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Disclosures

- Financial: Robert Traynor is the owner of Robert Traynor
Audiology. He co-authored Strategic Practice
Management, 4th Edition, San Diego, CA: Plural
Publishing which is discussed in this course and he
receives royalties from. He received an honorarium for
this presentation. Non-financial: Robert Traynor has no
relevant non-financial relationships to disclose.

- 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.
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Limitations/Risks

Please review these bullets and make any revisions/additions as applicable for your course.

The applicability and accuracy of the course content may vary by the clinical, geographical, and
cultural context; you should evaluate the course accordingly.

As healthcare is rapidly evolving, new findings may change the validity of the information presented
in this course. Providers should always consult the latest research and guidelines from professional
associations.

The interventions discussed in this course may be limited in generalizability, requiring practitioners
to consider specific individual and population factors.

The course may not cover all possible risk factors, diagnostic methods, or treatment options, and
complex cases may require additional considerations.

Healthcare providers should apply cultural competence and sensitivity to ensure effective and
respectful care based on their patients' diverse needs.

Providers should always evaluate the limitations of diagnostic and screening tools, considering their
potential for false results as well as any ethical implications.

It is the responsibility of course participants to critically evaluate the evidence from multiple sources
to guide professional practice.
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Learning Outcomes

- After this course, participants will be able to describe
the essential components of managing an audiology
private practice.

- After this course, participants will be able to describe

how these essential practice management variables
relate to one another.

- After this course, participants will be able to describe
how a practice can be analyzed for success or failure.
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Audiology Private Practice

Facts & Myths of
Private Practice Competitive

Strategy

_ Uncertainty
Patient Accounting & Change

Experience Business
Structures
Professional

Selling
Entrepreneurial Business
Spirit Funding Reassess
Business

Pre & Formal : Success
Business Marketing

Building Skills to begin and | gl
maintain an Audiology e
Practice is a Process! Resources
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Audiology
Private Practice

Facts & Myths of

Private Practice Competitive

Strategy
Uncertainty
Change

Patient Accounting &

Experience Business
Structures

Professional
Selling
Entrepreneurial Business
Spirit Funding Reassess
Business

Pre & Formal : Success
Business Marketing

Planning

Building a Practice is a

Process riman
esources
Begins with
Patient Care Training and Experience
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Build 3-5 years of Clinical Experience

Adults, Pediatrics, Special Assessments,
Vestibular, Hearing Conservation,
Hearing Aids — Implants
Other Emerging Areas of Practice.

- /

Patient
Experience

/Experience introduces you to the World of \
Audiology.
» Takes you from an academic to a clinical
mindset.
» Develops skills and Interests.
» Set up your Mission and Vision.
K * Recover from Educational Costs. /
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Build 3-5 years of Clinical Experience

Adults, Pediatrics, Special Assessments,
Vestibular, Hearing Conservation,
Hearing Aids — Implants
Other Emerging Areas of Practice.

- /

Patient
Experience

'R

efines Skills to Best Practice— Develops Interests. A
* Routine Evaluations.
» Special Assessments — ABR, ASSR, OAE, EHF, Etc.

» Specialized areas of practice — Tinnitus, Vestibular, Pediatrics,
Forensics

_ * Hearing Aids and Assistive Devices. -
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Audiology
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Facts & Myths o
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Strategy
Uncertainty
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Experience Business
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Building Skills to Run a Planning
Practice is Another '
P rO CESS ! Resources

There are Facts and Myths
in Practice Ownership!
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Facts & Myths of
Private Practice

)——

| want those Fringe Benefits

Owning a
Private
Practice

May end up keeping
the same
Assessments,
| urance, or brands
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Is it a Good Time to go into
Business?
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Economics

Building Skills to Run a
Practice is Another Process!

Is it a good time to go into
business?

Recessions or Boom
Economic Inflation?

Interest Rates?

