
Hello and welcome…  
 
 

Now, unfortunately, things being what they are today, we 
have to start with a little of the necessary legalese.  

 
Please don’t take it personally. We know you are a really 

nice person. 
 
 
 
 

The Authors, CT Conroy & JA Conroy, have made their best effort to produce 
a high quality, informative and helpful book. But they make no representation 
or warranties of any kind with regard to the completeness or accuracy of the 
book. They accept no liability of any kind for any losses or damages caused or 
alleged to be caused, directly or indirectly, from using the information 
contained in this book. 
 
 
 
 

Copyright 2005 by CT Conroy & JA Conroy 
All rights reserved worldwide. 

 
No portion of this publication may be reproduced, stored in a retrieval system 
or transmitted in any form by any means, electronic, mechanical, recording, 
photocopying or otherwise without the prior written permission of the above 
copyright holders. 
 
 
 

 
We’re sorry to have had to start the book in such a way, but now we  

can get on to the good stuff… 

 
Please enjoy. 
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Becoming a Reiki healer 
 
  
Now the first thing you have to consider is whether to set up in a practice 
of your own, or take rooms within an existing practice.  
 
Of course price will no doubt be a considerable factor in this decision, so 
to help you decide; we’ll run through a few of the principles involved with 
both alternatives. 

 
 

Setting up in a practice of your own 
 
 

First things first then...  
 

• Will you be wanting to buy the premises  
• Will you be happy just to rent?  
• Will you be aiming to live on the premises  
• Will you be happy with a lock up shop?  

 
Now, we obviously don’t know either your budget or your requirements, 
so, what we’ll do is hazard a guess that you are happy living where you 
are and that renting is the most sensible option.  
 
If we are wrong here, please forgive us.  

 
Okay then, let’s look at where to set up. 

 
Finding suitable premises can be an exciting as well as a daunting 
experience. You have to consider location, location, location very carefully 
indeed.  
 
To be on the high street in a major town would obviously be a first class 
place to be, but the costs involved would be highly prohibitive. The rents 
and business rates in these parts of town are usually truly astronomical 
and are almost certainly out of the question for all but the big household 
names. 

 
The outskirts of town are, usually, more realistically priced but be aware 
that this is not always the case.  

 
 

Be careful with letting agencies 
 
 

Always, always, always shop around with all the agencies serving the 
areas you are attracted to first.  
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Become as fully conversant with the average rental prices as you can.  
 
Get the details on all the properties from all of the agencies, and then 
compare like with like. There are, unfortunately, many sharks infesting 
the waters of the property business, and you don’t want to be feathering 
their particular nests, now do you?  
 
(Do sharks live in nests)? 

 
Now, don’t entirely dismiss the quietest areas; sometimes these can be 
absolutely ideal… 
 
You see, you’re not really going to be in the passing trade, impulse buyer 
type sector - so being very high profile is not an imperative.  
 
Obviously though, if you can find premises that are within your budget 
and on a well trodden and driven route, so much the better.  
 
But as we say it’s not essential. 

 
 

Suitable premises 
 
 

Ideally look for premises that will provide you with at least three easily 
accessible rooms on the ground floor.  
 
One room - preferably the one entered from the street - to be used as a 
reception and waiting room, and the other two as treatment rooms.  
 
Why two rooms for treatments and not just one?  

 
Well, you’ll find that some people will inevitably arrive a little late for their 
appointments and then expect to stay for the full treatment time 
allocated.  
 
They will then inevitably proceed to dither and dally when the treatment is 
finished.  

 
Having a second room will just allow you to take the pressure off yourself 
a little, by being able to show your next client into this other treatment 
room. This allows the new client to start preparing for their own session 
by relaxing and unwinding whilst waiting for you…  
 
Creating a happier frame of mind for all. 

 
As we said, though, this is an ideal situation. If you can’t find premises 
with, or can’t stretch to equipping, two rooms in the beginning don’t 
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worry. You can still start with just one treatment room and a reception 
area.  
 
Although an easily accessible toilet would also be advisable. 

 
 

Reception furniture and décor 
 
 

The minimum amount of furniture needed for equipping the reception will 
be one desk and four chairs…  
 
One chair for you, or your receptionist, and three for your waiting clients. 
You could possibly get away with having only two chairs but we think 
that’s probably pushing it a bit.  

 
Keep the décor light and airy, but try to steer away from all white, it’s 
much too clinical and that’s not the image you should be trying to convey.  
 
Soft yellows always looks nice and, Feng Shui wise, can help to attract 
wealth. Some plants, pictures and soft music playing would nicely add to 
the ambience. 

 
 

External décor 
 
 

Outside décor should be of a very attractive nature, along with 
professional sign writing. (Please don’t be tempted to do the sign writing 
yourself, unless you are a professional, it never works)…  
 
As the saying goes, you only have one chance to create a good first 
impression, so make it count.  
 
Everything on the outside has to be absolutely top class.  
 
No peeling paintwork and no cracked windows. Get the windows cleaned 
regularly and keep the pavement/sidewalk area clean and tidy.  

 
Regularly look at your premises and mentally put yourself in the shoes of 
a new and perhaps nervous customer.  
 
Would you be happy entering these premises for the first time?  
 
Remember, this may also be the very first time the person has ever 
considered using an alternative to the doctor, don’t let them down. 
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Appeal to their senses 
 
 

When they enter…  
 

• What is the first thing they are going to see?  
• What is the first thing they are going to hear?  
• What is the first thing they are going to smell?  

 
These are all extremely important. 

 
Ideally the first thing they should see is the smiling face of a welcoming 
person who is, perhaps, sitting behind a desk.  
 
They should hear some soothing music and pick up the pleasant scent of 
some pot pourri.  
 
The whole initial impression should be one of friendliness, cleanliness, 
care and efficiency. The person behind the desk should then immediately 
greet the client in a friendly manner and ask them to take a seat. 

 
 

Employing a receptionist? 
 
 

What should most definitely not happen is that the first thing the person 
sees is a real dragon of a doctor’s receptionist, who thinks that they are 
far superior to anyone else walking the earth. (Except doctor of course).  

 
We had a colleague once who had a receptionist like this, and she was 
absolutely terrible.  
 
What made it worse was her total inability to file, take proper 
appointments or answer the ‘phone without breaking out in the most 
dreadful coughing fit.  
 
Needless to say, she didn’t last long in the job, but who knows the 
damage she may have caused to our colleagues reputation in the short 
time she actually was there.  

 
Be very careful if considering employing any staff - is our warning to you. 

 
So let’s assume that it is you, at least initially, who is going to be filling all 
the positions within your healing centre.  
 
It will be you who greets the client and it will be you who will take down 
all the clients’ personal details. 
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Client cards 
 
 
For this you will have to have some record cards, the 203 x 127mm. size 
is fine, and a record box to hold them in.  
 
You will need to record:  
 

 The persons name and address,  
 Telephone number  
 Doctors name  
 Date of birth (optional)   
 Date of their treatment/s  
 A brief medical history may be helpful and  
 The problem they are actually coming to see you for 

 
With every future visit you can record the date and any improvements or 
changes that have taken place. 
 
So, what else will you need to have in your reception?  
 
Well, apart from the obligatory telephone, you will need:  
 

 An appointments diary, which you can get with timed appointment 
slots  

 Appointment/business cards,  
 Wastepaper bin  
 Various pens and pencils  
 An eraser and perhaps a stapler  

 
A few popular magazines on a table or shelf may be nice too. And that’s 
about it. 

 
 

Treatment couches 
 
 
In your treatment room it would be ideal to have a couch for your clients 
to lie on.  
 
Whether you go for a portable or static version is up to you.  
 
