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Task # 1: 

Check off, and make notes on the attributes listed in this chapter as a way to assess 
whether you are ready to start and grow your private advocacy practice.  You can read 
more about each attribute, and its importance, in the Handbook itself. 

���$WWULEXWH <RXU�1RWHV 

Do you thrive on challenges? 

 

Are you a creative problem solver 
and decision maker? 

 

Are you a risk taker? 

 

Do you have chutzpah? 

 

Are you a people person? 

 

Are you a good listener?  

 

Are you self-disciplined? 

 

Are you trustworthy? 

 

Are you a patient person?  
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Task # 1 (continued): 

���$WWULEXWH <RXU�1RWHV 

Can you be flexible? 

 

Do you understand your 
weaknesses? 

 

Are you willing to expect and 
accept payment? 

 

Do you learn well from mistakes? 

 

Do you have a thick skin? 

 

Are you healthy? 

 

Do you have a support system in 
place? 

 

Do you have a good network in 
place? 

 

Do you have advocacy experience?  

Do you have money in the bank? 
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Task # 2: 

Many of the skills you might need to start and grow your business are listed here. Go through 
the lists checking off the column that applies to you for each: the ones you can do and want to 
do (covered), the ones you can do but could delegate, and the ones you can’t do and will 
therefore need to delegate.  (If it’s not a skill you think you’ll need, just cross it out.) 
 

Advocacy Skills: 

Knowledge of how the healthcare system works 

Knowledge of how patients and caregivers think 

Knowledge of how doctors’ offices and hospitals function 

Navigation 

Knowledge of HIPAA  or Canadian privacy regulations 

Shared decision making 

Billing and claims systems 

Flexibility 

Creative problem solving 

Research skills – for learning about diagnoses or treatment 
options, finding good professionals to work with and more 

Others (list the ones you know you will need for the services 
you hope to offer – more in Chapter Four.) 

                   Can Do but       Must  
Covered        Delegate       Delegate 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 



:RUNERRN�a�WR�VXSSOHPHQW�7KH�+HDOWK�$GYRFDWH·V�6WDUW�	�*URZ�<RXU�2ZQ�3UDFWLFH�+DQGERRN���������3DJH��� 

 

Task # 2 (continued): 

 

People Skills: 

                   Can Do but       Must  
Covered        Delegate       Delegate 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

Empathy 

Good telephone manners 

Strong handshake 

Ability to put yourself in someone else’s shoes, to see things 
from other points of view 

Ability to manage expectations – explain what can be expected, 
both the good and the bad 

Ability to address unpleasant topics in a professional manner 

Facilitation, often communications between professionals and 
your clients 

Negotiation/bargaining/mediation skills for working with clients 
and their loved ones, or encouraging medical personal to see 
things your way 

Flexibility 

Networking with other like-minded individuals (and maybe a few 
who think very differently q  q  q 
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Task # 2 (continued): 

 

Business Skills: 

                   Can Do but       Must  
Covered        Delegate       Delegate 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

Professionalism 

Flexibility 

Financial projections, budgeting, money management,  
tax filing, and cash flow 

Basic bookkeeping (especially understanding tax deductions, 
tracking expenses) 

Technology management (using a computer, using a 
smartphone, managing email, creating spreadsheets, word 
processing, webcasts, teleconferences, others) 

Record keeping, time tracking 

Time management 

Understanding insurance 

Understanding use of, and need for, business contracts, their 
clauses and provisions 
 

 

Understanding target audiences 

Knowing how to reach target audiences 

Choosing the right marketing tactics 

Creativity 

Networking / elbow rubbing 

Social media 

Public speaking 

Assessment of efforts (return on money spent) 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

q  q  q 

Marketing Skills: 
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Task # 3: 

Your answers to each of the following questions will be important to your success.  There are 
no right or wrong answers – they will be individual to you, and whatever you want them to be. 

We’ll morph these questions, and your answers, into your business plan in Chapter Fourteen. 

���4XHVWLRQV ���<RXU�$QVZHUV 

What is your story—your narrative? Why 
do you want to help others journey 
through their healthcare experience? 

 

Why do you want to start your own 
business?  

 

What personal goals do you hope to 
satisfy? 

 

Are you starting because you want to 
achieve something? Or because you want 
to leave something else behind?  (If it’s 
because you want to leave something 
else behind, how will being in business 
for yourself help you accomplish that?) 

 

Is this a long term career plan? Or 
something to keep you busy in 
retirement? 

 

What sort of licensing or credentialing 
will you seek? 

