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Announcer:

Welcome to ChiroSecure's Empowering Women in Chiroprac9c, the Facebook
Live show for successful women, by successful women, proving once again,
women make it happen. Join us each week as we bring you the best in business
growth, prac9ce management, social media marke9ng, networking, leadership,
and lots more. If it's about women in prac9ce in business, you'll hear it here.
Now join today's host, Dr. Nichole Lindsey as she talks overhead, debt, and
crea9ng other sources of income. Now, here's Dr. Nichole.

Dr. Lindsey:

Hi. Welcome to this week's episode of ChiroSecure's Empowering Women in
Chiroprac9c. I'm Dr. Nichole Lindsey and I'm your host today. I'm so proud and
excited to be here. First of all before we jump in, I want to just say a special
thank you to ChiroSecure for everything they do for us chiropractors, for the
show, for puKng this together, puKng out great informa9on, great content and
keeping our profession going the way that they do.
I hope you give them a shout out, give them some likes, some love, some hearts.
Let them know that you too care about them and appreciate all that they do. We
want you to interact, ask ques9ons, give us comments. Let us know where
you're watching us today live from. What city and state? Let's pull us all together
and come together and work this all out. I have a very special guest for you
today and I'm excited to have her here.
She's a friend, she's a colleague, she's a chiropractor that we all need to know,
Dr. Lisa Olszewski, otherwise known as Dr. Lisa O. So welcome to the show, Dr.
Lisa. Are you ready to empower?

Dr. Olszewski:

I am. Thanks for having me. I appreciate it. It's fun to be here.

Dr. Lindsey:

Excellent. I am so excited. Dr. Lisa, she is a passionate chiropractor. She runs a
cash-based prac9ce in Chelsea, Michigan. She's a wellness advocate, she's an
upper cervical prac99oner, and she's ac9ve in her local community. She's
served, and in our chiroprac9c profession, she's served both on state and
na9onal organiza9ons. She serves currently as Michigan Associa9on
Chiropractor Director of Internal Aﬀairs and she's the very ﬁrst woman to serve
on the Michigan Associa9on Chiroprac9c Execu9ve CommiUee.
So we're very excited that she's here. She also serves on the Board of the League
of Chiroprac9c Women, so you can see why I chose her to be my guest, because
she exempliﬁes a woman that is doing so much in chiroprac9c for our
profession. So ﬁll in the gaps. Is there anything that I missed? Anything about
your personal life that you want to share with us?

Dr. Olszewski:

No, I love chiroprac9c. As a chiropractor, everything is my personal life. Is that ...
I don't know, but I think that's how it is. I live, breathe, everything chiroprac9c. I
think that's a lot of us within this profession. We have such a passion for what
we do and so we share that and I love being able to serve and being able to
make sure that we've got chiroprac9c available for everybody out on the streets
of whatever city, town that we're in.

Dr. Lindsey:

It is certainly obvious when you're around you. I've known you for several years
now and you do, you exude chiroprac9c out of your every cell, so we really
appreciate that. So let's jump in and talk about our topic today and that's
running a cash-based prac9ce. I know there's a lot of chiropractors out there
that have thought about doing this and they want to know more about it. Why
did you choose to start a cash-based prac9ce? Did you start right out of school
as cash-based?

Dr. Olszewski:

I did, right? I moved back to Michigan in like 2004 and so if anybody's familiar,
what happened in the United States about 2007, 2008 was when the economy
started to tank for the en9re US, but people didn't realize it happened here in
Michigan several years before. I did, I opened up in January of 2005 and I walked
is saying, "I'm doing this cash and I'm doing this upper cervical." It was funny
because I remember when I moved back to Michigan, people, other doctors
looked at me and were like, "You're ﬁrst oﬀ going to be upper cervical? Second,
you're going to do this cash? Yeah, you'll be around in two years, maybe ﬁve."
It isn't going to happen. So fast forward, how many years is that now and I'm s9ll
here so it is a viable op9on. I think so o`en now we see a lot of people that look
at that and think okay yeah, I want to do this. There are certain things, and that's
what I want to talk to you guys about today, on how to be able to educate the
pa9ents in your prac9ce, your prac9ce members to really for them to
understand why they're going to hand over their hard earned dollars for
chiroprac9c care in your oﬃce when there's a bazillion chiropractors everywhere
to be ﬂat out honest, right?