The portable ones tend to be a little more expensive than the simple fixed 
wooden type, just because they’re portable, (well they’re supposed to be 
easily portable but when you feel the weight of some of them you may 
have your doubts) but they do have the advantage of allowing you to also 
offer treatments in the clients own home.  
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The price of the static versions can vary tremendously as well, particularly 
if you are attracted to the hydraulic metal type ones…  
 
These are only necessary for therapists doing manipulative therapies 
really, but they can be very useful for elderly clients. It is much easier for 
an elderly person to get on and off a couch, which can be lowered or 
raised to varying heights.  

 
A second hand static wooden couch or plinth, however, would be 
absolutely fine to begin with. There are usually a few advertisements for 
these to be found in local sales papers, along with the portable varieties 
as well.  
 
The only thing to watch out for, we would say, is the height of the couch 
from the floor. You don’t want one that is too low because you’ll spend all 
your time bent too far over your client resulting in back strain for you… 
 
Definitely, not a good idea! 
  

 
How high should the couch be? 

 
 

The classical way to measure the height of a plinth, at least for people 
doing massage anyway, is to stand up straight with your arms by your 
side.  
 
Now, keeping one of your arms firmly at your side, in strict military style, 
just allow your hand to move away from your side, by bending from the 
wrist, to a horizontal position.  
 
But don’t allow your arm to move from your body.  

 
If you’ve got it right and do it with both hands you’ll look just like Charlie 
Chaplin.  
 
Got it?  

 
Now, whilst holding this position get someone to measure from the floor 
to your, now horizontal, palm (but don’t let them put a cane walking stick 
in your hand, okay) and you have the ideal height of a plinth for you.  

 
This measurement obviously isn’t going to be as important to you if you 
are not actually going to be giving any massage treatments along with 
your Reiki…  
 
But do be very careful not to buy a couch, which is too short.  
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Standing in a fixed position for any length of time can be quite tiring and, 
if you are having to be bent over as well, it can be downright painful.  
 
Trust us, we’ve been there! 

 
 

Adjustable backs? 
 
 

Another couple of aspects to consider with your couch is whether to have 
one with an adjustable backrest and also maybe having one with a face 
hole. 

 
The adjustable backrest can be quite a useful function to have because 
you will find that some people do have trouble lying down flat.  
 
Admittedly the incidence of this happening is quite low but it is a factor 
worth considering. It also allows you to do treatments with clients who 
would prefer to sit rather than lie down. 

 
 

Face holes? 
 
 

The face hole? Well, what can we say about this?  
 
Some people like them, others absolutely hate them…  
 
It’s a personal thing.  
 
We have found that most people don’t mind if you haven’t got one in your 
couch. In fact the majority don’t even know of their existence. If you are 
unsure of what they are yourself, then we rest our case. 

 
Oh all right then, we’ll tell you what they are, just in case you really don’t 
know, and want to.  

 
A face hole is just what it says on the tin…  
 
It’s a face shaped hole cut out in the middle of one end of a couch where 
people can put their faces when they are lying face down. As the hole 
goes straight through the couch the person can breathe easily whilst in 
this position.  
 
The reasons for this are two fold.  
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One, the person doesn’t have to lie with their heads turned to one side, 
easing the discomfort that can ensue when lying in this position for 
extended periods of time.  

 
And two, it is very nice when you are having a massage…  
 
To allow both sides of your neck and shoulders to become completely 
relaxed whilst having an upper back massage is absolute heaven.  

 
Are face holes a good idea?  
 
Of course they are.  
 
However, as we have just said, some people absolutely hate them.  
 
We think it may have something to do with the fact that the person 
cannot see anything other than the floor/carpet beneath them, and can 
feel, therefore, a little too vulnerable. 

 
Face holes are then, a matter of individual choice, and by no means 
essential.  
 
They also have the effect of putting up the price, not only of the couch 
itself, but also of the couch covers, which we will turn our attention to 
now. 

 
 

Couch covers 
 
 

Couch covers can usually be bought from beauty therapist supply 
companies, and they come either with or without face holes.  
 
As we have just said the ones with face holes are usually a little more 
expensive, but the cost of all the covers are quite expensive anyway, if 
you buy them through these type of companies.  
 
This is because they are taken as being a specialised item and, as such, 
have only limited appeal, which can therefore be charged at premium 
prices. 

 
Much better to adopt the Chikara-Reiki-Do cut price method. 

 
Go along to any bedding supply company and buy a couple of sets of 
fitted, terry towelling, bunk bed sheets.  
 
You will find that that these fit perfectly, are much cheaper and do a 
pretty good job.  
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All you will have to do to them is attach a cotton cord to the middle of 
both sides of the outer edges of the covers so that you can tie them firmly 
together underneath the couch. This will stop the sides from riding up 
when people slide on and off the couch. 

 
As you have probably already guessed these - economy method bunk bed 
covers - will not come with the benefit of face holes in them.  
 
But if you choose to buy a couch without this facility then there will 
obviously be no problem. 

 
 

Paper couch covers 
 
 

Some therapists also purchase rolls of paper, which are specifically 
manufactured for covering the covers of couches.  
 
These, we think, are entirely optional, as your clients won’t be removing 
any items of clothing… 
 
We have never used them, but they are gathering acceptability amongst 
both therapists and clients.  
 
To us it just seems to be another added expense.  

 
What we do recommend however is that you use some form of paper 
cover to place on your pillows.  

 
The amount of times we have had to change pillowcases because they 
have become smeared with lipstick is nobody’s business. Simple plain, 
white, disposable (you see, we do make some concessions to modern 
society) kitchen towels are perfect for this job.  
 
You will find that two pieces, still joined together, quite nicely covers the 
whole pillow. 

 
So, our treatment room is beginning to come together. What else will we 
need?  

 
 

Treatment room extras 
 
 

Well we have just briefly made mention of pillows, of which you will 
require two…  
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One for under the head or, more usually, the upper chest of your client, 
and one for under their feet – especially for when they are lying face 
down. You will also need changes of pillowslips, perhaps having at least 
two changes in reserve. 

 
A warm blanket for covering your client would also be a good idea along 
with a chair, a wall clock and a waste paper bin. 

 
 

Music 
 
 

If you are considering having some soothing music playing in the 
background, which is almost a must, then you will need a machine of 
some kind.  
 
CD players are now very affordable and really should be your only choice.  
 
Most tape players make some dreadful noises when switching off or auto 
reversing, and can make your wonderfully relaxed client nearly jump out 
of their skin when it happens.  

 
Most definitely a real no, no.  

 
Tape players also tend to leave extended gaps of silence, in between the 
clicks and clunks, of tape auto reversing. And this in itself can disturb the 
ambience you’ve worked so hard to create.  

 
Even worse, some tape players don’t have an auto reverse feature at all, 
leaving you in total silence.  
 
This is when you find out how noisy the gurglings of your stomach really 
are. You also discover how loud your swallowing can be which leaves you 
constantly fighting the urge to do so…  
 
Not conducive to having a nice relaxing healing session we can assure 
you. 

 
No, far better to purchase a CD player right from the start.  
 
Set it on repeat mode, and relax. Now you will never have to experience 
any of those annoying little problems. 
 
 

Heating 
 
 

Just a quick word about heating before we leave the treatment room…  
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For the client, who is going to be lying down for the whole time, it has to 
be warm. For you, who will be running the Reiki energy for the whole 
time, it’s better if it’s cool.  
 
You see for many Reiki practitioners, but this may not actually include 
you, running the Reiki energy in a healing session has a tendency to bring 
up their own body temperature. 

 
Now as we have just said this may not apply to you and the only way to 
find out, of course, is to carry out a full healing session yourself.  
 
