
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. 

I am here with Colleen Casey, you can check her out at DrColleenCasey.com. Colleen, how can I 

help? 

Colleen: I have a private practice outside of Boston, Mass. And it’s a great practice. I have a lot 

of clients. But then in the summertime, things really slow down. And so, I’m looking for some 

ideas about how to build out my clientele and I see a lot of students. So, I think that’s partly 

why things slow down so much. So, our kids go to summer camp, or back home from college. 

Boston is a big college town. So, I have a lot of college kids. So, I’m just looking for ideas about 

how to sort of get more referrals over the summer. 

Allison: Yeah. that’s a really good question. And I think a lot of people are really afraid of the 

summer slump.  

Colleen: Yeah, yeah, yeah. 

Allison: I will say, it feels like, for most people, after a few years of being in private practice, 

that kind of evens out. so, there’s that to look forward to, potentially. Hope on the horizon. And 

in terms of being active and getting those clients in, there are a few different things you can do. 

So, one thing is, potentially, depending on your modality, and if it jives with you, you could do 

web therapy. Video conferencing with your folks who might be going home for the summer. 

Colleen: Okay. Yep. 



Allison: For people who are going on a lot of vacations or going to summer camp, things like 

that, I know that creates a bunch of pockets. That’s hard when you know they’ll be back the 

next week or three weeks, its hard to fill that. 

Colleen: Right. 

Allison: Another thing you could potentially do in the summer is do some groups. And with 

groups, what you want is to make sure you are making twice your hourly rate when you have 

the number of people in the group that you want. And so, if you can get some groups off the 

ground, and now is a great time to start planning what your group would look like. Figuring out 

what your marketing strategy would be and all of that. and that way, it’s kind of helps fill in 

some of those weird gaps that happen, as far as your income goes. 

Colleen: Okay. Great. 

Allison: Can you think, off the top of your head, what groups would be most helpful for your 

client base? 

Colleen: That’s a great question. I probably would say some sort of anxiety reduction. I have a 

lot of perfectionists. So, something that’s targeted towards reducing anxiety, perfectionism. 

And then, possibly, you know I have a lot of clients with family issues. So maybe some sort of 

family support, difficult families, dealing with stressors related to families and like that. Just off 

the top of my head. 

Allison: and I think about, like as a parent, what I would be most likely to sign my kid up for, 

and if it was difficult families I’d be like, but we’re not difficult. I’m fantastic! So maybe focusing 

on one specific pain point like your parents got divorced group. Or something like that. that 

really, and I would look at your client base and see, the people who are usually calling you and 

are attracted to your practice, what is it that they are struggling with? Who are you marketing 

to? So that you can really maybe hone in on two or three specific pain points that really feel 

relevant to your people. 

Colleen: That makes sense. No, that’s a good idea. I do like groups. I led groups at previous jobs. 

So, I think that’s a really great idea. 

Allison: Yeah. they are fun.  

Colleen: Yeah. Yeah, yeah, yeah. 

Allison: Who are your typical referral sources? 

Colleen: I get a lot of my referrals from schools. School counselors, school psychologists, 

pediatricians, too. Or family practitioners. And then, other psychologist colleagues, that know I 

work with a lot of adolescents and college kids. Yeah. 



Allison: So, can I put you in the expert seat for a minute? For the party people that are 

watching. Or the people who are listening to the podcast. How did you get in with school 

counselors? That’s a question I get a lot. Like how do you get on those people’s radars? 

Colleen: Yeah. So, when I first started my private practice, I sent out a bunch of postcards with 

my photo and a little description of my practice to the schools in the area. And so, my name is 

Colleen Casey. I’m a psychologist. I work with a lot of teenagers with these types of issues. And 

would be happy to tell you more about my practice. some people just sort of sent them to me, 

referrals to me, cold. Without talking to me. Some called and we touched base a bit about my 

practice and about their needs as well. That was really great. That probably, and then, I did it 

again, maybe sort of, so I switched from taking insurance to not taking insurance. So, I sent 

more mailings out at that time, as well. And then, I also do a little bit of psychological testing in 

the schools. So, I get to know school staff that way as well. And then, yeah, I would say overall, 

the mailing was probably the biggest thing. 

Allison: That’s awesome! Yeah, thanks for letting me put you on the spot there! 

