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Message from the Editor 

Running Your Business 

As regulated health professionals, RMTs focus on treating and preventing 
physical dysfunction and pain in their patients. This patient-centred approach 

is an important aspect of delivering high-quality health care, but it is important not 
to forget the elements of running a successful business. Many people are drawn  
to massage therapy because they want to help people, but without learning 
how to handle the business aspects of practice your potential to do well will go 
unrealized in the long term. In this issue, we focus on some of the important 
business elements of running a successful massage therapy practice.

After graduating, massage therapists are often eager to get to work right away. 
They want to put their assessment and treatment skills to good use, and begin  
to build up their practice. However, starting up a business can be a daunting task and, 
for many, it can be difficult to figure out where to begin. Daniel Ruscigno outlines 
five questions to ask yourself from the get-go. Amy Beggs highlights some common 
RMT business concerns, from disputes with colleagues to legal requirements for a 
home-based business, along with specific ways to approach them. 

Businesses that start out on the right foot will not necessarily remain successful. 
Something that worked once might not work forever. As business expenses  
and the general costs of living rise, it is likely you will want to raise your prices.  
Don Dillon examines when and how to raise your fees. In another article, he 
discusses how to evaluate your delivery-of-care model to determine if and where 
there is room for improvement. 

Once you have grasped the basics, the ultimate goal is to thrive. Margaret  
Wallis-Duffy provides her five tips for success as an entrepreneur, drawing  
from her 25-year career as the owner of a massage therapy business and a 
new-media company. 

Certain elements of running a business might always be difficult, but that is 
no reason to avoid them. Accounting is not fun for most—for some, even the 
thought of looking at a spreadsheet is daunting. Andrea Collins, a former RMT and 
practicing bookkeeper goes over the basics of how to categorize your expenses, 
track your income and determine your profitability. She gives us the tools to better 
tackle the dollars and cents, and a starting point for discussions with an accountant. 

Business skills are a critical yet sometimes overlooked element of success.  
This issue of Massage Therapy Today provides resources that will act as a starting 
point for developing, maintaining, and growing your practice. Your role as a 
regulated health professional can be complemented by your role as a successful 
business person. By starting with and frequently reviewing the basics, you can 
achieve and continue your dream career.  

Laura Fixman,
Communication and Member Services Coordinator, RMTAO
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When you are running a business, you 
need to know if you are making 

money. To do that, it is important to 
understand bookkeeping. To really understand 
bookkeeping, you need to understand the 
basic accounting equation and the financial 
statements that accompany it.

It is important to keep your expenses  
and revenue documents organized and in a 
format that easily allows you to use those 
statements to analyze your financial picture. 
This is the essence of bookkeeping. 

Categorize your expenses
The first step in efficient bookkeeping is  
to develop a system to categorize your 
expenses, so that you can easily record  
them and find any receipt. You could use a 
folder, multiple file folders, a filing cabinet 
or banker’s boxes. Whichever method you 
choose, remember that you will be storing 
these files for an extended period of time  
(six years after you have filed taxes for the 
Canada Revenue Agency [CRA], and 10 years, 
or 10 years past the age of 18 years, for  
the CMTO and Massage Therapy Act). 
Keeping your financial and patient files 
separate can lessen the workload when 
sorting out what can be shredded each year. 

The most common way to sort your 
expenses is by the date on which you made 
the purchase or by the category of expense.  
If you choose the date system then it will  
be easier to file your receipts each month,  
but finding a specific receipt when necessary 
will be more challenging. Sorting by category 
may need more sections, but you will have  

less paperwork in each section to look  
through to find a specific receipt. Being 
able to find a receipt is a requirement of 
the CRA. Keeping organized records keeps 
you compliant and will help if you are ever 
audited—a happy auditor is better than one 
who has to figure out your filing system!

So, what categories should you be using? 
The simplest method is to employ the same 
categories that the CRA uses for tax purposes. 
Some of these categories can overlap, so 
choose which ones you will use and stay 
consistent. Here are the most common 
categories that apply to massage:

By Andrea Collins 

Andrea Collins, RMT, 
has been self-employed 
for more than 16 years. 
She has written several 

business articles,  
presented a number of 
courses at conferences  

and conducted  
continuing-education 
courses. She has also 

completed studies 
in bookkeeping and 
is now practicing as 
an accounting clerk/

bookkeeper in Calgary. 
Andrea can be reached at 

acollstoco@gmail.com.

Bookkeeping 101
Are You Profitable?  
How Do You Know?

Focus on Business  
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“ Finding  
a good  
accountant 
is crucial to 
making sure 
that you  
are taking  
advantage  
of all the  
tax credits  
for which  
you qualify.”

n   advertising 
n   meals and entertainment (food, beverages  

and entertainment, but you can only claim  
50 per cent of the total)

n   insurance 
n   interest charges 
n   business tax, fees, licenses and dues 
n   office expenses (this should include  

anything that you have purchased for  
generic use in your business)

n   supplies (massage-specific items)
n   legal, accounting and other professional fees 
n   management and administration fees 
n   rent (any fees that you pay to rent a  

room in a clinic—flat fee or percentage)
n   maintenance and repairs (any costs that  

you incur for repairs or maintenance of  
your space) 

n   salaries, wages and benefits (if you  
employ others)

n     travel (travel expenses that you incur to  
earn an income)

n   telephone and utilities 
n   delivery, freight and express (both fees  

for purchases you have had shipped to  
you, such as supplies, as well fees for 
shipping to others)

n   motor vehicle expenses (your car may  
be an expense, but you will need to  
discuss this with an accountant) 

n   other expenses (anything that does not  
fit in another category)

n   business-use-of-home expenses (this  
could be a clinical space at home or an  
office space)

This is a partial list of the CRA’s categories. 
There are also special rules and regulations 
surrounding many of the categories; they are 
too detailed to give full explanations here. 
You should always seek the advice of an 
accountant about your specific situation. 

It might seem that there are a great number 
of categories to keep track of, but they are a 
tool to help you maintain a good picture of 
your financial situation. If you are not making 
enough money then you will need to analyze 
these numbers to figure out how to cut costs 
to make you more profitable. If you have 

everything lumped together in only a few 
categories, that will be a challenge. Creating 
custom categories for recurring expenses such 
as linen fees or parking fees can also help you 
analyze your expenses.