Depressiog
Retail sales Manufacturing
Leading Growth Activity
——f pucee
Influence f g £ ;i
future - A L \‘.‘ i
performance h o

Economic Cycles  t_gill Yield Stock Market

Pending
Home Sales

Consumer

Gross Domestic Product Price Index Inflation Interest Rates Unemployment
@ Wl 1l
o
erg
A\ 4
Personal Income Taxes National Debt Weak Dollar

The Result of
economic
performance
Coincident

\

Trough
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Audiology
Priva Practice

Facts & Myths of
Private Practice Competitive

Iy s Strategy
> (@ 7 AT AT . Uncertainty
) N L g Patient Accounting & Change
> un -/ Experience Business
Structures

I
"

Professional
Selling

Entrepreneurial Business

Funding Reassess

Business
Do I have an Entrepreneurial Spirit? Pre & Formal Success

Business Marketing
. JEE S YT Planning
Building Skills to Run a
Practice is Another Human
P ro CeSS ! Resources

Practice Ownership
Requires an Entrepreneurial

Spirit
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What |Is an Entrepreneurial Spirit™?

An entrepreneur has an ideal goal in
mind which proposes a future. I

— o e e e e e e e e e e e e e

-
1

~

4
| An entrepreneur states their vision in clear |

1 terms that it are understandable to others./I

Entrepreneurial
Spirit

__________________________________________________________

Entrepreneurial Spirit enhances and leads
to a heightened level of accountability.

__________________________________________________________




conTinuEy’

Who |s an Entrepreneur?

e Entrepreneurs raise their own capital from external sources.

- An Entrepreneur is someone who develops a business model.

» Entrepreneurs acquire necessary physical &human capital to begin a
venture.

» Entrepreneurs operationalize the new venture.

* Entrepreneurs take blame for failure as well as reap rewards for
success.
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Audiology Private Practice

Facts & Myths of
Private Practice Competitive

Strategy
Uncertainty

Patient Change

Experience

Professional
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Entrepreneurial Business
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Process o
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Accounting & Business Structures

L] - - - -y
L] h ’
BALANCE SHEET (\ \ ﬁ
cas?

‘ BUSINESS
STRUCTURES

4 N

INCOME STATEMENT CASH FLOW

STATEMENTS m m

Balance Sheet — snapshot of the business at a \

particular moment in time.

What Is Business

* Income Statement (Profit and Loss — P-L) — Structure?
Financial performance summary of how the
business incurs its revenues and expenses
through both operating and non-operating

Sole Proprietorship

activities. * Partnership
» C Corporation
« Cash Flow Statement - Concerned with the flow of e LLC

cash in and out of the business.

« Performance Ratios used to track practice
L performance.
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Audiology Private Practice

Patient
Experience

Building Skills to Run
a Practice is Another
Process!

What is YOUR
Competitive Business
Strategy?

Economics

Facts & Myths of
Private Practice Competitive
Strategy
Uncertainty

Accounting & Change

Business

Structures
Professional

Selling

Entrepreneurial Business
Spirit Funding Reassess
Business

Pre & Formal Success

Business
Planning

Marketing

Human
Resources
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What is YOUR
Generic Business

Competitive Strategy, Strategy?

Uncertainty, Change

Building Skills to Run
a Practice is Another
Process!

S
*~
3
&
@
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Q

Porter, 1988
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Competitive Strategy,
for Products and Services?

Uncertainty, Change

entiated Practice on-Differentiated Practice

What Patients See

<
e Hearing Care
What Patients ,

¥ Do Not See

Building Skills to Run a
Practice is Another Process!

Hearing Aids

What do You Know About the el .
Competition? b P oo

Customer service
Noah Based Equipment
Clued-In to Patient Needs

Relationship Development

Will Your Practice be Differentiated?

McClelland, 1973
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Com petitive Strategy, What is YOUR Specific

Business Strategy in a

U nce rta | nty & Marketplace?

Building Skills to Run
a Practice is Another
Process!
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What is YOUR Specific

Com petltlve Strategy, Business Strategy in a

Marketplace?

Uncertainty &
Change....... theator

New Entry

Building Skills to Run
a Practice is Another SUppler
Process!

