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Introduction

The NATA Private Practice and Entrepreneurship Value Model is a product of the NATA Council on Practice Advancement Private Practice and Emerging Settings Committee. This document is intended for athletic trainers (ATs) and other stakeholders. The information contained in this document may be used as a guide for ATs interested in business ownership and provides best practice recommendations for the private practice setting.

[bookmark: _mn71ih2r98vo]Athletic trainers who have the idea to start their own business have several aspects to consider. These range from patient population, business location, business formation, accounting, business plan and more. With the information provided in this value model, an AT will be informed of several essential aspects to become a business owner in the athletic training profession.

AT business owners can be found in a variety of specialties: private practice, consulting, retail/product creation, outreach, hiring agencies, performing arts, occupational health, public safety, data analysis and other specialties. These ATs are found across the United States and work in accordance with their state practice act. ATs have identified a target population based on needs in their local market and are all working within the domains of athletic training.

This value model was created to provide a resource for ATs in entrepreneurship to broaden the knowledge base of worth and value in their setting, to assist in presenting their value and worth to stakeholders, expand general business knowledge and understand the value provided to the target market. It is projected that this information will help ATs create and sustain a successful business.

This value model shall also serve as an educational tool for professional education programs to give future ATs a clearer picture of their value as athletic training health care providers in this unique setting.
[bookmark: _3dy6vkm]Value Model Definitions
 
For the purposes of this document, the following “business of athletic training” terms should be considered:
 
Advertising: Means of delivering a promotional message, whether through print media, television, radio, internet, etc.
Affiliation: An official connection with an organization
Branding: The process of developing specific associations with your business in your target market
Business overhead: Costs that are not directly related to the supplying of services or production of goods but are necessary for the operation of the business
Business insurance: Class of insurance coverage intended for purchase by businesses to manage risk
Business type:
· Sole proprietorship : A type of business enterprise owned and run by one person
· Partnership: A type of business enterprise in which parties, known as business partners, cooperate to advance their mutual interest
· Independent contractor : An individual is an independent contractor if the payers have the right to control or direct only the result of the work and not what or how it will be done
· Limited liability company (LLC): A type of business organization that offers the limited liability of a corporation and the tax benefits of a partnership/sole-proprietorship
· Corporation: A type of business organization in which a group of people are authorized to act as a single entity
Cash flow: The amount of cash that comes in and goes out of a business
Compensation: Money received by the company or individual in exchange for services provided
Employee: A person hired for compensation, wages and salary and receives a W-2 at the end of the tax year. May be eligible for a variety of company benefits
Employer identification number (EIN): A unique nine-digit number assigned to a business that allows IRS to identify businesses for tax purposes; there are federal and state classifications
Entrepreneur: A person who organizes or operates a business or businesses 
Franchise: A business agreement granted to an individual or group that pertains to a company’s entire brand and operations; a replica of the current company
Independent contractor (IC): A work-for-hire job setting in which the person is paid for providing specific tasks; responsible for own supplies, schedule, work benefits and paying taxes; the payor controls the result of the work
License: A business agreement granted to an individual or group to provide a company’s goods or services in a particular territory; same brand, individual owner operations
Legal agreements: A written document identifying party’s roles and responsibilities
Liability insurance: Provides the business or individuals with protection against claims resulting from injury or damage to other people or property
Loss: A financial loss when less cash comes into a business than is spent
Market research: The act of gathering information about the needs and preferences of possible consumers
Marketing: The act of promoting a product or a service; telling the story of the business
Networking: Actively cultivating relationships with business owners, colleagues, community leaders and anyone who presents possible opportunities for the business
Private practice: A professional business that is controlled independently and not by a health care system or the government
Profit: A financial gain when more cash comes into a business than is spent
Revenue: Compensations associated either directly or indirectly with providing athletic training services
Risk manager: An individual responsible for managing an organization's risks and minimizing the adverse impact of losses to the organization
Self-pay: Payment of a bill that is paid directly from the individual rather than going through a private insurance company
Stakeholders: Any person or party with an interest (financial or otherwise) in a business or project and can either affect or be affected by the business
Third party reimbursement: Compensation for services provided by a third party; typically a health insurance company
Worth: The monetary value of a service 
Value: The extent to which a service, company or individual’s worth is perceived 
[bookmark: _1t3h5sf]Purposes

