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-   [Calista]   Today's   course   is   business   101,   the   things   they   don't   teach   you   in   PT   school  

about   starting   your   own   practice   and   it   is   my   pleasure   to   welcome   back   once   again,   Dr.  

Carol   Mack   to   physicaltherapy.com.   Carol   is   the   owner   of   Cleveland   Sports   PT   and  

Performance   in   Cleveland,   Ohio.   Carol   graduated   from   Keiser   University's   doctor   of  

physical   therapy   program   in   2006   after   playing   four   years   of   varsity   soccer.   She's   a  

board   certified   specialist   in   sports   fiscal   therapy,   specializing   in   end   stage   rehabilitation  

of   soccer   athletes,   female   athletes   and   runners.   Carol   is   also   a   certified   strength   and  

conditioning   specialist   and   a   precision   nutrition   level   one   certified   coach.   She   currently  

serves   as   a   chair   of   the   female   athlete   special   interest   group   through   the   APTA.   And  

she's   also   a   member   of   the   U.S   Olympic   Committees   Volunteer   Medical   staff.   Carol  

was   previously   a   physical   therapist   at   Cleveland   clinics   sports   health   center,   where   she  

was   the   chair   of   Cleveland   clinic's   match   fit   soccer   program   enhancement   and   Injury  

Risk   Reduction   Program.   She   was   also   the   co-director   of   Cleveland   Clinic   Sports  

Physical   Therapy   Residency.   Carol   now   serves   as   a   physical   therapist   for   Beaumont  

School   Athletics,   distance   coach   for   fleet   feet   sports   Cleveland   and   a   consultant   to   a  

local   yoga   studio.   Well,   welcome   back,   Carol   to   physicaltherapy.com.   We're   happy   to  

have   you   here   once   again   with   us   today.   And   at   this   time   I'm   gonna   turn   the  

microphone   over   to   you.  

 

-   [Carol]   Thanks,   Melissa,   I   appreciate   it.   Thank   you   for   the   intro   and   thanks   for   having  

me   back   here.   I   always   enjoyed   doing   these   webinars   and   this   is   my   second   this   week,  

which   has   been   pretty   cool.   I've   enjoyed.   We   had   a   nutrition   talk   on   Wednesday   and  

now   we're   talking   about   business.   So   two   topics   that   I   find   very   interesting,   so   excited  

to   go   into   these   next   two   hours   here   with   you   all.   I   am   going   to,   so   disclosures,   I   have  

no   disclosures   other   than   an   honorary   here   and   then   I'm   not   focusing   on   any   product  

or   service.   I'm   gonna   talk   about   my   business,   but   I'm   not   trying   to   shop   my   business  

around   or   anything   like   that.   I'm   just   going   to   use   it   as   examples   for   you   all   to   be   able  

to   just   gain   some   knowledge   on   business.   That   being   said   please,   I   like   these   to   be   as  
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interactive   as   possible.   Please   utilize   the   Q$A,   the   chat   box   throughout   this   whole  

thing.   We're   gonna   go   through   legal   considerations,   accounting   terms,   marketing,   all   of  

that,   but   I'm   sure   a   lot   of   you   will   have   specific   questions.   And   when   I've   given   this   talk  

in   the   past,   people   always   have   questions   which   I   think   are   great.   I'd   rather   have   the  

dialogue   than   having   you   all   have   to   listen   to   me   drone   on   about   something   that   may  

not   be   clear,   or   you   may   have   an   interest   question   about   something   else.   So   like   I   said,  

feel   free.   We'll   take   questions   throughout   this   whole   time   here.   So   couple   of   learning  

outcomes,   just   so   you   all   understand   what   our   goals   are   here   today.   After   this,   you   will  

be   able   to   identify   at   least   two   legal   considerations   that   are   important   to   running   or  

starting   a   PT   practice   in   the   U.S.   Describe   at   least   two   pros   and   cons   of   different  

models   for   the   delivery   of   PT   services.   

 

And   then   define   at   least   three   accounting   terms   that   are   important   to   running   or  

starting   a   PT   practice.   And   if   you're   anything   like   me,   accounting   is   not   my   forte,   but  

we'll   talk   about   it   in   a   little   bit.   It's   very   important.   If   you're   gonna   have   a   business   to  

understand   what   is   going   on   with   money.   So   anyway,   we're   gonna   into   legal,   financial  

and   administrative   first.   I'm   gonna   go   into   a   little   background   so   you   understand   kind  

of   where   my   practice   is   very   not   atypical.   It's   very   typical.   I'm   gonna   skip   to   this   slide  

and   then   we'll   go   back   to   that   one   previously.   

 

So   as   cool   as   I   mentioned,   I   worked   at   Cleveland   Clinic   for   about   nine   years,   had   a  

great   time   working   there   had   a   bunch   of   different   roles   there   in   terms   of   education,  

being   the   coach   of   a   residency   program,   helping   to   get   that   certified,   which   if   any   of  

you   are   involved   with   the   APTA   certification   or   certification   process   for   a   residency   or  

fellowship,   you   understand   what   that   task   is.   I   also   ran   something   called   the   match   fit  

soccer   performance   enhancement   program.   So   what   that   was,   was   basically   like   a  

bridge   program   for   people   who   had   ACL   surgery   to   work   on   getting   their   fitness   back  

onto   the   field.   We   also   used   it.   It   started   as   an   injury   prevention   program,   but   that   it  

was   turned   out   to   be   utilized   a   little   bit   more   for   everyone   who   had,   we   had   a   high  
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volume   of   patients   with   ACL   injuries   and   needing   a   way   to   get   them   back   to   the   level   of  

fitness   that   they   need.   Due   to   some   of   those,   those   programs   are   still   there   at   the   clinic  

and   they're   great   and   I   love   everyone   that   I   worked   with   and   can't   say   enough   about  

them.   I   wanted   to   be   out   in   the   community   more   and   just   had   this   kind   of   urge   to   be  

where   people   were   playing   soccer   and   where   I   didn't   have   to   worry   about   just   certain  

kind   of   politics   of   healthcare   system   and   all   of   those   kinds   of   things.   So   what   I   had   this  

vision   for   was   to   start   this   kind   of   business   where   I   would   just   go   out   to   different   soccer  

fields   and   dock   different   soccer   teams   and   start   to   do   fitness   training,   ACL   injury  

prevention   and   then   have   a   portable   treatment   table   where   I'd   be   doing,   if   anybody   had  

any   injuries   just   taking   care   of   them.   

 

So   that   was   my   original   goal.   I   also   thought,   so   my   vision   was   to   do   that   during   the  

afternoons   and   then   during   the   day   rent   space   had   partnerships   with   different   gyms   to  

do   the   same   thing.   I   wanted   to   be   where   people   were   soccer.   I   also   wanted   to   be  

where   people   were   active   and   working   out.   So   I   went   around   to   a   lot   of   local   gyms   and  

tried   to   form   partnerships   with   them.   I'll   talk   about   that   in   a   little   bit   later.   I've   had  

partnerships   with   about   four   different   facilities   right   now.   I'm   at   one   I'll   explain   a   little   bit  

more   about   that   in   a   couple   slides.   

 

So   what   I   found   in   doing   all   that,   was   that   I   was   spending   more   time   in   the   car   than  

actually   treating   patients.   I   mean,   I   was   on   ones   Cleveland's   not   huge,   but   it's   enough  

that,   one   of   the   teams   soccer   teams   that   I   worked   with   was   a   good   45   minutes   with   no  

traffic   away.   So   driving   out   there   then   trying   to   drive   back   to   the   other   side   of   town   to  

see   a   patient   or   find   a   fair   field   somewhere   to   meet   somebody   where,   there   were   no  

teams   practicing.   It   just   got   to   be   a   lot.   So   now   what   I   do   is,   I   have   space   like   I   said   at  

one   gym   and   I'll   talk   about   that   in   a   little   bit,   where   I   see   clients   for   physical   therapy  

and   also   for   sports   performance   services.   And   then   the   other   kind   of   big   parts   of   my  

business,   I'm   gonna   skip   back   here.   So   while   I   was   doing   all   of   that,   I'm   a   runner,  

casual   runner,   run   a   bunch   of   half   marathons.   I   enjoy   running   nothing   really   more   than  
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that.   But   when   I   first   opened   up,   I   saw   an   ad   from   Fleet   Feet   running   shoe   store,   it's   a  

national   chain.   So   I   think   you've   all   probably,   some   people   may   have   heard   of   it   here.  

They   were   asking   for   ambassadors   like   VR   brand   ambassador   at   them.   I   got   a   lot   of  

spare   time   on   my   head.   I'm   starting   this   business,   things   are   kind   of   slow.   I'm   like   I   can  

be   an   ambassador   to   be   good,   way   to   be   at   the   community,   which   is   what   I   wanted.   So  

I   applied   for   this   position   to   be   their   kind   of   brand   ambassador   and   what   that   entailed  

was   I   had   to   go   help   with   their   training   groups.   We   had   to   do   at   least   two   runs   where  

we   would,   they   have   training   groups   for   running   half   and   full   marathons,   10   Ks   and   five  

Ks   and   we   would   have   to   go   and   run   with   the   group,   help   put   out   water   and   snacks  

and   different   things   and   talk   to   people.   I   thought   like,   this   was   actually   really   fun.   Like  

What   a   cool   Job.   

 

So   I   started   showing   up   more   and   more   just   out   of,   and   my   own   entertainment,   being  

able   to   run   with   other   people   and   help   out   and   different   injuries   would   crop   up.   So  

people   would   ask   me   injury   questions   and   what   that   turned   into   was   Fleet   Feet   coming  

to   me   and   saying,   hey,   can   you   be   one   of   our   coaches?   Now,   like   I   mentioned,   I'm   a  

casual   runner.   I   had   my   strength   conditioning   certification,   I   understand   training   and  

running,   but   my   background   soccer   not   cross   country   or   track,   or   heavy   duty   into  

distance   running.   I   ended   up   taking   the   position   and   now   let's   see,   I   was   thinking   about  

this   morning.   I've   been   through   seven   training   cycles   with   them.   So   we   have   a   group  

that   starts   in   the   winter   at   the   end   of   January   and   we   run   up   to   Cleveland   marathon   in  

May.   And   then   we   have   another   group,   obviously,   we're   not   doing   this   now   because  

there   are   no   races,   that   would   start   in   June   and   we   go   up   until   October,   there's   a  

couple   of   half   marathons   and   full   marathons   that   would   get   people   ready   for   their.   In  

between   we   have   running   specific   strength   training   programs   that   we   have   people   get  

into   just   kind   of   get   their   feet   wet   and   understand   the   importance   of   strength   training.  

So   that   has   turned   into   a   huge   kind   of   arm   of   my   business,   where   I   will   go   to   a   run   on   a  

Saturday   morning.   This   is   pre-COVID.   Would   go   to   a   run,   run   with   everybody   on   a  

Saturday   morning,   which   to   me   is   the   coolest   job   in   the   world,   then   get   my   treatment  
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table   out   of   my   car,   set   it   up   in   the   store   and   had   people   sign   up   for   what   we   call   injury  

clinic   slots,   where   they   could   have   their   30   minute   chance   to   have   an   evaluation   or   get  

some   training   advice   or   something   specific   to   their   injury   or   their   needs.   We've   even  

done   injury   prevention   during   those   times.   A   lot   of   times   I   can,   if   I   know   somebody  

signed   up   for   one   of   those   slots,   I'll   spend   some   time   on   the   run   with   them   and   that's  

kind   of   the   first   part   of   my   evaluation.   

 

So   works   pretty   well   knowing   that   if   I've   been   running   with   somebody   and   they're  

having   knee   pain,   and   we   just   did   a   really   hilly   course   because   I   was   on   it   and   my   legs  

felt   those   Hills   as   well,   why   their   knee   might   be   a   little   more   flared   up   than   normal   or   I  

can   run   behind   them   and   watch   how   they're   running   and   watch   what   happens.   They  

look   a   lot   different   in   mile   10   versus   mile   one.   So   this   has   been   something   that   really  

was   an   unexpected   amount.   I   thought   I   was   starting   with   soccer   players   and   I've  

evolved   into   treating   runners.   Now,   obviously   we   are   not   running.   There   are   no   races.  

There's   virtual   races.   

 

There's   a   trail   half   marathon   that's   going   to   be   very   socially   distant.   I'm   sorry,   a   trail  

ultra,   hundred   miler   marathon   that's   happening   in   about   two   weeks   that   we   have   a  

couple   of   runners   do   on   the   basis   of,   they're   gonna   be   running   in   the   woods   by  

themselves.   So   it   gets   pretty   socially   distant   but   otherwise   our   runners   right   now,   if  

they're,   unless   they're   running   a   virtual   race,   they're   not   formally   training   for   anything.  

What   I   have   done   to   kind   of   evolve   this   is,   a   bunch   of   online   training   and   I   can   explain  

that   and   that   program   that   has   just   started   about   six   weeks   in   where   I've   runners   that  

I'm   doing   online   strength   and   nutrition   and   motivation,   a   lot   of   mental   skills   we're  

working   on   and   just   things   that   they   can   do   when   they're   not   following   a   formal   training  

plan.   So   that   is   a   big   part   of   my   business,   but   something   that   is   having   to   evolve  

because   of   the   given   times   and   I'm   happy   to   answer   any   questions   about   that.   The  

other   biggest   part   of   my   business   is,   I   work   at   a   high   school   as   close   to   mentioned.   It's  

an   all   girl   private   high   school.   Essentially   I'm   an   alum.   So   their   athletic   trainer   took  
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another   job   at   a   different   school   and   this   was   about   two   years   ago   and   the   athletic  

trainer   that   was   taking   the   other   job   is   a   friend   of   mine   and   she   approached   me   and  

said,   do   you   wanna   hire   an   athletic   trainer?   Can   you   take   that   on   in   your   business   and  

that   way   we   can   place   somebody   at   Beaumont   at   the   high   school.   So   I   thought,   well,  

to   be   honest,   I   wasn't   in   the   means   at   the   time   business   wise,   financial   wise   to   really  

take   on   another   employee   that   making   sure   that   I   could   pay   a   salary   and   a   full   time  

equivalent,   or   even   a   part   time   job   to   put   somebody   at   the   school,   did   not   really   fit  

within   my   business   plan.   

 

So   I   went   to   the   school   and   I   said   I'd   like   to   help.   I've   coached   soccer   there   for   seven  

years.   I'm   a   happy,   very   grateful   alum.   I   would   like   to   do   something   for   you   guys.   So  

what   we   ended   up   working   out   was,   the   school   hired   an   athletic   trainer   and   then   the  

school   hired   me   and   then   we   split   days   where   the   athletic   trainer   would   cover   mostly  

the   games,   I   would   be   in   the   training   room   helping   with   the   rehab   and   then   that   worked  

great   for   about   a   year,   year   and   a   half.   And   then   the   sports   performance   coach   at   that  

school   took   another   job   somewhere   else.   So   then   I   took   on.   So   I   basically   filled   in   the  

days   that   I'm   not   in   the   training   room   doing   rehab.   I   am   in   the   weight   room   working  

with   our   athletes.   

 

And   we've   been   able   to   build   up   a   good   amount   of   athletes   that   are   now   utilizing   the  

weight   room   on   a   regular   basis.   We've   had   even   middle   school   kids   come   to,   we've  

done   camps,   learn   how   to   lift,   teaching   them   form,   teaching   them   basics   of   like   agility  

training,   plyometrics   which   has   been   cool   to   see.   Now,   some   of   those   kids   are   going   to  

be   freshmen   this   year,   and   they've   been   able   to   walk   right   into   the   weight   room   this  

summer.   Obviously,   our   weight   room   looks   a   little   different   this   year,   but   they've   been  

able   to   do   that   with   confidence   and   it's   been   kind   of   cool.   So   those   are   kind   of   the  

three   main   areas   of   my   business.   Obviously,   it   does   not   flow   like   a   normal   PT   clinic  

where   you   don't   walk   in   from   eight   to   five   or   whatever   your   hours,   10   hours   or   whatever  

your   hours   are   of   seeing   patients.   Mine   are   very   scattered   and   doing   a   lot   of   different  
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things.   I   also   do   consulting   as   Klosa   mentioned   to   a   local   yoga   studio   I   teach   anatomy  

and   I   help   with   their   certification   programs.   And   then   I'm   a   consultant   when   there's  

ever   a   question   on,   should   we   be   doing   this   pose?   Should   we   be   cutting   back   on?  

