TODAY SPRIVATE PRACTICE

The Eight Stepsto Developing a Thriving Private Practice

To organize your efforts, you may find the following eight-step process useful:
1. Find a Niche

There are many advantages to focusing your practice on aniche or set of niches.
Specidties attract more clients than a genera practice. So, how do you decide on aniche?

To gart with, look for the convergence of three factors:
1) What do you love to do? What type of clients, services or work do you thrive on
the most? Whet are you passionate about?
2) What you are best a? Where do your talents lie? What do you have the potentia to
become the best at in your locale or region? What are your favorite skills?
3) What islucrative? Will people pay for this service? Isthere potentid to have well-
paying dientsfor this?

When you find a niche service that tapsinto these three factors, you have a potentidly

good niche. Does that stimulate any ideas? Idedlly, you will find an underserved area that
will continue to grow. For example, in my area, there are ashortage of play therapists.

Do some market research. Look in the media. What are the urgent concerns and felt needs
that people have?

Y our persona and professiona experiences may give you some good ideas. Colleagues
may aso be agood source of ideas. What are they talking about in the way of innovative
psychologica services?

2. Discover the Niche Markets Problems

Wheat are the felt needs, which are not dways the same asredl needs, of the niche group?
How can you find out? Do some market research. Review literature on this target group.
What are articlesin rdevant publications discussng? Read publications that peoplein this
niche market read.

One of the best waysto do this research isto sit down over lunch with an individud in
your niche market and interview himvher. While you are & it, you can also test market
some of the ideas you have for services and programs you might offer to see what kind of
reaction you get. Another way might be to conduct a poll, forum or focus group. Survey
the needs of your niche. Know your target market.
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3. Develop Solutions

How can you help meet the felt needs and address the urgent concerns of your niche
market? Decide on a service or set of services you can offer that will help the niche market
with its chalengesin an effective way. To get ideas for this service, research the literature
on what may be an effective treetment. Obtain training and supervision as needed. Are
there any programs or approaches that you can adapt?

Think in terms of arange of services for the niche market: counsding/therapy, workshops,
groups, consultation and coaching.

4. Design Packaging

Packaging isimportant. After you have identified a solution for your niche market's felt
needs, | suggest you develop it into a step-by-step program.

Have aprocess that you deliver. Let your prospective clients know you have as plan and a
process to help them. This gives you more credibility and the potentia client hope that it
will be beneficid. The process description answers the questions about how you help
people and what you would do with them in therapy. Delineste the steps of your processin
away that leads a person to say, “I want that.”

There are severd other advantages to this. Oneisthe way thiswill crysdlize your
thinking. Y ou will dso become much more articulate in describing the festures and
benefits of your services.

Now you have a marketable service to add to your service line.
* Pick aniche market

* |dentify a specific problem that the niche market experiences
* Develop aprogram to deliver your solution

5. Develop a Marketing Plan

Consumers do not know you or what you do unless you communicate that to them.
Develop aplan to let people know what you do, how you can help them and how they can
contact you. For each service in your repertoire, write a marketing plan.

How will you fill your reservoir of contacts and attract people to your practice?
To whom will you market this service? What strategies will you use? What tools do you
need to develop?

A basic marketing plan will outline each service in your service line, each services target
market and severd drategies to promote your service to the target group. How will you
establish yoursdlf as an expert in this area? Devel op, disseminate and repeat your message
to each target market. How will you creste opportunities to interact with your referra
sources and prospective clients?

Creste an agenda of actions, and you have the beginning of amarketing plan.
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6. Implement Marketing

Thisis sometimes more chalenging than it sounds. Besides the chdlenge of initid inertig,
there isthe chalenge of getting good and comfortable with articulating your servicesina
way that will connect with your target market. | find that many menta heath professonds
are not great a articulating their servicesin laymen’ s terms. So, consider how you can
develop your skillsin doing this.

One helpful exercise would be to write out a 30-second commercia or description about
the service and get feedback on it. Once you have a good one, practice it until it’'s naturd.
Marketing skills and execution get better with time, experience and practice.

To get the word out about you, become a good communicator so people can understand the
impact that your services can offer. A business coach can be very beneficia with this step
aswell asthe other seven. Y our task isto develop areferra engine. Build a self-generating
engine that keeps going easlly and yidds asteady flow of referras.

Y ou might do thisby some or dl of the following:
Schedule a networking lunch with different referral sources each month.
Give free talks to organizations.
Send out a mailing every month or every quarter to your mailing list of past clients,
referral sources and others.
Get out of the office and meet people. Expand your mailing list by 10 names eech
month.

To work out a plan for marketing, you will need to set asde some time on aweekly basis.
To be successful, you will have to make marketing a priority and consstently engagein
the mogt Strategic activities,

7. Create a Follow-Up System

For those who do not initialy accept your services, have afollow-up system in place.

The god of marketing isto get prospective clients or referral sources to know, like and
trust you. This usudly takes multiple exposures to you over time. A follow-up sysem
makes sure you keep in contact with valuable referral sources and prospects and exposes
them to you over and over.

Examples of dementsin afollow-up system include a periodic newdetter, a database of
contacts, periodic coffee or lunch appointments with referral sources and appearances at
venues where these people circulate. In addition, you can mail a brochure about each of
your services to the target groups of each service.

Y ou will, in time, accumulate a vauable mailing or e mailing list and referral sources. You
will find each time you mail out the periodic newdetter or brochures, your phone starts
ringing in the coming weeks with referrals as people are reminded of your services.
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8. Keep it Going and Growing

Some suggestions to keep things going and growing:
Maintain baance in your life and good sdf-care.
Be persstent and persevere.
Find support in friends, colleagues and referra partners.
Develop and maintain good business systems. Automete things as much as possible.
Invest in agood computer, software and telephone system.
Maintain quaity services.
Provide excellent customer service.
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