Find a good accountant
Finding a good accountant is crucial to making 
sure that you are taking advantage of all the 
tax credits for which you qualify. Choosing 
the right accountant is also very important, 
as not all accountants are familiar with small 
businesses and their intricacies. Ask other 
massage therapists in your area for a referral to 
someone they trust.

Record your expenses
Once you have sorted your expenses into 
different categories, you will need to record 
them. You can choose to go old-school and 
use chart paper, but this is very laborious. 
The potential for errors when doing manual 
calculations is high, even for professionals. It is 
better to enter the information on a computer, 
where you have several options for organizing 
your finances. A simple spreadsheet is a 
good beginning. If you are not familiar with 
spreadsheets or you get hives just thinking 
about them, look for an introductory course 
at your local continuing-education centre or 
community college. Do not forget that any 
course fees and textbooks can be listed as 
business expenses. 

If you are busy or opening a clinic with 
multiple therapists then you might be ready 
for a computerized bookkeeping program. 
There are several programs to consider, with 
QuickBooks and Sage (aka Simply Accounting) 
among the most commonly used. QuickBooks 
(particularly the desktop version) seems, in my 

HELPFUL TIP
Remember that businesses  
operate on a fiscal period,  
usually a year. This year can  
start at any time that you  
choose, but choosing the calendar 
year is usually easiest.

usually a year. This year can 
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experience, to be a bit simpler to understand 
and appropriate to our business.

 
Using spreadsheets
With these tools, tracking your revenue will 
be a little simpler. If you are using paper 
(hand-written) receipts, consider switching 
to spreadsheets. Using a spreadsheet is 
straightforward and does not require  
extensive knowledge. You need to track the 
date, the amount of the sale (gross amount), 
the amount of harmonized sales tax (HST) 
and the amount after taxes (net sale). When 
you are writing receipts, track the same 
information plus the method of payment.  
You can track on a spreadsheet by 

appointment (you could record the method  
of payment here) or by day (i.e., the sum  
of all sales for that day). 

If you are using an online booking system 
then you will probably already be familiar  
with reports showing what you have billed, 
how the client paid, any gift certificates 
purchased and used, and possibly other data 
that might give you more information about 
your practice. Your total revenue is what  
you will need to report on your income 
statement and to the CRA at tax time. Your 
income might include money from selling 
products, using other modalities that are not 
covered by your RMT licence or income from  
a different line of work.

Remember any HST that you collect is 
not your income. You are the person in the 
middle, collecting money that you will have to 

remit to the government. Consider keeping 
this money and other tax savings in a  
separate account to ensure it is available  
when tax season arrives.

Work out your profitability
Now that you have a method to track  
your income and expenses, you can  
determine your profitability. For a given 
period, take your income and minus your 
expenses. If the number is positive then  
you have made a profit (this is the amount 
that you will have to pay income tax on).  
If the number is negative then you have  
spent more than you have earned and  
are at a loss—you need to either increase 
your income or decrease your expenses. 
Fortunately, you now have a spreadsheet  
with a breakdown by category to see exactly 
how you have spent your money, which 
would have been very hard to determine  
from a pile of receipts. 

Understanding the principles outlined  
in this article will help you determine your 
business’s financial viability. Remember, 
however, that it is always best to discuss 
specific concerns with an accountant. 

Further reading
•  Weygandt J, Kieso D, Kimmel P, et al (2012) 

Accounting Principles, 12th Sixth Canadian 
Edition: Volume 1. Wiley Publishing. 

•  Canada Revenue Agency. Business and 
Professional Income. Available from:  
www.cra-arc.gc.ca/E/pub/tg/t4002/
t4002-16e.pdf. (A CRA resource explaining 
general business information, including 
income, expenses, partnerships, records  
and reporting.)

“Remember any  
HST that you  

collect is not  
your income.  

You are the  
person in the  

middle, collecting  
money that you  

will have to  
remit to the  

government.”

HELPFUL TIP
Although many therapists  
use their personal bank  
accounts for business, this  
is not recommended. Set up  
a separate account for your  
business, and use this account to 
deposit all of your revenue and pay 
for all of your expenses. 

Although many therapists 

is not recommended. Set up 
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Do you provide good care? How do you 
know? In the tried-and-true delivery-of-

care model you have adopted, is there room  
for improvement? 

I have had the opportunity to view 
practitioners delivering care, as well as to 
experiment with my own practice. I have found 
variables in the patient/practitioner experience 
to be quite amenable to tinkering. Some 
variables are influenced by the market sector 
you work in (e.g., rehabilitation, spa, workplace 
wellness, athletics), but you can innovate to 
make the patient/practitioner experience truly 
significant for all involved. Can you find a way 
to make your sessions magical? Walt Disney 
famously told his employees, “Whatever you 
do, do it well. Do it so well that when people 
see you do it, they will want to come back  
and see you do it again, and they will want  
to bring others and show them how well you 
do what you do.”

We need a tool that scrutinizes each 
stage of the massage therapy delivery-of-care 
model—one that allows us to cross-reference 
the variables we can manipulate into making 
the experience more valuable, meaningful, 
productive and effective.

Variables within delivery-of-care models
Practitioners typically apply the following 
delivery-of-care model variables to each 
session: Attract (marketing), intake, assess, 
conclude (your professional opinion), treat, 
measure outcomes, create a plan and  
prescribe self-care.

Now, consider applying a second set of 
variables to frame the patient/practitioner 
experience. Tinkering with these variables 

makes the experience more valuable and 
personal, and makes the outcomes more 
effective and efficient. There are a number of 
variables that go into the patient/practitioner 
experience, and here are a few to consider: 
Time, technique/tools, technology, tangible 
outcomes, team, and take-home pay.

Here is what happens when we link common 
delivery-of-care variables with patient/
practitioner experience variables:

•  Time. Can you assess or treat in less  
time? I discovered that, under time pressure, 
I could yield excellent results in just  
10 minutes. Why did I think I needed an 
hour? Alternatively, you could lengthen  
your session times to augment the patient/
client’s experience.

By Don Dillon, RMT

Construct Your  
Delivery-of-Care Model

Don Dillon, RMT,  
is a practitioner, speaker 
and mentor. Find him at 

MassageTherapistPractice.com.

