
0119 Tons of Referrals to Crickets with Diana Sadat 

You’re listening to the Abundant Practice Podcast. Where we work through the stuck places 
folks hit while building their private practices. Each week we dive into a practice building 
through different lenses. You’ll get trainings, listen in on mini-consultations and conversations 
with other consultants. Each month there is a niche deep dive where we flush out a niche from 
a marketing perspective. Plus, every now and then we throw in a “Where are they now” 
episode and check in on the clinicians who were on before to see how the advice played out. 
When relevant, the show notes will include a worksheet for you to bring the content into your 
practice or life. Because I love you listening, but I want you to take action, too. 

This podcast is sponsored by the Abundance Party, where for only $39 a month you get courses 
on honing your niche and marketing your practice, scripts for the business side of things, 
monthly trainings, a chance for a one on one with me, and a much more intimate Facebook 
group. Where I currently respond to every post. You can check that out at 
Abundanceparty.com. Alright, onto the show. 

If you want to keep your practice organized, Responsive Therapy Notes can help. They are 
simple, secure, EHR platform that you manage notes, claims and schedules as well as share 
documents and request signatures. Plus, you get great unlimited customer support for help 
whenever you need it. To get two months free, visit therapynotes.com, create an account and 
enter the promo code Abundant. 

What’s the point of having a beautiful website if it doesn’t attract the clients you want to see? 
As the world-wide leaders of website design for therapists, Brighter Vision sees this issue 
happen way too often. A nice-looking website doesn’t equate to a successful website. The truth 
is, your current website might even be turning off potential clients. That’s where Brighter Vision 
comes in. Brighter Vision’s team of website designers will create a website for you that’s 
centered around attracting and retaining your ideal client. So that you can have a nice-looking 
website as well as a successful one. 

They are sponsoring The Abundance Practice Podcast this month, which I very much appreciate. 
And you guys can get a free month over at Brighter Vision at BrighterVision.com/Allison. Again 
that’s brightervision.com/Allison. Alright let’s get to it. 

Guys, I am here with Diana Sadat of Allure Center. That’s the Canadian center with an RE at the 
end dot com. So, Diana, how can I help? 

Diana: I have recently, recently meaning in the last month, have expanded from being a single 
person in practice to transitioning to group practice. and I’ve just noticed kind of everything, 
contact from clients, just go way down. I basically feel like I’m starting from scratch. And, even 
though we use kind of my same web site and just changed my branding on there, and I’ve tried 
to continue blogging to move my SEO up. I just feel like the contact is really limited. And I also 
feel like I don’t know how to market a group practice. I know how to market myself, because 
it's just me. But I don’t really know how to market the group practice. I think that’s really where 
I’m feeling stuck. It's also expanding, so right now it's just myself and one other counselors. But 
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in a few months, it’s going to be two counselors. So, it just grows, and I really don’t know what 
to do with it. 

Allison: Yeah. it's interesting. I hear this a lot. And it happened to me, too, once I took on 
somebody. All of a sudden it's like the phone just went quiet. Yeah, it feels like just this weird, 
wait, no! please don’t stop calling!  

Diana: It’s panicking. Yeah. 

Allison: Yeah, it is. So, you’re a sex therapist, right? Is your associate also a sex therapist?  

Diana: Yes. So, the center is officially Allure Sex Therapy Center. So, basically my mission when 
expanding was, I wanted to bring together properly trained and high-quality services around 
sex therapy. I kind of wanted to be my areas go to place for sex therapy. I was having so many 
referrals originally. I was getting 5-10 a week.  

Allison: Uh huh, wow. 

Diana: I was kind of like, okay, perfect. This is kind of already clearly a need.  So, why don’t I just 
bring more people to meet the needs. So that’s kind of why I created it. 

Allison: Uh huh, then the phone stopped ringing and you’re like why did I create this? 

Diana: Yeah. 

Allison: So, I think the fact that it is a niched practice makes it significantly easier than if it was 
like no, they do child and adolescent therapy, or you know something like that. so, that makes it 
easier. Because you still are marketing the same general thing. where have you gotten most of 
your referrals from previously? 

Diana: I’m not joking when I say 99% of my referrals come from my website.  

Allison: Okay, great! Awesome. 

Diana: I barely get referrals from, I mean, on occasion from other therapists. Very rarely from 
doctors. But, almost all of them come from my website. Because originally my website had, 
with a lot of work, gotten up to the first page of Google. Like 2nd or third posting kind of thing. 
And now it’s moving all the time. 

