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Insurance OR

Cash-Based:

Cash Flow Is
King!

Presented by:

Kathy (KMC) Weidner,
MCS-P, CPCO, CCPC,
CCCA

Today We'll Cover...

How failure to properly define medical necessity and clinical appropriateness

confuses both YOU and your PATIENT

Maximizing every opportunity with your patient to “sell” them on complete
healthcare

How to explain both the clinical and financial facts whether you're cash
based, insurance, or a combination of the two. %
Expand the ways for your patient to be able to say YES to all the care
you're recommending
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What's the HEALTH of You

Does your cash flow depend
upon a person collecting at
the front desk or from
insurance?

Do you automate payments
from patients or is'it pay by
the visit?

Is your PVA as high as you
would like it to be”

Is your care affordable for
both insurance AND cash
paying patients?

Do you only recommend
careé for insured patients that

will be paid by the carrier?

855-832-6562

CASH FLOW IS

Do You

Play in the
Insurance
Sandbox?
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* You are electing to be subject to their rules

+ Insurance can help with NP marketing

+ Once they are in the door, now YOU must tell it like it is
+ Whatdo you HAVE/WANT?
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What Most THINK It
Means to be a
“Cash Based
Practice”
« Third party payers are not
billed directly by your office.
« Medicare patients are told that
Medicare will not be billed.
* All inbound money from the
practice is paid across the
front desk.
« Oops, well, maybe we bill Pl or
WC.
9 10
The Reality of a
“Cash Based Best of Both
. ” ?
Practice Worlds? -
« Can you be a cash : &° I
If you treat Medicare patients, you must bill PraCtice AND sl sy e b
. X x we 0]
Medicare on behalf of your patient for active Y‘?S @ I.nsurance' 2 . AN HAVE YOUR L
treatment. o lIsit p?ossmle to do e » CAKE AND
« If you allow patients to bill their own insurance, both? . 'y y EAT IT TOO!
or you submit for them, you're still bound by « Proper use of third-
certain 3" party rules of billing. party insurance AND
« If you bill Pl or WC when you feel like it, you proPerPat!ent
may be engaging in dual fee compliance education is the name
concerns. of the game!
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Make Your Best
Recommendations
..Regardless of
Coverage

5/22/2025
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Quick Questionnaire
Treatment Protocols
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Do You Play in
the Insurance
Sandbox?

+ You are electing to be subject
to their rules

« Insurance can help with NP
marketing

+ Once they are in the door, now
YOU must tell it like it is

+ What do you HAVE/WANT?
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MEDICALLY
NECESSARY
CARE

Medical Necessity

vs. Clinically AppI

855-832-6562

What Medicare
and Other Payers
W.jmtrto See

- Prove Medical
Necessity

- Cause and start date

- Enddate of care

- Diagnosis match
patient complaints,
does that match
billing and coding

- Ispatient
on/following a
treatment plan?
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How is care
defined?

Treatment Plan
vs. Treatment

Treatment Plan
vs. Treatment

855-832-6562

MEDICALLY
NECESSARY

MEDICALLY
NECESSARY PER 3RD
PARTY CARRIER

Freqliency’

&Diration’

STand LT

| Evaluation of Goals

| Effectiveness

Home Types of
Instructions Treatment

Rationale for
Treatment

Which

Patient Bones?

‘_ Response?

Which

What's Therapies?

Next?

For How
Long?

5/22/2025

Is the condition likely to be treated as an
INCIDENT, BURST or EPISODE?

L Bust | Episode

20

Treatment

Plan

Let Them Know What to E

« Teach your patient to be
observant about their
functional performance

* Let them know that will help
you document their progress
clearly and easily for their
Insurance company
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Explain Your
Recommendations

Clearly
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Implement

a “12 Step”

Program

Plan
Automation
%
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Plan Management
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Cllnical Data

Day
1.5 Clinical
Prep

Plan
Automation
%
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Begin With Patient
Education

