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Introduction 

Success depends on the following elements:

Intention—Goals

Intuition—Following inner guidance

Inspiration—Ideas that manifest the dream
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Therapeutic massage can be: 

Career (chosen pursuit, life work)—to be self-employed 

and develop a massage business 

Job (regular activity done for payment)—to be employed 

as a massage practitioner 
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Motivation 

Motivation is the internal drive that provides energy to do 

what is needed to accomplish a goal.

Without the motivation to stick to the commitment, people give up during 

difficult times. 

Motivation begins with knowing what you want. 
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Components of  Motivation 

Know thyself: Do not persist with something that goes 

against your core values.

Follow your dream: Success flows from desire and 

motivation.

Accept that experience is the best teacher: Learn from 

mistakes as well as successes.

Ask “What’s in it for me?” Recognize benefits to be gained 

from process. 

A business person needs to hire a lawyer, an accountant, a skilled bookkeeper, 

an advertising/marketing consultant, and a business plan advisor.
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Recognize that self-concept matters: A successful business is 

built on who we are and not on what others want us to be.

Believe in your product: Understand and explain the benefits 

of  therapeutic massage.

Provide a quality product that emphasizes technical skills and 

a caring, nurturing, and nonjudgmental touch.

Whatever we believe becomes our reality

What we do with confidence can become our self-fulfilling 
prophecy. We attract into our lives that which harmonizes 

with our dominant thoughts
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Job Preparation 
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Seeking Help 

Helpful business consultants:

Lawyer

Accountant

Bookkeeper

Advertising and marketing consultant

Adviser for business planning

Recognizing the areas in which we are not as strong is even more important, 

because these limitations can influence our business activities adversely. 



Other resources:

Local Chamber of  Commerce

Small Business Administration (SBA) 

Service Corps of  Retired Executives (SCORE)
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These resources are all free 



Motivation themes:

Whatever we believe—with emotion and feeling—

becomes our reality.

What we do with confidence can become our self-

fulfilling prophecy.

We attract into our lives that which harmonizes with our 

dominant thoughts.
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Many motivational audio programs, books, and speakers are available that 

can be used for inspiration. 

The overlapping themes presented here, which can be found in most of  these 

sources, are the kernels of  truth. 



Burnout 
Motivation is lost when a person is burned out (i.e., when 

energy is used

faster than it is restored).

Avoid burnout by:

taking care of  your physical needs (resting,

eating well),

taking care of  your spiritual needs, and 

continuing your education or taking vacations.
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"Living on purpose” is drawing strength from knowing that what we have 

to offer is valuable; living on purpose is the key to motivation



The Résumé 

A résumé is a compilation of  professional and personal data.

Seek assistance to complete a proper résumé:

Local Chamber of  Commerce

Library

Internet
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A good résumé becomes part of  the promotional materials we use when self-

employed and is necessary to apply for a job in the massage field. 



Components of  a Résumé 

Information about present and past employment in the 

following order: 

1. Dates of  employment 

2. Companies

3. Titles held

4. Job functions

When and where you received your education
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The résumé should include highlights of  the scope and depth of  your 

experience and your responsibilities at each position. 

It describes the knowledge you have gained and developed throughout your 

career that relates to the position for which you are applying; this 

information, in turn, prompts the interviewer to ask questions. 



Cover Letter
Introduction to hiring company

Tells:

Who you are

The position for which you are applying

How you found out about the position

A brief  explanation of  why you should be called for an 

interview
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In writing the cover letter, use action verbs that are descriptive and concrete, 

that really sell your experience, skills, and abilities. 



Sample Cover Letter 
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The cover letter should be one half  to three fourths of  a page long and 

should be printed on plain, white or ivory, professional-grade paper. 



Developing a Résumé 
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The main heading of  the résumé highlights your name and provides the 

contact information on one line, followed by empty space. 

Use the same name on your references page, cover letters, and thank you 

letters. By creating a professional-looking letterhead, you offer a 

consistent image to the hiring manager.

The résumé should be printed on the same paper as your cover letter. 



Summary of  qualifications – three high-impact statements 

that quantify accomplishments:

1. Highlight years of  experience

2. Identify areas of  expertise

3. Identify personal attributes important to the role and 

company
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A résumé can be written in many different ways. Most begin by summarizing 

the applicant’s qualifications that pertain to the position. 

This section should be put at the beginning of  the résumé, right under the 

space left after the name and contact information. 



