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INTRODUCTION  

Whenever I get to talk with other professionals about entrepreneurship, 
I get nervous. No matter how many years I gain or new experiences I 
make it through, I’ll never feel like ‘the expert’.  

I get nervous about living up to expectations- my own and other people’s. I have to constantly 

remind myself to expand instead of hiding until I get it just right. I practice giving myself permission 

to receive what comes my way, even if I still have learning to do.  I have to ground myself often so I 

don’t idolized other entrepreneurs and put them up on a pedestal of something perfect. It’s 

important to be transparent about the messiness that has to occur to build your own private 

practice, and if you have elevated myself or any other entrepreneur to a level of perfection, know 

we are really just another human who has a few more stumbles and falls under their belt.  

If you are looking for a comfortable job, private practice probably isn’t for you. Entrepreneurship 

isn’t meant to be comfy and cozy. If you are looking for a job where you will learn something every 

single day, be challenged, fail repeatedly, become an epic problem solver, create opportunities, and 

do meaningful work in the world, then entrepreneurship is definitely for you! I’ve identified 4 key 

components of sustainability in private practice: 

• Sustainability can’t be about quick fixes, and will always require investment of time, energy, 

and vulnerability. 

• Sustainability is eroded by attaching productivity to self-worth. Sustainability is supported 

rest, play and recovery. 

• Sustainability is built upon understanding that risk and uncertainty will always exist in 

entrepreneurship 

• Sustainability as a weight-inclusive practitioner will require the courage to have 

uncomfortable conversations, communicate clearly, and remain in your integrity in the most 

challenging times. 

Remember everyone is just doing the best they can with what they know. 

i n t r o



To find confidence in your voice, it starts by identifying who you 
are trying to help and how. 

The how: I’m a firm believer that we can’t really go anywhere in life without 

values to guide the way. When you feel lost or directionless, values are your 

compass.  

The who: The other part of our compass is needing to know who we are trying 

to connect with. 

• Values activity - What are your practice values? We build resilience as 
leaders when we move in alignment with our practice values. Google a list 
of values and try to pick about 10 that resonate with you. Then narrow 
that list down to 2. Some values can fit under these main 2, but having 
just two keeps your intentions super clear.  

• Integrity - “Choosing courage over comfort; it’s choosing what’s right over 
whats fun, fast, or easy; and it’s practicing your values, not just professing 
them.” -Brene Brown  

◦ Practicing our values during challenging situations is hard. Practicing 
upholding our integrity when someone has made us mad is hard. 
Practicing acting within our values when someone has deeply hurt or 
offended us is hard. Practicing honoring our values, when the easy 
way out is so enticing, is hard. Be gentle with yourself, practice 
doesn’t make perfect. Practice creates a deeper connection to 
yourself. 
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◦ Values example: 
▪ Values: inclusion and collaboration 

▪ In practice: As I practice nutrition therapy, it is important to me that 

I am looking for every opportunity to make a client feel more 

included. I want them to feel safe and comfortable to share exactly 

what they are thinking and how they are feeling. It is my mission to 

hold this space, ask questions, look for feedback, search for my 

blind spots and biases, and to always place myself as a member of 

their team- a collaborator. Other values that might be under these 

two: diversity, honesty, kindness, learning, leadership, openness, 

patience, respect, understanding, wholehearted, vulnerable, etc. 

▪ Resilience: Even when this feels scary and uncomfortable, I am 

committed to work within my values. Acknowledging the 

discomfort and doing my part to be a ‘learner’ instead of a ‘knower’ 

is how I build resilience. 

▪ Ideal client activity- describe your ideal client in as much detail as possible (how 

old are they, where do they work, are they married, do they have kids/pets, what 

is their education level, where do they live, what are their hobbies, what is their 

body story, what is their history with food, life goals and aspirations, etc.) 
How will you build trust with your ideal client (in the office and social media)- 

‘trust is built in very small moments’ 

▪ Ex: asking about their sick relative, their dog, upcoming exams, 

anything that has been worrying them 

▪ Giving them feedback often 

▪ Asking for feedback often 

▪ Social media: responding to feedback, asking for their feedback, 

taking questions you are asked and sharing with your audience, 

what’s resonating and what’s not.  

FINDING CONFIDENCE IN YOUR VOICE 



BUILD STRONG CONNECTIONS 
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Forming stronger connections with other practitioners will help you  
build a sustainable caseload and referral source.

