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Instructors:  use this template to create the “class syllabus”

Edgewood College School of Oriental Medicine Core Syllabus

M481 Clinical Business Management

Class Length:  45-0-3       

Trimester/Year (e.g., Spring 1006):  See class syllabus
Prerequisites:  None

Attendance Policy:  90% attendance is required

Requirements for Passing the Class:  90% attendance, participation in class discussions, completion of all assignments, and a minimum course grade of 70%.

Purpose:  To give students an introduction to all the basic principles needed to open a successful Oriental medical private practice. In this course, students will learn how to set up, promote, and manage an acupuncture practice including principles of general accounting, insurance billing, proper charting, and record keeping. This course will also explore legal issues related to the practice of OM.

Objectives: 
In this course students will be able to develop the understanding or abilities on

· Setting up costs, selecting a location, marketing & advertising

· Office management, confidentiality, informed consent, release of patient records, insurance, record keeping

· bookkeeping systems, billing & collections, taxes

· scope of practice, legal issues & legislative concerns

· networking and general practice building

· managing an Oriental medical practice

Meeting Day, Time, and Classroom: See Class syllabus

Instructor: See Class syllabus

Contact information: See Class syllabus

Methods of Instruction: Lecture/Formulation of a business plan/Discussion. 

Required Textbook(s):  Handouts
Recommended Readings: 
Acupuncture Risk Management, David C. Kailin, L. Ac., MPH., CMS Press. 1997

Business Mastery, 3rd Ed., Cherie Sohnen-Moe, Sohnen-Moe Associates Inc., Tucson, AZ, 1997. 
The Art of War, Sun Tzu, Trans. Ralph D. Sawyer, Barnes & Noble Books, NY, NY, 1994
Materials/Equipment: Pens, pencils, notebook, paper, required texts

Grading System:   (A, B, C, F)
A grade of "C" (2.0) or higher must be earned in each academic course, an overall grade point average of "C" (2.0) must be maintained in all academic course work, and a Pass grade must be earned in all Pass/Fail courses.  A stu​dent receiving a grade below "C" is responsible for retaking the course in the following trimester, or the next time the course is offered, at normal tuition rates.  (See the Student Handbook for the complete grading system)

Numerical Grade
Letter Grade

Grade Points

90-100


A


4.0

80-89   


B


3.0

70-79


C


2.0

below 70  

F


0.0




WF


0.0

Make-up Examination Rules

Make-up of a missed examination is subject to approval by the faculty member involved and the Director of Academics.  Make-up examination fees are applicable based on Edgewood’s Fee Schedule.   Faculty members are under no obligation to excuse a student from an examination and may assign a failing grade to one that is missed.  (see the Student Handbook for the extended policy)

Course Requirements (exams, papers, projects, etc.):  See class syllabus
COURSE OUTLINE For M481 Clinical Business Management

I.   The 5 P’s of Ethical Practice Marketing:

Product, Price, Place, Promotion, People

1).
Product

(I)
Target audience

(2)
Audience needs (their perception) + Positioning

(3)
Competition

(4)
Differentiation- what is your market niche? What special services do you provide?

2).
Price

(1)
How much does price matter to target audience?

(2)
Your pricing relative to competition

(3)
Affordability (payment options, payment plans, financing options, pro bonn)

3).
Place - choosing you practice location

(I)
Geographic - Convenient, easily located? Ample parking? Physical or emotional barriers?

(2)
Ambiance; Positive, progressive feeling about the practice environment

4).
Promotion

(1)
flow effectively is your message nbeing communicated through your promotional tools?

(2) Choice/priority/budgeting of communication pathway options 


(I ) 
 Internal

(2)
External

(3)
Defining a marketing budget

(4)
Marketing calendar and budgetary plan

(5)
Return-on-investment

(6)
Tracking responses and sources of appointments

5).
People (you and your staff)

(I)
Entire staff is marketing, through representation, the practice

(2)
Staff must fulfill positive expectations marketing message communicates

2.
Licenses:

Occupational

1).City/county


2). Professional – CEUs

3.
Incorporation:

1.  S-Corp

2  C-Corp

3.  Fictitious name
4.
Finances:

1).
Tax issues

State and local:

(I)
income

(2)
payroll

(3)
SS

(4)
Fica

(5)
withholding

2).
Expenses and Budget:

3).
Phone

4).
Rent

5).
Supplies

6).
Securing a loan

(1).
Collateral/assets

(2).
SPA

5.
Insurance:

1).
Worker’s compensation

2).
Liability

3).
Mal-practice

6.
Scope of Practice and disciplinary guidelines as defined by Florida Law

1).
Chapter 59M- 10 Acupuncture Medical Records

(1).
Content and retention of medical records

(2).
Medical records of an acupuncturist who dies, terminates his practice, or relocates; Retention; Time limitations

7.
Legal issues:

1).
Retaining legal representation

8.
Insurance billing

             1).  Health insurance billing protocols and codes

2).
Personal Injury Protection insurance billing protocols and codes

3).
Workers Compensation insurance billing protocols and codes
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