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Establish and 
Grow a

Functional 
or Nutritional 

Medicine 
Practice

Tal Cohen, DAOM, MS-HNFM

What will you 
learn in the 
mini-class?

Day #1: How to establish your virtual 
practice: Simple steps to setup and 
own your telemedicine practice on a 
small budget

Day #2: FREE Ways to Get More 
Clients for Your Functional 
Medicine or Nutrition Practice

Day #3: How to Get Paid Well 
for Nutritional or Functional 
Medicine Sessions 
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Day #3

How to Get Paid 
Well for Nutritional 
or Functional 
Medicine?

Disclaimer
This workshop does not 
constitute legal advice and is 
only intended for educational 
purposes only. You should 
consult a licensed attorney

Source: Funny cat sayings
@funnycatsayings · Community
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How to Transition 
Patients to Nutritional & 
Functional Medicine?

Educate

Qualify

Guide

Education Your 
Patients is Key!

Why?

Because people spend their money on things 
that they value. 
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Why Offer Nutritional & 
Functional Medicine?
▪ Chronic diseases are on the rise! 

According to the CDC, 6 out of 10 adults 
Americans have at least one chronic disease!

▪ Patients with chronic conditions are 
frustrated with current healthcare system 
and are looking for a healthcare provider 
that can offer a solution to their health 
concerns and that can help them enjoy a 
good quality of life

▪ Many patients are looking for alternative 
and more natural ways to treat their 
symptoms and conditions (7 out of 10 adult 
Americans are taking supplements)

Masking the 
symptoms or 
chronic 
conditions?
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As a Functional 
Medicine provider, 
you understand the 
triggers of chronic 
disease and can offer 
solutions that other 
doctors don’t have to 
help your patients to 
transform their 
health.

How do I explain that to patients?
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“Sales is not about selling anymore, but about 
building trust and educating.” 

– Siva Devaki

Promote your services by educating your client 

about possible solutions.

Your marketing and communication should display 

you as ‘the’ person that can help them. 
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Ask about their willingness to get healthier and 
explain about a NEW approach to healthcare.

“Joe, you have been suffering from 
joint pain and type 2 diabetes for 7 
years. I can provide __(your 
therapy, e.g., prescription)__, but 
there is another way that might 
help you to reduce inflammation 
and pain, become healthier, and 
feel better. Are you interested in 
learning about it?”

Before going into cost of services, 
labs, and supplements, write down 
the differences so your client can 
understand the differences.

We want them to make an 
EDUCATED decision, not based just 
on PRICE but their own priorities.
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Take a clipboard and draw the following:

Take a clipboard and draw the following:

“Symptom management is a temporary 
solution, while corrective care focuses on 
taking care of the problem.

It’s like having holes in your roof, if you 
have leaking roof, you can put a bucket 
underneath the leak – that is temporary, 
or you can seal the hole in the roof.”
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How Much to

Charge

&

How to

Increase Your

Income?

Four Models of Care
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How much do you charge?

a. Insurance billing using a nutritional 
code

b. Per session or pay-at-time of 
service ($60-$450)

c. Membership ($95-$650 month)

d. Program or bundle that includes 
essential labs, supplement bank, 
and 12 sessions or 6 months of 
care ($650 to $9500)

Insurance 
Billing*
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Available 
Insurance 

Billing Codes

• Preventive Medicine codes 99381-99387

• 99381 Initial comprehensive preventive medicine evaluation and 
management of an individual including an age and gender 
appropriate history, examination, counseling/anticipatory 
guidance/risk factor reduction interventions, and the ordering of 
laboratory/diagnostic procedures, new patient

• 99401 Preventive medicine counseling and/or risk factor reduction 
intervention(s) provided to an individual.

• 99401 -99404 codes are far less comprehensive, but also 
pay less

• For registered dieticians/nutritionists:

• 97802: Medical nutrition therapy; initial assessment and 
intervention, individual, face-to-face with the patient, each 15 
minutes.

• 97803: Medical nutrition therapy; re-assessment and intervention, 
individual, face-to-face with the patient, each 15 minutes.