If you find that you do begin to heat up be sure to wear light clothing 
during your treatments.  

 
The client, on the other hand, very rarely becomes warmer during a 
session.  
 
Yes, they may well feel warmer where you are touching them, indeed the 
area might actually become hot, but this is usually localised to just that 
one small area.  
 
The rest of their body will invariably begin to cool down as they lie still.  

 
To combat this you should ensure that the room is pleasantly warm - but 
not hot - at all times.  
 
When the client gets on to the couch cover them with a warm blanket.  
 
Even on summer days it is possible to feel cool when lying still for long 
periods, so perhaps having a lighter cover for these occasions would be a 
good idea.  

 
Okay that just about concludes the piece on reception and treatment room 
set up.  
 
What we’ll look at now is what to do when your first client actually comes 
through the front door.  

 
Oh my! Panic, panic. 

 
A friend of ours was a little daunted about the first client coming through 
his door…  
 
He didn’t want this person knowing that they were actually the very first 
to be treated. So he arranged to have a friend on hand, to be just leaving 
and saying thank you very much it was wonderful, when this first client 
arrived. 

 

 - 15 -



How the first person would ever have known they were the first one 
unless our friend told them, we could never work out. 
  
But it made him feel better about himself and also more confident - so, for 
him, it worked very well. 

 
If this idea appeals to you, please feel free to use it. It may provide the 
extra confidence all round.  

 
 

Your first client 
 
 

So the moment has arrived.  
 
Any second now, the first client is going to walk in. What are you going to 
do?  

 
Well first of all, you will have already prepared the treatment room by 
blessing it with the appropriate Reiki Symbols, and made sure it is clean, 
warm and welcoming.  
 
You will also have opened yourself up to the Reiki energy. 

 
Then you will consciously remember and know that you can’t do any harm 
with Reiki, you can only do ‘good’.  
 

 
Greet your client 

 
 

When the door opens put on your most friendly smile and greet the 
person with a cheery hello…  
 
Followed by something along the lines of “Are you Mr/Mrs/Miss ………..” 
(You should have the name in your appointments book, so familiarise 
yourself with it beforehand). 

 
Ask them to take a seat in front of the desk, or if you want to be more 
informal, direct them to a chair in the waiting area.  
 
Sit with them for a few moments and just chat about inconsequential 
matters until you feel that all is well. 
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Reach out with your feelings 
 
 

Remember now, feelings are all important.  
 
Get into the habit, right from the start, of reaching out with your feelings 
the moment you make contact. The energy field, which completely 
surrounds you - your aura - can extend up to six feet in all directions. 
Allow the subtle energetic whispers it picks up from the other person to be 
heard.  

 
Don’t try to make this happen, just allow it to…  
 
You’ll be very pleasantly surprised by what this practice can reveal to you. 
And the more you use this ability, the stronger it gets. 

 
When you feel that the ice has been broken, as it were, ask why the 
person has chosen to come for a Reiki treatment. Listen very carefully to 
their answer and also listen to the tone and cadence of their voice…  
 
Is it confident, is it shaky, does it have a tremor, is it sad, is it happy, is it 
strong, is it weak?  
 
Try to feel what they are feeling; it will do wonders for developing your 
sensitivity. 

 
 

Record taking 
 
 

Okay, you are now ready to put the appointment onto a more formal basis 
by taking a few notes. 

 
Ask for the client’s address and telephone number (you already have their 
name), and put it on your record card. Ask for their doctor’s name and 
practice address and whether their doctor knows they are visiting a Reiki 
practitioner.  

 
Now, generally speaking, it is totally unnecessary for the client to have 
their doctor’s permission or approval - but it is nice to find out what the 
local doctor’s think…  
 
If they are open to this kind of alternative therapy then you can always 
take a few business cards round and leave them with the receptionist (if 
you dare enter the dragon’s lair). 

 
When you have finished entering all the details and are happy with 
everything, ask the person to follow you through to the treatment room. 
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Beginning the treatment 
 
 

Ask the person to slip off their shoes and also their topcoat etc. if they 
haven’t already done so.  
 
If they are still feeling quite nervous ask them to sit on the chair first and 
just take a few minutes to talk them through the process of what’s going 
to take place.  
 
When they are feeling okay with everything ask them to lie on the couch. 

 
Cover them with a blanket and adjust the pillows. If you are starting with 
them lying on their backs the foot pillow is sometimes more comfortable 
when placed underneath the client’s knees rather than their feet.  

 
Turn on the music and begin the healing. 

 
 

General or specific healing 
 
 

If your client has come with a definite injury, which needs particular 
attention, begin by placing your hands directly on the problem area.  
 
If it is very painful, too painful to touch, hold your hands a few inches 
above the area. Don’t worry if you have to do this, the healing will be just 
as powerful.  

 
If the person has come for a more general healing or just to experience 
Reiki itself, begin by placing your hands in the first of the twelve hand 
positions.  
 
This is where the clock comes in - note the time and then just relax into it, 
changing positions every four minutes or so. 

 
Your client may want to chatter away whilst you are carrying out the 
healing, or they may just want to be quiet…  
 
They may even fall soundly asleep.  
 
If they do fall asleep you can either carry on and give the full treatment 
by moving your hands through the different hand positions - in which case 
they may keep waking up - or just leave your hands in the one position 
throughout.  
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Sometimes a deep relaxing sleep is exactly what the client needs more 
than anything else, and they will still have the added benefit of receiving a 
full Reiki treatment as they do so. 

 
 

If your client is asleep 
 
 

When it comes to waking them up at the end of the session you will 
normally find that the simple act of removing your hands will begin to 
bring them round…  
 
Turn off the music and just talk to them gently until they have completely 
revived. 

 
If they wish to tell you of their dreams or such like, just listen with a 
gentle ear.  
 
It can sometimes be an enlightening experience for both of you.  
 
When the moment feels right ask them to get themselves together and 
say to them that you’ll see them through in reception in a few moments.  
 
Quietly leave the room and wait for them outside. 

 
 

Session timing 
 
 

As you can see, a session can over run quite easily, especially if the client 
has fallen asleep or likes to chat.  
 
Not everyone will, of course, but it is always nice to be able to listen to 
people and not have to rush them…  
 
So ensure that each appointment booked has at least fifteen minutes 
either side, particularly when you are just starting out. When you become 
more experienced, of course, you will be able to reduce this to a more 
appropriate time scale to suit your own way of working.  

 
 

Future appointments 
 
 

When they come through to reception you can have a brief chat about 
whether you feel a follow up appointment would be beneficial.  
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You may well have received feed back from them in the treatment room 
as to how they thought the session went, so you can always take your 
lead from that. 

 
If the person has come with a specific complaint such as an injury or long-
standing problem, it would be beneficial to see them on a quite regular 
basis for the first few weeks. Perhaps two or three times a week for the 
first couple of weeks, reducing to once a week and then once a fortnight 
as the problem resolves.  
 
If they have come to you because of stress then maybe just once a week 
for three or four weeks and then perhaps once every six weeks on a 
maintenance program. 

 
The best course of action is to let their budgetary restraints and desire to 
be free from the problem they have to hold equal sway.  
 
It really is entirely up to them.  
 
You can say what you think would be the most beneficial course of action, 
in an ideal world, and then leave them to decide.  

 
The more acute the complaint, the more closely spaced the appointments 
should be…  
 
You can explain that the more intensely you can work on it in the 
beginning the quicker they will heal. Then, as the condition begins to 
resolve itself you can space out the treatments.  
 
As we say, the ball usually has to be firmly in their courts.  
 
Money will, more than likely, be their guide, so allow it to guide them. All 
you can do is suggest the best course of action in your opinion and leave 
it at that. 