The purposes of the Private Practice and Entrepreneurship Value Model is to: 

· Demonstrate why ATs should be considered health care providers in accordance with each state’s practice act or Board of Certification for the Athletic Trainer (BOC) standards of practice through an entrepreneurship model.
· Educate ATs on the importance of assigning worth for services provided. This can be obtained by utilizing regional and national industry norms (protocols, fee schedules, etc.). 
· Educate ATs on the basic concepts of entrepreneurship (legal, financial, health care administration, etc.).
· Assist ATs in determining opportunities for growth (market research, networking, etc.).
· Educate ATs on the importance of building a positive perception of the value of their services within the community (in business terms, marketing, branding, advertising, etc.).
· Provide a resource for ATs considering a career change.
· Provide a resource for professional education programs to give athletic training students a better understanding of entrepreneurship.
· Demonstrate a need for outcomes and evidence-based practice in the private practice and entrepreneurship setting that will ultimately provide standards of care, revenue and reimbursement within health care. 
[bookmark: _4d34og8]Worth

Understanding the “worth of service,” or monetary value of services, is necessary to set a basic standard for the cost of goods or services. Common methods to develop monetary value can be achieved by determining the market rate and establishing a competitive fee structure for your services. This can lead to a stronger position while negotiating contracts.

The AT is the best resource for promoting the profession and services ATs can provide as health care professionals. The following categories, along with the best practices outlined in this document, will help create a position that meets the needs of the athletic trainer while providing quality health care and an understanding of how to prove worth and eventually assign value to one’s services. 

Setting the “Worth” Standards

Athletic trainers provide a tremendous service in the foundational employment settings. These services can be taken outside of those settings and provided to a multitude of active populations in our communities. It is necessary to assign worth to athletic training services. To demonstrate the monetary value athletic trainers bring to active populations, it is important to identify and track key elements of the business that have worth. Throughout this document, it is important to keep in mind that it is the duty of the athletic trainer to abide by the educational certifications and individual state licensure/registration standards set forth. As a profession, athletic training needs to take a stand on the importance of service and value the athletic trainer brings to consumers.
Services: “Not for Free” 

As a professional, the AT must take a stand on the importance of service and the value they bring to consumers. Keep in mind that services that have no worth to someone are also of no value. Each time an athletic trainer agrees to volunteer services, such as skills, knowledge or hours, it becomes more difficult to demonstrate the true value of expertise. Although altruistic, “giving away” services devalue the AT and further complicate the necessity of proper funding in the endeavor to create an AT position.

It is imperative that the AT assign worth to services and demonstrate the value that athletic trainers bring to individuals, agencies, communities and businesses. However, in the designation of worth, the AT must demonstrate the ability to defend the worth of services. Worth must be based on usual or customary billing standards rather than abstract ideologies. The cost of living and cost of goods and services vary from region to region; athletic trainers in this setting should use this data to set their worth. The athletic trainer working in private practice and entrepreneurship can choose to trade services to an organization in exchange for marketing, other goods or services or exposure within a target community.

Fair Labor Standards Act 

Most workers are classified as either exempt or nonexempt, depending on their salary and the type of work they do. The federal Fair Labor Standards Act (FLSA) requires that, in addition to paying at least the minimum wage, employers must pay overtime to employees who work more than 40 hours in a given workweek unless they meet certain exceptions. To complicate matters further, many states have wage and hour laws that may have more requirements than FLSA. Employers must make sure they abide by both federal and state wage and hours laws to avoid legal infractions. 

Nonexempt Employee 

Most employees are entitled to overtime pay under FLSA. These workers are considered nonexempt. Employers must pay them one-and-a-half times their regular rate of pay when they work more than 40 hours a week. 

