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By attending this presentation you agree to the following:

(1) Please be advised that any discussion which leads to an agreement as to price among competitors is a 
“per se” violation of the Sherman Act. Providers gathered in any setting must always exercise caution to 
avoid discussions or exchanges of information with their competitors on prices or pricing at meetings 
since such discussions or information exchanges may give rise to inferences of agreement.

(2) Any agreement not to compete among business firms is also a “per se” violation of the antitrust laws. 
Thus, no discussion of division of territories or customers, or limitation on nature of business, should 
be  held at any  function. Joint refusals to deal (boycotts), including discussions of blacklists, are 
likewise unlawful “per se”, and no discussions related to these practices are permitted.

(3) Discussion of fees or examples used are for instructional purposes only should not be considered as a 
recommendation for any provider or group of providers.

(4) Any past performance, projection, forecast or simulation of results is not necessarily indicative of the 
future performance you will experience.  Past performance is not a guarantee of future results.

FOR EDUCATIONAL PURPOSES ONLY
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What Problems Will We Solve?

Patient
Dropout

Insurance 
Headaches

Lack of
Freedom

Poor 
Enrollment

Cash Practice Business Growth Suite



Top 3 things that define
 __________ in your practice?

What’s the #1 challenge stopping your success?

Poor Conversions & 
Retention

Cash Practice Business Growth Suite

What does an outstanding conversion 
and retention look like?



What are 3 things poor conversions 
and retention are costing you?

Source: Bain & Co



Any claims made of actual earnings or examples of actual results are for illustration purposes only.  Your level of success in attaining results claimed in our materials 
depends on many factors, including but not limited to your ability to enroll and retain more patients.  Since these factors differ according to individuals, we cannot 

guarantee your success or income level.  Nor are we responsible for any of your actions.  No guarantee that employing these techniques ideas, strategies, products 
or services will produce the same results for you.
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Annual Enrollment Potential

Annual Retention Potential

Annual Enrollment & 
Retention Potential

Lifetime Enrollment & 
Retention Potential

Any claims made of actual earnings or examples of actual results are for illustration purposes only.  Your level of success in attaining results claimed in our materials 
depends on many factors, including but not limited to your ability to enroll and retain more patients.  Since these factors differ according to individuals, we cannot 

guarantee your success or income level.  Nor are we responsible for any of your actions.  No guarantee that employing these techniques ideas, strategies, products 
or services will produce the same results for you.

CashPractice.com/MoneyPotential
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It’s not just about the money!
What are 3 things poor 

conversions and retention are 
costing your patients?



What does poor retention and 
premature drop-out REALLY

cost your patients?
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LoyalPatientJourney.com

How do we fix this?
1. Frequent Contact
2. Feedback that’s intuitive
3. Frictionless Payments
4. Forecasting Care

What drives conversion and retention?

The Retention Principles



Cash Practice Business Growth Suite

Your Patient Retention (PVA)  is 
significantly impacted by 

2 of the 4 F’s.

Your Patient Retention (PVA)  is 
significantly impacted by
your Forecasting and how

Frictionless you make your 
payments.

Patient Retention (PVA) Prediction

Forecasting Collection Method PVA $50

Care Plan Monthly Auto-Debits 150+ $7,500

Care Plan Pre-Pay Plans 50-75 $3,750

Exam-to-Exam Block of Visits 24-36 $1,800

Per Visit Pay-Per-Visit 12 $600
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Any past performance, projection, forecast or simulation of results is not necessarily indicative of the future or likely 
performance you will experience. Past performance is not a guarantee of future results.

Any past performance, projection, forecast or simulation of results is not necessarily indicative of the future or likely 
performance you will experience. Past performance is not a guarantee of future results.

Any past performance, projection, forecast or simulation of results is not necessarily indicative of the future or likely 
performance you will experience. Past performance is not a guarantee of future results.

Loyal Patients



The only practices that grow like this 
month after month and year after year 
are those who continually convert new 

patients and more importantly
retain them.

Conversion and Retention
are the driving forces of the Success of 

your Cash-Based Practice.

The Loyal Patient Journey is the Road Map 
to execute better Conversions & Retention.

The 4 F’s are the Principles 
applied in the Loyal Patient Journey that 

increase Conversion & Retention.