Anything   that   is   in   terms   of   biomechanics   or   injuries   for   people,   they   call   me   in   on.   So,  

and   then   I   am   as   was   mentioned   and   if   you're   on   my   talk   on   Wednesday   you   know   that  

I   ended   up   getting   a   nutrition   certification   because   I   feel   like   when   I   treat   my   athletes  

and   something   that   is   a   differentiator   for   me   is,   I   want   to   address   the   whole   person.   So  

we   look   at   mental,   their   mental   states.   

 

You   screen   for   it,   I'm   a   psychologist.   But   screening   for   that,   working   on   high  

performance,   like   focus   and   mindset   and   training   kind   of   principles   in   terms   of   mindset  

and   then   looking   at   the   role   of   nutrition   and   then   collaborating   with   other   professionals  

in   those   realms   as   needed.   So   this   is   the   gym   that   I   work   at   and   I   have   to   apologize.  

For   some   reason   I   thought   this   was   a   video   and   it's   not.   I   was   looking   at   my   talk   this  

morning.   This   is   part   of   the   gym.   My   office   is   in   a   gym   called   miracle   performance.   This  

is   before   COVID.   We   had   a   bunch   of   squat   racks   and   if   I   would   have   put   a   video   in   here  

like   I   thought   I   did   there's   this   AstroTurf   here   that   is   actually   a   very   large   space.   It   kind  

of   expands   out   into   this   area   here   where   we   can   do   a   lot   of   agility   and   skills   training.   

 

And   this   is   one   of   two   rooms   that   we   have   that   the   other   one   has   treadmills,   kettlebells,  

a   lot   of   things   for   soccer   training   in   there.   They   do   youth   athlete   training   there.   They   do  

adult   performance   training   as   well.   There   was   a   cryotherapy   center   there   and   recovery  

boots,   recovery   tools   and   a   versa   climber   class.   So   it's   a   pretty   big   facility.   It's   a   very  

well   run.   The   owner   does   a   great   job   in   making   it   seem   like   there's   a   bunch   of   kind   of  

boutique   fitness   spaces   in   one   big   one.   And   I'll   show   you   in   a   second   where,   what  

things   look   like   now,   because   that   picture   was   taken   about   a   year   ago.   So   somebody  

asked   a   question,   where'd   I   get   my   nutrition   certification   through?   I   got   it   through   a  

company   called   Precision   Nutrition.   They   specialize   in   nutrition   certification   for   fitness  

professionals   and   physical   therapy   or   medical   professionals   too.   I   can't   say   enough  
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about   their   certification.   I   had   gotten   no   discounts   or   any   money   or   anything   from  

them.   It   was   one   of   the   best,   it   was   fantastic.   Their   certification   is   divided   into   two  

parts.   One   is   the   science.   So   the   physiology   and   exercise   physiology   related   to  

nutrition.   And   then   the   second   one   is,   the   second   part   of   the   certification   is   change  

psychology,   which   I   think   in   the   rehab   realm,   I   went   into   it   thinking   like,   I'm   gonna  

breeze   for   that   second   part.   Like,   that's   what   we   do   every   day,   is   changed   psychology.  

And   I   learned   so   much   more   even   just   about   that   and   so   much   more   than   I   even  

thought   I   would   and   I   use   it   in   the   rehab   realm   and   I   also   use   it   in   the   nutrition   realm  

too.   So   yeah,   good   question.   Yes,   yes   Julia.   Yes,   like   behavior   change.   And   basically,  

trying   to   get   somebody   from   one   step   to   another,   and   it's   something   that   we   can   use  

either   in   the   rehab   realm   or   even   as   a   nutrition   example.   

 

When   you   say   like   lose   weight   or   stop   eating   carbs,   like   let's   say,   somebody   needs   to  

not   stop.   Somebody   needs   to   cut   back   let's   say   on   their   portion   sizes   of   carbs.   How  

do   we   break   that   down   into   a   step   that   they   feel   confident   in   doing?   Because   you   need  

to   kind   of   meet   the   client   or   patient   where   they're   at.   It's   very   easy   for   us   to   say   or   like,  

say,   go   do   your   home   program.   I   think   we   do   that   in   PT.   Like,   why   aren't   you   doing   your  

home   program?   Well,   maybe   we   should   break   it   down   a   little   bit   more.   They   say   they're  

busy.   Okay,   well,   what   about   it   is,   are   you   busy?   

 

Could   we   break   it   down   into   you   just   doing   quad   sets   twice   a   day   while   you're   at   work  

and   set   a   timer   or   remember   to   do   it.   Do   you   feel   competent   in   that?   Client   may   say  

yes   or   no.   If   they   say,   no,   you   need   to   work   a   way   to   have   them   be   able   to   be   confident  

enough   to   do   what   you're   asking   them   to   do.   Couple   other   questions.   Amanda,   can't  

see   the   slides.   We   can   kind   of   work   on   that.   Amy,   how   does   one   find   out   about   different  

certifications   out   there   and   how   does   that   cover?   Yes,   two   great   questions.   And   I   found  

out   about   precision   nutrition   honestly   through   a   podcast   and   then   it   was   one   of   those  

things   that   I   heard   about   it   once   and   then   you   keep   seeing   it   everywhere   and   knowing  

other   people   that   went   through   it.   There's   also   another   International   Society   Of   Sports  
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Nutrition.   They   have   a   certification   program   that   fit   at   least   in   terms   of   sports   nutrition,  

sports   physical   therapy   seemed   to   be   a   good   fit.   You   could   search   out   like   in   terms   of  

different,   actually,   those   are   the   two   I   know.   I   would   recommend   either   searching   on  

companies   affiliated   with   dietitians   or   nutritionists   or   American   dietetics   association   or  

seeing   if   there   are   other   kinds   of   things   that   we   could   qualify   for   or   courses   that   we  

could   take   that   way.   And   then   in   terms   of   our   practice   act,   this   is   a   great   question.   We  

actually   spent   a   lot   of   time   in   this   on   my   nutrition   talk   on   Wednesday.   

 

The   APTA   states   that,   it   is   part   of   the   physical   therapy   scope   of   practice   to   screen  

nutrition.   That   being   said,   you   need   to   make   sure   that   you're   practicing   under   your  

State's   practice   act.   So   for   example,   Ohio   State   said,   I   cannot   give   like   detailed   meal  

plans.   Basically,   Ohio's   practice   act   for   nutrition   and   registered   dietician   states   that  

they   are   the   only   ones   that   are   allowed   to   give   exact   like   thinking   about   like   meal  

planning,   calorie   counting   exact   nutrition   advice.   We   can   give   general.   If   you're   not   a  

dietician   you   can   give   general   kind   of   coaching   and   counseling.   So   that's   kind   of   where  

I'm   at   and   that   kind   of   fits   my   skillset   anywhere.   

 

I'm   not   a   dietician.   Anything   more   than   that,   I'd   be   referring   out.   We   also   cannot.   So   no  

one   or   at   least   to   my   knowledge,   I   don't   think   there's   any   State   in   the   U.S   that   is  

allowed   to   give   medical   nutrition   therapy.   So   when   we   are   working   with   somebody   who  

has   an   injury,   we   can   talk   to   them   about   foods   to   reduce   inflammation   or   we   can   kind  

of   generally   talk   to   them   about   those   things,   but   am   I   giving   them   a   meal   plan   or  

specific   advice   for   their   ACL   recovery?   We   can't   do   that.   Or   if   we're   working   with  

somebody   with   diabetes,   we   can   talk   to   them   about   healthy   choices,   and   we   can   have  

a   good   background   on   how   to   do   that,   other   than   just   saying,   eat   healthier.   But   can   we  

give   them   a   meal   plan   where   I   break   down   how   many   calories   and   carbs   and   that   kind  

of   thing?   No.   So   good   question.   Like   I   said,   this   was   my   gym.   Keep   the   questions  

coming   guys   too.   That   was   awesome.   So   this   is   what   it   looks   like   now.   So   as   you   can  

see,   we   have   these   zones,   the   six   foot   zones,   and   we   have   these   spaces   here.   So   this  
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went   from   a   gym   that   could   easily   fit   30   plus   people   in   it   to   now   we   can   fit   10   to   11.   I  

had   one   of   these   squat   racks.   I   had   an   office   right   off   of   the   side   of   this   gym   here   and   I  

may   have   a   picture   of   it   at   some   point   in   this   talk.   It's   just   a   white   room   with   a  

treatment   table   and   a   desk   and   I   had   one   of   these   squat   racks   in   it   which   was   fantastic.  

The   gym   didn't   have   space   to   store   that   extra   squat   rack,   as   you   guys   can   see,   they  

were   all   kind   of   stacked   up   in   this   big   line   on   the   wall   here.   

 

And   they   needed   to   store   some   one   somewhere.   So   I   ended   up   with   a   barbell   and   a  

squat   rack   and   a   good   amount   of   plates   that   I   could   use   as   a   private   space   for   my  

clients   when   there   was   not   a   class   in   session   or   when   there   was   a   class   in   session,  

when   you   don't   have   full   use   of   the   gym.   It   kind   of   served   me   well   during   COVID   when  

all   gyms   and   everything   were   shut   down   and   I   made   the   decision   to   shut   my   practice  

down.   I   was   able   to   borrow   a   barbell   and   bring   it   home   and   at   least   do   some   kind   of  

fitness   myself   in   my   basement.   That   being   said,   my   squat   rack   has   now   been   moved  

out   into   the   gym   to   accommodate.   They   were   full   at   10   squat   racks   and   then   they   had  

to   have   an   11th   station   that   they   were   able   to   carve   out   and   still   be   socially   distant.  

And   this   is   our   gym.   So   this   is   a   state   of   like   I   said,   we   went   from   like   30   people   in   a  

workout   class   to   about   10.   

 

They   do   virtual   training.   I   taught   a   bunch   of   twice   a   week   during   the   quarantine   time.   I  

was   teaching   those   workout   classes   from   my   basement.   There's   three   other   trainers  

that   work   at   this   gym   that   are   not   PTs,   but   there   are   strength   and   conditioning   coaches  

as   well.   And   there's   a   big   focus   on   biomechanics   and   form   and   well   programmed   not  

just   kind   of   general   throwing   every   strength   move   out.   There's   a   purpose   to   every  

workout,   which   is   for   me   of   a   great   place   I   like   to   be   at   in   my   office.   So   that's   enough  

about   me.   The   state   of   healthcare.   I   mean,   I   think   this   is   the   same.   I   know   things  

change.   Obviously,   things   change   a   lot   since   March.   But   this   was   changing   before  

March.   Reimbursement   levels   continue   to   change.   I   was   running   into   some   of   that   in  

the   hospital   system   where   I   worked   at.   And   this   perfect,   great   timing   for   this   question.  
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Yes,   my   clients   are   cash   pay.   They   are   because,   and   there's   pros   and   cons   of   both.  

We're   gonna   talk   about   both.   I   have   friends   at   a   PT   practices   that   are   insurance   based.  

I   do   cash   pay   because   as   you   can   see,   mine   is   not   what   we'd   call   a   traditional   PT  

practice.   And   my   worry   is   that   I'm   going   to   have   to   constantly   be   fighting   that   battle   of,  

is   that   reimbursable   or   is   that   not?   So   for   me,   it's   easier   to   be   cash   pay.   They   can   pay  

with   their   HSA   or   their   FSA   card.   

 

I   can   accept   those.   I   give   receipts   for   reimbursement   for   out   of   network.   If   people   have  

higher   copays.   So   at   a   big   hospital   system   here   in   Cleveland,   when   I   was   working   at  

one   and   out   of   network,   if   somebody   has   a   high   deductible,   one   PT   session   which   was  

45   minute   PT   session   costs   about   $850.   So   if   somebody   had   a   high   deductible,   they  

were   paying   that   out   of   their   pocket.   My   each   session   with   me   is   $100   dollars.   So  

sometimes   it's   not   that   much   more   expensive   to   do   the   cash   pay.   And   like   I   said,   I   did   it  

because   I   think   I   came   from   a   system   that   was   having   cutbacks   on   some   of   the  

programs   that   I   worked   on   or   not   cut   backs,   but   things   being   changed   and   who   was  

allowed   to   provide   those   as   being   changed,   they   were   shifting   it   to   exercise  

physiologists   because   the   PT,   his   time   could   be   spent   doing   eval.   

 

And   I   think   I   maybe   just   the   background   that   I   came   from   in   there   I   just   didn't   want   to  

have   to   worry   about   insurance   and   reimbursement.   Chai,   how   do   you   charge   with   the...  

Yes.   I   do   either   QuickBooks   reader   or   I   have   a   recently   use   a   software   called   Jane,  

which   is,   I   do   my   charting.   I   don't   know   if   anybody   has   heard   of   Jane.   It's   a   Canadian  

company.   It's   a   medical   record   and   people   can   book   online   appointments   and   I   can  

process   payment   at   the   point   of   sale   with   that.   So   Jane   is   what   I   use   probably   98%   of  

the   time.   And   then   there's   a   couple   of   clients   that   I   just   see   for   just   performance  

training,   fitness   training.   And   I   have   a   QuickBooks   credit   card   reader   that   I   use   for  

them.   Amy,   I   advertise,   or   just   clients   from   connections   and   word   of   mouth.   So   a   little  

bit   of   both.   I   have   to   be   honest,   we'll   probably   talk   about   this   in   the   marketing   section.  

Sometimes   I   fall   into   a   trap   where   I   have   a   good   amount   of   word   of   mouth   clients   and   I  
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love   my   clients.   So   word   of   mouth   is   like   the   best   because   I   appreciate   it.   And   I   love   my  

clients   so   I   enjoy   meeting   their   friends   and   relatives   and   all   of   those   people.   I   do   fall  

into   a   trap   where   I   should   be   marketing   more.   And   it's   something   that   I've   been  

working   on,   well,   forever   I'd   say.   And   trying   to   do   more   of   that   is   I   think   very,   very  

necessary.   I   think   you   need   a   mix   of   both.   So   admittedly,   I   fall   into   the   complacency  

with   word   of   mouth   and   really   marketing,   social   media   in   the   community.   All   of   those  

things   are   very   important   to   do.   How   did   you   determine   what   to   charge?   So   what  

advertising   beyond   word   of   mouth   is   most   effective.   

 

So   I   determine   what   to   charge   based   on.   I   kind   of   played   around   with   it   For   a   little  

while.   I   determine   what   to   charge   based   on   what   something   the   charges   were   around.  

Like   what   I   thought   was   reasonable.   So   obviously   $800   for   a   PT   session   is   crazy   and   I  

would   not   charge   anything   like   that.   There's   hospital   fees   and   other   things   wrapped  

into   it.   What   I   wanted   to   offer   was   to   people   was   enough   that   they   get   an   hour,   so  

that's   $100   for   an   hour.   And   then   that's   communication   after   I'll   talk   about   that   in   a   little  

bit,   but   communication   between   sessions,   I   use   an   app   that   we   do   messaging   and   I  

check   up   on   how   they're   doing   with   their   home   programs.   And   it   just   felt   like   the   $100  

was   a   number   that   best   represented   what   I   was   doing.   

 

I   also   looked   at   like   personal   training,   what   some   of   those,   like   the   gyms   around   me  

were   charging   for   personal   training   sessions   with   people   that   are   not   a   rehab  

professional.   And   those   were   about   75.   So   I   felt   they're   coming   to   me   for   a  

combination   of   PT   and   rehab.   So   I   was   charging   a   little   bit   more   based   on   that.   My  

runners   and   my   running   group   do   get   a   discount   on   my   services.   So   I   do   have   that.  

That's   a   benefit   for   them.   Partly   because   I   don't   have   to   spend   as   much   time   in   an   eval  

with   them.   I   already   run   with   them.   I   spent   enough   time   on   the   road   and   running   with  

them   and   talking   to   them   and   Facebook   messaging   them.   And   I'm   pretty   close   with  

them.   We're   a   big   family.   So   that   time   in   the   eval,   I'm   not   spending   as   much   time   in  

eval.   We   can   get   things   done   in   30   to   45   minutes   and   a   little   more   regularly.   So   they   do  
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get   a   discount.   And   then   do   also   ask   what   advertising   beyond   word   of   mouth   is   most  

effective?   I   think   that   social   media   is   very   important.   I   think   it   depends   on   what   your  

message   is   though.   I   think   we   have   to   be   really   careful,   and   this   is   where   something  

that   I'm   constantly   trying   to   refine   is.   We   can   post   things   but   they   need   to   be   things  

that   our   clients   understand.   Sometimes   I   will   post   things   that   I   think   are   really  

interesting.   And   I   think   that   would   be   interesting   for   them.   Like   I   did   a   post   on   like  

sprinting   mechanics   and   the   biomechanics   of   it.   And   then   one   of   my   good   friends   was  

like,   I   really   liked   that   post   that   you   had   the   other   day   where   you   posted   like   a   song   of  

the   day,   and   then   you   talk   something   about,   you   said   something   about   sprinting,   and   I  

didn't   understand   what   any   of   that   was.   

