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A note from your Member Services Committee:  
 
*Duncan Shields, Chair (August 2007) 

"We make a living by what we get; we make life by what we give" – Anon.  

Each activity that our Association pursues falls directly from two of our founding 
“Fundamental Purposes”.  The first of these is to develop and advocate for the 
profession of counselling and the interests of our members.  The second is to 
regulate the practice of counsellors and to provide a mechanism for public 
accountability.     
 
At first glance, these two purposes might seem to be in contradiction to one 
another: to protect the public’s interests through regulation, and promote our 
own interests as well.  This apparent contradiction does not exist when we 
recognize that the interests of our members are best served when our profession 
receives recognition for providing a high standard of service and professionalism 
and for being accountable to the public we serve.     
 
To effectively promote and position ourselves as a professional organization, we 
must ensure the RCC designation is second to none and is recognized as such.  
To achieve this we must all strive to deliver the very best professional service we 
can through best practices, integrity and ethical decision-making in all of our 
professional endeavors.   

As you develop your professional counselling career, I encourage you to see 
yourself as an ambassador of our profession and the BCACC.  The impression 
you create in every contact with the public is the foundation upon which we all 
either build, or fail to build, meaningful and constructive relationships with 
clients, our communities and our government and business partners.  Your 
success and professionalism contribute to the success and professionalism of 
our membership.   
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A professional counselling career can provide many rich and rewarding 
experiences and I hope that you will pursue your career with excitement and 
courage.  It is with thanks to Claire Sutton for her tireless volunteer effort in 
developing this tool, that Member Services has the pleasure of offering this 
resource to our members to assist in building and developing your practice.    

Claire Sutton, MA, RCC, CEAP, has been volunteering her time to the 
membership as an advisor on Employee Assistance Issues since 2002.   
 
* Duncan Shields has been President of the BCACC since 2008. 
 
 
NOTICE:  Except where specifically indicated, the opinions expressed in this 
document are strictly those of the author. 
 
 
____________________________________________________________ 
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LLAAUUNNCCHHIINNGG  YYOOUURR  CCOOUUNNSSEELLLLIINNGG  CCAARREEEERR  
 
IInnttrroodduuccttiioonn  
 
This book is designed to help both new and existing counsellors develop a 
viable and satisfying professional career.  As professional counsellors we help 
many of our “stuck” clients acknowledge and deal with their difficulties; we coax 
them toward generating possible opportunities; and we help them outline an 
action plan toward realizing these opportunities.  Awareness of these new 
opportunities and the realization that such opportunities are within their own 
reach, give our clients hope, optimism and a firm belief that they can take the 
necessary steps to pursue desired goals.  
 
In preparing for our own careers, we too need to acknowledge our strengths, 
our weaknesses, our fears, the realities of our personal lives as well as the 
cultural and economic times of our society.  It is only by doing this personal 
assessment first that we can create a vision for an evolving career.  
Understanding that our careers evolve over time is essential for success in our 
professional lives. 
 
As counsellors we are by nature, givers, and by profession, healers.  Therefore, it 
is very important that we strive to model wellness by understanding how success 
in our professional lives is linked to our awareness and pursuit of a lifestyle 
accommodating a work/life balance.  It is imperative that we ‘walk the talk’.  
With this deeper understanding we can craft our careers, making them happen, 
rather than letting our careers happen to us.  
 
My objective in writing (and in revising) this short book stems from: i) the 
excitement I have had in crafting my own career; ii) networking with both clinical 
and other professionals who are happy and thriving in their careers; and, iii) my 
experience in helping and coaching many counsellors to develop a career that 
works well for them.  
 
However, the drive for writing this book comes from meeting with and hearing 
from many credentialed counsellors who are either struggling to develop a 
career path or who are unable to move forward in their careers.  
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We do our best work with clients when we are in a state of comfort in both our 
personal and our career lives.   As counsellors we are in the privileged position 
of helping people change and live more fruitful lives.  Let’s make sure that we 
maximize the potential of our own knowledge and professionalism so that we 
too are living more productive and satisfying lives. 
 
The ideas, secrets and tools put forward in this book are to give you the insight 
to spark the necessary self-reflection for you to take charge confidently of your 
own career.   
 
As I evolve in my own career, my goal is to highlight the importance of our 
profession and therefore to create more successful counsellors and therapists 
who are proudly practicing their expertise, maintaining a work-life balance and 
earning a respectable income. 
  
 
                                                                           Claire Sutton, M.A., RCC, CEAP 
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11..  DDuuee  DDiill iiggeennccee  
 
To put it simply, your ‘due diligence’ is how you conduct yourself professionally 
as well as how your conduct reflects back on you, on the members of your 
profession, your clients, and on your network.   Think of your due diligence as 
the level of ‘competence’ that is expected of you, the professional. 
 
Being aware of ‘doing your due diligence’ is about projecting your authenticity 
as a professional.  It establishes your commitment to the essential 
career/business values of accountability, responsibility and trust.  Therefore, 
‘doing your due diligence’ is synonymous with building your reputation for 
honesty, integrity and best practices.   
 
In launching your career, ‘doing your due diligence’ begins with accuracy and 
honesty in your professional presentation.  ‘Due diligence’ not only refers to the 
work and educational experience that you highlight, but it also refers to your 
diligence in presenting a flawless résumé and cover letter in terms of a 
professional appearance, spelling, grammar, length, select wording and 
consistency in format. Your résumé and cover letter together are a company’s 
first impression of you.  It describes who you are professionally and, for the 
experienced interviewer, allows them also to see how much you will be able to 
stretch your professional capabilities.  
 
Therefore, your résumé (both content and presentation) symbolizes, on several 
levels, the work that you will do for your potential employer or referral resource 
and the clients that you will see on their behalf.  An error in spelling or grammar 
on your own résumé could signal to the interviewer/recruiter a carefree or even 
careless approach in your professional manner and, for that reason alone, an 
employer or recruiter may not even consider you for the position. 
 
Your professional presence on the web – online – requires your due diligence to 
project an accurate profile of who you are professionally.  Take the necessary 
time to craft your online profile(s). 
 
Be very aware of your social media presence.  If you are transforming from 
student into professional or from one career into another, my sage advice to you 
is:  “Clean up your online act”.  Being due diligent is to know exactly what is out 
there about you.  Simple tips are: never be Facebook friends with clients.  With 
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regard to your profession, separate from your personal Facebook profile where 
you are connected with family and friends.   Create a professional Facebook 
page for anyone to see you and where you can post updates related to you 
professionally.   
 
