
Why Chiropractors Need to Stay Out of Front Desk Fee 
Discussions 
Most chiropractors want to help people get the care they need. That instinct is one of the 
things that makes this profession so strong. But when a doctor steps into a financial 
conversation at the front desk and starts offering on-the-spot discounts, or “he’s my buddy 
fees” it can create bigger problems than many realize. 

What may feel like a kind gesture in the moment can hurt your team, weaken your systems, 
and create compliance concerns that put your practice at risk. 

One of the biggest issues is how it affects your front desk team. When a staff member explains 
the fee, reviews the financial policy, or presents a care plan, they are doing their job. If the 
doctor then changes the number in front of the patient, the staff member has just been 
undermined. The patient may begin to see the front desk as difficult or unhelpful, while the 
doctor becomes the hero who “fixed” the problem. Over time, this damages trust between the 
doctor and the team and makes it harder for staff members to confidently hold financial 
boundaries. 

It also creates inconsistency. Once fees become negotiable, every patient starts to feel like a 
special case. One patient pays the full amount. Another gets a discount because they asked. 
Someone else gets a different rate because they hesitated at checkout. Before long, the office 
has no clear pricing structure. This leads to confusion, billing mistakes, awkward follow-up calls, 
and weaker collections. It also trains patients to negotiate. If they believe there is always a 
better deal available, they may delay payment, question charges, or push back at checkout. 

Beyond the team and operational issues, discounts can also create compliance pitfalls. This is 
where many chiropractors unintentionally get into trouble. If discounts are offered randomly, 
without a written policy, proper documentation, and consistent application, they can raise red 
flags. For insurance patients, routinely waiving copays or deductibles can be especially 
problematic. In many cases, those amounts are part of the patient’s financial responsibility 
under their health plan. Ignoring them regularly can raise concerns about payer contracts, 
billing accuracy, and compliance expectations. 

Even in cash practices, undocumented fee adjustments can cause issues. If your office cannot 
clearly show who approved a discount, why it was given, which services it applied to, and how it 
was handled consistently, you create audit-trail gaps. Packages, memberships, and prepay plans 
can also pose a risk if the terms are unclear or if different patients are offered different 
arrangements without a standardized policy. 

The answer is not to stop helping patients. The answer is to help them the right way. 

That means creating a written financial policy and a menu of pre-approved options that your 
team can confidently offer. This may include things like a compliant discount medical plan 
organization, a documented hardship policy, prepayment options for care plans, or clearly 
structured payment arrangements. When the rules are written, consistent, and handled by 
trained staff, patients still get support without putting the practice in a vulnerable position. 



This is also where ChiroHealthUSA can help. CHUSA gives practices a simple, compliant way to 
offer legal discounts to patients when insurance does not cover all services or when patients 
need more affordable access to care. Instead of negotiating deals chairside or making 
exceptions case by case, chiropractors can use a structured program that helps support both 
affordability and compliance. 

The bottom line is this: doctors should lead the clinical conversation, not the fee negotiation. 
One of the best things you can do for your team and your business is to protect your front 
desk's authority and establish clear systems. Your staff will feel more supported, your patients 
will have a more professional experience, and your practice will be far less likely to drift into 
pricing confusion or compliance trouble. 

If your office is still handling discounts on the fly, now is the time to fix it.  

 

Download our free white paper: “6 Strategies for Profitable Discounting” to learn how to 
create clear financial policies, improve collections, and offer affordable care in a compliant way. 
���� Download the white paper and learn more about ChiroHealthUSA today. 

 
__ 
 
Dr. Ray Foxworth, DC, FICC, is the visionary behind ChiroHealthUSA, serving as its esteemed 
founder and CEO. With over 39 years of dedicated service in chiropractic care, Dr. Foxworth 
has navigated the complexities of billing, coding, documentation, and compliance firsthand. His 
rich experience includes roles as the former Staff Chiropractor at the G.V. Sonny Montgomery 
VA Medical Center and past chairman of the Chiropractic Summit and Mississippi Department 
of Health. 
Dr. Foxworth is deeply committed to advancing the chiropractic profession, which is evident 
through his leadership roles. He is an at-large board member of the Chiropractic Future 
Strategic Plan and holds an executive board position with the Foundation for Chiropractic 
Progress. 
 

https://www2.chirohealthusa.com/6strategies
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