 

So   I   think   social   media   and   having   a   presence   on   there   goes   a   lot   farther   than   just,   or  

like,   and   I've   been   guilty   of   this   like   slapping   some   exercise   up   there   and   being   like,   do  

this   for   strong   scapula.   Like   having   a   presence   where   you   engage   is   very   important.  

The   other   thing   that   I   feel   like   beyond   word   of   mouth   is   having   that   community  

presence.   I   give   a   lot   of   community   talks   and   I   give   a   lot   of   them   for   free   and   being   able  

to   engage   with   people   in   person,   I   think   goes   a   long   way.   Obviously   it   costs   time,   but   it  

helps   them   understand   what   I   do   and   that   it's   a   little   different   than   a   typical   PT.   And  

they   understand   me   and   then   they   build   trust   in   me   and   they   want   to   come   see   me.   So  

good   questions.   

 

Thank   you   guys.   So   in   healthcare,   it   was   mentioning   reimbursement   does   continue   to  

change.   Like   I   said,   that's   not   a   knock   on   insurance   based   PT   practices.   I   have   no  

problem   with   those.   I   have   friends   that   have   very,   very   successful   ones   that   are  

probably   more   successful   than   I   am   doing.   What   I'm   doing   is   just   a   matter   of   having   to  

stay   up   on   those   changes   and   adapt.   Some   are   good,   some   are   like   the,   there   were  

telemedicine   codes   that   came   out   as   a   result   of   all   this   craziness   that   we're   in   right  

now.   There   are   things   that   are   good.   But   it's   just   a   matter   of   having   to   understand   them  

and   know   what   fits   your   business   model   and   what   doesn't.   Sports   performance,  
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wellness,   injury   prevention,   not   covered   certain   visits   beyond   what   insurance   deems   is  

medically   necessary.   You   just   have   to   understand   what   is   skilled   therapy,   just  

understanding   all   of   those   things.   They're   all   our   alternate   business   models.   So   you   see  

these   niche   PT   practices   popping   up?   I   guess   mine   was   going   to   be   a   soccer   one.  

Now,   it's   more   of   a   running   and   soccer   and   just   fitness.   It's   not   really   a   niche   at   all.   But  

there   are   people   that   are   just   running   PTs.   I   have   a   friend   down   in   Columbus   or   a  

colleague   that   has   a   running   specific   PT   practice.   There's   golf,   there's   CrossFitters.   I  

have   a   very   good   friend   in   Arizona.   We've   actually   presented   on   one   of   these   webinars  

a   while   ago   on   a   topic   and   she   owns   a   CrossFit   gym   and   she   also   owns   a   PT   practice  

in   the   CrossFit   gym   and   her   specialty   is   pelvic   floor   and   weightlifters.   And   we're  

working   with   women   pre   and   postpartum,   which   is   kinda   cool.   You   can   collaborate   with  

other   fitness   professionals   and   that's   something   that's   important.   

 

That's   something   that   I   found   great   joy   in   doing.   So   you   can   consult   with   other   people.  

You   can   start   a   career   where   you're   doing   community   education   or   PT   education.   There  

are   so   many   business   models   that   PTs   can   do.   And   I   think   sometimes   we,   at   least   I  

know   myself   get   wrapped   up   in   the   just   the,   I   just   need   to   see   patients   and   we   can   do  

a   lot   beyond   that.   Amy   has   a   question.   Can   one   do   a   combination   of   insurance,  

reimbursement   and   cash?   Yes,   yes   you   can.   And   there   are   some   resources   online.  

There   are   different   PTs   that   have   either   cash   based   practices   or   do   like   consulting  

practices   and   they'll   touch   on   those.   

 

The   one   off   the   top   of   my   head   is   Jared   Carter.   And   they   will   give   you   some   guidelines  

on   that.   Basically,   what   you   can   do   is,   you   can   take   an   insurance   contract   out   with   like  

one   or   two   payers   and   then   just   have   everybody   else   be   cash   based.   So   let's   say   like  

here   medical   mutual   is   a   big   one.   So   maybe   I   would   take   a   contract   out   with   medical  

mutual   and   then   maybe   like   Medicare,   and   then   anyone   else   is   going   to   be   cashing   in  

amount   of   network   with.   Or   you   can   kind   of   go   the   other   route   where   you   have,   I   have   a  

friend   that   has   a   practice   that   has   done   this   throughout   the   years.   He   was   fully  
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insurance-based   and   then   once   he   started   just   having   some   issues   with,   let's   say   one  

insurance   company   just   was   really   being   a   pain   and   drop   reimbursement,   is   not   paying  

was   just   hard   to   deal   with   and   then   he   would   just   drop   that   contract.   And   then   another  

one,   if   the   same   issue   happened,   he   would   drop   that   contract.   So   his   practice   has   now  

gone   from   fully   insurance-based   to   a   good   mix   of   the   two.   Alright,   so   startup   mode   for  

PT.   So   now,   I'm   gonna   get   into   a   little   more   kind   of   business   terms   in   different   things,  

but   I   just   wanna   remind   you,   I   don't   think   of   myself   as   a   business   person   to   be   honest.  

I   have   a   business,   I   love   what   I   do   but   I'm   not   one   of   those   people   that   is   just   tossing  

around   like   business   terms   and   has   a   brain   that's   working   that   way.   So   I   say   that  

because   I   think   that   really   things   can   be   very   businessy   if   you   have   a   mind   that   loves  

that.   And   I   think   that's   awesome.   I'm   fascinated   by   those   people   and   try   to   learn   from  

those   people.   But   if   you're   coming   from   a   place   of   your   mission   and   what   you   wanna  

do   for   your   patients,   for   your   clients,   for   your   community,   whoever   that   is,   let   that   be  

your   North   star   and   everything   else   does   fall   into   place.   

 

So   what   do   you   wanna   start   with?   When   you're   trying   to   think   about   starting   a  

business,   it's   what   would   matter   here.   It's   not   just   what   can   I   make   money   off   of.   I  

know   they'd   say   that   the   most   successful   businesses   are   born   out   of   a   problem.   Like  

somebody   had   a   problem.   I   developed   this   to   help   that   problem.   What   would   matter  

the   most?   And   if   anybody's   heard   of   Seth   Godin,   he   has   a   number   of   books   out.   I   love  

his   books.   He   has   like   something   called   an   alt   MBA.   That   is   a   business   class.   It's   online  

and   you   can   look,   I've   not   taken   it.   I   know   somebody   who   has.   They   can   learn   about  

advertising   and   PR   and   his   whole   thing   with   marketing   is   serve   the   client,   serve   the  

population   that   you're   trying   to   serve,   and   then   everything   else   falls   into   place   there.   So  

your   mission.   So   another   great   book   that   I   would   recommend   is   if   anybody's   heard   of  

the   beer   BrewDogs   or   the   company   BrewDogs   or   the   show,   they   had   a   beer   show,   like  

maybe   five   years   ago.   So   where   they   went   around   to   different   places   in   the   U.S   and  

they   like   brewed   beer,   it   like   that   had   to   do   with   whatever   city   they   were   in.   So   they  

have   a   book   it's   called   "Business   for   Punks".   It's   a   great,   I   guess,   non   businessy  
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business   book.   I   highly,   highly   recommend   it.   That's   the   picture   is,   that's   my   husband,  

we're   card   carrying   members   of   a   BrewDogs.   I   don't   know   why   we   just   thought   it  

would   be   a   good   idea   to   join   their   when   they   were   trying   to   raise   money   to   start  

building   a   facility   here   in   the   U.S   to   ship   beer,   We   were   really   enjoying   their   beer   and   I  

found   their   business   model   and   their   philosophy   really   fantastic.   So   some   examples  

that   they   actually   give   that   I   think   are   great   and   I   think   about   them   quite   often   is   like  

Apple   didn't   start   a   computer   business.   Their   mission   was   actually   to   change   the   world  

through   technology.   They   wanted   to   revolutionize   technology   and   how   we   use   it.   And  

they   did   that.   Nordstrom   didn't   wanna   start   a   department   store.   They   wanted   to   elevate  

customer   service   to   a   different   level,   and   they   wanted   to   make   their   staff   and   their  

customers   be   like   family.   If   you're   starting   a   PT   practice   or   business   in   PT,   make   sure  

you're   starting   it   for   the   right   reasons.   

 

Don't   just   like,   we   have   way   too   many   diamond   dozen   PT   practices   around   the   country  

where   patients   are   just   like   pumped   through   to   generate   money   and   you're   just   trying  

to   work   that,   billing   as   much   as   you   can   and   get   your   units   and   do   not   do   this.   You   all  

know   that   this   happens.   Start   a   business   for   the   right   reasons.   Start   it   to   serve   your  

population.   When   times   get   tough,   that's   what's   gonna   keep   you   going.   The   other   stuff  

if   you're   just   constantly   managing   your   bottom   line   and   just   trying   to   make   money,  

that's   gonna   fail.   It   may   spike.   You   may   have   some   good   days   but   you're   gonna   have   a  

lot   of   really   unsuccessful   days.   

 

So   I   will   stop   that   rant.   My   mission   is   to   provide   cutting   edge   care   for   all   athletes,   to  

recover   from   injury,   to   prevent   injury   and   to   improve   their   performance.   And   we   do   it   in,  

we   look   at   the   mental   aspects,   we   look   at   their   recovery,   their   sleep,   their   nutrition,   their  

hydration   and   all   of   those   things.   That   being   said,   when   you   do   have   a   mission.   So   that  

is   my   mission.   When   you   communicate   your   mission   to   your   clients   or   your   patients  

you   need   to   understand   what   you're   bringing   to   the   table   and   it's   not,   I   don't   talk   about  

evidence-based   practice   to   my   clients.   I   talk   about,   this   is   what   the   newest   sports  
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science   is   saying.   I   don't   spit   out   the   alphabet   soup   of   my   credentials.   They   don't   care.  

They   don't   know   what   any   of   that   stuff   is   in   effect.   It's   kind   of   weird   to   them.   So   why  

should   somebody   see   you?   What's   your   advantage?   And   this,   you   may   read   about  

business   or   I've   gone   to   presentations   other   like   PT,   private   practice   presentations,  

where   they   talk   about   like   call   your   unique   value   proposition.   And   it's   so   important   that  

you   have   to   figure   that   out.   For   some   reason   I   just   don't   really   like   that   term   to   be  

honest.   And   I   think,   just   think   about   what's   your   unfair   advantage?   Like   what's   your  

business   and   if   you   wanna   take   a   couple   seconds   and   if   you're   somebody   that's  

thinking   about   having   a   business   or   starting   a   business,   grab   a   piece   of   paper   and   just  

jot   down   a   couple   things.   

 

I'll   talk   a   little   bit   about   what   I   do,   but   I'd   rather,   that's   just   to   fill   the   time   while   I'd   rather  

have   you   guys   get   something   out   of   this.   So   go   ahead.   And   like   I   said,   grab   a   piece   of  

paper,   just   jot   down   a   couple   of   notes   or   a   couple   of   things   that   come   to   mind.   Do   not  

though,   right?   I   give   quality   care   cause   everyone   does.   So   at   least   everyone   thinks   they  

do.   And   that   can   be   part   of   it.   Like   I   give   really   good   quality   care,   but   how,   why,   why   do  

you   do   that?   So   I   take   the   time   with   all   my   clients.   I   take   at   least   an   hour   with   my  

clients.   Like   I   said,   with   my   runners   may   be   a   little   bit   less,   but   I've   already   spent   like  

maybe   an   hour   and   a   half   with   somebody   on   running   on   a   road   and   then   another   half  

hour   looking   at   their   injury.   

 

I   also   communicate   with   them   more   than   anyone   else.   And   now   I   have   an   app   called  

TrueCoach   that   I   will   use   with   my   performance   clients.   TrueCoach   is   not   HIPAA  

compliant.   So   for   people   to   understand   that,   but   with   my   performance   clients,   I   will   use  

this   app   and   I   message   on   it   and   I   can   also   see   when   they   log   in   and   I   have   a   workout  

for   them.   I   can   log   in   and   see   if   they've   completed   that   workout   or   not.   Or   when   they  

run   they   send   me   a   screenshot   of   their   splits.   We   can   grab   out   how   many   cups   of   water  

they've   had   per   day.   All   of   those   things.   With   my   patients,   I   am   texting   them.   I'm   sorry,  

I'm   emailing   them,   I   am   calling   them.   I   am   talking   to   them   between   sessions.   So   if  
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somebody   sees   me   because   they're   paying   cash,   and   if   they   see   me   at   $100   is   a   lot   of  

money   to   a   lot   of   people.   They're   seeing   me   for   an   hour,   I'm   writing   out   a   very   detailed  

plan.   You   can   see   this   is   something   I   started   using.   It's   a   PDF   that   they   all   get.   It's   a  

weekly   training   plan.   This   is   small,   but   these   are   their   goals   in   their   language.   So   it's   not  

my   longterm   and   short   term   like   PT   language   goals.   It's   like,   you   wanna   get   back   to  

running   and   training   so   that   you   can   cross   a   starting   line   if   your   marathon   in   a   month.   I  

know   what   I   need   to   do   to   get   them   there   and   improve   the   range   of   motion,   increase  

the   strength.   These   are   their   goals.   So   they   can   see   every   day   when   they   pull   up   their  

PDF   and   their   plan,   it's   front   and   center   what   they're   working   on.   And   they   have   that   as  

a   motivator.   And   then   right   here   is   the   date   and   then   the   plan.   So   I   may   write,   like   you  

can   go   on   a   30   minute   diagnostic   run   today.   

 

Now,   we're   working   on   strength   and   stability   and   balance.   Here,   if   the   run   goes   okay,  

we   can   up   at   two   45   minutes,   you're   gonna   take   a   recovery   day   here,   Friday,   you're  

gonna   go   back   to   your   rehab,   whatever   it   is   that's   what   I   do.   I   want   my   clients   to   know  

that   I   am   talking   to   them   or   I'm   knowing   how   they   are   between   their   sessions.   They've  

made   the   jump   and   the   commitment   to   come   see   me   on   a   network.   I   want   to   make  

sure   that   they   get   the   best   quality   communication   between   hand.   And   I   don't   know   if  

you   guys   don't   like,   is   it   the   worst   when   you   think   you   know   how   a   session's   gonna  

go?   Like,   yeah,   I'm   gonna   work   on   squats   with   this   person.   

 

And   then   they   walk   in   the   door   and   they're   like,   I've   been   hurting   for   five   days   and   I'm  

just   getting   worse   and   worse   and   I'm   like   limping   around   the   house   and   it   is   split  

second   you   were   trying   to   like   scramble   in   your   head   to   retool,   figure   out   what   you're  

gonna   do   with   the   session.   I   don't   know   if   anybody   else,   like,   I   don't   like   surprises   very  

much   in   my   life   so   that   stuff   I   don't   do   well   with   it.   So   I   would   rather   for   my   own   peace  

of   mind   in   my   own   planning,   know   how   somebody   is   doing   the   day   before   their   PT  

session   so   I   know   what   we're   working   with   and   I   can   tailor   that   session   as   best   I   can   to  

them.   So   another   question,   how   often   do   I   see   an   individual   patient   a   month?   It   is  
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anywhere   from   once   every   two   weeks   to   once   a   week.   My   runners   I'm   seeing   just   by  

nature   of   coaching   them,   not   now,   but   before   all   this   happened.   Two   to   three   times   a  

week,   I   was   spending   time   with   them.   So   if   they   were   still   physically   able   to   run   I   see  

them   a   lot.   For   other   people   that   are   coming   in,   like   it's   either   once   a   week   or   once  

every   other   week.   And   some   of   that   is   left   up   to   cost   can   kind   of   determine   that.   So  

even   there   are   people   that   like   I'm   gonna   go   see   somebody   right   after   I'm   done   with  

this   talk.   And   he   was   somebody   that   I   thought   could   go   once   a   week,   but   he   wanted   to  

come   in   twice   a   week.   He   was   worried   that   he   wouldn't   be   very   motivated   with   his  

home   program.   

