Avolding Common
Pitfalls



Common: Pitfialls

Insulficient preparation prior to epening

Insufficient financing for the first year

Insufficient experience

Opening a practice for the wrong reason(s)

Relying too heavily on one revenue source

Not being aware of developing financial trends

Not paying “professional dues”

Noet Writing reports or Inappropriate self-presentation

Administering a practice In areas Where the practitioner has
No expertise

Not being able or willing to devote sufficient time and
energy to the practice



Preparation

s Marketing

= 7Reputation with
= Colleagues
= Other professionals
= Referral sounces

= No reputation-—>-adeguate marketing

= Market analysis
= |Locating underserved community areas
= |dentifying underserved needs

= Establishing contact with other SLLPS, other pros, and referral
sources



Preparation

= Operationall manual (administrative ISSUEs)

= \Written policies (could be revised, Iff needed)
= No-show
= Nonpayment of fees
= How toimanage routine activities
= How'te manage emergencies
= \WWhen to leave the practice?



Finances

= Need tohave funds until practice could generate
enough revenue

= Opening costs
= Operational costs

= Obtain funds before opening

s Start SMALL then grow, otherwise:

= Greater cost fior year 1
= Higher fees than other SLPs



Iasufficient Experience

= Relationship withiother SILPs Is essential for
s Referrals from them
s Referrals to them

= Lack of training and experience:
= Ethics dictates referral = 1oss of revenue



Reason for Opening a Practice

= RIght reason:
= Autenemy outweighs risks

n WWrong reason:
= Need a job (desperate)
= People-view: ?NOT Competent
= [0 get rich quick
= Unrealistic
= People view: ?SLP unethical



One Revenue Source

= Balanced caseload! in negard of payment
respoensinility

= Allows te compensate loss ofi revenue fron one
source by Increasing revenue frem other

= E.g., 1980s: hospitals started hiring SLLPS
=~ Many.private practitioners went bankrupt



Not Eoerecasting Einancial Irrends

s FInancial trends could petentially reduce
revenue

s E.g., national helalthcare policy



Professional Dues

= Being active at all levels in the professional
and'lecal communities
s~ Become better known: e
= Professionall community.

= Local community.
= [ hose whose services | need or they need me

= |finot done - professional and personal
Isolation



Reports and Self-presentation

= Best marketing| tools

n. REports:
n Accurate
= Best professional writing
= Best professional skills

s Contacts:
n Professionalism, Professionalism, Professionalism
= Know what your practice canand can/NOT do



Know: Your Strengtns & VWeaKknesses

s Clinic:
s [ not trained to handle a patient =

= Have someone on staff who IS
= Refier outside practice

s Administration:

= SOMe areas need experts:
= Accounting
= Legal Issues
= Financiall planning



Allecated e and Energy.

= Balance between:
= Practice time
= Family time
= Physical abilities of the practitioner
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