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Rachel Magann Faivre, AuD

Dr. Magann Faivre owns and operates 
her private mobile audiology clinic, 
ASH Audiology, in Oklahoma. She 
currently serves on The Audiology 
Project’s Board as Director-at-Large 
and on Northern Illinois University’s 
Advisory Board and is a past board 
member and treasurer of the Academy 
of Doctors of Audiology (ADA). She is a 
longstanding fellow of the American 
Academy of Audiology and ADA.



Disclosures

• Presenter Disclosure: Financial: Rachel Magann
Faivre received and honorarium for this presentation. 
She is the owner of ASH Audiology PLLC. Non-
financial: Rachel Magann Faivre is a board member 
of The Audiology Project, member of AAA and ADA, 
and an advisory board member at Northern Illinois 
University.

• Content Disclosure: This learning event does not 
focus exclusively on any specific product or service.

• Sponsor Disclosure: There is no external sponsor 
for this course.



Learning Outcomes

After this course, participants will be able to:

• List pros and cons of a mobile/concierge audiology 
practice from the owner’s, audiologists’, and patients’ 
perspectives.

• List concrete steps of what needs to be done when 
planning a successful mobile/concierge practice.

• Describe how to create a financial plan to ensure 
financial goals are met.



About Me

Clinical Training

Business Training

Non-Profit

Private Practice

Baby



About Mobile Audiology

• Much more flexible work-life 

• Different environments

• See patients in their spaces

• More patient support present

• Mobile equipment



What we’ll be covering

• Pros and Cons of Mobile 
Audiology

• Planning the Business Clinical 
Decisions

• Services to Provide

• Unbundled vs. Bundled

• Insurances to Take or Not

• Equipment

• Planning the Business: Business 
Decisions

• Financial Forecasting

• Calculating Break Even Plus 
Profit

• Business Plan Parts

• Creating Your Superbill

• Setting Up Your Pricing

• Marketing & Branding

• Who Will You Do Business With

• Creating Internal and Patient-
Facing Paperwork

• Decide What to Do Yourself vs. 
Hire Out

• Organizational Tools

• Helpful Resources



Pros & Cons of 
Mobile Audiology

Q2

AuD Pros AuD Cons

• Flexible schedule

• No walk-ins

• No disgruntled patients

• Set your own prices

• Choose what insurances to take

• Low start up costs

• Unique patient offering

• Low marketing costs

• Excellent word of mouth

• Something new each day

• Easy to work with SLCs

• MDs notice your unique model

• No place for patient to drop off

• Not as efficient

Patient Pros Patient Cons

• Convenient

• No waiting room

• Treat HL in real world environment

• Novel experience

• No place for drop-off repairs

• No place for walk-in purchases



Planning the Business: 
Clinical Decisions

Q5

Services to Provide

▪ Decision Tree

▪ SWOT Analysis

▪ Survey



Planning the Business: 
Clinical Decisions

• Unbundled vs. Bundled
• Fundamental choice on how you want to run your 

business – the financial numbers can work either way

• ASH Audiology chose unbundled because:
• Simpler

• Travel time costs $$ and didn’t want to give it away

• Personally, the option I was most comfortable with and felt 
was best for patients

• Senior living communities exception
• Residents don’t carry money and often don’t have control 

over finances 🡪 easier when working with family

• AuD VIP exception
• Used infrequently



Planning the Business: 
Clinical Decisions

Q4

• Insurances to take or not take

• Utilize past experience

• Look at insurance fee schedules

• Ask local billers or AuDs

• See how TPAs reimburse

• Start small then add on if advantageous



Planning the Business: 
Clinical Decisions

• Equipment

• What’s going to work for your model?

• Budget

• New vs. Used
• Facebook’s Audiology Happy Hour Marketplace

• Calibration company (e.g. E3, Gordon Stowe, etc.)

• Manufacturer Reps

• Ask local AuDs

• Ebay

• Conference specials

• Don’t have to get it all on day 1



Planning the Business: 
Clinical Decisions



Planning the Business: 
Business Decisions

Q1, Q3

• Financial Forecasting

• How do you set prices?