 
 

Charging 
 
 

What should you charge?  
 
Well you can take your lead from the other therapists in your area, or you 
can just charge what you feel comfortable with.  

 
‘Phone round a few of the therapists in your immediate locale posing as a 
potential client…  
 
Ask how much they charge, how long a treatment lasts and, if 
appropriate, how long they think you may have to go for treatment.  
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And don’t just limit yourself to other Reiki practitioners, contact massage 
therapists, reflexologists, homeopaths, osteopaths, chiropractors and 
acupuncturists etc.  
 
It is always good practice to know what others charge and what they do. 

 
How do you find out what you’re comfortable with?  
 
Well, if you can confidently ask the client for £60/$120 a session without 
feeling any twinges of guilt or remorse - then sixty pounds/one hundred 
and twenty dollars a session is what you are comfortable with.  

 
When we mentioned £60/$120 a session just now, what did you feel?  

 
Was it, ‘I couldn’t possibly charge that much’.  
 
If it was - then you’re not comfortable with it.  
 
If you felt ‘No way, that’s not enough’, then you’re going to have to go 
higher.  
 
It’s all about what you think you’re worth. 

 
How about £50/$100? £40/$80, £30/$60, £20/$40 or £10/$20?  
 
The best course of action, to our mind, is to visualise yourself standing in 
front of your client at the end of a session and asking for the amount of 
money you think is about right…  
 
Then feel how you feel. 

 
 

How to determine your comfort level 
 
 

In practice, when you are actually standing in front of your client and you 
can look them straight in the eye whilst asking for whatever amount you 
have set, then you’re okay.  
 
If you find yourself having to look down, as you ask for the money, then 
maybe it’s too much. 

 
Many people do have a problem in asking for the money - it is very 
common…  
 
And it usually comes down to their own feelings of self worth.  
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If this is something that you are likely to have difficulty with, then ask 
someone else to do the job for you. 

 
Another of our colleagues has this same dilemma.  
 
In fact he can’t even make future appointments without feeling he is 
asking too much of the client.  
 
To combat this inability he employs his wife in the role of receptionist. She 
has no problem at all in asking for the money - she loves it. The fact that 
she has utter belief in her husband’s abilities and the work that he does 
certainly helps. And, as she is once removed from the process, i.e. not 
directly involved in the healing, she can easily make appointments for 
further visits. 

 
If you can’t employ someone else to do the receptionist duties and think 
you may well have difficulty in asking for the money yourself, try this… 
 
Stand in front of a mirror, preferably a full length one, but a smaller one 
will do, and say the following:  

 
“Thank you very much, that will be £30/$60 (or whatever you have 
decided to charge) and it would be nice to see you again next week”.  

 
 

Know you are worth it 
 
 

Whilst you are doing this be thinking to yourself, ‘I have no problem in 
asking for £30/$60 (or whatever you have decided to charge) for a 
healing treatment…  
 
I know that I am fully worth this much and more, and I feel very good 
about receiving this money’.  

 
Say this to yourself over and over, whilst looking confidently into the 
mirror and smiling warmly.  
 
Watch what you are doing with your eyes.  
 
Are they tending to look down or to the side when you ask yourself for the 
money? They may be in the beginning but after a few days practice you 
will find that this is no longer the case.  
 
Now, your eyes will gaze confidently back at yourself and you might even 
find yourself inadvertently getting out your wallet and paying up.  

 
There you are, you see, you can do it. How marvellous. 
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Now when you do it for real in front of your client, it will be exactly the 
same.  
 
You will be projecting confidence in asking for the money and your client, 
subconsciously picking up on this feeling, will be feeling confident too, and 
have no problem handing over the cash. 

 
 

Free healing? 
 
 

Now before we leave this subject of charges we better have a quick word 
about the people who will demand that you give your healing for free.  
 
There are plenty of them about you know, and they will inevitably find 
their way to your door. They will tell you, in no uncertain terms, that 
healing is a gift from God, and should not be charged for.  
 
God gave you the ability to heal for free, they will say, and that you have 
no right to charge for what was so freely given. 

 
What do you say to these people?  
 
Well you can engage them in deep philosophical discussions about the 
nature of God and who God really is, but that will get you absolutely 
nowhere...  
 
These people come complete with the largest set of unbreakable blinkers 
you have ever seen in your life.  

 
They genuinely have no conception or memory of the true nature of God 
or life - and will not thank you for attempting to remind them.  

 
 

How we have handled these people 
 
 

We have found that the best way of handling this occasional onslaught of 
closed minds is to fully acknowledge the opinions that they hold and 
gently point them in the direction of the local spiritualist church.  
 
They probably won’t depart that easily, however, because they usually 
have very strong opinions and take great delight in making sure you hear 
them.  

 
But, not to worry, they have a perfect right to think the thoughts they 
think - it’s just a pity they aren’t satisfied with thinking them elsewhere.  
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Just try not to buy into their opinions.  
 
Remember, everyone has an opinion, but it need not be yours. The only 
opinion, which should have any influence, the only one that should have 
any validity at all in your life, is that of your own.  

 
Yes, listen to the opinions of others, particularly your loved ones, but 
recognise them for what they are…  
 
Other people’s opinions - not yours.  
 
Don’t live your life according to the dictates of others. 

 
 

Defending your position 
 
 

If you would like to defend your position, which you may like to do in the 
early days, you can say that you realise that spiritual healing is free, and 
that you fully support that view.  
 
However what you are providing is Reiki healing.  
 
Reiki healing has not been given to you free of charge; you have had to 
pay for the training received.  

 
You might also like to point out that even though some people hold to this 
view that all healing should be free (and whilst you can readily 
acknowledge that this may have some degree of validity for some), your 
time, however, cannot be given for free.  
 
You have to make a living otherwise you would starve to death and then 
be unable to provide any healing, free or otherwise, for anyone at all.  

 
These people do not expect doctors to work for free, even though they 
might often recognise their profession as being a form of calling...  
 
A God given talent, if you will.  

 
They will even recognise the plight of our nurses. Saying they deserve 
every penny they get and that they should be entitled to so much more.  
 
Ambulance staff, fire-fighters the police, in fact everyone else on the face 
of the planet will be entitled to earn their living except you.  
 
It’s one of those things you will never be able to change their minds 
about.  

 
Just smile, wish them well and dismiss them and their opinions. 
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You have a right to earn a living 
 
 

Know that you are perfectly at liberty to charge for the work that you do, 
and you can charge what you like. Do not be put off by these totally 
misguided individuals.  

 
Interestingly, if you charge significantly more than other therapists in your 
area, you may develop a certain cachet and draw to you the people who 
think you must be good because you charge so much.  

 
On the other hand, though, you may not get anyone at all.  

 
A ballpark figure for half an hour’s therapy ranges between £25/$50 and 
£45/$90, at the present time - and it has been at this rate for many years 
now.  
 
We have a colleague who charges £60/$120 for an hours massage and 
Reiki treatment. And we have another who charges just £10/$20 for an 
hours Reiki.  

 
It’s all a matter of self worth - and there is also another very important 
aspect to take into consideration here…  
 
If you are giving treatments for free, or nearly free, the work that you do 
may not be respected or valued. If the person who you are healing does 
not value what you are doing, they may very well not respond to the 
treatment at all.  

 
And the best way to get people to value what you do is to charge them 
plenty. 

 
 
Treatments should have some form of exchange 
 
 

It is a rather strange concept to accept we know, but speak to any 
therapist and they will probably confirm it. They will no doubt have 
treated members of their family or close friends for free when they first 
started out and experienced this phenomenon in action at first hand.  

