
© 2010 Florida Institute of Hypnotherapy.  All Rights Reserved.  No part of this document may be reproduced in any form 
without written permission from the Florida Institute of Hypnotherapy.

AH202 – Advertising and Marketing Strategies



The ads and strategies listed herein have been
successfully used by Matthew Brownstein during his
years of full-time practice. They are not necessarily in
accordance with current Florida Hypnosis Laws. You
should only use this presentation as a guide to assisting
you in designing your own personalized advertising
plan that is in accordance with the ethics and rules of
the organization(s) to which you belong and in
accordance with the laws of the respective state that you
practice in. No guarantees can be made about the
results achieved by using these strategies and individual
results certainly will vary.



 West Stockbridge, Massachusetts

 Delray Beach, Florida

 Gainesville, Florida

Moved to Gainesville with $4,000 and no car – 20+ clients in one month



 TAKE MASSIVE ACTION

 Understand Guerilla Marketing

 Work every moment when not in with clients 
during your scheduled hours

 Fixety of Purpose

 Make the phone ring at least once per day

 Do not take a long time to build your practice

 5 calls per week = Full-Time Practice within 2 
months

 Use everything in your bag of tricks





1. Clarity of Intent
2. Universal Law
3. Deep Meditation
4. Visualization
5. Emotion
6. Suggestion
7. Belief
8. Desire
9. Acceptance
10. Expectation
11. Commitment
12. Surrender

10 Minute Meditation Morning and 
Evening

Available online at www.tfioh.com



Getting Organized Process
1. Core Mission Statement
2. Life Principles
3. Universal Law
4. Life Categories Prioritized
5. Long-Term Goals
6. Mid-Range Goals
7. Short-Term Goals
8. To Do List
9. Day-Timer
10. Collage

- Available online at www.tfioh.com

Creating and Manifesting
- Incorporating the 12 step formula to 

manifest these bigger picture 
goals



Available online at www.tfioh.com

Themes include:

•Knowing who you truly are and what you are meant to do in the world

•Gaining clarity of  intent and fixety of  purpose

•Learning to trust in and listen to Divine Guidance

•Letting success be easy, automatic and effortless

•Opening to one’s own unique Dharma or “Purpose in Life”

•Dreaming big and developing a “Yes-Mindset”

•Raising self-esteem and building self-confidence

•Increasing motivation, enthusiasm and determination

•Developing an optimistic and positive attitude

•Trusting in and utilizing the Law of  Giving and Receiving

•Cultivating Financial Intelligence

•Increasing the flow of  money in your life

•Developing multiple income streams

•Learning to invest in yourself  first.

Embedded in the music of  this CD are subliminal messages which include: 

•Every day in every way I grow more and more successful 

•My creative thinking is now allowing me to manifest prosperity in all 

aspects of  my life

•I make money, I make large amounts of  money, I create exceptional 

success 

•I am a money magnet 

•I now do what I need to do to become ever more successful 

•Abundance is my natural state of  being

•I now attract positive and supportive people that help me to achieve my 

goals 

•I am motivated and determined to manifest my dreams.

Running time approximately 25 minutes.



Available online at www.tfioh.com 

The only limitation to achieving true financial 
freedom lies within our mind.  Our financial self-
esteem rests within us, and there is no limit to how 
vast we can expand in this way.  This workbook 
includes: 

- An introduction to making the most of this 
workbook and MP3 audio set 
- The 21 Power Principles of Prosperous Living 
- Processes for overcoming mental limitations 
- An explanation of using the Creating and 
Manifesting Process for developing prosperity 
- Instructions for using suggestions & affirmations 
- Resources and recommended readings 

The five audio mp3 downloads on Manifesting 
Prosperity include: 
- Morning and Evening Meditations 
- Creating and Manifesting Meditations 
- Suggestions and Affirmations 
- Subliminal Programming 



 Decide on Number of Clients per Week - 25
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 Income per Client - $100 (average)
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 Decide on Number of Clients per Week - 25

 Income per Client - $100 (average)

 Income per week - $2,500 

 Income per month – $10,000

 Income per year - $100,000+

 10 Clients by ________ (Short-Term)



 Decide on Number of Clients per Week - 25

 Income per Client - $100 (average)

