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Are you putting a lot of time and effort into letting new clients know how you can

help and attracting them to your business? This is, of course really important when

you want to build a holistic business that grows and gives you a sustainable income.

But life would be so much easier if you also had a simple system to encourage your

existing clients to re book. Marketing your business would take less time and effort

and your clients would get real, lasting results. If you're terrified of seeming pushy,

don't worry. This eBook is all about encouraging re-booking in a way that is authentic

and genuine.

If you're terrified of seeming pushy, don't worry. This eBook is all about encouraging

re-booking in a way that is genuine, natural and non pushy. 

Here's the 5 ways I'll cover in this eBook:-

1.Give a Great First Impression 

2.Listen to Your Client and Give Them What They Want 

3.Ask for Clients Contact Details 

4.Tell Them When They Should Re-Book 

5.Keep in Contact with your clients



Here's a quick intro to me, in case we haven't met. 

My name is Jenny and I've been a holistic therapist and tutor for over 20 years. 

In that time I found lots of ways to get more bookings (and more income) from my

holistic therapy business. Ways  that don't take  a ton of time or cost the earth. 

I've taught for ITEC and VTCT, in community schools, holistic centres and in my own

centre, Essentials Holistic Centre from 2012 to 2019.

I started offering my courses online in 2018, and, due to a huge demand, even before

covid, I've been fully online since October 2019.  
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1. Give A Great First Impression 

How you handle the first contact, whether by phone, text or email can get your first

treatment off to a great start and can be a major reason you get re bookings and

referrals. 

It goes without saying that you should be friendly, helpful and professional on the

phone, but here are other important things you should do.

Find Out What the Client Expects Before They Arrive 

For instance, if you're an aromatherapist and you don't offer deep tissue massage

you can explain to the client how the essential oils can ease deep tension. Then the  

way the client won’t feel they didn’t get what they hoped for.  

Give Good Directions

Giving good directions is so important. It is very stressful having an appointment

and not being able to find the place. 

My sense of direction is terrible so I always give really clear directions with lots of

landmarks. 

I also include the directions and eircode with my reminder texts and they're are on

my website.

Send a Reminder Text 

Clients really appreciate, even expect, reminder texts. 

Plus it reduces the no shows we all hate!!
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Why the client has come for a treatment e.g.. backache, stress  

What areas would he particularly like you to focus on during the treatment. 

Any ailments or conditions. 

His mental/emotional state and stress levels.

What levels of pressure he prefers. 

(Ask him to let you know if he prefers lighter or deeper pressure in different

areas.) 

Are there any areas the client would prefer you to avoid e.g. feet, tummy, head

or face.

2. Listen to Your Clients and Give Them What They Want 

From the first contact you will have an idea what your client is looking for, but the

consultation is the time to get more detailed information. 

If at all possible sit down with the client and complete the consultation form rather

than giving the form to the client to fill out. 

Filling out the form with the client helps you to get to know each other, put the client

at ease and gives you, the therapist, a good sense of what the client needs.  As well as

what he tells you, you'll learn a lot from his body language, facial expression etc.

 

Questions to Include on the Consultation Form 

(As well as the usual ones)

Adapt Your Treatments to suit Your Clients' Needs 

A routine learned in college should only be a guideline, there is no “one size fits all”
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3. Ask for Contact Details 

Whether you're brand new or you've been practicing for a few years, you need to be

collecting your clients' contact details and asking if they'd like to be told about your

special offers, new treatments, tips etc. 

There are rules under GDPR about collecting and keeping contact details.  

You have to have the client's express consent to keep his contact details and contact him

about your treatments. 

 

Having the question on the consultation form makes it very natural to ask for his contact

details. But he must say yes, not answering the question doesn't imply consent.  This is

true whether you or the client actually fill in the consultation form.  

4. Tell Your Clients When They Should Re-Book

Clients really appreciate it when you tell them how many treatments they need, and how

often, to  help their problems. If someone has very severe neck and shoulder tension, for

instance, I ask them to come back once a week for the next few weeks. They may only

need a 30 minute neck and shoulder massage at these follow up treatments. When the

tension is eased, I will suggest monthly or 6 weekly maintenance treatments. 

Don't be afraid to suggest that the client book their next treatment there and then. They

can always reschedule if they need to but not re-booking can mean they will forget, time

will slip away and and the issue they have will get worse. 

I say something like " Would you like to book your next treatment now? You can always

re arrange later if you need to ". 

Remember you are doing your client a disservice by not asking them to re book when

they need to. 
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 5. Keep in Contact 

Keeping in contact with the client is so important, both immediately after the treatment

and later.  Here's some things I do which work very well. 

Send a text the day after the treatment

Sending a client a text the day after their treatment just to check in how she is really

shows that you care and will make you stand out in her mind. 

Sending regular texts and/or e-newsletters to groups of clients 

Remind your clients that you exist by sending e-newsletters and/or texts with special

offers, helpful tips, new treatments, loyalty schemes etc. 

Also use your e-newsletters to educate your clients about the benefits of your therapies.

by including stories of how other clients have benefitted, or text messages they sent

you, reviews on Facebook etc. 

(Remember no names or identifying details without the agreement of the clients you

are talking about. client.) 

Send check in texts or emails

If a client hasn't been for a treatment in 2 months or more, I usually send a "check in"

text or email asking how they are, saying I haven't seen them for a while and giving the

times I'm available for the next week or two if they'd like to book in.  I always include

some personal details like asking how their holiday was etc. 
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I hope you enjoyed this eBook and got some useful tips. 

If you're looking for more ways to build your holistic therapy business why not check

out my very popular course, UpSell Therapy, which covers how to raise your rates and

increase your bookings in 20 days or less.

Like to stay connected? If you're not a member already, why not join my fabulous

Facebook Group, Holistic Education with Jenny. The group has lots of lovely

therapists who are very caring and supportive. Plus I run regular masterclasses there

about essential oils, business building and anything else I can think of that will help

holistic therapists and trainees. 

Jenny xx

https://www.essentialsholistic.com/upsell-therapy/
https://www.facebook.com/groups/1029929457027247

