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The Renegade's Guide to Massage Therapy gives you the tools you need to succeed as a
massage therapist. Part business-building, part insight into what it takes to excel in this fulfilling
career. Robert B. Haase, LMP, gives you insights from decades of experience in business as well
as over 20-years as a massage therapist.

About the AuthorWhile appearing to conform to cultural "norms," Robert has earned a Bachelor
of Arts degree in Business & Communications from Western Washington University along with
becoming a licensed massage therapist after completing his training at Brian Utting School of
Massage. Not content to be just another average massage-business owner, he developed his
own curriculum and established the Bodymechanics School of Myotherapy & Massage in
Olympia, WA. In the school's first year, he knew he wanted to reach out and help healthcare
providers to achieve excellence in massage therapy. As a gifted speaker and entertainer he has
been traveling the world teaching advanced seminars since 2001. Robert believes in investing in
the lives of individuals and his surrounding community. He has served as Marketing Director for
the National Certification Board for Therapeutic Massage & Bodywork, on several boards
(including The Washington Center for Performing Arts), and spoken at schools and universities.
Currently he resides in Olympia, Washington near his beloved girls, Ashley, Sara, & Holly.
Robert's experience includes: Licensed massage therapist for 21-years Founder of the
Bodymechanics School of Myotherapy & Massage Previous Director of Marketing, NCBTMB
Established Haase Myotherapy® Seminars Developed Secrets of Deep Tissue™ attended by
thousands of Advanced Practitioners nationwide Experience owning several medical massage
clinics BA from Western Washington University in Business & Communications Produced the
best-selling video, Massage with Confidence Experienced researcher and autopsy assistant --
This text refers to the paperback edition.
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Haase I Want To Thank: I want to thank my friends and family for their support during this project.
My parents, Robert L. and Violet Haase, have been a huge blessing by supporting and
encouraging me as well as helping to proofread the early manuscript.A big thank you to those
who helped edit and review the manuscript, including Jessica Hull, Heather Lord, Kris Rose and
Monet Smith.Thanks to Cheryl Fried for her page-by-page insights and feedback, helping to
shape the final version.I want to give special thanks to Tamara Snell who took the time to go
through every word of the book with me, several times, helping to create a clear, succinct
message that tells my story.Lastly, I want to thank my three amazing daughters, Ashley, Sara
and Holly, who are the light of my eyes and the joy that fills my heart. Their love and support are
a huge blessing to me and I am so proud of them as they each embrace their futures with
confidence and excitement. Forward Please forgive the stereotype, but you know the type:
pocket protector, white tape holding the glasses together, personality only an inanimate
computer could love, and inordinate obsession of all things sterile and data-filled. Apt
description of a research geek, isn't it? Add in a medical degree and you have all kinds of ego,
an alphabet-sized list of initials after the name, and firmly held beliefs based upon layer after
layer of theory and tradition. At least this had been my experience working as a nurse at a
number of top-notch, research hospitals all across the US. Do not get me wrong, research is
crucial and valuable for providing excellence in healthcare. It has been my privilege to work with
some of the top doctors and researchers in my specialty area of intensive care. Often our work
set the standards of care for the rest of the country, if not the world.Achieving a place on those
teams and remaining a strong and effective patient & family advocate was a challenge to say the
least. More often than not, input from a bedside nurse - especially if it challenged the
institution’s thinking or traditional way of doing things - was almost regarded as a “clear and
present danger.” Warnings of CRIME SCENE - DO NOT CROSS were subtly implied. At least
until I had opportunity to present my case - with proven skills and knowledge - to the “judge &
jury” during grand rounds.And then I attended a seminar and met Robert Haase, LMP, a.k.a.
Renegade [research] Massage Therapist. He was stylin' with a Charlie Sheen bowling shirt,
disarming smile and entertaining personality. So much for fitting into a stereotype! He was also
an articulate, funny, and riveting speaker who actually encouraged people to challenge what he



was saying. His passion for teaching and challenging therapists to be excellent was refreshing
and inspiring! However there were a number of rather unorthodox ideas and moments which got
my stiff-necked, traditional medical training all in an uproar. So I readily accepted his offer to a
challenge which quickly became a sparring of ideas - much like the duel between Inigo Montoya
(me) and the masked Westley disguised as the Dread Pirate Roberts (our own Renegade
Robert) in the movie The Princess Bride. My life changed drastically for the better that weekend
as we quickly became friends. "Iron sharpens iron, so a friend sharpens a friend” (Proverbs
27:16 NLT) has proven to be true for us, just as it did for Inigo & Westley. It has been my distinct
privilege to work alongside Robert as a seminar assistant, collaborate on continuing education
projects and client case studies, and now with the editing of this, his first book. Because I was
willing to accept his challenge to pursue excellence, I have become a much better massage
therapist, nurse, business owner and friend.Will you accept his challenge for excellence? Your
life and business will never be the same. En garde, my friend! - Tamara Jeayne Snell, BSN, RN,
AAS, CMT Table of Contents: My Vision: The Future of MassageLife Before Massage
TherapyMy Massage School YearRandom Revelations from my Years in PracticeRevelations
From My Time With The NCBTMBBusiness Lessons LearnedAdditional Business
RevelationsMedical Massage Clinic YearsBodymechanics School YearsTheoretical Foundations
of Haase Myotherapy®Perpetuating FactorsUnveiling Myths, Misnomers and
MisinformationEpilogueAbout the Author My Vision: The Future of Massage Mary had just won
her age bracket in the Hawaiian Ironman competition. She was full of laughter and vigor. Her
silver hair was short and spiked and her voice could be heard reverberating through the halls of
the health club. Mary was larger than life.When she arrived for her first massage at my clinic,
Mary simply said, “Work me over - deep. I just finished the Ironman and I need a good massage.
Make sure you really work my legs.”When I pulled back the sheet to reveal the 67-year old
woman's muscular leg, it was literally covered with varicose veins. I flashed back to my massage
school training and said, “I can't massage your legs.”Mary lifted her head off of the table and
looked me in the eye with one eyebrow raised. “Why the hell not?!” Her voice hovered at a
growl.I squinted as I spoke with reduced assurance... “Uh, you have a lot of varicose veins.”With
an evenly paced voice and slight agitation, she responded, “What's your point?”“I could throw a
clot if I work on your legs and cause stroke, paralysis or death.” My voice became less
assured.“Think I got a clot, do ya??” she said with a slightly sarcastic tone. “Look, I just got back
from Hawaii where I swam 2.4 miles, raced my bike 112 miles and then followed it up with a full
marathon in less than 8-hours. If I had a clot, I’d be dead. Now massage my damn legs!”It was at
that moment that I realized what I had been taught in school might not be entirely true.
Sometimes you have to ask, “why?” Why are we being told the information that the teacher
states as truth? Do they teach out of fear or confidence? Who says what they teach is actual
fact? Or is it just an opinion? Is it based on anatomy, conjecture, or worse yet, old information
being retold as perpetuated myth?My focus in life changed that day. I started asking “why?”
much more than I had in the past. Mary is one of the inspirations that not only led to my