Focus on Business  

SOAP NOTES
THAT WRITE THEMSELVES

EXCLUSIVE PRICING FOR RMTAO MEMBERS
Visit ClinicSense.com/RMTAO to save up to $120/year

With ClinicSenses’s new SOAP notes that write themselves you will never have to write 

or type a note again! Simply answer a few questions with a point and click and we’ll 

automatically generate a SOAP note based on your answers. 

Our customers have reported spending an average of 72% less time writing notes. 
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•  Technique/tools. Can you incorporate 
innovative techniques or hand tools into  
your treatments to increase your work 
capacity, lessen your strain, and improve 
outcomes? Hot stones can have a broad,  
flat surface or a firm edge (saving fingers  
and thumbs), as well as heat to penetrate 
soft tissues deeper and faster.

•  Technology. Can you use technology  
to attract patients (e.g., websites, social 
media), conduct an intake (e.g., online  
fillable case history), assess outcomes (e.g., 
post-session online surveys) and prescribe 
self-care (e.g., online videos demonstrating 
remedial exercises)?

•  Tangible outcomes. How are you mea-
suring treatment success? Muscle testing, 
analogue pain scales, well-being indices  
and post-session range-of-motion improve-
ments can all be used to demonstrate to  
the patient that something positive has  

happened. Increasingly, new technologies 
(e.g., biometrics from wearable devices) will 
become available to measure outcomes.

•  Team. Who can help you provide care? 
Think of the ways staff work in an 
emergency department, dental practice, 
or veterinarian’s office. Can you work with 
multiple practitioners in real time?

•  Take-home pay. Your take-home pay is 
directly limited by your work capacity, the 
pricing you set, and your ability to generate 
other sources of income. How can you 
capture more value in your pricing, or use 
staff or new tools and techniques to increase 
your work capacity?

An example
As a practical example, by triangulating 
delivery-of-care variables with patient/
practitioner experiences, I have been able to 
achieve dramatic symptom reductions in short 
periods of time (sometimes as little as five to 
10 minutes); and I have also offered extended 
visits to patients with complicated symptoms. 
I have used hydro- or electric therapies and 
hand tools to augment treatment effects  
while decreasing the strain on my own body, 
which affects my work capacity. 

I use post-treatment online surveys, 
websites, and digital newsletters to extend my 
practice mission and care. I measure a variety 
of outcomes and report the results to my 
patients, creating high patient adherence to 
treatment plans. I have joined sessions with my 
associate practitioners to work in tandem on 
a patient to illicit better outcomes than a sole 
practitioner could obtain. Finally, I have raised 
my take-home pay by increasing my pricing, 
brokering opportunities for other practitioners, 
and increasing my work capacity by using 
body-saving techniques and tools.

Whatever patient/practitioner experience 
variables you would like to re-evaluate and 
improve, take a look at your delivery-of-care 
variables and raise your level of care so high 
that “They will want to come back and see  
you do it again.” 

“Whatever  
you do,  

do it well.  
Do it so well  

that when  
people see you 

do it, they  
will want to  

come back and 
see you do it 

again.”–Walt Disney

HEALTH LAW

Providing legal advice and 
representation to RMTs on CMTO  
and other health law matters.

Lad Kucis
Partner
T 416.864.3114
LKucis@grllp.com

Registration • Complaints • Investigations • Discipline • Reviews/Appeals

Bay Adelaide Centre – East Tower
22 Adelaide Street West, Suite 3600
Toronto, Ontario  M5H 4E3 
www.grllp.com
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The massage therapy industry is home 
to thousands of entrepreneurs. In fact, 

industry research reports show that 70  
per cent of massage therapists will at some 
point in their career work for themselves.  
And for good reason. On top of the freedom  
of working when and where you want, 
massage therapists had one of the top 10 
profit margins in 2016 (according to Inc. 
Magazine), meaning there is plenty of 
opportunity for a successful career.

If you are considering opening your own 
business, or already working on establishing 
a new business, there are several questions to 
ask yourself early on in your venture. Combine 
this planning with hard work, patience and 
determination, and you can achieve long-term 
success on your own terms.

� Where will I open my business?
There are four common options that 

massage therapists look to when starting out, 
each with its own pros and cons.

Working from home
The primary benefit of working from home is 
the cost—specifically, you do not have to pay 
additional rent. It is a great way to get your 
feet wet as an entrepreneur. Therapists often 
choose to work as an employee while they 
start to build up their own practice on the side. 
Eventually, you will gain enough clients to take 
the plunge and work full-time for yourself.

The downside is the conflict between 
work and home. Generally, you will want a 
dedicated room in your house as a treatment 
room and many people do not have the space. 
In addition, it can be difficult to attract clients 

beyond your existing network, depending on 
the comfort of each individual with receiving 
treatment in a home. Finally, your growth 
potential is limited. This is one of the main 
reasons that this option can be great for 
getting started, before you eventually move 
into a dedicated office space.

Mobile massage
An alternative to working out of your home 
is to work from your clients’ homes. The main 
advantage of mobile massage is no additional 
rent, with the added benefit of not needing 
a dedicated space in your own home. As 
with working from home, this is a great way 
to start to build a client list while still being 
employed elsewhere.

The cons are similar to those for working 
from home—limited growth and potential 
resistance due to the comfort levels of in-home 
treatment, plus travel time and expenses. 

Renting a room from an  
established practice
Renting a room from an established business 
can be a great way to get started on your own. 
The upside comes from the customers already 
passing through the business. This is especially 
true if you rent from a chiropractor or physio-
therapist, who might send referrals your way. In 
addition, you will be working with an estab-
lished brand and in a formal office environment, 
both of which add credibility to your name.

The cons include the cost of renting the 
room and, since you will be working with 
an established brand, you will not be able to 
grow your own brand in the same way as you 
might if you are completely on your own.

By Daniel Ruscigno 

5 Questions to Ask… 
Before Starting Your Own Massage 
Therapy Business

Daniel Ruscigno is the 
co-founder of ClinicSense. 

