
Class 5

We are partway through the class and it’s just going to get more fun as we 
go. Please finish and send me the homework for each class before you 
move on to the next one. That means you should have completed your 
daily visualization, acquired some nifty testimonials, written up your long 
and short bios, got a few good photos of yourself with and without a horse, 
and booked your talk. If you haven’t done that yet, please do and get that 
sent in.

You are right, there are a lot of steps here, and that’s what creating a 
business is all about. You are the business owner and being your own boss 
means you have learned to take action in many directions at once. It’s a 
real skill. In the beginning you’ll try different things and over the course of 
this class, you’ll find that some of these will really sing to you. 

You may accumulate dozens of testimonials because people like to tell you 
how successful your work has been with their beloved horses. This is great! 
Now you can use other people’s gratitude and post them on all your printed 
materials, your website and all across social media. That a good way to let 
other people see how well-liked and effective your work is.

Or you find you are really enjoying doing ride-alongs and getting to know 
fellow professionals. Together you start referring to each other and building 
each other’s businesses, and at the same time you are enriching your 
personal friendships with these professionals.

Or you realize that these public talks are just your cup of tea and you start 
booking them every month. Over time you will have a reputation for being 
the go-to person when clubs need speakers. The audience catches on that 
you really are an effective practitioner and you start signing up intro 
sessions — and then full series — every time you talk.

One or more of these tasks is going to become the one you totally enjoy 
and look forward to. You’re going to find your professional niche and 
business is going to start to find you. So lets get on with the next step.

===========



VISUALIZING SUCCESS

Carry on with your visualization. Has anything started to change yet? Is it 
getting easier to believe that your intentions can become real? 

At first there was cognitive dissonance that had your brain saying, “Oh, but 
that’s not really happening yet, is it?” But over time, the repetition helps you 
realize that your intention introduces some changes that ARE happening. 
Really, it works. Your visualization tells your mind what kind of day you 
want to wake up into. The time you spend speaking this out loud helps you 
set your intention.

The alternative is living a life without direction, letting the chips fall where 
they may. If you are clear about what you want, you may be surprised to 
find that doors are opening up to you, privileging you with opportunities 
that, perhaps, you hadn’t noticed before. Yes, they are there. Might you be 
bold enough to invite them into your life?

You are learning how to accomplish the big stuff. It doesn’t happen al  at 
once. There are many small steps that direct your path. I have an ongoing 



habit that I learned a few years ago. It just popped up in my curious mind 
one day, so I tried it.

I was wondering how to resolve a vexing problem. I had been working on it 
for a few months and it just wasn’t turning out like I wanted and I couldn’t 
figure out why. So I decided to have a good look at the situation.

I imagined myself standing firmly in the place I wanted to be, with the 
feeling inside me of having accomplished this task, how relieved I was, how 
good that felt, like I could take a deep breath and knew it had all worked 
out.

And then I turned around, I physically turned around and looked behind me 
at everything that needed to happen on the way to this moment. I saw that 
there were small and big steps that I was fully capable of doing once I knew 
what they were. But there in the middle, partway to success, was a 
frustrating tangle that required more than I knew. Looking at it, I realized I 
needed a helper, someone more knowledgeable than me to guide me 
through that.

So that’s what I did. That afternoon I contacted someone who could step in 
on my behalf, who knew exactly what had to be done and could show me 
what I needed to do. Amazingly, what looked like a very complicated and 
convoluted situation sorted itself out, I got connected with the right people 
and within a short while, the situation resolved and I got to do what I 
wanted. I worked my way through the difficult tangly part, got unstuck, and 
accomplished what I wanted to do.

This works for all kinds of issues — starting a business, unraveling baffling 
finances, resolving personal issues, sticking to an exercise program. They 
are all worthwhile projects and none of us are naturals at everything so 
don’t fret. Just figure out what needs to get done and do it.

Your exciting new career is a whole bunch of small steps. It’s not going to 
create itself. You want to take steps every day, tasks that move you closer 
to your ideal business. See yourself doing that. Do one significant helpful 
thing every day.