With regard to Linked In and Google + and any other social media networking 
site, I would not suggest linking/connecting with a current or past client.  Yes, 
there are exceptions, yet be very discerning here. Think about who you are 
connecting with. With regard to your texts, tweets and images of all sorts – the 
question is “could they hurt you professionally in any way”.   
 
Today, many professionals applying for positions or in the set up stages of their 
private practice have one telephone – usually their cell (mobile) phone.  If this is 
the case for you, make sure that your voice mail message is brief and 
professional and that you answer every call in a professional manner. It is easier 
to have rehearsed a clear and brief professional greeting than to have to check 
caller ‘I D’ and then decide how to answer the phone.  It is easier to laugh with 
friends if they tease about your professional greeting than to laugh with a 
prospective employer or a potential client with a casual and/or unprofessional 
greeting.   
 
Doing your ‘due diligence’ means preparing well for any possible interviews, 
such as reviewing the company’s website, related websites or other available 
information.  It is necessary to take the time to thoroughly understand the 
position for which you are applying.  Reviewing literature on interviewing skills 
and mindfulness skills is an excellent idea and could help in reducing 
‘interviewee-anxiety’. 
 
When launching your career, doing your ‘due diligence’ refers to returning calls 
on time and being on-time for appointments and interviews (at least 10 minutes 
early).  
 
Waiting for an interview can bring on some nervousness, and being prepared for 
the interview can certainly reduce the anxiety.  It is important that you be in the 
position of waiting for the appointment rather than the interviewer to be waiting 
for you.  If need be, visit the interview location a few days before so that you 
know where to park your car or what bus route to take. 
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Doing your ‘due diligence’ is about planning your career and taking 
responsibility for it.  It is making sure that you have allocated time for 
professional development as well as time to build your clinical hours.  With 
regard to knowing your longer- term plan, doing your ‘due diligence’ is doing 
what you need to do to get there ( i.e. to evolve on your career path)  in a well 
thought out and progressive way.  
 
Doing your ‘due diligence’ is being familiar with your clinical association, the 
ethical guidelines and the terms of your professional insurance.  Doing your ‘due 
diligence’ means respecting where you are currently in your whole life and 
knowing where you want to go so that you evolve in sync personally and 
professionally.  Therefore, doing your ‘due diligence’ means maintaining your 
own mental health as well as your overall health. 
 
Remember “We do our best work with clients when we are in a state of comfort 
in both our personal and our career lives. “   
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22..    CCrreeaattiinngg  aa  VViissiioonn..  
 
Creating a vision for your career implies that you first reflect deeply on what you 
truly want your career to look like, both now and over time.   
 
If you are a new graduate, you may need experience and immediate income.  It 
is important to determine (if possible) what experience you would like.   And, 
sometimes you need to take what you can get. Many new counsellors work two 
or three part-time positions in the early years to bring in a full time income. 
 
If you are a seasoned counsellor who is feeling stuck in your career position then 
it is important to assess and acknowledge where you are stuck – highlight on 
paper the challenges that you enjoy as well as the ones that you do not enjoy. 
 
When it comes to creating a vision for your career – looking forward on your 
career path – then the focused reflection that you have done to date will help 
you envision where you would like to be in the next few years. 
 
Creating a vision for our careers implies that we are challenged to visualize, and 
then articulate, a longer-term vision, a more focused vision and an immediate 
plan of action.  The longer- term vision is the image that we have of ourselves as 
confident, settled and successful in our career i.e. 3 – 5 years hence. The more 
focused vision is considered to be within an 18 – 30 month time frame.  The plan 
of action is immediate.  The plan of action has benchmarks, weekly and monthly, 
focused on getting you activated on your path. 
 
Another way of understanding your vision outline is that the longer-term vision is 
opaque, the 18 – 30 month vision is clear, and the immediate steps for you to 
undertake are crystal clear.  
 
A vision gives us the focus and direction which ignites our energy and builds our 
confidence (self-belief).  Such focus and direction allow us to have flexibility in 
adjusting, or simply fine-tuning, our vision along the way.   Such focus and 
direction give us also control over our career destiny.  However, at the start of 
any career, or a shift in a career focus, the benchmarks (specific time frames) can 
be as short as 3 – 6 months.  This represents the crystal clear vision results i.e. 
from the initial action steps. These short and long-term benchmark projections 
focus on all of the following: core business (what we do for a living); marketing 
and/or employment-seeking techniques; continued professional development; 
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back-office requirements (administration, office systems, expenses etc.); and on 
the revenue that we expect to receive.   
 
When entering the realm of self-employment (i.e. private practice), a vision, with 
the necessary benchmark projections, is extremely critical.  Once the vision is 
clearly in place (or even somewhat clearly) then the steps to the desired goal can 
be pursued.  We are continuously improving upon the clarity of our vision and 
therefore changing or tweaking the steps along the way. 
 
The Japanese art of Kaizen is defined as “continuous quality improvement” 
which means that one can always improve one’s craft.  Keep this definition in 
mind, perhaps as a mantra, and you will evolve in your career without ever 
feeling stuck for long. 
 
This book will address private practice as well as other career options. 
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33..    CCaarreeeerr  OOppttiioonnss::  
 
It is reassuring for many counsellors to know that there are many career 
opportunities within the counselling field.    These opportunities exist for new 
graduates, counsellors new to the city, or for those ready to shift focus.  Career 
opportunities are vast and varied.  And, they can be directly or indirectly linked 
to the counselling field. 
 
The solution is to actively seek the possible positions out: be pro-active and be 
flexible.  For instance, such opportunities appear in full-time and part-time 
positions; salaried; time-limited and monthly or hourly contracts.  Other career-
enhancing opportunities emerge through professional development, facilitating 
continuing-education workshops, volunteer positions and/or peer- support 
group meetings.   
 
A career evolves over your working lifetime and takes time to establish for it to 
have a ‘goodness of fit ’ unique to you.  Understanding the bigger picture of 
one’s career is a great advantage, instills confidence and provides an optimistic 
outlook.  We can consider the bigger picture as the opaque vision, and then 
move toward the clear vision that is within sight roughly 1- 3 years down the 
line.   Once we have an idea of where we would like to be in our foreseeable 
future, we can zero in on the crystal-clear vision, which outlines the immediate 
steps that will propel us into action.  
 