ClinicSense offers clinic-
management software 

that helps with scheduling, 
intake forms, SOAP 

notes, billing and more. 
Find more information at 

ClinicSense.com

Focus on Business  
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Setting up your own office
Creating your own professional office space is 
where the most growth opportunity lies. You 
can really make it your own, establish your 
own brand and potentially bring in additional 
therapists as your business grows. However, 
all of this is associated with greater risks and 
costs, so it is especially important to have a 
solid business plan in place before venturing 
out on your own.

One of the key elements in setting up your 
own office is the location. Consider elements 
such as foot traffic in the area, parking and 
competitors. You might find it helpful to work 
with a real estate agent to choose your location.

� What are my start-up and  
operational costs?

Start a spreadsheet to record any expenses  
you can think of, down to the last drop of 
lotion. Understanding all of your costs is 
absolutely imperative so that you can make 
educated projections as to whether you can  
be profitable. 

To help you get started, here are some of the 
most common start-up and operational expen-
ditures, including equipment and accessories:
•  rent, utilities, laundry, internet, phone
•  massage table(s), chair(s), pillows, linens, towels
•  lotions, essential oils, candles, diffusers
•  massage tools, cupping set, hot stones
•  cleaning supplies
•  liability insurance
•  business permit and professional licence

•  signage, business cards, brochures
•  website and clinic-management software
•  office supplies (pens, paper, hand soap, 

tissues, bathroom tissue, water, tea,  
mugs, cutlery)

•   professional services (e.g., lawyer,  
real estate agent and accountant fees)

•  industry association dues
•  credit card processing fees
•  marketing and advertising budget

� How many clients do I need to  
earn my desired salary?

Now that you have added up your costs, it 
is time to think about how not only to cover 
them, but also how to earn enough to sustain 
your business over many years.Start with  
this equation:  
Revenue – expenses = gross salary. 

For example, if your goal is to make 
$40,000 and your expenses for the year are 
expected to amount to $20,000, then you will 
need to generate $60,000 in revenue. When 
handling large numbers, it is best to break it 
down into smaller numbers to get a better 
understanding of how to arrive at $60,000.

The first thing to consider is the average 
price of a treatment. In our example, we will 
use $75. If we take $60,000 and divide it 
by $75, we arrive at 800. This is the number 
of appointments you will need per year to 
generate $60,000 in revenue. But 800 is still  
a large number, so we can divide that further 
by the number of weeks you work per year: 
800 appointments, divided by 50 weeks, is 16. 

Therefore, in our example, 16 appointments 
per week will earn $60,000 in revenue.  
Substitute your own estimates to calculate  
the number of appointments per week needed. 
The result might sound like a lot to begin  
with but, with a solid marketing plan, you  
can achieve your goal.

� How will I build my client list?
Before thinking about how to build 

your client list, you might want to think about 
who you want your clients to be. Choosing a 
practice focus can distinguish you from the 
competition and do wonders to build your 

“Creating  
your own  

professional  
office space  
is where the  

most growth  
opportunity  
lies. You can  

really make it  
your own.”
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“ Before  
opening your 
doors, take  
some time to 
think about 
how you 
are going to 
attract new 
clients and 
put a market-
ing plan in 
place.”

client list. Do some research to see what is 
missing in your area. For instance, are there 
any therapists near you who specialize in 
sports massage? If not, then this might be  
a void you can fill. 

Strategies to build a client list can (and do) 
fill entire books. But the most common tactic 
for new businesses is to leverage your existing 
network—friends, family members, teammates 
and so on. Keep business cards on you at all 
times, tell people about your new business, 
invite them to book a treatment and ask them 
to help spread the word. 

Many therapists create a referral program 
to really get the most out of their connections. 
However, keep in mind that CMTO guidelines 
state that the following are unacceptable 
practices:
•   accepting, offering or giving a payment  

or “secret commission” or any other  
benefit related to a referral that creates an 
inherent conflict between public interest  
and personal gain

•  self-referral for a product or service that is 
not in the best interest of the patient/client 
(based on therapeutic need) but benefits  
the health professional financially 
Therefore, you cannot provide clients with  

a fee, discount or any kickback in exchange 
for a referral. An alternative idea is to host an 
“open house” in your office. Provide food and 
drinks, make your space super-inviting and set 
up a chair massage area where you will be able 
to show off your value. Invite all of your clients 
and add a “plus one” to the invitation. The 
goal is to get potential new clients into your 
space and booking an appointment with you.

Another common tactic is to use treatment 
packages. Typically, a package consists of 
three or more treatments, paid for upfront at 
a slight discount. This is mutually beneficial 
in that the client gets a discount and you get 
several guaranteed appointments. And as the 
client receives more treatments, you have more 
opportunities to show your value and get them 
booking more often. (Regarding discounts: 

Curties-Overzet 
Publications

Toll-Free: 1-888-649-5411      
Fax: 1-416-923-8116

info@curties-overzet.com      
curties-overzet.com

Curties-Overzet Publications has a distribution relationship with 
Handspring Publishing, a U.K. company that specializes in books 
about fascia, movement and manual therapies.
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“Online  
scheduling is 

particularly  
great for sole 
practitioners 

because it  
is tough to get  

to the phone 
when you  

are giving a 
treatment.”

The CMTO advises that massage therapists 
may charge less than their posted fee, but 
that clients who have paid a lower rate must 
receive the same attention and time as clients 
who have paid full price.)

Before opening your doors, take some 
time to think about how you are going to 
attract new clients and put a marketing plan in 
place. There are many resources to help you—
marketing blogs, books, magazines, Facebook 
groups, and your own friends and family. You 
will also want to reference CMTO guidelines. 
For example, when you are ready to place your 
first advertisement, you should be aware that 
the advertisement cannot include testimonials 
from clients, former clients, friends or family 
members, or any claims or guarantees about 
treatment that cannot be verified.

What you get out of your marketing plan 
depends on the effort you put into it—and 
remember to set aside some of your budget 
for investing in initial advertising.

� How do I manage the responsibili-
ties of being a business owner?

Time management is key for business  
owners. The more time you have available  
to treat clients or to work on attracting  
new customers, the greater your chance of 
success. For managing your business, there  
are several great pieces of software that  
will save you time, money and stress. Use 
Google or look to your industry association  
for suggestions.