Preventative services are not payable by Medicare, but many other 
commercial payers do cover these services.
*Note: This data is for educational purposes. Reimbursement is different by license or profession, state, and 
insurance company and plan. Please verify the codes with a professional and certified medical biller

Source: Wyn Staheli, Director of Research. Billing Nutrition Counseling in a Chiropractic Setting. 
www.findacode.com

Which Codes 
Should I Use?

• According to Wholistic Medical Billing LLC., 
providers that are NOT registered dietitians 
should use the two following CPT codes:

• 99401 (15 min) 
• 99402 (30 min)
• Only bill ONE CPT code per date of service

• For Medicare coverage, check the fee stracture 
and guidelines per your state at www.CMS.gov

• For more questions about billing of nutrition, 
contact Holistic Billing Services (free 
verification, no contract or monthly payment, 
$5 or 10% per claim, work with MDs, NPs, PAs, 
DCs, and acupcuturists) 

*Note: This data is for educational purposes. Reimbursement is different by license or profession, 
state, and insurance company and plan. Please verify the codes with a professional and certified 
medical biller
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Survey by  Aimed 
Alliance reported:

• 87% of doctors say patients’ conditions have grown 
worse because of such red-tape regulations

• Thirty-seven percent say half or more of their daily 
stress is caused by insurance issues

• 65% feel they’re facing greater legal risks because of 
decisions made by insurers

• 77% of doctors have had to hire more staffers to handle 
the heavier administrative load from insurance work

• Nine out of ten (87%) surveyed felt that insurer 
personnel interfere with their ability to provide 
individualized treatments for each patient

Sources: (published 2019)
www.studyfinds.org
Survey by aimedalliance.org
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What Payment Options Are 
Available and How Can I 
Increase My Income?

How much do you charge?

a. Insurance billing using a nutritional 
code

b. Per session or pay-at-time of 
service ($60-$450)

c. Membership ($95-$650 month)

d. Program or bundle that includes 
essential labs, supplement bank, 
and 12 sessions or 6 months of 
care ($650 to $9500)
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Advantage: 
• Simple and affordable for most patients
• Can provide invoice (or superbill for insurance)
• May attracts patients that coming in for the first 

time or that are not interested in long-term 
commitment.

Disadvantages: 

• Attracts patients that are not 
interested in long-term commitment.

• No commitment and patients will use 
your services (and guidance) less 
because they have to pay each time

• Harder to create long-term 
relationship and long-term clinical 
success

• No accountability

• Patients tend to decide to finish their 
treatment plan earlier than needed
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How much do you charge?

a. Insurance billing using a nutritional 
code

b. Per session or pay-at-time of 
service ($60-$450)

c. Membership ($95-$650 month)

d. Program or bundle that includes 
essential labs, supplement bank, 
and 12 sessions or 6 months of 
care ($650 to $9500)

Advantage of memberships: 

✓ Significant higher patient commitment
✓ Automatic payment reduces admin time
✓ Predictable income for the clinic
✓ Patients are more engaged in their health!
✓ Doctor gets paid without waiting for insurance re-

imbursement (check local regulations)
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Disadvantages or memberships: 

• Require an initial setup and clear 
agreement with patients (e.g. 
recurrent payments authorization 
and software)

• Requires a higher level of 
communication, patient education, 
and marketing.

• Commitment applies to both 
patient and doctor (what if it’s a 
patient you don’t like working 
with?)

Membership

109

111



8/6/2021

17

Membership Example #1:

$65 monthly for individual 
and $125 for family

short 30 minutes with doctor 
or provider twice a month 

(could include primary care, 
nutrition, lifestyle, Functional 

medicine, etc.)

Membership Example #1:

$65 x 200 patients = $13,000
$125 x 100 families = $12,500

Total $25,500 /month
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Membership Example #2:

$350 monthly for hormonal imbalance, thyroid, 
or detox program (includes two sessions per 
month with Functional Medicine provider and 
weekly emails on anti-inflammation and detox)

Membership Example #2:

$350 x 50 patients = $17,500 per month
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How much do you charge?

a. Insurance billing using a nutritional 
code

b. Per session or pay-at-time of 
service ($60-$450)

c. Membership ($95-$650 month)

d. Program or bundle that includes 
essential labs, supplement bank, 
and 12 sessions or 6 months of 
care ($650 to $9500)

