
Products and Services 

 

The Chiropractors industry makes the vast majority of its revenue through treatment services. Because 
treatment is often priced by initial exams versus adjustments or by the amount of time the chiropractor 
sees a patient, it is difficult to segment out revenue earned by any particular service. However, patient 
treatment can be broken down by specialty types of treatment. According Chiropractic Economics' 2016 
Salary and Expense Survey, industry operators earn 87.7% of their income from patient treatment. Some 
chiropractors also earn revenue from retail sales of items such as orthopedic pillows, and from other 
services such as diet and nutritional consultation. 

General chiropractic care 
 
General clinics are estimated to generate 58.2% of total industry revenue. These operators provide a 
comprehensive list of services to treat problems such as back pain, headaches, nerve pain, muscle 
soreness, dizziness and balance problems. Therapies offered typically include trigger point therapy, ice-
heat therapy, spine manipulation and extremity adjusting, amongst other offerings. These clinics generally 
provide other services as well, including occupational injury therapy, auto accident and sports injury 
services and massage therapy. As their name implies, general clinics do not choose a specialization, 
instead offering a broad list of services for all potential clients. This segment's share of total industry 
revenue has decreased somewhat in recent years, as increased access to healthcare through 
expansions to private insurance, Medicare and Medicaid have allowed patients seeking generalized care 
to pursue more expensive forms of traditional healthcare. 
 
Family chiropractic care 
 
Family clinics are relatively similar to general clinics but typically offer some services to differentiate 
themselves; these types of clinics are estimated to generate 11.4% of total industry revenue. Similar to 
general clinics, family clinics typically offer a wide range of services. However, family clinics are often 
more inclined to treat children and also more aggressively target expectant mothers. Chiropractors that 
offer pregnancy services are referred to as certified Webster practitioners. Webster is a technique that 
works to turn the fetus in the womb to ensure the best possible position for birth. The variety of 



specialized services that this segment's clinics can offer has kept demand for family chiropractic care 
relatively steady during the past five years. 

Sports and rehabilitation chiropractic care 

Sports and rehabilitation clinics are an area of growth within the industry and are estimated to generate 
9.4% of industry revenue. These clinics service general patients; however, some clinics target clients 
recovering from an injury, particularly athletic injuries. Sports have become increasingly competitive 
during the past decade, and young people looking to remain competitive often have to play and practice 
year-round and specialize at an early age. Ironically, this specialization often results in young athletes 
being susceptible to certain physical injuries. As a result, demand for sports chiropractic and rehabilitation 
services has been on the rise in the past five years, and this segment's share of total industry revenue 
has grown accordingly. 

Retail 

In addition to patient treatment services, chiropractors' offices often sell products that complement their 
treatments. These products include educational materials, nutritional products and supplements, pillows, 
hot/cold compresses, exercise equipment and orthotics. According to Chiropractic Economics, about 
95.0% of chiropractors sell supplementary products. Retail sales account for 7.8% of industry revenue.  

 

Major Markets 

 

Private health insurance 

Revenue from private health insurance plans accounts for 32.4% of industry revenue, according to 
Chiropractic Economics. Most commonly this segment includes individuals who have private insurance 
plans from their employers that allow the policyholder to obtain chiropractic services as a part of the plan. 
More private health insurance plans are likely to allow these types of services over the next five years as 



a result of Section 2706 of the Patient Protection and Affordable Care Act (PPACA; see Regulation and 
Policy section for more information). This segment's share of total industry revenue is expected to grow in 
the five years to 2016, as the total number of people with private health insurance has grown, because 
people have been returning to work as the macroeconomic climate in the United States has improved. 

Patients paying out-of-pocket 

Out of pocket payments are estimated to account for 31.4% of industry revenue. These payments 
generally come from individuals that either have no insurance or whose insurance does not cover 
chiropractic treatment. Out-of-pocket payments are expected to account for an increasingly smaller share 
of industry revenue during the five years to 2016 because of the anti-discriminatory policies included in 
the healthcare reform policy (Section 2706) which will require more insurance companies to cover more 
chiropractic services. As these insurers cover more services, patients will not need to spend as much of 
their own disposable income on chiropractic care. 

Medicare and Medicaid 

Medicare and Medicaid account for about 15.6% of industry revenue; Medicare is estimated to generate 
about 11.1%, while Medicaid accounts for 4.5%. Many chiropractors encounter difficulties with insurance 
claims and Medicare billing. Under the policies developed by the Centers for Medicare and Medicaid 
Services (CMS), coverage of chiropractic services is specifically limited to manual manipulation of the 
spine to correct a subluxation (i.e. when one or more of the spine's vertebrae move out of position and 
create pressure on or irritate spinal nerves). Unless this subluxation is properly documented, medical 
necessity has not been established and claims may be rejected by Medicare. Medicare coding is 
complex, and chiropractors can be investigated for fraud if they code for the wrong procedures. Insurance 
companies also pay for some procedures and not for others or put a limit on the number of services they 
will pay for. This makes it difficult for a chiropractor to offer routine adjustments and other wellness 
procedures, which make up a large part of chiropractic care. This segment is expected to grow during the 
five years to 2016, as many new patients become eligible for Medicare and Medicaid under the PPACA. 

Other 

Other significant sources of industry revenue, according to Chiropractic Economics, include automobile 
insurance payouts from accidents and workers compensation payments.  

 

Key Success Factors – What keeps them up at night 

Having a good reputation: Many healthcare sources refer patients and residents to companies as a 

result of a provider's reputation for quality patient services and their efforts to establish and maintain a 

relationship with them.  

 

Proximity to key markets: Chiropractors tend to cluster in highly populated urban and suburban areas. 

Also, proximity to hospitals and other healthcare providers can help increase the number of referrals.  

 

Development of a symbiotic relationship with another industry: Association or co-location with a 

physician, sports clinic or paramedical group can boost referrals. It is also important to establish 

relationships with commercial insurers, managed-care health plans and other payers in order to negotiate 

contracts. 

 

 