The Interview 

Allows: 

Employer to get to know person applying for position

Applicant to ask questions about company and position
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Through the interview process, the employer develops a good sense of  the 

applicant’s communication skills, which are demonstrated when the 

applicant answers questions, provides feedback on possible situations, and 

asks questions about the position and company. 



Preparing for the Interview 

Communication

Research the company, the setting, and the position for 

which you are applying

Lack of  conversation may signal lack of  interest
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Be sure to write down the interviewer’s answers to questions about the 

position and the company for future reference; this is another way of  

showing the employer that the applicant truly wants the position. 



Dressing for success

Neat and clean attire and shoes

Conservative business dress

Bring uniform and supplies in case demo necessary 

during interview
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No gum, candy or other objects in your mouth

Minimal jewelry

Ensure you have no body odor

If  you perform massage as part of  interview, bring an appropriate 

uniform to interview and change before giving the massage



Interview questions

What do you consider your greatest strengths and 

weaknesses?

Describe a time when you were faced with problems or 

stresses at work that tested your coping skills. What did 

you do?

How do you deal with competition? Are you a 

competitive person?

What would you consider an ideal work environment?
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When the interviewer asks questions, make eye contact when you answer 

and be confident.



Interview questions (cont’d)

What are your long-range career objectives, and what 

steps have you taken toward realizing them?

How well do you work with people? Do you prefer 

working alone or as part of  a team?

What do you think are the qualities of  an effective 

leader?

What do you do when people disagree with you? How 

do you manage conflict? 
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You need to prepare answers in advance to these questions. 



Closing the interview

Reiterate skills and strengths

Why you are a good fit

Ask interview if  you can send references and/or set up 

demo massage

Ask when decision will be made

Shake hands

Send thank you note
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You should have an idea of  what you will say when leaving the 

interview. 

Verifying how you should contact the employer to follow up (phone or 

e-mail) shows that you are considerate and polite. 

A handwritten note is the most professional way to thank the 

employer, but if  time is an issue (e.g., the decision will be made 

quickly), an e-mail may be more appropriate. 



Self-Employment or Employment by 

Others 
Self-employment traits and requirements

Entrepreneur – a person who organizes, operates, and 

assumes the risk of  a business venture

Long hours

Deep commitment
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Successful self-employment requires an entrepreneurial spirit.

Self-employed people must be self-starters with a broad range of  

professional and business skills. 



Employee opportunities

Health care system

Spa industry

Personal service industry

Fitness industry

Recreation industry

Massage franchises
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The massage profession has seen a steady increase in jobs and career 

opportunities in the more traditional employee market, in which the massage 

practitioner goes to work for an individual or a company at an hourly wage 

or salary. 

The most rapid 

expansion of  employment 

opportunities is occurring 

in the spa setting and in 

the health care system. 



“Know thyself:”

How disciplined am I? 

Do I wait until the last minute to do a job? 

Am I on time or do I usually run late? 

Do I keep myself  organized? 
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In determining whether self-employment is their best choice, professionals 

should ask themselves these questions. 



True Earnings and Real Time 

$50,000 gross income = $25,000 net income

50 weeks x 20 clients per week at $50 per client = 

$50,000 gross 

50% will be spent on overhead costs

Real time – amount of  time actually put into the business
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Overhead costs include rent, advertising, linens, supplies, phone, 

mailings, and postage.



The self-employed massage therapist also must consider real time, 

where for every hour spent giving a massage, at least 1 hour will be 

spent on business work, such as records, clean up, advertising, and 

marketing. 

When all factors are considered, the earnings end up being about the 

same whether the practitioner is an hourly wage employee or the owner 

of  his or her business. 



Advantages and Disadvantages 

of  Self-Employment 
Advantages:

Business income could be increased by subletting office 

space or because advertising expenses decrease after 

several years

More freedom to self-direct

Flexibility in scheduling work hours
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Other advantages include the practitioners choosing what they wear and 

what kind of  work they perform. 



Disadvantages:

Numerous responsibilities (business and client services)

Isolation and lack of  peer support

Inability to leave business for any length of  time

Group benefits are unavailable

32

Membership in professional associations can offset the benefit issue because 

group insurance programs are available through them. 



