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WHY THIS MATTERS

Demand isn't the problem. Fit and
friction are.

Plenty of people are looking for a therapist. Yet many practices still have open
hours, the wrong mix of clients, or new associates with empty calendars. The
gap is usually between the search and the first session.

53%

of psychologists said they had no openings for new patients. Demand is real, and clients who
can't get in keep searching.
APA 2024 Practitioner Pulse Survey (853 psychologists, Sept 2024)

34%

of psychologists weren't accepting any health insurance, so clients need clear answers on
fees and superbills.
Same survey

45%

of US consumers now use Al tools like ChatGPT to find local businesses.
BrightLocal, Local Consumer Review Survey 2026 (1,002 US adults)

What it means for you: the practices that fill their calendars with the right clients aren't

louder. They're easier to find, easier to understand, and quicker to reply. Every gap in this
guide can be closed inside your ethics code.
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Seven places a client slips away

Someone deciding to get help is often anxious and short on energy. Every extra
step or unanswered question is a reason to stop.

1 2 3 4 5 6 7
Found Understood Answered Clear on Booked Trusted Protected
cost

What it looks like from the outside

1. Hard to find You're on one directory, your Google profile is thin, and
Al tools don't mention you.

2. Written for colleagues Pages full of modalities and acronyms, not the words a
struggling person uses.

3. The first-contact gap Voicemails and inquiries wait days for a reply, or never
get one.

4. Costis a mystery No fees, insurance or superbill info, so people guess and
leave.

5. Booking friction No way to book a consult online, long forms, a confusing
portal.

6. Trust without Your ethics code limits testimonials, and nothing

testimonials replaces them.

7. Privacy and tracking Ad pixels on booking pages, and no idea which source

brings the right clients.

Which gap is costing your practice the most?
gap i N gy P ) _ Get my free score
Take the free 2-minute visibility score. 10 questions, instant result.

Where Therapy Practices Lose Clients 3


https://levelnext-visibility-score.netlify.app/?utm_source=guide&utm_medium=pdf&utm_campaign=therapists&utm_content=cta1

Getting found and understood

GAP 1

Hard to find

People look in more places than one directory: Google Maps, insurance directories, ChatGPT,
and friends' texts. Relying on a single listing is fragile.

e Complete your Google Business Profile: the right main category (for example
"Psychotherapist" or "Counselor"), services, real photos of the space, telehealth hours.

e Keep name, address, phone and specialties identical across Google, Psychology Today,
your insurance directories and your website.

e Run the test: ask ChatGPT "Who's a good [specialty] therapist in [city]?" Write down who
gets named.

GAP 2

Written for colleagues, not clients

A person at 11 PM doesn't search "EMDR-informed modalities." They search "therapist for panic

attacks near me."

e One page per issue you most want to treat (anxiety, couples, trauma, teens), in the client's
words.

e Open with how they feel, then how you help, then what the first session looks like.

e For group practices: a short page per clinician with specialties, availability and a booking
button.

e End every page with one gentle next step: book a free 15-minute consult.
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Replying fast and removing the
guesswork

GAP 3

The first-contact gap
In one audit study, 320 therapists got voicemails from people asking for an appointment, and

more than half never called back. (Kugelmass, Journal of Health and Social Behavior, 2016)

e Send an automatic, warm reply to every inquiry within minutes: what happens next and
when.

e Set a rule: a person replies within one business day, and the same day where you can.

e [f you're full, say so kindly and point to a colleague or your waitlist. It builds referrals and
reputation.

e Test it: send an inquiry through your own website this week and time the reply.

GAP 4

Cost is a mystery

With a third of psychologists out of network, money is often the first question a client has and the
last one a website answers.

e State your session fee, or a clear range, and whether you offer a sliding scale.

e List the insurance you take, or explain out-of-network benefits and superbills in plain
words.

e Spell out the first session: length, what you'll talk about, what to bring.

e Add a short FAQ: cancellations, telehealth, how long therapy usually lasts.
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Making it easy to say yes

GAP 5

Booking friction

Reaching out takes courage. Every extra step between "I'm ready" and "I'm booked" is a chance
to put it off again.

e Offer a free 15-minute consult that can be booked online, day or night.

e Keep the first form short: name, contact, preferred times, and a sentence about what's
going on.

e Send the longer intake paperwork after they book, inside your secure client portal.
e Send reminders before the consult and the first session to cut no-shows.