 Income per week - $2,500 

 Income per month – $10,000

 Income per year - $100,000+

 10 Clients by ________ (Short-Term)

 20 Clients by ________ (Mid-Range)



Organizing Your Week – 25 Clients/Week
Monday Tuesday Wednesday Thursday Friday

1 – 9:30 -11:00am
Client Name

6 – 9:30 -11:00am
OPEN SLOT

11 – 9:30 -
11:00am
OPEN SLOT

16– 11:00am –
12:30 pm
OPEN SLOT

21– 9:30 -
11:00am
OPEN SLOT

2 – 11:00am –
12:30 pm
Client Name

7 – 11:00am –
12:30 pm
OPEN SLOT

12– 11:00am –
12:30 pm
OPEN SLOT

17– 1:00pm –
2:30pm
OPEN SLOT

22– 11:00am –
12:30 pm
OPEN SLOT

3 – 1:00pm –
2:30pm
Client Name

8– 1:00pm –
2:30pm
Client Name

13– 1:00pm –
2:30pm
Client Name

18– 2:30pm –
4:00pm
OPEN SLOT

23– 1:00pm –
2:30pm
OPEN SLOT

4 – 2:30pm –
4:00pm
OPEN SLOT

9– 2:30pm –
4:00pm
Client Name

14– 2:30pm –
4:00pm
Client Name

19– 4:00pm –
5:30pm
OPEN SLOT

24– 2:30pm –
4:00pm
OPEN SLOT

5 – 4:00pm –
5:30pm
Client Name

10– 4:00pm –
5:30pm
OPEN SLOT

15– 4:00pm –
5:30pm
OPEN SLOT

20 – 6:00pm –
7:30pm
OPEN SLOT

25– 4:00pm –
5:30pm
OPEN SLOT

• Set your hours 
and work those 
hours just like any 
other “job.”

• OPEN SLOT
When slots are not 
full you are 
working on 
getting new 
clients

• Book clients 
back-to-back

• Be in your office 
when not seeing 
clients or be our 
promoting 
yourself



1 – Client Name

2 – Client Name

3 – Client Name

4 – Client Name

5 – Client Name

6 – Client Name

7 – Client Name

8 – Client Name

9 – Client Name

10 – Client Name

11 – Client Name

12 – Client Name

13 – Client Name

14

15

16

17

18

19

20

Open slots are time 
to promote your 
business – not time 
off to do other 
things!



Hypnotic Programming including:

 Keywords

 Goals

 Visualizations

 Prosperity Suggestions

Modify at least every 6 months



 Branding

 Marketing/Advertising

 Accounting

 Graphic Design – Adobe Illustrator and Photoshop

 Public Relations

 Management Skills

 Web Design

 Internet Marketing



 Professionals in other fields should make you 
money (or at least save you money)

 Accountant

 Web Design

 Graphic Design

 Internet Marketing

 Public Relations Person

 Distribution (Promotional Materials)



This next lesson is how to think – not exactly what to 
do or how to allocate your funds

 Start to think in terms of running a business

 Develop financial intelligence

 Speak to an accountant

 Speak with SCORE

 Start using financial software like Excel, Quicken 
or Quickbooks

 Develop Income vs. Expense scenarios to help 
actualize your goals



 Assets put money in your pocket

 Liabilities take money out of your pocket

 Increase Income/Assets

 Decrease Expenses/Liabilities

 Make your business profitable!!!



 What are you willing to invest and what return 
do you wish to see on your investment?

 Start-Up Costs - $4,000+

 Monthly Budget - $2,000+

 Yearly Income $50,000 

to $100,000



Gross Income - $7,500 per month

Net Income After Taxes - $6,375 

Expenses - $1,000 or less budgeted to run office

Advertising Budget - $1,000 or more

Net Income After Business Expenses = $4,375

EXPENSES 2060

Rent 500

Cell Phone 50

Office Phone/Internet 125

Merchant Account 30

Electric 75

ADVERTISING

Phone Books 600

Website 30

Display Ads 400

Internet Marketing 150

Printing 100



Gross Income - $5,000 per month

Net Income After Taxes - $4,000 

Expenses - $1,000 or less budgeted to run office

Advertising Budget - $1,000 or more

Net Income After Business Expenses = $2,000

EXPENSES 2060

Rent 500

Cell Phone 50

Office Phone/Internet 125

Merchant Account 30

Electric 75

ADVERTISING

Phone Books 600

Website 30

Display Ads 400

Internet Marketing 150

Printing 100



Gross Income - $10,000 per month

Net Income After Taxes - $7,500 

Expenses - $1,000 or less budgeted to run office

Advertising Budget - $1,500 or more

Net Income After Business Expenses = $5,000

EXPENSES 2560

Rent 500

Cell Phone 50

Office Phone/Internet 125

Merchant Account 30

Electric 75

ADVERTISING

Phone Books 800

Website 30

Display Ads 600

Internet Marketing 150

Printing 200



 Invest 10 to 20% or more of your income back 
to yourself and specifically into your 
advertising budget

