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Blogger Spotlight

Resource Center

This Month Online

Sponsored by Massage Heights, 
this resource center is designed 

to provide massage therapists with 
news, information and articles related 
to career development, success as an 
employee, professionalism, excelling 
as a team player and customer service. 

Visit massagemag.com/resources.

Bookmark our Massage News 
page to keep current on the latest 

news about the massage profession.

Karen Ball, L.M.T., certified reflexologist and aroma
therapist (academyofancientreflexology.com), and author 
of massagemag.com’s “Reflexology” blog, has been a 
manual therapist since 1983. She was trained and certified 
by the Reflexology Association of Canada as an instructor, 
and graduated from the Florida School of Massage in 
Gainesville, Florida, where she currently teaches reflexology, 
professional boundaries and ethics, and therapeutic 
communication skills. Ball is also creator of the Therapeutic 
Hand & Foot Reflexology Professional Certification.

MASSAGE
e-News

Our email newsletters deliver exclusive 
articles, tips, news and information 
directly to your inbox.

Subscribe for free at  
massagemag.com/signup.

Online Exclusives

1
2
3
4
5
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•  Foot Reflexology Eases Fatigue in 
Multiple Sclerosis Patients 

•  The Story of How One Massage 
Therapist Stopped 

•  Build Your Business With Client 
Appreciation Days 

•  How Do You Price Massage Packages?

•  Tips for Launching on OnSite or 
Corporate Massage Practice

•  Conquer Your Fear of Creating  
a Website

SELF-CARE TIP:
Massage Careers

massagemag.com

10 Driving Safety Tips for Outcall 
Massage Therapists, by Lesa Huelsdonk

Bookmark

See these and more at massagemag.com/current-issue.
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MASSAGE Magazine’s mission is to provide to massage and touch therapists the tools, 
information and resources to help them succeed both in their businesses and their session 
rooms. We give readers the latest news affecting the massage field, indepth feature articles, 
educational technique articles, accessible business advice, informative profiles, and inspiring 
stories of how touch promotes wellbeing on individual and global levels. We connect readers 
to each other, and to the organizations and manufacturers providing exceptional opportunities 
and products. We believe healthy touch has the power to create a better world, and that by 
supporting and educating massage and touch therapists, we are playing a role in that creation. 
MASSAGE Magazine is dedicated to ongoing growth and improvement—both in editorial scope 
and content, and as a healthy business doing good work in the world.

FAQs
Q: How do I subscribe?
A:  Order online, by mail or by phone. 

Order online at massagemag.com and 
click on our subscription link. Order 
by mail by submitting a subscription 
card to: 

MASSAGE Magazine
P.O. Box 3002
Northbrook, IL 600659981.
 

Order tollfree by calling (888) 8833801.

Q:  How much does a  
subscription cost?

A:   U.S. surface: $14.95/year; $25.95/two 
years or $34.95/three years.

Q: When will my subscription start?
A:  Your subscription will start 46 weeks 

from the date you place your order.
  
Q:  My address is changing—how do  

I keep from missing an issue?
A:  Go online to massagemag.com and 

click on the Subscription Contact Form 
link found under Contact Us.  

Q:  How many issues are published 
each year?

A:  MASSAGE Magazine is published 
monthly.

Q:  Is MASSAGE Magazine affiliated 
with any associations?

A:  No, it is an independent publication 
and not connected to any association, 
organization or institution.

Q:  Can I receive a free sample issue?
A:  We are unable to provide 

complimentary samples. However, you 
may call (904) 2856020 to purchase 
single copies.

Q:  I have a question not answered 
here. Who do I contact?

A:  Please visit massagemag.com and 
click on the Subscription Contact Form 
link under Contact Us.

Q:  I have an editorial question.   
Who do I contact?

A:  Please email Karen Menehan at 
kmenehan@massagemag.com.

Opinions and endorsements expressed herein are not necessarily those of MASSAGE 
Magazine. Letters to MASSAGE Magazine or its editors are assumed intended for publication 
in whole or in part and may therefore be used for such purposes. Letters become property 
of MASSAGE Magazine. Reproduction of this publication in whole or part without written 
permission is prohibited by law. ©2016 by MASSAGE Magazine Inc. All rights reserved. 
Canadian subscriptions: Canada Post Agreement Number 7178957.  Send address changes 
and blocks of undeliverable copies to IBC, 7485 Bath Rd., Mississauga, ON L4T 4C1 Canada.

The information in any article is not meant to replace handson training. Readers must ensure 
they have received adequate training before attempting to apply any technique referenced or 
described in MASSAGE Magazine.

Subscription Services: Please visit massagemag.com or call (888) 883-3801

Send your ideas, feedback, editorials, leads and letters to edit@massagemag.com.

•  Share news happening in your community, school, workplace or association. 

•  If you are inspired, pleased, angered or intrigued by anything we publish, express your 
views by writing a Letter to the Editor. 

•  Suggest a colleague, or yourself, to be interviewed for a news or feature article.

•  Visit us online at massagemag.com for exclusive news and articles.

•  Visit us on Facebook at facebook.com/massagemagazine to network with colleagues, 
enter contests and receive special offers.
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M i ndfulness is a popular 
word right now. 
Meaning presence, 
or being fully aware 

of the now moment, mindfulness is 
usually used to convey the feeling of 
expanded consciousness one might 
experience when meditating; while 
fully in the flow of creation; or by 
turning off the monkey mind, that 

thought machine that the human brain can default to. 
Meditation is, for me, a way of taking a break from 

constantly generating ideas, opinions, judgments, worst-
case scenarios and best-case daydreams. By watching my 
thoughts as they arise, I get a front-row seat to my own 
thinking processes, and can see where some ideas repeat 
themselves over and over and over again.

By taking the time to practice being mindful in this 
way, I can then notice typical reactions and thoughts in 
my busy daily life—“Oh, there’s that one again!”—and 
consciously put attention on changing that thought 
pattern or response for the better. 

The practice of mindfulness can also be used during 
massage therapy. In this month’s cover story, “Mindful 
Bodywork: Bring Awareness to Your Touch” (page 44), 
educator and author David Lauterstein explores mind-
fulness in massage and offers guidance on cultivating a 
deeper sense of presence when working on clients.

“The legacy of mindfulness has given us a tremendous 
advance in approaching what we can do with our 
awareness to optimize our touch communications,” 
David wrote. “The goal, as in all meditation, is to notice 
distraction, learn what we can from it, and return with 
compassion again and again, to interface, to that home base 
of our work.”

A second feature article in this issue, “Get Unstuck! 
Pause, Slow Down & Appreciate the Present” (page 60), 
by Shira Taylor Gura, offers specific instructions on how 
to unstick yourself from a particular pattern—be it in 
the venue of thoughts, feelings or behaviors—in order to 
experience the now. 

“When we get stuck, we create a story in our mind and 
cannot see any other way of thinking or being in that 
moment,” Shira wrote. “Being stuck ultimately blocks 
us from making our lives and relationships as rich and 
rewarding as they could be.”

Your relationships with clients are key to your 
professional success. Incorporate that advice from this 
issue of MASSAGE Magazine into each moment while 
providing massage, and notice—in the now—the 
deepening of those connections.

I’d love to know what you think of this issue. You can 
reach me at edit@massagemag.com.

Meet some of the contributors who helped 
create this month’s MASSAGE MagazineContributors |

 | To Our ReadersM

Gael Wood wrote “Stepping 
Stones to Success: Build a 
Path to Career Longevity” for 
this issue. Gael has worked 
in the massage and spa 
industry for more than 20 
years. Now, she educates 
therapists on marketing, 
business start-up, customer 
service and spa services. 
Gael lives in North Carolina.

Tim Stremos wrote “Real 
Results: How to Make Four 
Figures Per Client, Per Month” 
for this issue. Tim is the 
president of Holistic Marketer, 
where he teaches marketing 
techniques to practitioners 
of complementary health 
care. Tim has been marketing 
for complementary health 
companies for nearly a 
decade. He lives in Quebec, 
Canada. 

Shira Taylor Gura wrote 
“Get Unstuck! Pause, Slow 
Down & Appreciate the 
Present” for this issue. 
Shira created the S.T.U.C.K. 
Method and is the author of 
Getting unS.T.U.C.K.: Five 
Simple Steps to Emotional 
Well-Being. She also 
facilitates workshops and 
retreats promoting well-
being. Shira lives in Israel.

David Lauterstein wrote 
“Mindful Bodywork: Bring 
Awareness to Your Touch” 
for this issue. David is the 
author of The Deep Massage 
Book: How to Combine 
Structure and Energy 
in Bodywork. He is the 
co-founder of Lauterstein-
Conway Massage School in 
Austin, Texas, and received 
the 2012 Jerome Perlinski 
Teacher of the Year Award. 

Coach Cary Bayer provides 
advice on retail, benefits, 
comparative and image 
advertising, in this month’s 
Expert Advice column. 
Coach Cary is a marketing 
coach who has worked with 
national businesses and 
Oscar- and Emmy-winning 
performers. He authored 
the Grow a Rich Massage 
Business book trilogy. Coach 
Cary lives in New York.
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M | In Our Mailbox

Reader Feedback
MASSAGE NEWSLETTER HAS 
SUBSTANCE

I had marked your emails as spam 
in the past.

Today, when I reviewed my spam 
emails, I saw the three articles 
presented in your [MASSAGE 
Magazine Newsletter], and I read them.

I was very pleased to see that 
the first article, “Head Meridian 
Acupoint Massage Reduces Stress” 
(May 2016 Newsletter) included 
research, [as] it is these researched 
articles that I am interested in. The 
research was published in Evidence-
Based Complementary and Alternative 
Med icine. 

Please note that I am really 
impressed with evidence-based 
practices. I always look for reference 
sources named in all articles for 
massage therapy. We need more well-
written, scientific-level articles that 
cite all their sources.

I do consider myself a mainstream 
practitioner of massage, meaning that 
I think of massage as part of all health 
care and that massage is on par with 
allied health care practices. 

My philosophy and practice 
of massage is that we are part of 

health care or we are not. Using the 
term complementary diminishes the 
profession by setting us apart from all 
other health care practices. 

When massage is termed 
complementary, that keeps us 
grouped among [physical therapy; 
PT] assistants and [occupational 
therapy; OT] assistants. Massage is 
not an assistant to any other licensed 

profession. We are independent health 
care practitioners. 

The only reason that massage is 
not among all other allied health care 
practitioners is that we are currently 
permitted education at the vocational 
level of training rather than studying 
massage at the university level of 
higher education.

Therefore, massage is highly 
likely to be relegated to a therapeutic 
profession that is less than PT and 
OT because massage currently 
has no requirements for higher 
education. Without higher education 
for massage, we are being kept 
on the fringe of all health care by 
being named complementary and 
alternative health care.

Being mainstream means that mas-
sage therapists can be paid by third-par-
ty insurers and we can also continue to 
receive direct pay by our clients.

Experiential information can be 
interesting, thoughtful and sometimes 
useful. Even there, I look for the sources 
cited to have links to their origins. 

Generally, footnotes, references and 
links need to be used to back up the 
information presented.

In the article “Massage Cream vs. 

Gel: Make the Right Choice,” the terms 
“low-quality ingredients or additives” 
need to be defined and referenced. As 
presented, the criterion for ingredients 
is subjective and open to individual 
interpretation.

The “3 Things You Need to Know 
About the Benefits of Apricot Oil” 
article is a bit more science-y, which I 
love; really appreciate it.

So, I am now moving webmaster@
massagemag.com out of spam, because 
today, I received three articles with 
technical and scientific substance.
Rebecca Beene
Via email

 WHY THIS PHOTO?
 I’ve been a massage 

therapist for 30 years and 
a massage educator for 
the past 20-plus years, 
currently teaching 
at a North Carolina 
Community College on 
the Carolina Crystal 
Coast. I just received 
the May 2016 issue of 
MASSAGE Magazine and 
have a few questions 
regarding the photograph [that ran 
with the] article, “The Finesse Massage 
Technique,” written by Deborah 
Bruce, on page 56:

1. What was the purpose or inten-
tion of the photograph?

2. What does this particular 
photograph make you think about?

3. If you had to re-create this pho-
tograph, what changes, if any would 
you make?

 My first-year students come back 
for summer session [soon], and I 
would like to share your thoughts and 
ideas regarding this photograph with 
them.
Tim Reischman, D.C., S.T.,  
L.M.B.T., C.C.A.
Curriculum Area Coordinator
Carteret Community College
Morehead City, North Carolina 

EDITOR’S RESPONSE:  The photo that is running on page 56 
with “The Finesse Massage Technique” in MASSAGE Magazine’s 
May 2016 issue is meant to conceptually illustrate the words 
“Movement & Grace,” which are words that ran in the article 
headline, and which are also used within the article text to 
describe the technique.

We say “conceptually” because the photo is obviously not a 
literal depiction of what would happen in a Finesse session.

When we chose the photo, we knew it could engender 
some feedback from readers, due to the amount of nudity 
displayed. Therefore, the decision to run it was not made lightly; 
staff here vetted it, as did the article’s author, who approved 
our using this photo. The author also wondered if some people 
might be surprised by the photo, but agreed with us that the 
photo served the purpose of illustrating movement and grace. 

CORRECTION
Text pointing readers to an online article was omitted from the 

June cover story. “This is Why Records Are Vital for Massage Ther-
apists,” by Diana L. Thompson, L.M.P., may be read at massagemag.
com/recordsvital. The online article was published in conjunction 
with Thompson’s print article in the June issue, “Medical Massage: 
Your Role on the Integrative Health Care Team.”

Massage is not an assistant to any 
other licensed profession. We are 

independent health care practitioners.

http://www.massagemag.com
http://www.rapidreleasetech.com
http://www.auromere.com
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M ilitary veterans who par
ticipated in a weeklong 

holistic retreat along with their 
spouses or romantic partners re
ported fewer feelings of trauma 
and distress upon the retreat’s 
conclusion and six months later. 

