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Nothing to Disclose





Do you remember?Do you remember?



Sears stood still!

In the last decade, the company has shut down 1,000 stores



Not Standing Still
Your Local Pharmacy



Goals and Objectives
• Identify the needs and wants of the 

American gynecologist
• Techniques to market and promote 

your practice to potential patients
• How to attract referrals from 

colleagues
• Techniques to improve office 

efficiency



Needs and Wants of GYNs
• Maintain existing patients
• Attract new patients
• Improve reimbursements
• Decrease overhead
• Decrease litigation
• Improve morale of the staff
• Improve the efficiency of the practice
• Learn techniques to stay on the 

cutting edge of healthcare
• Add new technology to your office 

practice



Patients already in 
your practice

Attracting new
patients

Your relationship with
referring physicians

A highly motivated 
staff

The Four Pillars of a
Successful Practice



Patients 
already in 

your practice

The First Pillar of a
Successful Practice



The Two Secrets of 
Success

1. Find out what the patient 
wants and give him/her 
more of it

2. Find out what the patient 
doesn’t want and avoid it



Secret #1. Find out what 
the patient wants and give 

him/her more of it.

“Ask and you shall receive!”
Patient surveys







Secret #2. 
Find out what the patient 
doesn’t want and avoid it

Patients do not want to wait 
to be seen by the doctor





Time and Motion Study
____ Time patient arrive in the office
____Time patient taken to the exam room
____ Time spent with the provider
____ Time patient left the office
____

Total time in office / total time with MD



Effective Scheduling

Create “sacred time”
1-2 slots each morning or 

afternoon



Before and After Using Sacred 
Time (ST)*

M
in

ut
es

*Data from my practice



Take Home Message...
• FEW of us can change health care 

policy
•ALL of us can be more sensitive to 

the patient’s time



Is this reasonable access for a 
NEW patient?

• April 12, 2016
• I have located a doctor in Jacksonville, FL who you may contact for 

the procedure. Let me know if there is anything else I can do for 
you. 

• Dr. Marc Blasser is trained on UroLift and is located in Jacksoville, 
FL. His office number is 904-264-8418.

• Dr. Baum,
• Thank you first of all for hearing my request and responding.
• I have looked at Dr. Blasser's website and have phoned his office for 

an appointment, which first available was May 27th and the 
appointment was scheduled.

tel:904-264-8418


Take Home Message...

• FEW of us can change health 
care policy
• ALL of us can be more 

sensitive to the patient’s time



Provide Value 
Added Services



Provide Prescription Record 
for Purse or Wallet

toll-free 800-451-5797



Focus “Wellness” as well as illness



Comfortable and Padded 
Stirrups



Self Cleaning Toilet Seats



Warm the Speculum



How to Talk to a Woman



Heated Exam Rooms



What’s your BEST idea to 
keep your existing patients?

Call your key patients at home

spk



Who Are the Key 
Patients?

• Patients receiving out-patient 
studies or procedures
• Recently discharged patients
• Other



Who Should Call Your 
Key Patients?

When Should You Call 
Your Key Patients?



Advantages of Calling 
Your Key Patients

• Fewer calls from your 
patients
• Efficient use of your time
• Very appreciated



2nd Pillar of a
Successful Practice

Attracting new
patients to your
practice



Attracting New Patients

Public Speaking
• Seminars
• Lectures
–AARP
– Junior League
–Church groups
– Service organizations





Writing\Blogging to attract new 
patients

• Local magazine
• Newspaper
• Health publications
• WordPress.com







The Internet to attract 
new patients

• Must land on the first page of 
Google
• Best of all is at the very top of 

the Google search
• Ron King will show you how



Your relationship with
referring physicians

The 3rd Pillar of a
Successful Practice



Enhance your 
relationship with 

referring physicians

The 3rd Pillar of a
Successful Practice



Why Do Physicians Refer?
• Returns patients 38%
• Reports back promptly 33%
• Availability 13%
• Friendliness 11%
• Scientific talks 7%
• Give RPs an active role 5%
• Teaching in hospitals and schools    7%
• Entertaining 1%
• Publish professional articles 1%
• Gifts <1%



Traditional Referral 
Letter

•Long
•Arrives in 10-14 days
•Expensive



3 Key Ingredients 
of a Referral Letter
1. Diagnosis
2. Medications
3. Treatment plan



Computerized “Boiler Plate” 

Referral Letter Example

Dear <Name of Doctor>

<Name of Patient> was seen for a problem of   

<diagnosis>.

I recommended <medications and treatment plan>.

I will keep in touch with you regarding her progress.

Sincerely,

Neil Baum



Example:

Jane Doe referred by Dr. Bill 
Smith

• Diagnosis SUI
• Plan Kegel exercises

No response 
cystococele\anterior 

repair 



Example of Boiler Plate 
Referral Letter

Dear Bill,
Jane Doe was seen for a problem of stress urinary 

incontinence.
I recommended Kegel exercises and timed voiding.  

If no response, consider cystococele\anterior 
repair 

I will keep in touch with you regarding her progress.
Sincerely,
Neil Baum



Advantages of boiler plate 
letter:

• Reduces the cost ($15 to <$1)

• Increases the efficiency of your 
practice

• Keeps the referring doctor as 
the “captain” of the patient’s 
health care ship



A highly 
motivated staff

The 4th Pillar of a
Successful Practice



Non-Monetary Motivators

Say thank you with  
“Extra-Mile-O-

Gram”





Take Home Message

• If you take outstanding 
care of the staff, they will 
take outstanding care of 
your patients!



Performance Review
• Can’t be done once a year at salary 

review
• Suggest every 3-4 months
• Complete worksheet before the 

review
– What do you like the most about this job?
– What would you like to improve?
– Where do you want to be professionally in 

the next 3,6, 12 months?
– What can I do to help you reach your 

goals?



Surprise the Staff



Surprise is the spice of life
• Office closes for lunch
• Limo picks up staff
• Box lunch provided on the way to the 

mall
• Each staff member receives $100

which must be spent during one hour 
at the mall on gifts for themselves







Summary
The 4 basics of a successful and 

rewarding practice: 

1. Keeping existing patients
2. Attracting new patients
3. Motivating your staff and 
4. Relationship with your colleagues



Times they are a chang’n