If we think only in terms of immediate action towards finding a job, without the 
thought of our career future, then we could remain stuck in a position that we 
have outgrown. 
 
When considering any career opportunity, generate a list of all the pros and 
cons of the position.  As you make this list, generate as many questions as 
possible that will help you define your choice.  That is to say, what is it that the 
“position” is offering me, what am I offering the position, what is the work 
involved, where will the clients come from, do I feel over or under qualified, will I 
be stretched to further my potential, what are the benefits, what are the 
drawbacks, does it fit my current lifestyle, what is the (projected) income and 
what are the possibilities?   
 
Much reflection, planning and focus are required in setting immediate career 
goals as well as longer-term career goals.   Many professionals begin this 
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process while in graduate school.  Once “official” (i.e. in possession of a 
graduate degree, registered with a regulatory board), and having obtained the 
necessary liability insurance*, the concentration is then on the steps toward 
career realization.  
 
Career realization begins with wanting to put into practice the academic theory 
acquired and doing so within the framework of earning a professional income. 
While mindful of the professional code of ethics, counsellors will be working 
within the parameters set out by the agency or the organization that employs 
them or contracts with them, or within the realm of their private practice, or 
some combination of the above. 
 
The immediate action plan for many new graduates is to acquire as much 
experience as possible.  In other words, they do whatever they can do to 
properly build up their clinical hours.  They take the time to seek out varied 
clinical experiences such as: one-on-one clients, group facilitations, teaching, 
intake experience, team meetings, supervision, clinical administration, 
volunteering in the counselling field, professional development, networking, etc. 
 
Past experiences in different careers contribute, either directly or indirectly, to 
one’s current career.  Knowledge is transferable and success has been defined 
as “the uncommon application of common knowledge”.  That is to say, when we 
can use our experience and learning that is unrelated to our current field and 
apply it to our present work.  Therefore, for seasoned counsellors the depth of 
knowledge, insight and overall wisdom that develop over time as well as the 
ways this intelligence is used define the professional’s uniqueness and his/her 
competitive advantage.  Competitive advantage is very important in our field, as 
it is in any profession or workplace.  The services that we are ‘selling’ include 
who we are and how we differentiate ourselves as professionals. 
 
After graduation, new graduates are launched once again into a transition, an 
interesting one, and one that must be navigated fully – that of establishing a 
new career.  For many graduates entering the counselling field, it is important to 
understand the concept of building a career.  The main focus initially may be to 
acquire clinical experience by engaging in many clinical hours while receiving 
adequate on-going supervision. For these graduates, the focus initially is on the 
experience they will receive and not on the income that they will receive. 
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** Many counsellors have 2 or 3 contract positions on the go that make up full-
time work.  Variety can be challenging and exciting, and may offer a creative 
workweek schedule that will be more conducive to a flexible lifestyle. 
 
Given that your career evolves over time, it is important to invest the time in 
building your reputation in the field from the beginning.  The steps to take to 
build one’s professional reputation are:   to log clinical hours, to acquire on-
going supervision, to continue professional development, to develop 
professional development, and to engage readily in professional networking. 
 
A salaried practitioner is in a position to see lots of clients (some days, too 
many).  This experience is immeasurable in terms of the variety of clients, the 
team experience, figuring out the clinical work that you like and do not like, and 
learning professional boundary-setting.  Many salaried positions are deemed 
“entry level” for new counsellors and the salary can seem minimal.   These 
positions are not forever.  It is accumulating the experience, not the money, 
which counts first in your career. 
 
The process of successfully launching a career is to be given the same energy, 
focus and time as one would give to a full-time salaried position or a full-time 
private practice.  This process is called “working both at your business and in 
your business” and it is a process in which successful private practitioners never 
let go of.   
 
It takes experience, in terms of energy, focus and time (including networking) 
not only to reach where you would like to be but, more importantly, to 
understand where you would like to be. There are many people who appear 
lucky to have found an excellent position or to have built a wonderful practice, 
but luck is often defined as “the place where hard work and opportunity meet”. 
 
Career options that are available are often seen; on the BCACC, CCPA or other 
associations’ email announcements; word-of-mouth from friends/colleagues in 
the field or at networking events, and also on the websites of some of the 
various agencies and organizations.  Social media sites such as Linked In and 
Google Plus are often posting positions especially if you belong to some of the 
particular groups that are relevant to you.  Some of the counselling positions 
posted would be with: hospitals, health regions, alcohol and drug agencies, 
transition houses, counselling agencies (such as Family Services), private practice 
associates, Employee Assistance Program Service Providers (in-house and 
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external).  Note too that counselling backgrounds are an asset to Human 
Resource departments of many businesses and organizations. 
 
* Even in paid positions that include your liability insurance, it is necessary to 
ensure that that insurance covers your entire scope of practice. 
 
** Although experience is emphasized more than money with new graduates 
entering the counselling field, this thinking is different and takes on deeper 
insight should a new graduate or any counsellor launch a private practice.   
Private practice fees set the tone for our profession. (See private practice section 
– italics.)   
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44..    PPrriivvaattee  PPrraaccttiiccee    
 
Counselling in a private practice setting is often the only option many new 
graduates think of once credentialled.  This option may be front and center 
because it has a certain allure of control, flexibility and independence.  However, 
real life examples suggest that many aspects related to a workable private 
practice need to be considered carefully by counsellors prior to opening one on 
their own.  Additionally, counsellors are needed elsewhere, i.e. in agencies, 
hospitals, academic settings etc. where they would have the ability to work with 
a team, stretch professionally and eventually lead as well as make advances 
within the counselling profession. 
 
If you do wish to enter private practice, a thorough self-assessment is a first and 
foremost step in the process. Although private practice takes many forms and 
can certainly evolve to suit the practitioner, it takes planning and time to build.  
It takes rigorous self-discipline and patience. Not everyone has the personal 
make-up for a career in independent employment.  
 
When launching a private practice one is acknowledging that one is entering the 
field of self-employment and, therefore, running a small business.   The general 
consensus is that it takes approximately 3 years to build a viable private practice.  
Many counsellors have done it in less than three years and many others are 
struggling to make ends meet 5 years after their launch.  
 
Counsellors who are struggling in this domain are not un-skilled in their chosen 
profession.  They are un-skilled perhaps in the domain of business and in the 
entrepreneurial realm.  These counsellors have chosen this path without being 
aware of all the steps involved that need to be thought through prior to 
launching their own practice.  As with addressing any challenge, awareness of 
the steps or the details involved is essential knowledge that can determine the 
ultimate outcome. 
 