For this study, the participating 
149 veterans had to have a di
agnosis of posttraumatic stress 
disorder (PTSD) and a referral 
from a VA clinic or physician. 
The veterans and their partners 
were educated on PTSD and 
given information about coping 
strategies, including manag
ing stressors and identifying 
triggers, according to a press 
release from the University of 
Illinois, where the investigators 
are based.

The retreat included couples 
counseling, group psychoedu
cation, massage, yoga, hiking, 
equineassisted therapy, and 
other recreational wellness activi
ties to promote relaxation, the 
press release stated.

When participants were not 
in couples or group counseling 
sessions, they were involved in 
relaxation activities.

Assessments immediately 
following the retreat and six 
months later showed a decrease 
in trauma symptoms for veterans 
and a decrease in distress for 
their partners, according to the 
press release.

“Obviously we wanted 
trauma symptoms to decline for 
veterans, but what’s additionally 

encouraging is that we also 
saw a reduction in distress for 
partners,” said Kale Monk, a 
graduate research assistant 
in the Department of Human 
Development and Family 
Studies at the university and 
lead author of the study.

“Many times you see an 
initial boost or benefit from a 

treatment, and then people go 
back to where they started at 
baseline,” Monk said. “But this 
was really encouraging because 
at six months out, we noticed 
that these benefits seemed to 
be maintained for both couple 
members. That’s one of the 
strengths of this retreat.”

The National Institutes of 
Health’s National Center for 

Complementary and Integrative 
Health (NCCIH) announced June 
3 the appointment of five new 
advisory council members, including 
massage therapist and researcher 
Cynthia Price, Ph.D., L.M.T.

Price is a research associate 
professor in the Department of Biobehav
ioral Nursing and Health Systems at the 
University of Washington School of Nursing, 
in Seattle. She also sits on the Research 
Proposal Review Committee of the Massage 
Therapy Foundation.

NCCIH is one of 27 centers and institutes 

under the umbrella of the U.S. 
National Institutes of Health 
(NIH). NCCIH is charged with 
funding research into comple
mentary medicine, including 
massage, chiropractic, medita
tion, acupuncture and herbol
ogy, among others. (NCCIH 

was called, until late 2014, The 
National Center for Complementary and 
Alternative Medicine (NCCAM), which had 
evolved from the Office of Alternative Medi
cine established in 1992.)

“Being able to participate and serve 
[on the advisory council] feels like an 
honor,” Price told MASSAGE Magazine. 

“I’m hoping I have some perspective to 
add; there aren’t a lot of people involved 
on the council who have trained in any 
of the complementary therapies—there’s 
really only a couple of us—so having that 
perspective, I think, is really helpful.”

NCCIH Deputy Director David Shurtleff, 
Ph.D., told MASSAGE Magazine that NCCIH 
staff was impressed by Price’s background 
as a clinician and a scientist, and by the fact 
that she has received NIH grant funding and 
therefore understands the grant process.

Given the interest and movement toward 
integrative health, Price said, “It is important 
that we have more studies to examine the 
effectiveness of massage and bodywork for 
various health conditions.”

—Karen Menehan

M | News & Current Events

Holistic Retreat Eases Vets’ PTSD

Massage educators 
Julie Goodwin, L.M.T., 

and Dale Alexander, Ph.D., 
L.M.T., have been named 
the educators of the year for 
2016. The award was made 
by the Alliance for Massage 
Therapy Education (AFMTE), 
Biofreeze and Bon Vital'.

Goodwin is a graduate 
of the Desert Institute of the 
Healing Arts. She operated a 
massage practice for 30 years 
and taught for more than 
20 years. She retired from 
Pima Community College in 
Tucson, Arizona, in 2016, and 
is now a continuing education 
provider. She is also the 
author of Touch & Movement: 
Palpation and Kinesiology 
for Massage Therapists and 
created the website TxPlanner: Mobile 
Pathology for Bodyworkers (txplanner.org).

Alexander has taught advanced mas
sage techniques for 30 years. “Originally 

trained as a biology teacher 
then as a psychotherapist, he 
has sought to discover the 
underlying elements of neuro
anatomy and physiology that 
contribute to and perpetuate 
chronic somatic dysfunction,” 
an AFMTE press release 
noted. Alexander is based in 
Florida, but travels to present 
workshops (dalealexander.
com).

The AFMTE, Biofreeze & 
Bon Vital' Educator of the Year 
award “honors excellence 
in massage and bodywork 
education and serves to 
foster a culture that supports 
raising the standards of 
excellence in massage and 
bodywork education,” noted 
the press release. “The 

recipients are chosen based on their 
experience, teacher training taken, and 
how well they meet the core competency 
standards.”

Educators of the Year
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Read about veterans’ experience with massage at the National Veterans 
Wellness and Healing Center, which is not related to the above-noted research, 
at massagemag.com/vetsmassageptsd.

Massage Therapist Appointed 
to NCCIH Advisory Council

Cynthia Price

Read an expanded version of this 
article at massagemag.com/nccihprice.

“A lmost half of adults who did not 
report experiencing discrimination 

(45 percent) report excellent or very 
good health, compared to 31 percent 
who report experiencing discrimination. 
Fortysix percent of Whites who say they 
have not experienced discrimination report 
excellent/very good health, while only 34 
percent of Whites who have experienced 
discrimination report excellent/very good 
health (Hispanics: 37 percent vs. 29 
percent; Blacks: 32 percent vs. 28 percent, 
respectively).”

—Stress in America: The Impact of 
Discrimination, released in March 2016 by The 

American Psychological Association   M

Julie Goodwin

Dale Alexander
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Grant Program Now Open
The third annual Successful Hands 

Grant Program is accepting essays 
from massage students who may apply for 
one of the program’s eight $1,000 grants. 
Each winner’s school will receive a $500 
grant and a $500 product package. The 
program awards more than $15,000 in 
grants and products annually.

The grant application process requires 
students to complete an essay of 200 
words or less on “What being a 
successful massage therapist 
means to me.” Applications must 
be received by Oct. 1 online 
(successfulhandsgrants.com). 

The grant funds may be 
used for program fees, books 
and supplies, licensing, association 

membership or to purchase products, 
according to a press release.

A committee of industry representatives 
will review the submissions to choose 
the eight winners. Winners will be notified 
no later than Dec. 1, 2016. (Disclosure: 
MASSAGE Magazine’s editor in chief, 
Karen Menehan, sits on this program’s 
review committee.)

The program was developed by 
Biofreeze, Massage Envy and Bon 

Vital'.   M

Read an in-depth profile of 
one of last year’s Successful 

Hands Grant Program winners at 
massagemag.com/successfulstudent.
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Berry Good 
Brain Health
New research indicates blueberries could 

help fight Alzheimer’s disease. The 
findings show ingesting freezedried blueberry 
powder improved cognitive performance and 
brain function. 

“Our new findings corroborate those of 
previous animal studies and preliminary 
human studies, adding further support to the 
notion that blueberries can have a real benefit 
in improving memory and cognitive function 
in some older adults,” said Robert Krikorian, 
Ph.D., leader of the research team, in a press 
release from the American Chemical Society, 
the world’s largest scientific society.

He added that blueberries’ beneficial 
effects could be due to flavonoids called 
anthocyanins, which have been shown to 
improve animals’ cognition.

The research was presented at the 251st 
National Meeting & Exposition of the American 
Chemical Society. For more information on this 
research, visit massagemag.com/berrygood.

https://nccih.nih.gov/
http://www.massagetherapyfoundation.org/
http://www.massagetherapyfoundation.org/
https://www.massagemag.com/nccam-celebrates-first-decade-6515/
http://www.massagemag.com
http://www.massagemag.com
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P icture this: You have just finished a great 
massage session in your own cozy office, quiet 
music is playing, your client says it’s the best 
massage he’s ever had, and he rebooks for a 

weekly time slot. Then you clean up, relax with a cup 
of tea, and complete your client notes in plenty of time 
for your next session. You are helping people, taking 
care of yourself and earning a great income. Thank 
goodness you made a plan and took the needed steps to 
get there.

So many therapists burn out or leave the profession 
after just a few years—is this the direction you are 
headed in? Or are you headed toward your dream day? 

According to various surveys of the massage field and 
anecdotal comments, the average massage career lasts 
around six years. Most of us go into massage therapy 
with dreams of helping people, getting out of the rat race 
and earning a good living. And then reality hits.

Massage is hard work; and many jobs don’t pay what 
we were expecting; or we just aren’t busy enough to 
make ends meet. We might end up working longer 
hours to pay the bills, which takes a toll on the body. 
Many of us leave the profession altogether. 

It doesn’t have to be this way. With some planning 
and business savvy, you can have the long, healthy 
massage career you have dreamed of. 

Let’s go!
All good things start with a plan, including your 

massage career. Some of us are natural-born planners. 
Even if you aren’t a natural planner, this is one area 
where you will want to make yourself take the time to do 
some careful planning.

Not everyone can—or wants to—open a massage 
business right out of massage school; however, it’s a good 
idea to consider your future from the beginning of your 
career, even when you are still in school or job hunting. 
Each decision you make is a stepping-stone in a direction, 
so make sure that stone is placed in the direction you 
want to go.

For example, if you 
would one day like to own a 
therapeutic massage center 
and bill insurance, look for 
jobs with chiropractors or 
physicians, as a day spa job 
probably won’t help you 
build as many of the skills and professional connections 
you will need down the road. 

In this article I’ll explain why you need not just one 
plan, but three: a one-year, five-year and 10-year plan. 
Each plan should be viewed as a living document that 
you continuously add to and update, which will help 
keep your path straight and clear before you. 

One year out
When we are clear on what we want, then we can 

figure out how to get there. Think about where you are 
right now, and where you would like to be in one year. 
Ask yourself: Would I like to be at a different job? Seeing 
more or fewer clients per week? Doing more or less of 
certain modalities or treatments?

Determine the action steps you can take to start 
moving toward where you want to be in one year. Maybe 
it’s time to update your résumé and keep an eye on job 
listings, or call around and see if anyone is hiring. Maybe 
you can learn some new techniques for rebooking clients, 
and build up your repeat business.

Make a commitment to yourself to learn the skills you 
need to advance in your career. Continuing education 
classes are necessary, whether in-person or online, and 

you can also continually learn by reading books and 
trade publications, and watching videos on YouTube. You 
can start learning business and massage skills that will 
take you where you want to go, at any time. 

Five years out
Once your one-year plan is in place, start thinking 

about where you would like to be in your career in five 
years. Perhaps that is in your own private practice, at a 
spa, or in a hospital.

Consider the type of clientele you most enjoy working 
with, and how you might expand, for example, a clientele 
of physically fit clients into a sports-massage practice. 

Look at where you anticipate you’ll be after one year, 
based on your one-year plan, and then add what you 
need to take yourself another four years into the future. 
Determine, for example, the advanced training you 
would need to obtain to specialize. 

Also consider the amount of money you want to be 
making five years into your career. Don’t just write down a 
number that sounds good; instead, really think about your 
monthly budget, as well as the money you want to have 
available for vacations, health care and retirement. This 
number will help you plan, set goals and set your prices. 

10 years out
 Now let’s look 10 years into the future. Do you want 

your practice to look the same as it did at five years from 
now, or do you want it to be different, or bigger?

You might want to be working for a professional sports 
team by then, or employing a team of massage therapists 
in a private practice. Again, look at where you anticipate 
you’ll be after five years, based on your five-year plan, 
and then add what you need to take yourself another five 
years into the future.

Because it’s important to stay on top of current trends 
and research, you may not know every detail of your 

M | Practice Building

Consider the amount of money you want to be 
making five years into your career; this number will 
help you plan, set goals and set your prices.
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Stepping-Stones     to Success
Build a Path 

to Career 
Longevity

by Gael Wood
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10-year plan, now; however, it’s still a good idea to begin 
creating one. As a living document, your plan can be 
updated as your life or goals shift, or as new training and 
opportunities are made available in the massage field.

Only you can envision what your practice will look like 
and the additional stepping-stones needed to get there. 

Create your plans
In your planning sessions, put attention on how you 

can diversify and add new services or streams of income 
that aren’t all about hands-on massage therapy. Many 
therapists invest in additional education and credentials in 
areas such as skin care, personal training or yoga-teacher 
training, for example. 

Because we are limited—both physically and time-
wise—in the number of massages we can perform per day, 
considering additional revenue streams is a smart thing to 
begin doing from the beginning of a massage career. 

Teaching—whether at a local school, infant massage 
courses or continuing education classes, as examples—is 
another way to earn money in the massage field without 
solely performing massage therapy, and can add both 
income and years to your career.

Think of your plan as a map that will take you in the 
direction you want to go, and guide you onto each of your 

stepping-stones. Your plan can also help you make better 
business decisions.

If someone asks you to participate in an event for ath-
letes, for example, and your plan is to open a high-end spa, 
you can, with a plan in place, check in with yourself: Will 
this event introduce my business to my ideal client? If the answer 
is no, you can pass without second-guessing yourself.

Your plan can also help you seek out the best 
opportunities. You have an idea of who you want to work 
with, so find out where they are. Your marketing just got a 
lot easier.

For example, my ideal clientele is women who earn an in-
come that allows them to easily pay for my massage and skin-
care services. So when I hear about the opportunity to do a 
presentation to local teachers, I know this is an event that fits 
in with my plan. It’s a stepping-stone on my planned path.

Now we’ll look at two of the most important stepping-
stones, which I’ve mentioned briefly already: defining a 
clientele and reaching people with your massage.

Your ideal clientele
I used to think that defining a target clientele meant 

limiting my options. I wanted to massage everybody—
after all, who doesn’t need a massage? But figuring out 
who your ideal clients are isn’t about limitations; it’s about 

M | Practice Building

matching your unique skills, desires and goals with clients 
who will get the most benefit from those qualities and 
become your biggest fans.

Defining clientele also doesn’t mean you need to turn 
someone away if she isn’t your target client. It’s simply that 
there are certain people who will respond to your certain 
skills and specialty. 

Lining up all your stepping-stones—intention, personal 
preference, training and education, and ideal clientele—will 
result in a practice the therapist loves, and in repeat bookings.