 
So if you don’t think you can charge anything by the way of money, when 
treating friends and family, always ask for some kind of exchange in 
return.  

 
Perhaps they could cut your lawn, wash your car, bake you a cake or 
something.  
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Work something out, though, right from the beginning.  
 
Be professional from the word go and everyone else will accept and value 
you as such. 

 
Okay, all this to charge or not to charge and how much to charge if you’re 
going to charge business is all very well and good, but how do you get 
hold of the clients in the first place? 

 
And so we come to the age-old subject of marketing.  

 
 

Advertising and marketing 
 
 

You can be the very best therapist in the world, but nobody will know it 
unless you tell ‘em.  
 
How do you tell them?  
 
By using advertising and marketing, of course.  

 
Advertising and marketing, by their very natures, are quite similar beasts. 
But to us, advertising is the overt, paid for, all bells and whistles, ‘Here we 
are now come and see us’ type of thing you put in papers and magazines 
etc…  
 
And marketing is the more subtle, not paid for method.  
 
Yes we all know that it is just another form of advertising but its approach 
is slightly different. 

 
 

Advertising versus marketing 
 
 

For you as a Reiki practitioner advertising would entail putting a display 
advert in a local paper.  
 
Marketing would be getting the reporter from that same local paper to 
come down to your centre - prior to the opening - giving them a free 
treatment, showing them around…  
 
And getting them to write about it.  

 
You’re giving them a little local news story of the new Reiki healing centre 
opening up in the town, to put in their paper. The piece that they put in 
will be far bigger and have far more impact than any display advert…  
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And it will be free. 
 
 

Photos work 
 
 

Always try to get them to bring a photographer with them too, because as 
they say (whoever they are) a picture’s worth a thousand words. 

 
Yes, of course it’s just a big advert. You know it and the paper knows it.  
 
But the person reading the paper will view it as an article.  
 
And an article has far more weight than any advert.  
 
For some reason people look on an article as if the service or product has 
had some sort of endorsement from the paper itself. 

 
As an example of this we’ll tell you a little story about what happened to 
us.  

 
We were involved with a network marketing company at the time, which 
involved the distribution of an herbal supplement. Now the product had 
been a real godsend for Judith and really sorted out a particularly nasty 
skin problem she was experiencing. 

 
 

Local paper articles 
 
 

Because the story was of significance for anyone who might have a similar 
skin complaint we contacted our local newspaper, so that these other 
people could be informed.  
 
Well, the local paper was very interested and sent down a reporter and 
photographer who duly took notes and photographs.  
 
The upshot of which, a lovely little article and photo appeared in the very 
next issue of this weekly rag. And as a service to their readers they also 
printed our telephone number so that interested people could get in touch 
for further details on the product. 

 
Our ‘phone nearly melted over the course of the next few days.  
 
Literally hundreds of people rang us up asking where they could buy the 
product. This led to a great many sales, as you can imagine, and strongly 
tempted us to repeat the exercise. 
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Local paper advertising 
 

 
Now the paper which had run the article also had a sister paper in another 
area, but as they were not up for running the same piece, we decided to 
advertise with them.  
 
They got permission from the original reporter and photographer, to 
reprint the whole article - in a much smaller size - as an advertisement in 
the sister paper.  
 
The fact that it was going to be an advertisement, and had to clearly state 
that it was such, didn’t seem to represent any real problem. 

 
Well the paper came out on its due date and we confidently sat by the 
‘phone waiting to field the expected rush of calls. We sat and we sat and 
we sat, but not one call came through...  
 
Nobody was interested.  

 
All the readers of that particular paper, which, incidentally, had a larger 
distribution than the first one, saw the article for what it was.  
 
An advertisement…  
 
It said so in big bold letters along the top of it, and it was in an 
advertising format.  
 
Because of this it didn’t have the perceived credibility of the original. The 
original appeared to have the backing and endorsement of the paper 
because they had sent down one of their reporters to write it - this one 
didn’t. 

 
We think we eventually made something like three sales from the ‘advert’, 
as compared to many hundreds with ‘the article’.  
 
Doesn’t make any sense does it? But that’s how it works, unfortunately, 
perception is all. 

 
If the local paper doesn’t seem keen to write an article on you when you 
first contact them, don’t give up. They may just have enough news stories 
to keep them busy for that week.  
 
There’s always a future week and you could perhaps organise a grand 
opening day with some dignitary or other in attendance to do the honours. 
It’s well worth the effort involved and the press are bound to be 
interested...  
 
And low cost, no cost, marketing is always the best. 
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Arrange a free competition 
 
 

Think about organising a competition to be run in conjunction with the 
paper on the same day. Offer a free course of treatments to the winner 
who could be drawn out of the hat by the editor.  
 
Always a good angle, that one - and it generates a fairly high degree of 
publicity too. (A course of treatment would be, perhaps, six treatments). 

 
 

Free talks 
 
 

Arrange to give some free talks at your local library, or women’s institute 
meetings etc.  
 
There are usually plenty of associations crying out for someone to give 
their members a talk, and you could actually end up being paid for it as 
well.  
 
The going rate is somewhere in the region of between £20/$40 to 
£25/$50 or so.  
 
Not bad - getting paid for your marketing puts you in profit right away.  

 
You can find out how to contact these various groups by asking your 
friendly neighbourhood librarian to point you in the direction of an 
appropriate directory.  
 
Then a couple of quick ‘phone calls to your chosen associations is usually 
all it needs to set the ball rolling. 

 
If you don’t think you could face up to public speaking, and it is quite 
daunting, maybe you could arrange to go along and give them a healing 
demonstration.  
 
It is far easier to speak informally to other people whilst actually doing 
something, than it is to stand up in front of them giving a formal talk. The 
content would be exactly the same, of course, only the setting would be 
far, far different - and so would the pressure.  

 
Just tell the organiser that you will not need to be standing up front as on 
a stage, but that you will be down working amongst them, giving hands 
on healing and talking the processes through with the people in 
attendance...  
 
It works very well and is nowhere near as nerve wracking for you. 
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Okay, so you’re probably getting the difference between marketing and 
advertising now aren’t you.  
 
Marketing is usually head and shoulders above advertising, because it can 
generate a shed load of free publicity. And the bit called FREE is what you 
want. 

 
 

Selective Advertising 
 
 

Advertising proper, of course, will also have to be carried out as well, 
particularly in the beginning. But be very selective about where to spend 
your advertising budget. 

 
You see, when you start up in business for yourself the people who always 
notice you first are the ones trying to sell you more advertising space… 
 
They seem to come out of the woodwork, and there is a never-ending 
supply of them.  

 
There will be Yellow Pages, Thomson Local Directories and parish 
magazines. People selling advertising space in diaries, on beer mats, on 
menus, calendars, buses, taxis, Dr’s appointment cards and on crisis cards 
which, they will tell you, people keep next to their ‘phones.  
 
They will offer to put your name on display boards in the toilets of hotels, 
pubs and clubs, around the post boxes in supermarkets, boards in 
hospitals and even in flashing lights in the windows of your own premises. 

 
And our advice to you is to forget them all.  
 
In the past fifteen years we have tried almost every one of these novel 
ways of advertising and kept detailed records of their efficiency. What did 
we find?  
 
They are all less than useless. 

 
They are all great ideas, of course, and the people selling you these ideas 
will be very convincing. The trouble is they just don’t work. 
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A few examples: 
 
 
We had our name put in a very nice diary, which was going to be 
circulated in bulk around our local area. How much new business from 
that in one year?  
 
Exactly nothing. 

 
Our name appeared on the outside of one of our local doctors 
appointment cards, for two years. The amount of new business 
generated?  
 
One enquiry! One enquiry - not an appointment! 