Dr. Lindsey:

Yeah. I know that there are a lot of misconcep9ons. There are a lot of things out
there that stops chiropractors from wan9ng to go cash. They think they've heard
that you have to lower your fees or if you s9ll don't see a million people and
they just don't want to prac9ce like that. What are some of the misconcep9ons
that you've heard?

Dr. Olszewski:

Right? Or oh, let's just put a box on the wall, right? That type of thing. Or the
common one that I hear a lot is people are saying, "Oh, you can go cash and you
just don't have to bill Medicare." No, no, no, no, no. That's not the case people.
You s9ll have to bill Medicare. I think that's one of the fallacies that's out there.
That goes back to you can talk to your state associa9ons about that or your
na9onal associa9ons, but as a chiropractor you have to bill Medicare. That's the
way it was wriUen in our laws. But it is, it's not a box on the wall prac9ce. I
literally just really educate our pa9ents as to why, why come to our oﬃce? What
are the services that I'm oﬀering here? Make it a community that they want to
be a part of.
I do a lot in talking to our pa9ents about all sorts of aspects of wellness. I think
you probably get this, I get this a lot where people, when they ﬁnd out my age
they're like, "Oh really, huh, I would have put you at about 10 years younger." I
feel like we get that with all chiropractors. It's by living a chiroprac9c lifestyle, by
geKng adjusted regularly and all of that. People want what you have, right?
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Really be congruent. If you get to know me, that's the biggest thing, that I don't
ever tell the people in my prac9ce something to do that I'm not doing myself,
and so if I'm speaking up on stage that's the ﬁrst message that I share with
people or students or wherever it is, if it's doctors, like make sure you're actually
geKng adjusted rou9nely. Make sure you're congruent. If you want to sell
wellness care to your pa9ents, you best be a wellness pa9ent yourself, right?
Some of the misconcep9ons are the biggest things of what I just see with people
like oh, just going to do the box on the wall or that's what she's doing. It's like
no, no, no, I actually run a legit prac9ce. There's actually people coming in here.
So yeah.
Dr. Lindsey:

You don't ﬁnd that you have to cut your fees or only recommend so many visits.
You do recommend care plans and you don't have problems ...

Dr. Olszewski:

I absolutely do. Granted I'm going to be honest with you, I'm upper cervical so
do I see people three 9mes a week? I don't. Flat out, that's just because of my
upper cervical philosophy of how I'm adjus9ng pa9ents. But we do, we give
them a schedule of care and I educate a lot based oﬀ of den9stry, right?
People understand the dental community. I always laugh with people when
they're like, "I tried chiroprac9c once. I just wasn't for me." I'm like do they say
that about medicine? Do they say that about den9stry? I've tried, I went to the
den9st once. Totally wasn't for me. Not going to go back. No, they take care of
their teeth. It's the same thing.
I want people under chiroprac9c care whether they're in my oﬃce or down the
road or wherever. Obviously I think most of us would prefer people be in our
prac9ce, but I want people under chiroprac9c care, but yeah. No, I'm not
reducing my fees down to ﬁve bucks a visit or 10 bucks a visit. We have a legit,
we have a very legit prac9ce here.

Dr. Lindsey:

How would you handle, because I'm sure this is probably a ques9on that some
of our audience, they might be listening, they might be thinking, I do want to go
cash, but how do you handle those ques9ons that come up when pa9ents say,
"Are you in network? Do you take insurance?" How do you respond to that
when that comes up?