There are many issues involved in setting the stage for a prosperous private 
practice, such as office location, referral resources, marketing strategies, online 
presence, fees, hours of operation etc.  There is also an initial outlay of money 
to invest for start-up costs and to sustain you until your practice is viable.  Yes, 
your business plan is relevant.  It is important to think through what private 
practice will look like for you and how you will transform your vision into a 
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reality, i.e. a sustainable practice that is challenging, enjoyable and income 
producing.  
 
Private practice takes time to build.  Its initial start-up phase can be anxiety 
provoking, both professionally and personally, i.e. to be in a position of waiting 
for clients to seek your services.  If you are not logging hours during this 
“waiting period”, your skills can become rusty, your confidence shaky, and your 
reputation will not be advanced.  For many wanting a private practice, the short-
term aim may be better focused on the experience gained rather than the 
ultimate dream (thriving private practice) or the money accrued.  
 
What does a viable practice look like for you?  Who are your ideal clients?  Why 
would these clients access your professional services? Is your private practice 
vision simply to see clients? How many clients would you need to see in a 
working day?  How much money before tax do you need to earn? Have you 
considered other revenue streams?  Which ones? 
 
These are just a few questions that you need to answer as you formulate even 
more questions when developing your private practice.  A private practitioner 
understands the concept of working both at the business and in the business.  
Working with your clients is only a part of your work.  The other very important 
part is to work constantly at building your client base, staying on top of your 
professional development, and differentiating yourself as a clinical professional.  
It is often the result of the various experiences gained prior to private practice 
that enables a counsellor to better differentiate and define his/her vision of 
private practice.  
 
For instance if you were a High School Teacher prior to entering the counselling 
profession, then you may consider becoming a school counsellor or having a 
private practice that focuses on: parenting issues with teens; adolescent issues; 
struggling students; next steps in post high school or career planning; helping 
students apply and choose the best course of study, colleges or universities or 
even a gap year that would be a good fit for them etc.  You could also develop 
and deliver particular workshops pertaining to this target niche such as: ‘Helping 
teens regulate their emotions’; ‘Advice to parents with teenagers’; ‘Tips to help 
teens manage test anxiety’.  These workshops would be considered another 
revenue stream for you. And, participants at these workshops could seek out 
your private practice services.  This is an example of good marketing and in 
setting yourself up as an expert in your target niche. 
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However, it can be difficult for new graduates to launch a practice straight out of 
graduate school unless they are coming out of school with experience, a 
specialty or an established reputation.  Even with a specialty, a private practice 
alone may not be enough to generate needed income in the beginning years.  
 
Today’s clients are much more “therapy-savvy” than even 5 to 10 years ago.  
These clients ‘shop around’ and many want proven experience in addition to the 
therapist’s credentials.  The internet has made it very easy for potential clients to 
shop around.  Today, many of these clients do their homework thoroughly.  
And, why shouldn’t they? This is a big investment for them both personally and 
financially.  
 
If you are coming out of graduate school with a specialty and relevant related 
experience pre-graduation, then you are in a much better position to confidently 
develop a private practice, if this is indeed what you would like to do.  Many 
such graduates have done so and have done so very well. 
 
Launching a private practice or ‘going solo’ requires a strong personal and 
professional confidence, a focused plan and the energy and resolve to make it 
happen. It is dedication and perseverance. 
 
First, acknowledge your personal goals, and then take the time to write out a 
thorough business plan.  A business plan is a summary of what you hope to 
accomplish, how you plan to accomplish your goals, and the scheduled 
benchmarks for goals to be realized.  It is a plan, a map of how you are going to 
get to where you want to be and what it is going to cost you.   
 
Formats for business plans are available from accountants and banks or 
government websites on small business.  The chapter on Samples & Checklists 
in the “Complete Canadian Small Business Guide” that I recommend in the 
resource section has thorough information on creating a business plan (or simply 
Google business plan for small business and download it). The message here is 
to complete your business plan. 
 
Building a practice means working full-time at making it work.  It is important to 
spend much of the time working to build your business while clients begin to 
trickle in.  Working in a salaried position while you build your practice is a good 
way to go, yet takes much energy and long hours.  The building of your practice 
could be getting the ‘tired’ you and not the ‘best’ you.  A good idea is to have a 
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part-time job or reduce your salaried job, if possible, to ½ or ¾ time so that you 
have good energy to put into the start of your private practice. 
 
The setting up of a private practice can be very costly unless you plan 
effectively.  There are many locations and office types to consider.  Some sleuth 
work is needed here.  It is possible to rent space by the hour, the week, the 
month or the year.  It is important for good business to appear professional and 
not scattered, so planning properly is imperative. There are parameters for 
home offices that must exist to maintain the highest ethical standards of 
confidentiality and professional boundaries should this be your choice.  Know 
that some resources (i.e. EAPs) may not refer to home office locations. 
 
Another aspect to consider when you begin a private practice is:  do you run it 
as a sole proprietorship or do you incorporate.  It is best to get legal advice here 
if you are undecided.  Very simply put, a sole proprietorship refers to the 
individual who operates a business under his/her own name (or a trade name).  
For tax purposes, the business income and the personal income are deemed the 
same.  A corporation or limited company is a legal entity separate from the 
owner.  The liability of the company is limited to the assets of the company. The 
company would pay corporate taxes and you would pay personal taxes having 
taken a salary from your company.   (Please educate yourself more on the 
differences between sole proprietorship and incorporation.) 
 
A career in private practice can be challenging, exciting and extremely 
rewarding.  Take time to plan efficiently and effectively, beginning with your 
own self-assessment for readiness.  Understand whether your current vision of a 
career in private practice is your opaque (years away) or clear vision (foreseeable 
future) and then outline the steps accordingly. 
 
