
Class #10 
I already miss you! 
I hope you fill in the next few days with sessions with your PERFECT 
CLIENTS. Here’s what is in this final issue.
===================

1. Ten Ways to Promote Your Business
2. Congratulations, You Did It!

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

1. TEN WAYS TO PROMOTE YOUR BUSINESS

1. Your appearance 
Look like you are worth what you charge
Clothes are neat and appropriate
Clean car outside and in
Clipboard for notes, handout for client 
Session notes succinct, clear and easy to read
Be organized and professional

2. Handouts
Your notes keep educating folks after you’ve spoken with them.

3. Contact three people whose horses you worked on and ask how 
they and their horses are doing.

(a) Ongoing contact often brings new sessions. You may find they 
have another new horse or have moved to a new barn. If you are 
fresh in their mind in a good way, they will often speak (blab/brag) 
about your work to new friends.



(b) “How is Norman doing since we completed the series?”
This is a great question because it relates that horse’s ongoing 
improvement to the work you did together. The “integration” part of 
Structural Integration implies that there is a time following the 
sessions wherein the work continues to change and benefit the body.

(c) “Of everything we did, what do you believe helped Norman 
the most?” This tells you what they most valued about your work 
that gave them the greatest benefit. They often want you to know!

4. Referrals -- who tells people about your work? 
Keep a list. Show these fabulous business-builders your appreciation. 
Give gifts! Anything from a heartfelt thank you to a bouquet of fresh 
flowers. A little box of homemade chocolates with a ribbon around it. 
Take her to lunch. People who refer to you are precious; be sure they 
know you value them. Every once in awhile (so it’s not expected, but 
is a surprise) spring a free session on a good referral source. Make 
them know how much you value their love of your work. No one 
gets too many thank you’s.

“Ginny, I’m going to be out at your barn next week and after I finish, 
I’d like to do a bit of work on Blaze. No charge on this one. I just want 
you to know how much I appreciate you helping my practice grow.”



5. Plan your marketing -- Annual calendar
    

* Book a talk every month or two. It really helps. You become 
a better speaker and those who see you talk begin to recognize you as 
a professional who is appreciated by others for your knowledge.

* Horse events & shows — Count backwards from dates so you know 
the best times to prep for shows. “If you’re planning on competing 
at the Hood River Classic in May, you’ll want to get a Structural 
Integration series now.”

*Join a club and become an active member. Volunteer to help setup 
shows and events. These shared tasks get you known as a committed 
team player, introduce you to powerful people, and build a fabulous 
pool of potential clients as well as good friends.

* Like to write? Write an article every other month and submit it to 
other newsletters, websites, newspapers. Put this task on your 
calendar. Send public relations releases to the newspaper and put a 
photo on your local facebook group saying you did something cool. 



6. Written goals
How many new clients this month? Write it down.

     Spend 10 minutes daily (when you first wake up) visualizing your 
relationship with your ideal client. Remind yourself what you do that 
they value. Then go have active conversations with horse owners.

7. Use your surveys after the series is done
Look at your before and after intake forms and turn them into 
numbers so you can say that you are pretty good at specific ways of 
improvement. 
“My clients say our five session Equine Natural Movement series 
gave their horses 40% more flexibility and 30% more overall balance.”

8. Newsletter 
Send out a quarterly newsletter that includes a short article, 
testimonial with happy owner and horse photo, contact info, and 
your website where you have more stories about clients and their 
horses. Write an interview that recommends another horse 
professional. Blogs work, too, but a mailed newsletter, printed on 
card stock and sent as a 5x7 is more effective. They will keep them! 
Distribute a few to each barn and if that barn has a meeting room 
where riders gather, put one on the table.

9. Practice saying what you do 
Tell 5 people you want more clients. Who do 
they know? 
It does work!



10. Take good care of yourself
Be an example of living to your fullest potential. 
Live a balanced life that nourishes you with energy & vitality
Read and continually educate yourself 
Be prepared for bad weather and keep a change of close in your
car in case a horse sneezes on you.
Eat quality food that’s good for you
Have wonderful un-gossipy relationships
Take pleasure in life
Schedule vacations, even short ones so you’re not all about work
Be good to yourself.

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

CONGRATULATIONS, YOU DID IT!

Last Session! 
Congratulations on making it all the way 
through. 

If you use all the methods we covered in this 
year long class, I am confident you will have 
thriving and joyful practices in short order.

Once I have a copy of all your homework, I 
will mark that you've completed this class. 
Extra credit: Post a video testimonial on the 
internet

1. Identified your ideal client 
2. Identified your gremlins 
3. Survey, 3 testimonials
4. Photos for flyers and long and short bio  
5. A ride-along (who and date) 



6. Speaking engagement  (dates and group names)
7. Article written and submitted (magazine name)
8. Booked five new clients 
   (clients you’ve worked with since this class started)
9. Brochure and business card (photos)
10. Website  (URL)
11. Flyer (pdf)
12. Video testimonial posted on YouTube or your website
13. Your annual calendar for the coming year (12 months)

Once you’ve done all this, keep doing it again and again. Practice and 
develop your talents. If you liked writing, write LOTS more articles. If you 
like speaking, book yourself to talk every month or two. Strike up 
conversations and draw people out SO THEY SHINE and be generous with 
compliments. 

People will really see you as an expert -- and you are an expert! Continue 
developing relationships with other professionals. Don’t stand on the 
sidelines in awe of them. You know more about Structural Integration than 
anyone in your area.

Remember you can email me anytime to help 
you with talking points for presentations, give 
you feedback on print materials or tidy up an 
article. I’m glad to help and sincerely want you 
to succeed. Stay in touch with the others in your 
class. We ALL want you to be the best you can 
possibly be.

warmly,
Jacqueline