Record keeping
A good clinic-management program will 
handle the bulk of your admin workload—
scheduling, reminders, intake forms, SOAP 
(subjective, objective, assessment and plan) 
notes and invoicing. Online scheduling  
is particularly great for sole practitioners 
because it is tough to get to the phone  
when you are giving a treatment. And online 
intake forms and SOAP notes will help you 
avoid the stress of managing paperwork—
which is especially frustrating after a few  
years in business.

Accounting 
An accounting program will help you easily 
track your revenue and expenses and generate 
your financial statements at year-end. You do 
not want to be caught in a position where 
you are stuck counting receipts at tax time. 
You might also want to consider engaging a 
bookkeeper or accountant to make sure your 
books are accurate. 

Virtual assistants
Employing office admin staff is often too 
expensive for start-up businesses. Look online 
for virtual assistants who will help you with 
tasks such as answering the phone or helping 
you put together marketing materials.

Answering each of the five questions above  
is very important before you invest any money 
into starting your own business. The more 
effort you put into planning, the better your 
chances of attaining a fulfilling and fruitful 
career as a massage business owner. 

Dr. Vodder SchoolTM

I N T E R N A T I O N A L
M e m b e r  o f  D r .  V o d d e r  A c a d e m y  I n t e r n a t i o n a l

Train in Toronto 2017/18
Basic (Full body MLD) 

June 15 – 19, 2017
September 29 – October 3, 2017

January 20 – 24, 2018
June 11 – 15, 2018 

November 14 – 18, 2018
Therapy I (Orthopedic applications) 

March 10 - 14, 2018
September 22 - 25, 2018

Therapy II&III (Edema management) 
June 10 – 21, 2017
June 09 – 20, 2018

info@vodderschool.com   |   www.vodderschool.com
1  800  522  9862

PROFESSIONAL TRAINING IN MANUAL LYMPH DRAINAGE
AND COMBINED DECONGESTIVE THERAPY

Lymphedema 
management
The most comprehensive 
160 hr training.  
Problem-solve your 
challenging patients.

~ Evidence-based 

~ Easy learning modules with 
small class sizes

~ Interactive, live classroom 
instruction with physicians

~ Learn precise manual skills 
with expert, accredited 
instructors

~ Classes available across 
Canada

~ CE credit available
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Join us on June 4th for this first-of-its-kind conference 
which will provide an important opportunity for  

massage therapy educators to learn more about how the 
profession of massage therapy is changing and  
the implication of those changes for educators.

Register online at www.rmtao.com

Sponsored by:

RECEIVE

$20
OFF 

EXCELLENCE IN PRACTICE
IF ATTENDING

EDUCATOR DAY
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It is an honour to be asked to share my story 
with all of you during the 25th anniversary 

year of my massage clinic, Wallis for Wellness.  
I am a massage therapist and I could not be 
more proud of our profession and what it has 
to offer to the world. 

It has been a wild ride over the past two and 
a half decades, as I have tried to traverse the 
unknown and often choppy waters of what is 
called “entrepreneurism.” To be honest, I prob-
ably should not have opened a business when 
I did, as I had no formal business training. But 
what I did have was far more powerful. I had 
passion, a clear vision, and the determination  
to make my dream become a reality. 

My journey
Every dream begins with an initial spark— 
an idea that frightens and excites you at the 
same time. My spark was ignited during my 
time as a student at Sutherland-Chan. 

It was 1991. As a student, I was a sponge 
that wanted to soak up everything I possibly 
could about the massage therapy profession. 
One thing that I knew with certainty was  
that I truly believed in the power of touch 
and felt strongly that the massage therapy 
profession deserved to be in the middle of  
the integrative health care model. 

This passion sparked a “fire” in my belly, 
and fueled my determination to share it with 
the public and other health care professionals. 
However, I knew this was just the beginning, 
as I wanted nothing more than to earn the 
respect of those other professionals so that  
we could link arms and work together to 
educate, empower, and inspire people  
to live well holistically. I wanted to improve  

the quality of care given to every client  
who walked through the doors of my clinic. 

In this article, I thought it might be 
interesting to share my top five tips for success 
as an entrepreneur, and then show you how  
I have uncovered and put these tips into  
action throughout the course of my career. 

My top 5 tips for success 
� Discover what fires you up! 
It was in my final semester at Sutherland- 
Chan that my personal vision began to take 
shape. It became clear to me that I wanted  
to create a clinic that would offer a wide  
range of evidence-based therapies, with  
an integrative, client-centred approach for 
people of all ages and at all stages of life,  
from pregnancy through to palliative care. 

I knew this was not going to be an easy 
feat as, 25 years ago, holistic health was  
not in the consciousness of most people and 
was certainly not the conventional approach  
to managing health and wellness. 

By Margaret 
Wallis-Duffy, RMT

From Massage Therapist to  
New Media Company CEO… 

Why Not Dream Big?

Margaret Wallis-Duffy’s 
clinic, Wallis for Wellness, 

which was established 
over 25 years ago, is a 

well-respected, integrative 
wellness clinic with a 

compliment of Registered 
Massage Therapists, and 

a variety of other allied 
health care practitioners. 

Margaret has also 
established WOW New 

Media as a comprehensive 
media team producing (in 

an entertaining fashion) 
broadcast quality online 

video and online radio 
programming that  

educates the public about 
health and wellness.  
Visit her website at 

www.wallisforwellness.com

Focus on Business  
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Instinctively, I knew that without action  
my vision would remain just a dream. So, I 
took my first step in what would become  
a 25-year journey as an entrepreneur. 

� Be willing to take risks
Before writing my board exams, or even my 
final school exams for that matter, I took 
a risk and signed a lease to open my very 
own massage therapy clinic. After much 
contemplation about the name, Wallis and 
Associates Massage Therapy Clinic opened  
its doors on April 6, 1992. This name was 
chosen for two reasons. 

First, I was staying true to my vision and 
began with the end in mind. My goal was to 
become a one-stop, multidisciplinary clinic for 
families. In order to make this dream become  
a reality, I would need to surround myself with 
an amazing team. Although one might think 
that a name is just a name, it set the tone for 
the clinic and kept my vision clear in sight. 
Within six weeks I had hired one therapist,  

within eight weeks we had two and now,  
25 years later, we have eight RMTs as part  
of our multidisciplinary team, and we are  
still growing. 