Member Testimonials Member Testimonials

Member Testimonials Improving Conversion & Retention with Forecasting Care



Forecasting Care = Forecasting Time & Money



Care Plans for Forecasting Time & Money

Care Plans for Forecasting Time & Money

Care plans are a reflection of the
patient’s treatment plan.

Care Plans for Forecasting Time & Money



Care plans cover all the care the patient will 
need during the course of treatment.

Care Plans for Forecasting Time & Money

Care plans include all services, including those 
covered and not covered by insurance.

Care Plans for Forecasting Time & Money

Care plans must be compliant to satisfy the 
Good Faith Estimate your legally required to 
provide per the Federal “No Surprises Act” of 

2022.

Care Plans for Forecasting Time & Money

Care plans are not presented until the patient 
has agreed to your treatment plan.

Care Plans for Forecasting Time & Money



Care plans can be presented to the patient by 
either the doctor or assistant.

Care Plans for Forecasting Time & Money

1. Compliant Fee Schedules
2. Compliant Discounts (OIG)
3. Compliant Good Faith Estimate (NSA)
4. Compliant Collections

Care Plans Require

 

● Your fee is your fee
● No such thing as “Cash Fees”
● You bill the SAME fee per code for 

all case types

Compliant Fee Schedules  

● Required by mandate 
● Documented hardship
● Contractual agreement
● Compliant prompt pay

The only time we offer a discount is when it is:

Compliant Discounts



 

If you are covered by a State or Federal 
program with a mandated fee schedule.  

(Medicare, Medicaid, etc) 

Compliant Discounts
(Mandated)

Patients who meet state and or federal poverty guidelines 
or other special circumstances outlined in our “Hardship 
Policy” may be offered a discount for a period of time as 

determined by the clinic. Verification will be required. 

Compliant Discounts
(Hardship)

 

● If we are a participating provider in your health plan.
● If you are a member of a Discount Medical Plan 

Organization you will be entitled to network 
discounts similar to our insured patients. Ask our 
staff for more information.

Compliant Discounts
(Contractual Agreement)

 

In 2009 , the O.I.G. issued an opinion that discounts of 
5% to 15% were “reasonable” for prompt pay discounts.

Anything over 15% is risky!

Compliant Discounts
(Prompt Pay)



Compliant Care Plans

● Have 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

The “No Surprises Act” is meant to prevent 
patients from getting a large bill as a “surprise” 

when they assumed the provider was in network 
and turned out to be out of network.

No Surprises Act (NSA)

To accomplish this, the NSA states that patients 
must be made aware of: 

● Cost of services
● Patient portion due

No Surprises Act (NSA)

Simple answer is Yes!  Whether the patient has 
insurance or not or is self-pay or not, does not matter.

Does NSA affect Chiropractors?



NSA - Good Faith Estimate Requirements NSA - Good Faith Estimate Requirements

NSA - Good Faith Estimate Requirements Forecasting Care with Care Plans



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

Transitioning from Insurance to Cash-Based

1. Apply New Systems & Procedures to NEW PATIENTS.
2. Get good at it with the new patients.
3. Over several months, schedule your old patients for re-exams.
4. Make new clinical recommendations after re-exam.
5. Recommend your new financial program for the care plan.

Let the patient know that they can either go on the new program, 
or they can stay on their old program, but the fee will be going up 
if they do.  Explain to them that due to the rising costs of 
healthcare, you are forced to raise your fees - unless they elect to 
go on your new automated payment plan.

Thanks to our Sponsor
195 Five Star Reviews



195 Five Star Reviews Expert Endorsements

Any past performance, projection, forecast or simulation of results is not necessarily indicative of the future or likely 
performance you will experience. Past performance is not a guarantee of future results.
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● CP Power Hour Group Coaching (2x/m) ($2,500 value)

● Day 1 & 2 Video Training Library & Script ($2,500 value)

● Account Success Manager ($1,500 value)

● New Team Member Training ($1,500 value)

● Ongoing Live Support ($1,500 value)

Membership Bonuses

Total Value: $9,500

Membership Options (Includes 500 Active Clients)

$1,448 Today 

(Includes Setup and 
Digital Signature & Swiper Bundle)

$149/month

Option 2

$949 Today

(Includes Setup)

$149/month

Option 1

Book a Demo

 CashPractice.com/Success



170+ Five Star Reviews 170+ Five Star Reviews


