the key points of your business, such as
benefits, and join these upwith the persona of your ideal client

Þ A lean canvas: pulls everything about your business on to one page, encouraging you to
think about your key metrics, unique value proposition and revenue streams and the
intricacies between them



Marketing
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• Many practitioners wonder whether they should offer their services for free to bring in
business. Of course it’s up to you, but there is little evidence to support you needing to do this.
A first free session might mean a long list of no-shows, which adds no value to your business,
or if there is failed chemistry, you’re looking at a costly waste of time. Realise the value of your
time and experience and charge accordingly. You will serve a small number of customers
really really well.

• Many practitioners consider self-help apps to be competition – we’re talking apps such as
Headspace or Calm. Rather than a niche service, these companies offer a wide range of
therapy solutions, and often require a certain amount of self-motivation from the user. Your
business provides specialised care in a certain area, and this should be your focus - see
yourself as your unique selling point! Your skills, training and expertise is what you can offer
your clients, and this is why you are better than any app. Indeed these users are one big
reason why people are looking for in-person services. The apps raise self-awareness,
increase acceptance – so these app users are actually a great customer group to aim at.

Additional Tips



Chapter 7
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Bear in mind now that how you look and
sound is vitally important. You don’t need
expensive equipment, but the general rule is
buy the best you can afford. And have a
backup available too. For your lighting and
audio equipment think of this rule of 3:
1. Lightning

2. Audio

3. Video quality

1 Lightning: You can find some cheap sets
for video (On amazon) to always have
constant and regular lightning or for daylight,
sit near a window. Always place the light
source at 2 or 10 o'clock to avoid
reflections. The difference is remarkable for
your client. Ring Lights are common, but can
be a challenge if you wear glasses. I use this
one from IKEA.

2 Audio: if your computer microphone is not
great quality or produces a lot of echo, you
can buy external headsets with or without
microphone. Echo comes from the reflection
of the sound on hard surfaces. To avoid echo
and improve your sound, use carpets on the
floor, curtains on the windows and some
furniture in the room.

You may also want to think about noise
cancelling audio, if you are in an active
household. As with the lights, how you sound
to your clients makes a huge difference. I use
a Yeti Nano. (make sure you get the right
connection type)

3 Video quality: Most modern computers
have 720p or 1080p in-built cameras. If you
are not happy with your camera quality, you
can still buy an external camera that will
improve the quality and let you frame
precisely (I use Anker C300). This is
especially useful if you are wanting to show
your client your more of your body language
on screen. An external camera can also be
mobile to help you give a physical
demonstration

These details can make a massive 

difference to how someone connects with 

you during a session.

Look Professional

Consider%20your%20lighting%20and%20audio%20equipment%20with%20this%20rule%20of%203:%20%20-Lightning%20-Audio%20-Video%20quality%20%20You%20can%20find%20some%20cheap%20sets%20of%20lights%20for%20video%20(https:/www.amazon.co.uk/Neewer-Dimmable-Adjustable-Tabletop-Photography/dp/B07T8FBZC2/ref=sr_1_1_sspa?crid=213F2TQIXT1AT&keywords=video+light&qid=1657288777&sprefix=video+lig%2Caps%2C107&sr=8-1-spons&psc=1&smid=A2FK6BK7JQO9Z5&spLa=ZW5jcnlwdGVkUXVhbGlmaWVyPUFaVkVMNk5KWlRKVlMmZW5jcnlwdGVkSWQ9QTA1Njk1MjgyUk1QN1BLOTg5UDlUJmVuY3J5cHRlZEFkSWQ9QTAyMjAyNDMxQkpFTUtKTVFYM0FGJndpZGdldE5hbWU9c3BfYXRmJmFjdGlvbj1jbGlja1JlZGlyZWN0JmRvTm90TG9nQ2xpY2s9dHJ1ZQ==)%20on%20amazon%20to%20always%20have%20constant%20and%20regular%20lightning%20or%20sit%20near%20a%20window.%20Always%20place%20the%20light%20source%20at%202%20or%2010%20o'clock%20to%20avoid%20reflections.%20%20Audio:%20if%20your%20computer%20microphone%20is%20not%20good%20or%20produces%20a%20lot%20of%20echoes,%20you%20can%20buy%20an%20external%20microphone%20or%20headsets.%20Echo%20comes%20from%20the%20reflection%20of%20the%20sound%20on%20hard%20surfaces.%20To%20avoid%20echo%20and%20improve%20your%20sound,%20use%20carpets%20on%20the%20floor,%20curtains%20on%20the%20windows%20and%20some%20furniture%20in%20the%20room.%20%20Video%20quality:%20Most%20modern%20computers%20have%20720p%20or%201080p%20in-built%20cameras.%20If%20you%20are%20not%20happy%20with%20your%20camera%20quality,%20you%20can%20still%20buy%20an%20external%20camera%20that%20will%20improve%20the%20quality%20and%20let%20you%20frame%20precisely%20(for%20ex%20Anker%20C300).%20You%20don't%20need%20anything%20expensive,%20but%20these%20details%20can%20make%20a%20massive%20difference%20to%20how%20someone%20connects%20with%20you%20during%20a%20session.
https://www.ikea.com/gb/en/p/naevlinge-led-clamp-spotlight-white-10449891/
https://www.amazon.co.uk/Blue-Yeti-Premium-Recording-Streaming/dp/B07DTTGZ7M
https://uk.ankerwork.com/products/a3361