challenging the status quo and beginning my own research for the advancement of the massage
profession, but also the writing of this book.I suppose this book really should begin with my
vision, or dream, for our profession. Trying to teach or manage massage therapists was once
described to me as “like trying to herd cats.” It just cannot be done. Why? We are all very
different. Massage therapists have different beliefs, different training and different touch. People
become massage therapists for a plethora of reasons. With so many therapists having such
divergent belief systems and motivations, how is it possible for me to have a united vision for
such a dis-united profession? That is simple… My dream is for excellence. It is my hope that
every massage therapist is excellent at what they do. When you break a bone and go to a
hospital, you do not wonder, “Geez... I hope the doctors know how to reset my bone.” You
assume they know how. Yet when we schedule a massage with an unknown therapist, while on
vacation, most of us think, “I hope this massage doesn't suck.” It is not the best idea for all
therapists’ styles to be the same, but they should all be exceptional if the public is ever going to
trust our profession.I have been accused of “not believing” in energy work. YES, I believe in
energy work. Does electricity heal us? Yes. An AED (Automatic External Defibrillator) can bring
someone out of ventricular fibrillation. Can electricity kill us? Yes. Ask a lineman working for the
electric company. That said, if you paid to learn an energy-based technique that taught you how
to “read” and “alter” someone's energy over the course of a weekend, you got taken. You are not
feeling what you think you are feeling. I once asked an internationally-renowned educator of
craniosacral therapy seminars a question.“If I asked ten students, who trained in one of your
craniosacral therapy seminars, to evaluate what they 'felt' when touching the same client, how
many would feel the same thing and give the same assessment?”Sheepishly, he replied,
“None.” If the nuances of touch involving a physiological condition are difficult to perceive, how
much more would the “energetic” be difficult to perceive? Is it possible? Absolutely. That said, it
takes most therapists years to hone their palpation skills to that level.Rick Niemeyer, a teacher at
the massage school I founded (the Bodymechanics School of Myotherapy & Massage), used to
repeat the mantra, “10,000 massages, Grasshopper”, to our students on a regular basis. Rick
was on to something. It takes time to learn not just how to touch, but to know what it is that you
are actually feeling. My hope is that therapists will stop “visualizing” what they are feeling based
on nonsensical “feelings” of reality and get out an anatomy book to truly understand the more
probable reality. We all have the ability to be exceptional, but we need to truly make that our
desire as well. One of the dangers in educating massage therapists is giving them the false
understanding of what it means to “assess” a client. Too often we become diagnosticians,
believing that we are to diagnose a client's condition. That is not within our scope of practice.I
went to a continuing education class that taught massage therapists how to use a goniometer to
measure leg-length discrepancies and how to document that information. What are we to do
with that knowledge? Can I tell a client that his right leg is 1.5cm shorter than his left leg? No.
That would be diagnosing. Nor can I say, “Sir, you need to go get a full shoe shim to
accommodate the leg length difference”... again, still diagnosing. All I am able to do, after



meticulously measuring the client's angles and distances between bony landmarks, is refer them
to a physician for evaluation. All I can simply say is, “I have some concerns that you may have
potential issues which could be affecting your body's posture and causing dysfunction. I suggest
you see a physician for an evaluation.”My point is, if the doctor is going to diagnose the condition
anyway, your evaluation should be cursory at best, lest you fall into the realm of diagnosing. It is
not just a matter of semantics. A massage therapist’s assessment is not intended for the
diagnosis of pathologies. It is this simple: If something hurts when you touch it, it probably has a
problem. Healthy tissue does not hurt when you touch it. As therapists, it is our job to refer out as
necessary for the client's benefit. I often hear about massage therapists selling their clients
herbal concoctions from a network marketing company rather than referring them to a doctor for
evaluation of their condition. Sometimes that condition ends up actually being cancer. Other
times, therapists suggest exercises for a client's shoulder “weakness” when it is actually a torn
labrum. Again, we need to stick to our scope of practice and feel comfortable operating within
those parameters.Massage therapists need to come to terms that we cannot be specialists in all
fields. As Yoda might say, “A year in massage school does not a doctor make.” Just
saying. Again, do I want every therapist to be the same? By no means. I do, however, want us
all to provide exceptional care so that when clients pay their hard-earned money for a massage,
they receive something that is extraordinary. My hope is that the client receives amazing touch,
backed by solid knowledge, and accurate information based on sound anatomy and
physiologically. Not a bunch of “new-age-mumbo-jumbo-cosmic-energy.” If it is, the technique
had better provide consistent and verifiable results. As massage therapists, we have the power
to affect change in this world, and to affect people's health and quality of life. Bottom line,
massage therapy is not a job, but a calling. Stop making money your goal and start changing
lives!Each of us is shaped, in one way or another, by the experiences of our past. Shaped both
in good and bad ways. Experiences do not shape reality, but affect how we see and interpret
reality. Therapists must understand the difference. A good personal injury attorney will tell you
that if he has several witnesses to the same collision, each witness may interpret what they saw
differently, arriving at different conclusions. For example, if every time your mother makes
chocolate chip cookies there is a simultaneous earthquake somewhere in the world, you should
not blame the cookies. Coincidences observed should take a back seat to experience that
imparts wisdom. When I think back to how I came to believe what I do and what has made me a
successful massage therapist, I am amazed how the smallest of experiences have made the
biggest impact. Renegade Revelation:Life lessons are only valuable if we learn from them. And
the lesson is not always what we first perceive, but often lies deeper. This book is divided
into three parts. First, the life lessons, or “Renegade Revelations” that I have gleaned beginning
with my first job as a paperboy, through my years in business, massage therapy and school
ownership. Second, are the Renegade Revelations that I discovered through bodywork that will
give you insights to help you with your own practice. Third, I will discuss some of the
“Perpetuated Myths” that continue to persist throughout the massage profession.The fact that



you are reading this book likely means you are looking to improve yourself within your
profession. Even if you are not a massage therapist and are in another line of work, you will gain
some valuable business insights that can easily be applied to your profession. Truth is truth,
regardless of how it is learned.  Life Before Massage Therapy 

