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Build a Profitable Negative
Pressure Therapy Service

with LymphaTouch

This guide shows you how to productise negative
pressure therapy within your service offering and
transform your device investment into a cornerstone of
a profitable, sustainable clinic.




Are You Looking to Grow
Without Working More Hours?

For many rehabilitation entrepreneurs, daily life is a constant
balance between a full diary and physical endurance. When
income is tied directly to hands on treatment, there is an
unavoidable ceiling.

If your clinic is already busy, the real question becomes this.
How do you increase revenue without increasing hours or
adding further strain to your body? And if nothing changes
over the next year, what does that mean for your income
ceiling and your longevity in practice?

LymphaTouch negative pressure therapy is not simply a
technological addition. It is a tool designed to reduce physical
workload while enhancing treatment efficiency. The
combination of negative pressure and vibration helps lift and
mobilise tissue in a way that can be difficult to achieve
manually, particularly with more challenging adhesions and
swelling.

For many physiotherapists, osteopaths, and massage
therapists, the financial logic is straightforward. A small
number of targeted treatments per week can begin to
recover the cost of your investment. Beyond that point, the
technology shifts from being an expense to becoming a
profit generating asset.

In this guide, we use practical calculations to help you
evaluate how integrating negative pressure therapy could
strengthen both your clinical outcomes and your financial
sustainability.



Is Manual Therapy Alone Enough
for Today’s Clinical Demands?

Traditional manual therapy is the foundation of rehabilitation, and
for good reason. Skilled hands can assess and respond to tissue
with nuance and precision. However, when dealing with
persistent swelling, deep tissue adhesions or chronic pain, there
can be practical limitations. Some conditions demand
considerable time and physical effort to create even modest
changes.

Human hands are highly skilled, but they are naturally designed
to compress and stretch. Negative pressure introduces a different
mechanical principle. Rather than pushing tissue down,
LymphaTouch lifts it, creating separation between the skin, fascia
and underlying structures. This lifting effect can make deeper
layers more accessible and, in certain cases, easier to influence.

Manual techniques depend on strength, endurance and
repetition. LymphaTouch delivers adjustable, measurable
negative pressure that can be tailored precisely to the needs of
each patient. This supports safe application in sensitive cases
while still allowing sufficient intensity for more demanding
recovery.

Clinical research has demonstrated that combining negative
pressure with mechanical vibration enhances local circulation and
supports lymphatic flow. Studies also show measurable
improvements in tissue mobility, especially in cases involving
fibrosis and post surgical adhesions.



If these effects are already evidenced physiologically, how might
that influence the way you approach more complex or plateaued
cases? The question many practitioners begin to consider is not
whether manual therapy works, but where technology might
extend what their hands can realistically achieve.

One of the most overlooked aspects of physiotherapy is the
physical toll it takes on the professional. Constant manual
manipulation of tight tissue and scars places significant strain on
the therapist’s fingers, wrists and shoulders. Integrating
technology into your practice is not just about improving patient
outcomes; it is also an investment in your own health. By
allowing the device to perform the heavier aspects of tissue
mobilisation, you can preserve your energy levels and potentially
extend your professional career.



LymphaTouch Negative Pressure
Therapy — Efficiency for
Treatment Results and
Ergonomics

The LymphaTouch method is based on patented negative
pressure technology developed to support and enhance skilled
manual therapy. The operating principle is straightforward yet
clinically meaningful. The device creates controlled negative
pressure that lifts the skin and underlying soft tissue layers,
including fascia and muscle. Where traditional manual treatment
relies primarily on compression, negative pressure introduces
space within the tissue, stimulating fluid circulation and local
metabolic activity from a different mechanical direction.

This mechanical lift becomes particularly relevant in the
treatment of more complex adhesions and scar tissue. Combining
negative pressure with high frequency vibration allows deeper
layers to be influenced with greater precision and less reliance on
sustained manual force. In situations where tissue has proven
resistant or progress has plateaued, this altered mechanical input
can change the treatment dynamic.

For the patient, this often translates into improved tissue
response with reduced discomfort, even in areas that are dense
or highly sensitive. For the practitioner, it shifts part of the
physical demand from the hands to controlled technology,
allowing clinical focus to remain on assessment, progression and
outcome quality.