For example, if you garner the most professional 
satisfaction from working with injuries, you might 
network with physicians, chiropractors, fitness centers, 
running clubs and physical therapists. If you love doing 
prenatal massage, you might network with obstetricians, 
local moms’ groups, maternity stores, baby-supply stores, 
and doulas or childbirth instructors. 

Connect with clients
How we find our clients, and how they find us, is chang-

ing faster than most of us can keep up with. When I started 
my massage business, it was imperative to be in the Yellow 
Pages. Now most people don’t even have a phone book.

Today, it’s important to stay in tune with where your 
target clients are hanging out online, and where they go 

to look for services. You can usually find this information 
with a quick Google search.

For example, to find out where your ideal local clients 
are hanging out online, search for your ideal client 
plus your town or area. You might search for Ashland, 
Oregon, triathletes. You will be able to find event pages, 
Facebook pages and even clubs you could contact to 
offer your services to their members. With Facebook 
ads you can target people who are involved with the 
local triathlete page. Try different search terms, and see 
what you come up with. Some sites might even have a 
recommended resources section. 

If someone hears about you from a friend or picks up 
your business card, she will almost always check out your 
website before calling. A professional website is a must-
have for any massage therapist today. There are lots of good 
choices for do-it-yourself websites, or you can pay someone 
to get you set up. Make sure you have a client-centered 
site, with professional pictures, and easy-to-find booking 
information. 

Social media, such as Facebook, is necessary to use 
as well. Did you know, according to the Pew Research 
Center, that 80 percent of Americans ages 18 to 50 and 65 
percent of those ages 51 to 65 are on social media every 
day? There’s more than a pretty good chance that your 

http://www.earthlite.com
http://www.massagemag.com
http://www.curtles-overzet.com
http://www.massagemag.com
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ideal clients are hanging out on Facebook, LinkedIn or 
other social sites.

You might need to invest in a class to learn how to best 
use social media for business. It’s free to join social media 
sites; it costs money to advertise to their clients. Stay open-
minded about spending money to advertise on social media, 
because the ability to target your ideal client is unmatched. 
Most sites have free training to help you get started.

Clients today expect conveniences like online booking, 
online gift certificate sales and text message reminders. 
These services don’t just help our clients; they help us 
make money, and save time too. 

There are a lot of choices, and it can seem 
overwhelming to do it all, so just pick one new marketing 
technique to work on at a time, and when you are 
comfortable move on to the next.

Connect with your colleagues in a Facebook group 
or two and ask how they are staying current. It can be 
helpful to sign up for a few marketing websites or blogs. 
There’s a lot of information out there, and it doesn’t all 
work for every business or every marketplace. What 
works in Los Angeles might not work in Ann Arbor, 
for example, so track your results and do more of 
what is working. 

Step on
Today’s successful massage therapist needs to stay open 

to new ideas. Most people spend many hours a day on 
screens—whether computers, tablets or smartphones—so 
a lack of human connection is a real problem.

Massage therapy is a vital health care service. You 
help your clients stay grounded and less stressed, and you 
provide needed human touch and connection.

By creating and updating a one-year, five-year and 
10-year plan, you will be on your way, leaping from one 
stepping-stone to another, toward a long, lucrative and 
helpful massage career. 

Gael Wood has worked for more than 20 years in the 
massage and spa industry, and now concentrates her 
energy into educating and training massage-and-spa 
therapists in the areas of marketing, business start-up, 
customer service and spa services. Read more and enjoy 
free business-building resources at gaelwood.com. Look 
for her feature article, “Get Out of Your Comfort Zone,” in the 
August print issue of MASSAGE Magazine.  M
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Read “Conquer Your Fear of Creating a Website,” 
by Gael Wood, at massagemag.com/webfear.

http://www.massagemag.com/webfear
http://www.acols.com
http://www.massagemag.com
http://www.lmtsuccessgroup.com/educationvacation/westerncaribbean
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A s a marketing coach for massage therapists, 
I’ve privately coached more than 300 
therapists to stand out from the crowd of 
other massage therapists in their markets. In 

studying how massage therapists advertise, I’ve discovered 
five distinct forms.

They are: retail, benefits, comparative, image—and 
what I like to call waste-of-money advertising.

It’s sad to say that most massage therapists’ advertising 
falls into the last category. Let’s get that one out of the way 
first. 

Are you wasting money?
Usually, these ads are nothing short of a business card 

slapped down on a newspaper or magazine page. There’s 

contact information, and sometimes a website address—if 
the therapist has recognized the need for 21st-century 
marketing now that we’re more than 16 years into a new 
millennium.

Sometimes, the therapist’s modalities are listed. This 
is a waste of valuable space, because most clients and 
prospects couldn’t tell myofascial from facial tissue. I hate 
to say it, but the therapists who run these kinds of ads 
might just as well flush their money down the toilet for 
all the good this communication yields.

If you live in a city with a certain franchise, for example, 
you’ll see many such ads. You might see them on the 
therapists’ websites and social media pages. Each looks the 
same; the only difference is that the names are changed.

Now on to useful advertising.

M | Expert Advice

How can I use advertising to 
build my massage practice?
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Retail advertising
Retail advertising is mostly price-driven, 

communicating the money-saving value that products or 
services offer. You’ll see this type of advertising often from 
supermarkets, department stores, restaurants and so forth. 
Almost all sales feature ads that are in this grouping. 
Black Friday is the day on which you’ll see the most retail 
advertising.

An example of excellent retail massage 
advertising would be for a half-price offer, 
or a buy-one-get-one-free promotion for 
first-time clients. There’s no trumpeting 
of how massage makes you feel, or why 
getting massaged is a healthy thing to do, 
but, rather, how much of a discount you 
can enjoy.

Benefits-oriented 
advertising

Benefits-oriented advertising expresses 
products’ and services’ advantages that 
typically appeal to one’s sense of reason. 
For example, car advertisers might 
articulate smoother handling, safer 
braking systems or, more recently, cars 
that somehow park themselves.

In massage, this advertising cites the 
many benefits to health and well-being 
that this therapy offers. Scientific research 
can be used to support such claims. 
Potential customers learn why getting 
massaged makes sense.

Such communication appeals to the 
rational mind, listing, as it does, benefits 
that enrich one’s health.

Comparative advertising
Comparative advertising shows why a 

product or service is better than another; 
usually just one competitor is singled out. 
An automotive ad might highlight better 
fuel efficiency over a competitor’s model, 
or better evaluations by objective third 
parties who rate automotive performance.

Because massage therapists often 
don’t advertise, there’s very little of this 
kind of communication in the industry. 
There will be more of it, though, as franchises proliferate, 
because franchises behave more like businesses than the 
typical solo-practitioner massage therapist.

These messages typically appeal to the left brain, 
pointing out why one massage business is superior to 

another. While this appeal makes sense in a prospective 
client’s mind, it usually doesn’t reach his right brain, or 
his feelings, which play such a key role in deciding to 
purchase massage—which is an hour’s experience that is 
very right-brain oriented.

With the advent of massage franchises, solo 
practitioners with specialized training have an 

opportunity to do comparative advertising that positions 
the quality of their work as different from that of discount 
chains. Positive testimonials from clients could show 
their massages to be of a higher quality. This would be 
extremely effective advertising.

Coach Cary Bayer responds
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D o you imagine that radio and TV advertising is outside your budget? 
Although advertising on radio or TV can cost more than print ads, 

remember: Radio and TV ads can also be posted to your website; on social 
media like your Facebook business page; and to your YouTube channel.

RADIO SPOT
Client: “Ahhh, that’s so great. I can just feel the tension leaving my body 
after receiving a professional massage.”
MT: “I’m glad. Take your time leaving the table.” 
Sound effect: A door being opened and closed.
Client: “That was so great.”
MT: “How do you feel?
Client: “Like a million bucks.”
Voiceover: “Now you, too, can feel like a million bucks—for just 75 bucks.”

Voiceover: Call (business name) today at (phone number) or visit us online 
at (website address).

TV SPOT
Client on a table getting massaged, oohing and ahhing over relief she feels.
Client: “That’s so great. I can feel the tension just leaving my body.”
MT: “I’m glad.”
Cut to the end of the session.
MT: “Take your time leaving the table.” 
The door is opened, then closed, as the therapist leaves the room. 
Cut to client fully dressed, as she or he leaves the room. 
Client: “That was so great.”
MT: “How do you feel?”
Client: “Like a million bucks.”
Voiceover: “Now you, too, can feel like a million bucks—for just 75 bucks.”

Voiceover: Call (business name) today at (phone number) or visit us online 
at (website address).

—Coach Cary Bayer

Radio & TV Advertising

http://www.massagemag.com
http://www.massagemag.com
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Image advertising
Image advertising conveys a feeling that the marketer 

wants his product, service or company to be associated 
with in consumers’ minds. This is quite popular among 
luxury products that can’t be successfully marketed on 
price advantages. Instead, they promote the wonderful 
feelings one has using the product or service, or the joys 
of owning it as a status symbol. Corporations use image 
advertising to promote how the company’s products or 
services enrich the world.

Image advertising doesn’t mention price. Unlike benefits 
advertising and its comparative counterpart, it concerns 
itself with how a prospective client will feel on your table. In 
other words, its primary appeal is to the right brain.

Image massage advertising could depict an hour on your 
table as a mini-vacation from the stresses of the world for 
only $75. In this context, price can be mentioned, but only 
to suggest the unbelievable bargain that could be gained—a 
vacation for just $75. A massage therapist could buy a stock 
photo of a tropical beach and suggest that massage is like 
a respite from the tensions of our times. Such communica-
tions reach people in very deep ways—far more persuasively 
than a mere business card.

Return on investment
Whether you use retail, image, benefits or comparative 

advertising—or a mixture of all four—do advertise in 
some way. (Just don’t even consider waste-of-money 
advertising.)

By putting thought and attention on how you want 
to advertise, your ad budget will provide a return on 
investment—in the form of clients on your table.

Coach Cary Bayer is an American Massage Therapy 
Association keynote speaker and marketing coach 
(themassagemarketingcoach.com). He has worked with 
Quality Inns; Oscar-winning actors Alan Arkin and Pietro 
Scalia; Emmy-Award winners David Steinberg and Judy 
Henderson; and 300 massage therapists. He has created 
14 National Certification Board for Therapeutic Massage & 
Bodywork-accredited workshops. He authored the Grow a 
Rich Massage Business book trilogy, and wrote “Sublet Your 
Office Space for Passive Income” for massagemag.com 
(Dec. 1, 2015).  M

M | Expert Advice

Read “Build Your Business With Client 
Appreciation Days,” by Coach Cary Bayer, at 
massagemag.com/clientappreciation.

Comparative advertising shows why one 
product or service is better than another. 

This example of image-oriented 
advertising depicts massage as a 

necessity of life 
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Jennifer Cosman
Jennifer Cosman, 45, is a newcomer to the practitioner world, but a longtime enthusiast of  
massage and its benefits. She graduated from Bellus Academy on May 1, and is employed at 
Anderson Chiropractic & Wellness Center, where she practices Swedish and deep tissue massage. 
A native Californian and resident of San Diego, Jennifer and her husband are proud parents of an 
11-year-old son, Lucien.

M | Best Practices | therapists share their success

Helping 
someone 
in pain feel 
better is a 
terrific feeling 
for me.
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When and how did you decide massage 
was the right career for you?

A: After I was diagnosed with Stargardt 
disease, the most common form of 

juvenile macular degeneration, I found 
it increasingly difficult to perform my 
teaching duties. Another employee at 
the elementary school where I worked 
mentioned that she’d enrolled in massage 
therapy school and really enjoyed the 
experience. I’d always enjoyed helping 
people and wanted a job where I could make 
a difference in people’s lives. 

When I visited Bellus Academy to check 
out the program, instructor Brent Haney 
mentioned that ancient Eastern cultures 
actually required massage therapists to be 
blind—no one was permitted to see the 
Emperor’s unclothed body. Massage also tied 
in with my interest in holistic health and 
well-being.

What strategies did you use to 
overcome your visual impairments?

A: Brent would email me lecture notes 
and textbook content. I used special 

technology to enlarge copy so I could read 
from my peripheral vision. Brent would also 
read me the exams in class and provide extra 
time for me to complete exams. During 
muscle and anatomy classes, I sometimes 
served as a classroom model, which allowed 
me to learn through kinetics and audio 
senses.

How did you motivate yourself during 
tough times?

A: I did not want to disappoint my son. 
As a parent, I’ve worked to model a 

solid work ethic and communicate that you 
should never give up. I wanted to be a good 

example of persevering toward my education 
goal. My dad was a helicopter pilot in the 
Marines, and he always told my sister and me 
that failure was not an option. 

While providing massage, what issues 
do you have to address as a result of 
being visually impaired?

A: Reading the appointments in 
the receptionist’s book can be 

challenging, but I work with a great group 
of people who are always there to help. 
Reading client notes and charts can also 
be challenging, so I’ve learned to use 
technology to enlarge copy. I always make 
sure to verify verbally the information my 
clients write down.

What advice would you give others who 
might have second thoughts about a 
massage career due to a disability?

A: Expect to be challenged, but stay 
focused on the reward. There were 

many times I cried or thought about 
quitting—but I kept my eye on my goal. 
And be prepared for the journey to be 
challenging. People entering our profession 
often don’t understand the tremendous 
amount of anatomy content that must be 
mastered. 

What is the most rewarding aspect of 
being a massage therapist?