Advantages and Disadvantages 

of  Employee Status 

Advantages:

Pay increase 

Not responsible for any of  the business concerns

Creating an environment of  support with colleagues

Benefits and vacation 
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Disadvantages:

Adherence to business rules and regulations

Less flexibility in work scheduling

A shared work space 
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Client Retention 
Develop a client base that maintains a regular appointment 

schedule. 

Explain the benefits of  regular massages to your clients. 

Ask clients to schedule their next appointments.

Remind clients of  their appointments by phone or mail.
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Educate clients to understand that massage’s benefits are reduced if  it is not 

continued: the benefits of  massage are cumulative and are more sustainable 

with regular appointments. Clients who come for one session might decide to 

make massage a part of  their routine

A client might commit to regular schedules if  he or she experiences measurable 

improvements in a safe, professional, and ethical massage environment.) 



Reality Check 
Is client retention a problem?

Evaluate skills

Ask yourself  questions

Scrutinize yourself  and your business
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Were my communication skills effective?

Did I establish rapport with the client?

Did I look professional?

Did I offend the client?

Did something about my appearance make the client feel 
uncomfortable?



Was my hygiene impeccable?

Could an offensive environmental or body odor have been a 
problem?

Was the massage environment safe, clean, and 
comfortable?

Did I talk too much during the massage?

Did I use the appropriate massage methods and pressure 
levels?

Did the massage I provided meet the client's goals?

Did some sort of  behavior I have make the client 
uncomfortable?

Are my fees reasonable?

Do my fees support retention?



Reimbursement 

Fees and incentives are great marketing tools.

Investigate what others located within a 1-hour radius are 

charging; set fees in mid-range.

Offer incentives and coupons, but undercutting usually is 

not a good idea.
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The equity hypothesis states that people usually live 

according to an equal exchange for services rendered or 

for goods received. Therefore, it is important to charge 

what the massage is worth in time value. If  the fee is 

too high, it will not attract regular weekly and biweekly 

clients. If  the fee is too low, the therapist might begin to 

resent the time spent with the client.) 



Include travel time when performing 

on-site massage.

Offer discounts to clients who 

schedule regular visits (massage 

package).

Review fees yearly.

Notify clients of  fee changes at 

least 30 days in advance.
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Self-Employment 

vs. Employee Incomes 
Business costs

Self-employed

Spend ½ of  gross income on expenses

Set aside 1/3 of  net income for taxes

1 hour massage = 1 hour extra business time (2 

hours total)

On-site massage considerations
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Always remember that each hour spent doing massage requires at least 1 

hour of  business management time. Giving 20 1-hour massage sessions 

is at least 40 hours of  work if  a person is self-employed.

For an on-site massage session, the practitioner travels to the client’s 

home or business, and travel and setup time must be figured into the fee. 



Hourly wage

$9-$20 average hourly wage

$8-$10/hr beginning wage

Usually paid for time spent on location even if  massage 

not given

Salary

Paid on the basis of  completion of  tasks rather than 

number of  hours worked
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Wages for employee massage professionals can be hourly, salary, or 

percentage based as long as the minimum wage requirement per 

hour worked is paid to the employee. 

According to the U.S. Bureau of  Labor Statistics, the average 

yearly net income for a full-time massage professional is $20,000 to 

$35,000. This is about $10 to $15 per hour based on a 40-hour 

work-week. 

Plus Tips



Insurance or 

Third-Party Reimbursement 
Insurance companies pay for therapeutic massage if:

the massage therapist is an employee of  a licensed 

medical professional or managed care corporation, and 

the client may be able to collect with a prescription for 

massage from his/her physician and a receipt showing 

payment.
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A massage therapist can be an independent provider who is contracted with a 

managed care corporation.

Some health plans allow direct access (no referral or prescription required) for 

massage therapy benefit coverage. 



Insurance 

Claim 

Form
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In some areas, licensed 

massage therapists may 

be able to bill insurance 

companies directly, 

though this is not 

common.
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The advisability of  

dealing with insurance 

companies is 

controversial, and 

some professionals are 

even beginning to 

refuse to participate in 

health insurance 

programs; they have 

begun to adjust their 

fee schedule and are 

returning to a cash-

for-services system. 



The Business/Career Plan 

Components of  a business plan:

Mission statement—expression of  the intent of  the 

business plan (“What will be the main focus of  my 

business?”)

Financial plan
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One option is to move gradually into a new business by working at it 

part time while holding a full-time job. The second option is to commit 

to the new massage business full time.