 

What support do you have from those 
around you?  

 

Are you trying to prove something to 
yourself?  Or prove something to others? 

 

EĞĞĚ�ŵŽƌĞ�ƌŽŽŵ͍�� 
:ƵƐƚ�ƵƐĞ�ƚŚĞ�ďĂĐŬ�ŽĨ�ƚŚŝƐ�ƉĂŐĞ͘ 

Your Personal Goals 
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Task # 3 (continued): 

���4XHVWLRQV ���<RXU�$QVZHUV 

What advocacy services do you plan to 
offer?  

 

Will you start with a shorter list of 
services, then expand? Or will you focus 
on one or two types of services and not 
try to grow beyond those? 

 

How many clients can you handle in a 
week, a month or a year? 

 

What will your availability be? Monday 
through Friday from 8 to 5? Evenings? 
Weekends? Holidays? 24/7?  Remember – 
being flexible is one of those important 
attributes for success. 

 

What will you do if someone asks you to 
help them in some way you aren’t 
prepared to help them? 

 

What will you do if someone is too 
difficult to work with? 

 

What will you do if a client dies?  

Will you perform all your services for 
profit? Or will you do some pro bono 
work? (free, donated time)  

 

What will your geography be? Will you 
work only with local clients? Or will you 
expand farther (state or province, 
national, international?) 

 

EĞĞĚ�ŵŽƌĞ�ƌŽŽŵ͍�� 
:ƵƐƚ�ƵƐĞ�ƚŚĞ�ďĂĐŬ�ŽĨ�ƚŚŝƐ�ƉĂŐĞ͘ 

Service Goals 
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Task # 3 (continued): 

���4XHVWLRQV ���<RXU�$QVZHUV 

What courses or programs do you intend 
to take or participate in to expand your 
skill set, or improve your ability to grow 
your business? 

 

Are you licensed? Do you need to be?   

Will you join advocacy organizations?  
If so, which ones? 

 

How do you plan to network with other 
advocates? 

 

EĞĞĚ�ŵŽƌĞ�ƌŽŽŵ͍�� 
:ƵƐƚ�ƵƐĞ�ƚŚĞ�ďĂĐŬ�ŽĨ�ƚŚŝƐ�ƉĂŐĞ͘ 

Credentials Goals 

���4XHVWLRQV ���<RXU�$QVZHUV 

How much profit do you hope to make: In 
your first year?  

 

In your second year?   

In your third year?  

How will you handle a situation where a 
client refuses to pay you? 

 

EĞĞĚ�ŵŽƌĞ�ƌŽŽŵ͍�� 
:ƵƐƚ�ƵƐĞ�ƚŚĞ�ďĂĐŬ�ŽĨ�ƚŚŝƐ�ƉĂŐĞ͘ 

Income Goals 
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Task # 3 (continued): 

���4XHVWLRQV ���<RXU�$QVZHUV 

How will you grow your business? Since 
you can’t expand the number of hours in a 
day, will you hire new people? Or 
subcontractors? Or increase your fees or 
list of services? 

 

What will you do when it comes time to 
retire? Sell your business? Close your 
business?  

 

EĞĞĚ�ŵŽƌĞ�ƌŽŽŵ͍�� 
:ƵƐƚ�ƵƐĞ�ƚŚĞ�ďĂĐŬ�ŽĨ�ƚŚŝƐ�ƉĂŐĞ͘ 

Future Goals 
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Task # 4: 

Determine what services your practice will offer, realizing that they will eventually be massaged 
by the requests potential clients will make. But you need to begin with a core service offering, so 
it’s time to quantify what that core will be. 

Here are some questions to consider as you review the list of services on the next few pages: 

· Put a star      next to the services you will offer as you get started. (The skills do you 
already have.) 

· Put a +1 next to the services you will develop within, say, the next year or so. 

· Put a +3, +4, +5 or more next to the services you may develop over time, with 
experience and opportunity.  Just take a guess at the number of years from now. 

· Put a box  [around the services can you offer even though you know you’ll never 

develop them yourself ], but will rely on others, including subcontractors, to offer 
through your practice. 