A: When a client says his or her shoul-
ders felt great after a massage or that 

walking no longer bothered them so much 
after a massage. Helping someone in pain 
feel better is a terrific feeling for me. I am a 
huge advocate for deep muscle massage and 
the role it can play in relieving spasms and 
tight muscles, as well as reducing pain.   M

http://www.massagemag.com
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BOOKSY BIZ
With this scheduling 
software, clients can 
view your real-time 
appointment availability 
and receive immediate 
confirmation and 
reminder emails; and you’ll receive notifications of booked 
appointments. In addition to mobile app access, Booksy 
Biz features scheduling widgets you can embed into your 
website and Facebook page.
Booksy • biz.booksy.net

CLICK4TIME
Designed for massage  therapists, Click4Time’s premium 
online practice management and appointment booking 

software automates 
client administration 
and communications. 
You can take 
appointments and 
payment for services 
online 24/7; manage 
client history with 

e-SOAP notes and e-charting; accept new clients with 
e-referrals; and send automated reminders by email, SMS or 
push notification.
Click4Time Software Inc. • click4time.com

ASPIRE
With a few simple taps, you can 
create comprehensive SOAP notes, 
send clients personalized 
email reminders and analyze 
treatment effectiveness in 
real time. Aspire, now in beta 
testing, is available for therapists to try out now. Engage 
with clients while creating a clinical experience they will 
appreciate, and see your practice thrive.
Aspire Inc. • myaspireapp.com

ARTICHOKE
This Web-based software, which also works  
well on mobile devices, features easy-to-use  
tools to power your massage business, in  
the office or on the go. It includes online 
scheduling, payment processing, client 
management, reports, balance tracking and 
        appointment reminders.
Artichoke • getartichoke.com

CLINICSENSE
This Web-based product was created to help 
reduce the stress of managing a massage 
therapy business. ClinicSense 
features easy-to-use SOAP notes, 
online appointment scheduling, 
online intake forms, email 
appointment reminders, and billing 
and payment tracking.
ClinicSense • clinicsense.com

JANE
This Web-based software can help you manage clients’ care 
through online booking, scheduling, charting and receipts. 
You can also keep client and staff profiles; create, sell and 
reload gift cards; print reports; and send appointment 
notifications. Pricing is based on features selected and the 
number of practitioners in your business.
Jane Software Inc. • janeapp.com

SOAP VAULT
Eliminate paper charts and filing cabinets—SOAP Vault 
is a Web-based charting program specifically designed 
for massage therapists to create and keep client SOAP 
notes. Secured with 256-bit SSL encryption, 
this program can be 
used anywhere you 
can connect to the 
internet; you can 
also save files to PDF 
to share with other 
providers. 
SOAP Vault • 
soapvault.com

MASSAGEBOOK
MassageBook offers therapists a free online profile with 
seamless online booking and scheduling; easy accounting 
and client management tools; a simple payment solution 
for clients booking online; interactive SOAP notes; easy 
integration into your business’ Facebook page; and tools to 
help your business get found in online searches.
MassageBook • massagebook.com
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Virtual 
Assistance

You got into this business to give 
massage—but how much of your 
workday do you spend doing other things, 
such as filing, billing, scheduling and 

answering the phone? Those tasks are critical to 
running a business, but they’re not necessarily what 
you want to be doing.

If you find you’re taking too much time handling 
the day-to-day details of your practice, software 
might be the solution.

This roundup of business software represents 
only a handful of the many efficient products out 
there that can take the place of an administrative 
staff member, which is especially helpful if you’re a 
solo practitioner without employees.

Use software to book and reschedule sessions, 
send appointment reminders, file SOAP notes, 
handle cancellations, follow up with clients you 
haven’t seen in a while, track retail sales, deploy 
your e-newsletter—and book a massage for yourself 
after a hard day’s work.

APPTOTO
This cloud-based, fully automated service for 
business appointment books provides automatic 
voice, text and email reminders. Using this 
service can significantly decrease your no-shows. 
It’s compatible with Google Calendar, Outlook 
Calendar, Office 365, Microsoft Exchange, iCalendar 
and many other existing calendar products.
Apptoto • apptoto.com

Software for 
Your Practice

http://www.massagemag.com
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MINDBODY
This software is designed to power your peace of mind. 
Organize your appointments, create client profiles and 
collect hassle-free payments automatically. Bring in 
more clients with marketing tools and the MINDBODY 
app, and keep your schedule full using appointment 
reminders and confirmations.
MINDBODY Inc. • mindbodyonline.com/massage

SOOTHE
Establish an extra massage 
income stream by applying 
to become a therapist 
with Soothe, a company 
that dispatches massage 
therapists to provide on-
demand massage in clients’ 
homes, offices or hotels. Or unwind 
on your day off—use the service online or via its mobile 
app to schedule a massage for self-care.
Soothe Inc. • soothe.com

TIMELY
Timely is appointment software for service-based 
businesses such as beauty and hair salons, massage 

therapists, health clinics and fitness trainers. With a color-
coded calendar, you can easily organize your business, 
staff and clients. Other features include appointment 
reminders, point-of-sale capability, financial reporting, and 
add-ons for accounting and other functions.
Timely • gettimely.com  M

For more software to help manage your practice, 
visit massagemag.com/practicesoftware.

Additional degree programs and online shifts are available.

Boca Raton | Orlando | Sarasota |  Tampa | Online
888.854.8308

Bachelor of Science 
in Alternative Medicine
Courses Include:
• Herbology and Botany
• Introduction to Chiropractic
• Ayurvedic Medicine

Master’s Degree in Public Health 
Administration with a Concentration 
in Complementary and Alternative 
Medicine is Available.

Rated 
#3 in Florida

2015-2016 Women’s 
Choice Award 

Scan Here

Learn More

http://www.metromassage.net
http://www.massagemag.com/practicesoftware
http://www.massagemag.com
http://www.massageheightscareet.com
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Don’t Go It Alone It’s important to have a 
sense of community when you’re in business, 
especially if you’re a solo practitioner. Page 
volunteers with her local American Massage 
Therapy Association chapter and also sits on 
the newly formed Massage Advisory Board for 
the state of Virginia. She has three employees, 
but finds volunteering a good way to connect 
with colleagues while maintaining a clear 
employer-employee relationship with  
her therapists.

IM
AG

ES
: T

H
IN

K
ST

O
C

K

Many massage therapists 
begin their education 

with the idea they’ll go into 
business for themselves 
after graduation—but there’s 
much more to launching a 
practice than giving a great 
massage. Almost everyone 
starts small and nothing can 
guarantee you’ll succeed 
over the long term, but 
doing the right things from 
the very beginning can 
give you the best chance of 
success.

Here, two therapists who 
have been in practice for 
many years share their tips 
for launching a massage 
business.

 5  6Prepare for the Physical 
Challenge “This is the most 
physical line of work you will ever 
be in,” said Towers, who has days 
in which she sees 12 clients in 
a row. “You will never be able to 
work eight-hour days like people 
who are working at a desk.

“You’re constantly moving—
and you don’t realize that until 
you do it.”

Taking care of your body—
especially your hands, legs and 
back—is critical, as is tending to 
your body with proper nutrition; 
adequate sleep; recharging 
your mental batteries through 
practices such as yoga and 
meditation; receiving massage; 
and regular physical exercise 
apart from giving massage. 

Understand Your Financial Picture Some 
practitioners take out business loans or use lines 
of credit to launch a practice; some borrow money 
from family or friends; others, such as Kristina Page, 
C.M.T., B.C.T.M.B., owner of Nimbus Massage 
(nimbusmassage.com) in Richmond, Virginia, recommend 
a more long-term approach to funding.

After massage school, “I spent a year saving up with my day 
job,” said Page, who worked in the sales department of a health 
club. “Then I worked part-time for the first year after I opened the 
business, and went fully into massage the next year.”  

2

Read tips for launching an on-site and corporate massage practice, from Tracy Silber, owner of Hands of Heart Massage,  
at massagemag.com/onsitebizlaunch.

Cover Your Assets By legally making your business a 
corporation or limited liability company (LLC), you shield your 
personal assets from being depleted in the event your business 
fails. Separating personal and business finances also “makes 
everything a lot easier to track, budget-wise,” said Page. “It’s 
not mixed together.”

Start with Low, Low Overhead Laurie Towers, a personal 
trainer and massage therapist whose New York, New York, 
practice, Physical Advantage (physical-knead.com), is 
celebrating 20 years in business, started small: In her first two 
years she had no office. 

“I would make house calls—I was schlepping that table up 
and down subway steps,” Towers said. “That’s all you can do 
until you have enough money to rent a space.” 

Before renting, she added, analyze whether you’ll comfortably 
be able to make lease payments during slow months as well as 
times when business is good.

Put Together a Plan If you want to borrow money from a bank or 
investors, a business plan is a must—but even if you don’t seek 
outside financing, it is still a valuable tool. Page, who funded her 
launch with savings, put together a business plan and felt it played an 
important role in keeping her on track. To learn the basics, she took a 
course through her local Chamber of Commerce.

 3

 1

 4

Specialize to Establish Your Brand Towers, who obtained an exercise science 
degree before training in massage therapy, knew very early that she wanted to 
specialize in massaging professional athletes, dancers and other performers. 
Since starting her business in 1996, she has kept her brand vision clear, 
sometimes having to turn away clients in search of a more spa-like experience, 
rather than the injury-rehabilitation massage she provides. “You have to be 
comfortable with your brand; you can’t waver,” she said. “The minute I start 
adding hot stone massages, there you go—I’m a spa.” 

 7

Market Yourself—Even if 
Your Budget is Limited Towers 
recommends grassroots marketing, 
and specifically targeting your ideal 
clients whenever possible. For 
example, when she began her practice 
in 1996, she targeted New York 
Marathon athletes, who would line up 
to receive their numbers nearby. “My 
office then was by Lincoln Center, so 
I would pay a kid, every time the New 
York Marathon was in town, [to] go 
around and give out my business card 
to everybody on line,” she said.

Towers also recommends holding 
open houses and seminars in 
which you give potential clients free, 
10-minute massages. “They love it!” 
she said. “And they’ll come back.”

Know Why You Want 
a Business What is the 
number-one wrong reason for 
wanting to start a business? 
“Wanting to work less!”  
said Page. 

Many massage therapists unhappy with 
their workplace take the leap into business 
ownership, only to end up working longer, 
harder and ultimately for less money than 
they did as employees.

“It takes a lot of hard work … a lot of 
commitment and a lot of passion—not 
just for the massage part but also for the 
business part,” Page said. “You have to 
treat it like a business for it 
to blossom.”

 8 9
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prone on the table when the therapist put her thumb under 
the scapula, and she said she felt her clavicle snap and was 
in immediate pain from the move.

She stated that in all the time she had been seeing her 
regular therapist, she had never experienced a thumb under 
the scapula—and the first thing that popped into my head 
was that I had never given a massage where I didn’t put my 
thumb under the scapula. 

The attorney sent me about 600 pages of medical 
reports from various doctors. I scrutinized every page, 
including researching the medications the woman had 
taken—and that was the saving grace for the massage 
therapist who had been accused. The woman was taking 
a drug that had listed as the first side effect “may cause 
brittleness of the bones, including spontaneous breakage.” 
That meant her clavicle may have broken when she was 
doing nothing at all.

When I informed the attorney of my discovery, he 
persuaded the woman to accept the settlement the insurance 
company had already offered her. (She was holding out for 
more.) As you can imagine, being accused was devastating for 
the massage therapist just starting her new career. 

Who is an expert?
In order to be considered an expert witness, there has to 

be some indication that you’re 
actually an expert. That may 
include how many hours of 
education you have and what 
the focus of that has been, 
such as amassing continuing 
education hours in medically 
oriented massage; how many years of experience you have 
under your belt; any publications you have authored or 
contributed to; how many years of teaching experience you 
may have—and even how many positive reviews you may 
have on the Internet.

An attorney who is not personally acquainted with any 
massage therapists, or with one whom he or she would 
consider an expert, may do an online search hoping to 
find someone to fit the bill. Depending on the nature of 
the case, the attorney may be seeking someone who’s an 
expert in anatomy—and while a doctor would fit that bill, 
she may be seeking someone who’s an expert in anatomy 
and who knows about massage. She may seek someone 
who specializes in a certain area, such as prenatal massage, 
oncology massage or working with athletes.

A diligent attorney, the client making the accusation of 
harm, or even the massage therapist who is hoping to find 
someone to help defend him- or herself against legal action, 
will seek someone with the specific knowledge and skills 
she’s in need of and that she feels would be beneficial in 

proving or disproving that the therapist actually caused the 
harm he or she is accused of causing.

Your responsibilities, once you’ve agreed to act as an ex-
pert witness, may include hours of research on the particular 
type of injury and whether or not it could be attributed to the 
massage; being able to communicate your opinion clearly; 
taking time off from work for meetings with the accuser or 
the accused; giving depositions; and appearing in court. 

Career cachet
Being considered an expert in any field is flattering, 

and could enhance your credibility and your career to 
a certain degree if the proceedings are public, as most 
court proceedings are. If a case is settled out of court, as 
often happens, there may be no public recognition of your 
contribution, but you could still list it on your résumé—
being mindful not to violate the client’s confidentiality.

Even if the case was detailed in the newspaper or on 
the Internet, you don’t need to add any fuel to the fire by 
publicly naming the people involved yourself. You may state 
that you have experience as an expert witness and give the 
attorney’s name and number as a reference, for example. 

An expert witness is supposed to be impartial—someone 
who will examine the facts of the case and will base an 
opinion on those facts, and not on personal or emotional 

attachment. It would be unethical to act as an expert 
witness if the party involved is a relative, friend or business 
partner, for example.

Consulting firms are often utilized by attorneys who 
are searching for an expert witness in a particular field; if 
you’re interested in pursuing work in this area, you may 
send in a résumé with your qualifications to act as an 
expert. And yes, it is work.

One attorney who consulted me informed me of the 
high cost of expert testimony, stating that when a doctor 
is hired as an expert witness, the cost may run as high as 
$30,000-$40,000. No one is going to pay a massage therapist 
$40,000 to act as an expert witness; you can’t feasibly charge 
more than your customary hourly rate of pay, but it should 
include the hours spent on research and time missed from 
work as a result of your participation.

 
Be prepared

Being an expert witness can be challenging, rewarding, 
and in some instances, downright distressing.
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by Laura Allen

I’ve been licensed as a massage therapist since 
2000, a career path I chose after being a restaurant 
owner and cooking for the public for more than 
20 years. It’s been a rewarding change that has 

included being the administrator of the massage 
school I attended; teaching entry-level and continuing 
education classes; authoring textbooks, articles and 
blogs; owning a clinic and being an employer for 
13 years, serving on my state board and in massage 
organizations; and acting as the massage division 
director of Soothing Touch.

