
The one thing that is killing your Physio practice and what to do about it 
 
 
I hope you’ve never had this feeling, but I assure you if you are a Physio clinic owner and you 
are in business for long enough, it is going to happen to you. Maybe it already has? 
 
You are lying there, awake at night. One of your best Physios has just resigned. You are 
thinking “how on earth am I going to replace Physio x?” and you honestly have no idea. 
 
As a Physio clinic owner you are likely an awesome Physio who gets great results for your 
patients. Maybe you also know a few things about business, you aren’t scared or marketing or 
sales anymore, and you have great relationships in your community and with your referrers. 
 
But there is an elephant in the room.  
 
You face a problem we all have as clinic owners, and you are either starkly aware of it based on 
your past experiences, or it hasn’t yet walked up to you and slapped you in the face, but it will. 
 
When we get together as Physio clinic owners, often we are asked “what’s the biggest 
challenge you face in business?”. 
 
9 out of 10 clinic owners I know have one instant reply - STAFF. 
 
Your team will be your greatest headache, but also your greatest joy. I know this is the case for 
me. 
 
My name is Nick Schuster. I am a Physio, clinic owner of 13 years, and employer of a team of 
18 people here at Scarborough Physio and Health which is 45 minutes north of the Brisbane 
CBD. 
 
I have been learning about business and hiring Physios since some harsh lessons during the 
GFC which made me wake up to myself and see that I was never going to be a share trader for 
a living. 
 
I want to tell you a story about something that happened to me a couple of years back. 
 
As a clinic owner and employer of 6 people at the time I thought I was bulletproof. For almost 3 
years I hadn’t lost a team member and I thought I was the best boss in the world - how wrong I 
was! 
 
It was 2 days before Christmas and my longest serving Physio of 3 years sent me a message 
saying “ can I meet with you?”. Instantly I knew he was leaving. He wanted to travel the world, 



and me as the “best boss in the world” I didn’t even realise this! No longer was I the best boss in 
the world. 
 
He had been my first Physio and did an incredible job with very little training. He was very self 
sufficient and had built great relationships with his clients, but looking back he was extremely 
motivated by the incentive that was his travels, and this spurred him on to do an even better job 
as he was saving money furiously to travel as long as he could. 
 
Back to the story - I had 2 days before taking off overseas for 2 weeks so I quickly whipped up 
an ad and put it on Seek so I had some hope of finding his replacement while I was away. 
 
What followed next was mistake after mistake. I had 3 good candidates, interviewed them when 
I got back, offered the position to one of them who declined it, talked the next guy out of the 
position, then interviewed the last guy I had apply. He was completely unsuitable but I hired him 
anyway. He lasted 3 months and did more harm than good to the business. I then found a 
mature Physio who told me from the start he wouldn’t stick around for the long haul and I took 
him on (he wasn’t the best fit for my clinic either) but at least he stopped us from going broke. 
 
All in all during this period the poor patients of the Physio who left to travel saw 3 different 
Physios in 3 months and felt terribly disrupted. We lost most of the clients from the original 
Physio as when he left, they did too. 
 
So no longer am I the best boss in the world. 
 
But I will tell you what, I have had some huge learnings from this experience and they have 
enormously shaped the way I manage my staff today. 
 
Today my team of 15 people is buzzing, harmonious, and I love coming to work every day. I no 
longer fear that key staff member as not only are my team fully committed, but I know I am 
going to eventually lose one of them - it is only a matter of when. I have people banging down 
my door to come and work here, as we are now a highly regarded employer in our region, both 
for Physios, other Allied Health professionals and Admin people. 
 
Now as I mentioned I have made many mistakes in my years of hiring Physios, other health 
professionals and admin staff. 
 
If you are a clinic owner I am sure you have made your own mistakes and you may have your 
own story like mine above. 
 
The bottom line is that we don’t get taught how to be a clinic owner, manage people or run a 
business. 
 



Effectively you are a business owner but you are also your own HR Department, and I would 
make a bet that you are not HR trained. HR is every element of dealing with your people, from 
hiring to firing. 
 
To do this I need: 
 
1. To be able to find and hire the right Physios for my clinic 
2. To be able to give these Physios a great start to their career at my clinic and help them 
achieve their goals  
3. As these Physios grow I need to be able to continue to inspire them, and to make them 
love their work at my clinic so much that leaving is just not an option 
 
Since I had that experience I described to you above that gave me many sleepless nights the 
above 3 points have been my focus during my non clinical time at work, and also away from 
work. 
 
It is important to have a tried and tested method to hire, train and keep your team. I have found 
since I have developed and implemented these systems in my business our clinical environment 
has improved substantially, we are getting more done at work, clients are happier, our team are 
happier, and they are achieving their goals (because they kIf you have heard of a bloke named 
Michael Gerber or read “The E Myth” then you are one step ahead. Basically as clinic owners 
we are highly skilled Physios who aspired to own our clinics, but the majority of us didn’t train for 
this and still really don’t know what we are doing. 
 
Being one step ahead doesn’t make the problem any easier to deal with however if you haven’t 
actually done anything to address this challenge we all have. 
 
Back to the one thing that is killing our practice. 
 
Our main problem as clinic owners is we have no idea what to do with out staff. 
 
I have broken this up into three problems: 
 
1. We don’t know how to hire Physios 
2. We don’t know how to train Physios 
3. We don’t know how to keep Physios 
 
Now if you have never lost a Physio, have an endless line of Physios wanting to work for you, 
and you have a super profitable business that works without you being there and takes none of 
your time then you can stop reading now. 
 



You’re still here - thought so. So am I, and I want to talk to you about what we need to do to 
never lose sleep again over a team member who calls a snap meeting with you (beware those 
“can we have a quick chat?” meetings by the way). 
 
It is one of my goals to be the type of leader as a clinic owner who helps my team to all grow 
into leaders in their own right. If you are reading this then I believe you are a great leader 
 
now what their goals are!). 
If you are a clinic owner in private practice I would recommend you take a look at your hiring 
process, work out where your weaknesses and holes are, and find someone who has been 
there and done that to follow online, to help begin your journey to systematising and optimising 
your hiring process. 
 
Nick Schuster is a Physio, Allied Health clinic owner of 13 years with a team of 18, Author, 
Speaker and mentor to Physios in private practice. 
 
For Private Practice Physios interested in education and personal development he has created 
a Facebook group called “The Ultimate Physio” which provides free education and personal 
development to Physios in private practice and Physio clinic owners. If you are a private 
practice Physio or clinic owner please come and join our group by clicking this link 
https://www.facebook.com/groups/337417399960538/  
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