Table of Contents: My Vision: The Future of MassageLife Before Massage TherapyMy
Massage School YearRandom Revelations from my Years in PracticeRevelations From My Time
With The NCBTMBBusiness Lessons LearnedAdditional Business RevelationsMedical
Massage Clinic YearsBodymechanics School YearsTheoretical Foundations of Haase
Myotherapy®Perpetuating FactorsUnveiling Myths, Misnomers and
MisinformationEpilogueAbout the Author My Vision: The Future of Massage Mary had just won
her age bracket in the Hawaiian Ironman competition. She was full of laughter and vigor. Her
silver hair was short and spiked and her voice could be heard reverberating through the halls of
the health club. Mary was larger than life.When she arrived for her first massage at my clinic,
Mary simply said, “Work me over - deep. I just finished the Ironman and I need a good massage.
Make sure you really work my legs.”When I pulled back the sheet to reveal the 67-year old
woman's muscular leg, it was literally covered with varicose veins. I flashed back to my massage
school training and said, “I can't massage your legs.”Mary lifted her head off of the table and
looked me in the eye with one eyebrow raised. “Why the hell not?!” Her voice hovered at a
growl.I squinted as I spoke with reduced assurance... “Uh, you have a lot of varicose veins.”With
an evenly paced voice and slight agitation, she responded, “What's your point?”“I could throw a
clot if I work on your legs and cause stroke, paralysis or death.” My voice became less
assured.“Think I got a clot, do ya??” she said with a slightly sarcastic tone. “Look, I just got back
from Hawaii where I swam 2.4 miles, raced my bike 112 miles and then followed it up with a full
marathon in less than 8-hours. If I had a clot, I’d be dead. Now massage my damn legs!”It was at
that moment that I realized what I had been taught in school might not be entirely true.
Sometimes you have to ask, “why?” Why are we being told the information that the teacher
states as truth? Do they teach out of fear or confidence? Who says what they teach is actual
fact? Or is it just an opinion? Is it based on anatomy, conjecture, or worse yet, old information
being retold as perpetuated myth?My focus in life changed that day. I started asking “why?”
much more than I had in the past. Mary is one of the inspirations that not only led to my
challenging the status quo and beginning my own research for the advancement of the massage
profession, but also the writing of this book.I suppose this book really should begin with my
vision, or dream, for our profession. Trying to teach or manage massage therapists was once
described to me as “like trying to herd cats.” It just cannot be done. Why? We are all very
different. Massage therapists have different beliefs, different training and different touch. People
become massage therapists for a plethora of reasons. With so many therapists having such
divergent belief systems and motivations, how is it possible for me to have a united vision for
such a dis-united profession? That is simple… My dream is for excellence. It is my hope that



every massage therapist is excellent at what they do. When you break a bone and go to a
hospital, you do not wonder, “Geez... I hope the doctors know how to reset my bone.” You
assume they know how. Yet when we schedule a massage with an unknown therapist, while on
vacation, most of us think, “I hope this massage doesn't suck.” It is not the best idea for all
therapists’ styles to be the same, but they should all be exceptional if the public is ever going to
trust our profession.I have been accused of “not believing” in energy work. YES, I believe in
energy work. Does electricity heal us? Yes. An AED (Automatic External Defibrillator) can bring
someone out of ventricular fibrillation. Can electricity kill us? Yes. Ask a lineman working for the
electric company. That said, if you paid to learn an energy-based technique that taught you how
to “read” and “alter” someone's energy over the course of a weekend, you got taken. You are not
feeling what you think you are feeling. I once asked an internationally-renowned educator of
craniosacral therapy seminars a question.“If I asked ten students, who trained in one of your
craniosacral therapy seminars, to evaluate what they 'felt' when touching the same client, how
many would feel the same thing and give the same assessment?”Sheepishly, he replied,
“None.” If the nuances of touch involving a physiological condition are difficult to perceive, how
much more would the “energetic” be difficult to perceive? Is it possible? Absolutely. That said, it
takes most therapists years to hone their palpation skills to that level.Rick Niemeyer, a teacher at
the massage school I founded (the Bodymechanics School of Myotherapy & Massage), used to
repeat the mantra, “10,000 massages, Grasshopper”, to our students on a regular basis. Rick
was on to something. It takes time to learn not just how to touch, but to know what it is that you
are actually feeling. My hope is that therapists will stop “visualizing” what they are feeling based
on nonsensical “feelings” of reality and get out an anatomy book to truly understand the more
probable reality. We all have the ability to be exceptional, but we need to truly make that our
desire as well. One of the dangers in educating massage therapists is giving them the false
understanding of what it means to “assess” a client. Too often we become diagnosticians,
believing that we are to diagnose a client's condition. That is not within our scope of practice.I
went to a continuing education class that taught massage therapists how to use a goniometer to
measure leg-length discrepancies and how to document that information. What are we to do
with that knowledge? Can I tell a client that his right leg is 1.5cm shorter than his left leg? No.
That would be diagnosing. Nor can I say, “Sir, you need to go get a full shoe shim to
accommodate the leg length difference”... again, still diagnosing. All I am able to do, after
meticulously measuring the client's angles and distances between bony landmarks, is refer them
to a physician for evaluation. All I can simply say is, “I have some concerns that you may have
potential issues which could be affecting your body's posture and causing dysfunction. I suggest
you see a physician for an evaluation.”My point is, if the doctor is going to diagnose the condition
anyway, your evaluation should be cursory at best, lest you fall into the realm of diagnosing. It is
not just a matter of semantics. A massage therapist’s assessment is not intended for the
diagnosis of pathologies. It is this simple: If something hurts when you touch it, it probably has a
problem. Healthy tissue does not hurt when you touch it. As therapists, it is our job to refer out as



