Why Don’t My Clients Come Back?
	The term “one hit wonder” is often used in the music industry but is easily applied to many reflexology clients. How many of us have file cabinets filled with files of clients who have only attended one session?  While it may feel a bit embarrassing to admit that you haven’t completely wowed every client who came into your practice, it is a common complaint amongst all reflexologists. Why don’t my clients come back?
	There are a variety of reasons why a client may become a “one hit wonder.” Actually, when they are listed it is truly phenomenal that we often beat the odds to get a return client or, even better, a regular client. 
	Let’s explore the possible reasons why clients don’t return for additional sessions and some steps we can take to reduce the rate of “one hit wonders”. 
The Client is Uneducated about the Benefits of Reflexology: A dream client is one who sends you frequent referrals and brags about what you have done for them. This will never happen if the client is not educated during the reflexology session. While it may be tempting to allow your client to sleep through the entire session, make sure to take an opportunity to point out the visible signs of homeostasis that are occurring as a result of the session. (If you don’t remember what these are it is time to review your text.)  Mention that grumbling tummy. Explain why their face is now flushed. Remind them to think of the reflexology session as they make additional trips to the washroom. Many benefits from a reflexology session are mild and the client may not think to attribute them to the session until you point it out. You must sell yourself and what you can do before anyone else can. 
Financial Reasons: A regular comment from many clients is “I wish this was covered by my insurance. I would love to have this done more often.” What can the individual reflexologist do about this? There are a number of things. 
1. Give your clients receipts and ask them to submit them to their insurance company. Even if they aren’t covered for reflexology it lets the various insurance companies know their clients want this service. It may be offered in future packages. 
2. Some reflexologists offer discounts for referrals or reduced fees for multiple sessions that are paid for in advance. Make sure you maintain professional financial records for these deals and that the restrictions of any package are clearly explained. 
3. Maintain memberships in your professional organizations. This demonstrates professionalism and an organized profession with many members is more likely to receive accreditation. This can result in insurance coverage for reflexology through extended health care plans. 
4. Clients will make a financial commitment if they are well educated as to the benefits of reflexology. 

Unrealistic Expectations: How many clients have decided to try reflexology to assist a chronic condition they have suffered from for years? They try one session and never return. What happened? Various scenarios could have played out here. 
1. Clients need to know that chronic conditions often take longer to display results. With chronic conditions, sensitive reflexes may not even arise until a few sessions have passed.  While you don’t want to force the clients into booking several sessions, it is only fair to point this out.
2. Clients seem to expect more from alternative practitioners, they seem more willing to allow physicians several attempts to solve a health issue but we are tried and judged within one session. 
3. Some reflexologists may promise too much before the session. Remember, the results of a reflexology session are individual and what works for one client may not work for another. Be honest, the client will respect you more for it.

The Session Itself: A variety of events can occur during a session that can result in the client turning into a “one hit wonder.”
· The client didn’t click with the practitioner. Let’s face it, not all personalities mesh well together. Clients don’t know if they will like the practitioner until they attend the session. 
· The session wasn’t well done. Maybe there was too much pressure or too little pressure, or the client felt rushed or the environment wasn’t comfortable or private enough. 
· Did the session have too many offerings? A bit of foot reflexology, a bit of hand reflexology, some reiki or other modality may just confuse the client. They can’t determine what really helped.
· Many alternative health modalities are still viewed as a weird by some people. They may have booked the session simply to experiment. 
· The reflexologist wasn’t knowledgeable enough – clients often ask all the questions they have not had answered by their regular care givers. They expect the reflexologist to have a vast amount of information. If they don’t find answers, they move on. Reflexologists are not physicians and cannot diagnose. Feel free to tell the client you don’t know but also make an effort to educate yourself so that you can have an educated conversation with your client. 

Many clients are very attached to their health issues: In many cases these health issues have defined them for years. Achieving results may actually frighten them which again may result in the failure to return for an additional session.

Out of sight, out of mind:  Nowadays, people have very busy schedules. Many people are used to their dental offices and hair stylists contacting them to remind them they are due for additional appointments.  You may choose to institute a reminder system via email but be certain to maintain a professional dialogue in your email and limit the amount of reminders so that your emails are not viewed as spam by the client.

While the goal is to reduce the amount of “one hit wonders” in your reflexology practice, the reality is they will always be there to some extent. Try some of these hints and see if they help to turn your practice into one with frequent hits. 
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