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In less than a year in full-time private practice, I had a full caseload of
my ideal clients, networked and found my referral sources, and created
a successful six-figure business. Here’s how:
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Networking
From this point forward, we are
replacing the term networking with
connecting. There seems to be a
negative association with networking
which prevents some from even moving
forward.
Here is the great news: as therapists,
we are already skilled at connecting
with others! Now let’s put that to
work and connect with people that
could grow our business. Share your
story, your passion, your services,
and products to those that need to
know and could benefit. Here is how
I networked:

If you are like many

Connect With Your Referral Sources

therapists (or any Average

Create a list of providers that you
would like to connect with. Who are
the providers that see your clients
before they find you? This could
include pediatricians, OBGYNs,
churches, school counselors, etc.
For example: I specialize in the
treatment of anxiety disorders so I
reached out to physicians that
specialize in gastrointestinal disorders,
a physician that specialized in dizziness,
and OBGYNs of anxious new moms.
Now how do you feel the most
comfortable reaching out to them? By
phone? Walking into their office? By
letter? I have found no right or wrong
answer other than not reaching out to
these potential referral sources at all.
Find the method that feels right for you
and begin sharing why their clients
need you!

My Go-To Marketing
Strategies
Joe for that matter), you

cringe when you hear the
word “marketing.” It feels
anxiety provoking,
uncomfortable, or possibly
sleazy. Why is that? Does
marketing sound like you

most beneficial marketing
strategies not only for myself,
but for any business. I have
tailored them to our field and
how to get over our own internal
barriers. They are categorized
into four main groups and then
broken down into smaller tips
and tricks:

have to sell yourself? Do you

•

Networking
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•

Online Profile

•

Social Media

telemarketers you dread
interacting with? My goal is
to help you think of
marketing in a different way
that feels authentic to you
and no longer “icky.”
I have defined some of the
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Networking (cont)
Coffee and Lunches
When possible, I meet a
colleague for lunch or coffee.
The more opportunities you
have to meet someone, they can
learn about your business and
you can learn about theirs.
Another connection is made and
a possible referral source.

Groups
Off the top of your head, how
many therapy or business
groups are you a part of?
Whether online or face-to-face,
are you meeting people, talking
business, and promoting what
you do? If not, start today! Join
Facebook groups (or start your
own like I did), start a
consultation group, join the
Chamber of Commerce, or other
business organizations.

Emails
Email communication is the

quickest and simplest form of
communication, and along with
texts, how most communicate
today. When I began my
business, I emailed over 150
school counselors and attached
my business card. Who can you
reach out to?

Meet Your Fellow Therapists
We will discuss the fear behind
becoming friends with your
fellow therapists more in the
Private Practice Mindset.
However please know: this is a
good thing. It is helpful. It leads
to referrals. If you believe that
your local therapists are the
competition and enemy, this is
the scarcity mindset, which does
not build successful businesses.

Thank Yous
Lastly, a simple notecard
thanking a physician for their
referral reminds them of your
practice. With a few more
business cards included ;)

Website
Think back to the last time you needed information on a business. Was
it a menu for a restaurant? A product at a store? The price for an oil
change? We go to the business’s website for this information. If there is
no website, we move on to the next business.
I could create an entire guide on what to include on your website and
how to catch your ideal client’s attention. At this time though, I am just
going to emphasize that this is an absolute necessity! Clients want to
look you up and if they cannot find the information they need easily,
they will find somewhere they can.

Online Profile
If you have a Private Practice, you
have most likely heard of
PsychologyToday. So why is a
PsychologyToday profile so
beneficial and helpful to obtaining
clients? 1.) Most of our clients do
their own research into finding a
therapist nowadays, 2.) They do so
online, and 3.) PsychologyToday is
the first website that appears on a
Google Search.
Here is what that means: When your
ideal client searches for a therapist
in your town, PsychologyToday is
the FIRST website (and often
second AND third) that pops up. If
you are not subscribed, you are
possibly missing out on many
clients that need your services.
Cost? I pay $30/month for my
online profile. For $360/year, I only
need 2.5 sessions a year to make it
worth that cost, and I typically
receive at least 2-3 calls per week
from this profile alone.
If you would like to try it for 6
months FREE, email me your name
and email address, and I can send
you a referral link:
AmandaPetrikLCPC@gmail.com
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Social Media
Whether we want to admit it or not, we are
in the age of social media and our clients
are on social media…all of the time. I think
about how often I look up a company on
Facebook, purchase a product because I
saw their Facebook Ad, or began following
a company because I connected with their
posts. I have received numerous referrals
that stated that they saw me on social
media and they felt I was the right fit. The
first tip: don’t try to do every social media

A Private Practice Mindset
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avenue. Pick one or two. Second tip: don’t
pick a social media avenue that you don’t
like or feel uncomfortable with. You will be
posting a lot, so you want to choose an
avenue that is painless for you.