The biggest problem most employers have with nonexempt employees is miscalculating how much overtime workers are owed. 

Exempt Employee 

FLSA contains dozens of exemptions under which specific categories of employers and employees are exempted from overtime requirements. The most common are exemptions for administrative, executive and professional employees; computer professionals; and outside sales employees. There is also a lesser-known exemption for certain retail or service organizations. The primary advantages of classifying employees as exempt are that you don’t have to track their hours or pay them overtime, no matter how many hours they work.

Obviously, this is an appealing scenario for employers. However, exemptions from the overtime requirements of FLSA are just that  – exceptions to the rule. They are narrowly construed, and the employer will always bear the burden of proving that employees have been correctly classified as exempt.[footnoteRef:1] [1: ] 


NOTE: ATs in educational institutions are generally classified as exempt. One must examine the difference between exempt and nonexempt employees to avoid misunderstandings after the contract is signed.[footnoteRef:2] [2: ] 


Taking the Leap Into Entrepreneurship

Entrepreneurship involves the owning and operating of a business. Part of being an entrepreneur is understanding the risk involved in the business, the details of starting a business and the efforts needed to make the business successful. This document is going to focus on entrepreneurship, but this can also be a valuable document for the AT who may work for a business owned by another AT. The AT who works for the business may obtain a deeper understanding of the perspective of the business owner, when it comes to hiring, decisions about business operations and financial risk.

When considering how to deliver your services and care as an AT to yourself or someone else, there are a few options to consider. Do you want to be an owner of a business, contract out to work with a business or be employed by a small business? If you want to be an owner of a business, you can either do that by yourself (sole proprietorship) or you can have one or more partners (partnership). 
Business Ownership3
Below are common options for a business owner to structure a new business. 
· Sole proprietor is a type of business enterprise owned and operated by one person.
· Partnership is a type of business enterprise in which two or more individuals own and operate the business
Hired or Contracted by a Business4
Independent Contractor (1099): A work-for-hire job setting in which the independent contractor is paid for providing specific tasks. The independent contractor is responsible for own supplies, schedule, work benefits and paying taxes. The payor controls the result of the work.
· Can be a form of business ownership where an AT contracts with other organizations to provide athletic training services
Employee: A person hired for compensation, wages and salary and receives a W-2 at the end of the tax year. An employee may be eligible for a variety of company benefits.
Contracts With Outside Agencies/Companies

Outlining each service provided to the company will provide a better understanding of the athletic trainer’s worth (reference the Services section). Advocating the worth of direct and/or indirect impact is vital for those AT entrepreneurs who negotiate their contracts. Understanding the business of health care can be extremely important when it comes time to discuss compensation for the athletic trainer’s skills and time. 

The following is a list of key questions AT entrepreneurs should consider when negotiating contracts:
 
· What services will the AT provide?
· What will the contracting company provide the AT?
· When will the services be provided?
· What is the duration of the contract?
· How will invoices be delivered?
· When is payment due to the AT?
· Who carries insurance?

Best Practices:
· Outline each service provided.
· Put a worth to each service. Check industry standards if you are unsure.

Business Basics

To own a business or be an independent contractor, some basic principles apply. In this section, we will briefly cover standard business concepts and some best practices.