Allison: Right. Right. You’d slipped to the third page the other day, I think you said in the party, 
right? 

Diana: I had. And now its back on the first page. But at the bottom. But I don’t know. there still 
isn’t the same contact that I used to get. Which I think just comes with a group practice. I’m 
assuming. But it’s still disheartening. 

Allison: Tell me something about, the way that you have it worked out with your associate. Are 
they incentivized in any way to do any marketing themselves? Like, how are you working that 
angle? 



Diana: They’re not. 

Allison: Okay. 

Diana: The biggest reason they’re not was because when I brought them on, it was because I 
had about a three month wait list. I had like a 30 plus person wait list going on. Which is just 
now slowly moving. But before I would constantly be adding more people because I had so 
many referrals. So, they are not really incentivized to get more clients. Because the idea was, I 
had clients to provide to them. 

Allison: Right, right. Okay. So, 99% of your referrals have come from your website. That other 
1%, I guess is my question. Like, where did that come from? 

Diana: So that other 1% would come from other therapists that I networked with in my first 
month or two I started. I did a lot of networking. I probably was doing 2-3 a week for the first 
two months, probably. So, the other ones come from those people. The rest come from their 
doctors. But not doctors I’ve ever connected with. So just like random doctors. I’d say that’s 
about it. 

Allison: Yeah. 

Diana: Yeah, I think I have gotten 1-2 from like Facebook, my Facebook, and one or two from 
my Instagram. But that’s about, well, I say 99%, but really it's hard for me to even think of. 
Because every time I even see it on my intake it always says Google Search, is what I always get. 

Allison: Yeah. So, you rebranded.  

Diana: Yes. 

Allison: And in the rebranding, did you change your copy very much?  

Diana: I didn’t, actually. I actually left the home page almost the same. I just from I, I changed it 
to we. The one thing I thought maybe, possibly, was a deterrent, which I went to fix last night, 
because I spent till 3AM freaking out about it a few nights ago. There weren’t any images of us 
on the home page, which originally, right beside the copy I had a picture of myself. Which I was 
like, that’s more personal. Like you feel like you’re actually going to talk to a person. And now, 
it's just like copy. The exact same copy, but no photos. So, I went and linked our photos back in. 
but, we’ll see if that makes any difference. I thought that could make a difference. 

Allison: It could. Absolutely. 

Diana: Besides that, like the copy is the exact same, actually.  

Allison: Hm. 

Diana: Yeah, it’s a tricky one. I’m like, I don’t know where they all went.  



Allison: Is there anything holiday-wise going on in Canada? Is it a time when your clients, is it a 
spring break time where your clients are crazy and busy and maybe there are some people who 
are like, I’ll do that later? 

Diana: Not particularly. Because even over let’s say Christmas, I did get a lot of people reaching 
out. So, it was, people kept reaching out until basically the day that everything changed. And 
then, everything just stopped. 

Allison: Got it. 

Diana: It’s a tricky one. It’s like I don’t know where they all went. And now, I don’t know how to 
market anymore. Do I just kind of wait for my, I thought maybe just give my website a month or 
two to kind of get back into place. I had my Google, like Google my business. So, it does still 
show up on the first page when you look up sex therapy Vancouver, for example. But my actual 
website kind of floats around. So, I’m like maybe I should focus on in-person marketing. But I’m 
also not very good at that. its something that scares me a little bit. And I don’t really know how 
to do it, either. 

Allison: Okay, first. Did you change the slugs? Is that why you’re SEO went down? Like, what is 
it that changed that made the SEO change? That’s a question I have. 

Diana: Well, the domain changed. 

Allison: Oh, okay. Got it. Got it. 

Diana: Yeah. Originally it was just my name. and everything was around my name. So, 
everything I guess unofficially change. 

Allison: Okay. 

Diana: So, I think that’s probably why. I’m trying to think if there was anything else. Yeah, I 
think that was the biggest reason. And I don’t know if my old website is, because it's still, if you 
look up my old website, it redirects to this one. But more so in a direct home page kind of thing. 
but not specific pages. So, I think that also could also possibly play into it. 