Dr. Olszewski:

I have a couple diﬀerent ways that I have gone about that. If pa9ents have
chiroprac9c coverage we want them to be able to u9lize that and so we do a
complimentary beneﬁts check for all of the people when they're coming in. I
always do a complimentary consulta9on. I oﬀer that to people. They'll bring in
their cards and then we explain it to them that way.
What I've found, and I think a lot of other prac9ces have found is that a lot of
people don't necessarily have the coverage that they thought they had a`er just
diﬀerent things over the course of the last 10 years. So a lot of 9mes their
deduc9bles are a lot higher than what they thought or whatever it is. I tell my
pa9ents what you get here, that fee includes everything. Pick my brain on the
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nutri9onal advice and all of that versus separa9ng it out into all of these other
visits or other charges.
It makes it very aﬀordable because I very much have a family wellness prac9ce.
It's not just a pain-based prac9ce. It's people that are coming in and they want
lifestyle changes and so we do a lot of diﬀerent counseling that way. It's all
included in their one charge so they're not going to have extra charges that way.
When they ﬁnd out they're like, "Oh okay, that's why. I get it. I understand why
she's doing it this way."
The biggest thing is ﬁguring out what your unique selling proposi9on is or your
unique selling point. What makes your prac9ce diﬀerent than the person down
the road? Like I said before, they're going to be spending their hard earned
dollars for your chiroprac9c care, why do you want them to come into your
prac9ce?
My common line that I use, I'll give up my liUle educa9on snippets that I teach
people or that I talk to people about is we're seeing now in our society people
have just been accustomed to they take a pain pill for whatever it is, and again,
thinking of we all, well, I'm sure we've all used the analogy but an oil light
showing up on our car and throwing the duct tape over the oil light. As you
share that with your pa9ents ...
Dr. Lindsey:

That one never gets old, by the way.

Dr. Olszewski:

What?

Dr. Lindsey:

I said that one never gets old, by the way.

Dr. Olszewski:

Right? But when you explain it to them and it's like so, all of a sudden now
you're driving and 3,000 miles later you've got duct tape all over the dashboard
and the engine goes out and you're standing there saying, "Why? It never told
me anything." But it's the fact that our society has taught people to cover it up
and cover it up and cover it up and all of a sudden the engine blows out and
they can't ﬁgure out what's going on.
Now they're waking up at 60-years-old saying, "I feel miserable." Nobody is
siKng there saying, "I want to feel miserable at 40 or I want to feel miserable at
60," or whatever it is. That's what I tell them, I'm looking at where their health's
going to be 10, 20, 30, 40, 50 years down the road. Let's make sure we're doing
the right steps to get there. One of the analogies I love for anybody that's gone
through, I hope this is ﬁne, but Dr. James [Tussner 00:12:23], I love what he's
done for our profession, but he has an amazing analogy of rocks in a backpack.
If we're star9ng out every morning in a swimming pool full of water and every
decision we make today we're throwing rocks in our backpack or we're taking
rocks out.

Dr. Lindsey:

I love that.
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Dr. Olszewski:

I love it, right?

Dr. Lindsey:

Yeah.

Dr. Olszewski:

It clicks for pa9ents. The 9ny cups of coﬀee each day, that's a boulder in your
backpack. How long will you be ﬂoa9ng? It's a wake up call for them that way
too, so again, I'm giving a lot of diﬀerent wellness things because that's how I
run my prac9ce, but that's also how I separate myself out.

Dr. Lindsey:

Yeah, so that's important to talk about because what I think you're saying is you
really have to hone in on that and be able to communicate that in order to get
people away from focusing on the cost of the money and standing out. How
would a chiropractor, what are some examples of a chiropractor having a USP
diﬀerent from another one? What would make one chiropractor diﬀerent from
another?

