4 Pillars of a Successful Gynecologic
Practice
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Getting Home for Dinner!

Dr. Neil Baum
New Orleans, Louisiana



Nothing to Disclose
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Sears stood still!

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



Not Standing Still
Your Local Pharmacy




Goals and Objectives

* |dentify 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

* |mprove 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



The Four Pillars of a
Successful Practice

Attracting new
patients
A highly motivated
staff




The First Pillar of a
Successful Practice
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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



Thank you for helping us to serve you better!

Was it easy for you to get an appointment in this office?

____Yes ___No

Is your general impré'ssion of this office favorable?
— Yes . No

Was the office staff friendly and concerned?
—_ Yes — No

Did the doctor adequately answer your questions?
— Yes ____No

Would you recommend this office to someone else?

Yes No

b—— e e——

Do you have any additional comments?



Neil Baum, M.D.
UROLOGY

What three questions would you like answered today?

1.

Please complete the back of this card.




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



Minutes

4
Before and After Using Sacred

Time (ST)*

Before ST

*Data from my practice



Take Home Message...

e FEW of us can change health care
policy

e ALL of us can be more sensitive to
the patient’s time



Is this reasonable access for a
NEW patient?

April 12, 2016

| have located a doctor in Jacksonville, FL who you may contact for
the procedure. Let me know if there is anything else | can do for

you.

'is trained on UrolLift and is located in Jacksoville,
FL. His oftice number is

Dr. Baum,
Thank you first of all for hearing my request and responding.
| have looked at Dr. website and have bhoned his office for

an appointment, which tirst 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

PRESCRIPTION RECORD

FREQUENCY
IMPORTANT

cards do :::i include

ot r inte = See
your physician or pharmacist for
additional information. Alert physi-
cian if you have

to become

Follow prescription instructions
exactly. Know how long to take
each drug, what to do for a missed

dose and be aware that interactions
can occur between drugs, food,
alcohol, sun exposure, etc. No
medicines should be taken without
physician follow-up. SIDE
EFFECTS PRINTED IN LARGE
LETTERS ARE EXTRA IMPOR-
TANT. CONTACT PHYSICIAN.
Side effects printed in small letters
are usually minor. If persistent,
contact physician.

Z.CHEK ME




Focus “Wellness” as well as illness

454-8135
454-0755

A S . 349-6507

FOR WOMEN ONLY

How to do BSE (a self exam)
Breast cancer may be cured if you find it early.

The best cancer check is @ mammogram.
When your doctor checks your breasts,
ask about this.

Use the shower check.
1. Check your breasts about one week after your
period.
2. Press firmly with the pads of rour fingers. Move
Ffurmlgﬂ hand over your right breast in a circle,
ike this:

..v \\\(‘ 3. Now check your left

breast with your right
hand in the same way.

If there are any lumps,
knots, or changes, tell
your doctor right away.

Breast cancer may be
cured if you find it early.

UROLOGY ASSOCIATES OF LOUISIANA

454-8135
454-0755
349-6507

FOR MEN ONLY

How to do TSE (a self exam)

Cancer of the testicle can be cured
if you find it early.

Use the shower check.
1. Check your testicles once a month.
2. Roll each testicle between your thumb and
finger like this:

" Feel for hard lumps or
bumps.

3. If you notice a change
or have aches or lumps,
tell your doctor right away
so something can be done
about it.

Testicular cancer can be
cured.

You should also know that prostate cancer is the
most common cancer in men. Men over age 50
should have an annual health check-up that in-
cludes a prostate examination.

UROLOGY ASSOCIATES OF LOUISIANA




Comfortable and Padded
Stirrups




Self Cleaning Toilet Seats




Warm the Speculum




How to Talk to a Woman
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Heated Exam Rooms




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

Call your key patients at home



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



2" Pillar of a
Successful Practice

Attracting new
patients to your

oractice




Attracting New Patients

Public Speaking
* Seminars

 Lectures

— AARP
— Junior League

— Church groups
— Service organizations



LET'S DQ HEALTH!™

JOIN MEMORIAL MEDICAL CENTER

a FOR A SERVING OF HEALTH INFORMATION
=
=B P
WOMEN’S HEALTH
e £ 2 8
= 50 8 =
Z 5& February 16, 2005

New Orleans Museum of Art ¢ 1 Collins Diboll Circle, City Park

Total Cholesterol/Glucose and Blood Pressure Screenings—11 am to 12 noon
Seminar in Auditorium—12 noon to 1 pm
Lunch in the Café to follow seminar.

* Do you suffer from incontinence or have an overactive bladder?
* Do you know the difference between perimenopause and menopause?
* Do you know which preventive screenings are recommended after age 40?

* Is hormone replacement therapy (HRT) for you?

Join Dr. Baum and Dr. Farris for the answers to these and other questions regarding

women's health issues.

Call to make reservations and
learn about upcoming seminars.

Memorl al Free admission to the Museum following the event.
Medical Center

Baptist Campus
Tenet Louisianc www.memmedctr.com

1.888.TENET.4U (1.888.836.3848)




Writing\Blogging to attract new
patients

» Local magazine

* Newspaper

* Health publications
* WordPress.com



FEBRUARY 1994 VOLUME lli, NO.2

HEALTH .

A HEALTHY NEW APPROACH TO LIFE NEW ORLEANS & THE NORTHSHORE

Basketball

Birth Order & the
Psychological
Effects

Making your house
your Dream Home




“§ Taming the Overactive Bladder

In an age when people talk

out sex and Viagra as if
they discussing golf
scores, it seems ironic that '
many of the 13 million

adults wh ffer fron

IS Restrooms

yject with then
But if they did, the
learn that there are
treatments that can
eliminate or improve the
problem in most people \

rience urine leakage.

of Americ
available. (

Help is on the way embarrassm

erci and m




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



The 3rd Pillar of a
Successful Practice

)




The 3rd Pillar of a
Successful Practice

Enhance your

relationship with
referring physicians



Why Do Physicians Refer?

Returns patients 38%
Reports back promptly 33%
Availability 13%
HEHIRERS 11%
Scientific talks %
Give RPs an active role 5%
Teaching in hospitals and schools 7%
Entertaining 1%

Publish professional articles 1%



Traditional Referral
Letter

eLong
e Arrives in 10-14 days
e Expensive



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




Computerized “Boiler Plate”
Referral Letter Example

Dear
was seen for a problem of

| recommended

| will keep in touch with you regarding her progress.
Sincerely,

Neil Baum



Example:

referred by

* Diagnosis
* Plan



Example of Boiler Plate
Referral Letter

Dear :
was seen for a problem of

| reccommended

| 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



The 4th Pillar of a
Successful Practice

)

A highly

motivated staff




Non-Monetary Motivators

Say thank you with
“Extra-Mile-O-
Gram”



THIS CERTIFIES THAT

IPDEDY DEAYYYNYIITIEY AL ADD ATIINEY AC AN
HEREBY RECOOUNIZED AND APPLAUDED AS AN

EXTRA MILER

WE CAUGHT YOU GOING THE EXTRA MILE BY:

CONGRATULATIONS!




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 | 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
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

l

Castellon Pharmacy ""’1

Please inquire at the pharmacy
counter or call for more info.




