[image: image1.wmf]IMPROVING THE BALANCE SHEET 
WITH ATTENDANCE INCENTIVES

Say you have 100 outpatient clients who are supposed to attend twice per week and you can bill $50 for each visit.

 200 client visits per week @ $50 per visit = $10,000 weekly income

But in fact, these clients only come once per week on average

100 client visits per week @ $50 per visit = $5000

Now, say you put $5 (10%) of each client’s reimbursement into an incentive fund = $500 per week for incentives

Then you offer clients the chance to draw for prizes each time they attend using a bowl that yields $500 per week in prizes.

If this resulted in a 10% increase in attendance (i.e. 110 visits rather than 100), you would break even.  

Anything more than a 10% increase in attendance would bring the clinic closer to its ideal income level.

And you may be able to leave the value of incentives at $500 per week even after attendance increases, since this is very generous and may be sufficient to continue promoting higher attendance.                                                                                                          
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