Dr. Olszewski:

Right and I think that's where each person, they really need to look at their
prac9ce, geKng crystal clear on their vision, their mission statement. Like who is
their ideal prac9ce member or the other word that I keep hearing out there now
is who is your avatar? Who is that person that you want a prac9ce full of? We're
a family wellness-based prac9ce and I think most people in the United States
realize who's the person that makes the healthcare decisions for the family? It's
Mom, right? It's the female.
That's my avatar, right? It's a mother with usually high school aged kids, middle
school kids, even elementary school kids. I will tell people, I will see families
here for years before I ever see the dad walk in some9mes. That's just how it
goes.

Dr. Lindsey:

Absolutely.

Dr. Olszewski:

Right?

Dr. Lindsey:

Yeah, I'd say 75% of my prac9ce are women.

Dr. Olszewski:

Absolutely. So really geKng crystal clear on who that person is that you're
looking to ﬁll your prac9ce with and then focusing in on that. I lost my train of
thought.

Dr. Lindsey:

Yeah. Showing your USP and making that your unique selling proposi9on. I know
for me for example, I have a physical therapist in my oﬃce and we oﬀer
chiroprac9c and PT and that's a really unique selling proposi9on for me. I know
pa9ents come in speciﬁcally because they like that. They like we do subluxa9onbased chiroprac9c, but if they need PT we oﬀer that too. I guess helping our
audience understand that they have to ﬁgure out they're a chiropractor, but
there's probably something unique about them that hey can make shine.

Dr. Olszewski:

Right. Is it their technique? For me it's upper cervical, but it's also I'm helping
them with nutri9on. We're helping them make lifestyle choices that is congruent
with their innate, right? I don't want them ea9ng Bic Macs all the 9me because
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that's not going to help their innate express at 100%. It's those congruents are,
those por9ons, go through it. If they are a sports chiro or whatever it is, focusing
in on that.
Maybe they're just taking care of babies. Maybe that's just a pregnancy prac9ce,
but focusing in on that speciﬁc por9on and ﬁguring out what your USP is that
way.
Dr. Lindsey:

Yeah, I think that's just important to do period no maUer what, whether you're
taking insurance or cash-based. I think that we water down our prac9ces and
our community and we try and bring in everybody, you know? Because we do,
we want to take care of everybody. There's nothing wrong with that, but if you
can do what you're sugges9ng, it can really help your posi9on in your
community and help with your marke9ng and just help you drive diﬀerent
streams of marke9ng into your prac9ce.

Dr. Olszewski:

It's true because I was part of a business networking group, right? I think there's
a lot of us that were part of BNI at some point within our prac9ce career, and I
always think of it there where they say, "Who are you looking for this week?" A
lot of 9mes as chiropractors we're like we can adjust anybody with a spine. Yes,
we absolutely can, but when you say that out to the general, like in our BNI
chapter it confused people and they even tell you that in their BNI training.
If it's a realtor saying, "Anybody that needs to ... They need to live somewhere."
Well then, that doesn't help me focus in. Who is my realtor looking for? Who as
a chiropractor are you speciﬁcally looking for? Are you a headache-based
prac9ce? Are you symptom-based? Are you ... Just going through that way, so
going very speciﬁc. I think it's working with in any aspect. It doesn't have to be
chiroprac9c. Anybody that's a business owner. You've got to get speciﬁc on who
your avatar is, who is it that you're trying to help to help grow your business.

Dr. Lindsey:

Right, right. Now, even though we do take the majority of our pa9ents are
women, there are some men that do come in as well. We do have a lot of male,
men in our audience listening to this today and they will as it comes out, so
what are your secrets for geKng men into your prac9ce?

Dr. Olszewski:

Into my prac9ce? It's funny because it depends on what 9me of day people
show up in here, right? I just had a spouse show up recently who the family's
been here for years and then I hear him saying, "Oh my gosh, all I see are
women in this prac9ce." Well, it was the 9me of day he was coming in at, right?
I'm like, "You come in in the evening in my prac9ce, it's all men," because it's all
the guys coming home from work. I think that's the demographic of just how it
kind of works out, but yeah. I'm sorry, what was your ques9on?