All that said, one of the more interesting sidebars to 
my work has been being occasionally called on to serve 
as an expert witness in the trials of massage therapists 
who have been accused of causing harm to a client. 

Why would a massage therapist be regarded as an 
expert witness? The answer is that no one knows as 
much about our work as we do. Consumers of massage, 
and even other health care providers who may refer 
to us, may not realize that our education includes the 

study of anatomy, physiology, pathology, kinesiology, 
cautions and contraindications, professional ethics and 
communication, in addition to learning how to give a 
safe and effective massage. 

Here, I’ll explain the benefits and challenges of 
serving as an expert witness, and why you might want 
to pursue this as a sidebar to your work, too. 

Types of testimony
The type of testimony a massage therapist may be 

asked to give in a civil or criminal proceeding may 
vary. The first time I was approached to be an expert 
witness, the case involved a client who had accused a 
massage therapist of breaking her clavicle.

The attorney who contacted me was representing 
the client, who claimed to have been receiving deep 
tissue massage from the same therapist for over a 
decade. When her regular therapist took an extended 
trip, she saw another massage therapist who had been 
licensed for just six months. The client stated she was 

An expert witness is supposed to examine the facts 
of the case and base an opinion on those facts, 
and not on personal or emotional attachment.

http://www.massagemag.com
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I was once asked to offer expert testimony about 
anatomy in the trial of a male therapist who had been 
arrested after a female client accused him of sexual 
molestation. After the trial began, the prosecuting 
attorney announced that other women had come forward 
and filed complaints since the arrest had been made 
public. A plea bargain and out-of-court civil settlement 
ensued, along with loss of license for the therapist.

Although it’s gratifying to think you may help get a 
predator out of the profession, or that you may be helping 
a fellow therapist you feel was wrongly accused, it’s also 
saddening and emotional to be involved when someone 
is accused of causing harm, whether it’s physical or 
emotional harm, or both.

Massage therapists usually consider themselves  
part of the family of hands, as I term it, and it’s 
distressing to see someone in our profession accused of 
any type of harm to a client. 

It may also be difficult to be impartial and remain 
professional when the accuser’s attorney is making 
your credibility or credentials feel attacked or trying to 
discredit your testimony on the witness stand. 

Remember, it is the job of the opposing side to discredit 
not only the accused person’s testimony, but also that of 
any witnesses testifying for them. If, for example, you’re 
called as an expert in anatomy, the opposing attorney may 

ask you a few obscure anatomy questions to try to show 
that you’re no expert at all. He might even pull up a few 
bad reviews on Yelp to attack your credibility as a massage 
therapist. You truly can’t know what to expect; all you can 
do is be prepared to the best of your ability. 

Self-check
A massage therapist is not apt to make a living 

being an expert witness, but it can be a valuable way to 
contribute to the profession. Before agreeing to act as 
an expert witness, examine your motivation, and ask 
yourself this question: If you were accused of causing 
harm, would you feel comfortable if someone with your 
level of knowledge and qualifications was called as an 
expert witness in your trial?

If the answer is yes, then accept; if the answer is no, 
then all parties involved are better off with someone who 
has more expertise than you may possess. 
 
Laura Allen (lauraallenmt.com) is a massage therapist, 
educator, author, and the massage division director of 
Soothing Touch. She resides in the mountains of western 
North Carolina with her husband Champ, also a massage 
therapist, and their two rescue dogs. She wrote “4 Keys 
to Successful Communication in Medical Massage” for 
massagemag.com (Dec. 10, 2015).  M
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We are waking up from a spell, or what I 
would call a central myth, in massage 
and bodywork: the belief that massage 
therapists relax and release clients’ 

muscles through soft tissue manipulation. 
In spite of how common-sense this appears on 

the surface, the fact is that muscles don’t originate 
relaxation. They don’t relax themselves any more than 
lights turn on without electricity.

It is the nervous system that tells the muscles to 
relax. So, saying, as do most states’ laws, that we do soft 

tissue manipulation has some truth to it. But, even more 
therapeutically truthful is this: We engage in nervous 
system communication. We communicate with the nervous 
system via the skin, muscles and fascia. These are our 
communication media.

Foundational touch
We are seeing that fascia doesn’t change as much as 

many people thought, in spite of the speculations and 
practices that have grown up around its release. The 
thixotrophic properties of fascia, whereby it becomes 
more fluid when you add activity to it, is mostly a 
temporary change; when you press in and melt fascia, it 
relatively quickly reverts to its original shape soon after 
you take the pressure away.

The nervous system, on the other hand, considers 
what is triggered by our quality of touch: pain; pleasure; 
rhythm; depth; and past associations related to kindness, 

Bring Awareness 
to Your Touch

harsh touch or clarity of touch, 
as examples. As a result of our 
touch qualities, sensations and 
emotions arise, and the brain then 
either initiates the relaxation 
response, may make no change 
in our tension levels, or increases 
tension.

Colloquially, we may say 
we introduce the possibility of 
change through manipulating 
structure, which manipulation is 
then interpreted by the brain—
and then the nervous system may 
respond by modifying tensions in 
the structure.

Therefore, in terms of 
therapeutic effect, we are 
more communicators than 
manipulators. Many Rolfing® 
bodywork practitioners use the 
term somatic educators, which 
also makes sense. The most 
important skill we can have, then, 
is our ability to communicate 
with the nervous system of the 
client. Some of the sage educators 
who have supported this theory 
with their teachings and work include Moshé Feldenkrais, 
Deane Juhan and Fritz Smith.

Touch is the first sense to develop in the embryo. It is 
therefore the foundation for our entire sensory world.

Mindwork
Just as a signal must be clear 

to be understood, touch must 
be exquisitely clear in order to 
communicate successfully with 
the nervous system.

Equally important as 
contacting the client’s nervous 
system is the message conveyed 
by the therapist’s nervous system 
through touch. In other words, we 
are perhaps doing mindwork more 
than bodywork, and therefore 
of critical importance is the 
awareness and responsiveness of 
both client and therapist.

What I mean is, what we 
are doing with our minds is as 
important as what we are doing 
with our bodies.

The legacy of mindfulness has 
given us a tremendous advance 
in approaching what we can do 
with our awareness to optimize 
our touch communications. In 
meditation, we will focus on an 
area or sensation, such as the heart 

area or the breath. This then becomes the home base for 
our awareness. The point of home is not that we never leave 
it; the point is we have someplace safe and comfortable to 
which we can return.
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Mindful  
Bodywork 

Glossary of Terms
Body Mechanics: Being aware of one’s 
own body movement and posture.

Bodymind: A human as a whole person, 
with the mind and body not seen as 
separate parts. 

Home Base: A safe and comfortable 
place to which one’s attention may return.

Interface: The center of the massage 
therapist’s awareness being where the 
therapist is touching the client—or, in 
some cases, where the therapist’s force 
goes, as in the case of stretch.

Mindwork: The message conveyed by the 
therapist’s nervous system through touch. 

Psychomechanics: Attending as much 
to the movement of awareness as to the 
movement of the body.

Somatic: Relating to the body.

—David Lauterstein

by David Lauterstein

http://www.massagemag.com
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I-Thou relationship, where another person is seen as an 
authentic, un-judged being.

When one aspect of a person becomes too much my 
focus, I lose the quality of my relationship, my interface 
with the whole person. So I conceptually step back into a 
position of holding this client in highest personal regard 
and re-establish an I-Thou rather than an I-It relation 
with some aspect of him.

The goal, as in all meditation, is to notice distraction, 
learn what we can from it, and return with compassion 
again and again, to interface, to that home base of our 
work.

Ida Rolf, Ph.D., was famous for claiming that bodies 
were often randomly organized, and of course Rolfing 
is a brilliant way to introduce a heightened level of 
organization and integration.

In psychomechanics, awareness is often randomly 
organized. Many people never learn to put their thinking 
on manual; they just randomly scoot around from one 
thought and emotion to another. How vastly we all benefit 
from developing a more balanced, usefully focused way of 
living with our minds, emotions, bodies and spirit.

By embodying balance and working at interface, we 
help the client by contacting her in a way that invites 

her awareness with clarity, and so helps her have the 
experience of a calm center around which she can re-
organize her own bodymind.

The beautiful secret is that, the more we do this, 
the more balanced our own being becomes, not only as 
therapists but also an individuals. Working at interface 
is a fundamentally healthy and sane practice that, just 
like meditation practice, builds a healthier body and 
mind for practitioners as well as clients.

David Lauterstein is the author of The Deep Massage Book: 
How to Combine Structure and Energy in Bodywork and 
Putting the Soul Back in the Body (self-published, 1985). 
He is the co-founder of Lauterstein-Conway Massage 
School in Austin, Texas (TLCschool.com), and received the 
American Massage Therapy Association’s 2012 Jerome 
Perlinski Teacher of the Year Award. He wrote “The Problem 
With Deep Tissue Massage: More Isn’t Always Better” for 
MASSAGE Magazine’s June issue.  M

In meditation, sometimes it’s only microseconds that 
one is at the home base. While massaging, the knowledge 
that awareness is organized around a center point rather 
than randomly moving about creates a safer, clearer 
experience both for the receiver and the giver.

In bodymind work, as distinct from meditation, the 
point of focus is not oneself; instead, it is centered on the 
interaction of the therapist and client. The structural 
and energetic center of that interaction is at the meeting 
place of the therapist’s touch with the client’s bodymind. 
Generally this means the home base for our awareness 
while we work needs to be the place we are touching. This 
necessitates not only good body mechanics, but equally 
what I call psychomechanics.

While body mechanics is emphasized in most 
massage education, the topic of psychomechanics is 
usually not addressed, nor the skills relating to it taught. 
Psychomechanics as I teach it means attending as much 
to the movement of awareness as to the movement of the 
body.

Working at interface
During a massage session, the center of our 

awareness is where the massage therapist is touching 
the client—or, in some cases, where our force goes, 
as in the case of stretch; therefore, our work depends 
tremendously on good psychomechanics as well as good 
body mechanics.

In Zero Balancing and Deep Tissue: The Lauterstein 
Method, both of which are offered at the massage school 
I co-founded, we use the term interface to describe that 
center. Regardless of the modality or technique employed, 
working at interface will create a clearer, stronger, more 
positive effect. 

How do we do it? Well, just as in meditation when 
we bring awareness to a certain place within ourselves, 
here we bring our awareness to where our touch is 
contacting our client. Then, just as in meditation or as in 
a balancing yoga pose, we notice when we get distracted 
and less balanced—in body, emotion, thought or spirit—
and gently, over and over, bring ourselves back to the 
awareness of working at interface.

When doing therapy, we may temporarily lose focus 
when our body complains or is in a position that, if 
maintained, would be compromising. To help with that, 
when we find ourselves working with excess tension, 
we need to bring awareness temporarily to unneeded 

tensions within our own body, let them go, then return to 
interface with a heightened gracefulness.

This results in a deeper level of physical presence, 
since we’re not just obeying what we learned as being 
good body mechanics, but responding intimately to our 
own body’s tension and freedom to refine how we feel 
when we touch.

We may get distracted emotionally as we work, and 
then we need a moment to sort out our feelings. Maybe 
this client reminds you of a difficult person from the 
past, and that is distracting. Or maybe this client seems 
to be feeling a lot of anger, which could trigger your anger 
or throw you off in some way.

When we are clear about what we are feeling and 
decide what to do with that, then our touch will be 
more reassured and relaxed, whatever emotion might be 
circulating. A common emotion as one works, especially 
with a challenging client, is anger at oneself. This is 
also often linked with thoughts about not being a good 
enough therapist. That feeling and thought can cloud 
many a session.

At the very least, one can notice the emotion with 
respect, leave it there, and return to interface knowing it 
is more important to be truly present with the client than 
to be inwardly attacking or defending oneself.

We may usefully, or irrelevantly, access thinking 
while we work; therefore, sometimes we need to leave 
interface to access our anatomical databanks. What I’m 
feeling here seems to be more pectoralis minor than major, 
and what’s the origin and insertion of pec minor? When you 
get the answer, then you will return to interface with a 
heightened anatomical clarity palpable by the client.

On the other hand, sometimes you may be 
thinking, “Boy, I would really love some French fries 
for lunch!” This will convey no palpable benefit to the 
client. Centering awareness on interface is in fact the 
appropriate response to irrelevantly wandering thoughts. 

Embody balance
We need to choreograph our awareness as much as our 

body when we work.
Sometimes, a recalcitrant muscle will cause me to 

overly narrow my focus. Someone’s hamstring is so tight, 
there is momentarily nothing but me vs. the hamstring. 
In these moments, the body becomes an object to me, 
what the philosopher Martin Buber (1878–1965) called 
an I-It relationship, as opposed to what Buber called the 

A common emotion as one works, especially with a 
challenging client, is anger at oneself.

http://www.TLCschool.com
http://www.massagemag.com
http://www.cuppingtherapy.org
http://www.massagemag.com
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Anew way of pricing has slowly, quietly, 
been growing among massage therapists 
nationwide.

Gone are the discounts, daily deals and 
low-balling clients.

Gone are the days of your body aching from 
giving so many massages, the one-off clients and the 
unpredictable and lower-income months.

Massage therapists, for a very long time, have been 
helping their clients achieve incredible results, but 
the focus has always been built around hourly pay. 
These questions have arisen lately: What if massage 
therapists charged per result, instead of per hour?; and, 
What is the monetary value of the outcome that a 
great massage therapist can provide?

You are worth much more than your hourly rate. 
The results you provide your clients are worth much 
more than what they’re likely paying you.

Lower pain levels
If a client comes to you at a pain level of 9, and with 

your help, she’s able to bring it down to a 2, what’s that 
worth to her? What if she’s a mom, and hasn’t been 
able to pick up her kids or play with them because the 
pain is just so bad? What if she’s been suffering like 
this for years? Then, going from a pain level of a 9 to a 
2 becomes incredibly valuable, doesn’t it?

The value of the result tends to have the most value; 
meaning, the result is that she’s no longer suffering 
from pain anymore. That’s huge. And, the result of the 

result is that this mom can now pick up her kids and play 
with them again. That’s priceless. That’s valuable. And 
you should be charging for both results.