Power

~ Competitive Buyer
“ivalry Power

Porter’s Five Forces Threat of
Substitution

Porter (2008)
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COm petltlve Strategy, What is YOUR Specific Business

Strategy to a specific competitor?

U nce rta I N ty & Practice Offerings  Patient Needs
Change i

(Audiology)

Building Skills to Run
a Practice is Another
Process!

\\ /

The Three Circle

Competitive Competitive Offerings
Analysis goereo

e W HOLSALE
Urbany & Davis
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Competltlve Strategy,

Socio- Regulations
Economic Economic Risk Political Action

Building Skills to Run a
Practice is Another

Process! Technology
Changes

New
Competitive
Behavior

Uncertainty about Changes..
Risks or Opportunity?
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Audiology
Private Practice

Facts & Myths of

Private Practice Competitive

Strategy
Uncertainty

Patient Accounting & Change

Experience Business
Structures

Professional
Selling
Building Skills to Run a Entrepreneurial Business

Spirit Funding Reassess

Practice is Another Process! B
Pre & Formal Success
Business Marketing

Business Planning is Planning

Essential!

Human

Resources
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Pre & Formal Business Planning

If you do not have a
Business Plan ....You are
planning to Fail!

........... Benjamin Franklin
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Pre & Formal Business
Planning

Pre-Planning

Elements of a

Business Plan J

Table of Contents
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v RESOURCES
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Building Skills to Run a
Practice is Another oean
Process!

How will the Business be Funded?
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Business Funding

Building Skills to Run a
Practice is Another
Process!

How will the Business be Funded?

13 best business funding sources

Equity funding Self-funding

* Angel investors * Bootstrapping

* Venture capitalists * Friends and family
* Incubators * Contests

¢ Corporate programs * Product presales

¢ Crowdfunding

* Loans * Government
* Purchase order programs
financing

* Vendor financing
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Audiology
Private Practice

Facts & Myths of

Private Practice Competitive

Strategy
Uncertainty

Accounting & Cianse

Business
Structures

Patient
Experience

Professional
Selling

Entrepreneurial Business
Spirit Funding Reassess

Business

Building Skills to Run a
= C Plannin
Practice is Another :
P TOCESS ! Human

Resources

Do you know how to
Professionally Sell Products?
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Professional Selling

[ Age IS a ariabe }

S practice 16 Anothar -
Practice is Another needs.
Process! Hearing Loss IS a
Variable

* Degree
* Type

* Configuration

* Word Recognition

* Central Auditory

* Extended High Frequency Hearing

People are Different!
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Professional Selling

Building Skills to
Run a Practice is
Another Process!

People are Different!

Rehabilitated
Patient?

Hearing
Loss
Discovered y

Rehabilitated
Patient

Post
Handicap
scale

4 Hearing Aid
fitting &
Verification

Audiological
Evaluation

Pre -
Handicap
Scale

Maybe- Maybe not
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Professional Selling

SP = Artisan - 40% &
ARTISAN

BUIldlng Skills to Run a SJ = Guardian - 44%
Practice is Another
Process!

GUARDIAN

Need to Know Personal Style = [l aubl SlUrs @
of Patients! IDEALIST

NT= Rational - 5% @
RATIONAL

Keirsey, 1978, 2025
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Professional Selling

Clinicians are Different!

Know YOUR own Personal Style!

4

ARTISAN

Building Skills to Run a
Practice is Another
Process!

GUARDIAN

)

IDEALIST
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Professional Selling

Building Skills to Run
a Practice is Another
Process!

People are Different!

Hearing
Loss
Discovered

o3Personal Styles

Rehabilitated
Patient

21t Century

Aural
Rehabilitation Audiological
Procedure Evaluation

Post
Handicap
scale

Hearing Aid 4
fitting & Handicap
Verification Scale

Rehabilitated :
Patient? Most likely Success

& Patients Make

Decision!
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Professional Selling

Building Skills to Run a Practice
Is Another Process!

