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SVEIVIEW Off NOW tos start, manage and
gieWia very successful vein care practice.

Rectical hints and pointers
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WigaNis a “Veln, Practices*

- E)u: E5S 0f caring for individuals who
gy idisorders of the venous system.
=SEenvice Inadustry

: |nIy aricose veins and related
== Condltlons.
—* | ke all businesses — “Exchange of value”

— Money, Charity,

— Whatever you value !
e Academia !! WWW. mimit.org
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WigyAUEVelopia. Veln Practice

sWhet dor I want
SSBEGIN WITH THE END IN MIND 1!
°Why am | in medical practice ?

Wy Veins ?
= — — * [ arge market - growing population
— Unmet need !
® Challenging problems !

— VVenous disease misunderstood
— guite challenging to treat

® Pays well !

‘:-
=
ta—
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e'Moedels

aeomprenensive Vein Practice
Wei Center)
= Starting small business (< $8.5 M revenues)

. L5

& |nvesting in technical component of practice

s Equipment, staff, operations
= High risk, high reward

— Professional + technical revenues and
EXPenses
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S
Practce Viodels
- rlygife

artner withi Hospital/ Ambulatory center
.__-;- LOWET: risk, lower reward

= — Hospltal / ASC Invests In technical facilities
= and operations.

— Professional income and expenses only
— Easiler

WWW.mimit.org




e
SOWAE0L] get started ?

DEVelop a Business Plan

. ——

SIDOES Not Nave te e a sophisticated document
SSHINOW! what youl are doing !
= % Writing| it down helps !!
si\\Vlaere will I get the money to invest in the
= practice ?
= — Office, equipment, staff
— Expenses start before day 1
— Income trickles in later !!

e \What are my risk of losing this money ?

® GET HELP ! Management consultants who know
the vein care business. CQS Inc. www.cgs.org

WWW.mimit.org




C

SELUNgTUp

sVhErewill my’ patients' (Customers) come
'frc ?

=ewW your market |

= | = Jow will I let people know | am here
—  — Marketing

® Advertising

WWW.mimit.org




S
e Velin Center

u; ESS erganization- setting up
gperation, legal Issues etc.

~ H o CESSesS

3
5
19

® Patient interaction

— Middle
® Clinical operations

— Back- office
® Business operations

WWW.mimit.org




S
e laeal. Vel Genrter:

VIBNSESPECIZlN A trained Ve treatment
-*ocation and parking!

Oneﬁ. aitll range of treatment options on site.
WaIn treatment is a major focus of practice.

e — =~ =

".LCGmfortabIe “Spa-Like” atmosphere.

= Offer a full line of ancillary services on site:
® on site diagnostic ultrasound testing
® support hose In stock
® patient educational materials (developed by the vein center)

WWW.mimit.org




S
“The Basic Vein Center

gliicall Skills
=OMIPMENt & Supplies
- _--'For diagnosing the problem (diagnostic)
_ _*:—. - Eor performing the procedure (therapeutic)
=== s [or recording the Dx & Rx (paper charts or EMRs)

oy —
—

— & [or running the office part of your practice

= = Staff Support

®  The right number of staff and the required skill sets depends on
future goals and existing resources.

— Marketing & Tracking
— Coding, Billing & Collections & Tracking your $

WWW.mimit.org




S
EAUIBITIE & SUPPIIESSPIEGIHOSHC

> Ulirasotgle
— Color Flgyy
ERSemekind of recording capabilities
— Gel, IEanEup towels, rubber gloves, etc.
BRDispesable paper Shorts
(elificallEerms
S Skeiches ofi Legs in Four Views on History & Physical Form
= = Ultraseund Reports

-
—
e

= — [etters of Medical Necessity & Appeal Letters
— Consent Forms
s’ Photography, preferably digital
e Examination Table (Midmark)
— ldeally electric with up, down & tilt capabilities, new costs ~ $8,000.00
® An “adequate” Examination Room
— Writing Desk, chairs for patients, stools, storage cabinets, sink, etc.
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EGUIPIHeIL & SUPPIES:




S
=GP SUPPIESSREBDIag

— Pagdr @alelisie @=)YIK
SNEOMS  that facilitate:
& TheH &P
- — Consent
= — Operative Notes

. . il

g Ultrasound Tests (Initial and Follow-Up)
=== — Worksheets for Data Entry

e

== — Office Communications re: Insurance, Pt Questions, Calls, etc.
s Chart Racks, Folders, Dividers, Etc.