I teach massage therapists around the world how to 
do this, and my students are charging their clients in the 
range of $1,500 to $5,500 for such results. This is powerful, 
because when you sell the result—when you stop selling 
your hours—you find that the natural direction is to 
create a package. 

That package, along with a four-figure price point, sets 
expectations. There is the seriousness of the endeavor, 
because of the price point. But also, because predefining 
the frequency and duration that clients will be expected 
to be on the table, defines upfront what they must do to 
have the best chance of getting the best result. Both you 
and your clients agree to this upfront. If they want the 
best chance of results, they have to come in when you ask 
them to come in. And if they’ve committed such a sum, 
they will come in. They will be committed. And they will 
take care of their bodies when they’re off the table.

The level of commitment your client will bring to each 
session will be such a breath of fresh air. Almost every 
client will turn into a star client, not 
looking to blame you, but taking 
responsibility for themselves, as we 
all must do for our own health.

Any therapist, of any kind, 
is merely a guide and a servant 
to help the bodies of others. For 
every normal adult alive, we are 
all ultimately responsible for our 
own health. It is we ourselves who must take action for 
improvement. Nobody else.

Fair exchange
You see, when you charge four figures, the quality 

of clients you get goes through the roof. People who are 
willing to pay four figures are not those who have a 
small cramp, but those who have a serious issue that is 
actively interfering with their life. They want a solution 
as soon as possible, and they’re willing to do what it takes, 
financially, physically, emotionally and mentally to 
achieve results. 

When you charge clients what your work is worth, it’s 
a fair exchange for solid results. You’re giving them the 
gift of a serious undertaking, not a casual massage. You’re 
helping their bodies do something they maybe thought 
was undoable.

And, when you charge them four figures, you take 
a lot fewer clients per month and earn a lot more per 
client. You create a newfound freedom for yourself. Gone 

are the days where your goal is to get as many hours in 
per week as you can. Gone are the days of living month 
to month.

Working life is about a different set of questions; such 
as, “How can I most greatly serve my clients?”; and “How 
does more leisure time alter my life?”

And, dear reader, if you can get your clients consistent 
and profound results, you can make this change fast. 
You can change your work life, your free time and your 
income. You can get bigger results for your clients than 
you’ve ever gotten. And you can create a lifestyle better 
befitting the great work that you do for others.

The result’s result
There is a love, gratitude and abundance in this world 

for those who give. You simply need to find the way to 
prepare yourself to openly accept it.

This openness starts by changing how you present 
yourself to prospective clients, and changing the 
conversion. Helping your prospective clients see, through 
conversation and smart marketing, the true value that’s 
being conveyed. And, in your own mind, realizing your 

own true worth and value to others. Relaxation massage 
offers profound benefits to many clients who do not 
need more than stress relief. But massage can offer more 
than relaxation. Just imagine how many lives could be 
changed, if only more people knew this truth.

If you are reading this right now and you feel like 
this is speaking to you, or that you are one of those great 
massage therapists who gets great results, know this: You 
can do this. 

Build a package around a result, and price it for what 
it’s worth. If you’re not sure what kind of package you 
should build, or where you help people the most, survey 
your past clients. Ask them where they saw the biggest 
result. They’ll know, and their words will be invaluable 
to you. 

Once you have determined the package, it’s time 
to choose a price. Now of course the time you spend is 
relevant, but remember to not charge for that per se; 
instead, charge for the value of the result and the value of 
the result’s result. People want both.

Real Results
by Tim Stremos

If you’re not sure what kind of package you 
should build, or where you help people the 
most, survey your past clients. 
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How to Make
Four Figures Per Client, 

Per Month
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For example, our mom in the earlier example wants 
the pain to go away, and she wants to be able to pick up 
her kids and play with them. Both are incredibly valuable. 
She’ll invest financially for both.

From my experience, four-figure prices are always the 
way to go—and once you’ve got one, two or three clients 
coming in per month paying $1,500 to $5,500 each, your 
business will be changed forevermore. If you have each 
client in an eight-week program for $3,500, focused on a 
result, for example, you will earn $1,750 per client, per 
month.

And that’s just one client. Two clients are $3,500 per 
month. Four clients are $7,000 per month. It grows very 
quickly.

Advanced training
Now is the time I’ve got to put up the huge disclaimer. 

To be able to do this, you’ve got to be able to get reliable 
and significant results for your clients. If most of your 
clients leave unsatisfied with your work, this isn’t for 
you. If you only want to do a one-hour Swedish massage 
to provide gentle relaxation, this package format also is 
not for you.

A massage therapist with advanced training in a spe-
cialty such as kinesiology; myofascial release; neuromuscu-

lar therapy; or orthopedic, sports or postsurgical massage 
will have the experience and education to offer clients real 
results that are worth more money. 

If you’re still on your way to building your skill set 
to improve your successes with clients, keep going! You 
can do it. Everyone starts from the beginning. Now isn’t 
the time for you to try to charge four figures for session 
packages, but it might be sometime in the future.

Pricing high isn’t just about earning more and creating 
a freer life, but about a fair exchange. It’s about seriousness 
and commitment from both parties.

Tim Stremos is the president of Holistic Marketer 
(holisticmarketer.co), where he teaches massage therapists 
and complementary therapists to position themselves  
at the top of their market, charge premium prices 
and automate client flow. He has been marketing for 
complementary health companies for nearly a decade. 
MASSAGE Magazine readers can use this link to book a free 
strategy-setting call with Stremos or one of his coaches: 
holisticmarketer.co/apply-mmp.  M

Read “How Do You Price Massage Packages?” by
Tim Stremos at massagemag.com/packagepricing.

http://www.massagemag.com/packagepricing
http://www.earthlite.com
http://www.massagemag.com
http://www.barralinstitute.com
http://www.dambrogoioinstitute.com
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W hen it comes to building a clientele, 
social media is one of the most 
effective ways to acquire and retain 
customers; yet, as a social media 

professional serving the massage therapy field, I’ve 
come to the realization that most massage therapists are 
failing with their social media strategy.

There is an infinite amount of resources on the 
internet on social media marketing tips and tactics to 
better reach potential business. The fact of the matter is, 
many of those articles, while resourceful, do not work 
in all industries. 

Social media should not be overlooked as a 
marketing strategy; however, randomly implementing 
strategies and tactics without an actual plan will 
provide few to no results.

Here are five mistakes massage therapists 
consistently make with their social media strategy—
and how to fix them.

Mistake #1: You have a presence on every 
social platform. It’s tempting, isn’t it? There are 

at least five major social media platforms, all boasting 
massive amounts of daily users and engagement. It 
would make sense to be on all of these platforms in 
order to gain maximum exposure, right?

Not exactly. Social media can be exhausting. Having 
a daily strategy for one platform takes a significant 
amount of work, so attempting to spread your energy 
across every platform will set you up for failure.

The solution: You need to first identify 
which social media platform(s) your ideal 

customer spends the most time on. This should be your 
biggest priority for your social media marketing 
strategy. Only once you’ve mastered this platform and 
have an automated, successful strategy is it appropriate 
to start marketing on a new platform.

Here are some helpful demographics pertaining to 
platforms, according to sproutsocial.com:

• Facebook: By far the largest user-based platform and 
most sophisticated ad platform. If you’re beginning to 
dabble in social media marketing, Facebook is a no-
brainer.

• If your main demographic is female, Pinterest is 
absolutely crucial to your marketing success, as 42 percent 
of women who are online use Pinterest, while 34 percent 
of total Pinterest users earn more than $75,000 annually.

• If you’re interested in marketing to a younger 
professional demographic, Instagram boasts a user base of 
53 percent 18- to 29-year-olds.

• Snapchat is one of the newest social networks, but its 
popularity has already surpassed Twitter’s active daily 
users. There’s isn’t much on demographics yet, but it seems 
the platform is dominated by females, at 70 percent, and 75 
percent of total users are younger than 25 years old.

Mistake #2: You’re selling rather than 
providing value. “Book Your Appointment Now!” 

“25% Off Your Next Service!” “Gift Certificates for the 
Holidays Now Available!” Most massage therapists’ social 
media posts are riddled with sales and 
specials such as these. They don’t 
work—at least, not at first. More than 
likely, these types of posts are 
immediately skipped over by your 
social media fan base. 

Are you familiar with the term jab, 
jab, jab, right hook? This phrase was 
coined by entrepreneur Gary Vaynerchuk, who applied 
boxing terminology to social media strategy. 

The theory behind jab, jab, jab, right hook for social 
media marketing is: Before you can ask your fan base for 
the right hook, or purchase your product or service, you 
need to repeatedly jab fans with either educational or 
authoritative content that delivers pure value for them. 
Only once you’ve thrown enough jabs can you ask for the 
right hook.

The solution: You need to post 10 valuable 
or entertaining social media posts before you post 

one sales-or-business related post. This ensures that you’re 
actually engaging with your fan base before asking for a 
sale. 

You wouldn’t join into a conversation at a party 
and immediately ask the other individuals to buy your 
product, would you? So, how is social media any different?

Mistake #3: Not utilizing social media ads. 
1 to 2 percent: That is the average percentage of a 

Facebook page’s fan base that views an organic post. If 
your Facebook fan page has 1,000 likes, on average, only 10 
people will see your post. Pretty discouraging, right?

Most social media platforms now host complex 
algorithms that limit the number of posts a user will 
see within his or her newsfeed. This algorithm is more 
focused on user-to-user engagement vs. user-to-business 
relationship. Whether it’s Facebook, Twitter or Instagram, 
the algorithm is more than likely going to show family 
and friends’ posts, tweets and images as a priority over a 
business post.

The solution: Facebook and its Instagram 
app have one of the most sophisticated ad-target-

ing platforms ever created. The detail and demographic 
targeting that allows you to advertise your most recent 
article on your website, e-book you’ve created, or sale 
you’re running is right at your fingertips.

Worried about the cost? You shouldn’t be. Social media 
advertising is one of the cheapest ad buys in the market 
that allows you to deliver your brand message. 

Here are some examples of effective social media 
advertising:

• Utilize Facebook Advertising and target individuals who 
like other massage-and-spa businesses in your location with 
a one-to-two-minute video introducing your business.

• Enable Facebook Live stream for a tour of your 
business or an on-site massage session. Then promote this 
post with a Facebook Ad targeting individuals who like 
massage-and-spa businesses in your area.

• If your demographic is pregnancy massage, create 
an article that talks about the benefits of massage 
for moms-to-be, and then create a promoted pin on 
Pinterest. (The demographic on Pinterest is a highly 
concentrated user base of women with children and 
expecting mothers.)

• Create an article on “What you should expect to pay 
for a massage” and then launch a paid Twitter ad that 
targets all of the individuals who follow surrounding 
massage-or-spa businesses in your area.

• Utilize a Facebook, Twitter, Pinterest or Instagram 
advertising platform to promote your Snapchat account, 
where you post a question-and-answer session about your 
business services.
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Social Media 
Marketing

If You Are Failing…

Here Are 5 Steps 
to Turn It Around!

Enable Facebook Live stream for a tour 
of your business—and then promote this 
post with a Facebook Ad. 

http://www.massagemag.com
http://www.massagemag.com
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• Educate your fans on some of the recent research on 
benefits of massage for specific health conditions.

• Explain at-home techniques, such as foam rolling, that 
clients can perform between massage sessions.

Mistake #5: Expecting quick results or sales. 
Like any marketing strategy, there is no silver 

bullet. Social media is meant to be a way to connect and 
engage with others, so expecting to dive into a new platform 
and immediately generate a huge amount of sales is 
unrealistic.

Social media marketing takes time, effort, measurement 
and realistic goals.

The solution: The most effective way to gain 
awareness on social media is to have a posting 

schedule. This not only defines the specific time of day you 
will post, but also what types of posts you put up at each 
time.

Start small with your posting schedule, and gradually 
increase it when you have the time, experience and energy 
to do so.

The best way to approach scheduling social media across 
your platforms is with a free online tool. Buffer is one of the 
top social scheduling platforms that not only allows you to 
schedule posts for free, but also has detailed analytics for a 
reasonable subscription price, which will tell you what posts 
are most popular. 

Seize the opportunity
Social media presents itself as a massive marketing 

opportunity for massage therapists to book appointments, 
acquire new clients and potentially turn themselves into 
a brand. While there are many successful stories of this 
happening, there are far more stories of failure.

Similar to starting your own massage practice or mobile 
massage business, when you launch social media marketing, 
you need to plan your strategy, have measureable and 
realistic goals—and reconfigure if your original plan does 
not provide immediate results.

Chad Lio is the director of content marketing for MASSAGE 
Magazine, Chiropractic Economics and beYogi.com. He has 
created social media strategies for startups, small businesses 
and Fortune 500 companies. His favorite social media platform 
at the moment is Snapchat, although you can always find him 
engaging on Twitter.  M

The best way to approach scheduling social media 
across your platforms is with a free online tool.

Mistake #4: Not utilizing video. The 
amount of video being consumed on a daily 

basis is staggering. Snapchat has over 8 billion views 
every day. 

While your social media strategy should be a 
healthy mix of images and text, video should not be 
ignored. From Facebook Live to Snapchat, Periscope and 
Instagram 60-second videos—social media platforms 
are not only placing more of an emphasis on video, video 
is receiving much more engagement as well.

The solution: A social media video 
strategy does not have to be complicated. More 

than likely, you can utilize the camera on your 
smartphone and upload directly to your accounts.

Create one-to-three-minute video clips on useful 
tips for your audience. 

Here are some examples: 
• Discuss how receiving massage therapy after a 

workout or walk can keep muscles healthy.

http://www.massagemagins.com/mmce
http://www.beyogi.com/bend
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Use a journal to document  
your findings

By doing this you will:

•  Explore excellence, bringing your personal best to the team

•  Experience more energy that was previously lost to non-
productive habits 

•  Enhance productivity by reinvesting your recaptured energy 

Understand yourself
When you understand yourself, you can understand 

others. Doing so creates a moment of epiphany that can only 
be experienced by getting to know who you really are. Ask 
yourself, Who am I? What do I want? Why am I here? Don’t 
attempt to answer these inquiries with a standard response. 
Remember that there is a special energy, a greater purpose, 
waiting to express itself through you at any given moment. 
Allow that to happen. 