 

So   we're   doing   half   hour   sessions   twice   a   week   instead   of   an   hour   or   once   a   week   just  

for   accountability   purposes.   And   he's   paying   out   of   pocket   for   that.   So   in   a   nice   way,   I  

don't   have   to   worry   about   justifying   that.   One   way   or   another   to   insurance   and   it   makes  

sense,   I   think   he   has   a   good   basis   of   why   he   wants   to   come   in   so   I   can   kind   of   honor  

that.   So   again,   why   should   someone's   used,   trying   to   make   this   in   evidence-based   talk  

and   there's   not   really   any   evidence   for   PTs.   But   this   was   a   paper   that   was   in   J   ospiti  

last   year   and   I   love   this   paper.   

 

I   love   Mark   Tondo   and   in   his   group.   They're   awesome   people   and   the   work   that   they   do  

on   ACL   injuries,   but   this   was   such   a   cool   study.   So   this   was   a   patient   and   parent  

perceptions   of   rehab.   So   what   are   things   that   influence   outcomes   after   ACL   injury?   So  

three   themes   that   patients   and   their   parents   are,   these   are   youth   athletes,   saw   as  

things   that   were   help   them   be   successful   with   it   with   ACL   rehab   and   return   to   sport.  

One   was   obviously   the   patient   attributes.   So   the   more   motivated   the   more   confident  

they   were,   they   found   as   a   success   which   I   think   we   all   know.   The   other   one   is   the   PT  

patient   relationship.   So   and   I   think   sometimes   this   is   just   a   reference   of   spend   the   time  

with   somebody,   be   the   guide,   be   the   motivator,   coordinate   the   care,   take   the   time.   And  

sometimes   when   you're   in   your   own   practice,   you   have   a   little   bit   more   freedom   to   do  

that,   which   is   kind   of   cool.   Or   when   you're   in   a   practice   that   you   have   great   mentors  
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and   great   leaders,   they   will   let   you   do   that   and   understand   that   your   patient   care  

comes   first.   And   then   the   third   one   was   the   element,   so   the   clinic   environment,   the  

coordination   among   care   providers.   That   is   a   key   thing   to   success.   So   if   you're   just  

kind   of   like   schlepping   people   through   they're   not   going   to   be   successful   and   they  

know   it.   They   know   that   it's   like   a   cattle   call,   and   I   don't   think   that's   the   greatest   thing  

for   our   profession.   Hate   to   rant   on   that,   but   it's   just   not.   I   saw   this   last   week   on   Twitter,  

Indiana   university,   two   weeks   ago   when   I   was   writing   this   talk,   I   love   this.   And   it   matters  

for   a   business,   but   it   just   matters   for   daily   life.   I   think   this   is   fantastic.   I   think   this   should  

be   on   the   space   of   every   hospital   system,   every   PT   clinic.   I   wanna   print   it   on.   Well,   I  

wanna   print   it   on   my   own.   

 

To   be   honest,   it's   something   that   I   personally   look   at.   It's   saved   on   my   phone   that   I   look  

at   before   I   walk   in.   Your   behaviors   matter.   I'm   gonna   be   honest   this   week.   Like   it's   been  

maybe   tell   some   stories   on   the   way,   like,   I   mean,   everybody's   going   through   tough  

times,   right?   It's   just   things   are   like   bonkers.   This   is   what   I   can   share   stories   if   you   want  

some   comic   relief.   But   I'm   not   going   to   right   now,   cause   I   don't   need   to   complain   to  

you   all   for   this   reason.   I   woke   up   this   morning,   really   angry.   I'm   happy   to   do   this.   This   is  

putting   me   in   a   better   mood.   

 

But   was   I   going   to   come   into   the   talk,   being   angry   and   grumpy.   I   saw   a   client   this  

morning,   I'm   gonna   see   another   one   tonight.   I   did   not   mention   once.   It's   not   there.   I'm  

not   going   into   those   sessions   grumpy   and   angry   and   annoyed   at   the   state   the   world  

right   now.   My   energy   has   to   be   different   for   them.   And   I   think   sometimes,   and   business  

is   hard.   Your   days   are   really   tough.   They   have   a   purpose.   I   love   what   I   do,   but   things  

sometimes   don't   go   the   way   that   they   should.   My   business   is   myself.   If   I   put   out   a  

negative   energy,   that's   a   disservice   to   my   clients.   So   just   understand   that   no   matter  

what,   no   matter   what   we   do   in   life   with   your   family,   with   your   friends,   with   your  

coworkers,   just   your   behaviors   matter   and   there   is   the   energy   you   put   out.   If   it's  

negative,   it's   gender   reflect   negative   on.   Other   people   are   gonna   be   angry   and   grumpy  
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too.   So   anyway,   just   always   remember   that.   All   right.   Step   three   when   we're   talking  

about   getting   started.   Know   your   why.   So   we're   gonna   play   a   little   game   of,   I'll   give   you  

guys   time,   grab   a   piece   of   paper   for   a   second   or   find   something   to   scratch   some   notes  

on.   And   we're   gonna   go   through   this   right   now.   I'll   give   you   a   second   to   kind   of   grab  

something   if   you   need   to.   Actually,   go   ahead   and   grab   it   and   I   will   answer   this   question.  

Thanks,   Stephanie.   Do   you   have   clients   pay   before   after   each   session?   Do   I   offer  

packages?   How   do   I   handle   if   those   visits   in   the   package   are   not   completed?   All   great  

questions.   I   prefer   the   clients   pay   before   the   session.   Jane   has   a   scheduling   feature   or  

a   scheduler   where   they   can   go   in   and   they   can   book   a   session   and   save   their   credit  

card   which   I   prefer.   

 

Like   I   said,   I   don't   like   businessy   things.   I   don't   like   to   worry   about   collecting   money.  

I'm   more   worried   about   my   session   getting   done   what   I   need   to   get   that   person   better.  

So   I   like   to   just,   if   I   can   automate   it   that   way.   Sometimes   though   I   will   have   people   that  

will   just   text   me   and   be   like,   hey,   can   I   come   in?   And   I'm   like,   yeah.   And   then   I   will   have  

to   build   them   after   the   session.   Jane,   the   scheduler   will   spit   out   an   email   to   them  

saying   they   have   an   open   balance   and   they   can   pay   there.   I   do   offer   packages.   So   I   do  

packages   of   four   that   takes   a   cost   down   to   $75   for   per   session   from   $100.   And   then   if  

those   visits   in   the   package   aren't   completed,   to   be   honest   so   I've   been   offering  

packages   for   a   year   and   a   half   now.   I   have   only   had   two   people   in   the   past   year   and   a  

half   that   have   not   completed   the   package.   One   was   missing   one   and   the   other   one   is  

missing   two   of   those   four   sessions.   I   just   keep   in   touch   with   them   between   sessions  

because   I   know   that   the   one   that   was   missing   the   one   ended   up   breaking   their   arm   and  

having   a   different   injury.   And   then   their   physician   told   them   they   didn't   need   PT,   which  

is   crazy,   but   they   just   went   back   into   baseball.   It   was   a   young   boy.   Anyway,   so   I   kept  

communicating   with   them.   The   other   one   I   know   she   was   not   better   yet.   And   so   then  

COVID   hit.   And   I   just   try   to   keep   communicating   with   them.   I   feel   like   they   paid   for   it.   I  

would   rather   have   them   get   the   use   out   of   their   money.   All   right.   So   we're   gonna   do   this  

now.   Hopefully   you   guys   all   have   something   to   write   with.   We're   gonna   go   through   the  
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five   why's.   I   don't   know   if   you've   ever   done   this   before   but   I   think   it's   a   really   good  

thing   to   do   and   revisit   if   you   have.   All   right,   so   number   one,   why   number   one.   Write  

down   why   you   want   to   be   a   physical   therapist   or   why   you   wanna   start   your   own  

business,   either   one.   Or   why   are   you   a   physical   therapist   or   why   you   want   to   start   your  

own   business?   Like   you   might   wanna   say,   I   wanna   help   people.   Just   answer   as   best  

you   can.   No   right   or   wrong   here.   All   right.   So   now   take   that   answer   and   why   about   that.  

So   like,   let's   say   I   wanna   help   people.   Well,   why   is   helping   people   important   to   me?   So  

go   ahead   and   take   a   second   for   that.   All   right.   We're   gonna   build   on   that   again.   So   let's  

say   why   is   helping   people   important   you   to   one   of   your   values?   This   is   the   third   why.  

Why   is   helping   people   or   why   is   your   answer?   Why   is   that?   Alright,   now   the   fourth   why.  

Take   your   answer   to   number   three   and   ask   yourself   why?   We're   obviously   getting  

deeper   and   deeper   here.   

 

All   right.   Number   five.   So   then   why   is   that?   Why   do   you   feel   that   way   about   that   answer  

number   four?   So   really   the   goal   of   this   is   hopefully   by   the   time   you're   done   with   that   is  

to   get   a   good   sense   of   your   core   values   and   your   motivators.   So   really   like   helping  

people's   find   the   why   is   that.   Like   why   do   you   wanna   start   a   business,   is   you're  

interested   in   business   or   what's   that   deeper   why.   What's   driving   you?   And   those   are  

the   things   that   you   need   to   always   remember.   And   that   needs   to   be   your   North   star,  

your   mission,   if   you're   going   to   business,   just   thinking   about   starting   a   business,   or   if  

you've   already   started   one.   

 

So   once   your   why   and   all   those   motivators,   we   go   into   the   business   plan.   So   we   do  

this   to   understand   all   the   aspects   that   you   need   to   do   to   start   a   business.   So   things  

that   you   need   to   look   at   are   your   value,   we   talked   about   that.   You're   marketing,   your  

operations,   like   how   the   heck   are   you   gonna   do   this?   Or   you're   gonna   get   in   your   car  

and   spend   all   the   time   driving   a   soccer   fields,   or   are   you   going   to   stay   planted   in   one  

spot?   Whatever   you   wanna   do   and   then   your   financial   plan.   So   we're   gonna   go   through  

this   a   little   bit.   So   where   do   you   start?   There's   so   many   ways   to   make   a   business   plan  
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and   the   advice   that   I   got   when   I   was   starting   out   was   don't   put   a   ton   of   time   in   this.   It's  

gonna   change.   Obviously,   mine   has   changed   significantly.   Just   start   some   ideas.   You  

just   need   a   starting   point.   And   a   lot   of   times   people   will   start,   I   did   this,   they   told   me  

not   to   make   a   big   long   one   and   I   did.   And   how   many   times   have   I   gone   back   and  

looked   at   that?   Not   really.   I   have   a   one   page   snapshot   of   it   that   I   made   a   summary   of   it.  

I've   looked   at   that   quite   a   bit.   But   those   five   pages   of   mumbo   jumbo,   I   really   could've  

done   put   it   in   that   one   page   and   it   had   a   starting   point   and   just   had   some   structure   and  

just   evolve   from   there.   

 

Something   I've   used   is   something   called   the   business   model   canvas   and   we'll   go   over  

this   and   then   if   we   have   time   at   the   end,   I'll   revisit   it.   I'm   happy   to   do   that.   You   can  

Google   it.   You   have   to   enter   your   email   address   and   then   you   could   download   it.   It's  

just   very   visual.   It's   like   a   blocks   and   you   kind   of   jot   down   ideas   in   the   blocks.   It's   just  

something   that's   a   nice   kind   of   visual.   What   it   does   is   you   look   at   things   and   so   we'll  

just   kind   of   go   over   briefly   on   these,   because   it's   just   a   good   structure   for   any   kind   of  

business   plan.   So   things   that   you   would   want   in   a   business   plan   is   key   partners.   So  

that's   the   people   that   you   can   partner   up   with   to   promote   your   business.   So  

sometimes   it's   bloggers,   sometimes   it's   pod-casters,   sometimes   it's   stores.   For   me,   it  

was   fleet   feet   and   the   one   gym   now,   like   I   said,   I   had   partnerships   with   four   and   now  

it's   kinda   down   to   one   team   schools.   

 

Those   are   your   key   partners.   Activities;   what   do   you   need   to   do   to   perform   really   well?  

Do   you   need   to   set   up   a   scheduling   system   that   they   can   find   really   easily   know   how   to  

schedule   appointment?   Do   you   need   to   ask   your   partners   to   promote   your   business  

and   your   services?   Do   you   need   to   be   a   good   blogger?   What   are   the   activities   that   are  

gonna   get   you   to   where   you   wanna   go?   Resources   are   basically   the   infrastructure  

that's   gonna   deliver   it.   So   it's   a   software   to   build   a   website,   medical   record.   What   are  

those   things   that   treatment   table?   I   have   two   treatment   tables.   I   have   one,   I   think   I've  

mentioned   this   one   is   in   my   car   and   it   goes   with   me   to   running   events,   different   events.  
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The   other   one   is   in   my   office.   It's   also   portable.   I   had   to   bring   it   outside   and   treat  

people   outside   all   week   which   whole   another   story.   But   that's   a   key   resource   there.  

Then   your   value   proposition   we   just   talked   about   that   already,   what's   your   unfair  

advantage.   Then   your   customer   relationships.   That's   what   we've   kind   of   had   some  

good   questions   about   that   so   far.   How   do   you   find   your   customers?   Is   it   word   of  

mouth?   Is   it   social   media?   Is   it   in   person   relationships?   What   are   those   things?   Another  

one   that   I   think   I   forgot   to   mention   when   you   guys   asked   earlier   about   marketing   is  

when   I   started   out,   I   did   do   some   paper   advertising.   It   did   not   work   for   me   at   all.   I   still  

think   there's   a   value   in   that.   I   took   out   ads   and   had   a   golf   and   tennis.   Like   there's   a  

magazine   that   goes   out   to   like   golf   and   tennis   clubs   around   Cleveland.   And   I   took   out  

an   ad   in   that   and   it   was   like   a   $250   ad   and   it   was   a   giant   waste   of   money.   I   had   no   one  

follow   up   on   it.   

 

And   then   also   when   they   sent   me   a   copy   of   it,   it   was   like   this   little   booklet   that   I'm   sure  

it   kinda   looked   like   junk   mail   that   people   would   get   and   just   automatically   toss   in   the  

trash.   So   I   have   done   some   paper   advertising   there   and   there   was   another   newsletter   I  

took   out   there   and   didn't   really   work   for   me.   But   that   is   another   method   and   that   may  

work   very   well   for   some   people.   So   I   think   if   you   can   find   the   right   channel   that   fits   your  

business   and   your   customers,   then   that   is   still   worth   doing.   Then   last   couple   of   things  

in   this   business   proposition   channels,   what   are   you   selling   to   get   to   those   customers?  

So   like   what   touchpoints   are   you   sponsoring   a   blog?   Are   you   doing   there's   like   Google  

ad   words?   Are   you   different   channels   to   get   through?   Are   you   finding   them   at   a   gym?  

Are   you   opening   a   brick   and   mortar?   What   are   those   things?   Then   when   we   think  

about   customers,   you   wanna   get   really   specific   to   who   your   customer   is.   Who's   your  

ideal   patient?   And   I   just   did   an   exercise   with   this.   I've   heard   of   this   and   I've   tried   to   do  

this   and   it's   great   in   theory,   but   you   really   have   to   do   it.   So   what   I   used   to   do,   like   when  

I   first   started   business,   they   advice   I   got   was,   find   your   customer   and   write   out.   So   I'd  

write   out   like,   okay,   middle-aged   active   person   or   like   high   school   soccer   player   may  

have   just   torn   their   ACL   and   you   want   to   market   to   them.   What   I've   found   recently   in  
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doing   this   activity   again,   is   you   need   to   get   more   specific   than   that.   Like   literally   like  

name   them   or   what   I   do   is   I   picture   like,   so   one   of   my   friends   that   is   in   the   running  

group,   I   coach   and   she   talks   to   me   a   lot,   gives   me   great   feedback   about   my   business.  

