
PRIVATE PRACTICE  
THROUGH CONTRACTING:

A PATH AWAY FROM INSURANCE DEPENDENCE



OVERVIEW



Any Professional, with 
experience, has . . .

• Contacts with people who:


• trust their skills.


• have promoted and referred clients for services.


• are willing to . . . pay for those services!



Typical Scenario
A school administrator talks to you about the struggles of her 
school families.  

She makes the comment that there is “a need” for basic 
parent training and thinks you would be a good resource to 
provide that training.  

But, she indicates that the school doesn’t have money to pay 
you  . . . other than a small stipend for gas.

What do you do?



But . . .

• Has it been determined that what the families really need 
is parent training?


• That the parent training will really impact the problem?


• That we are the right resource to meet this need?


• That there is not already a solution “out there?”

“Be offensive. (Not really)  
Don’t let the situation determine  

the box you are in!”



Trading Toolboxes
• . . . and every experience professional could . . .


• Do more to help people


• While doing things they enjoy doing


• In ways they think have value


• And minimize your dependence on insurance

Go . . . Beyond the Couch!



 Limited Insurance Tools 

Assessment

The Workhorse

Old Reliable



Why a new toolbox?
• Because people’s needs are not limited to individual, couple, 

and family issues


• Because the needs are not limited to at home and within the 
family 

• Because people need expertise in specialty areas not 
addressed (family business, millennials, technology and the 
family)


• Because leaders do not have the knowledge, experience, or 
clinical insight they need to productively work with human 
interactions



WHY . . . AGAIN?

• Because professionals have the skills and knowledge 
people need to . . .


• Understand the actions and interactions of their people


• Find better solutions to promote healthy relationships


• Address their own maladaptive schemas that impede 
those healthy relationships



And . . .
• Because the professionals, themselves, have needs


• To reduce their dependence on insurance


• Minimize the impact of “slow times,” cancellations, 
no shows and market changes


• Find new markets and sources of revenue


• To be “refreshed” in their efforts to help others


• To over-come their own maladaptive schemas



What will I get in this 
webinar?

• An overview of our step-by-step approach 
to get a contract


• Examples of what ask and do at each step


• Opportunity to ask questions and get 
feedback on your situations


• Resources to help you get your own 
contracts



Our approach comes from . . .

• Contracting services since 1998 

•  Training graduate students and 
professionals since 2001


• Continual revision of our IMPACT model 
and process



Almost anything is possible, if 

1. There is a need.  (Example: Plant Sale and Drama)


2. You can help meet the need.


3. It is important enough to pay you to meet 
the need.

* Incidentally, this is also your marketing strategy. Identify needs, 
determine what it would take to meet the need, and explore the 

willingness to use resources to meet the need. We’ll talk about how to 
do this last step in the Core Skills section later.



Advantages
• Working with people who are not in crisis.


• Practice not limited by insurance or third-
parties.


• Control over your services, practice models, 
and paperwork


• Paid by contract . . . no more slow summers, 
“no shows” or un-paid cancellations!



CHALLENGES?

• Change in “mind-set”


• Developing services


• Creating a marketing process


• Branding and selling



Midwest Pragmatics
• Start small . . . and within your comfort 

zone.


• Develop yourself and your skills


• Don’t be afraid to stretch a little


• Find a mentor or partner


• Embrace business as a means of helping



STEPS TO A CONTRACT



Basic Skill: The power of asking 
the right question

• “It’s not that they can’t see the solution. They can’t see 
the problem.”   ~ C.K. Chesterton 

• “We thought that we had the answers, it was the 
questions we had wrong. ~ Bono 

• “There are no right answers to wrong questions.” ~ 
Ursula K. LeGuin 

• If you do not know how to ask the right question, you 
discover nothing.” ~ W.E. Deming



THE CONTRACTOR MADE ME DO IT!

• I “had to have it!” 
• The Impact Driver (not “just “another 

drill”). 
• Contracting came out of our consulting 

practice. 
• Contracts can take many forms 

(retainer, fee for service, availability, 
product, etc.). 

• Steps conceptualized as IMPACT.



Model Steps

1.  Initial Approach 

2.  Meeting (Exploratory) 

3.  Proposal (Pre-assessment?) 

4.  Assessment  

5.  Create Plan 

6.  Training & Support

 Impact 

Quick Start Guide: https://gum.co/hscimpact



Making the Initial Approach/Contact

“I wouldn’t even know where to begin!”

I



PRELIMINARY CONVERSATION

• “Do I want to work with you?” 

• Is the decision maker on board? 

• Is there more I need to know to decide?

i



Approach
  
Making the approach can be overwhelming.  

Many tend to approach it from a one-down position. “They 
know more about business than I do.” . . . However, you 
know more about people than most business people! 

The focus should, yes . . . should, be on helping 
organizations and leaders with human behavior.

i



What if they make the initial contact?

This, of course, is the best scenario. Since they already recognize 
the need, your job moves on to explore that need. 

