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Doctor’s Survey

Length of the evaluation

The evaluation occurs over a period of several phone consultations. Depending upon your situation there will be approximately three different phone consultations, each lasting about two hours. This could vary depending on the simplicity or the complexity of the practice.

Who should attend the interview

If you have partners, they must be present, unless you make your business decisions completely independent of them.  We require that no office staff or associates (non-owners) participate as we often end up discussing matters you wish to keep private or confidential.

Include your spouse

Some of what we will address in our evaluation may concern your spouse.  If you make business decisions independent of your spouse, his or her attendance is not necessary. But if you consult your spouse on important decisions regarding the practice, your spouse should also participate so that they fully understand what is going on the recommendations that we make during the consultation. 

The fee for this evaluation

The only exchange we require for this evaluation is that prior to the evaluation, you watch our 58-minute introductory DVD and contact at least three of our clients (practice owners).  To assist you in this, we have supplied you with an extensive list of doctors who either are on or have done our program.  Feel free to call as many doctors as you like, but please be sure to talk to at least three of them.

What to have with you at your interview

Please have the Practice Management Evaluation form on the next page filled out as completely as possible.

We look forward to talking with you soon!
	Doctor’s Name
	
	Type of Practice
	

	Please check the following items to reflect the areas you would like to improve in your practice. Check “high priority” if an item is a top priority for immediate improvement. Check “moderate need” if you consider an area is somewhat adequate but could use improvement.  Check “low priority” if you are uninterested in an item or feel it needs no improvement.

	
	HIGH PRIORITY
	MODERATE NEED
	LOW PRIORITY

	1. Learn more effective methods of getting new patients.
	
	
	

	2. Apply the methods I already know for getting new patients.
	
	
	

	3. Know how to motivate staff to ask for referrals.
	
	
	

	4. Stop procrastinating when it comes to getting new patients.
	
	
	

	5. Learn how to be a self-motivator.
	
	
	

	6. Be more enthusiastic about my job.
	
	
	

	7. More effectively advertise so new patients automatically come in.
	
	
	

	8. Control my time better so I’m more efficient.
	
	
	

	9. Be more assertive with staff.
	
	
	

	10. Be more effective in getting patients to comply with treatment programs.
	
	
	

	11. Know why patients do not continue care when they know they should.
	
	
	

	12. Improve our ability to collect cash from patients.
	
	
	

	13. Effectively cut down on missed appointments.
	
	
	

	14. Have standard policies that my staff and patients are aware of and follow.
	
	
	

	15. Motivate my staff to have the same purpose and enthusiasm I have.
	
	
	

	16. Know how to hire loyal and effective staff the first time.
	
	
	

	17. Know how to create more staff stability and have less staff turnover.
	
	
	

	18. Know how to be more effective as a leader.
	
	
	

	19. Make it so I don’t have to continually do staff members’ jobs for them.
	
	
	

	20. Know how to increase my personal income.
	
	
	

	21. Cut down on my overhead.
	
	
	

	22. Be able to avoid slumps in income.
	
	
	

	23. Be able to set aside more money for savings and retirement.
	
	
	

	24. Have more free time for personal activities.
	
	
	

	25. Experience less personal stress and greater security in my practice.
	
	
	

	Out of all of the above, which three stand out as needing the most improvement?

	#1
	
	#2
	
	#3
	
	

	Please fax completed form to Derek Wilson at 503-726-1610.  Thank You.
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