The 3 “M’s” of a Successful Hypnotherapy  Practice:  Mindset, Mastery and Marketing

COMPLETE NOTES

Presented by Linda Campbell RCCH, RHt
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	Mindset:


	Mastery:
	Marketing:

	· Think as an entrepreneur.

· Build confidence as a hypnotherapist.
· Get over any negative beliefs you may have around money, selling yourself, marketing or self-worth.
· Eliminate self sabotage
· value your services

· Value YOURSELF

· Persevere

·     
·           
·      
	· Master your craft
· Get off script
· Be able to work spontaneously with a client
· Know how to uncover cause of a client’s issue
· Know how to work with any client personality type
· Know how to address any client goal--- or specialize

	· Develop a business vision.

· Create a plan to achieve vision

· Determine and Attract your ideal clients
· Understand marketing tools that are effective for our field

· Speak about what you do

· Create a compelling website that converts
· Find clients online and locally.
· Develop smart business practices to keep your clients coming back.
· Get professional referrals.
·  


How to do it!
Mindset:

· Pay attention to your results in order to determine your limiting beliefs

Common limiting beliefs and how they show up in business:

· There isn’t enough money/ lack mentality  ( not earning as much as you would like. Money comes in. An unexpected expense shows up

· I don’t deserve to make good money (Not charging for your services, not charging enough, having a hard time putting rates up 

· I am a healer, I shouldn’t charge because this is a gift (discomfort with charging, attracting clients who don’t pay, attracting clients who want a discount or to barter

· Use muscle testing to determine areas where you have a stuck belief

   How to muscle test:

1) “Sticky fingers”—rub the thumb and pointer finger tip together. Make a “yes” statement. Your fingers should move and slide easily with little friction. When you make a “no” statement, the fingers should feel a bit sticky, friction increases. Now that you have established a baseline, you can ask questions and feel whether the response is smooth  (“yes”) or sticky ( “no”)

2) “Infinity”--- Link your thumb and pointer fingers together on each hand and join them to create an “infinity” sign. Make a “yes” statement as you attempt to pull your fingers apart. Your fingers should not pull apart. When you make a “no” statement, the fingers should pull apart easily. Now that you have established a baseline, you can ask questions and notice if the fingers come apart (no) or stay together( yes)

3) Collar bone- Place thumb and middle finger in the divot just below collar bone. The pointer finger is the test finger. Press against it as you ask questions. It should stay solid for a strong (yes) test. For a weak (no) test, you should be able to push it down

· Use Hypnosis!—self hypnosis, guided by another, recorded suggestions

 Ideas for using hypnosis

1. Make a recording without an induction or exit and play it very quietly when driving or doing other activities
2. Exchange sessions with a colleague

3. Self hypnosis as you fall asleep at night

4. Writing—create a dialogue. Write what you want to achieve, Listen for the voice that argues or critiques. Write what that voice says. Then respond to that voice. Keep going back and forth until the voices agree or insight is achieved. 

· Be persistent. Keep going until results are different. 
.
· Remember: we are the average of the 5 people we spend the most time with. So, surround yourself with successful people.  
IDEAS:

· Connect with other hypnotherapists or alternative health workers regularly. Discuss clients, Act as support for one another
· Form a meet-up for holistic health workers or Hypnotherapists

· Find a mentor who is successful; find people with a business model you respect. Learn from them. Ask questions. 

· Cut people out of your life who are naysayers. Limit time with negative, critical people or people who are unhappy with their careers. It rubs off!

     Mastery:
Are you a MASTER?

People don’t know what they don’t know. You may think that you are skilled in your craft but may actually have huge gaps in your learning.

So…here are some questions to ask yourself:

1. Are you getting results within the first 2-3 sessions?

2. Are you addressing the cause of your client’s problem?

3. Do you know several techniques for uncovering the client’s cause? (You should know Parts therapy, regression, Timeline therapy, Contract with Your body etc.)