• The number one question I get asked: “What did you find was the best way to 

get more client referrals when you first started your PP” 

• 3 imperative factors: Building relationships, being an insurance provider, 
having clarity in your message and philosophy 

•  Who to reach out to?  Growth happens outside of your comfort zone 
◦ Relationship building instead of marketing (this feels more genuine to me 

and like something I am actually interested in doing)- this can’t come 

from a place of scarcity, but instead curiosity and abundance. Understand 

that there are enough people that need our support, and that just 

because another clinician is skilled, doesn’t mean you aren’t. We are not 
limited, but it can seem that way if we close ourselves off and are 
unable to receive.  

▪ Instead of: “How can I get this person to send me as many clients 

as possible?” 

▪ To: “How can I better understand the work that this person is doing 

so that we can collaboratively support people in need?. How will I 

show this person the value I can bring to the relationship? How will 

I support them?” 

▪ Reach out to your current client’s other practitioners 

▪ Reach out to practitioners who you know your ideal client might be 

connected with already 

• How to talk about what you do instead of what you don’t do. When I feel 

nervous to allow myself to take up space, I imagine these wise words: ‘In your 

mind, make yourself fill an entire room, expand into as much space as you 

possibly can. Envision your presence filling up so much space that you are 

touching all the walls. This is your space, you deserve this space.’ 



◦ Describe the concrete things you are working on with the client: we are 

working on increasing physical activity that is enjoyable and sustainable, we 

are working on regular grocery shopping, we are working on adding 

breakfast, etc. 
◦ Let go of the fear of saying the wrong thing or offer up the perfect response. 

It’s not going to happen. You will never do it perfectly. Just show up and do 

the best you can. 

• Clear communication 
◦ Activity: ‘clear is kind, unclear is unkind’ 

▪ Define your essence and keep it in a place you can reference often. 

Additionally write down what you have to give and what your focus is. 

It might also be helpful to ask a trusted friend, who knows your work 

well, to tell you how they perceive your essence. Below is my own 

example: 
▪ My Essence: my words are rooted in deep understanding that as 

humans, we cannot be our best, without cultivating compassion 

for ourselves and others. My thoughts and beliefs on food are 

non-threatening. 
▪ What I Give: mantras, inspirational quotes, body healing, self-

compassion, self-care, non-diet/weight-inclusive facts, HAES-

informed 
Focus In: Instead of right vs wrong, call people to think and act- 

to step into a place of responsibility in their lives instead of 

complacency. Working to please everyone doesn’t work. Not 

everyone is going to agree with you- but that isn’t the goal. The 

goal is to serve the people who you need to show up for. Doing 

work that matters- who’s it for and what’s it for? Make sure your 

energy is going to the right place.  

BUILD STRONG CONNECTIONS 
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CREATE A PROCESS 
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It’s important to create a process for the bigger picture of the work 
you do with clients.

• Client consistency and retention- you have clients reaching out, now how do 

you develop a two-way relationship where they want to continue showing up? 

(collaborative, therapeutic, inclusive) 

◦ 5 main areas- accepting and embracing body cues, all foods/food 

neutrality, body shape/image, movement, gentle nutrition -- (from Fiona 

Willer’s guide pg. 20) 

▪ If you are feeling stuck in your work with a client or want to reflect 

on your work so far, it’s helpful to review these 5 areas 

◦ 3 phases in moving our clients to a more intuitive place with food or if 

they do not have a history of disordered eating, skip to phase 3 to 

support them in caring for themselves through your MNT work together. 

Being able to explain these phases to clients and to other practitioners is 

helpful in understanding the bigger picture of your work together. 

▪ Phase 1: Nutrition rehabilitation. Client disconnected from body’s 

cues (intuitive eating contra-indicated).   

▪ Place client on meal plan (Exchanges, Meal Plating Method, 

Framework of 3’s) for: 

▪ weight restoration 

▪ weight stabilization 

▪ normalized eating pattern (allows H/F cues to return) 

▪ Phase 2: Identify, normalizing and responding to satiety cues 

(intuitive eating experimenting begins!) 

▪ Experiment  

▪ Awareness of which emotions drive disordered behaviors 

with food; track hunger and fullness cues; see what type of 

movement connects them to body and what doesn’t  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CREATE A PROCESS 

▪ Phase 3: Indicators of readiness for intuitive eating and supporting 

client on intuitive eating journey (including MNT and chronic 

conditions) 

▪ Continuing to shift focus off weight, to healthful behaviors. 

▪ Client realizes where eating disorder or dieting has taken 

them in the past and wants to work with their body, rather 

than fight it (it’s okay if sometimes client still wants a thinner 

body...that is THE reason they are working with you.) 