« Start with New Patients

* Re-educate returning
patients

* Clean up existing
relationships

* Declare your practice
style to all patients and
the culture of your
practice

=T

Clinical

Clinical Data

Core
Relahnnship
Managerrrant

System
-
!
Treatment Day

Plan 1.5 diinical

Automation Prep
S

Hndr gs Clinical

U (mar‘ & Reportof @

Findings p -
" 7

Financial

Clinical

Core
Re.‘ahnnship
Managerrrent

System

o
!
Treatment
Plan
Automation
e 4,
e 1.5

Financial
Prep

Day
1.5 ciinical
Prep

il Cinical
E (.man & Reporof |8,




KMCUniversity.com 5/22/2025

Clinical
A

Day
1.5 Clinical
Prep

4

Findings Clinic:
(FROF) / &y Reportof
E Findings
(ROF)

Patients Expect Your Best Re€

* You know your protocols

* You have experience
with the most common
conditions

+ Don't hesitate to tell
your patient your clinical
opinion

+ Set the tone for the

' entire treatment protocol

Findings Clinical

(FROF) - & Repoit of
- Findir

- (Ror

Successfully Get Agreemen ROF l FROF

Here are the “4 yeses” or "4 agreements”
you must gather in a ROF:

Yes doctor, | understand | have a problem and want to get it fixed

Yes doctor, | understand that healing takes time
and | will keep all my appointments,
my prescription of care

Yes doctor, | want to fully participate in my
getting well, so | will attend your Spinal
Care Class/New Patient Orientation/
Wellness Workshop

Yes doctor, | know | am financially responsible
and will pay "X" dollars over "Y" period of time

855-832-6562 6
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Offer Financial Solutions
to Any Situation

+ Limited coverage

« No coverage

+ DMPO membership

« Financial Hardship

« Professional Courtesy
* HSA, HRA, Flex Plans

« But...not for the doctor to worry about
once the solutions are in place

Please Stay Out of Your Patient’s Financial Business!

\i)
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Make Care Af_fordable The Goal
with Appropriate Fees

Patient accepts the entire

a n d Paym e nt P I a n S :I'eecaolrrrr]!;r;tnzlzr that the doctor

p « Do you want to experience that
‘ success day after day?

il A\ W /8

39 40

Ideal Fee System

Ideal Fee System

&

DOCTOR'S ACTUAL FEE DOCTOR'S ACTUAL FEE

HARDSHIP FEE
SCHEDULE

HARDSHIP FEE
SCHEDULE

855-832-6562 7
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I_dggl Feg System

o

L
Medicaid

No-Fault

¢
:
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HARDSHIP.
FEE

SCHEDULE PROTECTED)
BY CONTRACT

 DISCOUNT.
BY CHOICE

Compliant Care Plans

_Core.
Financial
Relationship
Management

[\ CASHPRACTICE \/

45 46

2

ERll Services

4 [Adjustments 5 § $

5 |Progress Exams 6 $ 75.1'S 450
6 |[Progress Films 25 60 S 120
7 |Orthotics 158 250 § 250
8 |Cervical Traction Unit 15 571% 57
9 |Cervical Pillow 1S 47 S 47
10 s 3,399
11

12 |Discount 15% $ 2,889
13

14 Down Recurring

47 48

855-832-6562 8
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Hi Dr Bodzin
My name Is and I'm a chiropractor in #g | have spent over 25,000 dollars
going to court defending UCAFF. When all is said and done | will probably have spent 70,000. It's
total BS that | am fighting this. | need some advice and | hoping | can have a few minutes of your
time for advice. | am set to go to court some time in the spring regarding a patient who's money |
would not return. | practice in w suburb and | am in jeopardy of a 20,0008 fine, 2 year probation
if found guilty. Please call me back! My cell phone is and my office number is

This ordeal has destroyed a great family wellness subluxation based lifetime chiropractic
practice. | hate practice now! Only because of how my practice now runs. Visit to visit
| have a vulture of a chiropractor who has been called as an expert witness who will testify to the
UCAFF on how it's unethical and unprofessional. My email is
Thanks for taking the time to read this!

What are the consequences of Improper Finances?

