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Financial Policies & The Health of Your Practice
By: Michelle Shimmin

large factor in the health of your practice is the
strength of your financial processes. Practices that
lack firm policies and procedures lack growth and
revenue. There is no getting around the relationship between
the two. If you do not have very specific and firm financial
policies in place, with clear expectations and a high level
of accountability, then I guarantee you are missing out on
precious earnings.

A

basis, ensuring you are continuing to receive the monies owed.
What do they do when a patient's AutoPay is denied? You need
to be following a very tight financial protocol from start to
finish in order to accurately gauge the health of your practice.
Assigning specific roles and responsibilities and having high
level of accountability in place will help you know what is
going on in your practice on a daily, weekly, and monthly
basis and put more revenue into your pocket.

If you are not keeping track of and correlating
your monthly production and starts with your monthly
collections number, you need to start now!

Either the Financial Coordinator or the Office Manager
needs to be pulling specific reports from your management
software on a regular basis and reviewing them with the doctor.
Another imperative piece of your financial puzzle is having
your ledgers read accurately and providing accurate reports.
So many times, as I work with practices through their ledger
audits, the Financial Coordinator will provide me background
stories, informing me that this ledger is actually not delinquent;
the insurance pays quarterly. Or, this ledger is not actually
delinquent; they are just paying a different amount than what's
posted. It is very important that when you run a financial report,
you know the information is accurate. When we have accurate
information and understand that delinquent reports show
actual delinquent accounts, we can then have a clear direction
on targeting our efforts and aggressively addressing those
delinquent accounts to bring the monies into the practice.

Many offices I've worked with celebrate their deposits
into the bank. Although this is a good piece to celebrate, it's
not at all an accurate account of the financial health of your
practice. This action does not reflect an accurate growth in
production or overall growth for your practice. Although
deposits are a piece of the puzzle, they are only a fraction of
the partnership. Monies collected, your production and your
starts, when correctly recorded and measured together, will
give you a very detailed view of the health of your practice
and the direction it's headed.
• Where are you now and where would you like to go?
• Are you growing at a rate you're pleased with?

If you, as the doctor, do not know where your
production is and whether or not you are collecting your
contracted starts, you need to reevaluate your financial
procedures. Go over production, starts, and collections
during morning meetings. If you do not want to share this
information with all staff members, at the very least, you and
your Office Manager and/or Financial Coordinator need to be
communicating for a few minutes every morning. Practices
policies like this keep your drive and forward momentum
going. You should be looking specifically at things like:

• Are you meeting the goals you set for your practice last
year?
There is no accurate way to know this information aside
from keeping track of your production, number of starts, and
monies collected. When setting goals for your growth, you
can begin by setting monthly start goals. A goal of a 10-20%
increase, depending on your location and the dynamics of
your practice, is a good place to begin. This means that, if last
year in May you had 20 starts, you would set a goal for this
May to have 22-24 new treatment starts.

• How many starts do you have this week?

Because treatment starts are different depending
on the services provided, keeping track of your production money that you've generated from your orthodontic contracts
and entered into your management software - is just as vital a
piece of the financial puzzle. Many doctors do not understand
the accounts receivable process.

• How many starts do you have for the rest of the month?
• What is the percentage you have collected?
• How many patient accounts are delinquent?
• How many insurance accounts are delinquent?
It's very important to not only understand the dollar
amount that is delinquent, but to also understand the number of
your active accounts that are delinquent. You might only have
4% of your monies delinquent. However, if you are showing
13% of your accounts delinquent, your financial systems need
to improve.

What does your Financial Coordinator do when
insurance denies a claim? Do they follow up with more than
rebilling and manage when an insurance stops paying what's
expected or pays differently than what's expected? Submitting
an electronic claim with AutoPay does not mean you do not
have to manage this account or that the insurance company will
always continue to pay. There are times when it will change
and/or stop unexpectedly, and it's imperative you follow up
and manage these insurance payments closely on a monthly

Your protocol for what to do when situations arise,
like a denied insurance claim, a patient late on payment or an
AutoPay rejection, should be a smooth and automatic process.
Continued on page 12
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How Important Are Your "Collections" Procedures?

Most practices do not collect 99% of their production. The
whole point is that you need to be collecting the monies
that you are owed! If you aren't, then why are you doing all
this work? No business runs well if it is collecting less than
what it is owed. Keeping track of this accounting is vital.
You may be celebrating a $50,000 increase in deposits this
"No business month, but how much money
are you leaving on the table in
runs well if it uncollected production, or how
is collecting many starts are left on the table
to inadequate conversion
less than what due
rates? This discrepancy is
is owed it." another reason to understand
and manage the number of new patients coming through your
door and not just what is being deposited at the end of the
month. Have you deposited $1.2 million in the bank this year
and left $300,000 on the table as uncollected monies? You
need to have a protocol for collecting all monies owed to you.

You should have a solid financial collections process
in place. There are full processes in which you take specific
steps once the account becomes delinquent. You should know
where every account stands on a regular basis or you are
losing money. You gain this information through a process of
high level and accurate reporting. If you are not using your
management software to its fullest, contact their support and
have them show you how to run the reports that you need so
you know where each account stands.
Set office guidelines noting when you expect to see
each report. You will better keep better track of delinquent
accounts and your staff will have clear procedures to follow.
When an account becomes delinquent, first try to make
arrangements with the responsible party for repayment, then
two weeks later, send a specific letter and call, continuing
through your process. The letters start out as friendly reminders,
then move into more direct collection letters. Throughout your
process, we recommend sending two certified letters.