List of Advocate Services* 
*This list updates periodically. Find the most current list at:  

www.AdvoConnection.com/advocacy-services 

0HGLFDO���1DYLJDWLRQDO�$VVLVWDQFH DQG�&DVH�0DQDJHPHQW 
· 'LDJQRVLV�DQG�WUHDWPHQW�UHYLHZ�DQG�UHFRPPHQGDWLRQ 

· 5HFRUGV�WUDQVODWLRQ�DQG�UHYLHZ 

· 3UHSDUDWLRQ�IRU�DSSRLQWPHQWV 

· $FFRPSDQLPHQW�WR�DSSRLQWPHQWV 

· +RVSLWDO�EHGVLGH�PRQLWRULQJ 

· 3DLQ�0DQDJHPHQW 

· +HDOWKFDUH�SUR[\�DQG�DGYDQFH�GLUHFWLYH�DVVLVWDQFH 

· &DUHJLYHU�VXSSRUW   

 

+RPH�+HDOWK�DQG�(OGHUFDUH�6HUYLFHV  
· ,Q-KRPH�QXUVLQJ�FDUH 

· +RPH�WKHUDS\�DQG�UHKDELOLWDWLRQ 

· 'DLO\�OLYLQJ�DVVLVWDQFH 

· $VVLVWHG�OLYLQJ�DQG�QXUVLQJ�KRPH�UHFRPPHQGDWLRQV 

· 3DLQ�0DQDJHPHQW 

· +RVSLFH�VHUYLFHV   &RQWLQXHG�RQ�QH[W�SDJH��� 

Ö 
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List of Advocate Services (continued) 
 6KDUHG�'HFLVLRQ�0DNLQJ   

  
3DLQ�0DQDJHPHQW   
  
0HQWDO�+HDOWK���6XEVWDQFH�$EXVH�6HUYLFHV   
 
3UHJQDQF\��%LUWK�DQG�3HGLDWULF�$VVLVWDQFH   
· 0LGZLIH�RU�GRXOD�VHUYLFHV�LQFOXGLQJ�KRPH�DQG�ZDWHU�ELUWKLQJ 

· /DFWDWLRQ�FRQVXOWLQJ 

· %LUWK�FRDFKLQJ 

· /DPD]H�WHFKQLTXH�WUDLQLQJ 
 
0HGLDWLRQ�$VVLVWDQFH�IRU�)DPLO\�+HDOWK�0DWWHUV   
:KHQ�GLIILFXOW�KHDOWK-UHODWHG�GHFLVLRQV�QHHG�WR�EH�PDGH�IRU�D�ORYHG�RQH��
LQFOXGLQJ�IDPLO\�GLVSXWHV��PRYLQJ�D�SDUHQW�LQWR�D�QXUVLQJ�KRPH��FKRRVLQJ�DQ� 
RXW-RI-WRZQ�WUHDWPHQW�IDFLOLW\��DQG�RWKHUV� 

  

,QVXUDQFH���3D\HU�$VVLVWDQFH   

· &KRRVLQJ�WKH�ULJKW�KHDOWK�LQVXUDQFH�RU�SD\HU�IRU�\RX 

· )LOLQJ�DQG�WUDFNLQJ�SDSHUZRUN�DQG�SD\PHQWV 

· 1HJRWLDWLRQV��GHQLDOV�RI�FODLPV��KRVSLWDO�ELOOV�RU�RWKHU�PHGLFDO�ELOOLQJ 

· 0HGLFDUH�RU�0HGLFDLG�UHFRPPHQGDWLRQV�DQG�GHFLVLRQ-PDNLQJ 
 

/HJDO�$VVLVWDQFH��0HGLFDO���+HDOWKFDUH�5HODWHG� 

· :RUNHU
V�&RPSHQVDWLRQ�DVVLVWDQFH 

· 'LVDELOLW\�ILOLQJV�DQG�UHYLHZ 

· 0DOSUDFWLFH�DQG�PHGLFDO�HUURU�UHYLHZ 

  

3UHYHQWLRQ�6HUYLFHV 

· 3DLQ�0DQDJHPHQW 

· 'UXJ�UHYLHZV 

· +HDOWK�FRDFKLQJ 

· :HLJKW�/RVV 

· 2WKHUV 
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Gap Choice for reducing the gap (education, hiring, etc) 

  

  

  

  

Task # 5 

Go through the many lists you have made previously in this workbook: your skill sets, and the 
services you hope to offer. Then circle or highlight the ones you know will require further study. 
Finally, rank them based on how much further study they will require. For example, you might 
give those things that would only require a bit of brushing up a 1, but those things you know 
nothing about a 5 – or anything in between. 

In the tables below, you’ll identify your widest gaps, then your not-so-wide gaps, then your 
narrow gaps. 