• Planting seeds with clear communication  
It will be important that from the beginning you are providing clear messaging 

on the type of care you can offer and the philosophy which you practice under. 

◦ It is possible to meet your clients where they are and plant seeds with 

clarity 

▪ Example: Your client may have never heard of Intuitive Eating and 

may have been steeped in diet culture for a long time, but it’s 

important that they begin to hear a consistent message from the 

beginning about what they can expect in working together. 

▪ Client: “I’m really struggling because I feel guilty for eating 

unhealthy junk food.” 

▪ Clinician: “I can understand why that might feel scary. There is 

strong messaging in society that elevate some foods and make us 

feel afraid to eat others. In our work together, something I feel 

strongly about, is supporting you to develop food neutrality so 

foods aren’t split into ‘good’ and ‘bad’ categories. I believe there 

are a lot of nutrition myths out there and my hopes are that by the 

end of our work together, you feel confident in your foundation and 

dispel nutrition inaccuracies that come your way.”  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CREATE A PROCESS 

• Checking in frequently with your clients 

◦ both on their goals and with scheduling- I find that most RDs don’t have 

their clients coming in frequently enough 

• Empathy and uncomfortable conversations 

◦ Sympathy vs empathy: Sympathy is feeling sorry for someone. Empathy is 

connecting to the emotions that underpin an experience. 

▪ So the good news is, you don’t have to experience the same 

situation as your client to use empathy 

▪ Brene writes: 

▪ “So often, when someone is in pain, we’re afraid to say, “Yes, 

this hurts. Yes, this is a big deal. Yes, this sucks.” We think our 

job is to make things better, so we minimize the pain.” 

▪ “We want to fix, we want to give advice. But empathy isn’t 

about fixing, it’s the brave choice to be with someone in their 

darkness- not to race to turn on the light so we feel better.” 

▪ “A brave leader is someone who says I see you. I hear you. I 

don’t have all the answers, but I’m going to keep listening 

and asking questions.” 

▪ Empathetic responses: 

▪ Oh man I feel you 

▪ I can understand why it feels that way 

▪ Me too 

▪ I see you and you are not alone 

▪ I’ve been in a similar place 

▪ I get it 

▪ Sympathetic responses: I feel sorry for you, oh you poor thing 

▪ Example: thin clinician and client in a larger body- you may not be 

able to fully understand their lived experience, but you can connect 

to the underlying emotions (shame, embarrassment, unworthy, 

feeling like you don’t belong or are unacceptable)  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• Supervision 

◦ To continue to elevate your skills, have somewhere to talk about your own 

stuff, and because you will question yourself. Sometimes you need 

someone else to affirm that you are doing the very best that you can 

◦ Budget this into the cost of running your business. This is an investment 

in yourself, your clients, and your business. 

◦ Example of how supervision can support you vs a Facebook group or list 

serv 

▪ Supervision is where you can take individual client cases, your own 

reaction to client cases, where you are feeling stuck, and continue 

to develop skills 

▪ Facebook groups and list servs are for sharing information, asking 

for resources, and supporting each other through referrals. 

• Self-compassion 

◦ “Being warm and understanding toward ourselves when we suffer, fail, or 

feel inadequate, rather than ignoring our pain or flagellating ourselves 

with self-criticism.” - Kristin Neff 
◦ Don’t fixate, ruminate, or get stuck. 

◦ You don’t have to be the expert. It’s ok not to have all the answers. It’s not 

about getting it ‘right’ or being perfect. It’s about saying, “I don’t have all 

the answers either, but I promise to be here to explore together, for as 

long as you need.” 

◦ Practice receiving more of what comes my way vs trying to hold on to 

perceived expectations or perfection. 

◦ You have valuable perspective. This insight, paired with the client’s 

wisdom about their own body, take the pressure off of you to ‘fix’ them.  

For more on how to put the non-diet approach principles into practice with clients, I 

highly recommend and invite you to join Fiona Sutherland and I in September for our 

IN PERSON 2- day workshop, Non-diet Approach: Principles, Practice, Purpose. 

https://www.themindfuldietitian.com.au/workshops
https://www.themindfuldietitian.com.au/workshops


THANKS FOR JOINING US!  

t h e  e n d

Ready to grow your brand? At WellSeek, we 
help you step into your purpose, create 
clarity in your business, and bring your 

vision to life when you find it difficult do 
it on your own. 

LEARN HOW WE CAN HELP 

https://wellseek.io/work-with-us/
https://wellseek.io/work-with-us/