One payment that 
includes…

✓ One-on-one 
guidance

✓ Education
✓ Supplements and/or 

labs
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Advantage of a program: 

✓ Patients are typically highly committed and motivated = 
higher engagement & success

✓ Eliminates the number one barrier for care: finances or 
cost

✓ Once financing is taken care of, you can just focus on 
helping the patient to improve their health

✓ Doctor gets pay accordingly for their experience without 
waiting for insurance coverage (check local regulations)

Disadvantages or memberships: 

• Require an initial setup and clear 
agreement with patients (e.g. payments 
authorization and financing options)

• Secure funds for labs, supplements, admin 
work, etc. to cover patient’s services for 
the duration of the program

• Requires a higher level of communication, 
patient education, and marketing.

• Commitment applies to both patient and 
doctor (what if it’s a patient you don’t like 
working with?)
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Treatment Program

Offer treatment packages
4 months of sessions and care with a Functional Medicine 

provider (health coaching, nutrition guidance, Functional 

medicine sessions, Primary care, Adjustments, 

Acupuncture, etc. 

(Value $5,000)

4 labs: Hormonal, thyroid, heavy metals, mitochondria 

testing with personal lab review included.

(Value: $2,500)

4 months of Nutritional Supplements that are 

recommended by the provider/doctor – about $200 per 

month (Value: $800)

Educational program for self-care – so you will learn how 

to take care of your and your family’s health (Value: $850)

• Total: $9,150

• Sign in this month with a $3,000 discount: Just $6,150
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“A vision is not just a picture of 
what could be; 

it is an appeal to our better 
selves, a call to become 
something more.”

—Rosabeth Moss Kanter, 

Harvard Business School

Build Your Vision, Your 
Program, Your Ideal Practice!

Example: 

4 patients x $6,150 = 
$24,600 per month

(e.g., thyroid imbalance and 
weight gain, joint pain, diabetes 
type 2 and neuropathy Program)
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Payment 
in full or 
a 
payment 
plan

$6,000 !!! 
Isn’t that a lot 
to charge for a 
program?
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How much does the average 
household spend on 

entertainment (cable TV, 
movies, concerts, sport 

events)? 

$2,913 year in the U.S
$1,920 in Canada
€1,400 in Europe 

How much does the 
average household 
spend on eating in 
restaurants and on 
clothes?

$3,008/yr on 
restaurants

$1,803/yr on 
clothes
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How much does the 
average PERSON in the 

U.S spends on a car 
(payments for a newer 

car, gas, parts)?

$9,282 per 
person/year

($455 average car 
payment per month)

Do Americans spend money 
during difficult times?

• According to CNBC report (Oct 
21st), the third quarter of 2020 was 
the best quarter ever in sales of new 
cars.

• Ford stated that they have the 
BEST quarter in 15 years!

• Amazon reported highest sales in 
26 years! ($59.4 billion in North 
America in Q3) 
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Why am I showing you this?

Because we spend more money 
on what we BELIVE to be 

valuable.

One in 4 Americans 
(adults) live with 
disability.

Worldwide, one out 
of 5 experience 
significant 
disability.

Centers for Disease Control and Prevention. Disability 

and Health Promotion. CDC.gov

World Health Organization. World Report on Disability. 

Geneva, Switzerland: 2011
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How much money does a 
patient lose when they 
cannot work for 3 years 
because of joint pain?

The Bureau of Labor Statistics reported a 
median personal income of $35,977 a 
year for Americans.

3 x $35,000 = $105,000

Chronic Diseases are on the rise!

According to the CDC, one out of 4 children 
in the U.S. have a chronic 
disease/condition.

133

134



8/6/2021

28

According to the CDC, 6 out 
of 10 American adults have 

chronic disease that can 
lead to disability or death. 

If you, your spouse, or one of your children were suffering from pain, 
insomnia, mood swings, or decline in memory in the last 10 years and 

you knew that your current treatment is not very effective for 
you/them or that they might get worse, would you pay $6,000 to 

regain your/their health and feel better?
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Why am I showing you this?

Because we spend money on 
what we BELIVE to be 

valuable.

“Approach each customer with the idea of helping him or 
her to solve a problem or achieve a goal, not of selling a 

product or service.” 
– Brian Tracy
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Understanding your 
clients’ or patients’ 
journey: What are 
their concern when 
they first come to 
you?