4. Do you know several techniques for addressing the cause? (you should know Informed adult, Inner child work, Parts therapy, Split Screen Technique, Tour of Your life etc)

5. Do the vast majority of your clients get results with you and leave happy?

6. Do your clients return to you when another challenge or goal comes up?

7. Do your clients refer their friends, family and coworkers to you on a regular basis?

The answers to ALL of the questions should be “YES”.  If you had any “No’s”, there are gaps missing in your raining. 
8. Do you only address the symptoms the client has?

9. Do you frequently read from a script when working with your clients?

10.  Do your clients quit booking, show up late or give up?

The answer to all these questions should be “NO”. If you had any “yes’s” there is still more for you to learn.
· Practice, practice, practice—on as many people as you can

Different people respond differently to hypnosis. 

Some people are happy to simply receive ideas from you. 

Others want to talk during the hypnosis and describe that is happening for them. 

Children are different in hypnosis than adults. 

People experienced in hypnosis are different than newbies. 

By practicing on as many people as you can, you learn more! You learn to adjust your technique in order to meet the specific needs of your client. And this makes you better at your craft.

The better you are, the better the results the better the referral rate, the better the income.

· Practice in a professional setting

We are always working on the SC mind of the client. So, the setting you practice in matters! If they have to walk past your laundry and the cat box to get to your hypnosis room, the results simply will not be as good.

If you don’t currently have a professional space you can:

· Look for a turn style office/ office share

· Share with another holistic health practitioner or counselor
· Look for space in a healing center 

· Always be reading, studying hypnosis and self help

This gives you ideas to draw on when you have a client in hypnosis. In order to be able to work spontaneously and respond effectively to the client, we need to know what to do or say. Those ideas have to come from somewhere! By constantly reading , you are storing away material than you can draw on. 
· Continue your training
There is always more to learn in this field. Take courses every year to keep yourself current, motivated and creative. Go to courses with a “learner’s mind”. Listen to other hypnotehrapists—you can find plenty of sessions on itunes, you tube and other sources online.
· Get off scripts: 

· Read other people’s scripts to get a feel for the language

· Write your own scripts so it sounds more natural

·  memorize your stories, anecdotes etc. so you can recite them
· Pay attention to clients language and add it into your stories 
· Take improv training, creativity training, creative writing class, develop your intuition   
· Join or start a Mastermind group:

· get a group of 4-8 people together

·  Meet every 3 weeks for 2-3 hours

· Divide time. 

· What are you struggling with? 

· Brainstorm ideas

· Commit to trying one before next meeting

· Can use for : networking, marketing, personal life challenges, ideas for working with clients

· Idea: have a meeting every now and then where a member of the group shares or demos a technique , script or approach
Marketing:
Marketing your practice is an ongoing process. One of the mistakes people make is that they make one or two attempts at marketing and then expect the phone to ring. When it doesn’t, they think they are not going to be successful in practice and they give up.
You will ALWAYS be marketing your practice one way or another. So, include time for marketing in your weekly or even daily routine.
If you are not seeing as many clients as you would like to be seeing, use the hours you would LIKE to be seeing clients to d marketing. Example, if you would like to work with clients 20 hours per week, do 20 hours of marketing per week until those clients start to come in. Then, adjust accordingly.

Also, make sure the marketing efforts you are making are VISIBLE and require you to put yourself and your ideas in front of real people.

If you are spending time trying to decide which font is prettier on your website, that time does not count!  That occurs behind the scenes. 

What counts is time spent writing blogs, posting facebook ads, speaking about your practice, networking with other therapists etc.

As long as you are only working behind the scenes, you are not effectively getting the word out about what you do.
· Important to know:

· Phone book ads are dead

· People need information about hypnosis, it is an unknown

· You are selling a relationship with you

·  Speak about what you are doing—radio, television, blog, blog talk radio, book engagements at colleges, spas, libraries etc.  (HINT: who is your ideal client? Where do they meet?

Note: when talking to your audience, you want to focus on giving them useful information, not merely promoting yourself. Example; talking to dental hygienists about how the language they use can help the dental patient to be more comfortable. 
You also want to talk about their problem and the solution you offer. This doesn’t mean talking about hypnosis! People don’t know what hypnosis is. But they know that they have poor sleep, have weight to lose or have childhood trauma that still affects them. Speak to the issue your client has so that they can see that you understand and have a strategy for resolving it.

