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If you are viewing this course as a recorded course 
after the live webinar, you can use the scroll bar at the 
bottom of the player window to pause and navigate 

the course.

This handout is for reference only. It may not include 
content identical to the powerpoint. 

Any links included in the handout are current at the 
time of the live webinar, but are subject to change 

and may not be current at a later date..
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Building a Sustainable Private Practice

Presenter: Bill Diles, M.A.

Chelsea Diles Treseder

Moderator: Carolyn Smaka, AuD, Editor in Chief, AudiologyOnline

• Technical Assistance: 800-753-2160

• CEU Total Access members can earn credit for this course

o Must complete outcome measure with passing score (within 7 days for 
live webinar; within 30 days of registration for recorded/text/podcast 
formats)

• Questions?  Call 800-753-2160 or use Contact link on AudiologyOnline.com
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Building a 
sustainable 

private practice

Learning Objectives

• As a result of this Continuing Education Activity, participants 
will be able to identify key ways of developing organic & 
renewable sources of new patients.

• As a result of this Continuing Education Activity, participants 
will be able to identify some of the important tools in being 
operationally efficient.

• As a result of this Continuing Education Activity, participants 
will be able to consider ways to invoke their own passions 
within their practice to take their business performance to 
the next level. 
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Introductions

Bill Diles, M.A.
Audiologist

Chelsea Diles Treseder

Our situation in 2011
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Areas of weakness

General Business Practices

• All eggs in one manufacturer basket 
– product & marketing wise 

• Parallel systems, including lots of 
pen & paper

• No standardized business protocols

Financial

• Cost of Goods way too high

• Lack of financial expertise & 
oversight

Marketing 

• Inconsistent practice branding

• No cohesive marketing plan

• Weak digital presence

• No structured physician marketing 
referral program

Human Resources

• Team / staffing weaknesses

• Room for improvement in work 
environment & morale

Our path to sustainability

General Business Practices

•More well‐rounded product portfolio

•Integrated systems everywhere possible & 
100% cloud‐based

•Clinical & business protocols standardized 

Financial

•COGS lowered significantly

•Hourly oversight internally; weekly 
external oversight by industry specific CPA

Marketing 

•Strong practice branding

•Best in class website, SEO & peer reviews

•Community marketing

•Best in class physician referral marketing 
program

•Productizing our process
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Productizing & promoting the process

Our path to sustainability

General Business Practices

•More well‐rounded product portfolio

•Integrated systems everywhere possible 
& 100% cloud‐based

•Clinical & business protocols 
standardized 

Financial

•COGS lowered significantly

•Hourly oversight internally; weekly 
external oversight by industry specific 
CPA

Marketing 

•Strong practice branding

•Best in class website, SEO & peer 
reviews

•Community marketing

•Best in class physician referral 
marketing program

•Productizing our process

Human Resources

•Strong, dual‐role team

•Zero turnover in last 2 years
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Results: Revenue

• Average annual revenue growth of 15%

2011 2012 2013 2014 2015 2016 Projected

Annual Revenue

Results: Patient Intakes

• Average annual new patient intake growth of 27%

• Average annual physician referral intake growth of 74%
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Results: ASP

• Average annual growth in ASP of 4%+ (tracking at almost $500 
increase since 2011)
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Results: Profit
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We find that we always come 
back to this idea of 
“sustainability,” which to us 
means becoming leaner and 
smarter every day. We are 
actually in private practice – in 
the trenches, day in and day out, 
just like you are.

Pivot Hearing

Practice 1 background

• Hearing Solutions AZ: Tucson, AZ

• Owner: Janiece Dickenson, HIS
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Practice re‐branding & re‐naming

Website makeover 46 of her last 
69 new patients 
came from the 

website
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Adding talent to her organization

Automating and modernizing with robust 
practice management software
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Office space makeover

Innovative marketing campaigns
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Results

…plus her first Yelp review!

Mar ‐ Oct 2014 Mar ‐ Oct 2015

Revenue

180% 
increase

…and a relationship that will last.
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Practice 2 background

• Private audiology practice in Carson City, NV

• Owner: Nanci Campbell, Au.D.

We had one critical piece of advice…

• Hire a physician liaison!
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Nanci hired Rachael & launched her program

Results

43% increase YOY

Q1 Q2 Q3 Q4

Physician Referral Intakes

2014 2015
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Who we are

• We are a family business

• We run 5 clinics in the Bay Area 
(Northern California) and have been 
doing so for 35+ years

• We are good at what we do and want to 
share our ideas and strategies with other 
clinic owners to help them be successful 
and stay independent, so we started 
Pivot Hearing almost 3 years ago

Questions?
For more information or to get in touch 

with us, visit pivothearing.com