Finally, you’ll determine how you’ll narrow the widest gaps. You may do that by finding an 
appropriate educational program (Find a list at: HealthAdvocatePrograms.com). You may find 
this book or others will help you. You may also choose to hire someone to fulfill the 
responsibility that leaves a gap.  Or you may have another way to fill the gap. 

The key is to figure out what those gaps are and how to overcome them.  Find possible 
resources to help narrow those gaps on the next page. 
 

My Widest Gaps (What I know the least about, but need to know to start my practice.) 

 

 

 

 

 
 

 

My Not-as-Wide Gaps 

 Gap Choice for reducing the gap (education, hiring, etc) 
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Task # 5 (continued): 

 
 

My Not-Very Wide Gaps  

 

 

 

 

 

 

 

Gap-Narrowing Resources 

The most comprehensive advocacy-focused resource for starting and growing a practice can 
be found through a membership in The Alliance of Professional Health Advocates.  (If you 
aren’t already a member, find information about your membership discount on page 211 of 
the Start & Grow Your Own Practice Handbook.) 

Find a master list of advocacy education programs at:  www.HealthAdvocatePrograms.com 

For help with business-related details, contact the SBA, SCORE or your local Small Business 
Development Center.  Find access to all these in the Resources chapter of your book. 

Administrative (secretarial) activities may be handled by a Virtual Assistant.  Find more 
information about VAs in the Resources section of The Health Advocate’s Start and Grow Your 
Own Practice Handbook. 

Some skills and tasks are better handled by professionals such as lawyers, accountants and 
others.  Reach out to them for their expertise. 

Gap Choice for reducing the gap (education, hiring, etc) 
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Task # 6: 

The basics of being in business are important details at the outset of your planning because 
they will give structure to every other business decision you make. 

This is the place to record your answers to the questions, or to make notes about the parts 
you need to revisit as you work your way through this book. 

���4XHVWLRQ�$ <RXU�1RWHV 

What type of business 
formation will you choose? 

 

 

 

 

 

EĞĞĚ�ŵŽƌĞ�ƌŽŽŵ͍��:ƵƐƚ�ƵƐĞ�ƚŚĞ�ďĂĐŬ�ŽĨ�ƚŚŝƐ�ƉĂŐĞ͘ 

���4XHVWLRQ�% <RXU�1RWHV 

What is your exit strategy? 
How will you go out of 
business? 

 

���4XHVWLRQ�& <RXU�1RWHV 

What will you name your 
business? 
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Task # 6 (continued): 

���4XHVWLRQ�' <RXU�1RWHV 

What licenses and 
identifications will you 
need? 

 

 

 

 

 

EĞĞĚ�ŵŽƌĞ�ƌŽŽŵ͍��:ƵƐƚ�ƵƐĞ�ƚŚĞ�ďĂĐŬ�ŽĨ�ƚŚŝƐ�ƉĂŐĞ͘ 

���4XHVWLRQ�) <RXU�1RWHV 

What will your geographic 
reach be? 

 

 

 

 

 

 

���4XHVWLRQ�( <RXU�1RWHV 

Where will your office be 
located? 
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Task # 6 (continued): 

���4XHVWLRQ�* <RXU�1RWHV 

Will you hire help?  

 

 

 

 

EĞĞĚ�ŵŽƌĞ�ƌŽŽŵ͍��:ƵƐƚ�ƵƐĞ�ƚŚĞ�ďĂĐŬ�ŽĨ�ƚŚŝƐ�ƉĂŐĞ͘ 

���4XHVWLRQ�, <RXU�1RWHV 

How will you handle money 
and transactions?  

 

 

 

 

 

 

���4XHVWLRQ�+ <RXU�1RWHV 

Who can provide you with 
advice when you need it? 
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Task # 6 (continued): 

���4XHVWLRQ�- <RXU�1RWHV 

What communications tools 
will you use? 

 

 

 

 

 

EĞĞĚ�ŵŽƌĞ�ƌŽŽŵ͍��:ƵƐƚ�ƵƐĞ�ƚŚĞ�ďĂĐŬ�ŽĨ�ƚŚŝƐ�ƉĂŐĞ͘ 

���4XHVWLRQ�. <RXU�1RWHV 

How will you get around? 
What transportation will you 
need? 

 

 

 

 

 

 

( Question L regarding insurance is dealt with later in the book.) 
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Task # 7: 

Before you begin this task, read—and reread—the sidebar called “Estimates are Guesstimates” 
on page 86 of The Health Advocate’s Start and Grow Your Own Practice Handbook.   

