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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

Why it’s not necessary to say NO to insurance to attract more CASH 
based patients

How to explain both the clinical and financial facts whether you’re cash 
based, insurance, or a combination of the two. 

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

Expand the ways for your patient to be able to say YES to all the care 
you’re recommending

It’s as Easy as 1-2-3……..4
1. Know what should be 

billed to insurance and 
what is patient 
responsibility

2. Define your best 
recommendations for 
your patients, 
regardless of 
coverage

3. Explain them clearly
4. Have affordable 

options and payment 
plans

What’s the HEALTH of Your Cash Flow?

• 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 
care for insured patients that 
will be paid by the carrier?

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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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 PI or 
WC. 

The Reality of a 
“Cash Based 
Practice” 

• If you treat Medicare patients, you must bill 
Medicare on behalf of your patient for active 
treatment.

• If you allow patients to bill their own insurance, 
or you submit for them, you’re still bound by 
certain 3rd party rules of billing.

• If you bill PI or WC when you feel like it, you 
may be engaging in dual fee compliance 
concerns. 

Best of Both 
Worlds?

• Can you be a cash 
practice AND still say 
“Yes” to insurance?

• Is it possible to do 
both?

• Proper use of third-
party insurance AND 
proper patient 
education is the name 
of the game!
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Make Your Best 
Recommendations
…Regardless of 
Coverage

All Patients Should Be Considered Equal from a Clinical Perspective

26 Adjustments
8 Ext Adjustments
5 Ultrasound
4 EMS
23 Therapeutic 
Exercise
3 Re-exams

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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Let Them Know What to Expect

• 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

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

Implement 
a “12 Step” 
Program
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Patients Expect Your Best Recommendations

• 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

Successfully Get Agreements

• Verbal and written 
agreements bring on 
the win-win

• Set up the financial 
conversation for 
success

• Let them know the 
care you're 
recommending will fit 
in their family budget
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Please Stay Out of Your Patient’s Financial Business!

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

Make Care Affordable 
with Appropriate Fees 

and Payment Plans

The Goal
• The “Goal” is when every New 

Patient accepts the entire 
treatment plan that the doctor 
recommends! 

• Do you want to experience that 
success day after day? 
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Compliant Care Plans

● Has all services and fees clearly itemized.
● Applies compliant discounts to non-covered 

services only.
● Has a compliant Terms of Agreement, including 

how refunds are handled.
● Includes all Good Faith Estimate Disclaimers
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What are the consequences of Improper Finances? NSA - Good Faith Estimate Requirements

NSA - Good Faith Estimate Requirements NSA - Good Faith Estimate Requirements
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Forecasting Care with Care Plans

For illustration purposes only.  This is NOT a recommendation for your fees. 

Offer Affordable Payment Options

For illustration purposes only.  This is NOT a recommendation for your fees. For illustration purposes only.  This is NOT a recommendation for your care. 

Offer Affordable Payment Options

For illustration purposes only.  This is NOT a recommendation for your care. 

Let’s Take a Poll 
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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

FROF

• Review the benefits or 
lack thereof

• Review the plan they 
just got from the 
doctor

• Estimate to the best of 
your ability

• Explain your 
processes

• Visit by Visit vs. 
payment plan

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!

Overcoming Common 
Objections

• Wants to wait until next 
visit to decide

• Wants to only do 
insurance visits

• Too far out of the family 
budget

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. 
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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

Set Your 
Policy!

Enrolling Patients Into Care

“OWN” Your 
Fee System! So 
it can be better 
explained…

Expert Endorsements
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7 Elements of a Financial Report of Findings 7 Elements of a Financial Report of Findings

FREE ACCESS
Text 
“SCRIPT” to: 619-
333-5311

Book a Consult Call
 CashPractice.com/Success

Need help?
info@kmcuniversity.com
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