Chapter 8
Know your value
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Setting your fees can be one of the most challenging things about running a practice, but it is
also one of the most important. Given the recent changes to the industry, now is a great time to
look at re-visiting your fees, especially if you find yourself with additional running costs to cover
so that you can make a healthy profit .

And we feel like it ought to be said, it is your right to make a profit. The challenge that many
practitioners face is trying to run a business which is providing an essential service for people, yet
at the same time make sure that they are making a profit which meets their needs/expectations.
You didn’t train and develop expertise in your area to run a non-profitable business.

We find that a good place to start when setting fees is to determine your basic costs, which can
be categorised as follows:

• Practice costs – these include rent, cleaning, reception, advertising and stationery.
• Professional costs – training, and membership fees of professional associations.
• Personal costs – income tax, national insurance contributions and any other administrative

or marketing expenses you incur personally that relate to the services provided in your
private practice.

Once you’ve dealt with your basic costs, think about what you want to cover with the fee paid.
These include:
• Fixed costs, such as rent and other overheads
• Variable costs, like transportation for home visits
• Living expenses, such as taxes and student loans
• Costs of doing business, such as technology and marketing
• Costs of training others and yourself (if applicable)
• Costs of investing time or money in yourself or others.

With this information to hand, you can work at aligning your business to your finance goals. For
example, you could aim for financial independence, so that you’re making enough profit from
your business so that it supports your monthly expenses.
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Take Action!

• Find out what the going rates are in
your area of expertise, rather than your
geography.

• Look up other professionals whowork in
your field who you relate to and
discover what they charge their clients.
(Are you an Aldi, or a Waitrose? Both
are valid and desirable but very
different)

• Make sure people can access your services in a safe, private and sustainable way – keeping
quality at the forefront of your mind, especially in the areas of privacy and security in
technology. And reassure them that you do this. If you invest in client management software
then showcase this on your Profiles. ( small plug: We provide practitioners with a ‘Powered
by’ Logo)

• Start charging more as a test. For even one month or one type of session. You can change
your fees at any time. Though there's a lot of fear around pricing yourself too high or too low
as a business owner (read: imposter syndrome!), of greater importance is how much value
clients receive fromworkingwith you.

• Linked to the above, know your worth and tell your clients what makes your service valuable;
offer them a real sense of how much effort, training, and expertise went into becoming the
professional you are today. Be clear and proud.
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You no longer need to be in the same

location as someone who can offer

complementary services to your client. For

example, as a therapist, you might decide

that your client would very much benefit from

the advice of a nutritionist. You’ll be able to

scan your contacts from the directory and,

with the agreement of your client, invite them

to your next video call. Online calls mean that

multiple people can join a call at any given

time, in a flexible, unconstrained manner.

Practitioners traditionally work alone, which,

as you’re aware, can be isolating. As we

move towards digital working, new

opportunities are presenting themselves;

networks and communities are being

created which you can now be part of.

Through a digital directory, your online

presence makes it possible to “find your

tribe”– also known as a group of peers that

can offer support, advice, and opportunities

to support your business. Through these

groups, we really recommend making the

time for either join, or start accountability

groups, book clubs, walking groups or

Facebook groups – there are many ways to

start building a strong, supportive

community.

We know you do your job because you want

to help people, and here’s some more good

news though, a digital setting means that a

joined-up approach has become a whole lot

easier.
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