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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 lllinois 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 lllinois
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.
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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

AuD Pros AuD Cons

. Flexible schedule * No place for patient to drop off
No walk-ins * Not as efficient

*  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

Patient Pros Patient Cons
* Convenient * No place for drop-off repairs
*  No waiting room * No place for walk-in purchases

* Treat HL in real world environment
* Novel experience




Planning the Business:
Clinical Decisions

Services to Provide

= Decision Tree
- SWOT Analysis
= Survey

Q5



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 | 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

- 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

Q4



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



Q1, Q3

Planning the Business:
Business Decisions

- Financial Forecasting ~9f- . Business Plan
- How do you set prices? - Executive summary
- How do you know if you'll - Company description
make enough $$7? - Marketing & Sales
- Organization and
Break Even Analysis + Profit management structure
- How do you calculate your - Service or product line

hourly rate?

= Salaries + Expenses / Annual
Billable Hours

- 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 & - Other Business Vendors

Supplies - Bank
- Prescription HA - Credit card processing
manufacturers . Legal
- OTC HA vendors - Accounting
- Cl/Baha - Billing & Clearinghouse
manufacturers

- HA & clinical supplies

- Buying/Management
groups

Support local — builds brand awareness

- Business credit card
- Financing companies
- Liability insurance

- EMR

- Marketing materials
- Calibrators



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
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Confirmation #: |

Received Date:

(800]) 347-1960 #42187
SUPPLIES ORDER FORM Fax # 636-530-6158 $1,603.13
Product Part # | Units/Pkg | Qty |Price Ea.lAIpaca Price Ea.l Patient Price| Net Profit | Total Price

IMPRESSION MATERIALS
Slim Foam Ear Dams [Small, gray) 1225LIM-5M 50 1 $5.25 $4.73 nla nla $4.73
Slim Foam Ear Dams [Medium, white] 1225LIM-MED 50 1 $5.25 #4.73 nla nla #4.73
Slim Foam Ear Dams [Large. blue] 1225LIM-LG 50 1 $5.25 $4.73 na nla $4.73
Audiclogist's Cheice OM-50Impression My OE0ZNT g 1] $57.00 $51.30 nla nla $0.00
Miving Tips (OM-50, std length) MT4 1 0 $0.60 $0.54 nla nla $0.00
Audiologist's Choice LED Ear Light [straigh 12AAAPEN-B 1 1 $5.00 F7.20 nla nla $7.20
Audiclogist's Cheice OM-50Impression My 0e0z g 1 $65.60 $61.74 nla nla $61.74
Marual Impression Gun (OM-50] SILG 1 1 $40.00 $36.00 nla nla $36.00
TUBING
13M 13M 25 1 $5.50 $4.95 -$4.95 $4.95
Libby Harm 3mmM 30332 g 1 $11.00 $3.90 -$9.90 $3.90
Tubing Expander Pliers TIEE 1 1 $24.00 $2160 -$21.60 2160
‘wire Loop Tubing Puller! TOOLEACHIORA 1 1 $2.50 $2.25 -$2.25 $2.25
‘wire Loop Tubing Puller? 30432 1 a $10.40 $3.36 -$3.36 $0.00
Mini Heat Gun HG-3000 1 1] $28.50 $25.65 -$25.65 $0.00
HEARING AID CARE
Power One Batteries [pET5 Cl, 10 cards of § 52067 B0 1 $40.00 $36.00 $50.99 $14.93 $36.00
Activair Battery Testar ATEST 1 1 $8.50 $7.65 $15.99 $8.34 $7.65
Kevchain Battery Tester DTEST 1 1 $4.50 $4.05 $#1.99 $7.94 $4.05
Eattery Bemoval Magnet Taal HAAO 1 1 $3.15 $10.93 $7.54 $3.15
PerfectClean PC1 1 1 $73.00 $73.00 $124.33 $45.33 $73.00
PerfectClean Refil PCREF 1 1] $3.30 $18.33 $3.69 $0.00
PerfectOr Lus HA Electronic Dehumidifier 0ooois 1 $50.00 $45.00 $£9.53 $24.53 $0.00
H& Drying Jar (blank) 00303Unlabeled 1 2 $4.85 $4.37 $11.93 $7.63 $8.73
‘wondertool Battery Extractar WT 1 1 $3.95 $3.56 -$3.56 $3.56
Cleaning Brush [magnet & loop) HTCEL 1 4 $0.50 $0.45 $4.93 $4.5¢ $1.80
Pipe Cleaners NCz0 20 1 $3.60 $3.24 -$3.20 $3.24
Tubing Air Blower 1546332 1 2 $2.00 $1.80 -$1.80 $3.60
INFECTION CONTROL
Sani-Clath &F 3 Wipes P13572 160 1] $3.70 $8.73 -$8.73 $0.00
Alechol Prep Pads (small squares) CHNITS 200 1 $2.50 $2.25 —$2.75 $2.25
Viryl Gloves (small) WPFEZ100 100 1] $14.00 $12.60 -$12.60 $0.00
Germ-» Hand Sanitizer [(Goz pump] WJOS51536 1 1] $6.00 $5.40 -$5 40 $0.00
KM35 Face Mask KMN35 1 2 $3.25 $2.93 -$2.93 $5.85
DIAGMOSTIC SUPPLIES
Inzert Earphone Tips [Adult] 420-2005 el 1] $220.00 $135.00 nla nla $0.00
Inzert Earphane Tips (Peds) 420-2007 50 i} $220.00 $135.00 nla nla $0.00
Inzert Earphone Tips (Adult] d20-2004 50 1 $#17.40 #15.66 nla nla $15.66
Precision Probe Tubes (blue) TEI0IMEE-120 120 0 #15.00 $#103.50 nla nla $0.00
Presision Prabe Tubes (blus) TEI0IMEE-36 36 1 $40.00 $36.00 nla nla $36.00
CERUMEN MANAGEMENT
Audiclagist's Choice Earw ax Remaoval Sust 10z 1 2 $3.75 $3.38 $10.93 $7.62 $6.75
Economy Chrome Alligator Forceps (paoints FI067 1 1 $15.00 F16.20 nla nla $#16.20
Economy Buck Currette (angled, sz 1) 25-693 1 1 #10.00 #5.00 nla nla #5.00
Economy Buck Currette (angled, sz 2) 35-T00 1 1 $10.00 $3.00 nla nla $3.00
Lucae Ear Hook (2mm) 25-T02 1 1 $13.00 $#17.10 nla nla $17.10
JedMed F'5 B000LED 3.5 Sport Loupe 98-1752 1 1 $393.60 nla nla $393.60
HEARING PROTECTION
Baby Bans Junior Earmuff (black] EMEK 1 1 $22.00 $13.50 $35.93 $19.19 $13.80
Biaby Bans Junior Earmuff (blue] EMBL 1 1 $22.00 $13.80 $38.93 $13.19 $13.80
Eiaby Bans Junior Earmuff (pink] EMPI 1 1 $z22.00 $13.50 $358.33 $19.19 $13.50
MISC
Dac's PraPlugs (25, Blue) S02F-%5B 1pair 1 $7.25 $6.53 $14.93 $8.47 $6.53
Doc'z ProPlugs (Medium-Small, blue] S03F-M3E 1pair 1 $7.25 $6.93 $14.93 $5.47 $6.53
Doc's ProPlugs [Small, blue) S04F-5B 1pair 1 $7.25 $6.53 $14.99 $6.47 $6.53
Doc’z ProPlugs (Medium, blue) SOSE-ME 1pair 1 $7.25 $6.53 $14.93 $8.47 $6.53