\/

NSA - Good Faith Estimate Requirements

&

Four Month Corrective Care Plan

- i g o - on. Batsn
Mhies B
Good Faith Estimare
1 Mrs. Alyson Andrews ActualFovs ChiroHsanhUSA Plan

T —

Adtmants ot Comreaty omranc Y9741 36934890 2 5214000

212 21857500 = 522500
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Viits: 34 52985 sus18
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NSA - Good Faith Estimate Requirements

Serann Date Sgrat

B\ CASHPRACTICE

\/

NSA - Good Faith Estimate Requirements

O%
Plan Enrollment

ok Al A have v et the e o

— It

[\ CASHPRACTICE

\

53

855-832-6562

54
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Forecasting Care with Care Plans

e Biverm

I | Chiropeacikc

[\ CASHPRACTICE

1347 $3078
b Lt 25240 Sovogs 3102200 Smies

.\ CASHPRACTICE
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Offer Affordable Payment Options

Payment Options with ChiroHealthUSA Plan

1Person Total Initial Monthly  Savings
Recurring (Option 1) $3078  $513 $513 ($1,022.00)
Initial + Recurring (Option2) ~ $2,924 $964 $392 ($1,175.90)
Prepayment (Option 3) $2,739 $2739 N/A ($1,360.42)

[\ GASHPRACTICE

.\ CASHPRACTICE

Prmantoun  ChrstasmsAPIn

e s 201
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Offer Affordable Payment Options

Payment Options with ChiroHealthUSA Plan
1 Person Total Initial Monthly Savings
Recurring (Option 1) $3018  $503 $503 ($632.00)
Initial + Recurring (Option2)  $2,925 $960 $393 ($724.15)

Prepayment (Option 3) $2,815 $2,815 N/A ($834.67)

[\ CASHPRACTICE
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855-832-6562
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Let’s Take a

10



KMCUniversity.com

_Core_
Financial
Relationship
Management

Highlights of FROF

+ Confirm appointments
for entire care plan (At
least to first exam)

+ Confirm HLW
appointment

» Work with the patient’s
budget

» Get agreements
* Set up a payment plan
« Offer choices

5/22/2025

I Common Objections

« Not every patient will just comply
with your financial requests or
financial policy.

« Patients have their own ideas about
what might work for their budget

+ They can object to your options and
give you resistance

* What do you do then
« Be prepared!

855-832-6562

Overcoming Common
Objections

* Wants to wait until next
visit to decide

* Wants to only do
insurance visits

* Too far out of the family
budget

64

Making It Work

« Patients must understand
their financial responsibility,

* They must work that
responsibility into their family
budget,

« and know who their
connection is in your office.

11
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Fingneial

1] 1
Relationship
Management

5/22/2025
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Automation

« Scheduling and payments
should be handled

« Every time one must stop at
the front desk, it's an
opportunity to make a choice

* Front Desk CAs need to be
able to serve, love, and
nurture

68

Set Your
Palicy!

(insert Practice

Performing Financial Report of Findings

Wwisthe this office

ol
aceepting recommended treatm;

every patient who considers

helping the patient 1o get w

Enrolling Patients Into Care

“OWN" Your
Fee System! So

it can be better
explained...

855-832-6562

Your Fee System

Regulated Fees

Fundamentals

&

Hardship/indigence
Discount

Discounted Fees for

of Partially insured
Individusls

Discretionary and Courtesy

Uninsured, Under-insured,

CEO KMC University

CASHPRACTICE
C

\1¥/ o) CASHPRACTICE i)
Expert
Ky il Chang Ry Fawonth
Governing Policies for Actusl Fees ot s ineal e o oA

)

»

c CASH PRACTICE
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THE FINANGIAL ] i ]
REPORT OF FINDINGS
&) CASHPRACTICE \u ) CASHPRACTICE \ll
73 74
JOIN OUR
CashPractice.com/Success e
Chiropractic Reimbursement
& Compliance Experts
Scan the QR Code and test your knowledge,
participate in fun games, receive special offers,
and win amazing prizes!
[C! casHPRACTICE \" = N — KMCUniversitycom | (655) 832-6562
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KMC University Fee Analysis
O] IS 3299

SR Limited Time!,

Have you analyzed your fees?
This offer expires in 2 weeks!

KMCUniversitv.com/FA | (855) B32-6562

855-832-6562

Need help?
info@kmcuniversity.com
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