— Form Letters

* LOMN

® Appeals for denial of above requests

® Appeals for denial of payment after approval of above
— Some way to record Ultrasound Studies

* Computer storage of |mvzalvgvgvcve%ran!90rr1§ with printed reports




S
gUIpImenté. Stppliessoiice

NIEIEPHONE LINES & TEIEPNONE Systems

> Coggeltj ers & Software

— Mi¢ .osoft XProperating system

— M' Ofiice
== Software for generation of form Letters
=Accounting, bill payment, tracking of ROI

=T —

;-'_ e Blllmg & Collections software
' — Contact Management - ACT!, Goldmine

- Xerox Machine

® [Fax Machine

® File Cabinets & associated supplies
® Desk Space and Chairs

* Miscellaneous small supplies

WWW.mimit.org
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Stalil: SUpPork

. —— e——

o H]Ih IeVel el Custemer Service
'ients have a choice of service Providers

SIC rlptlng It works best if reviewed every 6 months
: 2’ SCpting Is not just “What to Say”, it is also
B2 “What to Do” and Attitude.
e fght number of staff and their skill sets
= depends on your goals and existing resources.

- - need a pleasant receptionist who is scripted.

WWW.mimit.org




M
il Setup.. Now How dodigets
loTieat more patients

A —

> oW dor I grow my: practice ?
- @dor | treat more patients and meet
my goals !

Viaximize the number of patients coming into
your practice

— Minimize the number of patients leaving your
practice.

* |Vlarketing

WWW.mimit.org




.
VIEIREtng

S Eximze the Number off Patients Calling Your Office For
ination and Appeintments
=xternal (New Patients)
SSEAdvertisement, Website, Vendor support

= nternal (Existing Patients)
: 1;.' s Good support and encourage referral

—-.1__.,.-»
"'d‘-f
____..—...

= |pterprofessional (Family Practice, Derm, ObGyn)
— ® Market to other physicians for referrals
® MDs with primary role
® Spa’s, beauty salons, etc.

WWW.mimit.org
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Varketngs s

I ZENN I ESN U EIR eI AR OUNEEESE: s
HIGIINConVersion rate (% of Initial Inquiries that become paying customers)
SeHp ,ihg at the Eront Desk and Throughout Organization
efeat Senvice andl Great Results with:
SEStUnANIng Before & After pictures
— __4, ®rGlowing, Written Patient Testimonials
== Recall Programs

=

3 —
T —
—

—— —— Office Organization & Efficiency
— Tracking Tracking Tracking!

WWW.mimit.org




pical Liie Cycle of Venaburess

Patient ar Vern center

EEANENSEES Ad I Newspaper or Is referred & calls
jeIMhfeHmation
S ORIDESk answers all questions and makes

Seppoeintment. Tracking information recorded.

B et
T ——
= @
T

_._.;éff“ient comes In for appointment and IS registered.
= Tyacking information confirmed.

s Patient Is seen, H & P Is done, Ultrasound
Recommended & Done.

® Reflux in Greater Saphenous Vein Is Observed,
VenaCure Explained apd Recommended.




—
pical Liie Cycle of Venaburess

Patient ar\ern Cen ter

JNEACCEPLS therREcommendation.
/:/Ha;_r,l IS schieduled for procedure in 7-8 weeks If they are
privately insured, and ASAP if they have Medicare, or If
tey are paying cash.

=)\ isimple worksheet is filled out and entered into the
— Hcomputer This immediately generates three things:

s A detailed instruction sheet including date & time for procedure,
date and time for first follow-up exam, given to the patient.

s A prescription for Vioxx and Xanax, given to the patient
® Billing Information (CPT, ICD9, etc) given to billing department. The
Letter of Medical Necessity is written and mailed the same day.
— The patient Is also given support hose and detailed, written
Instructions for wear.
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pical Lire Cycle or Venaburess

Patient ar Vern center

S VHENTENE predetermination-attnorization [etter comes in,
0zl FJ" IS called to confirm thelr scheduled procedure date
el “t0)moyve up if desired/available.

La etter of denial is received, an appeal letter is sent with
-copy 10 patient, who Is called & rescheduled.

