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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.