I find it helpful to use this process whenever I get stuck. Imagine yourself 
with the task accomplished, in this case, you in the middle of your thriving 
practice, full of happy horses and clients and with more calling you each 
week. Now ask yourself, what did I have to do to make this real?

Make a list. See what you did that opened the happy-practice door. Was it 
that article in the newspaper? Was it the ride-along with the new vet? Was 
it the client comments you posted on Facebook? Was it your daily 
Instagram video of horses you’re working with? Was it the clinic you did 
with the saddle fitter? Or was it all the times you showed up at barns 
offering to do free 15 minute intro sessions, that finally paid off?

Whatever you find works best, do that and do it again. And again and 
again. You’ll keep getting better at all these tasks as you go.

===============

TESTIMONIALS

Next let’s look at some of the testimonials I got. Here’s an example of a 
very good one:

“I’ve never seen Casper 
so relaxed. He used to 
be such a grumpy old 
man, but he surprised 
us how much he 
calmed down and 
enjoyed his sessions. 
He’s been more 
coordinated since his 
series, and easier to 
handle on the ground, 
too. I’ve even started 
letting my grand-
daughter ride him!”



This is good because it shows his pre-series behavior and contrasts 
that with his post-series expression. A good testimonial will have a 
good before and after in it.

Here’s another:

“The series really helped my old steady-eddie quarter horse. He was 
calm but often a plodder with very little personality. After the series, 
he moved much more freely. He even felt good enough to get a bit 
spunky which makes me smile. I highly recommend this work. It’s 
proven to be a great benefit to my horse and seems to have made 
him feel young again.”

At the last session of every series, as part of the completion, ask your 
client to write a list on the left side of the page of what her horse was 
like back then before you started, and on the right side, what she 
notices that is different. Have a clipboard and pen you can hand her 
and after she writes the lists, ask her if she could put that into a 
sentence or two or even a paragraph, that you could share with new 
clients so they can see what happened with her horse.

===============

RIGHT CLIENT

Here is an update that came from a student in the last business class. 
It is so perfect that she shared this with us:

She says…

“As I went through the list of horses I worked on, I realized that I 
wasn’t working with the right types of horses OR with the right type of 
client.  I have been “playing small” and “staying safe” which means I 
have been working on horses that are retired, pasture pets, with 
complicated issues that need work beyond one SI series, or I was 
working with owners who don’t have much feel for even obvious 
improvements in movement.  So, I did not get much feedback from 



the owners.  So far all the horses who have had dramatic 
improvement belong to me or my dad!  Using my dad as a testimonial 
feels like cheating, and I obviously can’t use myself. Hmmm, not very 
helpful.

“This realization pushed me 
to step outside my comfort 
zone and meet some new 
people. While working on my 
dad’s horse this week, I met 
someone who is extremely 
close to my ideal client. She 
boards at the same barn as 
my dad and she heard about 
my work from him.  She was 
ecstatic to have me work on 
her horse, and said she had 
been waiting for someone 
like me.  She literally 

welcomed me with open arms and asked for business cards to hand 
out to her friends.  She wanted to know if I’m accepting more clients, 
and said she would pass the word to her group of horse people. She 
is a very conscientious owner and wants nothing but the best for her 
horse. She used to live on the west side of the state, and lamented 
that she hasn’t been able to find any holistic bodywork practitioners 
since she moved to the east side.  She said it was so great to know 
there was someone like me here. I’m doing the series on her horse 
and asking for detailed feedback which I know she will do. She was 
very interested in learning more about structural integration and 
asked me to get together some time to chat more about it.



“I am not making this up. This really happened. The day after I 
worked on her horse, she told my dad all sorts of positive things 
about her encounter with me and my work on her horse, including 
that she was impressed with my competence and expertise and 
would hire me in a heartbeat. THIS is the type of horse and client 
combo I need in my life! I’ve been visualizing my ideal client and 
practice, and this person’s appearance and personality closely match 
what I think of during these visualizations.”

===============

BIO PHOTOS

I want to go over your bios with you so 
do send them along. I always like to 
include a photo with a bio because 
people see who you are and say, “I 
could work with her.” It puts a face to 
your name and always makes you 
seem more approachable. For 
homework you are going to send in 
five smiling head shots of you. I’ll help 
you choose which best communicates 
that you are intelligent, kind, friendly, 
approachable.

