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SHP NEWS

Register of Members

The 2003 Register of Members is now complete and your copy is enclosed with this Newsletter.  The online version on the website has also been updated.

Website

As some of you may have noticed, the Society website got a bit out of date recently.  This has now been addressed and includes:

· Updated details on Insurance

· All Newsletters now online

· Up to date Events page

There are also some new features:

· A bulletin board for posting adverts for things that might be of interest to other members, for instance, goods or services for sale, clinic space available, informal get togethers, goods or services you'd like to swap, events or seminars, etc.

· Details on ordering Massage leaflets

Check it out at: 

www.societyofholisticpractitioners.com
Annual General Meeting

The Annual General Meeting of the Society will be held at:

7.30 pm on Monday 3 November 2003

4 Craigpark

Dennistoun

Glasgow

G31 2NA

All full members are entitled to attend and so that we have an idea of numbers, please, if you plan on attending, complete the form on the last page and return it to:

The Registrar

Society of Holistic Practitioners

4 Craigpark

Dennistoun

Glasgow

G31 2NA

A full agenda will be included in the next issue of NewsSpace.

CHM NEWS

Graduate News

Former College student and actress, Alicia Devine, has written her first play and its premier will be at this year’s Edinburgh Festival Fringe.  A leaflet giving full details is enclosed so please get along and support it if you can.

Staff News

The College of Holistic Medicine is currently providing Stow College in Glasgow with a taster course in Counselling which is being run by second year graduate Graeme Henderson.  This is the most highly subscribed course in Stow’s summer calendar, so this is a great reflection on CHM’s reputation and a great opportunity for Graeme to develop his skills.

Wendy Taylor, who has been assisting on the College’s Diploma in Therapeutic Massage, is also in the process of delivering a taster course in massage at Stow.  Again, this has been very well received.

Board of Directors

The College is delighted to welcome four new members onto its Board of Directors, namely:

· Sandra Nardini

· Charlie Husband OBE

· Latif Yuhanna

· Victor Docherty

New Massage Course

The College is also in negotiations with Stow College to provide an HND in Therapeutic Massage.  This will be the first full time course in therapeutic massage to be taught in further education establishments in the UK.  A team from the College of Holistic Medicine will be working with members of Stow College staff to develop the course content and structure over the next year with an aim to have it up and running for August 2004.  This course is not intended to replace the existing part time Diploma in Therapeutic Massage which will continue to be run for those unable to attend on a full time basis.

MASSAGE CORNER

The Muscle Map

By Jill Maden

ANATOMY AND FUNCTION OF THE LEG

The leg can be viewed as having 5 main components:

· The hip

· Hip muscles

· The knee joint

· Muscles of the knee joint

· Lower leg and foot

The Hip

A variety of muscles are responsible for moving the hip joint – some originate from the pelvis, some from the spinal column, and some even pass over the knee joint – therefore, it is important to know the relevant parts of the skeleton that relate to hip movement.

· The Pelvis – this is made up of two hip bones plus the sacrum and the coccyx.  Each hip bone has 3 main areas – the ilium, the ischium and the pubis.  Various cavities and outgrowths within these bones allow muscles to be attached.
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Fig 1: The Pelvis

· The Hip Joint – this is where the femur (or thigh bone) meets the pelvis in a depression called the acetabulum, thus creating a ball and socket joint which allows it to move in all directions (ligaments prevent it from swinging too far back or outwards).

Hip Muscles

There are 3 main sets of muscles that pass over the hip joint:

· Buttock muscles

· Groin muscles

· Hip flexors

· Buttock Muscles – there are 3 buttock muscles:

· Gluteus minimus (the small buttock muscle)

· Gluteus medius (the intermediate buttock muscle)

· Gluteus maximus (the large buttock muscle)

The gluteus minimus and medius both attach to the greater trochanter (the bony protrusion at the top of the femur) and are activated by walking or running.  Because they have such a large area of origin, they can move the thigh bone in all directions except towards the midline of the body.  Therefore, they stabilise the hip joint and stop it falling to the other side when weight is on the opposite leg.
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	Fig 2: Gluteus Minimus
	Fig 3: Gluteus Medius


The gluteus maximus is responsible for the powerful backwards drive of the leg.
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Fig 4: Gluteus Maximus

· The Groin Muscles – these muscles include:

· Pectineus (comb muscle)

· Gracilis (slender thigh muscle)