Allison: Yeah. I wish I was more techie. I’d be like oh, here is the answer. So, there’s that piece. 
You have been referred to by other people. I’m sure that there are some folks that you have 
worked with or are working with, or that your associates are working with for whom it might 
make sense for you to communicate with their medical provider. So, it might just be like my 
favorite way of networking with doctors. Like calling the doctor, leaving a scripted voicemail. 
Like, go ahead and write it out so its like 30 quick seconds. And then, every month sending that 
doctor an update. Which is templated and that templates in the what to say when course. So, 
that can be one way that you kind of get it flowing easily. Because all of a sudden, you’re on this 
doctor’s mind because you’re seeing two of their patients. And it just kind of helps them think 
like well maybe instead of referring this person only to a gynecologist, I’ll refer to the sex 
therapist also. Or, if it’s a gynecologist treating or urologist, you can create relationships with 
them as well. 



Diana: Okay. 

Allison: But, I’m thinking, because it's not like you’re not busy. You know? There are all sorts of 
things you could do. But its, you’re busy. You’ve got all the clients on your caseload. You’ve got 
this new group practice, so you’re also probably in the midst of a lot more work than you 
expected it to be. Because that’s just the way it goes. So, I’m trying to think of the lower time 
commitment ways that you can get some more referrals in the door. Sounds like you still have 
some people on a waiting list. 

Diana: I do. 

Allison: So, it's not like you’re not going to be able to pay your private practice rent in a minute.  

Diana: No. not for the next little while. But it's more the worry that watching it go down. And I 
have another therapist starting in a few months. And I also, of course, I did this all at the same 
time, expanded to a bigger office for June. So, I guess it’s my own, I think I’m also having a 
moment like this lack of mindset. And I’m coming from a fear place right now. What if I don’t 
get any more clients, what did I do? I’m having this what did I do, moment.  

Allison: Okay. So, what you did is you set the foundation for what you’re really wanting in this 
business. And that means a temporary setback. But because you had this waiting list, it’s really 
all okay. Because you’ve already gotten to the first page of Google. You’ve gotten to the top. 
You will do it again with this website. You’ve already gotten there, right? You’ve clawed your 
way there. So, like it’s all going to work out. it's probably just time and patience. And if there 
are some ways that you can feel like you’re in action more, I honestly think it's more for your 
own peace of mind than to get more clients in. I think being in action helps with that anxiety. 
Then, by all means, be in action.  

Diana: Okay. 

Allison: So, with client’s permission, reaching out to the doctor’s office in this templated way. 
With any referrals you’ve gotten in the past from other clinicians, reaching out to them and 
being like, I don’t know if I’ve told you, but I’m so excited because I’m now taking on all these 
other sex therapists so that we have like a center here in Vancouver for folks who are struggling 
with issues around sex and sexuality and all that.  

Diana: Yeah. 

Allison: So, I think getting rooted in the part of that that’s exciting for your community, so that 
you can speak from that space instead of that space of scarcity can make a pretty big difference 
if you are networking. And it’s a great thing to share with the doctors you might be reaching out 
to or whatever. The center legitimizes you further, right? Like giving little talks about how you 
guys work to doctor’s offices, for instance. Any gynecologists that you hear good things about 
from your client. Any urologist or PCPs. Like just thinking about where your ideal clients might 
be hitting up first. And nurturing or building and then nurturing some relationships there. But, I 
can imagine if I were in a primary care office that was treating a lot of folks with issues around 
sex, or I was a urologist or a gynecologist, I think I’d feel really grateful to know that there was a 



center just for hitting up the emotional sides of these things. Because we all know it leads to 
the physical sides of these things, too.  

Diana: Okay. Gynecologist. Yeah, from some reason, I haven’t reached out to gynecologists. 
They’ve intimidated me. I think doctor’s offices were a little bit easier in some ways for some 
reason, in my head. And yeah, I’ve stayed away from gynecologists and urologists, but you’re 
right. They are really great options to reach out to. 

Allison: Yeah. and they are who the PCP’s are typically referring to when they feel like they are 
out of their depth with it. And so, a lot of the clients who might actually be more appropriate 
referrals for you, than for another medical provider. So, I think when you’re reaching out to 
gynecologist offices, remembering that, you’re the owner of a center for sex therapy. Like, 
you’re a badass. And they are great, too. And they don’t do what you do. And they probably 
don’t just want to keep prescribing some medicine to help with erectile dysfunction or 
vaginoses, or whatever. Like they are probably not so thrilled to be just throwing medicine at 
something when there’s a lot of data that suggests that that’s not going to solve the problem. 

Diana: Yeah.  

Allison: So, them being able to help by referring can be pretty powerful. 

