A apple
)S ¢ healthcare

Our Proven Process

5-Star
Phone Call

All Staff
5-Star Certfied

Priority Scheduling

Nelcome Letter

l

Red Carpet
Experience

Stand & Greet
By Name

Tour & Gift

Comfort Menu

Evaluation

4 - Minute Rule
Patient Interview

Wow Exam

Additional Testing
Mini ROF
Early Palliative
Treatment

Early Treatment
Recommendation

Treatment
Presentation

Explain Findings

Generate
Treatment Plan

Patient Education &
Value Creation

“Yes" Question

Prep for Hand-Off

Apply VPM

Financial
Solutions

Proper Hand-Off

Insurance Education

Treatment Plan /
Estimates

Payment Options

Signed Treatment Plan

Collect Payment

)

R~

Comprehensive
Care

Review Appointment
Expectation

Ongoing Patient
Education &
Re-Emphasize Value

Over Deliver on
Comfort & Care

Follow Treatment
Plan

Always Schedule for ;

Next Step
Continue VPM

o

Faithful
Followup

Thank You Card

Follow Up Calls

Notecard
Reminders

Appointment
Reminder Texts

Incoming Call
Handling



18652
Sticky Note
Monthly Test Calls

18652
Sticky Note
FD FAQ Sheet...requested

18652
email...what to include? drip process? Coordinate with folders?

18652
Avoid the "Seeds of doubt." Dirty, chaotic, confused surroundings. 

18652
this really needs to be more robust

18652
FORE
Family
Occupation
Recreation
Everything Else

Get to know patient - show you care and understand their level of activity. 

18652
What's their #1 reason for coming? Other reasons?

18652
Explaining process behind things doing.  Gives more credibility.  

Common Barriers Card: 
- Fear
-Time
-Trust
-Budget

18652
Showing them around. 
Asking if patient is detailed or big picture...allows provider to set tone. 

18652
If possible, we can give patients a good basic understand of the issue.

18652
Modalities
Bracing
Medication

18652
time/frequency. give them expectation for budget, commitment.