· Business structure: Selecting your business structure is an important early step to determine how your business will pay taxes and your personal tax liability as the owner. An example of each type is listed below. NATA recommends consulting with an attorney and accountant to determine the best structure for your business.
· Limited Liability Company: Pass-through entity3
· Corporation: Pays own taxes3
· Tax information: Each business needs an employer identification number (EIN), which is similar to a social security number or a tax identification number (TIN) and at the state level. Applying for these is among the first steps taken for your business.5,6
· Legal aspects: NATA recommends consulting with an attorney to determine the legal structure and documents needed for your business. Here is a list of a few items that are needed for your business:
· Operating agreement: Foundational document of the business
· Contracts
· Employees/contractors
· Real estate
· Contracts with third parties 
· Insurances: Malpractice, general liability, workers’ compensation and business interruption insurance
·  Company handbook
· Vision and mission statements
· Benefits/human resource policies
· Policies and procedures
· Financial: The financial aspect of business spans across several components of business. It is the lifeblood of each business. Working with an accountant to have a better understanding of business operations from a financial standpoint is crucial. Understanding ways your business can generate revenue and how to maximize profits through budgeting is key to success. Below is a list of some of the highlights of this section:
· Main service/product pricing structure
· Payment collection
· Self-pay
· Third party reimbursement 
· Budget
· Maximize revenue
· Decrease expense
· Expenses
· Payroll
· Taxes
· Equipment
· Supplies
· Rent/mortgage
· Marketing/advertising
· Health care administration: Health care administration is different in this setting. A lot of times, as an entrepreneur, you will solely wear the health care administration hat, at least for a while. You will be responsible for ensuring compliance with state and federal government agencies, the ethics and standards of the athletic training profession and your state requirements (i.e., licensure). Other administration duties may require electronic medical records (EMRs) and Scheduling software for documentation and efficiency purposes.
· Occupational Safety and Health Administration (OSHA)7
· Health Insurance Portability and Accountability Act (HIPAA)8
· The Americans with Disability Act (ADA)9
· Required trainings
· Bloodborne pathogens (BBP)
· Hazardous materials
· Emergency action plans
· Employee handbooks
· EMR
· Scheduling

Marketing 

In this section, we will briefly review the definitions, differences, similarities and crossovers of marketing, branding and advertising.

· Branding: Establishing a consistent visual message and presence is important to your business because it helps create awareness of who you are, what you do and who you serve (marketing). Here are the main concepts to consider in establishing a brand:
· Logo
· Colors
· The company name versus your name
· Marketing: As you develop a business, you want to be able to tell a story of why that business exists, what the business does and who it serves. Use market research to identify the target market, decide the values (mission and vision) of your company, build relationships and determine the methods in which to deliver these are the essence of marketing. The following are some of the starting blocks of marketing:
· Mission
· Vision
· Target market
· Website
· Social media
· Networking
· Advertising: Once you have marketing and branding established, the advertising journey can begin. Advertising typically involves spending resources to reach your target market. Here are several ways to advertise:
· Social media
· Events
· Networking groups
· Other media
· Radio
· Print materials (brochures)
· Paid advertisements online
· Giveaways
· Apparel
Expansion

In this section, we will briefly review the definitions, differences, similarities and crossovers of expanding a business.

· Staffing: Often, the first step in business expansion is adding additional staff. This could be an office manager to assist with scheduling, payments and administrative tasks; independent contractors to help with aspects of the business; or another health care provider to bring in additional revenue. Individual business owners will determine when their cash flow reaches a point where the business can support additional staff.
· Locations: If your business is brick and mortar, and you are reaching your maximum (hours, patients, etc.) at that location, one way to grow or expand your business after hiring additional staff is to open up a different location. This typically is in another market. This market may be across town, in a neighboring town or in a different city altogether. Exploring the needs of where your target market is also located is essential to determining where to place your new location.
· Expansion: If you are a business owner who believes in your brand and methods of practice, then some additional ways to expand your business can be through franchising or licensing your business to other business owners. The main differences between franchising and licensing require conversations with your legal team to ensure you set up the best method for your specific business. Franchising involves a more structured formation of a new business using every element of your brand. Licensing involves licensing the rights of your brand and intellectual property. 

Delivering the Product or Service

Athletic training services encompass all of the services rendered by the AT. Services provided by ATs can vary in the entrepreneurship setting. Questions to consider can include:
· Does your service specialize in a particular practice domain of athletic training? 
· What type of business do you plan on running? 
· Who is your ideal patient?
· What resources do you require?
· Do you have a location? Will you be mobile or remote?

If you are considering selling a product or good, here are some questions to consider:
· What is your product or good?
· Who is your consumer?
· How will this product be made (manufactured or supplied)?
· How will this product be distributed?