Then, complete this starter expense budget as well as you can, and as accurately as possible—
even if you only guess. If you DO guess, do so conservatively.  (If your guess is $100, budget 
for higher than that—see the guideline in the sidebar mentioned above on page 86 of your 
book.)  By using conservative numbers, you’ll plan to spend more money, and if you have 
leftover, unspent money, that’s better than going in the red. 

If you have already engaged an accountant to help you, or if you have consulted with an 
advisor from the SBA, SCORE or SBDC, then you may want to work with them to develop your 
guesstimates, or ask them to review your estimates once you’ve made them. 

 

Practice Expense Budget—Year 1  

We’ve started you out with a suggestion for a budget format on the next page.  Any 
explanations you’ll need for the details of the budget can be found in The Health Advocate’s 
Start and Grow Your Own Practice Handbook, Chapter Seven. 

Assumptions:   

A. Your salary will not be included here—we will build that in later.   

B. This budget assumes you will work from home in year 1. If you decide to rent office space 
instead, then add the costs of rent, utilities, and other expenses to this budget. 

C. No traditional employment benefits are built into this budget. For example, you may need 
to seek out health insurance. 

D. No taxes are budgeted for here because this is only an expense budget, not an income 
projection, and taxes would be predicated on income and profit.  We’ll look at income in 
the next chapter. 

 

Turn to the next page and begin filling in the numbers as best you can.  Some suggestions 
have been provide as guidelines, but may not be accurate for you. 
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 ^ĂŵƉůĞ��ƵĚŐĞƚ—�ǆƉĞŶƐĞƐ �ǆĂŵƉůĞ zĞĂƌ�ϭ KŶŐŽŝŶŐ 

        

^ĂůĂƌŝĞƐ�ĂŶĚ��ĞŶĞĮƚƐ�;zĞĂƌ�ϭ�–�ĂƐƐƵŵĞ�ŶŽ�ĂĚĚŝƟŽŶĂů�ĞŵƉůŽǇĞĞƐ�ĂŶĚ�ƚŚĂƚ�
ǇŽƵƌ�ŽǁŶ�ƐĂůĂƌǇ�ǁŝůů�ďĞ�ƚĂŬĞŶ�ĨƌŽŵ�ƉƌŽĮƚƐ͘�/Ŷ�ůĂƚĞƌ�ǇĞĂƌƐ͕�ǇŽƵ�ĐĂŶ�ĂĚĚ�ŝŶ͘Ϳ 

ϬϬ͘     

&ƌĞĞůĂŶĐĞƌͬŝŶĚĞƉĞŶĚĞŶƚ�ĐŽŶƚƌĂĐƚŽƌ�ƉĂǇŵĞŶƚƐ ϱ͕ϬϬϬ͘     

ZĞŶƚͬ�>ĞĂƐĞ�;ĞǆĂŵƉůĞ͗��ǁŽƌŬ�ĨƌŽŵ�ŚŽŵĞ�ŝŶĐƵƌƐ�ŶŽ�ĞǆƚƌĂ�ĨŽƌ�ƌĞŶƚ�Žƌ�
ŵŽƌƚŐĂŐĞͿ 

ϬϬ͘     

�ŽŵŵƵŶŝĐĂƟŽŶƐ�;ƉŚŽŶĞ͕�ĐĞůů�ƉŚŽŶĞ͕�ŝŶƚĞƌŶĞƚ͕�ĨĂǆͿ Ϯ͕ϰϬϬ͘     

hƟůŝƟĞƐ�;ĞůĞĐƚƌŝĐ͕�ŐĂƐ͕�ǁĂƚĞƌͿ�;ĞǆĂŵƉůĞ͗�ǁŽƌŬ�ĨƌŽŵ�ŚŽŵĞ�ǁŝůů�ŝŶĐƌĞĂƐĞ�
ƵƟůŝƟĞƐ�ƐůŝŐŚƚůǇ�–�ƚŚŝƐ�ďƵĚŐĞƚ�ŝƐ�ĨŽƌ�ƚŚĂƚ�ƐůŝŐŚƚ�ŝŶĐƌĞĂƐĞ͘Ϳ 

ϴϬϬ͘     

�ƵƚŽ�ĞǆƉĞŶƐĞƐ�;ŐĂƐ͕�Žŝů͕�ŵĂŝŶƚĞŶĂŶĐĞͿ�ĞǆĂŵƉůĞ�ĂƐƐƵŵĞƐ�ƚŚŝƐ�ŝƐ�ĂĚĚŝƟŽŶĂů�
ĞǆƉĞŶƐĞ�ĨŽƌ�ďƵƐŝŶĞƐƐ�ƵƐĞ�ĨŽƌ�ĂŶ�ĂƵƚŽ�ǇŽƵ�ĂůƌĞĂĚǇ�ŽǁŶ 