To Promote or to Save

 During times of emergency – PROMOTE

 During times of prosperity - SAVE



1. Who is your target market?
2. What is the population of your 

target area?
3. What age group are you 

marketing to?
4. What gender?
5. What household income?
6. Is race or ethnicity a factor?



 What is your business name?

 What is your look?

 What is your angle?

You are your own product



You are your own product

How You Present Yourself

1. Office

2. Literature

3. Clothing





What makes you better than the competition?

 Price

 Services

 Training

 Location

 Uniqueness

 Professionalism

 Others…



1. Logo – ACHE or other for 
credibility

2. Branding – Headline –
Business Name 

3. Your Name – You are the 
product

4. Your Credentials and HT#
5. Your Picture
6. Contact Info
7. Keep it simple and professional
8. No need to list your services
9. Hand out 3 at a time per 

person
10. Tell people to give them to 

their friends



“In October of last year I went to Matthew in hopes of ending a 
long-term nail biting habit.  Not only was Matthew able to help 
me easily stop biting my nails after just one session, but he was 
also able to help me identify and resolve some major sources of 
anxiety and worry in my life.  Unsolicited, friends and family have 
noticed that I am happier, more calm and able to enjoy the things I 
love.  I am extremely pleased with the results and have 
recommend Matthew to friends and family members who are 
serious about making positive changes in their lives. ”

Thank you again,
Ashley B. Weser

p.s. you have my permission to use this note in part or whole in 
any way you see fit  :) --WESER,ASHLEY B 



Friday, March 18, 2005 1:00 am 
Searching for truth

UF GRAD MATTHEW BROWNSTEIN PRACTICES HYPNOTHERAPY IN TOWN

By MEGAN V. WINSLOW
Alligator Writer

The exterior of Matthew Brownstein‟s office suite is unassuming. Nestled among travel agencies and doctors‟ clinics, its cookie-cutter front is easily overlooked by the casual passersby failing to read 
the letters on the glass: “Matthew Brownstein, Certified Hypnotherapist.” 

Using a variety of techniques, from simple meditation to programming methods that study the way a person thinks, Brownstein, 32, has been helping area residents understand and eliminate their 
physical and emotional problems for more than seven years. 

To make his teachings more accessible to clients, the UF alumnus plans to expand his business by opening Anahat Meditation Center in July.
“I‟m really not in this just to help people relieve symptoms or to get over certain limitations,” Brownstein said. “I feel that I am really here to help others actualize their full potential and to remove the 

underlying causes of their current problems.”
Within his private practice, Brownstein teaches his clients that physical ailments such as ulcers and sinus infections are psychosomatic and can be cured by examining the belief system behind them.
“If you come in, and let‟s say you‟re overeating … one emotion might be that you‟re feeling lonely or sad, and then I might say, „Okay, that‟s the emotion – now what‟s the belief causing that?‟ and you 

state, „Well, I feel unlovable and alone,‟” Brownstein said.
“That belief, that you‟re unlovable and alone, is the cause of the problem.” 
Brownstein said he experienced his first glimpse of enlightenment on Jan. 13, 1992. The self-proclaimed former agnostic was laying on his bed in his parents‟ South Florida home when he experienced 

what he now refers to as a “spiritual awakening.” 
“Really, the best word for it was an „invasion,‟ without ever asking to experience something bigger than my own ego and my own confidence as a human being,” he said.
At the time of Brownstein‟s awakening, he was a student at Broward Community College. He later transferred to UF to study world religion and specialize in Eastern mysticism.
“My major in college was really „How do I get others to that state of profound peace, oneness, love and wisdom and health?‟” Brownstein said.
After graduating from UF, Brownstein dabbled in acupuncture school. But still he desired to learn more about helping others end their suffering through enlightenment.
At age 23, Brownstein went to live in New York‟s Zen Mountain Monastery.
After waking each day at around 4 a.m., Brownstein typically would meditate within a group for about two hours before performing chants and studying scriptures. 
“Monasteries are definitely not for the faint-hearted,” Brownstein said, smiling. “You have to really want to be there; it‟s not a vacation.”
Although Brownstein admits many people might view the monastic lifestyle as grueling, he said his daily routine there was comfortable and natural, as if he had experienced something similar to it 

