HOW LATITUDE HELPED

THE HYPNOTHERAPY TRAINING INSTITUTE
DOUBLE THEIR COURSE UPTAKE

& TREBLE THEIR TURNOVER







PROJECT RESULTS

NEW TRUSTWORTHY BRAND IMAGE
CLEAR AND CONCISE SALES MESSAGING
RANGE OF NEW SALES MATERIALS
FULLY BOOKED TRAINING COURSES

TREBLED TURNOVER



‘| WAS HIGHLY IMPRESSED WITH LATITUDE'S WILLINGNES
AND APPLY THEIR EXPERTISE AND EXPERIENCE WITH SUC

OUR BUSINESS HAS BEEN COMPLETELY TRANSFORMED!"




5 TO LISTEN AND LEARN ABOUT MY FIELD AND MY GOALS,
COMMITMENT AND ENTHUSIASM. THE PRESENTATION OF




THE CLIENT

The Hypnotherapy Training Institute was founded by
Dr. John Butler who has been practising and teaching
hypnotherapy in the UK and the US for over 30 years.
He is seen by many as the most reknowned medical
hypnotherapist in the world. Not to be mistaken for
sideshow hypnotherapy, John uses his talents to help
people through personal issues, operations and
teaches clinical hypnotherapy to surgeons, anaesthe-
tists and dentists.

THE PROJECT

Latitude were asked to re-structure the business strat-
egy and brand the institute to increase awareness and
create a trustworthy image that ensured hypnotherapy
would be taken seriously in the medical industry as an
alternative and supportive therapy.



THE SOLUTION

Latitude provided an initial one-day workshop to gain
a much better understanding of the institute, its
programmes, its competition and the main issues that
the business was facing.

Following the workshop we worked alongside the
institute to analyse the state of the UK’s hypnotherapy
industry. Through this research it quickly became
apparent that there were a lot of poorly trained hypno-
therapists working within the UK, both as therapists as
well as instructors. And because the industry had
never been structured or regulated properly, hypno-
therapy had built up a bad reputation.

The main aim of the institute therefore became to
create an organisation that could show potential
clients the difference between someone who had had
a day’s training and called themselves a hypnothera-
pist and someone who could practice the profession
properly and more importantly, safely.

Once this vision was established we were able to
breakdown the main sales messaging, structure the
programmes so that it became easier to see the
benefits and depth to which the training courses went
and create a thought-through navigation and informa-
tion plan for the website that would ‘guide’ visitors to all
the necessary information.

With the core arguments and messagingin in place we
could then start to look at the HTI brand look and feel
and set out to create all the necessary visual elements
such as a logo, stationery, website and a course folder
with inserts.

Because the institute now had a far better brand and
business platform compared to other institutes and
quickly became respected for its professional ethos
we pushed them to raise their course prices.

Although the HTI was reluctant at first and felt that this
could potentially result in a drop in trainees they
agreed to try it out. Within a short time class sizes
doubled, consequently trebling the institute’s turnover.
In 2010, when the industry was hit hard by the reces-
sion, classes continued to be fully booked whilst
competitors were finding it difficult to attract new train-
ees. and some eventually closing down.










IF YOU WOULD LIKE MORE INFORMATION ON THIS CASE STUDY OR
IF YOU HAVE A PARTICULAR ISSUE THAT YOU'D LIKE TO DISCUSS,
PLEASE CONTACT US ON:

T:+44(0)20 33 56 96 56
E: ENQUIRIES@LATITUDESOLUTIONS.CO.UK

271 REGENT ST
LONDON
W1B 2ES

solutions

building business. creating brands