That's   my   ideal   patient.   I   base   things.   So   I   write   things   for   the   rest   of   my   marketing   as   if  

I   was   talking   that   runner.   It   makes   it   so   much   easier   and   your   message   is   so   much  

more   clear   when   you're   talking   to   somebody   who   is   running   their   fourth   full   marathon,  

but   always   seems   to   kind   of   bonk   out   and   have   trouble   with   hydration   problems   and  

has   issues   being   motivated   halfway   through   their   race   or   their   racing,   doesn't   like  

running   in   the   heat.   Like   that   paints   a   more   clear   picture   of   when   I'm   writing   marketing.  

I'm   gonna   speak   their   language   versus   like   runners,   like   that   kind   of   thing.   So   that   I   can  

not   stress   the   importance   of   that.   

 

And   it's   a   lesson   that   I   kind   of   wrote   off   earlier   on   and   I'm   getting   better   at   doing  

personally.   Then   last   couple   of   things,   cost   structure,   and   then   run   your   revenue  

stream.   So   what's   a   cost   of   getting   a   customer.   So   how   much   does   it   cost   to   pay   for  

that   medical   record?   How   much   does   it   cost   to   pay   for   your   rent,   your   supplies,   all   of  

those   things.   Then   how   do   you   actually   make   money?   Are   you   selling   packages?   Are  

you   doing   one   time   fees?   All   those   things.   So   those   are   important   things   too.   Like   I  

said,   the   Business   Model   Canvas,   you   can   download   that   or   you   can   just   kind   of   jot  

down   your   ideas   for   those   are   really   the   key   parts   of   the   business   plan.   

 

And   this   is   my   one   pager   that   I   do,   this   was,   I   had   like   a   big   long   business   plan   and  

then   I   had   this.   Here,   what   you   can   do   is   use   your...   Arrow,   get   it   correct.   I'll   just   read  

out   loud   for   some   reason.   I   think   my   mouse   is   sticking.   My   arrow   was   working   earlier  

but...   The   brand   promise   here,   so   what's   your   mission?   What's   your   brand   saying?  

What's   your   differentiator?   Then   what   are   your   core   values?   What   are   you   doing   that's  

the   best   in   your   world?   And   then   you   can   kind   of   look   at   other   things.   So   what's   your  

future?   If   you   wanna   kinda   go   out   into   the   future   and   then   in   10   years   and   be   vivid  

when   you're   describing   these   things,   what   do   you   want?   I   wanna   have   a   successful  
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practice   is   not   really   going   to   get   all   awesome,   thank   you.   Thanks   Kathleen,   Oh,  

perfect,   working   now.   Get   a   vivid   description.   So   I   want   to   be   seeing   X   amount   of  

clients.   I   want   to   be   partnering   with   three   teams.   If   plan   change   that's   okay   but   be  

vivid.   Don't   just   be   like,   yeah,   I   wanna   make   some   money.   That's   not   going   to   get   you  

where   you   wanna   go.   Again,   mission   and   purpose   here   and   then   I'm   looking   here   at  

marketing   position.   So   who's   the   area   you   serve?   Who's   your   target   customer?   Who   is  

that   ideal   customer?   What   product   is   it   PT   or   is   it   dry   needling   or   are   you   really   good   at  

manual   therapy?   Or   what   is   it?   

 

And   then   how   do   you   go   to   market?   How   are   you   going   to   advertise   this?   How   are   you  

gonna   be   known   in   the   world?   Where   are   you   gonna   plant   your   flag?   One   of   those  

things.   Then   you   can   also   look   at   within   yourself   and   within   your   business.   What's   your  

PT   practice?   What's   the   strength?   what's   the   weakness?   Where   are   the   opportunities  

and   where   are   the   threats?   Some   ends   this   is   kind   of   a   nice   just   one   pager   that   can  

kind   of   get   you   to   where   you   wanna   go   here.   All   right,   the   legal   stuff.   So   we   get   all   the  

planning   and   the   good   ideal,   that's   where   you   can   brainstorm   and   get   excited   about  

what   you're   doing   and   that's   what's   gonna   drive   you,   which   is   so   important.   But   we   do  

have   to   have   the   reality   check   of   legal   and   in   insurance   consideration.   So   the   first   thing  

is   having   insurance.   

 

So   you   need   liability   insurance.   You   may   have   this   already,   or   you   may   have   it   through  

your   employer.   You   may   have   a   separate   one.   You   can   get   it   through   the   APTA.   I   used  

to   have   a   plan   through   the   APTA.   They   had   a   company   they   worked   with.   I   had   a  

separate   plan   before   I   even   started   my   business.   Just   in   case   I   was   out   in   the  

community   and   somebody   asked   me   for   advice   like   with   the   soccer   team   I   coached   or  

anything   like   that.   Then   when   I   started   my   business,   I   started   shopping   around   for  

other   companies.   And   I   found   another   company   just   starting   to   call   people   for   quotes.  

So   I   have   another   one   that   I   use   for   my   own   liability   insurance.   Something   else   that   I  

was   recommended   was   making   sure   that   I   had   business   auto   insurance.   So   just  
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switching   my   auto   insurance   plan   to   business.   For   me,   it   was   a   little   more   important,   I  

think   because   I   was   spending   so   much   time   in   my   car   driving   to   and   from   different  

places.   So   that   fit   in   it   depends   on   the   type   of   business   that   you're   gonna   be   having.  

Then   understanding   that   there's   four   types   of   businesses   in   terms   of   legal  

classification.   So   there's   a   sole   proprietorship   where   you're   the   only   person.   And   from  

there   you   have,   what's   called   full   liability.   So   if   somebody   gets   hurt,   if   something  

happens,   if   you   get   sued,   you   risk   kind   of   everything.   Everything   is   on   your   shoulders,  

you   could   get   sued   for   everything.   Partnership   is   where   each   person   is   fully   liable.   So  

even   if   the   partner   does   something   wrong   and   you   don't   do   it,   you   are   also   liable.   And  

then   there's   a   corporation.   

 

Corporations,   a   big   corporation   requires   officers.   You   have   an   annual   meeting,   you   can  

issue   stock,   all   of   those   things.   That's   kind   of   bigger   scale.   Other   business   types.  

These   are   things   you   may   have   seen.   They're   limited   liability   company   or   an   LLC.  

You're   only   liable   for   your   investment   in   the   business.   So   this   is   what   I   have.   I   have   a  

single   person,   LLC.   Basically,   if   I'm   only   liable   for   like,   they   can't   take   my   house   or   my  

other   things   that   are   not   involved   in   the   business.   When   you   form   a   business,   you   have  

to   kind   of   classify   yourself   as   a   business   type,   but   then   you   also   have   to   classify  

yourself   in   a   certain   tax.   

 

There's   certain   tax   classifications   and   they're   somewhat   related   but   somewhat  

different.   So   you   need   to   file,   like   in   State   of   Ohio,   I   needed   to   file   for   an   LLC.   I   needed  

to   get   a   registered   trade   name   certification.   And   then   I   needed   to   file   and   get   a   tax   ID  

number   too.   So   that's   kind   of   where,   those   are   all   very   important.   It's   best   to   talk   to   an  

accountant   and   a   lawyer   to   help   you   sort   those   out.   I   did.   I'm   lucky   enough   that   my  

brother   is   an   accountant.   He   does   audits   and   we're   pretty   close.   So   he   helps   me   get   all  

that   setup   and   then   I   had   a   lawyer   set   up   the   LLC.   At   least   in   Ohio,   it's   pretty   easy   to  

file   for   an   LLC,   but   I   just,   I   had   like   zero   business   knowledge   going   into   this.   So   I  

wanted   to   talk   to   somebody   and   just   make   sure   I   had   all   my   ducks   in   a   row   and   there  
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wasn't   some   stuff   I   was   forgetting   about.   Funny   story   about   the   trade   name,   I   went   for  

one   morning   during   this   quarantine,   our   running   group   is   not   running.   We've   had   to  

cancel   the   rest   of   the   season.   That's   a   whole   nother   story.   Went   for   a   run   on   a   Saturday  

morning   where   I   would   have   been   working,   just   went   out   with   my   husband.   And   it  

came   back   and   I'm   like   going   through   my   junk   email   because   I   was   looking   for   another  

email   from   somebody.   And   I   was   like,   Oh,   this   is   strange,   State   of   Ohio   trade   name.   I  

thought   it   was   a   junk   email.   I   don't   know   if   you   all   during   COVID.   I   mean,   I   don't   know.   I  

think   there   were   a   lot   of   scams   out   there.   I   was   like,   this   is   funny.   Like,   I'm   just   gonna  

click   on   it   to   see.   

 

And   it's   like,   your   trade   name   expired   like   a   month   ago.   This   was   an   old   junk.   I   was  

really   going   for   it   back   at   my   junk   pill,   like,   okay,   great.   So   on   a   Saturday   morning,   in  

April,   I   don't   have   a   trade   in.   My   LLC   was   fine.   But   I   don't   have   a   trade   name   and   it's  

one   of   those   like   gonna   be   a   nice   as   relaxing   Saturday   morning   as   you   think.   And  

you're   scrambling   on   the   phone   and   calling   the   State   of   Ohio.   So   I   call   the   number   not  

expecting   anyone   to   pick   up   and   there   was   a   guy   working   from   home   on   a   Saturday  

afternoon,   on   a   Saturday   morning,   I'm   sorry.   And   he's   like,   well,   obviously   our   office   is  

not   open   but   I   can   get   you   put   through   the   phone   right   now   and   I   can   get   you   set   up   by  

tonight.   

 

So   I   don't   know   what   government   office   during   the   quarantine   was   open   on   a   Saturday,  

but   thank   God   for   that   guy   that   come   with   me   to   get   back   in   the   game.   You   have   the  

choice   of   owning   a   business.   You're   always   on   your   toes.   Like   something   is   always  

happening.   So   anyway,   that's   my   story   about   that.   A   couple   of   other   questions,   what  

insurance   company   do   I   have?   I   have   my   liability   insurance   through   Mercer   and   it   was  

a   plan   set   up   for   a   single   person   PT   practice.   So   it's   business   liability   but   like   a   PT.   It's  

like   malpractice   insurance   for   PT   practice.   What's   a   trade   name?   A   trade   name   is  

where   you   can   just   make   sure   that   no   one   else   will   take   it.   It   registers   that   no   one   else  

can   take   CLE   sports,   PT   and   Performance   there.   So   for   me,   it's   a   bigger   deal   to   lose  
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your   LLC   with   texts   things   that   are   wrapped   up   into   it.   In   Ohio   those   don't   expire.   I  

didn't   know   the   trade   names   do   expire.   And   I   actually   did   my   logo   myself.   There's   a   lot  

of   free   or   like   $5   apps   either   online.   There's   something   called   Canva   that   is   free,   or   you  

could   do   a   paid   version.   They   can   help   you   design   logos   and   I   used   a   different   program  

for   mine   called   Logoist.   I   think   it   was   like   a   $5   app,   but   either   of   those,   they   kind   of  

make   it   easy   to   design   things.   There   are   different   websites   that   you   can   search   where,  

there's   kind   of   cool.   You   could   hire   like   freelance   graphic   designers.   I   don't   know   the  

name   of   those   websites,   but   I   do   hear   advertisements   for   them.   So   if   you   ever   needed  

graphic   work   done,   you   could   just   search   one   of   those.   And   I   think   they   pay   flat   rate  

like   just   pay   a   graphic   designer   to   get   something   created   for   you.   Trade   name   for   yeah.  

So   Samantha,   good   question   too.   

 

Like   the   trade   name   is   like   you   mentioned,   just   to   make   sure   that   no   one   is   gonna   take  

my   name.   There   is   someone   in   Cleveland   who   has   a   company.   I   wanna   say   it's  

something   very   similar   to   mine,   and   it's   kind   of   funny   in   the   logo.   Like   my   colors   are  

green,   their   logos   are   blue,   and   I   think   it's   like   called   like   Cleveland   physical   therapy   or  

something   like   that.   It's   kinda   funny.   There's   nothing,   I   mean,   whatever,   I   find   it   more  

like   just   entertaining.   It   was   to   the   point   that   it   was   like   brought   up,   it   got   brought   up   in  

an   old,   where   I   used   to   work.   They   were   thinking   that   was   me   that   was   advertising   for  

things.   It   actually   wasn't   my   company,   it   was   a   different   company.   Anyway,   so   you   can  

have   a   trade   name.   

 

There   will   be   people   that   will   just   like   predatory   journals   that   will   kind   of   change   the  

name   of   a   journal   or   be   very   similar   to   like   general   orthopedic   and   sports   PT   that   does  

happen   to   in   business.   It   just   depends   on   how   much   you   really   wanna   fight   it   or   not.   So  

again,   when   we're   talking   about   LLC   like   tax   classification,   so   there's   the   LLC,   the   legal  

kind   of   classification   of   your   business,   then   that   does   have   relationship   kinda   with   tax  

classification.   Like   I   mentioned,   I   have   a   one   per   single   person   LLC.   Sometimes   that's  

called   a   sole   proprietorship.   And   what   that   is   it's   called   a   pass   through   meaning   that  
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when   I   file   my   income   taxes   every   year,   I   am   paying   that   business   tax   through   my  

husband   and   our   taxes   are,   so   we   file   one   income   tax   form.   I   don't   have   to   file   a  

separate   one   for   CLE   sports,   PT   and   Performance.   There   is   a   section   on   my   tax   return  

that   has   to   do   with   my   business   but   I   don't   have   to   do   anything   separately.   So   the  

bottom   line   is   set   all   that   up   is   talk   to   an   accountant   and   talk   to   a   lawyer   and   have   them  

kind   of   work   that   out.   So   just   understanding   that.   So   yeah   and   I   pay   quarterly   taxes  

through   that   tax   return   there   for   my   business.   So   other   things   to   know   about   LLCs,   if  

you   do   have   one,   keep   separate   bank   account   to   keep   separate   records.   So   I   have   a  

separate   business   credit   card.   I   have   a   separate   business   bank   account.   Sign   your  

name   correctly   so   no   one's   coming   after   your   personal   account.   They've   started  

maybe   the   past   couple   of   years,   I   do   have   to   sign   when   I'm   signing   personal   checks,   I  

sign   my   name.   When   I   am   signing   my   business   checks,   I   have   to   sign   owner   CLE  

sports,   PT   and   Performance   LLC.   Otherwise   they   actually,   they   will   not   cash   the   check.  

I've   had   them   a   couple   of   returned   to   me.   

 

That's   how   I've   realized   I   had   to   start   doing   that.   Also   know   your   States   tax   laws   and  

know   your   business   laws.   And   you   can   get   help   with   that.   Those   are   things   to   talk   to   a  

lawyer   about.   Other   things   just   general   advice   just   for   your   own   general   legal  

protection,   the   nicer   and   the   more   understanding   you   are,   treat   your   customers  

according   to   the   golden   rule.   That's   really   the   bottom.   It   starts   With   that,   not   to   say,   I  

mean,   there's   angry   people.   I   could   treat   somebody   very,   very   nice   and   have   them  

come   back   and   wanna   sue   me.   I   mean,   there's   angry   litigious   people   in   the   world.   I  

think   there's   a   lot   of   really   angry   people   in   the   world   right   now,   just   given   the   times   that  

we're   all   going   through   it.   So   bottom   line,   if   you   bring   good   energy   into   a   space   and  

you're   your   workspace,   if   you   are   understanding,   if   you're   empathetic,   if   you   are  

treating   the   customer   first   and   not   treating   your   own   bottom   line   first,   all   of   those   things  

go   a   long   way   and   just   really   important.   Be   honest,   be   fair,   don't   take   advantage   and  

communicate   well   in   plain   English.   Do   not   give   them   medical   mumbo   jumbo.   That  

customer   is   giving   their   consent,   but   they   need   to   understand   everything   and   know  
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what   you're   doing   as   they're   giving   their   consent.   If   they   don't   understand   it   and  

they're   just   signing   away,   that's   taking   advantage   of   them   and   that's   not   right.   Also  

when   things   go   wrong,   admit   them   and   fix   them   fast.   There   was   a   lawyer   that   I   went   to  

a   talk   from   a   business   legal   business   considerations   and   he   said   that,   almost   every  

dispute   that   he's   on,   the   person   that's   suing   says,   like,   I   just   wanted   an   apology.   So  

just   fix   them   fast,   like   mistakes   happen.   We   all   make   mistakes.   I   make   mistakes   every  

day   in   my   business.   It's   just   understand   and   just   fix   them   and   just   admit   it.   So   yeah,  

and   just   work   with   your   attorney.   You   want   to   make   sure   that   as   I   just   mentioned   a   bit  

mistakes   fix   them   fast,   define   your   business   risks.   So   work   with   an   attorney   and  

understand   where   you're   at.   So   everybody's   a   little   different   in   this   and   that's   not   a  

problem.   