· Adductor longus (long adductor muscle)

· Adductor magnus (large adductor muscle)

· Adductor brevis (short adductor muscle)

All of these muscles originate on the pubic bone and insert into the posterior surface of the thigh bone.  These muscles work powerfully in running when the foot leaves the ground and begins to swing forward.  These muscles rotate the leg outward (in relation to the hip) during the forward swing.  
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Fig 5: Groin Muscles

· Hip Flexors – these are made up of several muscles:

· Iliacus (haunch muscle)

· Psoas major (great lumbar muscle)

· Sartorius (tailor’s muscle)

The iliacus and psoas major are the most powerful of the hip flexor muscles and, as they work together, are often referred to as the iliopsoas.  If the legs are fixed, they will move the trunk towards the legs, or, if the trunk is fixed, they will move the legs towards the trunk.
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Fig 6: Iliopsoas Muscles

The sartorius is the longest muscle in the body.  It extends from the anterior superior iliac spine down the thigh to the inner side of the knee.  This muscle has many functions but received its name from the fact that it allows a person to sit on a table with crossed legs as tailors once did.  Therefore, it bends, abducts and rotates the hip outwards and bends the knee and rotates it inwards. 

The Knee Joint

The knee is a complicated joint bringing the femur and tibia together.  In terms of movement, it bends (flexion) and straightens (extension).  It is also capable of inward and outward rotation of the lower leg when the knee is bent.  Ligaments bind the joint together and prevent excessive movement in any direction.  Articular cartilage at the end of the femur and tibia stop them rubbing, plus further cartilage called menisci act as additional padding.

Muscles of the Knee Joint
These can be divided into 2 groups:

· Knee extensors

· Knee flexors

· Knee Extensors – four muscles, known collectively as the quadriceps, make up the extensor muscles.  These are:

· Rectus femoris (straight thigh muscle) 

· Vastas lateralis (external vast thigh muscle)

· Vastas intermedialis (central vast thigh muscle)

· Vastas medialis (internal vast thigh muscle)

Rectus femoris originates at the pelvis and inserts into the kneecap.  Because it crosses two joints it flexes the hip joint as well as extending the knee.

The three vasti (vastus = extensive, far reaching) muscles originate on the upper thigh bone and insert on the patella (kneecap).  All the extensor muscles are responsible for straightening the knee.
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Fig 7: Knee Extensors (Quadriceps Femoris)

· Knee Flexors – again, this comprises a group of muscles known as the hamstrings.  Individually, they are:

· Biceps femoris

· Semimembranosus

· Semitendinosus

The hamstrings originate from the lowermost part of the hip bone, the ischium, and run towards the knee.  The biceps femoris inserts into the fibula (calf bone), allowing the leg to be rotated so that the foot can point outwards.  The semitendinosus and semimembranosus are inserted into the internal or medial condyle of the tibia (shin bone) allowing the lower leg to be rotated inwards.
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Fig 8: Knee Flexors (Hamstrings)

Lower Leg and Foot
This can be divided into two main areas:

· The Calf

· The Foot

· The Calf – the calf muscle (triceps surae) is used predominantly for running and jumping.  It is made up of 3 parts:

· Gastrocnemius (‘twin’ calf muscle with its two heads)

· Soleus (flounder muscle)

The gastrocnemius bends (flexes) the knee and ankle so that the body can be raised on its toes (plantarflexion).  The soleus muscle acts only on the ankle joint.  Together the gastrocnemius and soleus form the achillies tendon which inserts into the heel bone (calcaneum).
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Fig 9: Lower Leg (posterior)

· The Foot – the bones of the foot are divided into ankle bones (tarsus), bones of the foot (metatarsus) and the bones of the toes (phalanges).  Two sets of movement take place around these bones: extension and flexion take place between the ankle bone (talus) and the lower leg bones (tibia and fibula), i.e. through the ankle joint; supination and pronation take place between the talus and the ‘boat-shaped’ tarsal (the navicular) bone and the calcaneus, i.e. through the subtalar joint.

The muscles of the calf (see above) are the most important flexors of the foot.  The extensors are found in the front of the lower leg between the shin and calf bones.  However, they are assisted by a number of other muscles:

· Tibialis anterior (anterior shin bone muscle)

· Extensor hallucis longer (long great toe extensor)

· Extensor digitorum longus (Long toe extensor)

· Peroneus longus (long calf muscle)

· Peroneus brevis (short calf muscle)

· Triceps surae (three-headed calf muscle)

· Flexor hallucis longus (long flexor of great toe)

· Flexor digitorum longus (long toe flexor)

· Tibialis posterior (posterior shin bone muscle)

Next time the Muscle Map looks at:

· Anatomy and Function of the Trunk

BUILDING YOUR BUSINESS

PART 3 – Marketing Your Business

By Jill Maden

What is Marketing?

