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Agenda

9:30 Welcome and Introduction to Session 1

10:15 Live Q&A

10:30 BREAK

10.45 Session 2

11:30 Live Q&A

11:45 BREAK

12:00 Session 3

12:45 Live Q&A

13:15 END

Presentation title 2



The main aims of the PDD are to

▪ Increase confidence in working safely in private practice

▪ Identify the skills, legal and compliance issues in private 

practice

▪ Create a unique offer for your private practice

▪ Use practical examples to demonstrate how to operate a 

successful private practice

▪ Discover ways to find clients for your private practice 
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By the end of the PDD, participants will will be 
able to

▪ Be aware of the legal, compliance and safety issues relating 

to private practice

▪ Discover the key elements of the eight private practice 

positioning factors

▪ Identify the steps to take to create your unique offering

▪ Have a better understanding of how to get clients for your 

private practice 
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Session 1
Building a Solid Foundation



We asked- Why do you choose to pay for 
Counselling?  will be able to
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▪ Time- to fit a busy lifestyle
▪ Type of counselling – beyond NHS TT
▪ Number of sessions
▪ Privacy
▪ No waiting list 
▪ Convenience of location
▪ Variety of delivery methods
▪ Flexibility
▪ The perception that it’s better if you pay
▪ Select a specialist 



We asked- What are the main reasons you choose 
to work in Private Practice

71% FLEXIBILITY 

AROUND OTHER 

COMMITMENTS
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52% I CAN OFFER 

AS MANY SESSIONS 

AS NEEDED/WANTED 

BY THE CLIENT

62% I CAN CHOOSE 

HOW MANY AND 

WHICH HOURS I 

WORK

42% I CAN CHOOSE 

THE COUNSELLING 

APPROACH I USE



We asked- What are the main challenges of 
working in Private Practice?

45% ISOLATION 

OF WORKING 

ALONE
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33% I AM WORKING 

UNSOCIAL HOURS

38% TOO FEW 

CLIENTS 

31% LOW INCOME



Could Private Practice be Right for Me?  will be 
able to
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Solid Foundations Checklist

✓Insurances

✓GDPR/ICO

✓Taxation

✓Sole Trader/Company

✓Safety Plan

✓Online Privacy
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✓Contracting

✓Supervision

✓Risk Assessment

✓Self-Care

✓Mindset

✓Clinical Will
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Questions?
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Session 2
Creating Your Own 
Unique Private Practice 
Offer



The Eight P´s of Private Practice?  will be able to
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We asked- Why do you choose to pay for 
Counselling?  will be able to
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Promotion- we will cover this in Session 3

Price

Set a clear price and offer concessions where appropriate

Mention price on your materials/profiles/web

Reassuringly expensive or cheap and nasty- consider somewhere in the middle 

Product

Consider your Niche

Product offering- online/face to face/short term/longer term/ type of counselling eg. CBT, 

Gestalt etc.



We asked- Why do you choose to pay for 
Counselling?  will be able to
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Place

Where will you deliver your services?

Home? – keep it neutral, parking, directions, entry-exit, safety, 

Hire a room- what’s on offer locally

Personal Brand

Picture of you on the website and profiles/ leaflets

Brand by colour, slogan, your hobbies etc.

Process

How will they contact you, when will you get back to them?

How did you hear about me? (to assess what’s working in promotions)



We asked- Why do you choose to pay for 
Counselling?  will be able to

16

Positioning

Personal Brand- where does it sit in the ‘market’

Where your offer sits- price and feel, intangibles 

You are not selling counselling, you are selling what it can do for people

People

Who is involved?

How much of your personality do you bring into the cousnelling room and communication

Privacy v visibility a consideration
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Questions?
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Session 3
Discovering How To Get 
Clients For Your Private 
Practice 



Mindset Shift.l be able to
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“WE ARE NOT SELLING 

COUNSELLING.

WE ARE SELLING WHAT 

IT CAN DO FOR YOU”



Starting Point.  will be able to
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• What is/are the problem/s you solve? 

My name is Martin and I help people manage their anger so 

they can lead a happier, more fulfilling life.

Remember to be authentic

• Write to your audience

• Use the right 'engaging' voice

• When online remember ‘Once a message is out there, it's 

out there!’



The 
Right 

Message

The 
Right 

Audience

The 
Right 
Media

The 
Right 
Time 

Promoting 

Your 

Product & Service



Two Approaches to messaging 

ATTENTION

INTEREST

DESIRE

ACTION

PROBLEM

AGITATE 

SOLVE



The 
Right 

Message

The 
Right 

Audience

The 
Right 
Media

The 
Right 
Time 

Promoting 

Your 

Product & Service





CREATING AN ONLINE PRESENCE

ONLINE 
DIRECTORIES

GOOGLE MY 
BUSINESS

WEBSITES/BLOGS SOCIAL MEDIA



35

Convert

























Connect, Network and Refer.  will be able to
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▪ CONNECTING WITH OTHER COUNSELLORS

▪ IDENTIFYING LOCAL PEOPLE AND PLACES 

INFLUENCING THE DELIVERY OF COUNSELLING

▪ SPOTTING OPPORTUNTIES

▪ ATTENDING LOCAL EVENTS

▪ CREATING YOUR OWN EVENTS ‘THE LIBRARY TALK’

▪ EMPLOYEE ASSISTANCE PROVIDERS LOCALLY AND 

NATIONALLY
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Questions?
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Thank you
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