 

We're   all   different   people.   We   have   different   views   on   things.   So   there's   three  

categories   of   risks.   So   there's   basically   anywhere   on   the   continuum   from   somebody  

who   really   plays   it   safe   and   goes   to   like   the   letter   of   the   law   to   people   that   are   like   way  

on   the   cutting   edge   and   risking.   So   risk   averse,   Like   I   said,   people   that   want   to   make  

sure   that   they   are   absolutely   following   every   rule   and   understanding   every   rule   and  

that's   awesome.   Then   there's   people   that   calculated   risks.   So   you   may   get   some   legal  

advice,   but   you're   taking   some   you   know   there's   gray   areas   and   you're   maybe  

understanding   that   there's   a   gray   area   with   something   and   what   are   you   comfortable?   

 

There's   somethings   you   might   be   comfortable   doing.   You   might   push   the   limits   a   little  

more.   Then   there's   the   people   that   like   crave   risks.   This   is   like,   if   you   were   an   investor  

that   you're   going   after   the   most   filed   out   markets,   you're   like   going   to   the   cutting   edge,  

you're   risking   everything.   So   understand   with   a   lawyer,   what   the   risks   are   in   your  

business   and   then   understand   where   you   are   and   how   much   risk   you   wanna   take   on  

with   different   things.   Jill,   good   question.   The   website,   if   you   just   google   Business  

Model   Canvas,   I   think   it   is   like   businessmodelcanvas.com   and   I   apologize   for   not  

having,   I   should   have   just   put   it   on   there.   But   it   will   be   on   there.   There   are   also   like  
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YouTube   videos   that   show   how   to   fill   it   out.   But   if   you   google   Business   Model   Canvas,  

does   have   a   whole   website   dedicated   to   and   you   can   download   it.   It's   a   free   download  

there.   So   thank   you   and   I   apologize   for   that.   I   should   have   put   the   link   for   that   up   there.  

Other   things   to   remember   direct   access   I   take   for   granted.   I   mean,   here   we   have   direct  

access.   If   they're   not   better   within   30   days,   I   need   to   go   back   to   a   doctor.   Can   you  

guys   hear   me   okay   if   I'm   back.   Okay,   good   to   know.   So   other   things   to   just   know   your  

state   laws,   the   other   thing   is   the   PT   compact   and   I   don't   know   all   the   ins   and   outs   of  

this.   Other   than   it   will   allow   you   to   practice   in   other   States.   Ohio   on   June   10th,   we   just  

had   some   PT   compact   legislation   passed   the   Ohio   Senate.   So   it's   very   cool.   We   had   to  

go   onto   the   Ohio   house   of   rep   representatives.   So   we're   not   PT   compact   state.   And  

like   I   said,   I   don't   know   a   ton   about   it   other   than   it   will   allow   you   to   practice   in   other  

States.   If   anybody   kind   of   utilizes   the   PT   compact   in   their   State   or   what   they   do,   feel  

free   to   chime   in   here   and   I'll   just   share   your   comments   on   it.   Other   thing   is   knowing   the  

Medicare   regulations.   

 

I'm   gonna   go   over   Medicare   regulations   with   cash   based   for   now.   In   terms   of   insurance  

for   Medicare,   obviously,   you   need   to   keep   up   with   what   CMS   is   saying.   And   it   is   a   lot   of  

time   that   you   need   to   block   out   a   certain   amount   of   time   and   regular   periods,   in   regular  

intervals   to   know   what   CMS,   if   they   have   any   changes   on   things   or   the   other.   You   need  

to   be   up   on   PT   legislation   and   things   that   are   happening   in,   I   can't   think   of   the   word,  

but   PTs   advocacy.   That's   the   word.   Like   physical   therapy   advocacy   and   things   that  

they   are   kind   of   fighting   for,   or   is   there   a   Medicare   proposed.   Cut   in   the   fee   schedule   or  

with   telemedicine.   They   came   out   with,   there   was   kind   of   a   gray   area   where   we   had  

some   codes,   but   they   weren't   PT   specific   codes.   They   were   the   one   time   code   for  

follow   up   and   electronic,   not   the   synchronous   codes.   Then   Medicare   did   come   out   with  

synchronous   codes.   What   are   they   reimbursing   for   that?   Just   understanding   all   of  

those   things.   And   you   need   to   stay   up   on   those.   You   need   to   stay   up   on   the   regulations  

from   the   insurance   companies   that   you   contract   with   if   you   do.   You   could   hire   an   office  

manager   to   take   care   of   that   for   you.   Or   there   are   companies   that   are   medical   billing  
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companies   that   you   can   kind   of   outsource   and   have   them   offsite   where   that   is   their   job.  

So   either,   either   way,   just   understanding   that   you   have   those   things   in   place.   Again,  

documentation   in   the   medical   record   website,   you   need   a   terms   of   use,   you   need   a  

privacy   policy,   you   need   a   cookies   policy,   you   need   a   HIPAA   policy.   And   then  

somebody   a   client   contract   like   that   their   per   purchase   is   subject   to   terms   and  

conditions.   That's   more   of   your   like   cash   based   or   you're   selling   an   online   course   or  

something   like   that.   But   those   things   are   important.   Oh,   thanks,   Samantha.   I'll   read   this  

for   everybody.   Basically,   if   you're   in   a   compact   State,   you   pay   for   compact   privileges  

and   other   States.   Sometimes   you   don't   have   to   pay   anything   and   a   lot   of   States  

require,   I'm   just   gonna   change   the   chat   window   here.   Perfect.   Thank   you.   Some   of   you  

don't   have   to   pay   anything   and   a   lot   of   States   required   a   jurisprudence   exam.   There's   a  

good   table   from   the   PT.   

 

Oh,   thank   you,   that's   awesome.   So   I   don't   know   if   you   guys   can   all   see   that   if   not   we  

can   kind   of   post   it   for   everybody,   but   the   PT   comeback   website   is   there.   We   can  

wonder   if   there's   a   way   we   can   kind   of   link   this   up   at   some   point.   Perfect,   thanks  

Kathleen.   It's   coming   up   right   there   for   you   guys   so   you   can.   That's   awesome,   thank  

you,   Samantha.   I   know   it   was   kind   of   neat   seeing   if   anybody   was   at   CSM,   there   was   a  

PT   compact   booth   and   I   think   a   couple   of   the   sections   had   a   programming   on   it.   So  

which   is   kind   of   neat,   kind   of   exciting.   It's   something   that   I   honestly,   like,   I   went   there   in  

February   and   then   just   thought   it   was   cool,   then   think   much   of   it.   And   then   in   March  

when   more   and   more   thing   are   going   online   and   you   think   about   your   services,   could  

they   be   used   in   another   state?   It's   something   that   would   help   people   who   are   in   States  

that   are   compact   States   and   they   wanna   treat   people   out   of   state.   We   cannot   right   now  

in   Ohio.   So   in   terms   of   Medicare,   obviously   there's   the   insurance   based   considerations.  

I   think   we're   a   little   more   familiar   with   those.   I   have   to   generally   stay   up   on   those.   I  

don't   spend   as   much   time   but   I   do.   Like   I   had   to   understand   the   telemedicine   codes  

and   different   things   like   that.   Because   I   have   to   have   an   understanding   of   them   to   base  

what   I'm   doing   and   what   other   insurances   are   doing.   That   being   said   these   are   the   out  
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of   network.   So   you   can   have   three   relationships   with   Medicare.   One   is   you   can   be   a  

participating   provider,   meaning   that   you   cannot   accept   self   payment.   You   have   to   bill  

Medicare   directly.   So   you   have   your   Medicare   participant,   you   bill   for   Medicare.   Let's  

say   somebody   comes   in   and   there's,   I   don't   know   for   some   reason   they   would   wanna  

pay   cash,   but   there   are   Medicare,   that   person   is   a   Medicare   beneficiary,   that   is   illegal.  

You   can't   do   that.   You   have   to   bill   Medicare.   Then   you   could   also   be   a   nonparticipating  

provider,   meaning   that   Medicare   will   reimburse   the   patient,   but   then   you   can   bill   the  

patient   and   then   Medicare,   they   will   turn   around   and   get   out   of   network   benefits   from  

Medicare.   

 

As   of   now,   PTs   are   not   allowed   to   be   non   participating   providers.   We   were   not   written  

into   the   legislation   for   that.   It's   physicians   are   in   it   and   some   other   groups,   but   we   are  

not   in   that   legislation.   We   were   just   left   off   of   it,   of   the   bill   that   allowed   that   to   happen.  

So   basically,   that   number   two   would   be   if   PTs   were   able   to   do   this,   it   would   be   like  

what   I   do   where   it's   out   of   network,   where   somebody   is   medical   mutual   and   they   pay  

cash   for   me   I   give   them   a   receipt   and   they   turn   it   in   and   they   get   some   out   of   network  

benefits.   

 

Again,   it's   not   opting   out,   it's   just   I'm   not   participating.   But   PTs   can   not   do   that.   The  

third   one   is   where   you   have   no   relationship   whatsoever.   And   that's   basically,   if   I'm   not  

number   one   and   I'm   not   allowed   to   be   number   two   as   a   cash   based   PT   I'm   number  

three.   No   relationship.   What   that   means   is   I   am   no   relationship   and   it   is   only   okay   to  

accept   self   payment   for   services   that   are   not   covered.   So   I   technically   cannot   see   a  

Medicare   patient.   Physical   therapy   is   a   covered   service.   They   cannot   opt   out   if   they  

have   a   Medicare   paying   for   them.   They   have   to   go   to   a   Medicare   provider   for   physical  

therapy.   They   cannot   come   see   me.   So   it's   kind   of   hard   to   understand,   and   I'm   happy  

to   answer   any   questions   about   that,   but   those   are   the   three   relationships   there.   That's  

a   duplicate   side,   I   apologize   for   that.   So   in   terms   of   what's   covered   and   what's   not,  

there's   three   scenarios   where   Medicare   won't   cover   PT.   One   is   like   a   prevention,  
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wellness,   fitness.   So   if   I'm   seeing   somebody   for   fitness,   like   I   have   a   man   who   is   in,   he  

is   72   and   he   comes   to   see   me   literally   just   for   fitness.   He   was   going   to   a   gym   to   a   large  

group   workout   class   down   the   street   and   he   decided   he   wanted   personal   training.   So   I  

work   with   him   twice   a   week   for   personal   training.   We're   not   doing   physical   therapy.  

He's   never   been   sitting   on   my   treatment   table   at   any   time.   We're   doing   general  

workouts   for   an   hour.   Wellness,   fitness,   prevention.   Another   scenario   is   a   technicality.  

It's   missing   the   signature   on   the   plan   of   care.   I   think   we   all   live   that   where   we're   trying  

to   get   people   to   those   docs   to   sign   those   stupid.   That's   they're   not   stupid   to   sign   this  

plan   of   care   and   the   doctor's   like,   why   you   keep   bugging   me.   And   then   the   third   one   is,  

which   services   are   not   considered   reasonable   and   medically   necessary.   I   think   anyone  

who   has   worked   in   a   hospital   or   insurance   based   system   lives   that   every   day   to   trying  

to   make   sure   that   we're   skilled   PT   services.   

 

So   if   you   are   a   participating   provider,   treating   somebody   who's   met   the   therapy   cap   but  

you   still   think   they   need   PT,   but   they   met   their   cap.   You   still   can't   accept   cash   after  

that.   You   have   to   use   a   KX   modifier.   And   I   think   people   who   deal   with   that   on   daily  

basis   understand   what   I'm   talking   about.   Maintenance   care.   They   may   not   ever   cover  

that   but   there   has   been   some   court   cases   that   have   made   that   kind   of   complicated.   So  

just   understanding   that   those   things   are   the   scenarios   for   that.   Julia   was   asking,   when  

can   you   see   a   Medicare   patient   for   cash?   

 

Good   question.   So   if   it's   wellness   prevention,   fitness,   you   are   not   doing   any   physical  

therapy   or   basically   acting   like   a   personal   trainer,   a   core   five   personal   trainer,   that   is   a  

gray   area.   Again,   there's   obviously   risk   and   somebody   could   come   back   to   you   and  

say   practice   at   the   highest   level,   you   have   a   PT,   how   do   we   know   you   weren't   doing  

PT?   But   those   are   scenarios   or   Medicare   wouldn't   cover.   Or   it's   not   considered  

reasonable   medically   necessary.   It's   not   skilled   anymore.   That   kinda   thing.   Samantha's  

the   legal   website   into   the   notes   as   well   and   also   the   insurance   provider   you   use.   Yes.  

The   insurance   provider   is   on   Mercer.   There   wasn't   a   legal   website.   It's   just   kind   of  
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some   general,   those   were   just   some   general   kind   of   things   to   know.   The   one   that   I   will  

tell   you   that   I   will   give   you   as   a   reference   right   now,   is   this   Medicare   and   cash   based  

PT.   There   is   someone   named   Jared   Carter   who   is   also   a   PT   and   he   does   a   lot   of  

consulting   and   he   wrote   a   book   on   Medicare   and   cash   based   PT   that   outlines   all   these  

legal   considerations.   So   jaredcarter.com.   We   can   link   that   up   as   well   and   then   there   is   a  

PT   lawyer   who   also   deals   with   this   and   that   somebody   that   I   consulted   with   her   name  

is   Gwen   Simons,   S-I-M-O-N-S.   I   think   she's   out   of   New   Jersey   and   I   think   she's   a   PT  

and   a   lawyer   which   is   very   cool.   Somebody   who   understands   what   we   do   in   the   legal  

ramifications   from   that.   Cool,   thank   you   guys.   Thanks   Melissa,   for   putting   that   up   there.  

Anna   is   asking   if   I   have   any   experience   providing   nonprofit   PT   services.   And   that's   a  

great   question.   I   mean,   there   is   a   lot   of   nonprofit   organizations   like   Girls   on   the   Run   that  

are   around   me   and   other   things.   

 

Other   than   I   work   at   a   school   and   I   don't   work   at   Beaumont,   I'm   there   to   be   there   and   I  

do   all   of   their   rehab   in   house.   I   don't   use   that   as   a   referral   source   to   be   honest.   I   don't  

bring,   try   to   get   people   that   are   there   and   like   refer   them   back   out   to   my   clinic   and  

make   money   off   of   that.   So   they   are   a   nonprofit,   they're   a   private   all   girls   school.   That's  

a   very   diverse   socioeconomic   backgrounds,   very   diverse   cultural   too   which   is   why   I  

love   being   there.   

 

But   that's   probably   the   most   extent   of   a   nonprofit   that   I   do.   I'm   trying   to   think   if   there's  

any   other   communities   or   places   that   I've   worked   with   but   that's   about   it.   Try   is   asking  

if   you   have   a   Medicaid   number   is   this   different   than   being   a   Medicare   provider.   That's   a  

great   question.   I   do   not   know   if   anybody   else   wants   to   chime   in   on   that.   I   don't   think  

it's   different   because   I   think   they   both   go   through   CMS,   but   I   do   not   know   for   sure.   But  

that   is   a   good   question.   I   think   obviously   there's   some   differences   with   Medicaid  

versus   Medicare,   but   I'm   wondering   if   it's   the   same   kind   of   provider   number   through  

CMS.   I   do   have   an   NPI.   I   have   a   separate   NPI,   national   provider   number   but   I   don't  

have   a   relationship   with   Medicare.   So   I   do,   like   I   said   I   do   have   an   MPI   for   just  
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registration   and   kinda   legal   purposes.   Simon   is   wondering,   is   it   important   to   consider  

insurance   regulations   if   you're   only   providing   cash   base?   Yes.   And   this   is   a   great  

question.   It   is.   Yes,   you   still   have   to   be   kind   of   up   to   date   on   insurance   regulations.  

That's   why   I   try   to   stay   up   to   date   as   much   as   possible.   I   do   put   ICD   10   codes   and   I  

put   billing.   So   I   will   write   the   CPT   code   for   PT   evaluation   or   manual   therapy   or   whatever  

I'm   doing   and   however   many   units,   15   minute   units   on   there   this   uni,   because   if   they  

are   turning   it   in,   they   need   that   documentation.   They   need   those   codes   if   they   need   to  

get   reimbursed   for   out   of   network.   So   even   if   you're   out   of   network,   you're   still   kind   of  

that   self,   that   document.   I   still   have   to   stay   up   to   date   on   those.   Like   when   all   the   new  

telemedicine   codes   and   regulations   came   out   I   was   doing   telemedicine   because   I  

closed   my   clinic   in   March   and   April.   