Marketing is a commonly mis-used term.  What it means is identifying if, and where, there is a market for your product or service.  However, the term is often used to cover a 3-stage process:


So, if Marketing is the first stage, how do you find out if there is a market for your massage/counselling service and where it’s likely to be?  This is where market research comes in.

Market Research

Researching your market enables you to:

· Identify your market, i.e. who your customers are

· Identify customer needs, i.e. what they want

· Establish what’s already available, i.e. the competition

· Develop your product/service to meet those needs

Identifying your Market (Potential Customers)

For most therapists, their initial market will come from their friends, family and colleagues.  However, if this proves insufficient, you need to look elsewhere.  The business sections of libraries are a good place to start.  They contain many useful publications and resources such as:

· Lists of local council facilities and resources, i.e. leisure centres, doctors’ surgeries, social work departments, etc

· Office of National Statistics (ONS) reports

· Market Sector reports by specialist market research companies such as Mintel, Key Note, etc

· Health & Safety Executive (HSE) publications

· Directories of local businesses

· Directories of national and international businesses, including Annual Reports

The Small Business Gateway, which is part of the Scottish Enterprise network, is also a great place to get market research.  Additionally, they are able to offer advice on all aspects of setting up your business.  They can be contacted on:

· Tel: 0845 609 6611

· Web: www.sbgateway.com
City Councils often have a Business Development service of some kind and are usually able to provide information about local businesses too.

The Chamber of Commerce and other trade associations can also often help.  The Chartered Institute of Marketing operates an information line which can be contacted on:

· Tel: 01628 427333

The Internet is also a great source of information.

Identifying Customer Needs

Okay, so you’ve ploughed through all the directories and discovered the type of person likely to want your service and where they might be found.  The next thing to do is identify what it is they are really looking for.  Are they just wanting to try massage/counselling because all their friends are doing it?  Are they just looking for a bit of support and/or sympathy, or are they really wanting to get to the route of their problem?  Whatever, as a supplier, you need to find out.  A number of tools can be used to help you do this:

· Verbal Feedback – ask your existing clients what they like about what you do and what else they would want.

· Surveys/Questionnaires – use a pre-designed questionnaire to ask people you don’t know what they want.  Remember, in order for the results of a questionnaire to be useful to you, the questions should be short, simple and to the point in order to get exact answers.  If questions are structured it is easier for the respondent to reply which means they’re more likely to answer the whole thing.

· Focus Groups – these bring together people from different backgrounds to discuss a product or service.  They are usually chaired by a person trained in facilitating such groups so that they remain focussed on the matter at issue.  Considerable thought needs to be put into preparing for a focus group in order that useful information is gained.

· Industry Bodies – asking other therapists already established in your industry or logging on to relevant internet chat rooms can also be a good source of information.

Establishing What’s Already Available

Identifying why people would need you is a critical question to any business.  If there are already 10 massage therapist/counsellors in your area, why should people come to you instead of one that’s already established?

Well, the answer may lie in discovering what these existing businesses already do.  Try them out and see – did they meet all your needs?  If not, this could be where you could find a niche that is not already being filled.  Maybe, they did fulfil all your needs though, what then?  Well, maybe this indicates the market is already saturated in that geographical location, so it might be better to consider another area where there is a shortage.  Alternatively, they may not be able to meet the demand in the area, in which case you could pick up the slack.

Developing Your Product/Service

So having found out who your ideal customer is and where to find them, identified what they want and establishing what’s already available and where any gaps may be, now you can start to design your service to meet what the market demands.  This may include a wide variety of things, including:

· Location

· Layout, design and décor of your premises

· Use of light, space and sound

· Quality of equipment and materials, i.e. massage table, towels, oils, etc

· Corporate identity, i.e. colour schemes for your printed materials, logos, fonts, etc

· Price(s)

· Appointment booking procedures

· Staff training, if appropriate

· How you answer the phone/deal with enquiries

· Personal presentation, i.e. uniform, grooming, greetings, case history sheets

· How you deliver your massage/counselling service, i.e. order of session (case history, explanation of what will occur, actual therapy, summing up, etc)

· Rebooking procedures

· Farewells

Remember, although there may be other therapists nearby, if they do not provide a beautiful environment in which to receive the therapy, this could be where you are able to capture the market.  Likewise, there may be other therapist nearby, all with beautiful offices, but if their skills aren’t very good, then this is where you could improve on what’s already available by improving your skills.