Colleen: Oh yeah, yeah, yeah. No, and I think people just want to know who they can refer to. 

And that you have openings. I think that’s the biggest problem around here, that school 

counselors tell me about. They don’t know who’s full, or whose taking patients, that kind of 

thing. so.  

Allison: Yeah. So, back to your question. Keeping at least steady revenue, if not same number 

of clients. But steady revenue over the summer. You could do groups. You could do workshops 

for parents, too, given your specialty. So, you could do a workshop on how to support your 

perfectionistic teenagers. You could do something for people whose kids are leaving for college 

for the first year. So, you could do like how to not helicopter your college age kid. 

Colleen: I thought about that. Yeah, yeah, yeah. 

Allison: So, you could do these things that are going to get you more money per hour that are 

really going to serve your community, but maybe with less of that, like with a workshop there’s 

not that weekly commitment that a lot of people just have a hard time committing to in the 

summer. That all just depends on if you like working with parents, too. Not everybody does. 

Colleen: Yeah, definitely. 

Allison: Okay that’s good to hear. A lot of the people I know who work with kids are like the 

only downside of working with kids is the parents. And as a parent, I keep that in mind. Like, 

don’t be that parent.  

Colleen: Right. But no, parent work is a big part of my practice, too. Mostly around how to 

support your teen. How to be most helpful. And I do find that I have more and more referrals 

for, I have a lot of seniors now. And a lot of them are transitioning. So that’s actually a really 

good point. They are either going to college or gapiers or that kind of thing. so, parents have a 



lot of anxiety about, which is totally understandable, about the transition. And what’s next for 

their students or their kids. So that makes sense. 

Allison: Yeah. and, I think if you were to do those, how would you market those? Because with 

schools out, I’m assuming that takes out some of your referral sources. I think word of mouth, 

though, like with your current client’s parents. If you are like, oh, Johnny’s going to college next 

year. I’m doing this workshop just for parents whose kids are flying the coop. if any of your 

friends would like to join us. Here’s the information. 

Colleen: Yeah. that’s a great idea. Maybe send an email to psychologist friends, therapist 

friends, and see if they might have any clients that might be interested. 

Allison: So, groups and workshops. I’m trying to think of where referrals might be coming from. 

I mean, a lot of kids are needing to get physicals for the sports year coming up. Or before 

college. Or whatever. So, it might be spending more time and energy on your pediatrician 

referrals or your doctor referrals over the summer, as well. 

Colleen: Right. That’s a good idea. Yeah, yeah. definitely. And I think there’s so much more 

anxiety and depression that’s coming out at the doctor’s office. I do get some referrals now. I 

think they are screening better. So, I think that some of their offices are overwhelmed about 

where to send people. Yeah, that’s a good point. Okay. Great.  

I have a friend who has gone into pediatrician’s office to actually meet and touch the doctors. 

That’s something I could do as well. I think it’s a little bit like, oh, nerve-racking. But, maybe 

something like that would be a good idea. 

Allison: And I would start with the people who have already sent you referrals. Like, if you have 

kids, start with their doctor. I’m real big on start easy. 

 Colleen: Yes. 

Allison: So, if you go into the doctor’s offices that have already sent you referrals, you can start 

with, I’ve gotten some great referrals from your referral coordinator. Is it possible to meet 

them?  And to just thank them, bring them a little coffee or bagel or whatever. For them or for 

the office. And, let them know, over the summer, here are some things I’m providing, in case 

this is something that would be helpful for the patients in your practice. and then, give them a 

chance to ask any questions they have about your practice. 

Colleen: Yeah, that’s a good idea. I definitely should do that. 

Allison: Because the referral coordinators have the bulk of the power in terms of making those 

referrals, more so than even the doctors. Its great to get some face time with the doctor, its 

harder. I mean, if you can get some face time with the doctor, you’ll certainly get referrals, too. 

But the referral coordinator is really making the bulk of those. 



Colleen: Good point. Yeah. yeah. Getting to know them, that might be a good starting place, 

too. Are there things that they are seeing more of, and that could maybe inform my workshop 

decision. You know? 

