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Introduction 

			
Busy versus Profitable

			As a health practitioner, you’re busy. From the minute you walk into your business in the morning, someone wants something from you. You’re good at what you do, and you work hard all day long. There’s just one problem. 

			“Busy” doesn’t mean “profitable.”

			Even though you’re constantly in demand, you wouldn’t know it from the return you’re getting on your effort. You’re caught up in the urgency of dealing with your patients’ needs, and those take precedence over developing a business strategy. You just don’t have time to think about acquiring new patients. 

			As a result, your practice is clearly struggling. And so are you. 

			You’re overwhelmed and confused about how to make it all work. You’re under financial stress, maybe even to the point of depending on lines of credit to make payroll. Maybe I just need to invest in more equipment, you think to yourself. Maybe that will miraculously transform the business. But if you’re being honest, you know that that’s not true.

			The truth is you don’t feel that you have control over what it takes to make your business profitable. If anything, the demands of the business are in control of you—you’re not the one giving it direction with intentional time, energy, and effort. How can you? You don’t have time, energy, or effort to spare.

			Most unsuccessful businesses are run by very busy people, and you’ve learned that firsthand. When it comes down to it, you’re just not pulling in enough revenue. And you’re ready to disembark from this hamster wheel. 

			
Focus Shift

			What you need is a focus shift. 

			Up to this point, your focus has been on the external areas of your business: your team, your patients, and the distractions they create. You’ve been stressing out about things that are beyond your control. 

			Instead, you need to focus on what you have the ability to change.

			Regardless of your age, geographic location, and practice type, you have the power to do things differently. And when you change for the better, your practice changes with you. When you’re intentional with your time and energy, you bring in more revenue and are less stressed about finances, and the frustration and overwhelmed feelings disappear because you’re not out of control anymore.

			That’s when you have something that you can work with. 

			This book is designed to show you how any medical or dental practice can increase its number of new patients in ninety days or less. And that’s only the beginning. When you really commit to building your practice intentionally—rather than letting it control you—you will accomplish things you never dreamed were possible.

			
The Doctor of Doctors

			In a way, I am the doctor of doctors and dental practitioners. 

			I’m the founder of the Scheduling Institute, which has helped more doctors and dentists transform their practices into thriving businesses than any other company in the world. But arriving at a place where I had the knowledge and conviction to serve others was the journey of a lifetime. 

			I’ve owned a corporation of some kind since age eighteen, when I launched a board game for school systems called “Drugs/Alcohol: Play It Straight.” When I started out, I was driven by money—all I really wanted was to be rich. Not much else really mattered; as long as I was rich, I figured I’d be happy. 

			Then, at twenty-one, two things happened: I was diagnosed with testicular cancer, and I realized that I was broke. 

			My view of life changed pretty quickly. 

			It took a year of intensive chemotherapy to cure the cancer, and those were the worst days of my life—physically and emotionally. But when I pulled out of that, I was a different person. I had stronger faith and a deeper sense of human value. I felt like I had a second chance—and I needed to do something of significance with it. 

			I went to work in the health care industry. There, my focus shifted from getting rich to the idea of serving people. I realized that the same talented doctors who cured people like me of cancer had a problem of their own: They couldn’t reach as many people as they were capable of helping. Meanwhile, my talent was getting new patients through the door. I put it to use bringing to doctors the patients who needed their expertise. 

			Before long, I started to see the impact I was having. Not only were the doctors happier, their team was happier, the patients were happier—and ultimately that trickles down to the family members and friends of all of those people being affected in a positive way through them. 

			I recognized that the value I was bringing to the table was much greater than just new-patient generation. I was helping people change their lives—and the lives of others—for the better. And at the same time, the more I focused on genuinely serving others, the more money I made.

			It didn’t take me long to realize that the same techniques that brought patients to those doctors could bring patients to dentists as well. I knew that by working for others in health care, I could help more people than my job description at the time allowed. 

			That’s when the Scheduling Institute was born. 

			
The Scheduling Institute

			I founded the Scheduling Institute in 1997 as a vehicle to help me make the biggest difference I possibly could in the lives of doctors worldwide. 

			I personally have more than thirty years of experience running businesses. I have owned and operated more than ten different corporations. As an international speaker, I’ve connected with tens of thousands of people in the industry through my talks. 

			The Scheduling Institute has been the leading business in its niche for over a decade. Medical practitioners all over the world seek our advice. Our programs are used in more than ten thousand different offices in several countries. Front-desk team members often add “Scheduling Institute Certified” to their resumes when looking for a new job—we created that standard through our certification program. Our clients commonly see a 50 to 100 percent increase in new patients just by following the process in this book.

			Ten thousand people come to the Scheduling Institute’s events each year. We operate the largest staff training university in the world, with more than six thousand active participants enrolled at any given time at our convenient training facilities in Atlanta and Phoenix. The Scheduling Institute is one of the top ten fastest-growing companies in the state of Georgia, and we’ve been rated the top practice advisory firm by Dentaltown Magazine since 2010. We’ve also won Orthotown’s Townie Choice Award, which is voted on by industry-leading doctors and practice owners, and been on the Atlanta Business Chronicle’s Best Places to Work list since 2013. 
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			Every day, the Scheduling Institute creates tremendous value in people’s lives. Through this book, it’s about to do the same for yours. 

			
Turn the Page

			This book is the beginning of a journey. 

			You’re setting out on the road to take back your practice. That venture starts with patient intake. In the chapters ahead, you will learn the complete framework for increasing your new-patient numbers with something as simple as answering the phone correctly. Read this book cover to cover to get a clear grasp of how this process works in theory. 

			Then, take action. Turn the theory into practice. If you find that that’s easier said than done, don’t give up and walk away. Leverage the Scheduling Institute to get the support and accountability you need to reach your goals. Some people leave us with a lot of good ideas and never implement a single one of them. But you can take the information you learn here, actually implement it, and reap the rewards of taking that risk. We teach you to do things differently than everyone else in your industry so that you stand out.

			And once your patient intake is through the roof, don’t stop there. In the final chapter, I’ll give you an overview of the steps you can take to keep pushing your business to unimaginable heights, so you can reach beyond this book to the next horizon of success.

			Your future is waiting. The knock of opportunity is here. You just have to answer the door. 

			
Your New Story

			I’ve crossed paths with thousands of people exactly like you. When they have the desire to change things and make the effort to implement the process I’m about to show you, they don’t fail. I’ve seen unimaginable turnarounds—and that’s something I want for you. 

			Everyone has a story, and you’re in charge of your own. You are the common denominator in all your failures, just like you’re the common denominator in all your successes. If you want to keep living the same story, you’ll do just that. If you’re ready to change it, you’ll do that, too. 

			The decision rests with you. 

			There is an enormous amount of business available out there, and you have what it takes to pick it up. Never talk yourself out of discovering your true capabilities. You can transform your practice from a business that’s just scraping by to one that thrives. That begins by taking back control of your employees, processes, and focus, and it culminates in taking control of not only your business but your entire life.
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