ORDER SUMMARY | INVENTORY+ORDER | WESTONE | OAKTREE | GORDON STOWE

Ready [@® ']f;’<Accessibility:Irwestigate

BIOLOGIC




o =~ o AW N =

- o
o= e |2

13
14
15
16
17
18
19
20
21

22

24
25

26
27
28
29

Vendor Accounts

Health Insurance Payers & Loaners Contact & Account Info

Company

Phone #

Representatives

Email

Address

ABLETech-OkAT

405.252.1012

405.744.4254
405-744-2487 (f)

Natalie Rohwer

okatstaff@gmail.com

CareCredit
5348120289415140 480.707.4732 Chan Geffrard (ISR) cgeffrard @carecredit.com 3150 S 48th St
Practice Code 0010W00002dghzgQAA Phoenix, AZ 85040
Ally
908.528.6207 Ron Rouse ron.rouse@ally.com 1401 W Morehead St
Charlotte, NC 28208
DRS 405.522.7930
Joey Bravo JBravo@okdrs.gov
BB Briones BBriones@okdrs.gov
Toni Stine (new accts) TStine@okdrs.gov
405.717.8737 Jennifer Clayton (cust. rep) jennifer.clayton@omes.ok.gov rep for HealthChoice too
SCHAP 580.622.4913
Brandy Johnson bjohnson@osd.k12.0k.us 1100 E Oklahoma St
Lynn Hickman (bus. mgr.) LHickman@okdrs.gov Sulphur, OK 73086-4913
BCBS of OK 800.722.3730

Network effective date: 10-1-20

option 2: provider
contract support

oknetworkmanagement@bcbsok.com
800.496.5774 - cust. svc for providers
(and claim questions)
800.676.2583 - cust. svc for providers
for out of state plans

800.722.3730 - cust. svc
(credentialing)

800.942.5837 - member svcs

BCBS Fed 800.411.2583
800.722.3130 - cust. svc for providers
(and claim guestions)

Medicare

Availity (for BCBS) 800.282.4548

UN: ASHaudiology

A 1M DS ATA OO

HA Manufacturers

Help & Training-—->My
Support Tickets

LY EPR T W e T e Wa e T

Other Vendors

Medicare OK Part B Payer ID:

04312

Payers & Loaners

Medicare Address: PO Box 951, Horsham, PA, 19044-0951




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, Cls, 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
ASH Audiology PLLC
rmf@ashaud.com

Thank you!
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