· Your website is key! 

Your website should not be just a great big business card. 
It should: 
· be interactive—the client leaves a comment on your blog, enters info for a freebie, or signs up for a session. There is something for them to DO.
· Capture the client’s contact information—this gives you more chances to put your work in front of the client
· Inform—clients need information about hypnosis, you, how you will approach their goal in order to make a decision about working with you. A confused mind says “no” and a scared mind says “no way!
· develop a relationship

· Speak directly to the client’ problem and offer a solution

· Have a clear call to action—tell the client what they need to do next. “sign up for my free sample session”, “book a consultation on my booking calendar” etc. don’t assume they will just DO it. 
It needs:
· A list to sign up for with a great free offer—above the fold—above the fold means that the client does not have to scroll down to see your offer. By offering something for free, you are getting the client’ contact information so that you can continue to keep in touch with the client, develop a  relationship with them  and give them information that will make them want to work with you.

Capturing their information means you have more chances to be in front of them if they do not immediately contact you for sessions.

Idea for your free offer:

· A sample hypnosis session on a typical client issue or on an issue you address for your niche

To create your sign up form and email marketing, use Mailchimp, Aweber or Constant Contact

· Information about how you address different areas

· Testimonials

How to get testimonials:

· When a client comments on results, ask “hey, can I quote you on that?”

· ASK! When the client is “high” from the results they are getting, let them know you would really appreciate them providing you a few lines that you could use to help other clients see the value of using hypnosis

· Use an app on your website that allows clients to go in and leave a testimonial. Send them an email with a link to the page that the app is on after you have worked with them asking them politely to leave a few lines.

· Make it easy for them. Send them an email with a testimonial template or some questions that they can use to structure their testimonial. Ex “the best thing about working with____ was ____”,   “I would recommend working with ____ because_____” etc

· A recent picture of you

· Regular content added to it—think: blog

Focus on being helpful and offering a look into your philosophy and personality. Clients are buying a relationship with YOU. What makes you unique? What makes your approach to their goal or to hypnosis unique?

· Booking calendar—get them while they are hot

I use Schedulicity. Clients LOVE it!

· Study marketing:

· Social media

· List building

· Website creation

· Public speaking

There is SOOOOOO much information out there on these topics. Pick an area that appeals to you and learn all you can about it. You don’t need to be a master at every technique or approach to marketing. But choose one and get started! This is PART of running your practice and needs to be done regularly.
If you lean better by watching someone else do it, want lots of stricter and personal guidance, hire someone who is an expert in one of these forms or marketing and have them create a plan for you.
If the idea of spending time on these marketing techniques makes you want to pull your hair out, hire someone to do the work for you themselves so you can focus your time on what you love to do.
· Develop excellent business practices

· Get referrals-- Ask a colleague to coffee. How can you help them? Ask clients for referrals.
· Follow up with clients—newsletter, mailing list, birthday wishes, need reinforcement?

This can be set up easily with Aweber, Mailchimp or Constant Contact

· Be on time. Be present. It is always about the client—never about YOU!

· Niche instead of generalizing.

· Where do you find them in person and online? 

· What are their common challenges? Common language?

· What do they need to hear from you?

         Why Niche?
There are several reasons why determining your ideal client will benefit your practice:

1. The client wants a specialist who understands their problem and has the solution; not the person who appears to dabble in a little bit of everything.
2. By determining you niche you eliminate competition. If you are the only person who specializes in working with children or the only person who works with sports teams in your area, it is a no brainer for the client who wants those services to work with you over someone who generalize
3. It helps you find your clients more  easily—it is easier to find a sports team to work with them it is to find “someone” who would like to use hypnosis

4. It helps you speak more directly to your client. Clients don’t know they need hypnosis. They don’t even really know what it means. But they know they have sleep issues, an anger problem of a phobia of snakes. When your website, blog or marketing speaks about their specific issue they will want to work with you because you understand them! If you speak only about hypnosis, they will not understand how that relates to their goals.