ϭ͕ϱϬϬ͘     

KĸĐĞ�ƐƵƉƉůŝĞƐ�ĂŶĚ�ƉŽƐƚĂŐĞ ϯϬϬ͘     

�ĂŶŬŝŶŐ�ĂŶĚ�ĐƌĞĚŝƚ�ĐĂƌĚ�ĨĞĞƐ ϮϬϬ͘     

>ŽĂŶƐ�–�ĞƋƵŝƚǇ�ƉůƵƐ�ŝŶƚĞƌĞƐƚ�ĂƐ�ǇŽƵ�ƉĂǇ�ďĂĐŬ�ĨƵŶĚĞƌƐ�;ĞǆĂŵƉůĞ�ƵƐĞƐ�ΨϱϬϬͬ
ŵŽŶƚŚͿ 

ϲ͕ϬϬϬ͘     

WƌŽĨĞƐƐŝŽŶĂů�ĞǆƉĞŶƐĞƐ͕�ŝŶĐůƵĚŝŶŐ�ůĞŐĂů͕�ĂĐĐŽƵŶƟŶŐ Ϯ͕ϬϬϬ͘     

/ŶƐƵƌĂŶĐĞ ϭ͕ϱϬϬ͘     

>ŝĐĞŶƐŝŶŐ ϬϬ͘     

DĂŝŶƚĞŶĂŶĐĞ�ĂŶĚ�ZĞƉĂŝƌƐ ϯϬϬ͘     

�ƵĞƐ�Žƌ�^ƵďƐĐƌŝƉƟŽŶƐ�;ŵĞŵďĞƌƐŚŝƉƐ͕�ŵĂŐĂǌŝŶĞƐ͕�ŽƚŚĞƌƐͿ ϱϬϬ͘     

DŝƐĐĞůůĂŶĞŽƵƐ�ĂŶĚͬŽƌ�WĞƩǇ��ĂƐŚ ϱϬϬ͘     

;ŽƚŚĞƌͿ       

;ŽƚŚĞƌͿ       

^ƵďƚŽƚĂů�–�KƉĞƌĂƟŶŐ��ƵĚŐĞƚ Ϯϭ͕ϬϬϬ     

�ĂƉŝƚĂů��ǆƉĞŶƐĞƐ�;ƵƐƵĂůůǇ�ŽŶĞ-ƟŵĞ�ĞǆƉĞŶƐĞ͕�ĐĂŶ�ďĞĐŽŵĞ�ďƵƐŝŶĞƐƐ�ĂƐƐĞƚͿ       

        

&ƵƌŶŝƚƵƌĞ ϬϬ͘     

^ŝŐŶĂŐĞ�;ŝĨ�ǇŽƵ�ůĞĂƐĞ�ŽĸĐĞ�ƐƉĂĐĞͿ ϬϬ͘     

EĞǁ��ƋƵŝƉŵĞŶƚ�;ŝŶĐůƵĚŝŶŐ�ƚĞůĞƉŚŽŶĞ�ƐǇƐƚĞŵƐ͕�ĐŽŵƉƵƚĞƌ�ƐǇƐƚĞŵƐ͕�
ƐŽŌǁĂƌĞ͕�ĨĂǆͿ 

Ϯ͕ϬϬϬ͘     

DĂƌŬĞƟŶŐ�ĂŶĚ��ĚǀĞƌƟƐŝŶŐ ϯ͕ϬϬϬ͘     

�ĚƵĐĂƟŽŶ͕��ŽŶĨĞƌĞŶĐĞƐ͕�EĞƚǁŽƌŬŝŶŐ��;ƵŶƌĞŝŵďƵƌƐĞĚ�ƚƌĂǀĞů�ƉůƵƐ�ĞǆƉĞŶƐĞƐͿ ϭ͕ϬϬϬ͘     

;ŽƚŚĞƌͿ       

;ŽƚŚĞƌͿ       

^ƵďƚŽƚĂů�–�KƉĞƌĂƟŶŐ��ƵĚŐĞƚ ϲ͕ϬϬϬ     

        

dKd�>^ ΨϮϳ͕ϬϬϬ     
DŽǀĞ�ƚŚŝƐ�ŶƵŵďĞƌ�ƚŽ�ƉĂŐĞ�ϮϮ�ŝŶ�ƚŚŝƐ�

tŽƌŬďŽŽŬ—ƵƉƉĞƌ�ůĞŌ—ƐƚĂƌƚĞƌ�ĂŵŽƵŶƚ͘ 
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Task # 8: 

 
Cash Flow Statement—Uncapitalized 

Using your first year budget, create a cash flow statement assuming you have not started out 
with your total capital needs (uncapitalized.) 