{  It is important to take note that private practice fees set the tone for credibility 
and professionalism of our professions.  Clients are seeking help based on the 
private practitioners’ credentials, knowledge and experience – all three.  Doing 
your ‘due diligence’ plays a very key role here with regard to experience and 
fees.   Lowering your private practice fees impacts the counselling profession as 
a whole.  On the other hand, charging the going rate as a new graduate or 
inexperienced counsellor, without benefit of supervision, could also hurt the 
profession as a whole.  So, if you are entering private practice – whether as a 
new graduate or simply making a transition in your career - make sure that you 
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have a plan to succeed in place which includes a peer supervision group or 
private supervisor, and be clear to your clients if you are new to the field.  } 
 
 
 
55..    TThhee  PPoowweerr  ooff  NNeettwwoorrkkiinngg  
 
Networking is absolutely essential to build your career whether in private 
practice or in a salaried position.  People need to know who ‘you’ are.  The 
people that I am referring to are other professionals or non-professionals who 
are either directly or indirectly linked to your profession.   Networking 
contributes to building your reputation.  Building your reputation builds your 
credibility.  And, credibility builds your employment opportunities, your referrals 
and your clientele. 
 
It is true many people are not comfortable with networking.  It can be awkward if 
you do not prepare yourself.  Preparation is mandatory for networking to work 
for you.  Preparation is key in terms of knowing the networking event or 
opportunity ahead of time; understanding who will be attending; dressing 
professionally; having business cards at your ready; and, being totally prepared 
on how to articulate what you do when asked, keeping in mind that you are 
highlighting (marketing) in a subtle way your services to everyone that you meet. 
 
Networking is an essential element of marketing and career building.  Most 
people could do more of it and almost everyone could get better at it.  It does 
become easier with the more networking events that you attend.  
 
Stated previously, your career evolves over time.  Therefore, the more people 
you know and the more people who know you, the larger your circle of referrals 
grows.  As the old saying goes “It’s not who you know, it’s who knows you that 
really counts”.  
 
Networking which includes following-up with the people that you first meet is an 
essential component to building a successful career. 
 
Of all the marketing possibilities, the most effective one is ‘word-of-mouth’. 
‘Word of Mouth’ marketing is defined as referrals that you receive from people 
who know you i.e. from current or former clients; from people in your 
networking circles  (professional and social) who have referred to you based on 
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their belief in your credibility.  Many of these referrals cannot happen unless you 
are skilled at networking and credible in both your character and your 
profession. 
 
Networking, in terms of building your career, can happen in educational, 
professional and/or social events.  Make sure you are able to describe what you 
do confidently and succinctly.  Should you be in a position of looking for work, 
speak positively about where you are currently and what you are looking for.  It 
is the first impressions that can make a great and lasting impact.  Be authentic. 
 
As clinical counsellors, there are always opportunities to network.  Such 
opportunities occur with attendance at conferences, professional development 
trainings, meetings through your registered or licensed association (i.e. BCACC, 
CCPA, RSW etc.), EAPA Chapter/Branch meetings, the monthly café meetings, 
book launchings, open houses (companies, agencies, professionals), health and 
wellness trade shows, continuing education courses, breakfast meetings, social 
activities etc.  You can attend meetings of related or similar associations to the 
ones that you belong to.  If you are an RCC and your colleague is a CCC, there 
is no reason why you could not attend one of their meetings or conferences.  If it 
is not a closed meeting then you may simply have to pay a non-member fee to 
attend.  
 
Other conferences, meetings or events of organizations that could be seen as 
indirectly linked to your profession should also be considered as networking 
opportunities.  These opportunities could be with the Psychological 
associations, Coaching associations, Human Resource Professional associations, 
Chamber of Commerce associations, local business networking groups, family 
law conferences etc.  Checkout detailed information re attendance and never 
assume that you cannot attend the meetings or events.  Always ask for 
clarification. 
 
 If you find yourself a bit anxious to start the networking process, volunteer your 
time at one of the events, if possible.  It may be easier for you to connect with 
others if you have a task to do, such as sitting at the registration desk, or your 
association’s sponsorship booth. When you attend these events, you are doing 
so with a dual purpose in mind, i.e. to attend the event or take the training 
course to acquire the learning and to meet several new people at the same 
time. 
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In meeting new people and engaging in conversations with them, your goal 
would be to identify the ones that you would like to follow-up with and then to 
contact them to reconnect (within days or weeks) for coffee or lunch.   Be 
prepared for the follow-up coffee or lunch – know what you would like to share 
and what you would like to ask. Always have an objective in mind for the follow-
up.  Be equipped with business cards, even simple ones with your name, 
credentials and coordinates i.e. telephone number and email address.  When 
you meet someone and you know you would like to follow-up with them, ask for 
their card and permission to call them.   
 
If you are at an event (such as a conference) and are meeting several people and 
gathering many business cards, a good idea is to find some quiet time after the 
event and go through the cards making notes on the cards themselves so that 
you remember the individuals along with a couple of key points on your 
individual discussions.  
 
(In your post meeting/event follow-ups remember that Coffee is much less 
expensive than Lunch and if you are doing the asking, pay for both coffees. 
Invest in a coffee card and have one to use for these networking purposes only.) 
 
There are several good books out there on positive networking.  And, more and 
more are coming onto the market.  Make sure you have one in your library for 
constant review on how you can network better. 
         
Online Networking – Absolutely!  
 
There is no excuse today not to have an online presence.  If you are starting out 
in your professional career, you will grow with your online presence.  Be 
professional and be authentic. 
 
If you are in a salaried position, you may have a presence on your agency, 
company or organization’s website.  Invest in a professional photo and when 
writing your biography make sure every word counts.  Again, think 
differentiation – your credentials may be similar to many on your team, however 
as you describe yourself look for some points that differentiate you from the 
others. 
 
If you are in private practice then you do need a website. Most clients today 
shop around for their professionals – whether they are looking for a counsellor, a 
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lawyer and accountant or a coach etc.  Clients do a lot of research before they 
decide. 
 
In starting up your private practice you can certainly start with a simple one or 
two page website.  Yes, you do need this online presence. 
 
In private practice work you would also want your name on particular list serves 
that cater to your profession.  So a counsellor would want to be on list serves 
that promote counsellors especially in his/her area.  Again, when describing your 
services, differentiate, have a target niche, be clear and professional. 
 
Whether you are in a salaried position or in private practice work or some 
variation of the two, you would want a professional presence on social media.  
Sites such as Linked In allows you to describe yourself in more professional 
detail and lets you build connections.  Sites such as Linked In allows you to show 
case who you are professionally and share updates to all.  Again, keep your 
profile professional and current. Follow particular groups, join the groups that 
connect with you and share your expertise every chance that you get.  
Remember share wisely.  Your posts reflect on you professionally. 
 