Second, perceptions are important.  
Twenty-five years ago, the massage therapy 
profession did not enjoy the same respect in 
the health care community that it does today, 
and I therefore wanted to ensure that we  
were perceived as being a professional facility. 
I was often told that the clinic name sounded 
like a law firm. Mission accomplished! 

Taking calculated risks is a crucial part  
of success as an entrepreneur. Looking back, 
this was not just my first big risk as a business 
owner, but one of the most important risks  
I have taken in my career. This set the prece-
dent for my approach to business for years  
to come. Despite the many doubts that  
still pass through my mind, I have always  
believed in my vision and thus have been  
willing to lean into vulnerability, regardless  
of the outcome. 

“ Taking  
calculated  
risks is  
a crucial  
part of  
success as an  
entrepreneur.”
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� Do the work, and be authentically you!
Opening my clinic was just the beginning.  
I knew that the real work was ahead of me. 
Passion simply is not enough. As therapists, 
entrepreneurs, and business owners, our 
biggest challenge is to build a strong founda-
tion on which we can grow and expand our 
businesses. Creating a strong referral base is 
essential to our long-term success, and finding 
unique and creative ways to build trust with 
other health care professionals is key. 

There is power in effective communication 
with other health care professionals. The most 
impactful things when building a practice lies 
in the follow-up. Following up with my clients, 
doctors, and other health care professionals 
who refer to our clinic has been a crucial com-
ponent in fostering the trust and confidence 
that others now have in our work and our brand.

� Fail forward
Although we always try to put our best foot 
forward and continue to evolve, grow, and 

improve the service we offer to our clients, we 
sometimes fall short and experience failure. 
Embracing failure has been one of the hardest 
things that I have had to come to terms 
with. However, once I realized that valuable 
lessons can be learned from failures, I have 
used them to fuel my learning and propel 
my business forward. Whether it is dealing 
with an unhappy client or an idea that I have 
implemented not yielding the results I had 
hoped for, I try to take the time to evaluate 
the lessons that the situation can teach me 
and find ways to apply them moving forward. 

� Surround yourself with people who 
share your vision 
Over the years the clinic has continued to grow, 
and has now expanded into the integrative 
health and wellness clinic that I dreamed 
of from the beginning. We are a one-stop 
wellness destination for the entire family. Our 
team consists of eight RMTs, two naturopathic 
doctors and a chiropractor, occupational 

“Embracing 
failure has  
been one  

of the hardest 
things that  
I have had  
to come to  

terms with.”
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previous participants:

“ I find that the more 
holistic approach of 
NISA speaks to me 
as a therapist.”

“ You are profes-
sional, yet open 
and casual, not an 
easy balance to 
strike sometimes.”

“ People need to 
know about this 
course!”

“ It changed my 
perspective on 
how to treat.”

    N I S A
•  has been taught to RMTs

for over 30 years

•  is a very detailed, specific fascia
technique to get to the root of
your client’s problem

•  is a softer, more gentle derivative of Rolfing
that is much easier on the therapist than most fascial techniques

•  strengthens the mind/body connection and releases stuck emotions

•  is a proven technique that helps rid your clients of long-term pain and
dysfunction. Clients will feel more freedom of movement and calmness
of mind.

•  teaches RMTs to look at the body in a new way, to see the person as a whole

The four day basic training is an intensive, practical, hands-on workshop,  
and the techniques can easily be incorporated into your massage practice.

NISA Basic Course for RMTs
28 hours, 14 CEUs (category A)  Early price is $650, regular price is $700

Cambridge, ON, May 12 - 15, 2017   •   St. John’s, NL, June 9 - 12, 2017
Sudbury, ON, July 14 - 17, 2017

Instructor: Linda Simpson, B.Sc., RMT  •  linda@galtmassage.ca  •  519-594-1717 

Check for more info and course updates on my website: www.galtmassage.ca
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therapist, pedorthist, counsellor, dietitian, 
reflexologist and craniosacral therapist, who 
all benefit from an 80 per cent doctor referral 
rate. I truly believe, however, that we need to 
continue to breathe new life into our vision  
so that we can challenge ourselves, continue  
to grow and unleash our full potential. 

The journey continues
To create new goals and form a new vision has 
once again required me to follow my passion, 
take risks, do the work, fail forward (many 
times!) and find the right team. My love of 
educating others on the importance of holistic 
health led me to explore the possibility of using 
new media to help educate, empower, and 
inspire people outside the walls of my clinic to 
live well. As a result, after 24 years in business, 
WOW New Media Inc. was born. WOW 
New Media Inc. is a full-service online video 
production vehicle. We harness the power of 
video to communicate, educate, and entertain. 
Our online video-programming style uses 
similar production techniques as traditional 
broadcast television as a way of engaging 
audiences, but in a new-media way. 

Why did I think that I could enter into 
an arena that I was not formally trained in? 
Here is the thing: We are all capable of doing 
something new if we are willing to push 
through our fears, get busy doing the hard work 
it takes to learn a new skill, stay focused on our 
goals, persevere, and never give up. This process 
took more than seven years to complete, but it 
was worth every difficult moment. 

As our team prepares to celebrate the special 
milestone of 25 years in business, I feel so grate-
ful for the career that I have and the amazing 
profession that I am proud to be a part of. 

Although we have come a long way as a 
profession, there is still a lot of work to be 
done. During the next chapter of my career, I 
am committed to doing my part in elevating 
our profession and sharing the benefits of 
massage therapy with as many people as 
possible across the globe. Remember that 
“overnight success” often takes years to 
create, and your attitude will often determine 
your latitude! 
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“The more 
powerful the 
symbol, the 
more powerful 
the placebo 
response will 
typically be.”

placebo responses are seen in animal models 
as well as in humans. Experiments have shown 
that blood pressure can be modulated and the 
immune system depressed in dogs and rats 
that have been exposed to classic Pavlovian 
condtioning, using only scents and sounds, that 
act as placebos. The practical application of this 
theory is that if your client is negatively cond-
tioned to a particular modality or approach then 
you need to introduce new expectations and 
create new positive conditioning to improve 
clinical outcomes. Conversely, you can take any 
modality or protocol to which your client has 
been positively conditioned and attach a new 
modality or protocol—effectively piggybacking 
on the existing positive conditioning.