AutoPay and the Value to Your Practice
Collecting all the monies owed to you starts at the
beginning. AutoPay is a tremendous tool to help decrease
delinquencies. Studies show that most Americans have less
than $5,000 in savings. This means that a good portion of the
American people live paycheck-to-paycheck. Therefore, at the
end of the month, after all the bills have been paid, the dentist
or orthodontist is often the last priority.

Make sure that you follow a consistent process and
progression of letters/actions before you send to an outside
collections company. Once you send to an outside collections
company, you then write this amount off as bad debt in your
management software. Therefore, it will not continue to show
delinquent in your system, and it will not continue to collect
late fees. This amount of delinquent money is now out of
your hands if you send it to an outside collection company.
We recommend doing this after you've gone through your full
process and done your due diligence in attempting repayment
arrangements.

"Living hand-to-mouth - or paycheck-to-paycheck - is all
too common for U.S. workers, three-quarters of whom
scramble to cover their living costs." (CBSNews, 2016)
In addition, not only does AutoPay decrease your
delinquencies, it also aides in protecting the practice against
embezzlement. Unfortunately, embezzlement rates are
extremely high in the dental and orthodontic because there is
very little accountability in the handling of monies collected.
AutoPay eliminates the middle-man in the collections process.
When reports are being run and evaluated regularly, the
doctor is kept in the loop as far as production and accounts
receivables are concerned and there is a protocol being
followed for your accounts ensuring checks and balances, the
rate of embezzlement drastically decreases.

Through clear financial processes and understanding
the pieces that correlate to the health of your practice, you
can arm yourself with the knowledge needed to set goals and
a clear path to where you want to be. In addition, you have
the potential to continue to not only generate, but also bring
in an increased level of revenue each month. I encourage you
to evaluate your financial processes now, enhance what you're
doing well, look for areas that need to be dialed in tighter, and
start seeing results almost immediately.
Michelle Shimmin, of Shimmin Consulting, is an international lecturer
and trainer who has been in the field of orthodontics for the
past 26 years, working as a Registered Dental Assistant, teaching
orthodontic assisting, financials, treatment coordinating, and practice
management. Michelle now runs a successful consulting firm where
her drive and passion for teaching and training others in effective and
profitable practice processes and influential communication techniques
has created a reputation as a renowned trainer and motivator with
industry leaders and practices across the country. Michelle specializes
in efficient, streamlined management processes and leadership
techniques, case acceptance, and increased conversion rates. In
addition, Michelle works as an Industry Expert and Key Opinion
Leader for Invisalign.

What Does Your Number of New Patients Tell You?
Your goal should be to work smarter and not harder.
Again, understanding how many new patient exams you do
on a monthly basis and what your closing rate is provides
valuable information on areas to improve upon. Are you
depositing 15% more into the bank, but seeing 20% more new
patients? Calculate what you are leaving on the table if you
are not starting the recommended percentage of new patients.
Your patient experience, your exam process, and your sales
expertise will dramatically increase this number for you.
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What is the Bentson Copple reSource?
Over the past 12 years, the Bentson
Copple reSource has been
published quarterly for
orthodontists of all career stages,
focused solely on the business
aspects of running a successful
practice. The reSource has featured
over 254 timely articles and
interviews contributed by Bentson
Copple & Associates’ partners and
team members, as well as the
industry’s top leaders and consultants. The publication can
assist all orthodontists in making strategic practice
management decisions. Many doctors use the newsletter as a
planning tool for the future - from opening an office, to practice
growth, to planning for retirement.
Bentson Copple & Associates is largely known for valuation,
transition, recruiting services and newly expanded career
opportunities; however, for over a decade they have also
proudly published the Bentson Copple reSource.

Top 5 Reasons Orthodontists Read the
Bentson Copple reSource Every Quarter
Timely Content:
Stay up-to-date on orthodontic trends

Insightful Data:
Gain insight into the orthodontic industry

Hear It From Your Peers!
Recommend

99%

Subscribers who would recommend the
reSource to a colleague or friend

Readability

91%

Subscribers who read the reSource
cover-to-cover each and every quarter

Orthodontists Love the reSource!
I enjoy reading the Bentson Copple reSource because it keeps up
with current trends around the country. It also provides what’s
on the horizon for orthodontics. ~ Dr. Richard Graham
The Bentson Copple reSource is a great source of information on
the topics that directly impact my orthodontic practice. The
reSource addresses current issues while identifying future
challenges and opportunities. The reSource has a finger on the
pulse of my practice. ~ Dr. Glen Cowan
The Bentson Copple reSource is particularly relevant in today's
quickly changing environment. It is a "must read" newsletter for
any orthodontist who is planning to retire, bring in a partner, is
trying to grow his/her practice, or is a new graduate looking for
an associateship or to buy-in. One of the TOP publications I
subscribe to. ~ Dr. Doug Wright
I appreciate having the Bentson Copple reSource to help me with
my orthodontic practice. ~ Dr. Miriam Furlong

Content Variety:
Enjoy the variety of content published

Practice Management Tool:
Use published content as a research tool

Future Planning Instrument:
Planning for a future change of ownership

Begin Your Subscription Today!
Only $95 for a one-year subscription
(15% savings oﬀ cover price).

Click Here to Subscribe