With regard to Facebook – you can certainly have a professional page on 
Facebook. This professional page will be for anyone to see. However with 
regard to your personal life on Facebook, friend your real friends and family – do 
not friend your clients, employer or referral sources.  And, given the status of 
your profession, be aware of what you post on your personal sites. 
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66..      MMaarrkkeettiinngg  iiss  NNoott  aa  FFoouurr--lleetttteerr  WWoorrdd  
 
Marketing is the tool that makes your business work.  Marketing keeps you 
viable in your business or profession.   You need to bring in revenue to be a 
responsible citizen that will help society and the economy grow.  Be mindful of 
your marketing plan so that your business/profession rewards you monetarily. 
 
Therefore, it is important to figure out what are the most efficient and cost-
effective marketing techniques (on-line and off-line) that will work for you.  
Again, you will need a marketing plan as part of your business plan and one that 
links with your career vision.  A marketing plan that you can build upon, i.e. that 
outlines your marketing goals.  A marketing plan is necessary so that you can 
forecast and later measure (as best as possible) its deliverables i.e. results or 
outcomes.  Once you have a marketing plan in place, you will review it and 
adjust it periodically, usually every quarter (or following a targeted ad 
campaign). 
 
Marketing yourself for hire 
 
Whether you want a salaried position or you want to start a private practice, you 
will have to market yourself.  If pursuing a salaried position then you will have to 
market yourself to prospective employers.  Once hired, then these employers 
will pay you a fixed payment at regular intervals for the work that they have 
hired you to do. 
 
Should you be looking for a salaried position, say you are a new graduate, you 
will market yourself to the different opportunities that you have sought out.  
Your resume along with your cover letter will highlight your experience, 
education, your ability to adapt and why you would be a good candidate for the 
position.  And online, your profile should be on particular social media sites for 
professionals. 
 
Marketing yourself does play a key role even when you are looking to be hired.  
Therefore an online presence is required. You do not need an elaborate 
presence; you need a clear, concise and professional online presence.  Linked 
In, Google +, a professional page on Facebook all can help highlight the 
professional that you are.  
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Prospective employers will look at your online presence, they will note how you 
describe yourself, what experience you have thus far, what discussions you take 
part in, as well as what groups you have associated with and who you are 
following. They will want to see if your professional image is consistent. 
 
Once hired, you will focus on the skill set and the learning that are required to 
handle the position effectively.  Over time, this skill-set mastered on the job will 
become an expertise of yours.  You may grow professionally within that 
organization; or you may want to transition out to another organization and 
position; or you may want to begin your own private practice.  
 
I have mentioned earlier in this book the need to differentiate yourself from your 
colleagues who may also be your competitors i.e. from other professionals that 
have your credentials.  Carve out time for yourself to give focused thought to 
what really sets you apart from your colleagues or similar professionals?  
 
We are not all the same – many of us may have similar credentials after our 
name but we are not all the same.  The key is to differentiate, identify your skill 
set, your target niche(s) and areas of interest.   
 
Remember your career evolves over time and a key point is to know when you 
are getting restless and need new challenges.  Many counsellors have long 
standing careers as employees.  Some remain with the same organization for the 
duration of their career, others over time have sought out positions with 
different organizations.  Many have worked themselves up into leadership ranks.   
For your career to evolve over time, it will deserve your reflection, planning and 
/or tweaking yearly (or every two years at most).  This periodic reflection and 
active planning will allow you to leverage your professionalism and experience in 
directions that excite you. 
 
‘Praxis’ is a theological term which means ‘Refection + Action’ and I believe it is 
quite apt here in terms of being in control of your career (and your life). 
 
Take stock of your career (and your life) on a yearly basis.  Ask yourself what is 
working and what is not working and then identify what steps do you need to 
take to move forward?  Practice the art of ‘Praxis’.  Engage proactively to change 
what is not working in your career (or in your life).  Usually, moving forward in 
your career is about marketing yourself to the next level forward (i.e. forward for 
you) in your career advancement that you have strongly identified. 
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Private Practice:  Marketing Your Professional Services 
 
In the area of private practice you will have to market your self to clients directly 
or to appropriate referral sources. 
 
With regard to private practice, good marketing is what will bring your clients to 
you and make them gladly pay for your services.  As counsellors, you are not 
selling a product, you are selling a professional service, and you are selling 
yourselves (your professionalism, your approach, your attitude etc.).   
 
The art is not so much in the selling as it is in having clients want to ‘purchase’ 
your services.  The questions that you need to answer are “Who is my ideal 
client?” “Why would the client want to pay me money for my professional 
services?”  “What is it that I can do for the client?”  
 
Defining your target niche will help you narrow the focus of the services that you 
will provide. You become more confident when you reduce the scope of your 
professional services.  Chasing after every type of client does not make 
professional sense; it minimizes your professional ‘self’ worth. 
 
Make sure you are good at what you do, in other words make sure that you can 
deliver the services that you promote.  Describe your target niche – clients who 
you think will benefit from your particular professional services.  Remember, plan 
to market to your target niche. 
 
Word-of-mouth is still the most important form of marketing, and if you are 
competent and diligent at what you do then people will spread the word about 
you and your professional services. 
 
Think about how you want to present yourself professionally as well as whom 
you would want to attract into your professional practice.  Once you give 
thought to and imagine a successful practice then think of your branding and 
marketing plans.  Once you understand the practice that you would like then 
come up with the branding colors and appropriate marketing techniques. 
 
Today, marketing begins with your branding.  Branding, professionally speaking, 
is the first and on-going impressions that you are giving out to prospective 
clients and referral sources.  Branding helps differentiate you from your 
competitors.   
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Branding helps define who you are as a professional as well as how you want 
people to perceive you as a professional. Branding is how you consistently 
promote your professionalism and your professional services.  The operative 
words here are consistently promote.  Therefore, branding is also about 
creativity and strategy.  
 
An easy way to begin to understand branding within the context of marketing is 
to think of your website, online presence, business cards, promotional material 
with a consistent look in terms of logo, color, font, and language etc?  Do they 
clearly reflect who you are and what you do? 
 
And does the message that you put out about who you are professionally and 
what you do, pique the interest of your target niche. For instance any workshop 
that you give, or article that you write or blog that you post – are you piquing 
the interest of your target niche?  
 
Let’s recap a little bit, you have differentiated yourself from your fellow 
professionals, you have described your target niche and you have created a 
branding that fits your professional style and goals. 
 