Promotion

Now you’ve figured out what you are going to offer, where you’re going to offer it and how much it is all going to cost, so the next thing is to let people know its there – this is the domain of promotion.

How much you are able to promote your business will depend to some degree on how much money you’ve got available.  Promotion can include all sorts of things, including:

· Personal recommendation/word of mouth

· Talks and demonstrations

· Exhibitions/Trade Shows

· Building a Referral Network

· Public Relations

· Newspaper advertising

· Specialist magazines

· National directories

· Mailshots

· Leaflets and promotional material

· Websites/Internet

· Local radio

· Taxi advertising

· Window displays/chalk boards

When you’re first starting out, the bare minimum should probably include:

· Business cards

· Promotional leaflets

· Telling everyone you meet about what you do

Sales

So gradually people start making their way to your door.  Yeeha!  Now all you’ve got to do is convert them into sales.  Some may already be ready to book an appointment based on a personal recommendation or encounter they’ve had with you, others may require more information before they make that final step.  Either way, make sure you’re ready for them.  

If they want to book, have an appointment booking system ready and book them in.  You may also want to take the opportunity to advise them of what will be involved, including costs.

If they just want more information, have this ready too.  It is sometimes useful to have a speel prepared.  Alternatively, a more personal approach, is to ask them lots of questions.  Just make sure you know how you are going to handle such enquiries and don’t start garbling on incomprehensibly.

At the end of the appointment, you simply ask them for their payment and bingo, you’ve made a sale!  This is also the point at which, if appropriate, you get them to rebook.

Next issue Building Your Business continues with:

· Reaching, Rebooking and Referrals

COUNSELLING CORNER

Change of Counselling Accreditation Body

The College of Holistic Medicine’s application for the 3-year Advanced Diploma in Therapeutic Counselling to BACP has passed its first stage of inspection and is into the second phase where the course itself will be inspected.

The Psychotherapy course is also in its second stage with UKCP.

Greater Glasgow Healthy Return Project

The College of Holistic Medicine is working in collaboration with the University of Glasgow in a blind trial research project working to return long term absent to work.  The College is playing a central role in providing stress management training, psychotherapy, life coaching and holistic therapies.

Grant Awards

The College has been awarded a Community Fund grant to provide a life coaching service to socially excluded individuals in the north Glasgow area.  The grant is for 2 years and the project starts in October 2003.

The College has also been awarded a sizeable grant for a post drug rehabilitation project.  The grant will be used as seed money to attain match funding with hopes of initiating the programme in May 2004.

CHM NEWS (cont)

College Website

The College has now appointed a team of people to develop its website.  Their first job will be to establish the content of the site.  This will be followed by developing a suitable visual design.  It is envisaged that the site will be up and running within the next couple of months.

SHP NEWS (cont)

Booking Form for SHP AGM

If you would like to attend the AGM of the Society, please complete and return the form below to:

The Registrar

Society of Holistic Practitioners

4 Craigpark

Dennistoun

GLASGOW

G31 2NA

	AGM of the Society of Holistic Practitioners

7.30 pm on Monday 3 November 2003

	Name
	

	Address
	

	Tel No
	

	(
	I will be attending the AGM


Being in Business

Being self-employed is the first stage of having your own business.  Therefore, it is worth thinking about what you would ultimately like that business to look like.  Will you happy to keep working as the sole employee for the rest of your days, or would you like it to expand and take on other staff?  And, if so, how many staff and in how many locations?

Michael Gerber in his tapes “The E-Myth” says “the only reason for having your own business is to give you more life not to sap the life out of you by consuming every minute of every day”.  Therefore, you need to be very clear about what you want in life, what he calls your “Primary Aim” and, therefore, how the business is going to help you achieve that, the “Strategic Objective” of the business.

Gerber advises that in order to ensure the business doe not take over your life, you need to build systems which are not dependent on people with special skills to be able to perform.  Instead, these systems should be able to be carried out by anyone, meaning you don’t have to be there, unless you want to.
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