Domains of Athletic Training10

Injury and Illness Prevention and Wellness Promotion

Athletic trainers can develop injury prevention programs tailored to many different medical conditions for the populations that they serve. In these efforts, the athletic trainer plays an essential role as it’s their duty to keep patients healthy and active. This improves quality of life by limiting doctor visits, surgeries and associated medical costs. Depending on your business and business setting, data collection may be of great importance. Tracking return-to-play time, future visits needed post injury and effectiveness of home maintenance programs are some examples of data that can be collected to aid in prevention metrics. Prevention is a key area where the athletic trainer contributes to the well-being of their patient.

Best Practices:
· Educate patients about injury prevention and wellness promotion.
· Facilitate strength and conditioning programs in partnership with (if available) strength and conditioning staff. Rehabilitation programs should be directed and supervised by the AT. 
· Ensure safety equipment fitting, maintenance and education 
· Offer orthopedic and movement screening 
· Functional analysis 
· Develop joint-specific prevention programs (ankle, knee, spine, etc.) 
· Create and implement programs for environmental illness prevention 
· Develop and oversee infectious disease prevention protocol 
· Facility safety review (emergency action plan ((EAP)), BBP management, etc.)

Examination, Assessment and Diagnosis

Injury evaluation and treatment is the area of services provided that demonstrates the most valid, measurable information in demonstrating the worth of services rendered. The following information aids in this effort: track patient encounters, return on investment, calculate cost savings, increasing compliance, access to quality care, etc.

Best Practices: 
· Documentation of population served, utilizing the same documentation standards for all patient sectors: 
· Sport/activity
· Population
· Youth athlete
· High schools/collegiate
· Professional
· Public safety
· Recreational 
· Occupational health
· Performing arts
· Military
· Community outreach
· Documentation should include: 
· Medical history
· Injury evaluation 
· Treatments provided
· Rehabilitation exercises
· Patient progress notes
· Referrals
· Patient-reported outcomes 

Immediate and Emergency Care

Depending on your setting, the AT should play an active role in developing and designing policies and procedures concerning health and emergency matters. As a health care provider trained in emergency care, ATs need to have working knowledge of all crisis management strategies and should provide input on how to decrease potential risks. Athletic trainers should also be familiar with governing bodies pertaining to emergency management.

Best Practices:
· Development and utilization of EAPs
· Design and implementation of EAPs for facilities and population
· Consultation regarding public health concerns such as: 
· Pandemic disease information
· Influenza 
· MRSA 
· Hydration 
· Environmental conditions
· Pollution
· Performance enhancing supplements
· Skin infections related to active population
· Implementation of public health directives11

Therapeutic Intervention

Athletic trainers are qualified to safely and effectively advance the physically active population through the rehabilitation and reconditioning process following an injury and pre- or post-operatively. Similar to the area of injury evaluation and treatment, services provided within the area of rehabilitation and conditioning may also provide a significant opportunity to demonstrate the worth of services rendered. 

Best Practices:
· Documentation of population served, utilizing the same documentation standards for all patient sectors: 
· Sport/activity
· Population
· Youth athlete
· High schools/collegiate
· Professional
· Public safety
· Recreational 
· Occupational health
· Performing arts
· Military
· Community outreach
· Documentation should include:
· Progress notes in compliance with institutional regulations and Medicare guidelines for providers
· Outcome measures
· Patient satisfaction
· Physician satisfaction (workers’ compensation)
· Number of visits with athletic trainer for rehabilitation and reconditioning purposes
· Types of treatments provided (include weights, sets, reps and time for each exercise)
· Refer to the physician as needed for follow-up or new consult
· Accept referrals from physicians and health care professionals
· Use of National Provider Identifier on all documents

Health Care Administration and Professional Responsibility

Health care administration and professional responsibility concepts and strategies are the backbone of professional ethics and liability for the function of the business. These components may include: 