necessary for the client's benefit. I often hear about massage therapists selling their clients
herbal concoctions from a network marketing company rather than referring them to a doctor for
evaluation of their condition. Sometimes that condition ends up actually being cancer. Other
times, therapists suggest exercises for a client's shoulder “weakness” when it is actually a torn
labrum. Again, we need to stick to our scope of practice and feel comfortable operating within
those parameters.Massage therapists need to come to terms that we cannot be specialists in all
fields. As Yoda might say, “A year in massage school does not a doctor make.” Just
saying. Again, do I want every therapist to be the same? By no means. I do, however, want us
all to provide exceptional care so that when clients pay their hard-earned money for a massage,
they receive something that is extraordinary. My hope is that the client receives amazing touch,
backed by solid knowledge, and accurate information based on sound anatomy and
physiologically. Not a bunch of “new-age-mumbo-jumbo-cosmic-energy.” If it is, the technique
had better provide consistent and verifiable results. As massage therapists, we have the power
to affect change in this world, and to affect people's health and quality of life. Bottom line,
massage therapy is not a job, but a calling. Stop making money your goal and start changing
lives!Each of us is shaped, in one way or another, by the experiences of our past. Shaped both
in good and bad ways. Experiences do not shape reality, but affect how we see and interpret
reality. Therapists must understand the difference. A good personal injury attorney will tell you
that if he has several witnesses to the same collision, each witness may interpret what they saw
differently, arriving at different conclusions. For example, if every time your mother makes
chocolate chip cookies there is a simultaneous earthquake somewhere in the world, you should
not blame the cookies. Coincidences observed should take a back seat to experience that
imparts wisdom. When I think back to how I came to believe what I do and what has made me a
successful massage therapist, I am amazed how the smallest of experiences have made the
biggest impact. Renegade Revelation:Life lessons are only valuable if we learn from them. And
the lesson is not always what we first perceive, but often lies deeper. This book is divided
into three parts. First, the life lessons, or “Renegade Revelations” that I have gleaned beginning
with my first job as a paperboy, through my years in business, massage therapy and school
ownership. Second, are the Renegade Revelations that I discovered through bodywork that will
give you insights to help you with your own practice. Third, I will discuss some of the
“Perpetuated Myths” that continue to persist throughout the massage profession.The fact that
you are reading this book likely means you are looking to improve yourself within your
profession. Even if you are not a massage therapist and are in another line of work, you will gain
some valuable business insights that can easily be applied to your profession. Truth is truth,
regardless of how it is learned.  Life Before Massage Therapy 

My dream is for excellence. It is my hope that every massage therapist is excellent at what they
do. When you break a bone and go to a hospital, you do not wonder, “Geez... I hope the doctors
know how to reset my bone.” You assume they know how. Yet when we schedule a massage with



an unknown therapist, while on vacation, most of us think, “I hope this massage doesn't suck.” It
is not the best idea for all therapists’ styles to be the same, but they should all be exceptional if
the public is ever going to trust our profession.I have been accused of “not believing” in energy
work. YES, I believe in energy work. Does electricity heal us? Yes. An AED (Automatic External
Defibrillator) can bring someone out of ventricular fibrillation. Can electricity kill us? Yes. Ask a
lineman working for the electric company. That said, if you paid to learn an energy-based
technique that taught you how to “read” and “alter” someone's energy over the course of a
weekend, you got taken. You are not feeling what you think you are feeling. I once asked an
internationally-renowned educator of craniosacral therapy seminars a question.“If I asked ten
students, who trained in one of your craniosacral therapy seminars, to evaluate what they 'felt'
when touching the same client, how many would feel the same thing and give the same
assessment?”Sheepishly, he replied, “None.” If the nuances of touch involving a physiological
condition are difficult to perceive, how much more would the “energetic” be difficult to perceive?
Is it possible? Absolutely. That said, it takes most therapists years to hone their palpation skills to
that level.Rick Niemeyer, a teacher at the massage school I founded (the Bodymechanics
School of Myotherapy & Massage), used to repeat the mantra, “10,000 massages,
Grasshopper”, to our students on a regular basis. Rick was on to something. It takes time to
learn not just how to touch, but to know what it is that you are actually feeling. My hope is that
therapists will stop “visualizing” what they are feeling based on nonsensical “feelings” of reality
and get out an anatomy book to truly understand the more probable reality. We all have the
ability to be exceptional, but we need to truly make that our desire as well. One of the dangers in
educating massage therapists is giving them the false understanding of what it means to
“assess” a client. Too often we become diagnosticians, believing that we are to diagnose a
client's condition. That is not within our scope of practice.I went to a continuing education class
that taught massage therapists how to use a goniometer to measure leg-length discrepancies
and how to document that information. What are we to do with that knowledge? Can I tell a client
that his right leg is 1.5cm shorter than his left leg? No. That would be diagnosing. Nor can I say,
“Sir, you need to go get a full shoe shim to accommodate the leg length difference”... again, still
diagnosing. All I am able to do, after meticulously measuring the client's angles and distances
between bony landmarks, is refer them to a physician for evaluation. All I can simply say is, “I
have some concerns that you may have potential issues which could be affecting your body's
posture and causing dysfunction. I suggest you see a physician for an evaluation.”My point is, if
the doctor is going to diagnose the condition anyway, your evaluation should be cursory at best,
lest you fall into the realm of diagnosing. It is not just a matter of semantics. A massage
therapist’s assessment is not intended for the diagnosis of pathologies. It is this simple: If
something hurts when you touch it, it probably has a problem. Healthy tissue does not hurt when
you touch it. As therapists, it is our job to refer out as necessary for the client's benefit. I often
hear about massage therapists selling their clients herbal concoctions from a network marketing
company rather than referring them to a doctor for evaluation of their condition. Sometimes that



condition ends up actually being cancer. Other times, therapists suggest exercises for a client's
shoulder “weakness” when it is actually a torn labrum. Again, we need to stick to our scope of
practice and feel comfortable operating within those parameters.Massage therapists need to
come to terms that we cannot be specialists in all fields. As Yoda might say, “A year in massage
school does not a doctor make.” Just saying. Again, do I want every therapist to be the same?
By no means. I do, however, want us all to provide exceptional care so that when clients pay their
hard-earned money for a massage, they receive something that is extraordinary. My hope is that
the client receives amazing touch, backed by solid knowledge, and accurate information based
on sound anatomy and physiologically. Not a bunch of “new-age-mumbo-jumbo-cosmic-energy.”
If it is, the technique had better provide consistent and verifiable results. As massage therapists,
we have the power to affect change in this world, and to affect people's health and quality of life.
Bottom line, massage therapy is not a job, but a calling. Stop making money your goal and start
changing lives!Each of us is shaped, in one way or another, by the experiences of our past.
Shaped both in good and bad ways. Experiences do not shape reality, but affect how we see
and interpret reality. Therapists must understand the difference. A good personal injury attorney
will tell you that if he has several witnesses to the same collision, each witness may interpret
what they saw differently, arriving at different conclusions. For example, if every time your mother
makes chocolate chip cookies there is a simultaneous earthquake somewhere in the world, you
should not blame the cookies. Coincidences observed should take a back seat to experience
that imparts wisdom. When I think back to how I came to believe what I do and what has made
me a successful massage therapist, I am amazed how the smallest of experiences have made
the biggest impact. Renegade Revelation:Life lessons are only valuable if we learn from them.
And the lesson is not always what we first perceive, but often lies deeper. This book is
divided into three parts. First, the life lessons, or “Renegade Revelations” that I have gleaned
beginning with my first job as a paperboy, through my years in business, massage therapy and
school ownership. Second, are the Renegade Revelations that I discovered through bodywork
that will give you insights to help you with your own practice. Third, I will discuss some of the
“Perpetuated Myths” that continue to persist throughout the massage profession.The fact that
you are reading this book likely means you are looking to improve yourself within your
profession. Even if you are not a massage therapist and are in another line of work, you will gain
some valuable business insights that can easily be applied to your profession. Truth is truth,
regardless of how it is learned. Life Before Massage Therapy My Early Years I remember when
I was in the 6th grade and our neighborhood paperboy stopped by my house to ask if I wanted a
job. “It's easy”, he said. “Plus, you can make good money!”I was so excited to take on his
newspaper customers as my own. In today's dollars, I made over $300.00 a month for flinging
the newspaper onto 70+ doorsteps, 7-afternoons a week. That paper route taught me about
responsibility, collection with accounts payable, inventory, paying bills, hiring temporary workers,
and being on-time (calls came into the house if the paper was late.) That is huge for a 12-year
old.The first summer I was told that I had to attend a mandatory “training week” at The Daily