The Goal-Setting Plan
Goals—small steps to implement a plan 

Goals provide:

Direction

Landmarks for achievement

To set up attainable goals: 

Identify obstacles

Identify risks
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Goals may change over time, and you may need to change strategies for 

achievement along the way. 



Guidelines for Setting Goals 
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Writing the Business Plan 

Executive summary

Market analysis

Company overview

Description of  management and organization of  staff

Ownership information

Funding requests

Financials
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The Small Business Association (SBA), an independent 

agency of  the U.S. Government whose mission is to help 

Americans start, build, and grow businesses, is also an 

excellent resource for business topics and provides detailed 

information on creating a business plan.



Business Name 
Your business name should: 

Appeal to you and clients

Create emotional connection for clients

Be short, descriptive, concise, and easy to remember

Have a logo
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Careful consideration must be given to creating a business name that clearly 

and concisely reflects the intention of  the business. 

Imagine how the name would look on business cards, on a Web site, and in 

advertisements, and determine whether a logo can be designed that reflects 

the intention of  the name.



Avoid:

Embarrassing misspellings, abbreviations, and potentially 

offensive undertones

Implied associations with organizations or people with 

whom the business is not connected
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Once you have decided on the perfect business name, you must make 

sure that it is secure and protected and that no other business in the 

area has the same name. 



Start-Up Costs

Start-up costs—initial expenses required to start an on-site 

massage business:

Basic portable table ($500)

Business cards, simple brochure, telephone line ($800)

Membership in professional organizations ($300)

Linen and supplies ($300)

Opening a bank account ($500)

Initial advertisement ($1000)
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Aim to keep start-up costs below $4,000. 

Why is it necessary to have a cash reserve in addition to start-up 

costs? 

A cash reserve equal to the amount of  money needed to cover basic 

business and personal living expenses for 1 year is necessary because 

some people give up their business venture when they run out of  the 

money needed to pay their bills.



Self-Employment 

A self-employed massage professional creates an 

independent business by: 

Renting a facility

Paying the owner a percentage of  every massage

Paying the monthly rate

Hiring massage practitioners (hourly wage or salary)
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It might be a better choice to pay a percentage for each massage when first 

renting a facility because, if  there is a slow week, the professional is not 

forced to pay a monthly bill.
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This is a sample 

facilities and 

services agreement 

written in contract 

form.
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The Target Market 

Narrow the focus to one or two areas or markets by asking:

Where do I plan to work and what potential client 

groups are available within a half-hour drive of  the 

location?

What type of  people do I want to help?

How will I reach those potential clients?

When do I want to be available for massage?



In developing a business, it is important to know the market. 

By the fifth year of  business, the practitioner usually has established a 

solid focus, a narrow target market, and a consistent clientele.
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Marketing
Marketing is the use of  advertising and other promotional 

activities required to sell a product or service. 

Word of  mouth

Business cards and brochures

Talk at service clubs and churches

Stress management class at adult schools

Gift certificate at charity events

The main obstacle is convincing people that regular massage is beneficial to 

a healthy and stress-free lifestyle. A massage business is built on those who 

get a massage on a weekly, bimonthly, or monthly basis. The other obstacle 

is helping would-be clients justify the fees for massage
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Internal 

and 

External 

Marketing 

The main obstacle is convincing people that regular massage is beneficial to a 

healthy and stress-free lifestyle. A massage business is built on those who get 

a massage on a weekly, bimonthly, or monthly basis.)
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Brochure

The brochure should give specific information to educate 

potential clients about:

Nature of  services offered

Description of  services offered

Qualifications of  practitioner

Client’s financial and time investment

Client’s role in health care 



A brochure should state that no specific treatment of  any kind is given for 

preexisting physical or mental problems.

The brochure should also state that clients can stop the session at any time 

and may choose not to have an area of  the body touched or to have any 

particular technique used. 
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Media

Internet is now main mode of  advertising

Radio and TV advertising are expensive

Needs to target local area

A group of  massage professionals can advertise together. By splitting the 

cost, newspaper, radio, and television advertising becomes affordable.
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Creating a Web site 
Basic features of  Web site:

Load pages quickly

Clearly identify you and your business

Have the best template for your personality and business 

profile

Be easy to navigate and read

Have relevant content that is kept current

Employ search engine optimization



Be sure the Web site provides the name of  your business and your 

professional name, the business’s phone number and address, a link for 

directions, a map to your location, and brief  descriptions of  the types 

of  massage skills you have. 

