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Preface 

 
Years ago while I was in graduate school, there were many 

discussions about private practice and managed care, but there was 

no specific instruction about running a business. Not one lecture, 

not one seminar, not one colloquium, not one informal 

conversation about the business elements of practice. Since our 

program was a part of a consortium of many colleges and 

universities, I quickly found out that many respected graduate 

programs shared this basic characteristic. The message that was 

communicated was that all of the private practice entities sprung 

up from thin air, as if by magic.  

 

At the time, I erroneously believed that setting up a practice 

was probably an easy thing to do and would involve little time to 

master. Surely, an American Psychological Association (APA) 

accredited program would devote many discussions to the topic 

and instruct us in the process if it were difficult. After all, my 

program had done its best to prepare me for all other aspects of 

clinical practice and mental health issues. Little did I know,  that 

given the domains of knowledge that need to be covered in 

psychology graduate programs, literally no time is left available for 

other areas of interest. Most graduate programs perform a 
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herculean effort of providing us with the knowledge base that is 

necessary given the time constraints of a traditional graduate 

program. The information needed to develop and run your private 

practice could have added up to one year of classes in a graduate 

program, and the curriculum simply could not absorb all of that 

information.  

 

For me, the first ten years of private practice were a rude 

awakening. This book is designed to fill the gaping hole that I 

believe exists in most graduate programs and to provide the reader 

with a specific body of knowledge necessary to develop and 

efficiently run an ethical private practice.  

 

As an undergraduate student, my parents pled with me to take a 

business course. Since I was the daughter of two immigrant parents 

with business degrees granted in the United States, they kept 

attempting to persuade like a broken record that everything is 

related to business. At the time, I had a holier than thou sense of 

my knowledge of the psychology profession and stood on my “I 

want to help people” pedestal. I firmly believed that business was 

the antithesis of my noble cause. My holier than thou attitude 

prevented me from heeding their advice and led to the ten long 

years of torture, trial by fire based learning that is my successful 
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practice today. I believe that over the years of trailblazing, I did 

receive that education from my parent’s grueling one-on-one 

instruction and by learning from all of my mistakes. Thank God!   