For the therapist, the most meaningful shift often occurs in the
ergonomics of daily work. Repeated manual soft tissue
manipulation and sustained grip strength create cumulative strain
in the thumbs, wrists and elbows, particularly in busy clinics
where treatment volume is high.

LymphaTouch transfers much of that physical demand to
controlled technology. The device performs the mechanical lift
and maintains consistent pressure, while the therapist guides the
treatment with precision rather than force. The hands move from
generating intensity to directing it. Over the course of a full
clinical day, that distinction becomes significant.

The device’s adjustability further
changes the treatment dynamic.
Both negative pressure and
vibration can be tailored precisely
to the presentation in front of you,
whether supporting early stage
fluid movement in a recent surgical
scar or addressing long standing,
fibrotic restrictions.

Clinically researched and fully
adjustable, the technology
introduces consistency that does
not depend solely on physical
endurance. That consistency
strengthens clinical outcomes and
creates the structure required to
build a reliable, repeatable service
offering.



How Quickly Does the Device
Pay for ltself?

Investing in new clinical technology is a serious step. The
decision becomes practical when the path to recovering that
investment is clear and measurable.

If you were to spread the cost independently, for example
allocating approximately £200 per month over two years, only a
small number of targeted treatments per week would be required
to cover that amount. From that point onward, the device shifts
from being an expense to becoming a revenue generating asset.

This example is simply a way of visualising the payback period.
The key consideration is how quickly the investment can
reasonably recover itself within your existing clinical structure.



There are two different ways to calculate how the device brings
revenue into your clinic:

Purchase (£3995 + shipping + VAT)

This option may suit you if you prefer to make the investment in full
from the outset. In this case, once the initial investment has been
recovered, all subsequent treatment revenue contributes directly to
profit.

Treatment Type Price per Monthly Income When is the Annual Income
Treatment (20-30 treatments) device paid off?  after payback
Add-on service £40 -80 £250-380 13-20 months £3,000-4,600

(during other
treatment)

Short targeted £40 -80 £680-1,000 5-7 months £8,200-12,200
treatment (30 min)

Long specialized £155 £1,000-2,000 2,5-5 months £12,000-24,500
treatment (60 min)

Summary:

e A one-time payment generates the highest return in the long term.

e The investment pays for itself in 2.5-20 months depending on the
usage rate.

e After this, the entire treatment revenue is pure profit.



Service Bundling: Case Study —
C-Section Scar Treatment

Now that we know how the device pays for itself, let’s look at
how to turn these numbers into practical work. The key to
profitability is not selling individual sessions, but creating clear
treatment packages. When you sell a package, the client commits
to the process, and you ensure that you have enough time to
achieve the best possible results.

C-section scar treatment is an excellent example of this, asitis a
well-defined and easily understood service.

Why Bundling Pays Off

For the client—in this case, a new mother—it is easier to buy a
solution to a problem rather than just time from your calendar. A
package communicates expertise: you know exactly what is
required to soften the scar and ease the tightness. Additionally, it
improves your own cash flow, as you receive a larger sum at once
and know the client will return according to the agreed plan.



Example Treatment Package:

C-Section Scar Rehabilitation and
Softening

You can build, for example, a series of three or five
sessions. Negative pressure therapy is effective
on scars quickly, but permanent results require
multiple treatment sessions for the tissue.

1st Visit 2nd-4th Visit 5th Visit

Scar assessment, initial More intensive scar Status check, final
manual treatment, and remodeling using treatment, and

gentle activation of fluid negative pressure and instructions for self-care
circulation with vibration to break up at home.

LymphaTouch. adhesions.

How to Price the Package

If a single 30-minute targeted treatment costs £60 (you can adjust the
price according to your local market situation), you could offer a five-
session series for, for example, £275. This feels like a significant
saving for the client, but for you, it means a guaranteed income of
£275 and a satisfied client who sees a clear change in the scar's
elasticity and appearance by the middle of the series.

Remember not to "upsell" — instead, offer a solution: "Many clients
with similar scars have seen excellent results with 4-5 treatments.
Would you like to explore this option?"

Once you have created one successful package, you can replicate the
same model for other conditions, such as jaw muscle relaxation or
athletic recovery treatments. In this way, your clinic becomes a place
where people come for results, not just temporary relief.