The focus continues to be on identifying if you need an exploratory 
meeting or other preliminary interviews but essentially you are 
already starting the assessment phase in this case.

i



Pre-packaged or  
Concierge Services?

• “What do I want to provide?” (Trainings on “Gender in the 
Workplace.”) 

• “What do other’s need me to do?” (Intensive interviews leading 
to action plans to improve employe engagement.)

i



Primary Goal
Goal of the Initial Approach/Contact 
Conversations is to answer the question:  

“Do we need an Exploratory Meeting?” 

Remember . . . the preliminary questions? 
• “Do I want to work with you?” 
• Is the decision maker on board? 
• Is there more I need to know to decide?

i



EXPLORATORY MEETINGS . . . 

DEVELOPING THE OPPORTUNITY

Remember to focus on the needs!

M



Goal of Exploratory Meeting
Arriving at a “conceptual agreement” leading 
to a proposal  . . . or moving on to find another 
opportunity. 

At times, the Exploratory Meeting raises more questions. 
If it does, you may need to consider a Temporary 
Proposal to do a “Pre-Assessment” if you do not know 
what will fix the problem or meet the need. This will then 
inform your next step which can be to expand the scope 
of the Proposal.

m



TIPS FOR EXPLORATORY MEETINGS

• Most important! Keep focus on the prospect and their 
needs. 

• Highlight what will happen if they do not meet the 
needs. 

• Listen deeply, ask clarifying questions, and demonstrate 
some value in this way. 

• Offer some additional value. 
• Summarize and suggest a proposal only after a 
conceptual agreement is reached. 

• Find out who will make the final decision on any 
proposal. 

• Keep the next step in your control.

m



Proposals: Where it all comes together

Money really is the root of all evil . . . Isn’t it?

“Lack of money is the root of all evil.” ~ George Bernard Shaw

“Money is the root of all evil, and yet it is such a useful root  
that we cannot get on without it  
anymore than we can without potatoes.” ~ Louisa May Alcott

Good deals, with good people, close themselves. ~ Me

P



Proposal obstacles
✴Biggest obstacle is the “sale to yourself.” 

✴But, Price Always will be an Obstacle. 

✴Reduce services. Never reduce your price. 

✴Always be ready to move on or refer.

p



Even in a “simple contract” for service:  
Don’t minimize your IMPACT!  
Clients often think they have done a thorough assessment  
and have the right plan. Often, they don’t.

1.  Initial Approach 

2.  Meeting (Exploratory) 

3.  Proposal (Pre-assessment?) 

4.  Assessment  

5.  Create Plan 

6.  Training & Support

 Impact 

p



REMEMBER . . .

• Because, contacts approach me, I have used this to 
“moonlight,” and by following this “rule,” I do NOT 
write a lot of proposals—only 1 has not resulted in a 
contract (so far) since 1998. 

• A proposal should only be created when you have an 
agreement. (Almost all should result in a contract!)

• The goal of the initial conversation and the follow up exploratory 
meeting is to get to a conceptual agreement.

• It’s all about a conceptual agreement with the 
decision-maker!

p



The Proposal is the road-map

Proposal: Consultant will provide a 2 hour training on stress 
management. 

Proposal: Consultant will provide EAP services focusing on FAA 
substance abuse guidelines to the company. 

Proposal: Consultant will use ethnographic interviews to conduct an 
organizational review, identify potential engagement risks, and co-
create with senior management action plans for addressing those 
risks.

p



What is in a Proposal?
• Purpose: Why is a proposal being presented. 
• History and Problem: The organization and it’s need. 
• Scope/Services/Tasks: What will be provided. 
• Costs: The Potatoes. 
• Timeline or Flow Diagram: How or when? 
• Assurances: Why it’s okay to commit. 

Here* there are two areas most find 
“sticking points” . . .your services . . . and  
developing a fee structure.

* Private Practice through Contracting, and Beyond the Couch, 
review all these proposal items, how to develop a fee structure 
and . . . have examples of actual proposals.

p



Pricing Services

Fearful about the “money thing?” 

Caught between wanting to help and the need 
to get paid for your years of financial sacrifice? 

Not sure anyone would pay you what you 
need to earn? 

Then take out your phone, create a note, and 
type in this . . .

p



“People will pay for what they value!”

p



How much did you pay for this?  
How much does it cost you each month? 

“The first sale is to yourself.”

p



Types of Contracts (PTO)

• Project/Product-based 

• Time/Availability-based 

• Outcome/Result-based

p



RESOURCES



General Resources
• Getting Started in Consulting, Alan Weiss


• The Complete Guide to Consulting 
Success, Howard Shenson


• Consultation Skills for Mental Health 
Professionals, Richard Sears



HSC RESOURCES
• No-cost resources: books, blog, 

papers, proposals


• Email list: 
www.hsystemsconsulting.com


• Book:  Beyond the Couch


• Coaching



QUESTION & ANSWER