Meaning
Meaning is the origin of all placebo theories. 
This is the essence of the concept of contextual 
effects; in other words, this is what any given 
trigger or environmental cue can mean to your 
client. As you might guess, this can vary widely 
among clients, but there are some important 
concepts for which there is evidence of 
improved outcomes. These concepts include: 

•  trust

•  motivation and desire

•  the power of listening 

•  feelings of care and concern 

•  establishing a feeling of control

•  reducing patients’ anxiety levels

•   giving an adequate explanation of the 
pathology

•   the narrative—how we make sense of 
the world

•  acceptance of the mystery of healing

•  certainty of the patient

•  time spent by the practitioner

•  use of ritual

•  the clinician’s persona:

    •  professionalism

    •  belief system 

    •  confidence

    •  competence

    •  attire

    •  enthusiasm 

•  clinical/healing environment

•  practitioner’s use of humour

As a therapist, it is in your interests to know 
that each and every one of these factors can 
act as a psychosocial cue that can manifest as 
a positive placebo response, improving thera-
peutic outcomes; or as a negative (“nocebo”) 
response that can diminish the effectiveness of 
your treatment. The placebo effect is ever-pres-
ent in the therapeutic encounter, and its power 
is probably more pronounced in treating pain 
that in any other pathology. As a therapist, it 
would serve you well to become acquainted 
with its role and increase your awareness of the 
many contextual factors that trigger this effect, 
with the aim of improving the effectiveness of 
your treatments.  

References available upon request.
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The profession of massage therapy has 
several appealing characteristics, one of 

which is the flexibility and entrepreneurial 
opportunities it offers. It fits well with people 
who prefer to work independently, want 
to be their own boss, or dream of running 
a successful health care practice. However, 
whether you are a newly registered massage 
therapist looking to find your place in the 
profession, or an experienced massage 
therapist who has decided to change practice 
venues, running your own business can be a 
daunting endeavour. Many massage therapists 
have rushed into a new business with high 
hopes and great enthusiasm, only to be 
disappointed with the lack of a stable income, 
an unreliable client base and, often, difficult 
business relationships.

Throughout my years both as an RMT 
in independent practice and as a practice 
specialist for the CMTO, I have encountered 
innumerable therapists who have fallen 
into very difficult situations because of poor 
practice or business management. Often, this 
can lead to expensive and time-consuming 
legal entanglements. In almost every case, 
these situations could be traced back to the 
beginning of the business venture, where 
either an intentional omission or an accidental 
oversight took place when business planning.

Location, location, location
When deciding where to practice, it is import-
ant to keep in mind your legal requirements. 
If you want to set up a home-based practice, 
as many massage therapists choose to do, you 
must first work out whether this is a viable 
option. Many cities have by-laws that prohibit 

home-based businesses, or put specific restric-
tions on running a business from home. For 
example, you might be allowed to operate a 
business from your home, but not to put  
up any signage regarding that business, or 
have any additional cars parked in front of  
the house. This is why it is very important to 
contact your local municipality before you 
make the decision to work from home. You 
must first determine if this is possible and, if 
so, what restrictions are in place.

If you have decided to open a practice 
outside of your home, in a commercial  
area, you should still contact your local 
municipality to identify any municipal 
requirements. For example, it is important 
to be aware of requirements for licensing 
commercial space, additional liability 
insurance, fire safety, and signage.

Understanding legislation
Another important factor to consider when 
starting your business, and when maintaining  
a successful practice, is how you will honour the 
various legislative requirements. In addition to 
the requirements placed on massage therapists 
by the CMTO, such as maintaining registration 
and professional insurance, record keeping and 
so on, there are additional legal requirements 
with respect to operating a business in Ontario. 
The 2005 Accessibility for Ontarians with 
Disabilities Act was established to develop, 
implement, and enforce accessibility standards 
within all businesses in Ontario. Specifically, 
regulation 429/07 “establishes accessibility 
standards for customer service and it applies  
to every designated public sector organization 
and to every other person or organization  
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that provides goods or services to members  
of the public or other third parties and  
that has at least one employee in Ontario.”  
To learn more about whether this would apply 
to you and how to fulfill these requirements, 
visit aoda.ca.

If you intend to use electronic means 
to market and promote your business, you 
must also be aware of Canada’s anti-spam 
legislation. This legislation came into effect 
in July 2014 and protects Canadians from 
unwanted communications, while still allowing 
businesses to compete. This law applies to all 
electronic messages (e.g., e-mails, 
texts) that organizations 
send in connection with a 
“commercial activity.”  
This would include many 
of the e-mail messages 
you might send to 
your patients, such as 
keeping patients up-to-
date with your practice 
through an e-newsletter, 
reaching out to former 
patients, or e-mailing 
community organizations 
to help advertise your business. 
The anti-spam legislation requires 
expressed consent from patients before they 
are sent such electronic messages. For more 
information, visit fightspam.gc.ca.

An additional legal requirement that  
you may need to be aware of, specifically 
if you intend to sell products within your 
practice, is Health Canada’s regulatory 
authority and restriction of health products. 
Only health products that have been approved 
by Health Canada can be advertised or 
marketed within your practice. Health Canada 
provides several policies to effectively regulate 
marketed health products. Visit hc-sc.gc.ca  
for further information.

Counting the cost
Something that is often overlooked when 
considering the initial costs of starting a 
practice is how you will supplement your 

income until your practice has developed. 
Many therapists who start a new practice are 
unaware of the time and energy involved in 
building a client base. Based on my experience, 
and that of several peers, it generally takes 
between one and two years to build a 
sustainable practice. What will your income-
supplementation plan be during this time? 

Many therapists consider selling products  
to supplement their income, or bringing 
in other professionals to work within their 
practice. Others, including myself, continue 
to work part-time in another profession to 

supplement their income until the 
practice becomes successful. Do 

not get discouraged if your 
practice is not immediately 

profitable—give yourself 
the one or two years 
required to build a 
patient base. 