Olympian newspaper circulation offices. That is when I met the circulation manager, Ron Hill, a
man who soon taught me unique insights into business, finance and success.I was stunned by
the shelves of cool prizes that would be given to kids who made the most subscription sales.
Bicycles, gas-powered remote control airplanes, camping gear, knives... I was awestruck. I
wanted those toys. All I had to do was sell subscriptions. Piece of cake, right?I ventured into my
neighborhood and knocked on lots of doors. But every time I asked people if they wanted to
subscribe to the newspaper, they would just say, “NO”, and shut the door in my face. My mother
saw that I was a little disillusioned from my lack of success and told me to call Steve Shorb, a
family friend. He had been a paperboy years before and apparently had exceptional sales
skills.Steve picked me up on a Saturday morning and drove me to an apartment complex in
Olympia, Washington. We got out of the car and Steve said, “Let's see what you've got!” I
knocked on the first door. A woman answered my knock.“Do you take The Daily Olympian
newspaper, ma'am?”“No”, she replied.“Would you like to?”“No”, she replied, half-smiled, and
then she shut the door. Steve looked at me with scrunched-up eyebrows and snapped, “What
was that?!” “She said 'no'“, I said sheepishly.Steve said, “You got the right answer to the wrong
question. Watch.” Then he proceeded to knock on the door again! I was so embarrassed.The
woman opened the door with a “What now?!” look on her face and Steve said, “Ma'am, I'm sorry,
my friend here didn't tell you about the paper and why you can't live without it.”“I don't want it”,
she sighed as she began to shut the door again. The door bounced off of Steve's well-placed
foot, which kept the door from closing fully.“Why is that?” Steve quizzed.“I can't afford it.”Steve
got a big smile on face. “Ma'am! You can't afford not to take the paper! You'll save several times
the cost with the coupons that you find in the paper each week. You'll actually make money with
the paper!”With each excuse, Steve had a response as to why they actually could not do without
the paper. Then he followed, “Would you prefer that the delivery start next Monday or on
Wednesday, our big 'coupon day'?” “Wednesday”, she responded. I was stunned. Steve did not
just ask if she wanted the daily paper, but had responses that made sense when he heard each
of her objections.I was one of the top three subscription sales-boys for four years, earning what
is now the equivalent of over $800.00 per week during the summer months. My father not only
told me, at the age of 12, that I was now to buy my own clothes and pay for my activities, but
actually asked to borrow some money from me. Thank you, Steve Shorb, for the valuable lesson
you taught me. Renegade Revelation: You need to know why your client or customer needs to
have your product. If your product is not so amazing that they absolutely must have it, you are
offering the wrong product. Shortly after I entered high school, a fellow drummer asked if I was
looking for work. “They're hiring at the Sizzler”, he said with a smile.What an awesome
opportunity! By the way, this is back in the late 1970's when Sizzler was still a bona fide
steakhouse. I was hired as a busboy. Within a year and a half I was making union, chef wages as
the backup head cook. As a junior in high school I was making $22.00 an hour in 2012 dollars.
Holy crap! I was rolling in money! At the same time, I had this sense of dread that I was doing a
job that was leading nowhere - at least nowhere near where I eventually wanted to be.At the



time, I was also the advertising editor for our high school's award-winning newspaper. I wanted
to get into marketing and advertising as a career one day so flipping steaks was not exactly on
the path to my dream job.In the days leading up to my final night in charge at the Sizzler, our lead
chef and prep cook had been smoking enough weed in the back room to make a steroid-
enraged, professional wrestler become mellow. Thanks to the pot, the chef forgot to order steaks
for the days ahead. My shift started at 3:30pm that Thursday night and I was left in charge while
both the restaurant manager and lead chef went home. When I looked into the meat coolers it
was clear that something was wrong... there were not enough entree items! Crap. Around
5:00pm, I told the waitstaff that we were out of top sirloin steaks and to let the customers know if
they ordered one. At 5:15pm, we were out of New York steaks. At 5:30pm, no more chicken
cordon bleu and no more filet mignon. We were embarrassing ourselves. As each person
ordered their meal, the staff had to inform them that we did not have what they wanted. That is
death to any business.Renegade Revelation:Have what the customer wants. I made a judgment
call at 5:45pm. I told the staff, “Close it down. No more customers will be served regardless of
what they order... turn on the “closed” sign.”The next day I got “ripped a new one” by the
manager, but I stood by my decision as I explained that I had no choice. I handed him my key as
I said, “I'm not destined to be a cook anyway, and I certainly don't want your job when I grow up.
It's been nice to have known you.”I walked out the door with my integrity intact deciding I would
rather work in retail sales, even though most jobs for teenagers at shopping malls paid less than
half of what I made as a chef. The upside would be that I would not smell like grease when I got
home and I would be on a path towards attaining my goals. Learning to sell retail? Right
direction. Flipping steaks? Wrong direction. Renegade Revelation:Set goals and make
decisions that get you closer to that goal, not farther away, even if you have to make a sacrifice in
order for that to happen. Renegade Revelation:Making a high wage is an obstacle to happiness
if you are not doing what you are meant to be doing. The very next day, after leaving The Sizzler,
I went to the local shopping mall to apply for a job at Mr. Rags. It was the place to buy clothes if
you were a teenage boy. I was immediately hired (must have been my hair).Only a week after
starting, the manager mysteriously left the company and the new manager told me that he was
going to have let me go. Not because I was not doing a great job of selling, but because a girl
named Lucy had to be rehired. It seems the recently-departed manager fired her because she
would not put up with his unwanted sexual advances. I said, “Of course you should rehire her. I
completely understand.” So the next day I went to the Mr. Rags store in a neighboring city and
hoped to convince the manager that I should be hired. Although he would not know who I was, I
figured I was qualified.As I entered the store on a quiet weekday morning, the manager at the
front register was on the phone in what seemed like an important conversation. So important that
he did not say a word to me, just nodded to acknowledge my presence. I stood patiently on the
other side of the store and waited. It was obvious that he was working by himself. As I waited, a
man walked up to me from the other side of the store and asked, “Do these pants go well with
this shirt?” I smiled and said, “Yes! And let me show you how you can make this work even