Dr. Lindsey:

Oh, how do you drive more men into the prac9ce? How to get men interested in
their health and how to get them in?

Dr. Olszewski:

I don't know, that's the biggest thing, how to get men interested in their health. I
feel like that's an innate thing on guys, right? They're just kind of like, "I'll deal
with it when it's broke and I'll ﬁx it." It's not just whether it's my body or

ChiroSecure's Empowering Women In Chiropractic - Dr. Lindsey 4 Page !6 of 10
!

whatever it is, it's just how it works with them. But then I think once they're
feeling beUer and they realize all the things they're able to do now because their
body is func9oning beUer, that's when you've got a pa9ent for just for life. Yeah,
"I get this chiroprac9c thing."
Dr. Lindsey:

I think to the marke9ng, the marke9ng that you do. I think if you have, we do
women events. I do them in my oﬃce with other business, other female
entrepreneurs and we draw a lot of women to those events because they're
more women-friendly, but you could do like a cigars and health or you could do
something like that and target more men I do believe. I think they want to know
how to get healthy naturally, we just need to do more marke9ng towards them,
you know?

Dr. Olszewski:

Or for athletes, right? All the weekend warriors, they want to be able to
compete on the weekend and not be able, not be out of commission on
Monday. Or even I just think of with CrossFit or whatever it is and focusing in on
those areas because those are compe9tors that are looking for that extra edge
whether they're going [inaudible 00:19:27]. It could be CrossFiUer, it could be a
male CrossFiUer, but people that are looking for that extra advantage. We know
that with chiroprac9c, right?

Dr. Lindsey:

Absolutely. We can give it. We can deliver that. Let's go back to cash-based
prac9ce. What are some of the beneﬁts that you see in a cash-based prac9ce?

Dr. Olszewski:

How can I put it this way? I feel as if the people that are here want to be here.
I'm not saying that people in an insurance-based prac9ce don't want to be here.
That's not what I'm saying, but they are excited about being here because
they're taking a proac9ve stance for their health and they're actually invested in
it, if that makes sense. They are physically here. Yes, this is what I'm doing.
So just I love it that way because people really truly want to make a change. It
might not be very crisis-oriented, but like I said, I'm very a wellness-based
prac9ce and I think it's become about because of being a cash-based prac9ce it's
people that are looking what else they can do for their wellness and so that's
where I take that from.

Dr. Lindsey:

I've never thought of it that way. That's a really good point. I've never thought
about that and that's huge. That makes for a very diﬀerent prac9ce experience
when you have pa9ents that are coming in that want to be there, that you don't
have to beat up and educate constantly. You feel like a broken record some9mes
just trying to get them to get yeah, chiroprac9c when really, yeah, that's a really,
really good point. Never thought about that. That was just my aha moment in
this. So I may think about going cash.

Dr. Olszewski:

It's one of those things, I'm talking to them and we do a lot of educa9on in the
prac9ce, but I always make it simple educa9on. Well, right now I've had my walls
all painted this last week so everything's oﬀ the walls, but I have a wall out there
that's all the Palmer people. People are typically like, "Oh, is that your grandma
and grandpa?" I'm like, "No."
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Dr. Lindsey:

Kind of. The chiro family.

Dr. Olszewski:

[crosstalk 00:21:30]. They're not my family members, but they understand some
of that. If you talk to my pa9ents, like if you polled all of them would they be
able to tell you what the very ﬁrst chiroprac9c adjustment was? I'm going to be
honest, they probably aren't, but they understand. Really, like I said, arthri9s and
rela9ng it as spinal decay just like cavi9es, all of that stuﬀ. Like I said, people
understand den9stry and when we compare it, chiroprac9c is so similar to
den9stry.
If you don't take care of your spine and that's when people walk in and say,
"Wow, I'm coming back o`en," when they ﬁrst start care and they're coming
back more o`en. I'm like, "Yeah, imagine walking into the den9st for the very
ﬁrst 9me in your life right now. You'd be returning because you'd be ﬁlling
cavi9es. You'd probably be doing root canals, you'd be pulling teeth. Whatever it
is, but then you'd ﬁnally get to your maintenance care of once every six months
for a dental cleaning."
It's the same thing. We've got some work here. Had you been under chiroprac9c
care for 30 years or whatever it is that they're coming in, we wouldn't be going
through all of this right now. Then it's like got it. Okay.