 
We were talked into putting our name on a crisis card which the sales 
person assured us would be kept next to the ‘phones of thousands of 
people.  
 
The result from this whole years exposure to these crisis driven people?  
 
Another one enquiry, and again only an enquiry, not an appointment. 

 
 

 
Hospital advertising 

 
 

Oh, here’s a good one.  
 
We appeared around the outside of a board in the local hospital, which 
was used as a direction finder within the corridors of the different 
departments, to help people find their way around.  
 
A pretty neat idea, we thought.  
 
Thousands of people who are sick will see our name and message. We felt 
quite confident about this one, even more confident than having our name 
on the sick patient’s appointment cards of our local doctor.  

 
And you know what?  
 
It was more effective than the doctor’s card. We got two enquiries in 
only one year…  
 
Hot diggedy dog, we almost couldn’t handle the excitement. 
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Yellow Pages 
 
 

But what about Yellow Pages, you’re probably thinking, Yellow Pages is 
the place everyone looks, isn’t it? – at least here in the UK anyway. 

 
And yes, many people do indeed refer to Yellow Pages when looking for 
local businesses. The only trouble is - it’s the same place every other 
Tom, Dick and Harry appears too. Consequently, we haven’t found this 
directory to be very effective at bringing in the business either. 

 
 

Don’t get taken in 
 
 

Over the years we have tried many different approaches with Yellow 
Pages, and most of these changes have come about because we listened 
to the Yellow Pages sales consultants.  
 
Aren’t we Silly Billy’s?   
 
But they always have fantastic new ideas for you to try, and they all 
include just a small increase to your overall advertising budget.  
 
Oh, do they know how to wine and dine you… 

 
They’ll make you feel as though you are the head of a very important 
multi million pound business, not just a small enterprise with no other 
staff but you.  
 
They’ll have you eating out of their hands if you let them. 

 
But we can tell you this. We have been in Yellow pages for years.  
 
We have tried small adverts and we have tried the bigger more eye 
catching ones, and the only consistent business increases we found was 
the one to our advertising costs.  
 
Yes, we were soft soaped by the slick Yellow Pages consultants and 
they’re very, very good at what they do…  
 
We listened to them when they said that a proportional increase in the 
size of our advert would result in a proportional increase in the amount of 
people calling us. And we took our listening to the next level by acting on 
their advice…  
 
We took out bigger and more eye catching adverts. 
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Did they work? No they didn’t.  
 

As we have already said, we monitor where every enquiry comes from and 
bigger Yellow Pages adverts do not result in more enquiries.  
 
When people actually do think of looking in this directory they either 
already know the name of who it is they’re looking for, and just want the 
‘phone number. Or…  
 
They just want the business nearest to where they live.  

 
The largest amount of business we have drawn from Yellow Pages in any 
one year is approximately three enquiries. We say approximately because 
one person wasn’t sure whether they’d seen us in Yellow Pages or 
Thomson’s Local Directory. 

 
  

Just go for lineage 
 
 

And this has been irrespective of the size of the advert!  
 
In fact the year we drew the three enquiries was the year we just had a 
lineage insertion. Which is what we would actively encourage you to take 
out, as it’s free.  
 
That’s right, totally FREE.  
 
Simply get in touch with them, ask them to put the name, address and 
telephone number of your healing centre, as lineage, under the 
appropriate heading - and they will do so without charging you a bean.  

 
They will try to encourage you to go for display, of course, but just politely 
decline and say you’ll stick with the lineage, which will then appear in 
their next issue. 
 
 

Thomson’s Local Directory 
 
 

Incidentally, a little story about Thomson Local Directories, before we 
forget…  
 
This was many years back and we don’t know whether it would still apply, 
but we’ll tell you about it anyway.  

 
We had taken out a nice little display advert with them and it had run for 
almost the whole duration of that particular edition. Towards the end of 
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that year they ‘phoned us to say they were preparing the new edition - 
and should they place our existing display or would we like to take this 
opportunity to upgrade it.  
 
As we had not had one single enquiry generated from our Thomson 
advertising we declined the chance to upgrade and said that we didn’t 
want to continue advertising with them at all. 

 
They were mortified by this response and were very sympathetic when we 
explained our reasoning.  
 
Of course, a larger more eye-catching display would obviously attract 
more enquiries they said, (just like they said at Yellow Pages - do you 
think it’s a conspiracy?) but we declined, and reiterated our intention to 
withdraw our advertising altogether. 

 
Their immediate response was to offer a small reduction in the cost of our 
advertising.  
 
No, we said, we would like to withdraw our advertising.  

 
Another reduction was offered, more substantial this time. No, we said, a 
reduction is not what we are looking for, the advertising didn’t bring any 
enquiries whatsoever so we don’t want to continue with it.  

 
They then tried what they said was to be their final offer and quoted such 
a low figure that it would have been an absolute bargain, if a reduction 
had been what we were looking for…  
 
But we were not after a reduction.  
 
We were out to stop wasting good money on something that didn’t work. 
Even having to pay only a small amount is still spending too much if the 
product you are buying isn’t working. 

 
It was hard to get them to agree with this line of reasoning but they 
finally saw the sense in what we were saying and conceded the point.  
 
Our advertising was withdrawn. 

 
That was the end of the matter as far as we were concerned, but it wasn’t 
the end of it for them…  
 
They ‘phoned us back the next day and said that if they gave us the 
display advert for nothing would we please allow them to place it in their 
next directory? 

 
Well, we could hardly say no could we?  
 

 - 34 -



We very graciously gave them permission to continue. What a laugh eh? 
The cost had gone from several hundred pounds/dollars to absolute zero…  
 
Of course it still didn’t bring in any business, but at least it hadn’t cost us 
anything.  

 
And the point of this story? It’s this… 

 
  
Always, always, always hold out for a discount if you are ever tempted 
into going down any of the advertising routes we have just warned you 
not to go down.  

 
You see, every advertiser that approaches you has a certain amount of 
latitude.  
 
They have a set quantity of space to fill and a fixed amount of money they 
need to take to break even. If they have been able to fill a few good spots 
at premium rates then they will be able to offer you a little bit of discount.  
 
If they have nearly filled their quota of space they may offer you 
substantially more…  
 
It’s all about economics. 

 
When they are getting very close to the deadline for printing and they 
haven’t filled all their spaces they will offer you silly prices for your order. 
They don’t want a publication, no matter what it is, full of white space. It 
doesn’t look good and they know it. 

 
So what advertising does work you must be wondering?  
 
And that is the sixty four thousand dollar question. It is obvious that some 
form of advertising is imperative. After all it is the lifeblood of business, 
any business.  
 
But which form should it take? 

 
 

Word of mouth 
 
 

In our experience, and probably that of every other business in the world, 
there is only one form of advertising worth pursuing and it is the one 
known as ‘word of mouth’.  
 
Indeed a whole industry has built up around this concept and it is called 
Network Marketing.  
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If you have a happy customer or client then that person will recommend 
you and your business to others. It is free, and it really is the ultimate, 
the Cadillac/Rolls Royce, of advertisements. 

 
How do you get good word of mouth advertising?  
 
Simply by giving the very best service that you possibly can. Be the best 
you can be in all that you do - and above all give the utmost respect and 
courtesy to each and every client who walks through your door. 

 
You don’t have to offer any silly deals or discounts; you just have to 
provide your clients with good old-fashioned service.  
 
Be there when you say you are going to be there…  
 
Be polite, be friendly, be accommodating and most of all, be good at what 
you do. The word will spread and before you know it your appointments 
diary will be full. 

 
To get your first clients you are going to have to think about marketing 
yourself…  
 
Get the local paper down to see you, as we have already suggested.  
 