GAP 6

Trust without testimonials

The APA Ethics Code (5.05) and ACA Code (C.3.b) restrict soliciting testimonials from clients. So
trust has to come from you.

e A warm, real photo and a bio that sounds like you, not a CV.

e A 60-second video: who you work with and what a first session feels like.

e Helpful articles answering the questions clients ask you in the first session.

e Complete, consistent directory profiles and professional association listings.
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Protect clients, then measure

GAP 7

Privacy and tracking

Federal regulators have warned health providers about tracking tools that send visitor data to ad
platforms. Part of that guidance was struck down in court in 2024, but the risk on booking and
intake pages is real.

e Keep ad pixels and marketing tags off booking pages, intake forms and client portals.

e Use HIPAA-eligible tools, with a signhed business associate agreement, for anything that
collects health information.

e Measure sources without health details: ask "How did you hear about us?" at intake and
log it.

Score your practice (1 point per yes)

We show on Google Maps for our main specialty and city
ChatGPT or Google's Al names us when asked for our specialty
Each main issue we treat has its own page, in the client's words
Every inquiry gets a reply within one business day

Our fees, insurance and superbill options are on the website

A consult can be booked online at any hour

No ad pixels run on our booking or intake pages

We know where each new client heard about us

7 to 8: strong, keep it up. 4 to 6: the right clients are slipping through. 0 to 3: start with gaps 3 and 5
this week. They're the quickest wins.
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One month, about two hours a week

Week Do this

Week 1
Close the reply

gap
Week 2

Get found

Week 3
Get understood

Week 4
Build trust,
safely

Track it

Send an inquiry through your own site and time it. Set up the instant
warm reply and the one-business-day rule. Add online consult
booking.

Complete your Google profile: category, services, photos, telehealth
hours. Match your details on your top directories. Run the Al test
and note who's named.

Rewrite the top of your 3 most important pages in the client's words.
Add fees, insurance and a "your first session" section.

Record a 60-second welcome video. Check that no ad pixels run on
booking or intake pages. Start asking "How did you hear about us?"
and log it.

One line a week: inquiries, how fast you replied, consults booked, first sessions held,
and where they came from. Four weeks of notes shows you which gap was costing

the most.

Scored under 7? Let's find the fastest fix.

Book a free 30-minute plan call. I'll look at your practice live and Book my free call
hand you the three fixes that would fill your calendar with the right

clients.
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YOUR NEXT STEP

Want us to find your practice's gaps?

Take the free visibility score: 10 questions, 2 minutes. It shows where your
practice is losing people on Google, Al, your website and intake.

Then book a free 30-minute call. I'll look at your practice live and build you a
custom plan: where you show up on Google, directories and Al, where your site
and intake lose the right clients, and the three fixes that would fill your calendar
fastest, inside your ethics code.

You keep the plan whether we work together or not.

(Book my free plan call>

Max Bergstrom, Founder
Level Next Consulting & Marketing, San Diego
(651) 253-6960

levelnextconsulting.io/therapist-marketing

SCAN FOR YOUR
FREE SCORE

Sources: American Psychological Association, 2024 Practitioner Pulse Survey (853 psychologists, Sept 2024) -
BrightLocal, Local Consumer Review Survey 2026 (1,002 US adults) - Kugelmass, "Sorry, I'm Not Accepting New
Patients," Journal of Health and Social Behavior, June 2016 (320 New York City therapists) - APA Ethical Principles,
Standard 5.05; ACA Code of Ethics, C.3.b - HHS OCR, Use of Online Tracking Technologies bulletin; American Hospital
Association v. Becerra (N.D. Tex., June 2024). This guide is marketing guidance, not legal, clinical or compliance advice.
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