Dr. Lindsey:

Yeah, I love what you said in the beginning of the interview and I want to come
back to this about the insurance and how a lot of people are when they ﬁnd out
what their beneﬁts cover they're surprised and they had no idea. I don't know if
you're seeing it, I'm sure you might not see a lot of this because you don't take
insurance, but even when they do have it, the deduc9bles are so huge and the
copays, I have teachers coming in and I'm in the state of North Carolina with 72
and $94 copays.
So here they have this policy that they can't even use, so I have to agree that I
think running a cash-based prac9ce probably now is easier than it's ever been.

Dr. Olszewski:

Right, I agree because so much over the course of the last 10 years that we've
seen insurance change. Yeah, you're absolutely right on. That's where people
just when they do look at it some9mes they're like, "Okay, I can go over there
and get this or I can also go here and just pay a couple dollars more and have all
of this included." But it's the community that you develop in your prac9ce,
right? I think that's it, it's a family in here. They know they can pick my brain on
all aspects of whatever it is for health. We're here to help them make sure that
they're living their best quality of life and their family is living their best quality
of life.

Dr. Lindsey:

I like the idea of adding all of the other nutri9onal components, all the other
stuﬀ that you give to them as kind of like an added bonus that they get. When
you look at, when you're ﬁling insurance and all the dots, all the I's you have to
dot and the T's that you have to cross and the documenta9on is so much more
that you have to do, where when you're cash, not that you don't want to keep
good docs, you s9ll can do that, but it's almost like you can replace all of that red
tape, all of that stuﬀ with this stuﬀ that really helps the pa9ent.
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When you present it that way it makes all the diﬀerence. The pa9ent yeah, sees
that. I'm really learning a lot from you today on running ... I knew you were
awesome at doing this, but this is really puKng it into perspec9ve for me and
making me excited about possibly thinking about this. For listeners, for new
grads, for seasoned chiros, for anyone that like me is now thinking yeah, this is
something that I want to do, how do you suggest applying this to your prac9ce
to make this happen?
Dr. Olszewski:

I get a lot of calls here in the state of Michigan and people will say, "How do I get
out of network?" I'm ﬂat out honest with them. I'm like, "I don't know. I never
got in them." Right? Flat out on this with them that way, but it is, it's one of
those things. Like I said, going back and really educa9ng your pa9ent because if
it's all of a sudden the ﬂip of a switch and on March 1st you're like, "You owe me
money," you need to make sure that you've given that informa9on to everybody.
That way they also understand like hey, before it was this cost and we were
having to write ... Whatever it was was happening and then to really explain it to
the pa9ent, and I think they're going to understand that process a lot easier as
to why you've made that decision. The other thing is it helps me keep my costs
more aﬀordable, blah, blah, aﬀordable for our pa9ents. It's not that I'm cuKng
costs down to really ridiculous fees, but the fact of the maUer is I don't have to
hire an insurance person full-9me, right? I don't have that excess cost and so I
pass that savings onto the pa9ent that way.

Dr. Lindsey:

Yeah, that's great. That's also another added bonus that I didn't think about, you
know? There's so much 9me and expense that goes along with ﬁling insurance.
It's a headache, you know? It really, really is. That you can just put towards
again, that extra money that you put towards that staﬀ to learning more about
nutri9on, learning more about how you can, a new technique, how you can
further assist your pa9ents or marke9ng. Money that could be used for
somewhere else in your business.