before – just not in this lifetime. 
Brownstein, who believes in reincarnation, said he has been able to view approximately 10 of his past lives through “past-life regression,” a method utilized within a hypnotic state.
During one of his past lives, he lived as a Jewish rabbi in a monastic temple setting near the desert, he said.
“In that lifetime, I was really upset with God and human suffering, and I‟ve definitely seen how that‟s played out in this lifetime into something that I‟ve worked through,” he said.
Brownstein‟s spiritual journey took him from New York to Massachusetts, where he started his first holistic teaching center, to New Mexico, where he attended hypnotherapy school, and then back to 

Florida.
Thirteen years after he first set out to discover his place in the world and help others reach their own form of self-actualization, Brownstein said he has found his calling. 
Hypnotherapy, and the teachings and practices that accompany it, have managed to shine a light on what he once regarded as unattainable: practical ways to make people happy and free.
“I don‟t work to just change negative thinking to positive thinking,” he said. “I think a person comes in with a false belief about who they are, but it‟s my job to help them discover their own truth.”

Copyright © 1996–2005 Alligator Online and Campus Communications.


mailto:mwinslow@alligator.org
http://www.alligator.org/pt2/copyright.php
http://www.alligator.org/
http://www.alligator.org/






1. 8 ½ x 11”
2. Bold Headline
3. Bullets of what people are looking for
4. Promote Yourself
5. Free Offers
6. Coupons when starting out
7. Credentials
8. Major Credit Cards Accepted
9. Contact Information



1. 8 ½ x 11” Black and White
2. For tables and hand-outs, not for 

posting
3. Also works for advertisements
4. Bold Headline
5. Subtitle
6. Branding
7. Bold Paragraph Breaks
8. Personalized
9. Warmth
10. Bullets
11. Testimonials
12. Reduce and Eliminate Risk
13. Your Picture
14. Your Credentials
15. Contact Information
16. Free Consultation



1. 2 per Page 
(8 ½ x 11”)

2. Promoting 
Free Lectures

3. Branding
4. For Posting 

and for Pick-
Up

5. Your Picture
6. Date, Time, 

Location
7. Lecture 

Description
8. Credentials
9. Contact 

Information



1. Four Cards 
Per Page (8 
½ x 11”)

2. Use Card 
Stock

3. Place 
around 
town

4. Same 
formulas 
and look as 
all other 
flyers





 When starting your practice it is important to 
see clients no matter what

 Offer free sessions to fill your client slots

 Ask those who had free sessions to refer their 
friends, family and co-workers

 Stop doing this once your practice is 
established



 Have One!!!

 Professional Design

 Your picture on the home page

 Ease of navigation

 Write with sincerity

 Find those you like and duplicate the basic 
design



 Website

 Domain Name

 Search Engines

 Search Engine Optimization

 Organic Listings

 Pay-Per-Click Listings

 SEO Services

 PPC Services

 Directories

 Blogs



 Sign-Up Forms on Website

 Sign-Up Forms in office, at lectures, anywhere 
people can sign-up

 Collect Database

 Autoresponder

 Monthly Newsletter

 Special Announcements



 Dominate the Competition

 Your Picture

 Website



 Dominate the Competition

 Your Picture

 Website



 Newspaper Ads

 Magazine Ads

 Coupon Books

 Church Bulletins

 Yes – Utilize Them

 Consider Being in 5 different publications 





 As many as 
possible

 Libraries

 Rotary 
Club

 Chamber 
of 
Commerce

 Men‟s and 
Women‟s 
Groups



 Make a list of all print 

media in your area

 Call and get rate cards 

and/or media kits

 Be willing to sit down 

with sales reps



 Not for private practice – too expensive and 
does not educate the public

 Good for promoting lectures

 Sample Sound File…..