Contracts
Finally, one of the most 

important, and yet often 
overlooked, considerations 

involved with starting a new 
practice or business is putting 

appropriate contracts in place. As a 
general rule, you should have a contractual 
agreement every time you enter into a 
business relationship with someone else.  
This might include a lease agreement for a 
clinic space, a sub-contractor agreement for 
the use of space within an existing clinic, or 
a partnership agreement if you decide to go 
into business with another professional. The 
importance of having a solid contract cannot 
be overstated. In my experience as practice 
specialist at the CMTO, almost 50 per cent 
of the questions or dilemmas we discuss 
are related to contractual issues—more 
specifically, problems arising from not having 
an appropriate contract, or any contract at  
all, in place. 

A good contract exists for several reasons: 
it protects all parties involved by setting out 
the obligations of each party; it describes the 

6933 MTT_Spg2017_24Pages_Final.indd   21 4/18/17   2:34 PM



22 Massage Therapy Today Spring 2017

“There is  
a common,  

but false  
concept that  
the clinic or  

spa facility 
“owns” the 

patients/clients, 
and therefore 
the patients’/ 

clients’; records  
as well.”

ways in which the parties will conduct business 
together; and it can be referred to and relied 
upon in the case of a disagreement between 
parties. Having a contract will help ensure 
that you are able to meet your professional 
obligations without running into conflict 
with clinic owners or co-workers. A contract 
also outlines any conditions attached to 
your business arrangements. For example, 
as mentioned earlier, massage therapists 
have very specific, legislated record-keeping 
requirements. One item that should always 
be outlined within a contract with other 
professionals or business owners is where 
the responsibility for the maintenance of 
health records falls and, specifically, 
what will happen to those 
health records should the 
contract end and the 
therapist leave the 
business. Whoever is 
responsible for the 
health records, whether 
that is the clinic 
or the practitioner, 
must adhere to the 
requirements set forth 
in the Personal Health 
Information Protection Act with 
respect to the responsibilities of the 
“health information custodian.” 

Contracts should also outline what will 
happen when a massage therapist chooses 
to leave the practice—particularly, how 
and when that therapist’s patients will be 
contacted. Other important components of 
a contract include non-competition clauses; 
non-solicitation clauses; details of expenses 
and fees; accessibility; and marketing/
advertising responsibility. 

The concept of “ownership” of a patient 
often comes into play when discussing 
contractual agreements. There is a common, 
but false, concept that the clinic or spa facility 
“owns” the patients/clients, and therefore 
the patients’/clients’ records as well. Although 
a contract may specify who is responsible 
for the patient records, patients will always 

be able to choose who they receive their 
treatment from. You should never sign a 
contract that states you cannot provide 
treatment to a patient if you leave the clinic/
facility. No clinic owner can dictate who 
patients choose to receive treatment from. 

Massage therapists might also encounter 
non-solicitation clauses when looking at 
contractual agreements. This means that the 
clinic might stipulate that the practitioner 
cannot solicit any patient of the clinic, or  
that he or she cannot use clinic information  
to contact patients. It is important to 
remember that notifying a patient of your 
departure and how they might continue  

their care is not, by definition, 
solicitation.  

      It is the provision of  
necessary information  

for the continuation of 
the patient’s health care. 

In 2013, the  
RMTAO published 
a comprehensive 
contract guide for its 

members, which provides 
extensive information 

regarding considerations 
when negotiating a contract. 

This guide is an excellent resource for 
all massage therapists to use when starting a 
business. Another important step involved in 
negotiating contracts is contact a lawyer to 
review the contract, and to ensure that it is 
appropriate for you and legally binding.

Planning and investing the time needed 
to build solid foundations for your practice 
can be a difficult and certainly a daunting 
experience, when you consider all of the 
things you need to do to make it successful. 
However, it can also be one of the most 
satisfying and rewarding experiences you  
will ever have, and is well worth the effort. 

Further reading
RMTAO (2013) The Contract Guide.  
A Registered Massage Therapist’s Guide  
to Informed Decision Making. 

Three-Year Manual Osteopathic Training Program
for Massage Therapists starts September 29, 2017

WITH AN ADDITIONAL BRANCH NOW OPEN IN OTTAWA
                          Contact us for more details!

The SOCO program is structured for practicing health care workers.  We maintain our
economical approach by offering:
A realistic 3 year program:  We will not waste your time and money with mandatory yet 
unnecessary classes, while taking the appropriate time to develop quality skills for this industry.
Competitive pricing: Simply put, we manage our costs responsibly and focus finances in     
developing a quality learning experience for you.
Positive learning environment: Our school is only as successful as our students. We work hard to 
provide the right learning environment for the specific needs of each individual student. 

•    
      

The SOCO program has formatted modules into specific topics which cover osteopathic theory
and practice, with an additional focus on hands-on training. Students leave each module with an 
additional skill set which can be directly integrated into their current practice. SOCO also allows 
students to attend individual modules on their topic of choice for continuing education.

• This intensive and comprehensive program consists of three-day thematic modules conveniently
held on weekends, seven times per year allowing students to maintain their current work 
schedules while obtaining an osteopathic education. 

•
 

A Diploma in Osteopathic Manipulative Practice will be presented to qualified graduates. 

• Graduates will become members of the Ontario Federation of Osteopathic
Professionals allowing insurance billing and reimbursement for clients.

Educational modules and CEU courses in Mississauga
Fall of 2017 
•

Understanding the Principles of Osteopathy. September 29- October 1, 2017 (11.5 CEU’s)

Central and Peripheral Nervous System. October 20-22, 2017 (11.5CEU’s)

•

•

•

Individual modules recognized by the College of Massage Therapists of Ontario, Quality  
Assurance Programme as recordable Continuing Education Units (CEU’s).

For a full list of the courses or additional information please visit:

www.clinicalosteopathy.com. For registration or any inquiries please

contact 905-916-SOCO (7626) or info@clinicalosteopathy.com
and follow us on  

Southern Ontario College of Osteopathy

•

Lymphatic System. September 8-10, 2017 (11.5CEU’s)

•

Thoracic Region. September 22-24, 2017 (11.5CEU’s)

Lumbar Region October 27-29, 2017 (11.5CEU’s)

Muscle Energy, Myofascial Release , Chapman Reflexes. November 3-5, 2017 (11.5 CEU’s)

•

At SOCO by emphasizing the appropriate clinical application of techniques we aim at developing 
exceptional clinicians above theorists. Students participate in 320 hours of clinical training 
including clinical sessions with public clients in preparation for a successful osteopathic practice.  
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