Allison: Yeah. absolutely.  And some of your marketing in general, really. If its something you 

already love to work with, but you’re leaning more towards one thing than that, then you can 

lead towards that thing. with feeling like you got this safety net. And it might also be talking 

about the way that perfectionism can impact quality of life. And what to look out for. Because 

we can all be like, oh yeah, she’s such a perfectionist. Eye roll. But it impedes life. It makes 

everything harder. So, to kind of impress upon them what you are seeing in your office and how 

that really may not look like anxiety and depression in their exam room. But it just might look 

like some high achieving, a little bit high strung kid. When really, it’s the kind of motor that’s 

running the anxiety and depression. 

Colleen: Right. No, that’s a really good point. To get them some signs of what to look for. These 

ideas are great. 

Allison: Yay! Anything else that you think would help? 

Colleen: The only thing I was thinking about. Because right now, I’ve marketed towards 

adolescence and young adults. I do see adults, older adults, too. But one idea I had was should I 

be marketing a little bit differently? You know, just to get a more well-rounded practice. so that 

my numbers wouldn’t go down as much in the summer. 

Allison: Yeah. who do you love to work with the most? Like what lights you up? 

Colleen: Yeah. I do love the teenagers and the college kids. You know, I think I do well with 

individuals impacted by trauma. I have a background in that. and so, that is definitely another 

area that I think I’m good at. And I feel like I can be helpful to people.  

Allison: And I think there’s a slippery slope there for us. Because we can be helpful to a lot of 

people. It doesn’t mean its always sustainable for us. Like when you said teenagers, and you 

were talking about teenagers, I would love for you, when you watch this video in the party, like 

if you watch it. Rewind and look at yourself. When you talk about teenagers, you’re lit up. But 

then you’re like, but I also like helping older people who have trauma. Like if your face was a 

voice, that’s what it would sound like. So, I would follow where that energy is. 

Colleen: Okay. That’s good advice. Thank you. 

Allison: Another thing to consider, and this is something I recommend a lot for folks who want 

to work kind of traditional school hours, but also want to see schools and teenagers, is to get in 

with the home school crowd in your area. 

Colleen: That’s a really good idea. Yeah.  

Allison: And that’s often an untapped market.  



Colleen: Right. Right. 

Allison: People forget about the home school crowd. And certainly, they have just as much 

need for therapy as the going to school crowd has.  

Colleen: That’s an awesome idea. Yeah. 

Allison: And that way, I don’t know, because they don’t have the confines of traditional school, 

I don’t know if summer vacation happens more for a home school crowd, or if it happens at all. 

Or if it’s just the same throughout the year.  

Colleen: Yeah, that’s a great question. I could definitely find out the answer. Yeah. 

Allison: So that way, you’ve got this whole other market, potentially, within your ideal niche. 

Colleen: Right. That’s a really good point. Okay. I am seeing more and more home-schooled 

kids. I don’t know how it is there. But there are definitely more. 

Allison: It’s on the rise. 

Colleen: or online school. Yeah. 

Allison: Yeah. and I think it can often happen because the traditional school system is not 

working for some of these kids because of what they are struggling with. And, sometimes it’s a 

family choice. And sometimes it’s a, this is what we have to do for our kid because this doesn’t 

work. So, depending on what they are presenting with, it might be amazing fodder for therapy. 

It might just be a great opportunity to help a kid change their life. You know? 

Colleen: Yeah, no, that’s a really great idea. Yeah. thank you. Appreciate it. 

Allison: Absolutely. 

Colleen: But its also good feedback to hear about, like my face lit up when I talked about 

teenagers. Because I do feel that way. And it’s a great age. And so that’s really good to think 

about it like that and to get that direct feedback that my body [unknown] 

Allison: Yeah. and, there are so few of us who really love to work with teenagers. And there are 

so many teenagers who need to be seen.  

Colleen: Exactly. 

Allison: I’m so bad at teenagers, Colleen. I’m so bad. I don’t know if I just revert to my awkward 

high school self or what. But, I’m like hey guys. I just get so awkward and so terrible. So, I think 

that when you are good at it, at that, and you love it, by all means throw your heart into it. And 

your marketing. 

Colleen: Okay. 

Allison: Well, cool. Is there anything else I can help with? 



Colleen: I don’t think so. This has been super helpful.  

Allison: Awesome. Good.  

Colleen: Its so nice to meet you. I love watching your videos.  

Allison: Yay! Well thanks! 

Colleen: Well thanks again! 

Allison: Absolutely. Take good care. Bye. 

Colleen 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. 
 

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. 
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