 Sample Schedule – Run three days before





 PSA‟s

 Through Newspapers, Magazines, Church 
Bulletins, Radio, Television

 Get all contact information

 Make a master list for easy automation

 Send announcements to be posted via fax, 
email or direct letter

 Follow Up



 Offer a free weekly class 

 Promote events

 Through Newspapers, Magazines, Church 
Bulletins, Radio, Television



 Articles – We need to explain our business









Send letters to:

 Local community

 Local groups

 Local doctors, dentists, holistic health 
practitioners

 Collect your own mailing list

 Buy mailing lists



 Set up a booth

 Have large signage

 Offer free sessions and small cards to fill out 
for raffle – call everyone

 Demonstrate hypnosis or have a chair with 
headphones

 Bring all of your literature





 Tell satisfied clients to tell their friends

 Talk to 2 new people per day about what you 
do

 Give clients multiple business cards

 Offer ½ price sessions for valid referrals



 Thank you letters/cards

 Connections with

 Doctors

 Dentists

 Chiropractors

 Acupuncturists

 Massage Therapists

 Yoga Centers

 Other professionals



 Business Networking Groups

 Chamber of Commerce

 Toastmasters 

 Unrelated Groups (Real Estate Agents)

 Churches/Spiritual Groups

 Start Your Own…







 Workshops – 10 to 20 people - $100 per person

 Classes – Free weekly

 Seminars – Large Groups for smoking, weight 
loss, financial prosperity



 Utilize the services of other professionals

 Accountant

 Financial Advisor/Planner

 Doctor

 Dentist

 Chiropractor

 Acupuncture

 Massage



 Business Cards, Flyers, Posters, brochures

 Store-to-Store

 Offer Free Sessions when beginning to 
managers, employees and owners



 Teach professional organizations during their 
lunch time

 May or may not have to provide lunch

 Dynamic Presentations with Power Point

 Doctors

 Dentists

 Corporations







Covered in the clinical hypnotherapy portion of 
FIH training



1. Visit Website

2. Provide Email

3. Free Consultation – Phone or In-Office

4. Product Sales

5. Free Classes

6. No-Risk First Session

7. One Session

8. Package Deals (Sold at end of first session)

9. Long-Term Clients



 Offer a product, session or class for free to get 
the prospect to become a client

 Free CDs

 Free Downloads

 Free Classes

 Free Lectures

 Free Seminars



1. Salt the Wound

2. Show the Cure

3. Provide Evidence (testimonials best)

4. Remove Risk

5. Call for Action

6. Make it Urgent (time limit, for instance)

7. Sweeten Offer



 One Month Review

 Six Month Review

 One Year Review

 Income vs. Expenses

 Number of clients per week

 Source of clients – Keep what works –
Eliminate what does not

Plan – Act – Review 



 Be the best at what you do

 CEU‟s

 Improve promotional materials

 Improve automation of marketing

 Keep getting better at utilizing everything in 
this training manual



 Research the Competition of your local area

 Low?

 Average?

 High?

 Try various price points

 Raise your financial self-esteem

 Raise your rates

 Evaluate – Did you actually make more money 
by charging more?



Increase income beyond 25 clients per week by:

 Offering Classes

 Offering Workshops

 Selling Books – Yours or Others

 Selling CDs – Yours or Others

 Online sales of CDs and MP3 Downloads

 Renting Office Space

 Other Creative Ideas



 Build Rapport

 Never tell price at the beginning

 Ask Questions

 Share Case Histories/Testimonials

 Be friendly

 Create Safety

 Offer a free consultation

 Eliminate Risk

 Ask the closing question

 Keep the call to 10 minutes or less



 Book appointments back-to-back

 Always repeat the day and time 3 times

 Always write on the back of your business card 
the client‟s appointment time

 Mention your 24-hour cancellation policy 



 Always work to sell packages

 5 hours – 5% off

 10 hours – 10% off

 20 hours – 15% off

Get clients to realize how much you can help 
them and get clear about ALL of their issues

Show them how you can help them



 Sell packages

 Show value

 Teach personal wholeness

 Mention other sessions they would not have 
thought of:

 Sleep Programming

 Prosperity Programming

 Breathwork

 Spiritual Counseling



MAKE A PLAN

SET GOALS

TAKE MASSIVE ACTION

DEVELOP CORE BURNING DESIRE

BEGIN NOW

UTILIZE EVERYTHING YOU NOW KNOW

































Omni- or Uni-Directional

Cable Type:
1. Standard Plug
2. XLR Plug
3. USB









Music:

1. Upload Tracks

2. Royalty Free



Voice:

Record from Mic to 
Computer