To build on these steps it is important to get your name and your expertise out 
there.  Begin to market actively in your community or city.  Design and deliver 
workshops in your area of interest. 
 
What! Fear of speaking in public?  Well, take some steps to deal with 
it…perhaps register in a Toastmasters group to overcome your fear and then 
learn to craft and perfect your presentation skills. 
 
When you deliver a course to your specific target niche – your ideal clientele - 
then you can position yourself as an expert on that specific topic and have your 
name featured in the promotional material.  This promotion or advertisement 
might be given to you free of charge if you are delivering the course through an 
agency, a conference or a continuing education program.  Should the 
advertising be at your expense, it can be costly so make sure you are reaching a 
target group that is right for you. 
 
Another tactic is to write blogs continually and promote them online.  Seek web 
technology help to get your site seen by the right audience.  
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Identify in your ‘office community’ other professional referral sources i.e. people 
who could refer clients to you:  these sources could be doctors, dentists, 
lawyers, accountants, human resource professionals, Addiction Centres, and/or 
other counsellors/ therapists who have a different target niche than you have, 
etc… 
 
Be mindful of this:  If people do not know you are out there, then you are not 
out there.  In other words, if your target niche and referrals sources do not know 
about your professional services then you are not being sought out for your 
services and your private practice will not be doing very well. 
 
Private Practice work is exciting and very rewarding yet it isn’t for everyone.  As 
a private practice professional you are a small business owner and entrepreneur.  
You need to know how to balance the busy times with the slow times.  There are 
very few slow times if in your private practice you have different revenue referral 
streams.  Each one needs to be managed and promoted. 
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77..    EEAAPP  //  EEFFAAPP  ––  WWhhaatt’’ss  iitt  aallll  aabboouutt??  
 
EAP:  Employee Assistance Program 
 
EFAP:  Employee & Family Assistance Program 
 
The field of EAP is exciting, challenging and ever evolving as we settle into the 
21st century.  Then field of EAP / EFAP provides excellent experience, insight, 
revenue and security to clinical counsellors who are focused on enhancing their 
careers.   
 
One attraction to the field of EAP / EFAP is that counsellors are dealing with 
functioning clients – i.e. clients who are in the workforce. 
 
Those counsellors who benefit from EAP work are those counsellors who truly 
understand the essence of EAP.   And sadly, those counsellors who are unhappy 
about the field of EAP / EFAP are often those counsellors who do not fully 
understand either its essence, or the parameters of the work involved, or the 
opportunities that exist within the field. 
 
An EAP / EFAP is a specialized benefit in place for both the employer and the 
employee.  EAPs are in place for the purpose of helping the employee return to 
work fully functioning.  If the employees are fully functioning, then there is an 
increase in productivity and profitability for the employer organization.   The 
troubled employee may be at work, but is usually functioning well below 
capacity.  The basic premise for EAP work is “A healthy employee is a 
productive employee”.  The EAP benefit is paid for by the employer, or shared 
between the employer and the union, and fully supported by both labour and 
management. 
 
The essence of Employee Assistance as stated by EAPA – the Employee 
Assistance Professional Association - is “the application of knowledge about 
behavior and behavioral health to make accurate assessments, followed by the 
appropriate action to improve the productivity and healthy functioning of the 
workplace”. 
 
The essence of EAP highlights the fact that the work that EAP professionals 
deliver deals very much with crisis management.  In other words, when EAP 
clients seek service, they seek it at a time when their current coping mechanisms 
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no longer work.  EAP counsellors need to work effectively and efficiently within 
the brief- therapy model, within the EAP core competencies and adhere to the 
highest ethical standards of confidentiality. 
 
Employee Assistance Programs developed out of the alcohol and drug issues in 
the workplace that were brought to light in the 1970’s.  From the alcohol and 
drug issues, EAP evolved into helping the family members (EFAP) of the alcohol 
and drug abusers to deal with the direct and indirect consequences of the abuse 
or misuse.  EAP / EFAP naturally evolved even more into dealing with any 
personal or work-related concern impacting an employee or family member.  
 
Given that today we are in the information-technology age within a graying 
society, as well as a very diverse society, the myriad of issues brought forward by 
EAP clients are vast and varied compared to even 10 – 15 years ago.  Again, the 
field of EAP / EFAP is ever evolving. 
 
Professionally, EAPs evolved into accepting only Master level professionals to 
deliver the clinical work.  Further evolution suggests that such EAP professionals 
will continue to require more specific EAP training in terms of clinical 
interventions, workplace awareness and societal trends. 
 
Successful EAP counsellors understand the parameters and the core 
competencies of EAP and either help or lead the client toward resolution of the 
issue(s) that impede their productivity.  It is important to note that EAP is a 
business and that the EAP program is operating within a budget.  Therefore, if a 
program is running within a budget, then the counsellors doing the work 
(whether salaried or contract) are mindful of the session limits of the program.  
For instance, if a client is allowed up to six sessions in the EAP contract and the 
counsellor seeing the client is able to do the work in 3 sessions, then the 
counsellor is doing his/her due diligence by using only the needed amount of 
sessions. If an EAP counsellor (especially a contract counsellor) is always using 
the maximum number of sessions per client referral, then there is a high 
probability that the EAP provider will cancel further referrals to that particular 
counsellor.   In other words, EAP is brief and every session counts and the due 
diligence of the EAP counsellor is to be accountable for the work that he/she 
does and the sessions that he/she needs.   
 
In summary, a well-run EAP is an extremely good investment for both the 
employer and the employees of an organization in that it contributes to a 
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healthy, productive and profitable organization.  A full service EAP deals with 
any behavioural or risk management issue that can affect an employee or an 
organization as a whole.   
 
Clinical counsellors who are doing EAP work are dealing with employee-clients 
and/or their family members and are working within a brief therapy model with 
varying session limits. Clinical counsellors who continue to derive a significant 
portion of their income from EAPs keep abreast of the on-going evolution of the 
EAP field, which includes an overall understanding and appreciation of the 
business/working world and the role of Employee Assistance Programs. 
 
Clinical counsellors can grow within the field of Employee Assistance Programs 
by moving into salaried leadership /management positions.  Also, they can grow 
another revenue stream of their private practice by expanding their clinical work 
to include Critical Incident Service Management such as helping employees deal 
with an onsite tragedy or Specialized Organizational Services such as helping 
employees deal with the psychological impact of a merger or acquisition or a 
major downsize. 
 