Customer Acquisition and
Marketing: How to Reach New
Clients

When starting a new service, the biggest challenge is making
potential clients aware of your solution. Marketing feels foreign to
many healthcare professionals, but it's easier when you speak
about the client's problem rather than the device. No one buys
"negative pressure therapy"; they buy help for an itchy scar,
aching jaw, or heavy legs.

Pro Tip: Explaining what you treat isn't pushy marketing. It's
helping people realise solutions exist for tight scars, swelling, or
muscle tension.

Talk About Symptoms and Impact, Not
Technology

When updating your clinic’s website or social media, use the
language your clients use when talking about their ailments.
Instead of explaining only the negative pressure technology, ask:
"Does your C-section scar feel tight or difficult to touch?" or "Do
you wake up in the morning with a sore jaw?". This type of
communication creates a sense of recognition. Visible results,
such as before-and-after photos (with the client's permission),
are the most convincing way to demonstrate the effectiveness of
the treatment and build trust with new clients.



Build Networks That Feed Your Calendar

You don't have to find every client yourself. For C-section scars,
natural partners include maternity clinics, midwives, and prenatal
instructors. Offer them a demo treatment so they understand what
you provide. Professional referrals lower the threshold for clients to
start.

Join relevant local communities.
Facebook groups for new mothers,
running clubs, post-surgery groups.
Contribute genuinely: answer
questions, share tips (not sales
pitches), and become a trusted
resource before mentioning services.

Utilise Your Existing
Clients “When they see the

changes, they get so
excited and are more

The cheapest client is one who has "
open to treatment.

already visited you. Many regular
clients have ailments that negative

Olivia Brown
Experienced Sports Therapist

pressure therapy can help, but don't
know you offer it. Mention the
treatment during visits and offer a

brief try as part of their normal
session.

A small taste of the treatment's immediate effect is often the best way
to book a full treatment series. Make buying easy by naming services
clearly according to benefits they provide.



Action Plan: From Idea to the
First Invoice

Starting a new service does not require months of preparation.
The most important thing is to proceed consistently and ensure
that the basics are in order before you fill your calendar with new
treatments. Here is a clear, phased action plan to take your
LymphaTouch service from an idea into practice.

Preparation and Training

The first step is to familiarise yourself with the device and its
settings in peace. Spend time testing different negative pressure
levels and vibration settings on yourself or your colleagues. Many
of or clients have offered free treatments for friends and family to
speed up the process.

At the same time, choose the service you want to start with—
whether it's C-section scar treatment, post-op rehabiltiation, or
an athlete's recovery package. Decide on the price and duration
of the package based on the calculations in Chapter 3.



Communication and Visibility

Update your clinic's website and booking system. Create a new
service title that directly communicates the benefit, such as "Intensive
C-Section Scar Therapy." Make your first social media posts,
explaining the new technology and the benefits it brings to the
patient. For example, you can offer an introductory price to the first
ten bookers to quickly gain experience and feedback.

Pro Tip from Our Clients: Short videos showing the LymphaTouch
movement on the skin often generate strong interest. In many clinics,
video posts receive significantly more engagement than static images.
A simple clip demonstrating the lifting effect of the treatment can help
potential clients immediately understand what is happening. Make
sure the lighting is good, keep the shot steady, and do a couple of
practice runs before recording.

Networking and Launch

Contact local partners, such as maternity clinics or sports clubs. Briefly
tell them about the new service you are offering and how it benefits
their clients. Remember to also inform all your current clients about
the new service during their visits. Often, the first customers for a new
service are found within your existing client register.



Tracking Results

Once the treatments begin, collect feedback and document the results
(e.g., improvement in scar mobility). Monitor weekly how many new
treatments you have performed and how the device's payback is
progressing. If there are gaps in the calendar, intensify your
communication about the symptoms for which you achieve the best
results.

Bringing LymphaTouch into your work is an investment that rewards
you with better ergonomics and the growing profitability of your clinic.
The most important thing is to start boldly and let the results speak for
themselves. Good luck on your journey toward building a new, more
profitable service!
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Potential of
LymphaTouch

The implementation of the device is designed to be as
easy and flexible as possible for physiotherapists. To
help you see how negative pressure therapy delivers
results in practice, we can walk through real before-and-
after cases together.

Book an introductory meeting, and | will show you
documented treatment outcomes and discuss how
LymphaTouch could work in your practice.

Book a demo »



https://lymphatouch.co.uk/demo/