Be sure the Web site’s directory is clear and that clients can easily find 

important information. 
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Creating a Web site 

Fees:

Domain registration costs about $15

Hosting fees range from $10 to $25 per month

Developing a simple site is not that difficult to learn, but unless the massage 

professional is already skilled in Web site design, he or she probably would be 

better off  hiring a professional. 
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Advertising Summary 

Any written material or advertising must answer these 

questions:

Who? (your business)

What? (therapeutic massage)

Where? (address and phone number)

When? (appointment times)

How? (can be reached by phone, e-mail)

This information should be provided on your business card as well.
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Management 

Management is all of  the activities required to maintain a 

business.

Steps:

Obtain all licenses.

Choose a business location.

Determine the legal structure of  the business.

Register the name of  the business.

The KISS principle (keep it simple and specific) is an excellent concept to 

help organize the details of  business practices. 
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Steps (cont’d)

Register for tax purposes.

Arrange for insurance.

Open business banking accounts.

Set up investments.

Keep records.

Develop a client-practitioner agreement and policy 

statement.

A business consultant and an attorney usually are the best advisers. 

The simplest business arrangement is the sole proprietorship.
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Obtaining Licenses 

Two distinct types of  licenses for massage professionals:

Professional (state department of  licensing and regulation)

Business (local government)

If  a state licenses massage practitioners, the professional usually must show 

proof  of  a certain level of  education and pass some sort of  licensing test. 

The best way to find out about licensing in any state is to contact the 

Department of  Licensing and Regulation in the state capital. 



72

Obtaining Licenses
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Choosing a Business Location 

When choosing a business location:

The zoning for a massage business is general office or 

commercial (local government offices)

Obtain a permit or business license

Because of  difficulties with local ordinance control of  massage 

establishments, there may be restrictions on locations for a massage business. 
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Determining the Legal Structure 

of  the Business 
Sole proprietorship (one-owner business) 

Simplest way to set up a business

Partnerships and corporations

Complicated business structures

Need to be discussed with an attorney



Registering the 

Name of  the Business
DBA = Doing Business As

Fee is usually around $20
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Remember, when choosing a business name, the public’s interpretation must 

be considered. A person who chose BODY-WORKS as a business name 

received calls about automotive body repair. 

The county clerk will check to see whether anyone else in the county is using 

the name and then issue the DBA. This document may be needed to open a 

business checking account.
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Registering for Tax Purposes 

Federal, state, and local taxes must be paid.

Sales tax identification number

Federal tax info (IRS)—call 800-829-1040

State tax information—department of  the treasury

Local tax—local county and government offices

One third of  the gross income of  a business usually is needed to cover 

various taxes. 

Tax money must be set aside every month and left untouched. 

A professional tax preparer can help a great deal with management of  your 

taxes.
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Arranging for Insurance 
The massage practitioner needs:

Malpractice insurance—covers professional negligence or 

maleficence through professional organizations (ABMP, 

AMTA)

Premise liability insurance or “trip and fall” insurance—to 

cover fire and damage to equipment through professional 

organizations

Massage therapists can also buy insurance directly, without being a member 

of  a professional organization.

Some insurance companies combine malpractice and premise coverage. 
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Setting Up Investments

After taxes have been paid, 10% of  income could be invested in 

a long-term growth investment. 

IRA – Individual retirement account

All massage professionals, whether self-employed or employed by others, 

should set up an individual retirement plan. 



79

Keeping Records 

A paper trail requires the following:

Save all business receipts. 

Date all documents.

Make no verbal contracts. 

Organize information monthly on a spreadsheet.

Keep comprehensive client files and payment records (cash, 

check, credit cards).

It is helpful to use a commercial, computer-based record-keeping system to 

have a successful business. 
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Client-Practitioner 

Agreement and Policy Statement 
The client-practitioner agreement:

Clarifies nature of  service rendered to and for client

Helps protect against unwarranted client expectations

Serves practitioner as a constant reinforcement of  scope 

and limits of  practice

Serves as a factual tool if  required in court



This is the document in which you set forth the professional rules 

for the client. 

The agreement or policy statement should be presented in simple, 

easily understood language. It gives the practitioner an opportunity 

to define his or her practice. 
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Hallmarks of  a Successful Employee

If  you decide that you 

are better suited to 

achieving success as an 

employee, commit to 

being an excellent 

employee. 
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