Renegotiate
Choose one thing in your life and your career that you 

could change to move forward, and change it. 

Recognize the pure potential  
within yourself

See the potential in those you work with every day, too, 
and be committed to star status for all of you. 

Follow your bliss
Begin with a conscious awareness of yourself, 

communicate it and master your environment. As you 
master your environment, you and those around you will 
experience success, well-being and a greater sense of bliss.

Lorrie Lawrence, C.A.P., L.M.M.T., has 30 years’ experience 
following her bliss in the field of health, wellness, education 
and integrative modalities. She is the director of Sedona 
Wellness (sedona-wellness.com), a National Certification Board 
for Therapeutic Massage & Bodywork-approved provider of 
continuing education.   M

T he noted writer and mythologist Joseph 
Campbell (1904–1987) coined the phrase, 
“Follow your bliss.” You embarked on the 
career path of becoming a massage therapist, 

and followed your bliss.
When you accepted that coveted position at a top spa, 

you became part of a bliss-driven team. Now it’s your 
time to become a number-one spa star.

You can begin on your path to spa-employee success 
by establishing values, cultivating personal leadership, 

journaling, understanding yourself, renegotiating, and 
recognizing the potential within you.

Start establishing values
Take a moment to really look within through a 

meditation practice, determine what your personal 
values are, and share them with your co-workers.

Take personal leadership
Cultivate a leadership mentality. When you release 

old habits that keep you from fully owning your 
power to create, you will reach a place of balance and 
possibility. Do this by taking a walk in nature, and 
recognizing the awesome bounty that is selflessly given 
to us by Earth. 

Be a Spa Star
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by Lorrie Lawrence, C.A.P., L.M.M.T.
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INSTASHIATSU+ NECK  
AND BACK MASSAGER  
WITH HEAT
truMedic
Enjoy Japanese shiatsu-style 
massage anytime, anywhere. 
Powered by a rechargeable 
lithium-ion battery, this cordless 
unit can be adjusted to work on all 
areas of the body, offering gentle 
yet firm, muscle-penetrating 
circular pressure. Use its wrist 
supports to adjust pressure; 
for extra comfort, add heat 
with the press of a button.

InstaShiatsu+ Neck and Back Massager with Heat costs $139.97. 
Contact truMedic, (888) 264-1766 or trumedic.com.

M | New Products & Services

new on
the scene

THIEME ATLAS OF ANATOMY: GENERAL ANATOMY AND 
MUSCULOSKELETAL SYSTEM, SECOND EDITION, LATIN NOMENCLATURE
Thieme Medical Publishers
THIEME Atlas of Anatomy: General Anatomy and Musculoskeletal System, Second Edition, Latin 
Nomenclature is an ideal educational tool for anyone studying musculoskeletal anatomy. Each 
region is presented in a manner that builds understanding; each two-page spread is a self-contained 
guide to one topic. Clear, descriptive captions accompany exquisite, full-color illustrations.

THIEME Atlas of Anatomy: General Anatomy and Musculoskeletal System, Second Edition, Latin 
Nomenclature costs $89.99. Contact Thieme Medical Publishers, (800) 782-3488 or thieme.com.

REIKI MEDITATIONS
Malimba Records
Featuring flute melodies 
along with a touch of 
temple bells, chimes 
and harps, this album is 
a desirable companion 
for any massage or 
reiki practitioner who is 
looking for soft, soothing, 
relaxing and nonintrusive 
background music. Use it 
to set the mood for sessions with clients or en hance your personal 
yoga routine.

Reiki Meditations costs $13.98 for a CD or $8.50 for an MP3 down-
load. Contact Malimba Records, (800) 334-1179 or malimba.com.

COOL-IT ROLLER
International Sourcing and Products Inc.
Available in two different widths, this roller combines massage with 
cold therapy. Chill large roller in the freezer for up to 60 minutes of 
soothing coolness (20 minutes for small roller), with no melting or 
dripping. Its surgical-grade stainless steel wheels have been micro-
polished for smoothness.

Cool-It Roller costs $24.95 for 2.5-inch-wide roller; $49.95 for 
3.75-inch-wide roller. Contact International Sourcing and Products 
Inc., (888) 477-2280 or coolitroller.com.

EARTHLITE UV HOT TOWEL CABINET
Earthlite/Living Earth Crafts
These dependable new cabinets offer a sleek design that features 
stainless steel, rustproof interior; dual towel tray; and a discreet drip 
pan. Available in three convenient sizes with a compact footprint, they 
heat and UV-sanitize cloth or disposable towels for continuous use 
throughout the day. Each comes with a one-year limited warranty.

Earthlite UV Hot 
Towel Cabinet costs 
$189 for mini size, 
$259 for standard 
size or $379 for large 
size (shown here). 
Contact Earthlite/
Living Earth Crafts,  
(800) 872-0560 or 
earthlite.com.

OPTP PRO-ROLLER SOFT HALF
OPTP
Great for self-care and gentle on tight muscles, this soft half-version 
of the PRO-ROLLER measures 36 inches in length and 3 inches 
in diameter. It features a flat side for improved stability in balance 
training and Pilates use, as well as a rounded side for more dynamic, 
challenging exercise. 

OPTP PRO-ROLLER Soft Half costs $19.95  
(health-professional price). Contact OPTP,  
(800) 367-7393 or optp.com.

ITENS
iTENS LLC
iTENS is an FDA-cleared, 
wireless, wearable TENS 
therapy device that works via 
an iPhone- or Android-based 
app. Use for self-care to deliver 
therapeutic stimuli to provide 
instant, medical-grade pain 
relief. You can also measure 
pain scale, track results and 
chart progress. Two sizes are 
available.

iTENS costs $99.99. Contact 
iTENS LLC, (800) 573-0052 or 
itens.com.

QUARTZ CRYSTAL BALL FOR SPABALL KADDY
GBM Health Inc.
If you already own the SPAball Kaddy, using it with its new Quartz 
Crystal Ball allows you to combine crystal energy work with deep 
trigger-point work, and protect your hand from pressure while your 
hand also glides across the client. The 40-millimeter natural stone ball 
rolls smoothly and quietly in the SPAball Kaddy with oil or lotion.

Quartz Crystal Ball for SPAball Kaddy costs $24.99 (SPAball Kaddy 
sold separately). Contact GBM Health Inc., (805) 857-5693 or 
golfballmassage.com.

DETENSOR FUNCTIONAL CERVICAL SUPPORT
Avazo
This cervical support allows a person to lie down while resting 
the neck and supporting the spine in a healthy manner. 
Hypoallergenic, breathable, lightweight and portable, this unique 
product can help ease back ailments, whether used for self-care or 
offered to clients as a retail product.

Detensor Functional Cervical Support costs $159. Contact Avazo, 
(844) 692-2252 or avazo.com.

BE YOUR OWN 
HERBALIST: 
ESSENTIAL HERBS 
FOR HEALTH, 
BEAUTY, AND 
COOKING
New World Library
Nurture and heal with 
nature’s herbal wonders; 
this complete guide by 
Michelle Schoffro Cook, 
Ph.D., D.N.M., will get you 
growing, harvesting and 
using herbs, the world’s 
oldest natural medicines. 
You’ll discover ways to 
delight body and mind 
as you incorporate 31 
common, easy-to-grow or readily available herbs into your daily life.

Be Your Own Herbalist: Essential Herbs for Health, Beauty, and 
Cooking costs $15.95. Contact New World Library, (800) 972-6657 or 
newworldlibrary.com.

http://www.massagemag.com
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Get Unstuck!

Do you ever get stuck on something?

Do you ever get stuck on agitation when someone forgets 
to replace the cap on the toothpaste?

Do you ever get stuck on frustration when there’s 
unexpected traffic and you’re late for work?

Do you ever get stuck on annoyance when there’s an 
hour-long wait at the doctor’s office?

Do you ever get stuck on fear when your child doesn’t 
return home on time?

Do you ever get stuck on disappointment when your boss 
doesn’t acknowledge your hard work?

The list is endless.
The truth is, we all get stuck at one time or another.

Why do we get stuck?
Getting stuck on things is normal; it’s how humans 

are wired. We unconsciously and automatically respond 
to stimuli in our environment and then grasp onto 
emotions and beliefs that arise from them.

When we get stuck, we create a story in our mind and 
cannot see any other way of thinking or being in that 
moment. We can only see our viewpoint, which limits 
our possibilities for being truly present.

Being stuck ultimately blocks us from making our 
lives and relationships as rich and rewarding as they 
could be.

M | Living in Balance

by Shira Taylor Gura
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& Appreciate 
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What can we do?
There are many techniques you can implement to help 

you process through your stuck situation. The S.T.U.C.K. 
Method™ is one such technique for promoting emotional 
well-being. It is an easy-to-remember, step-by-step guide 
that empowers people to function in life with more clarity 
by identifying the emotions they are stuck on and the 
beliefs that support them.

The S.T.U.C.K. Method frees people from places of 
narrow thinking and opens opportunities for shifts in 
ways of thinking. 

There are five steps to the method: Stop, Tell, Uncover, 
Consider and OK. This article will focus on the first step, 
Stop.

How to stop
Stopping, according to The S.T.U.C.K. Method, means 

purposefully and temporarily pausing from the stuck 
place you are in and redirecting your attention to anything 
tangible in the present moment.

Some people may call this mindfulness. I like to call it a 
stop because for me, the word stop connotes a halt, a physical 
act of immediate and purposeful pausing.

You can stop by directing your attention to any number 
of things, such as attending to your breath, listening to 
music, praying or chanting, or staring at a candle, to name 
a few. Most of my stops include using my breath, mainly 
because the breath is portable and always accessible.

I know I can use my breath as a stop anywhere, anytime. 
In fact, try it now in this moment. After you read the next 
sentence, close your eyes for a moment and bring your 
attention to your breath for several moments. 

You may have noticed that stopping temporarily to 
notice your breath felt calming. In fact, you may even have 
realized how stopping can set the tone for beginning to 
process through stuck situations. Stopping has a physi-
ologic effect, such as lowering your heart rate and blood 
pressure, as well as having an effect on your mental state.

Simple, but not easy
Sometimes taking a stop can be easy, but not always. 

When our attention wanders, it takes time and practice 
to guide it back to our intended focus. It may also be very 
challenging to take a stop when you are in the midst of a 
conflict. Your mind may be relentless and encourage you 
to keep going—to stay stuck, the direct opposite of taking 
a stop.

Be patient with yourself.
Stopping takes practice, as it certainly does not come 

naturally; nor does it coincide with the rapid pace of 

life most of us are living. We are used to checking our 
phones, answering our emails, and responding to posts on 
Facebook and Twitter without hesitation.

Ding! Need to check my phone.
Ding! Need to answer an email!
We live on autopilot much of the time and just react, 

respond and reply. We rarely consciously choose to pause 
or stop in our lives.

Think about it. When was the last time you 
purposefully stopped? Despite the many opportunities 
that exist, we rarely take advantage of stopping and 
therefore reduce the likelihood of taking care of ourselves 
in emotionally challenging moments. 

10 Ways to Stop

1. Try out a variety of stops and determine at least one 
that resonates with you. You can try sitting quietly and 
focusing on the breath, listening to music, doing yoga, 
praying or chanting, to name a few.

Remember, the practice is to attend to one thing in the 
present moment and guide your attention back to it when 
it wanders. Try out a few and see what feels 
right for you.

2. Write down the stop(s) you chose and 
hang this reminder in a visible location. 
Having a visual reminder of your stops will 
help support your new practice.

3. Make stopping a habit. Set your alarm each day to 
practice. Decide in advance how much time you will allot 
to stopping each day and put the timer on to let you know 

when your scheduled stop is complete.
You can stop several times and at 

different times during the day. By 
making stopping a habit, the practice 
becomes more recognizable so when you 

need to implement a stop in real life, the 
stop will be accessible to you.

4. Start out small. The first time you try to stop, 
consider doing so for just one minute. Once you are able 
to implement that stop daily, slowly build up the time. It 
is best to start out with a short amount of time and lower 
your expectations with how long you think you may be 
able to stop. Remember, stopping is not easy!

5. Make stopping dates. Making stopping 
a habit is not easy because stopping is 
indirectly related to the daily pressures 
and expectations of doing, producing and 

http://www.massagemag.com
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Transferring your stopping to other areas of your life will prove 
effective in waking you up to the fact that we oftentimes miss 
living in the present moment.

accomplishing. Making a regular date with a friend, 
spouse or co-worker helps to hold you accountable and 
stay committed to the stopping practice. 

6. Implement weekly stops with 
your family. Consider introducing a 
weekly stopping tradition with your 
family. It could be one evening a week 
or it could be for an entire day. You 
could choose to stop using electronic 
devices, including tablets, pads, 
smartphones and TV during meal times—or you could 
even consider stopping using electronic devices for an 
entire day.

Stopping in this way may open your family up to 
returning your attention to one another in ways you 
may miss during the otherwise regular busy workweek. 
My family takes such a stop from Friday sunset to 

Saturday sundown every week, and it opens incredible 
opportunities for family time, including talking with 
one another, reading together, playing games and going 
for walks in nature that we oftentimes don’t find the 
time to do during the week.

7. Implement your stop when you don’t necessarily 
feel like you need it. Have you ever tried to stop before 
or while you eat? Consider trying it. My eating behavior 
drastically changes each time I bring my full attention 
to noticing the colors, sounds and taste of the food, as 
well as noticing the pace of my eating and how I am 
breathing.

The implications? I tend to slow down and eat less.
Transferring your stopping to other areas of your life 

will prove effective in waking you up to the fact that we 
oftentimes miss living in the present moment.

M | Living in Balance

8. Implement your stop during the day when  
you need it. The moment you become aware that  
you are stuck on something, stop. You can do some-
thing as simple as closing your eyes and taking one 
deep breath.

