
Section I Bricks and Mortar 

1 To Rent or to Buy: That is the Question 

2 Location 

3 How Much Space Do I Need? 

4 Creating a Business Plan 

5 Room Layout 

6 Office Flow 
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9 Corporate Structure: Limited Liability and Taxation 
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11 Managing the Telecom and IT of Your Business: The Central Nervous 

System of a Medical Practice 

12 Choosing and Implementing an Electronic Medical Record System 

13 Private Equity and Venture Capital-Backed Practice Models 
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16 Employees versus Independent Contractors 
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20 Essential Policies 

21 Questions to Ask When Bringing on a Physician 

22 Designing Your Cosmetic Dermatology Practice for Maximum Efficiency: A 

Case Study 
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23 "It Depends": No-show Fees, Cancellation Policies, and Deposits for 

Procedures 

24 Reminder Calls/Texts: Implementing an Effective Appointment Reminder 
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28 Teledermatology Ground Rules 

29 Risk Management 

 

Section IV The Daily Grind 
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for a Device 
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41 Essential Stock to Start a Practice 
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and Control Inventory and Costs 

43 What Devices Does Your Practice Need? 
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46 Social Media 

47 Creating and Nurturing a Brand/Logo 

48 Managing Your Online Reputation 
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50 Marketing and Advertising Your Dermatology Practice 
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51 Growing Your Practice 
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