 

So   I   had   to   do   all   those   things   too.   Awesome,   thank   you   guys.   Legal   considerations,  

like   I   said,   Medicare   the   bottom   line   is   just   understanding   if   you're   a   participating  

provider   understand   the   regulations.   If   you   don't   have   a   relationship,   understand   the  

regulations,   have   procedures   in   place.   Talk   to   an   attorney.   Gwen   did   an   online  

consultation   with   me.   It   was   awesome.   I   logged   in   from   a   coffee   shop   between   soccer.  

This   was   back   when   I   was   starting   and   I   was   going   back   and   forth   on   soccer   fields.   So  

yeah   and   I   was   able   to   drop   some   paperwork   to   kinda   protect   me   and   work   with   my  

practice.   

 

And   she   was   great   at   explaining   all   of   those   rules   and   regulations.   So   accounting  

terms,   like   I   said,   my   brother   is   an   accountant.   A   big   family   joke,   my   parents   are  

pharmacists,   but   my   dad   has   a   healthcare   consulting   practice.   They   both   have   their  

licensed   there   and   they're   mid   60's.   Neither   of   them   are   practicing,   but   they   both   have  

their   license.   My   dad   is   straddles   both   realms   of   business   and   having   a   clinical   kind   of  

career.   My   brother's   an   accountant   and   I'm   a   PT   and   the   family   jokes   all   the   time   where  

they'd   start   talking   business.   My   brother   and   my   dad   and   I   would   zone   out   and   be   like,  

I'm   never   gonna   use   this   stuff.   This   is   boring.   Can   we   talk   about   healthcare?   And   my  
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brother   would   get   annoyed   when   we   talked   about   healthcare,   because   we're   talking  

about   business.   That   being   said,   now   I   have   to   know   all   of   these   things   and   he   reminds  

me   of   it.   He's   reminded   me   of   it   pretty   much   every   day   for   the   past   five   years   since   I  

opened   my   practice.   And   these   are   important.   Take   note   of   these.   These   are   going   to  

show   up   on   your   quiz   some   of   them.   Okay,   your   assets,   and   you   have   to   know   these  

terms.   Like   you   have   to,   unfortunately.   There's   no   way   around   this.   To   keep   your  

business   running   you   gotta   know   these.   Asset   are   the   things   that   your   business   owns.  

So   it's   your   cash,   your   computers   or   real   estate.   If   you   have   a   brick   and   mortar,   all   of  

those   things.   Liabilities   are   things   you   owe.   The   rent   I   pay   for   my   spot   in   the   gym.   My  

medical   record,   other   companies,   all   of   those   things.   

 

When   you   were   trying   to   account   and   make   accounting   documentation   on   your  

balance   sheet   is   a   snapshot   of   your   business.   So   that   lists   all   of   these   things   out.   So  

you   know   if   you're   gonna   be   in   the   hole   a   little   bit,   are   you   a   debt   or   not   or   you   need   to  

understand   those.   And   then   your   bank   reconciliation,   that's   a   crosscheck.   That's  

important.   You   have   to   make   sure   that   your   accounts   match   what   your   bank   is   showing  

and   that   is   a   task   that   you   have   to   do,   or   you   have   people   that   you   hired   to   do   it.   I'd   do  

it   myself   and   that's   why   I'm   laughing.   There's   times   that   I   am   just   on   it   and   I   am   so  

good   and   there   are   times   where   I'm   like,   Why   is   this   not   reconciling?   And   I'm   like  

pulling   my   hair   out.   

 

But   it's   very   important.   So   revenue,   this   is   what   you   earned   before   you   take   out   like  

your   expenses,   taxes,   and   other   things.   People   talk   about   like   a   revenue   stream,   and  

that's   kind   of   the   idea   you   wanna   keep   flowing.   You   wanna   keep   money   flowing,   so   you  

have   money   to   cover   everything.   And   then   your   revenue   minus   the   expenses.   So  

what's   left   over   at   the   end   is   your   profit.   Things   that   are   your   overhead.   That's   what  

you   have   to   pay   to   run   a   business.   So   it's   your   rent,   your   workout   equipment.   Luckily   I  

have   a   gym   that   has   workout   equipment,   and   they're   also   about   letting   me   use   it.   If   not,  

you're   buying   equipment,   website   costs,   marketing,   all   that.   And   then   the   working  
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capital,   that's   what   you   have   for   your   day   to   day.   What   you   have   that   you   can   use   for  

day   to   day   things   that   come   up.   Samantha's   scheme,   once   tele-health   is   no   longer  

covered   by   insurance.   Maybe   that   won't.   Yeah,   I   think   nobody   really   knows   at   this  

point,   right.   They're   thinking   it   will,   but   we   don't   know   to   what   extent.   But   if   it   does   to  

tell   a   health   practitioner   is   still   need   to   bill,   like   we're   billing   to   insurance.   I   think   it  

depends   on,   I   know   that   my   friends   that   are   in   practices,   like   in   hospital   systems,   I  

think   they   are   still   billing.   They're   still   kind   of   checking   the   the   CPT   codes   and   the  

codes   for   telehealth.   But   it's   hard   to   say   like   how   much   they   will   get   reimbursed   or   if  

they   will   or   what   it   is   for   that.   It   is   a   crazy,   it's   good.   They've   taken   a   step   in   the   right  

direction   by   allowing   that,   we   have   those   now,   but   I   think   there   are   still   some  

unknowns.   

 

And   like   I   said,   if   I'm   wrong   with   that,   something's   happened   in   the   past   maybe   three  

weeks   since   I've   asked   somebody   for   advice   on   that   chime   in,   because   I'd   rather   this  

be   up   to   date.   Accounting,   profit   and   loss   statement.   This   is   something   you   need   to  

know   often.   Your   accounting   software,   your   account   can   spit   these   reports   out.   I   can  

do   that   on   my   accounting   software   and   send   it   to   my   accountant   when   I   need   to.   It's  

called   a   P&L.   It   measures   your   sales   and   expenses.   It   measures   the   activity   of   a  

business.   I   can   look   at   it.   What   is   my   profit   and   loss   over   a   month?   What's   my   profit  

and   loss   over   quarter?   

 

When   I'm   doing   my   income   taxes,   I   need   to   know   what   my   profit   and   loss   is   over   the  

past   year.   Amy   is   asking   what's   the   last   point   on   the   last   slide   I'll   flip   back   here   for   you.  

The   working   capital   is   your   cash   available   for   you   need   for   your   day   to   day.   So   bottom  

line   with   accounting   is   know   your   expenses,   like   know   that   if   I'm   gonna   make   $100   on  

a   client,   like,   what   does   that   really   cost?   Am   I   paying   for   my   rent?   Am   I   paying   for  

website   costs   all   of   those   things.   And   you   need   to   be   up   to   date   on   that   so   you're   not  

overspending.   What   are   your   marketing   costs?   What   are   your   rents?   I   try   to   keep   my  

overhead   so   the   cost   to   run   a   business   as   low   as   possible.   Worked   really   well   for   me,  
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as   much   as   I   was   driving   and   doing   things   out   of   my   car.   Wasn't   paying   rent   in   the  

beginning.   It   was   a   good   thing.   Now,   I'm   down   to   one.   I   had   worked   out   really   kind   of  

unique   partnerships   with   each   of   the   gyms   that   I   was   at.   The   one   I'm   at   now   basically  

made   me   an   offer   that   was   like   amazing   compared   to   what   I   was   doing   with   the   other  

locations.   So   I   ended   up   getting   that's   why   I   moved   to   the   one   that   I   showed   you  

pictures   of.   It's   also   10   minutes   from   my   house.   And   then   I   also   had   another   second  

location   in   the   central   part   of   town,   because   if   anyone   understands   Cleveland   like   East  

side,   West   side   is   a   thing   and   like   West   siders   don't   wanna   drive   East   and   East   siders  

don't   wanna   drive   West.   So   I   had   like   one   in   the   central   location   that   West   siders   that  

was   okay   for   them   to   drive   to.   

 

That   gym   had   to   close   because   of   COVID.   It   was   a   great   little   personal   training   gym,  

just   a   studio   with   some   really   smart   people   that   worked   there   but   it   unfortunately   was  

unfit.   They   decided   not   to   renew   the   lease   in   June.   So   now   I'm   down   to   one   location  

which   it's   10   minutes   from   my   house.   It's   10   minutes   from   high   school   I   work   at.   It's  

down   the   road   from   one   of   the   locations   of   the   running   group   so   when   that   starts   up.  

Again,   so   all   of   that   does   work   well   for   me.   I   have   more   time   to   devote   on   business   and  

patient   care.   

 

But   that's   just   how   things   are   shaken   out,   unfortunately.   So   back   to   accounting,   keep   a  

separate   bank   accounts   for   your   business,   keep   receipts   for   everything,   have   a   system  

to   invoice   your   customers.   Sometimes   like   Jane   does   it   all   for   me,   which   is   great.   I   just  

click   a   button   that   says,   it   spits   out   a   pay   balance   invoice   and   automatically   sends   it   to  

my   people.   So   they   know,   if   there's   somebody   that   didn't   pay   upfront,   I   can   just  

automatically   do   that   and   just   stay   on   top   of   your   bookkeeping.   Don't   let   it   lapse  

because   then   you're   going   back   and   doing   like   months   at   a   time   and   that's   not   fun.  

And   you're   more   prone   to   mistakes.   Trust   me   on   this.   You   are   more   prone   to   mistakes.  

Like   you   think   you'll   remember   what   you   did   in   like   March,   but   you   won't.   I   try   to   make  

a   practice   like   every   Monday   to   do   it.   And   then   it   takes   like   15   minutes.   I   could   just   go  
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through   and   click   through   and   reconcile   and   then   I'm   done   for   the   week.   All   right,  

pricing.   There   were   some   questions   about   pricing   earlier.   It's   an   art,   it's   not   a   science.  

This   is   the   thing   that   stresses   me   out   most.   I   hate,   like   I   said,   I   hate   asking   people   for  

money.   I've   been   told   a   lot   that   I   undercharged   for   people   or   that   I   under   bill   a   lot.   It's  

not   my   thing.   I   don't   like   to   but   I   mean,   I   have   to   keep   my   doors   open.   I   have   to   put  

food   on   our   table   somehow.   So   it's   important,   but   just   it's   an   art.   And   it's   something  

that   it   depends,   if   your   insurance   based   your   price   is   dictated   by   insurance,   maybe   it  

takes   the   guesswork   out.   So   that's   a   benefit   of   being   an   insurance   based   practice.   For  

me,   I   have   to   make   sure   that   it's   something   that   people   are   willing   to   pay,   but   then   I'm  

still   not,   the   value   that   I   provide,   that   I'm   still   being   true   to   myself   too.   So   when   you  

think   about   like   things   that   influence   that,   one   is   your   location.   One   is   the   potential  

sales   volume.   

 

One   is   a   customer   demand   and   the   other   one   is   economic   conditions.   Like   right   now   is  

not   a   great   time.   Some   people   do   not   have   money   to   spend   an   extraneous   things.  

You'd   have   to   understand   that.   When   I   went   in   March   and   April,   when   I   was   exclusively  

doing   telemedicine,   that   was   a   lower   price   point.   And   it   just   it's   different.   And   that's  

because   people   tended   to   think   that   it   wouldn't   be   a   quality   care.   Now,   I   think   that   I  

can   have   conversations   with   people   over   telemedicine   that's   the   same   load  

management,   it's   the   same   education.   It's   me   watching   them   do   single   like   Swan,   look  

at   their   biomechanics.   

 

I   think   I   can   do   a   decent   job   but   their   perception   and   I   heard   it   more   than   once   was  

like,   what   are   we   really   gonna   get   accomplished   over   this   video   call?   And   I   had   to   show  

them   the   value.   But   getting   that   initial   sell   when   they   were   used   to   coming   in   and  

having   me   work   on   them,   or   having   me   watch   them   go   through   exercises   in   person,  

their   perception   was   different.   So   that   price   point   I   couldn't   charge   $100   for   that.   So  

yes,   Jill,   Jane   is   a   website   and   you   ended   up   being,   when   you   subscribed   to   it,   you   can  

like,   I   have   a   Jane   app   on   my   phone   that   has   my   schedule   on   it.   And   I   have   a   Jane,  
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they   now   the   Jane   telemedicine   app   on   there,   which   is   pretty   cool.   The   website   though  

is   called   janeapp.com   I   believe.   Yeah,   it   is   Jane,   if   that's   wrong   somebody   correct   me.  

If   you   plug   it   in   and   it's   not   working,   but   so   it's   on   our   bookmark.   So   I   just   click   it   and  

do   it   on   my   browser.   I   actually   don't   think   about   it   as   much.   So   again,   like   I   mentioned  

with   pricing   and   back   to   that,   things   that   you   need   to   look   at   for   your   pricing   is  

important.   Looking   at   the   demand   and   test   and   retest.   So   you   may   have   to   play   around  

with   your   pricing.   That's   okay.   This   was   an   interesting   analogy.   Your   patients   or   your  

clients,   this   is   the   general   business,   but   I   think   you   could   all   probably   understand.   We  

all   probably   have   client   patients   that   we   work   with   it   that   fit   into   one   of   these   groups.   If  

you   think,   remember   Charlie   and   the   Chocolate   Factory,   Willy   Wonka.   Oh,   cool,   thanks  

Jeff.   

 

Yes,   janef.com   is   it.   Your   clients   are   gonna   be   one   of   those   four   groups.   It's   such   a  

great   representation   of   the   way   that   people   act   when   their   consumers.   Veruca   Salt   is  

the   I   want   it   now.   Like   I   need   it   now.   I   need   that   appointment.   Excuse   me,   I   just   put   my  

head,   I   need   it   now.   I   need   that   appointment.   I   want   this   and   I   wanna   come   see   you  

and   they're   all   all   in   gung-ho.   And   those   people   are   great   too.   I   mean,   all   these   people  

have   different   roles   and   how   they're   gonna   fill   out   your   business.   Violet   wants   it   to   be  

cool.   They   want   it   coolest   recovery   technique.   They   want   the   thing   that   they   read   about  

in   Runner's   World.   

 

They   want   the   thing   that   does   Lyndon,   just   actually,   she's   awesome,   she's   one   of   my  

heroes,   but   they   want   the   thing   that   athlete   was   like   in   the   bod   pod   does   doesn't   do  

those   kinds   of   things.   Whatever   LeBron   was   new   recovery   wise   that   he   was   doing,  

those   are   your   violets.   And   then   there's   the   people   that   are   Charlie   that   are   just   quieter  

but   loyal.   Those   are   the   people   that   have   been   with   me   for   the   past   five   years   that   I  

know   their   family,   I   know   that   they're   gonna   come   in.   They   are   my   family,   those   people.  

And   then   there's   the   fanatical,   like   shout   it   from   the   rooftop   people.   Interesting   things  

about   those   kind   of   groups   of   people,   just   understanding   that,   over   time   the   Charlie's  
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are   your   great   longterm   customers.   The   Veruca   Salt   are   great   in   the   short   term.   They  

want   it   now   and   same   with   the   Augustus's.   They're   gonna   move   on   to   the   next   thing.  

They're   like,   did   they   want   it   now   and   then   they're   gonna   move   on.   So   you   need   a   mix  

of   those   people.   The   Veruca's   or   the   Augustus's   are   gonna   be   your   early   adopters,   and  

those   are   all   very   important.   But   then   you   need   those   people   that   are   loyal   and  

sometimes   it   hurts   when   that   person   that   was   so   fanatical   just   moves   on   to   the   next  

shiny   object.   But   if   you   have   a   bunch   of   Charlies,   it   balances   it   out   and   that   there'll   be  

more   Augustus's   that   come   along   too.   Strategies,   things   to   do,   like,   just   things   to   think  

about.   Like,   do   you   discount,   do   you   do   packaged   services?   The   80/20   rule   goes   so  

it's   called   the   law   of   the   vital   few.   No   one's   heard   of   this.   It's   just   a   general   kind   of  

business   thing.   The   hypothesis   is   that   80%   of   your   sales   come   from   20%   of   your  

clients.   