9. Write down the effects of your stops. How did 
taking a stop affect you? Did it remedy a situation? 
Did it help prevent or heal a conflict? Did it calm you? 
Acknowledge yourself and your hard work by recording 
your efforts.

Stopping is not easy, and others may not even know 
you are making such efforts. The only person you can 
expect to acknowledge your efforts is yourself.

10. Be compassionate. Stopping isn’t simple, and it 
certainly does not come naturally. There will be times 
when you miss the opportunities to implement a stop.

It’s OK. You are human.
The more you practice, the more you will remember 

and be able to implement stops in your life. And don’t 
forget, you’re not the only person in the world who gets 
stuck. It happens to all of us. So, if you see someone else 
stuck, stop and be compassionate toward that person as 
well. 

The first step
We all get stuck on things in life. Every day. Stopping 

is the first step in finding freedom from the narrow 
places we get stuck in. The more we wake up to the 
realization that being stuck does not promote health 
or wellness, the more we will value the act of stopping. 
When we implement a stop, we begin the process of 
taking care of ourselves and promoting emotional well-
being.

Shira Taylor Gura is the author of Getting unS.T.U.C.K.: 
Five Simple Steps to Emotional Well-Being. As a well-
being coach, Gura facilitates engaging and interactive 
workshops and retreats promoting emotional well-being. 
Her belief that a more mindful, compassionate life is 
available to anyone, anywhere is reflected in her blog 
(thestuckmethod.com).  M

THE SUCCESS LINE-UP.
BUSINESS MASTERY PRACTICE-BUILDING SUPPLEMENTS

This guide simplifies the planning, writing, 
and finalizing of your business plan. It 
includes a checklist, fillable outline and 

worksheets, and a sample massage therapy 
business plan to use as your guide. 

WWW.SOHNEN-MOE.COM/CATALOG

PLAN.
Build Your Business Plan

Over 100 professionally-written
examples of marketing emails, letters,
announcements, and press releases.
The digital content can be copied and

pasted into your preferred word processing
and email applications for easy editing. 

CONNECT.
Marketing Communications
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This digital presentation kit
makes it easy for you to give talks,
workshops, and demonstrations,
by providing a toolbox of ideas,

techniques, and reproducible materials. 

INSPIRE.
Present Yourself Powerfully

Read “The Story of How One Massage 
Therapist Stopped,” by Shira Taylor Gura, at 
massagemag.com/stopped.
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The study, “Massage therapy decreases pain and 
perceived fatigue after long-distance IRONMAN 

triathlon: a randomised trial,” involved 74 athletes 
who had finished an entire IRONMAN triathlon race 
and presented with a primary complaint of pain in the 
anterior portion of the thigh.

The athletes were randomly assigned to either 
the massage group or the control group. Those in the 
control group simply rested in a sitting position for 
seven minutes. Those in the massage group received a 
seven-minute massage to one thigh with the goal of post-
competition recovery. All interventions took place in a 
clinic near the finish line of the IRONMAN competition.

The massage protocol began with one minute of 
gentle-pressure, superficial effleurage with both of the 
therapist’s hands sliding in the direction of the muscle 
fibers of the quadriceps, from distal to proximal. This 
was followed by two minutes of deep effleurage applied 
to the quadriceps, using the same movement as the 
first minute but with more pressure. Then, the massage 
therapist performed two minutes of petrissage, one 
minute of tapotement, and finished the session with 
another minute of superficial effleurage.

The main outcome measures in this study were 
pain and perceived fatigue, which were assessed using 
a visual analog scale. Another outcome measure was 
pressure pain threshold, which was evaluated at three 
points along the quadriceps muscle using digital 
pressure algometry.

Results of the research revealed that the athletes in 
the massage group had significantly lower scores than 
those in the control group for pain and perceived fatigue; 
however, no significant differences were found between 
the two groups in terms of the pressure pain threshold.

“In summary, there is now direct evidence to support 
the use of massage for the recovery of triathletes after 
long-distance endurance races,” the study’s authors 
concluded. “Research on massage therapy applied at 
the end of such competitions is important because this 
technique is widely used in this context and there is the 
potential to identify effects of greater magnitude.”

Authors: Guilherme S. Nunes, Paula Urio Bender, Fábio 
Sprada de Menezes, Igor Yamashitafuji, Valentine 
Zimmerman Vargas and Bruna Wageck.

Sources: Department of Physiotherapy, Center of Health 
and Sport Sciences, Santa Catarina State University, 
Florianópolis, Brazil; Department of Physiotherapy, Estácio 
University Center of Santa Catarina, São José, Brazil; 
Department of Physiology, São Paulo Federal University, 
São Paulo, Brazil. Originally published in April 2016 in the 
Journal of Physiotherapy, 62(2), 83-8.

Brief Post-IRONMAN Massage Reduces 
Muscle Pain, Perceived Fatigue
A seven-minute session of massage therapy focused on the quadriceps of 
athletes who had just completed an IRONMAN triathlon resulted in significant 
reductions in pain and perceived fatigue, according to recent research.

The study, “Physical and Psychological Effects of Head 
Treatment in the Supine Position Using Specialized 

Ayurveda-Based Techniques,” involved 24 healthy female 
students, ranging in age from 20 to 23. Each subject 
participated in both the ayurveda group and the control 
group, with an interval of one week or more between 
participation in the other group. 

When participating in the control group, the subjects 
simply rested in bed for seven minutes. When participating 
in the ayurveda group, the subjects received a seven-
minute head massage.

The main physical outcome measures for this study 
were blood pressure and heart rate fluctuations, whereas 
the main psychological outcome measures were state 
anxiety, which was measured using the State-Trait Anxiety 
Inventory; and liveliness, depression and boredom, which 
were measured on a visual analog scale.

For the study, liveliness was defined as feeling fresh, 
which the study’s authors described as “the pleasant state 
of feeling cheerful and the good state of feeling refreshed.” 
Depression was defined as feeling anxious, and boredom 
was defined as feeling tired.

All physical and psychological outcome measures 
were first assessed at baseline, just before each subject’s 
participation in the control group and the ayurveda group. 
Immediately after the seven minutes of bed rest or head 
massage, the physical outcome measures were assessed 
again. At that point, all subjects were instructed to rest for 
15 minutes.

The physical outcome measures were evaluated a final 
time, 15 minutes after the intervention ended. After this 
final evaluation of physical outcome measures, the subjects 
completed the same questionnaire that was used to assess 
psychological outcome measures before the start of the 
intervention.

Results of the research revealed that parasympathetic 
nerve activity increased immediately after the ayurveda 
session and then gradually decreased throughout the 
15-minute post-intervention rest period. In addition, 
following the head treatment, subjects experienced a 
significant reduction in state anxiety as measured using 

the State-Trait Anxiety Inventory, and they also reported a 
significant increase in feelings of “freshness.”

“The results suggest that head treatment has a relaxing 
and refreshing effect and may be used to provide comfort,” 
the study’s authors concluded.

Authors: Masako Murota, Yoko Iwawaki, Kazuo Uebaba, Yoko 
Yamamoto, Yukie Takishita, Kiyomi Harada, Akemi Shibata, 
Jin Narumoto and Kenji Fukui.

Sources: School of Nursing, Department of Psychiatry, 
Graduate School of Medicine, Kyoto Prefectural University 
of Medicine, Kyoto, Japan; and Department of Human 
Care, Teikyo Heisei University, Tokyo, Japan. Originally 
published online in May 2016 in The Journal of Alternative and 
Complementary Medicine. M

Head Massage Decreases Anxiety, 
Boosts Mood
A head massage using ayurveda-based techniques resulted in an immediate 
increase in parasympathetic nervous system activity, along with a mood boost 
and a significant decrease in anxiety, according to recent research.

Visit massagemag.com/newresearch to read this month’s 
online Research Exclusive, “Foot Reflexology Eases 
Fatigue in Multiple Sclerosis Patients.”
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M |  Educational Resources and Development

Find Out MOre:
www.MotherMassage.net

estiller24@gmail.com

MOTHERMASSAGE®
MASSAGE DURING PREGNANCY
Professional Certification Program—24 CEs
elaine Stillerman, LMt
2013 AFMTE, Biofreeze, Bon Vital Educator of the Year
2013 Massage Hall of Fame Inductee

Learn:
•  Prenatal, labor support, 

and postpartum 
physiology and massage                                                    

•  Precautions of prenatal 
massage

•  How to treat high risk 
pregnancies

•  How to ease the 
discomforts of pregnancy

•  Appropriate massage 
modalities

nCBtMB, FL, and nY approved.
18 Ce on-line course available!

Join to enjoy all the benefits of membership!

o  Educational Teleseminars
o  Quarterly Aromatherapy Journal
o  Discounted Liability Insurance Options
o  Networking Opportunities
o  Aromatic/Herbal Image Database
o  Explore Aromatherapy Booklet 
o  Find an Aromatherapist Listing & much more!
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Building Strength through Community and Education

www.naha.org

Improve Your Skills
Build Your Business:
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www.Sohnen-Moe.com/Catalog
VISIT OUR ONLINE STORE TO VIEW HUNDREDS
OF ADDITIONAL POSTCARD, BUSINESS CARD,

BROCHURE, AND GIFT CERTIFICATE TEMPLATES

Printing requires full-color printer and quality paper. For best results, submit your design to a
professional printer. All postcard cover art is VistaPrint®-ready. Offer good through Aug 31, 2016.

THIS SUMMER’S HOTTEST DEAL!

Offer Valid Only for the
“PV - Summer Collage”

Digital Artwork
Promo Code: HALFOFFSUMMER

SPECIAL 
$5

UNLIMITED-USE
POSTCARD

Complete details at: www.afmte.org or call 855-AFMTE31 (855-236-8331)

ALLIANCE FOR MASSAGE THERAPY EDUCATION

The Alliance is an independent non-profit
organization for Massage Schools,
Teachers and Continuing Education
Providers.
It offers a valuable package of membership
benefits, services and discounts, with two
different options for annual dues. The Alliance is
also working diligently as an advocate to
strengthen and improve the quality of massage
education. Join your colleagues and be a part
of this dynamic community!

http://www.massagetherapyfoundation.com
http://www.massagemag.com
http://www.medicalmassage.com


70 | MASSAGE Magazine | July 2016 | www.massagemag.com | 
  

| www.massagemag.com | July 2016 | MASSAGE Magazine | 71

M | Marketplace

Massage 
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and order at:

www.mblexstudyguide.com
MAJOR CREDIT CARDS ACCEPTED

SAFELY ORDER ON PAYPAL
Accepting New Authors Manuscripts

Hughes Henshaw Publications
www.selfpublishingseminars.com
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$25.99 + $6.45 s/h
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2016 EDITION
MBLEx Study Guide
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www.bellaninainstitute.com 
1-800-235-2844

Bellanina® Facelift Massage™      
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“Demystifying Skin Care 
for Massage Therapists”

our new 4 CE online course 
Visit our website to learn more
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Conventions & Events | 

The Feldenkrais Method
Conference
July 7–10
Asheville, North Carolina
feldenkrais.com

World Massage Festival
August 7–10
Atlantic City, New Jersey
worldmassagefestival.com

Integrative Medicine for the Underserved
Conference
August 18–20
Irvine, California
im4us.org

Therese C. Pfrimmer International 
Association of Deep Muscle Therapy
Convention
Sept. 10–11
Alexandria, Indiana
pfrimmer.com

International Spa Association
Conference & Expo
Sept. 13–15
Las Vegas, Nevada
Oct. 16–18, 2017 
Las Vegas, Nevada
experienceispa.com

Biodynamic Craniosacral Therapy 
Association of North America
Breath of Life Conference
Sept. 15–19
Abiquiú, New Mexico
craniosacraltherapy.org

International Society for the Study of
Subtle Energies and Energy Medicine
Conference
Sept. 21–24
Unity Village, Missouri
issseem.org

One Concept
Canadian Massage Conference
Massage Education & Trade Show
Sept. 29–Oct. 2
Burlington, Ontario, Canada
oneconcept.com

Healing Beyond Borders
Energy Healing Conference
Oct. 6–9
Colorado Springs, Colorado
healingbeyondborders.org

Hawaiian Lomilomi Association
Annual Conference
Oct. 13–17
Kapa’au, Hawaii
lomilomi.org

Global Wellness Summit
Oct. 17–19
Tyrol, Austria
globalwellnesssummit.com

National Association for Holistic 
Aromatherapy
The World of Aromatherapy VIII 
Conference
Oct. 20–23 
Salt Lake City, Utah
nahaconference.com

National Association of Myofascial
Trigger Point Therapists
Conference
Oct. 20–23
Washington, DC
namtpt.shuttlepod.org

Alexander Technique International
Annual Meeting
Oct. 23–27
London, U.K.
ati-net.com

American Massage Therapy Association
Massage Therapy Awareness Week
Oct. 23–29
Nationwide
amtamassage.org

Academy of Integrative Health & Medicine
People, Planet, Purpose Conference
Oct. 30–Nov. 3
San Diego, California
aihm.org

INCAM Research Network
Canadian Integrative Healthcare 
Research Symposium
Nov. 18–19 
Toronto, Ontario, Canada
incamresearch.ca

Diversified Business Communications 
Integrative Healthcare Symposium
Annual Conference
Feb. 23–25, 2017
New York, New York
ihsymposium.com

American Massage Conference
National Convention
May 18–21, 2017
Virginia Beach, Virginia
oneconcept.com

Society of Ortho-Bionomy International
Conference
June 15–18, 2017
Denver, Colorado
ortho-bionomy.org

Alliance for Massage Therapy Education & 
Commission on Massage Therapy 
Accreditation 
Educational Congress 
July 27–29, 2017 
Tucson, Arizona
afmte.org   M
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M | Marketplace

http://www.massagemag.com
http://www.massagemag.com


  
| www.massagemag.com | July 2016 | MASSAGE Magazine | 7574 | MASSAGE Magazine | July 2016 | www.massagemag.com | 

http://www.bonvital.com
http://www.biofreeze.com


76 | MASSAGE Magazine | July 2016 | www.massagemag.com | 

http://www.earthlite.com