What might that 
be?
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What is holding 
them back?

THE CHALLENGE!

MINDSET
& 

LIMITING BELIEVES

THE CHALLENGE!
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Common 
limiting 
believes:

• I already tried so many diets or supplements (and it 
didn’t work)

• I already tried several providers or clinics (and it 
didn’t work)

• I cannot do that... If it won’t work, my family/spouse 
will be upset for wasting money

• It’s old age... (is it normal to feel tired, achy, or sick 
when you age?)

• It’s too expensive and I will never be able to afford it
• I cannot do it if my insurance won’t cover it
• Losing weight or changing my diet is too hard
• It’s normal to gain weight or feel tired as you age 
• My family have they same body or disease… It’s my 

genes
• I’ll fail… bad things always happen to me
• I don’t deserve to be happy (typically driven by guilt 

or mothers who take care of others first)

“You miss 100% of the shots you don't take.”
-Michael Jordan
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Goals For 
Your 
Meeting 
With 
Patients

Listen

Build trust

Be confident and make them feel welcome 

When possible, give them hope

Provide them with value, even if it is a short 15 to 30 minutes session or a free consultation

Share your recommendations for care (including next steps to take -> Evaluation or a comprehensive review 

Make sure that they understand that you are doing things differently and why you need to do a comprehensive review.

Talk about 
the benefits 
of your 
service, not 
features.
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Undesirable state 

1. Experiences. What are they missing out because of their 
diseases/conditions? Cannot spend time with family, missing 
hiking or golf, cannot travel, etc.

2. Finances. How is their disease impact their ability to provide 
income for themselves and their family? Cannot work or 
possibly losing their job if pain increases

3. Feeling. How does it make them feel on a going basic? Pain 
prevents them from sleeping or they feel irritable or angary all 
the time.

It is important to cover 
3 aspects of their lives:
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• Ask: “What have you tried that did 
not work?”

• Acknowledge their frustration 
(sometimes taking notes is helpful)

• Respond with: “I completely 
understand. It might be very 
frustrating to try __(XY therapy)__ 
and  _(another therapy)__ and still 
suffer from ___(their 
symptom)____.”

• Confirm that you understand their 
fears: “Patients sometimes fear that 
nothing will help them if they 
already tried a few things. However, 
we have a different approach to 
health and in many cases, I can help 
guide you towards better health.”

How to 
structure 
your business 
for clinical 
and financial 
success 

Registered for consultation 
(Availability: Within 2 days and no 

more than 7 days)

Introduction emails to connect 
with them and increase 

engagement

Consultation (listen to their story, 
talk about two primary concerns, 

recommend an evaluation to 
better understand their health 

concerns and triggers of diseases, 
are they a good fit for me?)

Patient fills out the Functional(or 
Nutritional) Medicine survey

Evaluation session (gather 
information, discuss objections, 

talk to support member, increase 
commitment, provide 

recommendations for labs and 
other tests)

Treatment and Guidance 
(recommendation, discuss 

objections, set the expectations, 
give 2 to 4 recommendations)

Follow up (get feedback and adjust 
recommendations, add 

supplements and/or one simple 
nutritional or lifestyle change) 
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How to 
structure 
your business 
for clinical 
and financial 
success 

Registered for consultation 
(Availability: Within 2 days and no 

more than 7 days)

Introduction emails to connect 
with them and increase 

engagement

Consultation (listen to their story, 
talk about two primary concerns, 

recommend an evaluation to 
better understand their health 

concerns and triggers of diseases, 
are they a good fit for me?)

Patient fills out the Functional(or 
Nutritional) Medicine survey

Evaluation session (gather 
information, discuss objections, 

talk to support member, increase 
commitment, provide 

recommendations for labs and 
other tests)

Treatment and Guidance 
(recommendation, discuss 

objections, set the expectations, 
give 2 to 4 recommendations)

Follow up (get feedback and adjust 
recommendations, add 

supplements and/or one simple 
nutritional or lifestyle change) 

"The successful warrior is 

the average man, with 

laser-like focus." 
-Bruce Lee
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Establish and 
Grow a

Functional 
or Nutritional 

Medicine 
Practice

Tal Cohen, DAOM, MS-HNFM
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