 

There's   a   book   called   "The   80/20   Rule".   Also,   if   anybody   is   reading   Tim   ferriss'   books,  

"The   4-Hour   Workweek"   of   it's   kind   of   a   famous   book.   He   references   it   to.   But   your  

20%   are   going   to   generate   your   80%.   So   just   think   about   things   and   strategies   and  

understanding   when   you're   marketing   to   certain   people.   When   you   talk   about   that   ideal  

customer,   those   people   that   really   get   you   and   you   get   them,   that's   where   you're   gonna  

build   a   strong   practice   from,   are   those   people.   

 

And   then   everybody   else,   if   you   think   of   a   bullseye,   your   ideal   customers   in   the   center  

of   the   bullseye,   and   you   were   lasering   in   on   that   there's   all   those   other   rings   around   the  

bullseye   too,   that   will   you'll   hit   but   the   80/20   is   important.   And   then   the   last   thing  

before   we   talk   about   marketing   is   financing.   So   if   you   need   to   have   financing,   obviously  

there's   things   like   friends   and   family   can   give   you   a   loan.   There's   angel   investors,  

there's   venture   capitalists.   You   just   have   to   know   how   much   you   need   for   this,   or   if   you  

need   it   or   not   or   you   can   start   you   find   a   way   to   do   know   overhead.   It   depends   on   your  

business.   It   depends   on   what   you're   trying   to   do.   I   didn't   have   to   start   with   any   special  

financing,   but   I   didn't   start   with   much   overhead   too,   so   I   mean,   did   I   build   something.   I  
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love   to   build   like   the   highest   end   sports   performance   place,   but   I   wanted   to   be   where  

people   were   practicing.   So   I   was   practicing   soccer.   So   instead   I   got   in   my   car   and  

drove   to   them   because   I   didn't   want   them.   I   didn't   think   that   there   would   be   a   draw   to  

get   them   to   my   place.   That   could   be   wrong.   I   know   somebody   who   built   this   amazing,  

is   so   stinking   cool,   sports   performance   complex,   and   she's   got   people   coming   through  

her   door   like   crazy   and   it's   awesome.   It   just   depends   on   what   you   need,   how   much  

money   you   need   to   do   what   you   wanna   do.   So   marketing.   All   right,   yeah,   this   is   the   last  

thing.   Last   section   of   slides,   and   we're   gonna   wrap   up   probably   like   five   till.   If   you   guys  

have   questions,   throw   them   in   before   then   and   then   we'll   try   and   take   some   questions.  

So   marketing,   this   is,   as   anybody's   heard   of   Sweat   X   laundry   detergent,   sometimes  

different   teams   use   it.   

 

One   of   my   good   friends   asked   me   to   do   it.   He's   the   vice   president   of   sales   for   Sweat   X  

and   he   asked   us   to   do   a   marketing   campaign   for   him   where   they   had   this   new   product  

with   their   new   like   travel   pack.   And   he   asked   us   to   take   it   to   different   spots   in  

Cleveland   and   like   take   selfies   with   it   so   that   he   could   use   them   in   his   newsletter.   So  

this   is   this   kind   of   help   each   other.   And   I   think   if   you   are   a   small   business   owner,   you  

have   an   appreciation   for   other   people   going   through   the   same   things   you're   doing.   So  

marketing,   you   need   to   build   a   strong   brand.   

 

That   seems   so   cliche.   Just   understand   that   unique   thing   that   you're   selling,   sell   that,  

show   people   that,   make   people   understand   that   it's   unique   and   it's   special.   Do   your  

research.   So   what   market   is   there   for   your   product?   What's   the   available   market?   And  

then   just   constantly   reevaluate.   Meet   your   customer's   needs.   That's   how   I   learned   to  

stop   calling   myself   like   Dr.   Mac   with   all   my   initials   to   the   public.   Like   when   we   talk  

professionally,   that's   a   different   story.   We   all   I   think   do   that   and   that's   fine.   I   think   that's  

a   good   thing.   But   to   the   public,   they're   like   what?   What   are   you?   I   need   to   explain   what  

I'm   doing   instead.   Couple   other   tools,   my   website   and   I'll   put   this,   I   do   WordPress.  

There   are   other   ways   to   have   WordPress   or   sorry,   websites.   There's   what   is   it   Wix,  
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there's   Square   space.   Those   are   places   that   you   can   build   your   own   website   pretty  

easily.   I   went   on   GoDaddy   and   I   bought   a   domain.   So   you   buy   a   do   buy   the  

sealysportspt.com,   and   then   they   have   a   partnership   with   WordPress.   I   also   bought   a  

WordPress   like   account.   And   they   start   from   like   free.   You   can   do   this   like   for   free   to  

like   higher   end   things.   And   then   I   bought   a   template.   It   was   also   free   templates   for  

websites.   And   then   you   can   build   this   out.   You   can   also   hire   people   freelance.   A   couple  

of   years   ago,   I   hired   somebody   for   a   pretty   flat   rate   to   just   kind   of   retool   my   website.  

And   he   did   an   awesome   job.   I   called   like   10   people   and   I   decided   on   one.   Other   things,  

social   media.   So   just   make   sure   that   you're   talking   to   your   right   buyer   and   the   people  

that   are   going   to   align   with   your   brand.   And   then   you   can   do   things.   You   can   schedule  

posts   out.   

 

So   I'll   schedule   like   a   week   of   posts   out   and   then   have   them   kind   of   spit   out  

automatically.   So   you're   not   having   to   remember   like,   Oh   shoot,   I   was   gonna   post   it  

two   o'clock   on   Tuesday.   There's   ways   that   you   can   automate   those   things   and   just  

kind   of   batch   them   out.   Something   to   do   with   that   is   there's   something   called   Buffer.  

And   then   there's   something   called   Hootsuite.   Those   are   two   system   that   will   kind   of  

help   you   to   do   that   with   social   media.   We   talked   about   word   of   mouth.   You   just   have   to  

have   a   strategy   or   plan.   

 

You   can't   just   kind   of   like   Willy   nilly   and   be   like,   Oh,   I'll   try   this   or   I'll   try   that,   that   kind   of  

thing.   Just   have   some   structure   to   what   you're   doing   marketing   wise.   Again,   there's  

tools,   there's   videos,   there's   educational   talks.   Those   are   some   handouts   in   that  

picture   below   of   a   talk   for   runners   that   I   gave   a   certain   exercises   for   like   hip   stability  

and   runners.   And   this   was   like   right   when   I   started   my   business,   I   was   sitting   on   my  

floor   stapling   those   and   then   my   dog   went   and   laid   on   them   which   was   not   really   the  

impression   of   the   time   it   took   to   print   those   out   and   then   have   a   big   like   dog   fold   as  

he's   sitting   and   leaned   on   all   the   paperwork.   So   just   different   things   that   you   can   do  

marketing   wise   for,   it   doesn't   just   have   to   be   social   media.   Like   I   said,   if   it   is,   just  
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understand   where   are   your   customers   looking?   Are   they   on   Twitter?   Are   they   on  

Instagram?   Are   they   on   all   of   them?   And   start   a   conversation.   So   go   on   there   and  

engage   with   people.   If   you   post   something   and   somebody   comments   on   it,   that's  

awesome.   Start   a   meaningful   dialogue.   Hopefully   it's   a   nice   comment.   But   start   a  

meaningful   dialogue   with   them   about   it.   And   then   also   figure   out   when   people   are   on  

there.   So   what's   the   most   popular   day   or   time   a   week   to   post.   There's   different  

websites   that   you   can   pay   for   analytics   on   that.   Or   you   can   just   kind   of   like   I   had   just  

honestly   tried   different   times   a   day   and   I   found   when   I   get   more   engagement   or   when   I  

get   more   likes   or   views   is   important.   In   terms   of   a   website,   just   understanding   what   do  

you   want   from   your   site?   

 

Do   you   want   credibility   by   having   a   great   blog   and   just   be   able   to   give   great   content   to  

people?   Do   you   want   brand   visibility   or   do   you   want   it   to   be   a   vehicle   or   sales?   Do   you  

want   people   to   be   able   to   book   online?   Just   set   up   whatever   you   need   and   then   test  

and   retest.   I   can't   tell   you   how   many   times   I   think   I   set   up   like   this   great   website   with  

like   easy   to   find   links   and   somebody   will   call   me   and   be   like,   where's   this   say   to  

schedule?   Like   it   says   it   to   the   top   bar.   Well,   apparently   it's   not   very   clear.   I   didn't   make  

it   very   clear   and   I   need   to   fix   that   because   this   isn't   about   me,   this   is   about   them.   

 

Again,   those   are   just   necessities.   It   loads   fast.   You   can   find   it   easy.   It's   user-friendly  

Those   are   all   important.   I   talked   about   earlier   where   you   can   have   your   site.   Again,  

WordPress   is   pretty   popular.   There's   a   lot   of   Wix   and   Squarespace   I've   heard   are   very  

easy   to   use   too.   There's   a   lot   of   YouTube   videos   and   things   that   you   can   do   to   help  

know   how   to   set   these   up   if   you're   doing   it   yourself.   Again,   designed   content  

functionality   is   very,   very   important.   We   talked   about   marketing.   Cleveland   obviously  

gets   a   bad   rap.   I   think   like   a   month   ago,   our   mayor,   it   was   like   all   over   TMZ   and   all   of  

our   national   news   that   our   mayor   called   our   own   city   like   a   butthole.   I   don't   know   why.  

He   was   in   a   press   conference   and   he   was   saying   something   about,   he   knows   that  

everyone   views   us   as   like   that   which   is   crazy.   So   obviously   where   I'm   from   gets   a   bad  
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rap.   This   is   from   Cleveland   destination.   Cleveland   tourism   Bureau.   One   of   my   good  

friends   from   high   school   works   for   them.   And   this   was   the   marketing   campaign   they  

put   out.   Let's   see.   And   like   2015,   2016,   it's   a   few   years   old   now.   And   I   think   it's  

awesome.   If   you   don't   like   what   people   are   saying,   change   the   conversation.   They  

made   a   point   to   try   to   change   your   conversation   and   it   resulted   in   a   lot   more   people  

coming   to   Cleveland   and   we   ended   up   getting   different   events   coming   to   Cleveland.   In  

terms   of   PT,   the   thing   that   made   me   so   sad   during   the   first   few   years   of   being   open   is  

people   like,   Oh,   you   started   a   business.   What   do   you   do   for   a   living?   And   you   tell   them  

and   their   response   is   like,   I   tried   PT   ones,   like   it   was   boring.   I   laid   on   a   table   and   I   did  

some   leg   lifts   and   I   feel   like   I   could   do   more   in   a   gym,   like   what   a   waste   of   time,   but  

they   made   me   go   three   times   a   week.   

 

And   then   when   they   find   out   I'm   cash-based,   it'd   be   like   three   times.   Well,   they   made  

me   go   three   times   a   week.   I   wouldn't   pay   out   of   pocket   to   see   you   for   that   three   times  

a   week.   Don't   be   like,   this   is   not   PT.   I   know   that   all   of   us   give   so   much   more   value   than  

that   and   it's   so   sad   that   that's   a   public   perception.   So   if   you   are   starting   a   business,  

change   that   conversation,   I   beg   of   you.   Do   whatever   you   can   so   that   the   public  

understands   how   much   value   we   bring   to   the   table.   And   then   that's   not   typical.   So  

that's   my   plea   for   you.   

 

Marketing   does   wonders.   And   just   yeah,   just   remember   that   with   whatever   you're  

doing,   when   you're   getting   in   a   rut   with   whatever   business   you   have   you   don't   want  

people   to   think   of   our   profession   in   your   company   like   that.   Lastly,   start   with   empathy.  

Focus   on   the   smallest   viable   market.   Be   very   specific,   so   you   wanna   make   a   difference  

and   make   it   happen   and   commit   that   to   the   smallest   possible   audience.   So   people   that  

you're   making   meaningful   change   with   and   still   be   viable,   and   then   you   can   expand  

from   there,   but   just   start   to   make   a   change   in   a   group   of   people   if   it's   some   runners.  

Even   if   it's   unexpected,   then   it   grows   from   there.   Whatever   it   is,   make   your   message  

easy   to   spread.   Make   it   easy   for   people   to   retweet   you   and   whatever   it   is.   And   then  
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earn   and   keep   that   attention   to   that   trust.   I   am   so   appreciative   of   my   clients   and   like   I  

said,   they're   like   a   family   to   me.   Their   trust   is   so   important   to   me.   The   thing   that   keeps  

me   up   all   night   is   losing   their   trust   or   being   a   disservice   to   them.   And   in   other   ways   to  

go   deeper,   look   for   ways   to   do   work   for   your   members.   So   go   the   extra   mile.   That's  

how   mental   skills   training   got   started.   That's   how   in   nutrition,   I   did   the   nutrition  

certification,   but   people   have   questions   about   it,   and   that's   where   I   started   to   do   more  

nutrition   because   people   were   asking   me   more   questions.   And   they   wanted   an   answer  

quickly   or   a   lot   of   times   I   like   to   refer   out   to   somebody,   which   I   think   is   still   very,   very  

important,   but   if   they're   asking   me   a   question   like,   and   they   want   an   answer,   I   need   to  

at   least   give   them   some   general   knowledge   before   I   refer.   Not   like   your   thing   is   not  

important.   

 

Your   question   can   wait   a   week   to   get   in   to   see   somebody.   Just   show   up   and   do   it   with  

humility.   Like   Seth   Godin   is   awesome.   I'm   gonna   take   some   questions   and   go   to   some  

references.   Here,   these   last   couple   of   slides   are   things   you   can   download,   business  

pearls.   I've   talked   about   all   these   already.   And   then   I'll   just   leave   this   up   here  

recommended   reading.   Oh,   I   did   have   Jared   Carter   on   there.   Just   different   books   here.  

If   you   guys   have   any   questions   in   the   last   couple   minutes,   feel   free   to   ask   them   all.  

What   can   be   considered,   Oh,   good.   What   can   be   considered   business   owners   most  

valuable   resource?   

 

Thank   you.   Thank   you   because   this   is   on   the   quiz.   This   is   a   slide   I   missed   and   I   really  

appreciate   this   time.   Time   management   is   your   most   valuable   resource   and   I   take   that  

for   granted   all   the   time.   And   I   constantly   have   to   learn   that   hard   lesson   over   and   over  

again.   Whether   it's   spending   more   time   with   someone,   on   a   project   that   I   should.   You  

have   to   constantly   be   playing   this   game   in   your   head   and   in   your   calendar   of   what   is  

the   most   valuable   thing   for   my   business   that   I   can   do   in   this   spare   10   minutes,   20  

minutes.   When   you   get   into   a   rut   and   you   start   wasting   a   lot   of   time,   you're   kind   of  

screwing   yourself.   So   time   is   the   most   valuable   resource.   Anybody   else?   These  
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questions   have   been   fantastic   and   I   appreciate   them.   Jack   asking   what   business   skills  

are   you   most   lacking   in   and   what   would   you   like   in   that   you   would   like   to   expand?   That  

it's   a   great   question.   For   me,   speaking   of   time   management,   it's   a   continuous   battle   for  

me   with   that,   but   the   other   one   is   marketing.   I   don't   do   a   good   job   if   you   go   on   my  

Instagram   right   now.   I   go   through   periods   where   I'm   great   in   marketing   things   and   then  

there   are   times   where   I'm   in   a   rut.   And   so   being   in   a   consistent   posting   schedule   and  

putting   out   content   consistently   is   something   that   I   am   trying   to   work   on.   I   also   am  

doing   an   online   like   I   said,   coaching   program   for   my   runners   and   I'm   trying   to   expand  

that.   Oh,   no,   I   scheduled   it.   Danielle   LaPorte   is   those   books...   Fire   starter   sessions   was  

something   that   I   actually   read   every   December   as   like   a   nice   like   good   goal   check-in  

just   to   make   sure   they're   great   books.   Talking   about   like,   finding   your   purpose   and  

finding   your   passion   and   following   that   and   having   the   courage   to   follow   that.   They're  

fantastic   books   for   that.   Cool,   anybody   else?   All   right.  

 

-   [Calista]   Well,   thank   you   so   much,   Carol,   for   once   again   sharing   your   expertise   with   us  

today   on   business   and   business   101   here.   So   I   don't   see   any   other   questions   either.   So  

we're   gonna   wrap   up   today's   course.   Have   a   great   day,   everyone.  

 

-   [Carol]   Thanks,   Colester.   Thank   you   all.  
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