* J.:If a second denial Is received, the patient Is offered to

=

i “come In for a free consultation to discuss options. If
: patlent declines, these are discussed by phone.
® Do Noething and Accept the Varicose Veins
® Pay Cash (approx $3,000)- give written estimate
® Undergo conventional Surgery (vein stripping)- refer
® \Wait six months to see if their insurance company changes their policy

WWW.mimit.org




pical Liie Cycle of Venaburess

Patient ar Vejn Center

=Bl the patient comes In for treatment. The operative

flgie & pIlling are generated semi-automatically from a
Jm,o Woerksheet.

— rr epatient is in 48 hrs for a follow-up US. Rule out DVT
Agdditional treatment (if needed) is planned & scheduled.

S

L_.., ®iNothing, Trivex, Phlebectomy, Sclerotherapy, PhotoDerm
e = Follow-up ultrasounds are repeated after one, three, six

—  and twelve months, depending on results.
- — The patient is enrolled in our annual recall program.

— At every opportunity, the patient is encouraged to send In
friends or relatives with similar problems. At the right time,

In the right patient, they are approached about
testimonials.
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ypical TimeLine of Venasures
S Patient drVern center

— PtSeesAd | 0-1D

Iﬁ&ationv |
| Calls for Appt +2W ~ 2W
!?Production & |
jEERiEmentation Initial Eval & +2W = 1M

Scheduling of VenaCure
|

.

N —

—

s ;f!iérketing Plan
—— | VenaCure Procedure

—_—
e

+2M = 3M
N - - |
Analyze Previous

Marketing Campaigns Initial 5D and 1M FO”OW-Up +1M = 4M
| |

Daily Tracking of Subsequent Treatment(s) +1M =5M
Marketing Efforts \ |

Recall Program Forever

WWW. mimit.org




T dalel

ZIIEEour Commandments of Marketing:
.'I\/IAKE a PLAN
= *#STICK TO THE PLAN

__ . 5—" **LEARN FROM THE EXPERIENCE
: OF OTHERS

** TRACK & ANALYZE RESULTS




IFEe schedule fior your market
ot 1GeI RIghI or Iow.
Elwice or 2.5 times Medicare rates
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VIEWICare Part,B reimbursement™

N - ——

Description MC $ Global
days

Transcatheter occlusion | $026 0
or embolization

== =g Unlisted procedure Pmt based on op
e e report. ? Similar

= 5‘:5 804-26 Transcatheter therapy- | $ 67
Rad S&l - professional

| 75894-TC Transcatheter therapy- $ 922
Rad S&I - technical

36011 Selective cath $169

placement
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S
ReVenue. - Tracking

IECKAWNENETYOUI $ arer coming from,
rlnr Wihere your $ are going to.
preadsheets (MS Excell, Lotus 123)
F@uickBooks — Excellent for all accounting needs

" Ouitsource to billing / management company
% USE PROFESSIONALS IF YOU CAN !

% YOU SHOULD FOCUS ON LEVERAGING YOUR TIME
AND SKILL.

% YOU ARE THE MAIN ASSET GENERATING REVENUE

*» EVERY MINUTE YOU SPEND NON REVENUE
GENERATING TIME IS REVENUE LOST
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IRESOLIIICESH

TEIRD ERITION
———

42 SOCIET
SVAIENICE
AVATIENICE

TREATMENT oF VARICOSE
AND TELANGIECTATIC
LEG VEINS

MITCHEL P. GoLbman
JOHN J. BERGAN

%
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ArepleiNedlege ©=:VENOUS DIGEST

A nev_\‘ L0l MEl T | b B L

sxessment Clin
i, M, Lok

INGETICE VENOUS F [ i

Uleeration

e name says it ol u—— el o tic\arketing.com

# Inivial Experiences In Ex maus Treatment Of

_--‘jgéneral marketing ] Tt S Aillion.com

And Commenta

— Lifetime collection s o ciice.con
iHotDocs Document
QuickBooks Accounafes

mmalignamt Diveave,
be detected clinicall
In
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WAKE-HOME POINTS*
38 BUNVIUSE learn'to Walk before you can Run

RBmember you are starting and
n anaglng a small business.

_- Bésu: principles of business apply
with some unique twist to health
care
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