better...” I proceeded to lead the customer around the store from rack to rack and showed him
how to take just a few items and create many great outfits. When he seemed pleased with his
new wardrobe, we approached the cash register as the manager ended his call. “Can you 'ring
this guy up' for me?” I asked with a half-smile, half-grin. After the manager finished the sale and
sent the customer on his way he said, “So, when can you start?” Renegade Revelation:Learn to
recognize opportunity and do not hesitate to act with boldness. After working for Mr. Rags, I
received an opportunity to become the youngest person to ever sell men's suits at the local Bon
Marche (now Macy's). It was an increase in pay and a better work environment. I was set. After
my initial training, I was put onto the sales floor. While I was trained in Seattle, my job was in
Olympia. What a difference 60-miles makes. I did not realize that 60-miles could take you back in
time 10-years although I am told the difference between Chicago, Illinois and Des Moines, Iowa
is about 30-years. That is up for debate in Midwest pubs, but I am getting off-topic. It seemed the
Olympia store was the place that the company buyers sent all of the clothing that the other
stores could not sell. While “dickeys” (a fake turtle neck that was tucked under the collar of a
dress shirt) were popular in the 1960's and early 70's, they were not worn in the early 80's. The
Seattle buyers at the Bon did not know that though. Much of the clothing sold at a crawl from our
department until I convinced the department manager to let me contact the buyers directly. A few
short discussions later and we were moving product. It was not that difficult. Renegade
Revelation:Do not sell what you have. Sell what the customer needs. If they do not know they
need it, educate them. If they do not need it, get a product that they do need. After working in
retail sales at several clothing stores, I came to understand what it meant to work for a living
versus making an income. I remember opening a box of shirts from a manufacturer while
working at the a department store. The box included a packing slip that showed the retail price
and the wholesale cost. The shirts sold for $60.00, but the wholesale cost was only $15.00!
Seriously? I took 5-minutes to sell the shirt, was paid less than a dollar for my labor and the store
cleared over $44.00. Granted, they had overhead and advertising to pay, but wow! While
working at another store, I remember selling a customer a whole new wardrobe. I made just
$3.00 for my time, but the store cleared over $700.00 in profit, before overhead. It was at that
point I realized that I was going about this “income” thing entirely wrong.Within a few weeks, I
found a way to buy home and car audio equipment wholesale, rather than make a couple of
dollars selling for someone else. I could sell one sound system a week out of my home and
make as much money, if not more, than if I worked a full week for someone else. I quit my job
and sold audio equipment throughout my college years. Renegade Revelation:Work Less. Make
more. (Work smart, not hard.) I named my new company Silverwind Enterprises. At first, I was
excited just to get a sale. But word spread quickly about my fair prices, which included personal
installation and setup. Business grew rapidly. I could buy a car stereo for $80.00 wholesale and
then sell it for $199.00, which was below the competition. The problem was I charged a profit
that felt “right” at the moment. I did not write those prices down. So the first time two people, who
had purchased the same car stereo from me, spoke to each other, I had a problem. One of them



called up and said, “You overcharged me! Why did Kerry get the same thing for $50.00
less?!” Renegade Revelation:Have a pricing strategy and stick to it. My Adult YearsWhile in
college, I received a phone call from Mike Daniels who worked with one of the wholesale
companies from which I bought electronics. He said that he would like to meet for lunch. When
we met, Mike spent a few minutes complimenting me on my small business and asked if I would
be interested in coming to work for the distributor over my Christmas and summer breaks. I tried
to convince him that I was not looking for a job, but he ended up winning at the “convincing
game.” Not only was the job going to pay me well, plus commissions, it kept me on my career
track in sales and marketing. I remembered my earlier revelation to make decisions that bring
me closer to my goal, so I agreed and ended up working for the company over summer and
winter breaks throughout college. While making good money with the company, it was clear that
the corporate world was not in my DNA.After college, I briefly worked as a district manager for
the same newspaper for whom I had delivered papers as a boy. Later I moved on to a job in
Lynnwood, Washington, as a marketing assistant for a company that built “pole building”
garages, barns and riding arenas.In just three months I was promoted from marketing assistant
to sales manager. At first I was overwhelmed since I was only a 23-year old kid managing a
sales team of 35 to 55-year old men. The skills that I had learned in my early years helped
increase sales from 45 buildings a month to around 90 a month. With one inquiry from our “Little
Nickel” advertisements, our salesmen could make one appointment, with one potential
customer, and sell the building 50% of the time. How? The salesman answered the customer's
questions and met their needs while overcoming obstacles and dissolving objections.How do
you get 90 buildings sold in one month? First, you use an advertisement that compels the
potential customer to call. Second, when they call, you do not just give information over the
phone, but make an appointment to meet face-to-face. Thus increasing the number of potential
buyers to whom you can sell. Third, you increase the “closing rate” of sales from 30% to 50%,
using solid communication techniques. Renegade Revelation:Make your advertizing compelling
and give the customer a reason to call. Renegade Revelation:Find a way to meet with the
customer face-to-face because people hire people, rather than voices or
advertisements. Renegade Revelation:Clearly communicate what you can and cannot do and
solve any problem or obstacle that arises. After two intense years, I left the pole-building/
residential metal building field. I would explain the reason I use the description “intense”, but it is
the premise of an entire book I could write about business owners and how they manage the
management… perhaps someday.I was hired by a commercial steel building company that built
structures for companies like Boeing and Kenworth Trucks. These were big, expensive
structures. When I was hired, the owner said, “Here is a list of all the buildings we have built over
the past 30-years. I would like you to take this map book and go look at all of them over the next
month.” I asked, “Don't you want me to sell something?”“Nope”, he quipped. “We just want you to
get to know our product first.” “How soon are you expecting me to make my first sale?”He put his
hand to his chin, as to think deeply, and said, “Well, if you don't make a sale after a year, we can