Facebook Ads
Boosting my posts or creating an ad has
been shown to be financially advantageous.
For a minimal cost (you choose the amount,
but for example $4/day for 7 days), you

enough clients available and
we are all in competition
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with each other.
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from a place of fear, but there
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Ads, as can you!

opposite. A more stressful

seen it work!
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To Niche or Not To Niche
This has been a longstanding debate: Should we, as providers, be “generalized” and market to everyone? Or
should we pick a specialty, have an ideal client in mind, and market to that niche? Which is going to be better
for our 1.) business, 2.) fill our caseload, and 3.) leave me feeling fulfilled at the end of the day because I am
doing work that I am actually competent in?
I am sure you can already tell which way I am leaning but let me tell you why. First, that generalized practice is
coming from the scarcity mindset. Doing it all is an attempt to reach “everyone” in fear of not missing out on
one single client. This is the provider that checks every diagnosis/population on their PsychologyToday profile,
or lists every diagnosis on their website, indicating that they “treat it all.” This actually has the opposite effect.
Imagine when you have sought out services for a physical or mental health concern. You may have asked
friends for recommendations or you searched online. Let me ask you: Did you go for the provider that was
“good” at 30 different things or extremely well trained and specialized in that one thing you were needing
treatment for? I know whom I am going to see.
Second, when it comes to branding, we want your name, picture, and business to becoming associated with that
niche. When someone asks me for a referral for eating disorders in my area, I can tell him or her the name of a
referral. When someone asks me for a grief therapist in my area, I can tell him or her a name. If they ask for a
couples counselor, again, I have a name. Do you know whose names I cannot come up with? Someone who
does everything because I am not sure what their “thing” is or what they are really great at.
If you worry that your entire caseload will only be one population, which you fear could be monotonous, that is
not the case either. Other clientele will still find you and call you. However your schedule will wind up around
a 70/30 balance of ideal clients to other populations. Ultimately, you have the right to accept whom you want
but it finally becomes a caseload of clients that you look forward to coming to work to every day.
So tell me, what is your niche? Can you get it down to one population or diagnosis? I understand how you are
feeling right now reading this. It was so scary for me the first time I edited my website and profiles to narrow
down my niche. I worried that I was going to miss out on possible clients. But the opposite happened! My ideal
client I was looking for was finally able to find me.

When you market to everyone, you market to no one.
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About Amanda Petrik-Gardner, LCPC-RPT-S
Amanda is a Licensed Clinical Professional Counselor, Board Approved Supervisor, and
Registered Play Therapist-Supervisor, in Private Practice in Topeka, KS. She specializes
in the treatment of anxiety disorders both in-office and online. Amanda has her
undergraduate degree from Kansas State University in Psychology and her Master’s
degree from the University of Kansas in Counseling Psychology. She is trained in
cognitive behavioral therapy for anxiety disorders, Exposure & Response Prevention for
OCD, Trauma Focused CBT, Trauma Focused CBT for Childhood Traumatic Grief,
Prolonged Exposure Therapy for PTSD, Eye Movement Desensitization & Reprocessing,
Parts 1 & 2, Gottman Method Couples Counseling Levels 1 & 2, and more. Contact
Amanda for more information on her services, supervision, and consultation.

Contact Information

Services Available

Office Address: 3601 SW 29th Street, Suite 214
Topeka, KS 66614
Email: AmandaPetrikLCPC@gmail.com
Website: http://www.amandalcpc.com

Clinical Supervision for Licensed Professional
Counselors
Play Therapy Supervision
Private Practice Consultation
In-office and Online Counseling Services

Purchase Worry Reframes Here

Referral Links
SimplePractice Referral Link – Click for free trial and $50 off
6 months free PsychologyToday – Email Amanda

Guest Podcasts
Click below to listen

