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Better Business

reasonable markup that will elevate your bottom line.
Remember, many people have foot pain. The majority 

of them have no idea where to go to seek relief other 
than to their local shoe store. Often the employees 
at these stores have little training in helping people 
alleviate pain. In fact, most of these stores are basically 
self-serve outlets that expect people to figure out their 
sizes and try to find shoes, inserts, and whatever else 
they may need on their own. Some people don’t even 
know how to determine their correct shoe size, let 
alone figure out what else they may need. This opens up 
a vast market if you are willing to take the plunge into 
the retail arena.

For most of you, retail will never take the place of 
your insurance billable practice. But it is an area to 
which you should devote some energy. A moderate 
selection of items along with a little marketing on your 
part has the potential to reap good returns. During 
those times when payments are slow coming in due to 
audits, it’s difficult to obtain the proper paperwork to 
file your claims, or you are faced with other delays, a 
good retail secondary income can keep your practice 
going and ensure you continue pursuing your passion 
of serving your patients. O&P EDGE
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