· EMR system management 
· Management of professional credential(s) 
· Completion of professional development activities to expand knowledge base and earn continuing education units, which are essential to maintaining the AT’s professional credential 
· Understand the BOC and its requirements for ongoing certification 
· Understand your state athletic training practice act and its requirements for ongoing compliance 
· Understand and abide by the NATA Code of Ethics
· Ensure positive sports medicine team relations and communications
· Ensure proper business and malpractice insurance 
· Develop a venue-specific EAP; train and practice with individuals named in the plan 
· Ensure quality control measures are established and in place for the AT clinic, supplies, equipment, etc. 
· Oversee substance abuse education programs 
· Ensure HIPAA/FERPA compliance 
· Ensure compliance with government agencies (workers’ compensation, state and federal IRS, ADA, OSHA)
· Ensure accounting and tax requirements 
· Ensure ethical billing practices

Next, we will cover the types and some examples of services that an AT-owned business provides. The passion of an AT entrepreneur can help guide the services or products that will be provided. Determining the services or products will help to establish pricing, marketing and branding strategies and business planning. Below are possible vehicles for service or product delivery. 

Clinic-Based Patient Care
This is a common setting for AT entrepreneurship. This setting will look different for many ATs, but let’s cover the core concepts of providing AT services in a clinic.
· Where is your clinic? Is it mobile, in a stand-alone building, part of an existing business or building?
· Who is your target market?
· What domains are you covering in your clinic? Do you have a specialty?
· What will the services/care look like in your clinic?
· How is compensation for services received? Self-pay or third party reimbursement? Packages, subscriptions or hourly rates?
· Have you met legal requirements for practicing in your state?
· Are you planning to specialize in a certain aspect of AT health care (concussion clinic, injury prevention, telemedicine, holistic wellness, workers’ compensation, etc.) ?

Outreach Services
Providing outreach athletic training can be a valuable service in the community. However, this will look different for each business. Here are some key considerations for an AT providing outreach services.
· Do you need a physical office? Is your position mobile? 
· What domains are you covering in your health care?
· Have you met legal requirements for practicing in your state?
· Who is your target market? How do you identify possible clients? How do they find you?
· Do you use contracts for the services you are providing?
· How is compensation for services received? 

Educational Materials and Products
In order to become an athletic trainer, we have to meet state regulatory requirements. A business model can be to market to AT students and for continuing education. Here are some key considerations for an AT who wants to get into educational materials.
· Who is your target market?
· Do you need to be a BOC Approved provider?
· Is this solely online or are there physical materials needed?
· What are your technological needs?

Consulting
Mentorship is a large aspect of life as well as the professional world. Needing a consultant or mentor is important as well as being one. Here are some key considerations for an AT providing business consultations.
· What is your area of expertise in business?
· Do you have ample experience and systems to assist someone in their professional journey?

Medical Supplies Sales
The purchase and resale of medical supplies to other health care providers and/or members of the public is another potential business model. Here are some key considerations for this type of business.
· Where will you get supplies from? 
· Do you need to store equipment or supplies?
· Who will be your target market?
· What is your delivery radius? Do shipping costs need to be considered?
· Are you going to use a platform or will you use your own?
· What are the sales tax regulations in your state and others?

Striving for Success

A lot of planning, organization, marketing, funding and passion go into a business – but how does one become successful? Success can be defined in many ways, and this value model will not define it, but it will cover more sections to consider that should help guide the AT entrepreneur in their journey. For a more in-depth analysis of success and other ways to be above board, the NATA Collegiate Standard of Care Toolkit Checklist may be a great place to start.12
[bookmark: _2u6wntf]Budget Management 
If you do not have business budget experience, consider speaking with an accountant or someone with experience. Create a pro forma document, a categorized expense document, set up bookkeeping/accounting software, profit-and-loss statements and more. These are all vital to creating a budget. 