 

 

6WDUWLQJ 
%DODQFH 

 

��WKDW�FRPHV�
LQ�IURP�ZRUN�
ZLWK�FOLHQWV�
�UHYHQXH� 

 

��JRHV�RXW�WR�
SD\�ELOOV��

VDODULHV�DQG�
H[SHQVHV 

 

��JRHV�RXW� 
WR�FRYHU�

LQWHUHVW��RQO\��
RQ�FUHGLW�FDUGV 

 

%DODQFH� 
DW�WKH�HQG�RI�
WKH�PRQWK 

 

0RQWK��� ��� ���    

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK����      

0RQWK����      

0RQWK����      

0RQWK����      

dŚĞ�ĂŵŽƵŶƚ�ŝŶ�ƚŚĞ�ĐŝƌĐůĞ�ŝƐ�ƚŚĞ�ĂŵŽƵŶƚ�ǇŽƵ�
ǁŝůů�ďĞ�ŝŶ�ĚĞďƚ�ďǇ�ƚŚĞ�ĞŶĚ�ŽĨ�ϭϯ�ŵŽŶƚŚƐ͘ 
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Task # 8 (continued): 

 
Cash Flow Statement—Capitalized 

Using your first year budget, create a cash flow statement assuming you have started out with 
your total capital needs, using the total amount of money you estimated by creating your 
budget (in this workbook, page 20)  (Capitalized.) 

 

 

6WDUWLQJ 
%DODQFH 

 

��WKDW�FRPHV�
LQ�IURP�ZRUN�
ZLWK�FOLHQWV�
�UHYHQXH� 

 

��JRHV�RXW�WR�
SD\�ELOOV��

VDODULHV�DQG�
H[SHQVHV 

 

��JRHV�RXW� 
WR�FRYHU�

LQWHUHVW��RQO\��
RQ�FUHGLW�FDUGV 

 

%DODQFH� 
DW�WKH�HQG�RI�
WKH�PRQWK 

 

0RQWK���  ���    

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK���      

0RQWK����      

0RQWK����      

0RQWK����      

0RQWK����      

dŚĞ�ĂŵŽƵŶƚ�ŝŶ�ƚŚĞ�ĐŝƌĐůĞ�ŝƐ�ƚŚĞ�ĂŵŽƵŶƚ�ǇŽƵ�
ǁŝůů�ŚĂǀĞ�ŝŶ�ƚŚĞ�ďĂŶŬ�Ăƚ�ƚŚĞ�ĞŶĚ�ŽĨ�ϭϯ�ŵŽŶƚŚƐ͘ 

dŚŝƐ�
ŶƵŵďĞƌ�

ĐŽŵĞƐ�ĨƌŽŵ�
ƉĂŐĞ�ϮϬ—
ƚŚĞ�ĐŝƌĐůĞ�Ăƚ�
ƚŚĞ�ďŽƩŽŵ�
ŽĨ�ǇŽƵƌ�
ĞǆƉĞŶƐĞ�
ďƵĚŐĞƚ͘ 
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Task #9:   Figure out your hourly rate. 

 

Using Billable Hours  (follow this model on page 90 in the book.) 

Total estimated income  
for Year 1 

�ƵĚŐĞƚ 
ƉůƵƐ 

ƐĂůĂƌǇ͗ 

 
,ŽƵƌůǇ� 
ƌĂƚĞ͗ 

 

Low end estimate  
of income:  

(Total from bottom of page 20 in 
this workbook, plus lowest salary 

you hope to pay yourself.) 

 

Divide by  
950 hours = 

 This is your lowest 
possible hourly 
rate. 

High end estimate  
of income: 

(Total from bottom of page 20 in 
this workbook, plus highest salary 

you hope to pay yourself.) 

 

Divide by  
950 hours = 

 This is your hourly 
rate in order to 
earn  your higher 
projected income. 

Do some research into the amount being charged by any competition you have identified.  To 
find your competition, ask other people who might have a need for an advocate, and do an 
Internet search using “patient advocate” or “health advocate” and the name of your city or 
town.   