HOMEWORK:  5 head shots

============

SURVEY

Having new or potential clients fill out a survey is a way for a client to 
assess their horse’s current state and gives both of you clear, measurable 



goals. It is a smart way to help that client realize you have something very 
valuable to offer them.

This week you are going to create a survey. I could just pass one out to you 
but each time I’ve assigned this as homework, the ideas students came up 
with are more impressive than mine. Also, if you have a particular skill, you 
can lean your survey to the things you have a lot of confidence in 
delivering. One of our students who worked with race horses measured 
each horse’s stride length at the walk and gallop and showed that the 
average improvement was a four inch increase, which means that horse 
was crossing the finish line with a lot less effort. That would work well for 
pacers and trotters, too. 

Here are a few ideas to get you started. On a 1 - 10 scale (1 = least and 10 
being best), where is your horse today in these areas:

How well can your horse move  Power in hind end  
Ability to make tight turn Emotional well being  
Freedom from pain Fluidity / ease in movement   
Change leads equally either side  Lateral movement
Willingness

Is your horse consistently moving forward in goals (10) or on a plateau (1)?  

In 1-2 words, describe your horse’s personality

Write 10-12 questions that will help you know where this client is and what 
they may want to work on. Orient it so you get them thinking of what they 
might like to have happen. What things do you know you can help? You 
want the owner’s assessment right at this moment, so when you finish the 
series, you can compare where he started with a final evaluation. 

Surveys are really useful because as these changes take place, owners 
often forget where they started, and this survey is good solid proof of 
improvement. 



How do you use the survey? Fill out the intake form at the beginning and 
then put it aside until your last session. After you are done with the 
bodywork, pull this out and say, “Let’s go over your intake form that you 
filled out back in September.” And you read each line, saying, “Back in 
September you said your horse was about a 6 on fluidity and ease of 
movement. What would you say he is now?” Or you may try saying, “How 
balanced does he seem now?” and then tell her what she said before.

Clients usually don’t 
remember where they 
started, but having them 
review the survey, they are 
often surprised at how 
much change has 
occurred.

When I did structural 
integration with my human 
clients, I made up a survey 
like this. One question I 
had was “on a 1-10 scale, 
1 being free of pain and 10 

being constant pain, where would you say you are on a daily basis.” It was 
quite normal for people to say somewhere between 3-6. After a series, that 
would often drop to 1-2. Some people who were now 2s had been 8s, and 
I’d say, “When you started, you put this at 8. Where are you now?” They 
were often dumbfounded that they didn’t remember being in near constant 
pain until I reminded them. It was a big surprise and they knew they got 
their money’s worth!

Another thing these surveys do is give you solid proof of the effectiveness 
of your work. Enough that you can take your first 40 surveys and pull out a 
few statistics. You can see that your average horse has a 30% 
improvement in flexibility, or 50% more willingness. That kind of information 
is very powerful.

* HOMEWORK Write your own survey with different topics and share it 
with your fellow students.



A good topic is one that tells the owner what kinds of things you will be 
working on, which tells them what broad improvements are available, and 
where their horse is on that scale? It encourages them to think, “What 
would I like to have happen with my horse?”

Once you have your survey, put your header information on it and hand it 
out at talks. Owners often find this very intriguing; it gets them thinking 
about the desirable possibilities this work may offer them.

===================

The next part we cover is how to prepare for your first public talk, and how 
to make that exciting and fun. In the meantime, get going on your 
homework — visualizing success, 
getting testimonials, being sure you 
are finding your right clients, 
sending me you lovely bio photos, 
and writing a survey for your 
clients. These are activities our 
most successful graduates do 
every week and are just the kinds 
of things that draw the right people 
to them.

===========================

HOMEWORK 

Please don’t hit REPLY and send me this whole letter back. I just need 
these sections. Ideal is that I get all your homework in one email, but if you 
get partway done and send it to me in two emails,  I’m fine with that. I want 
to give you feedback and keep you motivated. 

NEW STUFF 

Five head shots 
A 10-12 point survey