Best Practices: 
· Cut expenses wherever possible. 
· Utilize a bid process for purchases. 
· [bookmark: _l91dvyanccjm]Seek competitive pricing from companies when bidding items for the athletic training budget for consumables and capital goods. 
· Utilize monthly/quarterly budgets to manage income and expenses.
· Maintain three months of operational funds in a savings account.
[bookmark: _ijile31y30ie]Budget management is key to understanding the necessary funds for the capital needed for the business.
[bookmark: _uc4j2w64xp0y]Raising Capital13
When considering starting a business, the AT needs to consider the funds needed to begin. Having more funds than supplies, overhead and other start-up costs to cover your income, loan payments, etc., will provide the business the monetary needs to run and grow over the first several months or first year.

Best Practices: 
· Multiple avenues can be used to raise the capital to start a business. These can be used in combination to provide the best outcomes.
· Self-funding (cash savings)
· Business loans from a traditional bank
· Loans from family/friends
· Securing investors
· Grants
· Donations
· Monetary gifts
· Donations for equipment and supplies
· Donations for staff development 
· Sponsorship by other businesses
· Six to 12 months of revenue is usually desired for capital to start a business.
[bookmark: _k5tj35sov7rl]Risk Mitigation
The AT in the private practice setting should prioritize strategies for risk mitigation. The AT in the private practice setting may be determining which types of training and risk mitigation strategies are required for themselves, employees and other stakeholders. This can be done with online training modules, staff meetings and mock procedures. Beyond the typical risk mitigation strategies, an AT in private practice also needs to consider additional types of insurance: business insurance (commercial and general liability), malpractice insurance, physician supervision and workers' compensation.

Best Practices:
· Develop, practice and implement a facility standard policy and procedure manual in accordance with BOC recommendations.14 
· Create, practice and implement a venue-specific EAP.
· Create safety policies and procedures for facilities. 
· Offer first aid, AED and CPR training for staff. 
· Create and implement policies and procedures that address required and/or protective equipment selection, allowable adaptation fitting and use. 
· [bookmark: _4i093ccmi8a6]Create policies and procedures for dealing with infection control. 
· Establish periodic business risk assessment process
Policies for Facility Safety14
Policies should be created and regular training updated for all facilities your business will use. One of the key components is creating EAPs for the facilities your business will operate in. Other components include staff training that covers emergency response, IT security and other regulations.
[bookmark: _41mghml]Develop EAPs 

The athletic trainer usually liaises between the administrators, human resources and other entities to set protocols for medical emergency management. The athletic trainer will ensure that every member of the department staff understands how every possible medical emergency will be addressed. 

Best practices:
· Work with appropriate medical team members and agencies to create and implement venue-specific EAPs 
· Coordinate regular reviews and training of EAPs 
· Ensure compliance with BOC and state practice act requirements as well as the NATA Code of Ethics 
· Mitigate risk 
· Coordinate EMS event coverage
· Verify appropriate EMS access in new facility designs 

Staff Training Considerations
To further mitigate risk and ensure compliance, staff training should occur on a regular basis, typically annually or when updates occur.
Best Practices
· Emergency care training
· CPR/AED
· First aid
· BBP
· Other training
· HIPAA
· IT security
· Diversity, equity, inclusion and access 
· Severe weather
· Fire safety
· Active shooter drills
[bookmark: _ihv636]Customer Service
The AT has a responsibility to ensure that each patient receives the best possible quality of care. This may include obtaining continuing education, implementing new protocols relative to evidence-based research or working to implement policies as needed. In the ever-changing landscape of health care, the AT must continue to examine treatment and rehabilitation protocols to provide the highest quality of care possible. As new information arises, changes in policy or procedure may be necessitated. In addition, as the business owner, you are the representative of your business to the public, and high-quality health care and customer service are necessary for your business's success.

Best Practices: 
· Greet and treat patients with kindness and respect
· Continually review and revise care protocols to ensure that care provided meets current standards utilizing evidence-based practice guidelines 
· Evaluate clinical results 
· Ensure you are following appropriate professional standards/position statements relevant to the provision of quality care 
· Implement injury protocols for conditions that have effects in the work/home setting 
· Survey patients regarding care, facility and recovery
· Consent to treat
[bookmark: _r2lj0c5lkql2]Data: How It’s Different in an Entrepreneurship Setting
Health care is an outcomes-driven market, and it’s important to show what value a service will bring to the consumer. ATs have an opportunity to show the value of their services to the consumer, and data from documentation is important to show how efficiently service can be provided. Creating opportunities to show that data can help provide a greater understanding of the scope of health care that can be provided by an AT. For more information regarding data collection, you can contact the NATA Council of Practice Advancement Analytics & Outcomes Committee. 