3 ways to Niche
1. Blend with an existing modality-- Hypnotherapy is great because it can be used so nicely with other skills, modalities or training you may already have. 
     Examples:

            Nutritional training plus hypnosis=  addressing the causes of weight while at the same time following a plan for healthy eating

           Doing body work while at the same time doing pain management or addressing the cause of the clients pain with hypnotherapy.

            Working as a doula or midwife who offers hypnotherapy for birthing as a service to clients
2. Blend with a philosophy—if there is a certain philosophy you have , you can share that with your potential clients through your marketing to attract the  clients you really want to work with. Don’t be afraid to say what you believe—there will be people out there who can relate to it and will want to see you because of your approach. This screens out the clients who would not be a fit for you, makes you unique and ensures that you are doing work that you LOVE!
   Examples:

            The Hypnotherapist who believes past lives are responsible for all current life issues explains their approach to resolving current issues by examining the lessons inherent in past experiences

            The Hypnotherapist who believes entity attachments are responsible…

            The Hypnotherapist who believes that guilt and shame are responsible…
3. Work on a goal that appeals to you
Chances are that when it comes to the kind of goals clients come to work on, there are certain areas that really excite you and others that you are not interested in working in. Wouldn’t it be great to have a practice built around what you LOVE! That’s how it should be! So, by picking a certain area that you really enjoy talking about or that you have deep curiosity about, your work will always feel like play.
I know what you are thinking! 

At this point you are probably concerned that if you focus too narrowly you won’t get enough clients. Here are a few things to consider if that is your objection.

· You don’t have to marry your niche. You can just date it for awhile and see if you want to commit. Or you can be a serial “nicher”—pick a new niche every 6 months or so to keep it interesting. 
· Better to have fewer clients but be doing effective work as a specialist than have more clients but be mediocre. By focusing on a specialty, you know more than other people about it and that will make your work with your clients better.

· Your being great at what you do will get you more referrals than if you are “just ok”

· Clients who see you for your specialty will come back to you to work on other goals because they will be loyal to you.

· Clients will refer

· You can still do sessions on different goals than the one you specialize in! You can let people know other goals that hypnosis can be used to address when they come to see you about the area you specialize in. this will get them thinking about other things they could work on or who they could send your way.
How do you find your niche?
Ask yourself the following questions. Hint: sometimes you best niche is YOU—or who you were a few years back…
1) What websites do you visit often?

2) What books do you read?

3) If you could get paid to talk to people about anything, what would that be?   
4) What skills do you already have?

5) What do people thank you for doing for them?

6) What do people compliment you on?

7) What do you do in your free time?

8) If money were no object, what would you do with your life?

9) What do people always seem to ask you to help them what?

10) What are the possible client goals you’re most excited to work on?

11) What are the client goals that you have experienced or struggled with yourself?

12) Which types of clients do you sympathize with, or related to?

13) Which client goals are you really excited to learn more about?
14) What major events have occurred in your life where your experience makes you empathetic to others in the same situation?
· Some great resources:
· Presenting to win: The Art of Telling Your Story--  Jerry Weissman

· Social Media Marketing in an Hour a Day—Dave Evans

· You Tube Marketing Power—Jason G. Miles

· Speak to Win—Brian Tracy

· Free Marketing: 101 Low coast and no Cost ways to Grow Your Business—Jim Cockrum

· Platform:  Get Noticed in a Noisy World—Michael Hyatt

· Book Yourself Solid—Michael Port
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Mentoring Application

Are you ready to take your business to the next Level?
Are you ready to invest in having the Mindset, Mastery and Marketing pieces all working for you?

If so, let’s talk. Fill out the following application and I will contact you to set up a FREE strategy session to see if it is a fit for us to work together

Name____________________________________________________________________

Email____________________________________________________________________

How long have you been in business? _________________________________________

How many clients are you seeing weekly?___________________________________________________

What are you currently doing to market your practice?________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

What are your goals for your practice?______________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

What do you think are the biggest obstacles to creating the practice/ financial success you want?______

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________
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