PPSIG Spring Conference Registration Form:

March 26 & 27, 2010 in Chelan, WA. “Practical Tools for Practice Success”

Name & Title:

Clinic Name:

Address:

City: State: Zip:

Name of Additional Attendee(s) from same clinic:

Registrations
postmarked after
3/1/10, add $25.

No refunds after
3/1/10

Make your check to “PPSIG” and send to: Randy Johnson, PT, Treas. 2904 4th Avenue NE, Puyallup, WA 98372
Alternatively, you can go to our website (http://www.ppsig.org/pay-ppsig.html) and pay using the PayPal feature.

0 PPSIG Member/ First Person Attending from a PPSIG Member

0 Additional Person attending from PPSIG Member Practice

0 PTWA Member:

0 PT/PTA Student

0 Non-Member

* PPSIG dues must be paid to qualify for member rate Total Due:
Note: Breakfasts & lunches included with registration
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PTWA/PPSIG

c/o Randy Johnson, PT, Treasurer
2904 4™ Avenue NE

Puyallup, WA 98372-7053

Private Practice Special
Interest Group (PPSIG)
SPRING CONFERENCE

March 26t & 27, 2010

ACCOMMODATIONS
Campbell’s Resort
1-800-553-8225

Room rates guaranteed
until 2/25/10

Join your fellow private
practitioners in Chelan to learn
“Practical Tools for Practice Success”

Course Description:

may not be sufficient.

Physical therapists in management and

ownership positions need to wear many hats. Many of us get our
managerial training “on the job” but, as we all have experienced, this

In this workshop, you will learn practical

strategies and tools to help improve the productivity and profitability of
your practice. The emphasis will be on providing you with concrete,
practical tools in finance, marketing and management that you can
implement immediately in your practice.




Jeff Ostrowski, PT CEO, Excel Physical Therapy Jeff graduated summa cum laude from Thomas Jefferson
University's Physical Therapy Program in 1986. He owns Excel Physical Therapy & Fitness along with Joe Ruhl, PT, ATC. Prior to
founding Excel Physical Therapy in 1990, Jeff held positions at Temple University Hospital, home health care and private outpatient
clinics. Jeff has presented at the American Physical Therapy Association (APTA) Private Practice Section Annual Conference on
fitness services in PT practices and compensation plans for physical therapists. He also serves as Managing Editor of Impact,
APTA's Private Practice Section magazine.. He has advanced training in manual therapy, sports rehabilitation and sports
performance enhancement for golfers. He is certified in the Functional Movement Screen, a screening method used to determine
movement dysfunction for athletes.

Edward DiMartino Senior VP of Corporate Affairs Edward oversees the Finance & Administrative divisions of Excel
PT as well as coordinates the work of the Corporate Office with Clinic Operations and Marketing to ensure the company is viable,
expanding and productive. In addition, he does training and staff development to assist the management team and staff in the non-
clinical and management aspects of their positions. Edward started with the company as a management consultant in 2008 and
then assumed this new role in early 2009. Edward has worked in training and development positions as well as finance and
marketing consulting for the past 10 years and is a specialist in Hubbard Administrative technology which Excel has successfully
utilized since 1998.

Sarah Walmsley, PT V.P., Marketing & Referral Relations Sarah graduated in 1989 from Atlantic County Community
College as a Physical Therapy Assistant (PTA) and in 1996 she graduated summa cum laude, and second in her class, from The
Richard Stockton College of New Jersey with a Bachelor of Science in Physical Therapy. Her educational affiliation was completed
at McGee Rehab, where she worked with brain injured patients. Sarah became a Certified Aquatic Specialist in 2005 and has been
a Certified Personal Trainer since 1999

Conference Schedule

Friday, March 26, 2010 Saturday, March 27, 2010
8:00 - 9:00 AM Registration & Continental Breakfast ~ 8:00 ~ 10:30 AM Served Breakfast & PPSIG
Exhibitors open Business Meeting
9:00 - 10:30 AM Incentive Plans & Performance 10:30 AM - 12:30 PM Comprehensive Marketing
Reviews to Motivate & Retain Staff Plan for Private Practice PTs
10:30 -11:00 AM Break & visit Exhibitors 12:30 - 1:30 PM Lunch & Visit Exhibitors
11:00 AM — 12:30 PM Incentive Plans (continued) 1:30 - 2:00 PM Marketing Plan (continued)
12:30 - 2:00 PM Lunch & Visit Exhibitors 2:00 - 3:00 PM Panel Discussion
2:00 - 4:30 PM Practice Management — Practical 3:00 - 4:00 PM Exhibitors Open
Tools for Success
4:30 - 5:00 PM Visit Exhibitors
5:00 PM PAC Auction & Social Event OOCEUS®SG s awar de d

completion of this weekend

Course Objectives

Through this workshop, attendees will:
1.
2.
3.

ook

©®

Understand how to organize a targeted physician marketing program.

Learn how to improve relationships with physicians and generate more referrals.

Learn how technology, social networking, branding and public relations can enhance direct
access and physician referrals.

Be able to establish and apply management goals.

Be able to set up and analyze key managerial statistics.

Understand the importance of organization and training as these relate to productivity and
financial performance.

Know how to set up an incentive program for PTs and managers

Be able to develop an objectively based performance review and salary increase program.

Learn how a shadow stock plan can promote retention of key employees.