Best Practices: 
· Total number of patient visits
· Patient referrals
· Referral locations
· Patient populations served
· Average price per visit
· Cost and revenue per visit
· Types of services provided and monetary value associated with each
· Patient-reported outcome measures
· Monthly/quarterly profit and loss
· Satisfaction survey and reviews (Google, etc.)
[bookmark: _9vgpxs9bhbyk]Medical Referral
Athletic trainers in the private practice setting have the responsibility to assist with medical referrals, regardless of if they are providing outreach, seeing patients in a clinic or working with patients in any other setting. This is considered an aspect of case management that an AT in the private practice setting should have in their toolkit. Multiple factors should be considered when making referrals, including patient preference, health insurance coverage and specific patient needs.
A preferred provider network can be formed to create an inter-professional approach to care. The network could include a variety of other health care providers, and can help create a network for referrals to other providers.

Best Practices:
· Be able to appropriately identify patients in need of medical referral by understanding each individual’s unique health care needs.
·  Create a network of allied health care providers to give guidance on all health care concerns within the patient population. 
· Create an appropriate medical referral system with consideration to include, but not limited to, proximity, patient preference and insurance requirements. 
· Review epidemiologic and current evidence-based research to foster clinical decision-making.
· Facilitate communication and proper documentation of medical and other allied health care provider’s instructions. 

Collecting Payments for Services15
Determining types of payments that will be accepted by your business should be considered. Knowing state regulations can help you determine if any of these methods are or aren’t available for athletic trainers. The most typical options include self-pay, third party reimbursement and workers’ compensation. 
[bookmark: _f5rv0ekz3x87]Self-Pay
“Self-pay,” “cash-based” and “fee-for-service” are common terms used to describe the patient paying for their services. These are common methods that health care businesses are using. Self-pay can be cash, check, credit card, etc., and can include utilizing a health savings account (HSA) or flexible spending account (FSA). The patient is responsible for paying their medical expenses to the company directly. This method, from the business owner's perspective, allows for revenue to be received on the day of service or on a regular basis compared to waiting on reimbursement from health insurance companies and then billing patients the balance. Self-pay typically lowers the cost of the service due to not having to pay someone or spend the time billing insurance. 

Best Practices:
· Develop an appropriate method to document patient financial encounters
· Identify merchant service provider 
· Link bank account to merchant services
· Maintain data on goods/services being sold
· Determine eligibility as a provider to receive HSA/FSA funds
· Set fee schedule/prices
[bookmark: _2grqrue]Third Party Reimbursement and Workers’ Compensation
The remaining options for payment collection are third party reimbursement and workers’ compensation. First, learn your state guidelines to see if this is possible for either third party reimbursement or workers’ compensation, and if it is, determine the best direction for your business. You can also contact the NATA Third Party Reimbursement Initiative for more information.

Best Practices:
· Determine best payors for ATs in your state
· Determine the necessity to be “in-network” for both third party reimbursement and workers’ compensation
· Serve as the initial point of contact with workers’ compensation/third party administrators 
· Coordinate care with the adjuster, physician, employee and case manager

Earning Income
This document has covered a lot of topics and considerations thus far, but you might still be wondering, “How do I earn money?” or “How do I pay myself?” The obvious answer is to have more revenue than expenses so you have a profit at the end of the year/month/week. However, as the business begins, a large consideration that goes into the budget should be the income of the business owner. This income should include: desired income; money for health, dental and vision insurance; and retirement income/investing. Since the entrepreneur doesn’t have traditional employment benefits, they should reach out to financial experts and other business owners to learn how to invest for retirement and about health insurance options that exist.
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