talk about it and see what might be going wrong.”A year?! They were going to pay me to drive
around, talk to folks and maybe sell something? The manager continued, “This is the
commercial steel building business. No quick sales here. You're in it for the long-sale. You take
your time, build relationships, build trust, and help the customer to see why they are investing
their company's money to buy a very expensive product from us. We are the most expensive
company out there, but what we provide is second to none.”The point was that it was not about
low prices or how fast you could get someone to relinquish their money. Renegade
Revelation: Build relationships, provide quality, and charge handsomely for it. Quick and cheap
is for other businesses with lesser standards. After several years in the commercial steel building
business, I felt unrest in my heart about what I was doing with my life. I made good money,
worked for a great company, had a nice home and a nice car with an awesome wife and baby.
What more could I want? I had the American dream… right? Not so much. At the end of my day,
my wife would ask me, “What did you do today?” My answer was nearly always the same: “Well, I
put together some preliminary structural drawings, prepared a couple of estimates, took a
potential customer to lunch and signed a few contracts.” Her response? “Oh, okay.”I thought
about the ironworkers that spent their days constructing buildings. When they got home, what
did their wife or significant other get as a response to that same question? The worker would
likely say, “I BUILT THAT!” It was official. I was jealous of guys in hard hats. Not because of their
job, but because their productivity led to long-lasting results. God forbid, but if our economy was
to dissolve during a complete. international meltdown, which would bring our country to financial
ruin, what could I offer if bartering was the only method of value exchange? What skills did I
really have to offer this world? I could sell something, right? Ugh. I wanted so much more. I
wanted to make a difference in people's lives with something meaningful that did not require
anything other than my own two hands. Meanwhile, playing in the back of my mind was the
realization that I had already achieved my career goals just a few years out of college. Sounds
impressive, does it? Not so much. Here were my goals:1. Make more money than my
father2. Live in the Redmond/Bellevue area and own a home there (considered the seat of
success at the time because of Microsoft, Nintendo, etc)3. Own a Volvo 740 Inter-cooled
Turbo, advertised as being as fast as a Porsche 944Yes, those were shallow goals, but to a
college student, they were huge. When I attained them so quickly, I realized that my goals were
shallow and meaningless. I wanted something more that had deeper, lasting value.Late one
night, I found myself watching an old, black and white movie when I could not sleep. Two men
were conversing while on adjacent tables receiving massage in a men's club. I kept looking at
the men massaging them. They looked like Mr. Clean wearing khaki slacks, white tee-shirt and
shaved heads. I could do that. I took out my phonebook and looked for massage schools (it was
1989… we still used phonebooks).Within a few days, I discovered the Brian Utting School of
Massage, called them, enrolled in an all-day, introductory workshop and made an appointment
for a tour. The school was located not far from the Space Needle in downtown Seattle. It was old,
made of brick, had creaky wooden stairs and lots of live plants. When I met with Marlene, the



woman who gave me the official tour, I knew this school really was not for me. It was probably
great for hippies, but I was a man with a pressed-white shirt, Nordstrom tie and shiny Volvo. It
even had one of the first built-in cell phones with the cool curly-cord that stretched from the
phone to the dash. I was not a hippie. Besides, Brian's brochure consisted of just a few pages,
simply formatted on a Mackintosh computer, printed with black ink on plain white paper and
stapled at the corner. I was not impressed. But I wanted to see if massage was for me, so I
decided to register for the school’s one-day, introductory workshop.When the day of the
workshop arrived, I was a little unsettled. There were a lot of naked people. I still have this image
of the teacher as he dropped his clothing to the floor and gracefully got onto the massage table
in front of everyone! Then, women took off their clothes and climbed casually onto the tables
when it was their turn. Nobody seemed to be in a rush. There were naked body parts
everywhere. That was new for me. I had to seriously concentrate on what I was doing that day. I
started to question myself. “Can I do this? Can I go to massage school when people are walking
around naked? How am I supposed to learn anything with all of this nakedness??!!” I needed to
take the class again to make sure I could separate the nudity from my learning process.
Thankfully I could (Official Note: Brian changed the “nudity policy” shortly thereafter.).Despite my
discomfort, it became clear that I was being called to become a massage therapist. The idea of
helping people, using my hands and relieving pain was appealing. This was it! When I told my
wife that I wanted to give up my “Bellevue/Redmond” life and go back to school to become a
poor, massage therapist, she simply said, “Uh... okay.” Then it was time to tell my family.I asked
my parents to join us for dinner one Sunday. After we finished eating, we all sat in the living room.
I took a deep breath and told my parents that I could not continue in a job that was not fulfilling
and I felt that massage therapy was what I was supposed to be doing with my life. I will never
forget what my father said to me next.Dad’s face got serious. “Bob, I've been an accountant for
the past 30-years and I've hated every minute of it... do what makes you happy.”And that was
that. I was going back to school. I took a leap of faith and quit my unsatisfying job. Renegade
Revelation:Risk doing what you are called to do. Trust your calling. It was time to find a good
massage school, so I started by requesting information from the biggest school in Washington
State. It was well known and well funded. The brochure was slick and glossy with photos that
were taken professionally. As an advertising and marketing guy, I was impressed.I then visited a
smaller school. It was located in a series of old homes in Tacoma, Washington. It was a good
school, but more “spa” based than what I wanted and it did not feel like a good fit for me, so I
kept looking.Uncertain of where to get my education, I ended up going back for another meeting
with Marlene at the Brian Utting School. It still did not feel as professional as I thought it should
be – after all, his brochure was plain black and white versus full-color and glossy. The big school
was where I had to go.I had just completed the school’s application and had fee in hand when I
received a call from Marlene at Brian's school. She wanted to know if she could expect my
application. I told her that I had chosen the big school. She said, “Bob, please, before you do
that, can you meet with Brian personally? One-on-one. He wants you here and I know you'll be