It really should be your most important first priority. Give those free talks 
and demonstrations. Have your grand opening day with dignitaries and 
competitions etc.  
 
Get out there and let everyone know you are now in business. 

 
If you really can’t get the local paper interested and you really, really 
can’t face doing talks and demonstrations, then you’re going to have to do 
some of the basic, old fashioned, paid for, advertising.  
 
It’s certainly not as good as marketing, but it will get people to notice you, 
eventually. 

 
 

Papers, leaflets and posters 
 
 

So advertise your opening day in the local press…  
 
Put A4 size posters in the libraries, and in as many appropriate shop 
windows as you possibly can.  
 
Get a minimum of ten thousand A5 size flyers made up and do a leaflet 
drop of them all. Leafleting is a real pain in the backside so if you haven’t 
tried it, prepare yourself for a few gruelling days.  
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You could try using a leafleting company, but our experience is that you’ll 
have to look long and hard to find a reliable one. We’ve tried a few in our 
time and they’ve not been very good.  

 
They also tend to deliver your leaflet with three or four others at the same 
time, thus reducing its impact. 

 
 

Do the job yourself 
 
 

It’s always best if you have done the job yourself first anyway, because 
then you know the kind of response you will be getting if the job has been 
done properly.  
 
Then, if you do decide to use a company, you’ll know if they really have 
been delivering the leaflets by the responses you get.  
 
Most times, you’ll find, the leaflets just don’t get delivered. 

 
How long should you advertise and leaflet drop? Well it’s funny you should 
ask. 

 
The most important thing is not to become complacent. Especially if your 
initial advertising has been moderately successful and you have got off to 
a fairly good start.  
 
If this happens the temptation is to relax and let your advertising slide.  
 
But, don’t do it! 
 
 

Always keep an advert running 
 
 

We had been running an advert in the local press for some time.  
 
And, as we have already said, we monitor where our clients come from 
very closely.  
 
We found that almost all of our clients where coming via word of mouth 
recommendations, which is what we wanted, so decided to cancel our 
advert in the local paper.  
 
Actually it was only running on a once monthly basis by then and we 
thought that it was probably not worth the continued expense, for the 
amount of return we were getting from it. 

 - 37 -



Well the result was really strange.  
 
We had quite a few ‘phone calls checking to see if we were still in 
business.  
 
Apparently many of our clients were used to seeing our advert every 
month and were comforted by seeing it. When it stopped appearing they 
thought we’d closed down.  

 
Now if our existing clients were thinking along these lines, what were our 
potential clients thinking? Something to consider, isn’t it?  

 
It’s also worth considering the following too, which was written by Thomas 
Smith of London in 1885. In it he takes us through what he thought was 
happening with a typical advert. It could be ever so slightly tongue in 
cheek.  
 
What do you think? 

 
 

Hints to Intending Advertisers 
 
 

 The first time a man looks at an advertisement, he does not see it. 
 The second time he does not notice it. 
 The third time he is conscious of its existence. 
 The fourth time he faintly remembers having seen it before. 
 The fifth time he reads it. 
 The sixth time he turns his nose up at it. 
 The seventh time he reads it through and says “Oh, bother.” 
 The eighth time he says, “Here’s that confounded thing again.” 
 The ninth time he wonders if it amounts to anything. 
 The tenth time he thinks he will ask his neighbour if he has tried it. 
 The eleventh time he wonders how the advertiser makes it pay. 
 The twelfth time he thinks perhaps it may be worth something. 
 The thirteenth time he thinks it must be a good thing. 
 The fourteenth time he remembers that he has wanted such a thing 

for long time.  
 The fifteenth time he thinks he will buy it some day. 

 
 

Quite good isn’t it?  
 
Whether it was designed to amuse or enlighten, we’re not quite sure. We 
think it’s probably a little of both.  

 
Whatever the purpose, it can be seen that advertising isn’t just about 
getting immediate results, it has a certain accumulative value, which 
should not be overlooked.  
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Running a small display advert on a monthly basis in your local paper, 
then, can be quite advantageous. 

 
 

Fairs, shows and festivals 
 
 

Now before we leave marketing and advertising altogether we’ll just 
mention fairs and exhibitions. You’ve probably seen the kind of thing we 
mean…  
 
The Mind, Body and Spirit festival type of affairs. 

 
These were very popular some time back but they have lost a lot of their 
originality and flair.  
 
People are getting very bored with them now.  
 
For the last ten years or so there has not been anything really new on the 
scene. Every year they seem to have the same tired old therapists with 
the same tired old therapies and the same tired old supplement 
manufacturers.  
 
It all needs a total revamp to stimulate people’s enthusiasm.  

 
However, the small local show can still be helpful in promoting your 
services and your name. But only use the smaller local ones.  
 
The bigger events are now far too expensive and the attendances from 
the general public are falling year on year. 

 
A local show, by local we mean within perhaps thirty miles of your centre, 
should cost you in the region of £30/$60 to £35/$70 a day for a space.  
 
And for this, if the event has been adequately advertised, you should gain 
access to a couple of hundred people who may be very interested in the 
work that you do. 
 
 

Offering taster sessions 
 
 

If you offer fifteen-minute Reiki taster sessions, for £5/$10 or so, you may 
well also get your costs back, which is no bad thing, is it?  

 
So take a portable couch with you, if you have one, or just use a chair if 
you haven’t.  
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But do make sure - if you are going to give these taster sessions - that 
you have got someone else with you…  
 
Preferably someone who can talk knowledgeably and enthusiastically to 
the public about Reiki - and your centre of course - whilst also loading 
them up with your brochures.  
 
This is vital because you are not really at the show to make money on the 
day; you are there to promote yourself and your healing centre.  

 
We’ve been to many shows where the people at the stall are all doing 
these taster sessions and no one is talking to the punters who just wander 
idly by. These are potential clients being lost and it leaves us wondering at 
the priorities of the stallholders. Are they there just to try and make a few 
dollars/pounds - or are they there to directly promote their healing 
centres?  
 
We know what it should be. 

 
If you’re interested in attending a couple of fairs, get on the mailing lists 
of a few promoters. They usually advertise their events in the local papers 
so keep an eye out and get in touch. 

 
 

Other ways of getting into business 
 
 

Okay, so what do you do if you want to go into business as a Reiki Healer, 
but don’t have the wherewithal to rent and equip your own premises?  

 
Well you have a few other choices. 

 
You can set up at home, if you have a suitable room. You can rent a room 
at an already established therapy centre, or you can set up as a mobile 
Reiki Healer. 

 
 
 

At home 
 
 

Setting up at home is probably the thought of most people when first 
considering a healing practice of their own…  
 
And it can work very well if your home is suitable.  
 
But we do have to emphasise the word suitable.  
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• Do you have a suitable room?  
• Is your house easy to find?  
• Is it in a quiet enough neighbourhood?  
• Can people park easily without annoying your neighbours?  
• Will your neighbours complain if you are running a business from 

home?  
• Will your mortgage company allow you to run a business from 

home? 
•  Are you sure your children or pets will stay quiet enough?  
• Will your partner be able to cope?  
• Can you get the relevant liability insurances?  
• Can you keep the cooking smells down? Etc., etc., etc. 

 
Of course none of these problems are insurmountable in themselves; they 
can all be overcome with a bit of determined effort.  
 
But do consider them all very carefully before deciding to go ahead.  

 
However if you think that you do have a house that would lend itself 
perfectly to becoming a healing centre - then brilliant…  
 
We know plenty of people who are doing this, and very successfully too.  
 
Just set up your home healing centre in a similar fashion to the way we 
have described in the previous section, and away you go. 

 
 

Taking a room in a centre 
 
 

Going down this route has many benefits.  
 