• How do you know if you’ll 
make enough $$?

Break Even Analysis + Profit

- How do you calculate your 
hourly rate?

= Salaries + Expenses / Annual 
Billable Hours

- or -
• Business Plan

• Executive summary

• Company description

• Marketing & Sales

• Organization and 
management structure

• Service or product line

• Funding request

• Financial projections: income 
statement, balance sheet, 
cash flow statements for 
projected 3-5 years



Planning the Business: Business Decisions

Income Statement & Balance Sheet



Planning the Business: Business Decisions

Calculation Factors



Planning the Business: Business Decisions

Creating your superbill - look at insurance fee 
schedules



Planning the Business: Business Decisions

Example Pricing Setup



Planning the Business: 
Business Decisions

• Marketing 

• Who are your target markets? 
• Which patient populations will you serve first? 

• Decide on driving radius

• Look at city demographics to help

• Again, don’t have to pursue all of them at first.

• How will patients find you?
• Physicians: PCPs, MD VIPs, other unbundled or mobile PCP 

models 

• Social media: Facebook 

• Referral sources: word of mouth, MDs, website, insurance, 
SLCs

• Start with what’s manageable and add on as needed later



Planning the Business: 
Business Decisions

• Branding

• Logo

• Website

• Social Media

• Patient-facing documents



Planning the Business: Business
Decisions
• Manufacturers & 

Supplies
• Prescription HA 

manufacturers

• OTC HA vendors

• CI/Baha 
manufacturers

• HA & clinical supplies

• Buying/Management 
groups

• Other Business Vendors
• Bank

• Credit card processing

• Legal

• Accounting

• Billing & Clearinghouse

• Business credit card

• Financing companies

• Liability insurance

• EMR

• Marketing materials

• Calibrators
Support local – builds brand awareness



Planning the Business: 
Business Decisions

• Creating internal and patient-facing documents

• Internal
• Metrics tracking, Supplies ordering, Vendor accounts, 

Hearing products tracking, Marketing calendar, Clinical 
protocols, Equipment, FOS training, C&FNA

• External
• New patient intake, HAF, HA maintenance, Insuranc benefits 

check, HAC, Superbill, HIPAA, Financial, office, and privacy 
policies, Aural rehab, Screenings, Questionnaires, Baha, 
Medical clearance and waiver, ABN, Audiogram, Pediatric 
versions



Metrics Tracking



Hearing Products Tracking



Supplies 
Ordering



Vendor Accounts



Clinical Protocols



Planning the Business: 
Business Decisions

• Creating internal and patient-facing documents

• Internal Forms
• Metrics tracking, Supplies ordering, Vendor accounts, 

Hearing products tracking, Marketing calendar, Clinical 
protocols, Equipment, FOS training, C&FNA

• External Forms
• New patient intake, HAF, HA maintenance, Insurance benefits 

check, HAC, Superbill, HIPAA, Aural rehab, Financial, office, 
and privacy policies, Screenings, Questionnaires, Baha, 
Medical clearance and waiver, ABN, Audiogram, Pediatric 
versions



Planning the Business: 
Business Decisions

• Decide what to do yourself vs. hire someone to do

• Website design and content

• Logo & marketing pieces

• Internal & patient-facing documents

• Quickbooks

• Billing

• Sales tax

• Insurance setup and maintenance



Planning the Business: 
Business Decisions
• Mobile Unit vs. Car

• Organizational Tools

• Other Revenue Sources
• Online shop

• Other services: CAPD, CIs, Industrial, Pediatrics, Animal, etc.

• Consulting opportunities



Helpful Resources

• Small Business Association

• American Academy of Audiology 

• Academy of Doctors of Audiology 

• Your state audiology association

• Local business sources (Mine, Rotary Club) 

• Hearing Loss Association of America – local & national

• Tuned

• Hearing Tracker

• American Tinnitus Association

• Misophonia Institute

• The Accounting Game book by Darrel Mullis & Judith Orloff



Concierge Mobile Audiology
Creating and Sustaining a Successful 
and Rewarding Practice

Rachel A. Magann Faivre, AuD
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