
3that therapists make 
in their business by not 
using a recommendation 
system and...

how to fi x them!

mistakes

Jayne Wells - Physiotherapist, speaks from experience



I’m a Chartered 
Physiotherapist in the UK 
(sometimes called a Physical 
Therapist in other parts of the 
world). 

I work with therapists and 
healers all over the world to 
help them build their own 
practices whether they are 
a sole practitioner or a small 
established clinic. 

I have worked with therapists from all professions including: 

All of these professions have their own specifi c needs and expertise 
but in running their own business the philosophies that I teach work 
for them all. 

I have run a full practice with high paying clients for the past few 
years and I haven’t spent any money on expensive advertising and 
you can do the same.

� Physiotherapists 

    (Physical Therapists)

� Osteopaths

� Chiropractors

� Podiatrists  

� Chiropodists

� Hypnotherapists

� Acupuncturists

� Homeopaths

� Massage therapists

� Sports therapists

� Holistic practitioners

� Personal trainers

� Pilates Instructors

� Counsellors

� Yoga instructors

� Reiki healers

� Complimentary therapists

Hello, my name 
is Jayne Wells...



Have a think about it, if you 
need to fi nd a new electrician 
or vet who do you ask?...

Normally a friend or family member.

Recommendations from these trusted people 
are more likely to be followed up attracting more 
clients to your therapy business.

These are the 3 most common 
mistakes that therapists make…

 



Not Asking For Referrals
The fi rst mistake is not actually asking for referrals. 
Now you might think that this is strange but have a 
think about it. 

Would your plumber ask you not to tell people 
that you thought he was good? 

That doesn’t make sense…….. 

The clients that are already coming to 
see you are your best advertisement. 
You have already spent the time getting 
to know them and their stories.

“They know you, 
 like you and trust you 
 otherwise they 
 would go elsewhere”

These are your biggest 
advocates and you can easily 
ask your clients to recommend 
you if you do it in a friendly 
manner. 

Most therapists fi nd it diffi cult to talk about this to their clients as they 
don’t want to come across as pushy or needy. 

I have used this method successfully in my clinic for several years. 
When used in the correct manner it can lead you to a full practice and 
a very profi table business.

Not only is this good for your earnings but you will attract other like-
minded clients to the ones that you already treat.
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Not Setting up 
A Referral Based Business

The second mistake is that 
therapists don’t spend the time 
making connections with other local 
practitioners who could enhance 
their business and profi ts.

Most therapists are so worried about 
their competition that they prefer 
to struggle on building their own 
practice alone, rather than reach out 
to other complimentary professions.

I have spent a great deal of time 
building relationships with other 
local businesses. We all refer 
clients to each other if the client’s 
requirements are outside of our own 
scope of practice.

I refer to various therapists who 
compliment my work. If I have 
fi nished a course of physiotherapy 
treatment with a client who is no 
longer in pain but needs to build up 
their strength, I can refer them to a 
personal trainer or Pilates instructor. 

Clients can also be referred to osteopaths or podiatrists.

This should be a win-win situation as these therapists refer back to me.

However, if you fi nd that the arrangement becomes one sided then 
you need to reconsider your working relationship with that individual. 
For this to work to build up your business you must BOTH benefi t from 
your agreement. 

Remember this is your client and you are running a business. Only 
refer on if they need other skill sets which you do not offer.
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Leaving Money 
on the Table

If you don’t build up a referral based 
business then you are leaving 
money on the table for somebody 
else to earn instead of you. 

Creating a recommendation 
business is the quickest and easiest 
way to fi ll your practice with high 
paying ideal clients. 

I totally love being a physiotherapist 
and helping people but I also like 
earning good money from a job I 
enjoy.

Everything that I have said here can be copied in your own practice 
whether you are an established company or a sole practitioner. 

I use all these techniques and more in my business everyday. It 
makes fi nding the next client so easy that I never worry about where 
future clients are coming from as my diary is always full.

Have a good think about what you want to achieve in your business 
and what you need to do to make it happen.

As therapists, we are very fortunate in the profession that we have 
chosen because regardless of the particular skill sets we have, there 
will always be clients who need our services.

You are exceptional at what you do and sometimes all that you need 
is a little help on the business side of things.
You are exceptional at what you do and sometimes all that you need 
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Ten years ago I was in the same boat as you. I was a fully qualifi ed 
chartered physiotherapist with 10 years’ experience having worked 
as an associate physiotherapist in someone else’s practice. I had 
recently moved house to a completely new area and had to decide 
whether to fi nd another job or start up on my own. 

I really wanted to run my own practice but I didn’t know anything 
about running a business or fi nding clients. I invested in multiple 
courses and thousands of pounds (to learn from the best) to teach me 
what I know today. 

Having found that some of the techniques don’t quite work in our 
more gentle therapy world, I have adapted them to be more targeted 
to the running of a successful therapy practice.

It really upsets me when I meet enthusiastic and competent therapists 
who would love to make more money from their business but after 
trying a few things give up. Please don’t let that happen to you.

Everything that I teach I have used myself!

I know which approaches work in our world and which ones do not. I 
have created several easy to follow step by step systems that will help 
you create the life style and business of your dreams, wherever you 
may be in your life now.

For me, my work has to fi t around my boys and my family. I have set 
up the exact life-work balance that works for us. My boys are both 
still at primary school and I can drop them to school and collect them 
everyday. I haven’t missed one school play or sports day and I am 
fortunate that I have created the ideal business to support this life 
style. I enjoy 6 weeks holiday a year and I am often found browsing 
the malls in Florida even though I live in the UK.

Wherever you may be or whatever you dream for yourself, your skill 
set can take you there. Everything I teach is totally achievable by any 
qualifi ed therapist regardless of specialty. I can help you make more 
money from your business whilst continuing to do what you love.

“Let me help you create   
  the life of your dreams”
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If you would like more information 
about how you can make changes in 
your practice and earn good money 
from your profession then take a look at 

www.AbundantTherapistReferrals.com

I will lead you step by step through 
the methods I use in my clinic daily to 
build a successful ‘recommendation 
based business.’ The report is over 
40 pages long and is packed full 
of useful tips that work for me in my 
therapy practice. I will show you how 
to copy the same simple methods to 
use in your own thriving business.

I have really enjoyed sharing my ideas 
with you today and I look forward to 
working with you in the future.

Until the next time!



About Jayne 
Jayne Wells is the founder 
of the unique ‘Abundant 
Therapist System’ of coaching 
and seminars. She has 
developed the easy to follow 
system with a step-by-step 
approach to help therapists to 
implement its’ seven stages 
immediately into their own 
business to attract clients 
easily and quickly. 

Her expertise is in 
Physiotherapy and she has 
run her own busy and thriving 
clinic for many years. She has 
developed methods to keep 
her diary always full with lots 
of fabulous clients.

Having over 15 years of experience working with therapists, she 
is passionate about helping others gain the success that she 
experiences. She has created this system especially for the therapist 
market, knowing what works in the industry, which is creating a big 
difference to the therapists already working with her. Jayne strongly 
believes that she can help bridge the gap between therapists and 
their clients and has a vision of really making a difference to as many 
lives as possible.

Jayne is a sought after National speaker and she regularly runs 
her popular “How to be an Abundant Therapist” workshops. She 
is admired in therapist circles as the ‘go to’ person having already 
shown that her systems work in her own business as well as helping 
others create their own success. Jayne offers private mentoring and 
coaching in addition to her workshops. 


