P R I V A T E    P R A C T I C E





CAUSES FOR FAILURE:		1)    Moving too often.  2)   Reluctant to promote yourself.





HOW TO OVERCOME:		1)    Do things to become known.  2)  Give the process some time. 





4 GOLDEN KEYS:			Location,  Personality,   Skill,   Desire


*Rate yourself in all 4 of the areas and work on the low points.





THINGS TO CONSIDER:		1)   What type of massage do I want to specialize in?


What type of setting do I want to massage in?


What type of business do I want? (partnership, sole, etc.)


* Determine these answers before you continue planning.





G E T T I N G   S T A R T E D  C H E C K   L I S T


Massage License - Depends on State or City you are living in.  Contact city hall or licensing division.


Business Name - “DBA” is important for tax purposes and reserving a name for your business ($20).  


		     You can do this even before you have any of your licensing done.


Business License - Yes, you need one.  If you are your own boss you need a business license in the 


       city or county you reside.


Business Bank Account - This is helpful for business expenses and tax purposes.  This is easy to do.


Zoning - Depends on the type of business you have.  Health, Police, and Fire departments may be


	   involved.  Primarily done if you are opening a space or work out of your home.


Cost - Determine start up cost (rent, table, linens, oils, marketing, TIME).  Calculate monthly expenses


           and what you will need monthly to meet your expenses.  This will help set your prices.


Tax Numbers - If you plan on having employees you must have an EIN from the IRS.  Again, this is 


	             easy to do and free.





M A R K E T I N G


Two types of marketing	1)   Personal (most effective for the massage profession)


Impersonal (less effective for massage)





Personal Marketing		1)   Demonstrations


Free or Discounted Introductory Massages


Bulk Discounts


On-Site Promotional


Join Local/National Organizations (AMTA, Chamber of Commerce)


VOLUNTEER





Impersonal Marketing		1)   Flyers/Business Cards


Direct Mail


Yellow Pages


Newspapers	





P R I C I N G


Know your prices and stick to them!


Going Rate - What is your base price and what will you not go below?


Sliding Scale - Who gets special prices and when?  Figure the price scale and then stick to it!


Discounts - Coupons?  Bulk Rates?  Referrals?   What are the discounts?





D O C U M E N T A T I O N


Make sure you keep track of all of the following information and expenses.  Keep all receipts!


Client Information,   Supplies,   Schedule,   Contracts


Deductions (Mileage, Supply Expense, Client dinners, Rent, Pager, Cellular, Training, Licensing costs, etc.)


Also Consider - Laundry, Association Memberships, Insurance, Maintenance of equipment, vehicle, etc.