Dr. Olszewski:

Absolutely.

Dr. Lindsey:

It just makes sense all the way around. Are there any other 9ps of sugges9ons
that you would recommend for a chiro that wants to go cash?

Dr. Olszewski:

I think we've covered most of them, right? I'm sure as soon as we hang up I'll be
like, "Oh, I should have said this," but they can always reach out to me and I'm
here just to help people. I am deﬁnitely, I am a person that's more visual in my
learning and all that type of stuﬀ and so that's, I do a lot of just educa9on that
way. Make sure you realize with your pa9ents how they learn best. Maybe
there's an analy9cal person that you need a really good analy9cal analogy for
them. Maybe you need a more visual analogy for somebody else. Really helping
them understand wellness, helping them understand chiroprac9c care and why
wellness chiroprac9c care is so fantas9c, as we all know that anyways.

Dr. Lindsey:

Yeah, yeah. So it sounds like you have to beef up the educa9on for sure if you're
going to consider going this route. I'm sure you do that with your, during your
adjustments. Do you also host weekly spinal care classes or workshops?
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Dr. Olszewski:

No, I don't. I do have my ﬁrst and second day, like my new pa9ent and ﬁrst visit,
ﬁrst adjustment days I don't adjust on the ﬁrst visit, but I go through a report of
ﬁndings with them. That's a preUy detailed report of ﬁndings. Then I do, it's just
tying things in on each visit. We do have diﬀerent brochures that we give them
but it's also just whatever it is that they're talking about, somehow bringing that
back to oh, hey, yeah.
Like we had somebody today, "Why does everybody around me have the ﬂue
except for me?" I'm like, "We really have to have this conversa9on?" I'm like
don't you realize by geKng adjusted it just helps to boost your immune system?
There's research that shows that. "Oh my gosh, that makes so much sense."

Dr. Lindsey:

Yeah, bringing it back around. Yeah, and it seems like, I remember back in the
day, I've been prac9cing 17 years and it seems like when we used to host
workshops in the oﬃce I could get 50, 60 people in there weekly. It was you had
to do that to educate, but now with internet and videos and there's so many
other ways that we can u9lize to educate our pa9ents, so yeah, where there's a
will there's a way to get that message out, right?

Dr. Olszewski:

Yeah. I do, I've done videos that we have for our pa9ents that they can learn
diﬀerent aspects of healthy living with obviously the ﬁrst two modules are all on
chiroprac9c philosophy and how the nervous system is working for them.

Dr. Lindsey:

Awesome. Well, thank you so much for all this great informa9on. Like I said, I am
so excited about considering this and star9ng my prac9ce as a cash-based
prac9ce, so thank you for all this great informa9on, Dr. Lisa.

Dr. Olszewski:

[inaudible 00:29:15].

Dr. Lindsey:

If anybody listening wants to get the full text of this, the transcript of this
interview, you can text the word WOMEN, W-O-M-E-N to the number
480-500-6574 and you get the full transcript emailed to you. Next week you'll be
sure to tune in and watch next week's show. We have Dr. Natalie Beauchamp
who is going to have an awesome guest. She is bringing Dr. Laura Foster and
they are going to be talking about growing your prac9ce from the inside out. You
won't want to miss that. Thank you all for watching today. We really appreciate
you and thank you ChiroSecure for allowing us to all come together once again.

Announcer:

Join us each week as we bring you the best in business growth, prac9ce
management, social media marke9ng, networking, leadership, and lots more. If
it's about women in prac9ce in business you'll hear it here. We hope you
enjoyed this week's Facebook Live event. Please like us on Facebook, comment,
and share. We look forward to seeing all of you next week for another episode
of Empowering Women in Chiroprac9c. Now, go ahead and hit the share buUon
and tell your friends and colleagues about the show. Thank you for watching.
Have a beau9ful day. This has been a ChiroSecure Produc9on.
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