The EAP field offers variety, experience, and opportunities to enhance your 
professional career. 
 
As in any industry, there are a variety of ways of running the company.  EAP is a 
business. EAP / EFAP provider companies are many and varied world wide. Not 
all run their business the same way, not all pay their counsellors the same. The 
more skilled the counsellor is in the field of EAP / EFAP, the better advantages 
that counsellor will have in terms of remuneration and experience and growth. 
 
There are many ways of finding an entry into the field of EAP, either as a full-
time or part-time salaried employee or as a contract counsellor.  If you are going 
to do the work, be knowledgeable about the field of EAP / EFAP.  Understand 
its essence and the skills needed to do the most efficient and effective work 
possible. 
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88..  SSuummmmaarryy  
 
A successful counselling career evolves over time.  Planning effectively is 
essential for all-around success.  Such success also involves acknowledging 
where you are in your personal life as well as in your career life.   
 
A successful career is sustainable when it is a “good fit” for our unique lives. 
Understanding the ‘whole life approach’ is conducive to effective planning, 
maintaining a balanced lifestyle and sustaining a challenging and exciting 
career.  
 
As outlined in this book, there are many opportunities available that can offer 
counsellors options in crafting their careers.  On-going networking is helpful for 
many reasons, from making connections to obtaining insight on the breadth of 
opportunities that exist. On-going networking allows for building your 
professional database; it allows for so many more creative discussions; and, it 
allows for brainstorming new ideas and solutions to challenges.  On-going 
networking leads to many new opportunities. 
 
You have invested greatly in your education and choice of discipline. Take 
charge of your career, create a career path and move forward on that path with 
confidence. Planning your career path will help you to plan your professional 
development.  
 
Make sure your educational investment in your career rewards you personally, 
professionally and financially. 
 
It is often difficult for counsellors to recognize their own uniqueness 
(experiences, strengths and passions) and then market it to their advantage.  If 
you have difficulty creating a vision for your successful and satisfying career, get 
help.  A professional practice or career counsellor/coach can help you clarify 
your next steps. 
 
Should you need help in launching your career, or in shifting focus in your career 
give me a call at 604.742.1178 or visit my website at 
www.clairesuttoncourses.com.     
 
 
______________________________________________________________________ 
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AAPPPPEENNDDIIXX::  
  
II .. RReeffeerreenncceess  &&  RReessoouurrcceess  
 
So much of the information in this book is from mentors, business leaders, online 
marketing experts and key professionals that I have met with over the last 22 
years. I have also read many books.  I have listed a few key ones below.  Also, 
much information in this book is what I have learned in setting up my own 
business through trial and error.   
 
 
Bolles, Richard ( 2014) latest edition, What Color Is Your Parachute, Ten Speed 
Press, U.S.A. 
 
Gray, Douglas & Gray, Diana ( 2000) 3rd edition, The Complete Canadian Small 
Business Guide, McGraw-Hill Ryerson Trade, Canada 
 
Jeffers, Susan ( 2006) latest edition, Feel The Fear and Do It Anyway, Ballantyne 
Books, U.S.A. 
 
Rezac, D’Arcy (2003), The Frog and the Prince: Secrets of Positive Networking, 
Frong & Prince Networking Corp., Canada. 
 
Sobel, Andrew & Panas, Jerold (2012) Power Questions: Build Relationships, Win 
New Business and Influence Others, John Wiley & Sons Inc., U.S.A. 
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II II ..     TTeessttiimmoonniiaallss  
 

In this booklet, Claire Sutton highlights a comprehensive and holistic approach 
to managing a counselling career, guiding new professionals to effectively 
integrate work responsibilities with their other important life roles. I particularly 
appreciated Claire’s pragmatic focus on short term goals and specific action 
steps, without losing sight of a longer term career vision. Claire’s rich experience 
and leadership in the field shines throughout this booklet – readers will feel like 
they’ve had a private coaching session with a professional who really 
understands the diverse work within the counselling field. A must read for new 
counselling professionals, I’d also highly recommend this booklet to other 
counsellors who are feeling stuck or overwhelmed in their careers and ready to 
make some changes. 
 
Dr. Roberta Neault, CCC, RRP 
Life Strategies Ltd., Coquitlam, BC 
www.lifestrategies.ca  
 
 
 
Claire Sutton put together a fantastic summary that every young social worker 
and counsellor should read & understand.  Claire’s holistic framework really 
summarizes the various counselling careers.  In her booklet she looks at 
professional mental health careers with a business slant.  In my opinion Claire’s 
information provides a more realistic framework for young professionals looking 
at the different kinds of mental health careers available. This is a great summary 
that needs to be shared. 
 
Ron Sparrow, MSW, RSW 
Vice president, Source Line Inc. 
www.sourceline.ca  
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In the many years that I have known Claire Sutton, I have respected how she 
creatively integrates empathy and authenticity with her responsible and 
pragmatic approach.  She models the dedication, integrity and competence 
necessary in our work.  As helping professionals, we benefit from guidance on 
how to be most effective.  Claire’s booklet is a “must read” guide for both new 
and existing counsellors. 
 
Gloria McArter, PhD   
Registered Clinical Counsellor 
Registered Marriage and Family therapist 
Certified Canadian Counsellor 
www.gloriamcarter.com 
 
 
 
This is an excellent overview for counsellors whether they are fairly established in 
their careers or right at the starting point. I have known Claire for many years, 
and am impressed by her business insights, successful enterprise, and effective 
marketing of her professional services.  I would highly recommend her booklet. 
 
Douglas Gray, LL.B 
President, Canadian Enterprise Development Group Inc. 
Author of 24 bestselling books 
www.smallbiz.ca 
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II II II ..       AAbboouutt  TThhee  AAuutthhoorr  
 
As of this revised writing, Claire has been affiliated with the field of EAP / EFAP 
for over 22 years.  Currently, she is contracted with a select few of EAP Provider 
Companies. 
 
An expert in human behaviour in the workplace, she helps many businesses deal 
with their troubled employees. Her solution-focused private practice is in 
Vancouver, BC where she works with high functioning clients 
www.clairesutton.com.    
 
She has launched www.clairesuttoncourses.com where she delivers professional 
development online courses as well coaching programs to counsellors and other 
professionals pursuing professional and personal success. 
 
In need of help in launching your career, or in shifting focus in your career? Give 
Claire a call at 604.742.1178 or visit her website at www.clairesuttoncourses.com 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Claire Sutton 
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