Compare any information you can obtain about your competitor’s charges against the 
numbers above. 

 

Task #10:  Review Pricing Models 

For each of the pricing models, rate the ones that sound promising to you on a scale of 1 to 5, 
where 1 is a model you would definitely want to use, and 5 is one you have little or no interest 
in.  Make any notes about how you would adjust the model to suit your own needs. 

 
Pricing Model 

 
Your Notes 

Your  
Rating 

Client Assessment / 
Situation Analysis 

  

Project Rates   

Body of Hours   
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Task #10 (continued) 

 
Pricing Model 

 
Your Notes 

Your  
Rating 

Monthly Retainers   

Monthly Memberships 
or Subscriptions 

  

Daily Rates   

Percentage of savings   

Upcharging for 
additional services 

  

Increase of hourly rate 
but decrease of hours 

  

Never charge the full 
amount 

  

Throwing in something 
extra 

  

Bonus Time   
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Task # 11: 

Return to Task #4—the services you identified that you plan to offer.  Record them below.  
You may even give a second thought to your services now that you’ve read more of the book. 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  
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Task # 12: 

Make a list of your target audiences 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  
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Task # 13: 

Write a benefits statement for each of your services, focusing on the needs of your target 
audiences. 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  

 

 _______________________________________________________________________________  
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Task # 14: 

Develop your elevator pitch, using this formula: 

I own/work for/founded ___________________________________________________.  

We provide ______________________________________________________ (services)  

to _______________________________________________________ (target audiences)  

who _______________________________________ (why they need your services).  

Unlike ___________________________________________ (a competitor or different, 

not as effective service),  we are able to ensure _____________________________ 

___________________________________________________________ (target audience)   

will _______________________________________________________________________  

(their benefit for working with you.) 

 
 

Once you’ve completed this task, put this Elevator Speech away for a few days, 
then pull it out again to many necessary edits.  Once you are happy with it, commit 
it to memory so it rolls right off your tongue every time anyone asks you what you 
do for a living, or what your business does. 
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Task # 15: 

Review the following concepts as they relate to marketing strategy and tactics.  Choose the 
ones you like the best (that you think will work best for your practice). Make notes about your 
initial thoughts for each as they regard marketing your practice. 

Have you chosen your company name?  

List adjectives that describe how you want 
people to feel when they recognize your 
practice name. (Professional? Friendly? 
Peaceful? Proactive? Others?) 

 

Do you have any color preferences for your 
logo? (Will you share them with your graphic 
designer?) 

 

Strategy:  Branding  

Tactics (Marketing Tools)  

 

Word of Mouth (Networking) 

 

 

Read about each of the following tactics in your book, and do some additional reading on the 
web (see the Resources section in the back of the book or linked from the online version.)  
Then make some notes for yourself about each of the following tactics. 
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Task # 15 (continued): 

Tactics (Marketing Tools)  

 

Public Speaking 

 

 

Marketing on the Web 

 

 

Collateral 

 

 

Public Relations 
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Task # 16: 

Make notes about your business plan. 

Your business plan shouldn’t be handwritten in this workbook. Instead, make notes here for 
any additional information, not already found in your answers to previous tasks, that you 
might want to include in your plan.   

Your plan should word processed so that it can be edited and updated over time. 

Make notes for each of the following aspects: 

 

Notes about:  

 

Your story: 

 

 

Your goals and  
objectives:  

 

Your marketing 
plan: 

 

 

Business 
Details: 
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Task # 16 (continued): 

 

Notes about:  

 

Money  
details:  

 

Anything  
we’ve missed? 

 

There are plenty of resources available for building your business plan, ranging from 
templates on the web, to hiring business coaches, to tapping into the expertise of personal at 
the SBA, SCORE or your local SBDC. 
 
Links to these resources can be found in the Resources section in the back of your book. 

………………………………………………….. 
 
 
 
 
If you have questions or comments about  this workbook, I would be interested in hearing 
them.  Kindly email me at  trisha@epadvocate.com   
 
7KH�YHU\�EHVW�RI�OXFN�WR�\RX�DV�\RX�VWDUW�DQG�JURZ�\RXU�QHZ�DGYRFDF\�SUDFWLFH� 

7ULVKD�7RUUH\� 
(YHU\�3DWLHQW¶V�$GYRFDWH 

DQG�DXWKRU�RI 
7KH�+HDOWK�$GYRFDWH¶V�6WDUW�DQG�*URZ� 

<RXU�2ZQ�3UDFWLFH�+DQGERRN 