• The major one being costs or, more precisely, the lack of them.  
• You do not have to find the premises and then buy them.  
• You are not responsible for any solicitor’s fees or insurances.  
• You do not have to alter the premises, decorate or furnish and 

equip them.  
• You won’t have had any expenses related to the generation of the 

initial marketing of the centre to get it established.  
• There will be no ongoing utility bills for you to meet.  
• In fact apart from your room rent there are almost no other 

expenses to worry about. 
 
 

No equipment costs 
 
 

An established centre will usually already have fully equipped rooms...  
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So this can rule out the expense of a couch and covers etc.  
 
They will also probably have a receptionist who will take your bookings, 
which means you can put their telephone number on your literature. This 
gives you a much more professional standing and, therefore, increased 
credibility in the eyes of your prospective clients.  

 
They may very well also have their own on-going advertising feature in 
the local press which you can probably be included on, for only a small 
percentage of the overall cost...  
 
And there is also the chance of the other therapists in the centre referring 
their clients to you if they feel they may benefit from your services. 

 
So as you can see, joining an existing centre can be very much in your 
own best interests…  
 
But what will you have to pay? 

 
 

Room rates 
 
 

Most centres will rent rooms on a half-day, day, weekly or monthly basis.  
 
Some may also allow you to pay via a percentage of your earnings whilst 
you are getting established – which is especially good if money is a bit 
tight in the beginning.  

 
A half-day session will be somewhere in the region of £15/$30 to £25/$50 
with a full day session coming in at £30/$60 to £40/$80.  
 
If you are being asked to pay more than this then it would probably be 
best to either walk away or negotiate a percentage of your takings. This 
way if business is slow to take off, you won’t be too far out of pocket. 

 
If there are a few centres in your locality go and watch their operation 
from the outside, for a few days, before committing yourself.  
 
Keep a tally on how many people are going in and out and use these 
figures to give you a rough guide on client practitioner ratios. This can 
help you decide whether their room rates are worth the money. 

 
And please don’t forget about the personality of the centre’s owner.  
 
It’s no good taking a room in a place with a bossy, greedy, wayward or 
out of touch proprietor. You want someone who you can work happily 
with; you may be there for some time. 
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Going mobile 
 
 

If there are no suitable existing centres in your locality, or you just don’t 
fancy working from one, you can always go mobile.  
 
Well, you can if you’ve got a car and a portable couch, or you can gain 
unrestricted access to either one or both.  

 
Although having just said that, it’s not exactly strictly true. 

 
We know of someone who didn’t have a car and didn’t have a couch, 
portable or otherwise, and couldn’t afford either.  
 
But what she could afford was a small, garden type folding chair and a 
small, folding, camping type stool. She also knew she could take these 
items on the bus. 

 
When she arrived at the client’s house she got the person having a 
treatment to sit in the garden chair and she sat on the camping stool.  
 
She found that because the garden chair had a canvas type seat back it 
was easy to place her hands on almost any area of her clients back. In 
fact by sitting side on to her client she was able to put one hand on the 
client’s front and the other on their back at the same time.  
 
These are not the standard hand positions, of course, but they work just 
as well. 

 
So you see, where there’s a will, there’s a way.  
 
If you want to start a practice but don’t believe you have the money to 
get going, then follow this ladies lead. Doing it this way you can set up 
with approximately £15/$30 for equipment...  
 
So get to it, there’s no excuses. 

 
There are many people who would like to have Reiki healing but find it 
difficult to get out and about.  
 
In fact some nursing/old people’s homes can be encouraged into retaining 
your services on a weekly or monthly basis. Get the addresses of some in 
your area and go visit them.  
 
Speak directly with the matron or manager and sell them on the 
wonderful benefits of Reiki sessions for their elderly guests. 
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Leaflet Drops 
 

 
Leaflet drops are almost certainly a must for a mobile type of operation, 
as many house bound people may not have regular access to newspapers.  
 
You can have ten thousand leaflets made up these days for about 
£60/$120.  
 
If that’s too much for you at the moment, then bargain with the printer.  
 
Ask for a smaller quantity, maybe five thousand, and see what you can 
negotiate.  
 
No one likes turning business away. 

 
Of course a mobile service is not only limited to the elderly or the house 
bound. There are plenty of others who for various reasons don’t like 
visiting centres and would prefer to be treated in their own homes.  
 
And hospitals are now opening up to Reiki for their patients too. 

 
 

Females beware 
 
 

One word of warning though, if you are a female Reiki practitioner and are 
going into other peoples houses.  
 
Always let someone know where you are going and when you are likely to 
be back…  
 
DO NOT take any bookings from male clients unless you know that they 
are genuine and will have another female present in the house at all 
times.  
 
But we have to say that it is the safest policy to only treat other females.  

 
Yes, we know that this is a sad reflection on society today, but it must be 
taken very seriously indeed. (This is probably the most serious we have 
been for a very long time).  
 
Do not take any chances. 
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Males too 
 
 

The male Reiki Practitioner should also heed the same warnings, albeit 
from a different angle.  
 
There are, unfortunately, some ladies out there whose only delight is to 
cause trouble by making up tales of a sexual nature.  

 
One of our friends has suffered from this type of accusation and it caused 
him and his family an extremely worrying time. It wasn’t actually on a 
home visit that this took place; it was in his own centre…  
 
The lady in question came for a treatment and left happily enough only to 
go straight round to the police station and accuse our friend of sexual 
misconduct. 

 
Fortunately during the course of the police enquiries into the incident they 
found that it wasn’t the first time this lady had made this kind of 
allegation.  
 
She had done so on numerous other occasions, all of which proved to be 
totally unsubstantiated.  
 
The investigation was stopped.  
 
Phew, our friend was over the moon. But it served as a consummate 
warning to both him and many other male therapists.  

 
Consequently there is always a female helper in attendance at his clinic 
nowadays…  
 
A case of, once bitten very much twice shy. 

 
 

Do not fear this happening to you 
 
 

We have drawn your attention to these occurrences not to frighten you, 
but only to make you aware of them.  
 
In our fifteen odd years in practice we have never experienced anything of 
this nature ourselves. And we also have to remind you of the fact that you 
make what happens happen. 

 
These things do not occur by accident.  
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Our friend and this particular lady had already arranged, on some level, to 
come together to play out this particular scenario. The fact that they 
were, neither of them, conscious of this arrangement does not prevent it 
from happening.  

 
Well that’s about it. 

 
We’ll finish by just mentioning… 
  
 

Insurance 
 
 
And give you the name, address and telephone number of a company who 
can give you cover for your Reiki Practice if you are starting one over here 
in the UK.  
 
(If anyone can recommend companies in their own countries, email us the 
details and we’ll update this publication). 
 
 
The world seems to be operating more and more on the…  
 
“Where there’s blame there’s a claim” mentality, so it’s essential that you 
get yourself some form of insurance protection. 

 
The chances of anyone making a claim against you whilst using Reiki have 
to be so small as to be almost infinitesimal because, after all, Reiki can do 
no harm…  
 
But it is probably a racing certainty that eventually someone will try, 
especially if they think they can get something for nothing. 

 
So get yourself covered if you are going into business.  
 
The company listed below is the one we used. There are plenty of others, 
of course, so do have a good ring round. 

 
 
 
SMG Professional Risks Ltd 
SMG House 
31 Clarendon Road 
Leeds 
West Yorkshire 
LS2 9PA 
 
Tel: 0113 294 4000 and ask for the professional liability 
department. 
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They are an excellent company and can give you cover up to about 
two million pounds...  
 
Crazy we know, but these days everyone expects you to have it. 
 
 

Okay then, that’s definitely it - thank you for reading. 
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