Diana: Okay. I like that. okay. Yeah, I think it's more than just feeling like I need to do something 
right now. Because I can’t really do much with my website besides blogging. Which I really don’t 
like, but I know it helps. And I know you say to pick things you like, so if you don’t like blogging, 
don’t do it. But I’ve noticed how helpful it really is for that aspect. So, I don’t absolutely hate it. 
I just don’t love it. So, for me it’s a tradeoff. And I only write about things that kind of come to 
mind. I don’t force myself to write. If I can’t. so that’s kind of my compromise. But I think you’re 
right. I think in the meanwhile just doing some marketing, connecting with more like the 
medical professionals. And just maybe connecting with a therapist I already have before to let 
them know that this is where I am at now. That we’ve expanded. And this is it now. 

Allison: Yeah. and it may be that those people who have referred to you have stopped referring 
to you because they hear that you’re full. Or that you have a waiting list. And now, it's kind of 
like, doors wide open, come on in. 

Diana: Yeah.  

Allison: it gives them kind of permission to refer to you again, almost. So yeah. but you don’t 
have to go meet new people necessarily, like new therapists. You don’t have to go to any 
networking events or give any public speeches or anything like that. you can take the easier 
road. Because I really think that once this website catches up, to your previous place in Google, 
because sex therapy is one of those mediums where yeah, you can get a ton of referrals from 
other therapists, totally. But most of our clients are Googling this stuff. Because of the shame 
involved. So, SEO is a smart strategy for this population. And as for blogging, it does help. You 
know, pair it with pleasure. Your favorite tea or a nice dessert. You know. 



Diana: Yes. We’re going to get through it. It’s a hard one to blog about.  

Allison: Yeah. Or even outside in the sunshine. Like there are lots of ways to make it a little 
more pleasurable. Until that starts to pick back up again. 

Diana: And you think it will, eventually, kind of pick back up? 

Allison: I honestly have no doubt. I have no doubt it's going to pick back up again. 

Diana: Okay. 

Allison: You’ve already been, I mean 5-10 referrals a week is major. Like that’s a lot! 

Diana: Yeah, it felt like a lot. And I was like ooh, okay, there’s definitely something I’m doing 
right here. So. But to go from 5-10 to zero. Zero. It’s really, it’s a little scary, I guess. 

Allison: It’ll catch up. You’re doing everything you can with the blogging and the patients. And 
then doing some reaching out just to feel like you’re in action. 

Diana: Yeah. I guess sometimes we think that once we reach a certain point, we feel good. but I 
don’t know if you ever feel good.  

Allison: Yeah. I think that if things hadn’t changed with your website, it probably would have 
gotten well. But the rebranding piece, jacks the work up that you’d already done, 
unfortunately. 

Diana: It does. It absolutely does. 

Allison: But yeah, you’ll get back to that place where you don’t have to worry about referrals. 
and then, you’ll be able to grow your practice however big you want it to be. And to just kind of 
be able to rest again around this, around the referral issue. 

Diana: Yes. That’s the biggest piece. Okay. Thank you so much! 

Allison: Absolutely. 

Diana: I really appreciate your words of wisdom. 

Allison: Definitely keep us updated in the party about when the phone starts ringing 
consistently again! 

Diana: Okay, will do. Thanks Allison: 

Allison: Sure. Bye. 

Diana: bye. 

If you are looking for an EHR with great unlimited customer support, get two free months of 
therapy notes by visiting therapynotes.com. Creating an account. And entering the promo code 
Abundant. 



What’s the point of having a beautiful website if it doesn’t attract clients you want to see? As 
the worldwide leader of website design for therapists, Brighter Vision sees this issue happen 
way too often. A nice-looking website doesn’t equate to a successful website. The truth is, your 
current website might even be turning off potential clients. That’s where Brighter Vision comes 
in. Brighter Vision’s team of website designers will create a website for you that is centered 
around attracting and retaining your idea client. So that you can have a nice-looking website as 
well as a successful one. They are sponsoring the Abundance Practice Podcast this month, 
which I very much appreciate. And you guys can get a free month over at 
BrighterVision.com/Allison. Again, that’s BrigherVision.com/Allison. And PS, my name is spelled 
with two L’s and an I.  

Thanks for joining us on the Abundance Practice Podcast. Check out this week’s show notes for 
relevant links, resources and homework. If you’re new to private practice, check out the free 
checklist you need to get started at Abundancepracticebuilding.com/checklist. And if you need 
more support, check out the Abundance Party at abundanceparty.com. See you next week! 

 

 