glad you talked with him.”I figured I had nothing to lose. I would let him down easily without being
disrespectful about his unprofessional information packet or make him feel bad that his school
did not stack up to the competition’s professionalism. At least that was my plan.When I walked in
the door to meet with Brian, he had this calm peace about him. As he greeted me, he shook my
hand and had me sit in an adjacent chair. He had a thin, frail frame, chiseled features and his
hair slicked back into a ponytail. I could see why the school felt like a hippie haven. Brian looked
like a hippie who was trying to look professional. Looks can be deceiving.It is amazing how the
outward appearance can be easily peeled back when immense wisdom, caring and focus
emerges from deep within. Brian opened his mouth and began to speak. He asked me about my
goals, my dreams, and my desires for the future. He then proceeded to tell me about his
philosophy of bodywork, how he started teaching, why his school creates excellent graduates
and why he did not just feel - but knew - he could teach me to be the best, more so than any
other school. Those stapled sheets of paper became irrelevant. Brian was a living, breathing
representation of the heart of the Brian Utting School.I tossed the Seattle school's application
and enrolled in Brian's school full-time in the fall of 1990. I am grateful that I woke up from that
other, hypnotizing brochure which initially grabbed my attention. Brian would later deliver on his
promise. Amidst an insanely-diverse group of students and a plethora of eccentric teachers, I
would eventually emerge with the skills to succeed. Thank you, Brian. Renegade
Revelation: Presentation is not everything. A sexy car without an engine is worthless compared
to a dull and unpainted Ferrari. Be excellent vs. flashy. With no desire to continue in the steel
building field, I quit my job six months before school was to start. I decided to fill the void by
working for a Jenny Craig diet center where I taught nutrition classes and worked with clients
that were not so adept at following the diet plan. I was the “hard-ass” diet counselor. If you were
morbidly obese and not sticking to the plan, you got Bob Haase, “The Fixer.” It was my job to
“scare 'em straight.”While working at Jenny Craig, I was able to conduct my first health
experiment. I blame my experimentation tendencies on my mother. Let me explain.Back in my
junior high school years, my mother was attempting to concoct the ultimate cheesecake recipe.
Every other night or so, mom had a new cheesecake for the family to try after dinner. She
experimented for about a month until she finally figured it out. She found the one recipe that
everyone agreed was the best. As I watched each cheesecake bake in the oven, I had no idea
that the temperature dial on the oven would be the key to my success as a therapist one
day. Fast forward to the diet center where I had my “cheesecake” moment. I decided to have half
of my clients agree to drink a full gallon of water and the other half to drink only a half-gallon,
daily. Surprisingly, those that drank a gallon a day lost weight at twice the speed of those who did
not. My experimentation began. Thanks, Mom.It was time to leave Jenny Craig and become a
full-time student again. Renegade Revelation:Compare and experiment to find what works
best. My Massage School Year My year at the Brian Utting School had a huge impact on my life
in numerous ways. I could actually write a book specifically about that experience alone, but for
now will focus on this book and what has led me to become a Renegade Massage



Therapist.The underlying theme of my entire massage school experience came down to a one-
word mantra: Why? It seems I asked that word a lot, almost excessively. I can think of no other
profession or segment of society that has a “they said it, so it must be true” mentality more than
massage therapy. And, that includes multi-level/network marketing companies (e.g.: “This
exclusive product with our proprietary formula cures cancer in just 2-weeks!”)
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Philip M. Mccaulay, “Motivating. The book is very motivating and offers a lot of encouragement
with good advice from a successful entrepreneur. It is very helpful for someone starting or
operating a small business.”

Valerie Ann 1963, “Impetus. The Renegade's Guide to Massage Therapy is so much more than
a book about the benefits of massage therapy. This book takes you into the life of a brilliant
business professional. The author shares his triumphs and pitfalls as he ventures into business
world, with his readers. It does not matter what type of business you are currently in, there is
words of wisdom in this book that will help you grow in your profession and keep you from
failing.Robert Haase allows us as readers, to see him as a person, not just a writer, which in my
opinion makes this book an easy read. You will find plenty of humor and heartwarming stories
throughout .I was certain I would put the book down once I finished the business portion of it,
however, much to my surprise I could not. I found myself captivated by the authors wisdom and
kept turning the pages. I now sleep differently at night and wake up feeling refreshed without
headaches.I am certain you will also find "The Renegade's Guide to Massage Therapy " to be a
wonderful training tool that will benefit you both personally and professionally .Thank you so
much Robert, for sharing your wisdom with the world. You are truly an asset to mankind.”

Lena Duggan, “Meet the Massage Rebel. Lean back, put your feet up, and buckle up. The
Renegade's Guide to Massage Therapy's light-hearted, rags-to-riches storylines and realistic
dialogue propels the reader forward at breakneck speed.After reaching his goals of attaining
wealth in the sales industry, Robert B. Haase LMP founder of School of Myotherapy & Massage
discovered that he had only fulfilled himself. Looking outward, his inner man sought the
opportunity to fulfill the needs of others. Sold on his new goal to lead patients to recovery, he
vigorously threw himself into learning the discipline of massage.Haase's nonconformist
approach to massage sought to improve health rather than satisfy the medical norms forced
upon the massage industry. Nothing was sacred as he began to question the widely accepted
methodology and curriculum surrounding the massage profession. Early in his career, Haase
began using clients as guinea pigs to see which methods were more efficacious.Hasse's
experiments lead him to discover: healing through mere touch was hocus pocus, one gets
better leverage by positioning oneself on the massage table; using the Positive Power of
Suggestion is beneficial to a client's psyche; and breast massage helps to clean out the
lymphatic system. In hopes of understanding anatomy better, Haasse even volunteers to work
as a coroner's assistant. Now that's dedication to researching one's profession.Don't worry, this
self-confessed, modern-day Dr. Frankenstein clothes his reader in a wardrobe of practical
business applications. The book sports helpful marketing strategies and an easy one, two, three
business plan. Haase states, "Education empowers. People pay for experts. If you make your



services about money, your clients will as well." Haase also reveals why private massage
schools produce better therapists, why the customer is not always right, and how to spot thieving
employees and lying clients.This is a necessary guide for all massage advocates seeking to
improve their technique and anyone wanting to expand their business. After reading this guide,
the heart of this Renegade was obvious. He offered up a fundamental part of human fulfillment...
knowledge.”

Babz 812, “Not just for Massage Therapists!. It's clear Robert Hasse has learned from
experience and shares it with the reader in "The Renegade's Guide to Massage Therapy". . This
kind and generous hearted bulldog goes after what he needs and believes is right and true, not
just "following protocol". It's ok to trust your instincts, to want to know more, to think out of the
box... in the quest to be a better therapist, business person and human being, to ultimately help
your client. Robert shares great business advice, and this is an easy (can't put it
down),inspirational read for the new massage therapist or for any individual considering starting
a business. Thanks, Robert!”

briana Shidell, “Reference Tool, must have!. Thank you for sharing your years of experience. I
immensely appreciate your mindfulness through life. I have a sheet of notes and I plan to utilize
this book as a tool for my business, my growth as a massage therapist and personally. Asking
"Why?" and challenging what comes along keeps our movement forward and progressing. I will
refer to, utilize and improve myself with this tool. Again, thank you.”

The book by Larry Dossey has a rating of  5 out of 5.0. 6 people have provided feedback.
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