Fine Tuning of the Aural Rehabilitation
Only One Lonely
Process! Path

! To Better Hearing

-4 « e
v al .
I..- . , - By
, \'-- X \..-. > - >
BAOL . AR
S et F g I, Y
e ' T,
(G 5 Iq, T % e 1
\ eal; y o W Ratj,
li : L NN

2% Now — Many Paths
To Better Hearing
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Patient Accounting & Change

Experience Business
Structures
Professional

Selling
Entrepreneurial Business
Spirit Funding Reassess
Business

Pre & Formal : Success
Business Marketing

Building Skills to Run a Planning
Practice is Another Process!

Human
Resources

What do You Know about Employee
Management?
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Human
Resources

Human Resources Attraction Recruitment On Boarding

Policies and

On Boardin Development Retention Separation
& . Procedures Manual

Building Skills to Run a
Practice is Another Process!

What do You Know about
Employee Management?
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Audiology

Private Practice

Facts & Myths of
Private Practice Competitive

Strategy
U :
Patient Accounting & réc;}ear:]eé:gty
Experience Business
Structures
Professional
Selli
. - = Entrepreneurial Business =S

BUIIdlng Skl"S tO Run d Spirit Funding Reassess
Business
PraCtice iS An Other Pre & Formal Success

Business

Process! e

Letting the Marketplace know Resources

that you exist!?
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What do We Market
Marketing in Audiology?

Building Skills to Run a
Practice is Another
Process!

What do You Know About
Marketing & Competition?




coninufEy Building Skills to Run a

Practice is Another
Process!

Marketing

What do You Know About
Marketing & Competition?

Geographic
Demographics

Psychographic =
20 Place

’ Product

o
.0
=
©
i)
=
()
£
=T}
Q
w)
4
Q
==
=
©
=

> What Do We Behavioral

- Market?

. What IS
Marketing

< Price

Promotion
Branding
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Audiology

Private Practice

Building Skills to Run a
Practice is Another
Process!

How is the Practice
Doing?

Facts & Myths of
Private Practice Competitive

Patient
Experience

Spirit

Strategy

Uncertainty
Accounting & Change

Business
Structures

Professional
Selling

Entrepreneurial Business

Funding Reassess
Business

Pre & Formal : Success
Business Marketing

Planning

Human
Resources
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Reassess Business -
Success or Failure

Building Skills to Run
a Practice is Another
Process!

How Do You Analyze a
Practice for Success
for Failure?

Adjustments

Implementation
& Milestones

Management Action
& Competitive Strategy

o

-

Risks/Opportunities Je( ‘
Facing the Practice | | :

@dback From:

-Economic Indicators
- Patients
- Reviews From Websites

General
Competition
Considerations

Market Interactions

Indicators

< i Competitive
Practice : Intelligence
Analysls
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Audiology
Private Practice

Facts & Myths of
Private Practice Competitive

Strategy
Uncertainty

Patient Accounting & Change

Experience Business
Structures
Professional

Selling

Entrepreneurial Business

Building Skills to Run PRI Funding Reassess
a Practice is Another Pre & Forma N
Process! Planning

It is Difficulty to run a e
practice by yourself... Resources
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Support

Building Skills to Run
a Practice is Another
Process!

Practice Owners Must
have a Support System?

» Understanding Spouse!

There will be Early or Late Patients.
You Will Miss some Soccer Games....
May have to Reschedule school meetings....

Other scheduling problems.

» Business have Highs and Lows....Sometimes very Lows.....Sometimes Very Highs!
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In Private Practice
Audiologists are

Quoted as presented in 1975 Language

~
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Facts & Myths
of

Competitive
Strategy

Datiant Accountina &

Strategic Practice
Management

Business

Success
Robert M. Traynor, Ed.D., MBA, FNAP >
bob@rtaudiology.com

Human
Resources
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Thank you for attending!

Please remember to complete the exam after the
event is over.

The exam will be available 10-15 minutes after the
conclusion of this event.

Log into your account

Go to pending courses

Choose take exam

For Live credit complete the exam within 7 days



