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he Delta Medical Society (DMS) met for their bi-annual

meeting on October 8th at Nola s Restaurant in Indianola.
Approximately 77 people were in attendance. Speakers were Dr.
LeDon Langston, who spoke on Infant Mortality, and Dr. Lynn
Walker, who gave 2008 Immunization Updates. Both were from
the Mississippi State Health Department.

DMS is comprised of doctors from 7 counties in the Delta who are _ i ] "'ﬁ..w
members of both American Medical Society and Mississippi State . : _ |
Medical Association (MSMA). -

The current President is Dr. Mike Montesi from Indialona, with the
President Elect being Dr. Abhash Thakur from Greenwood. DMS
Secretary is Dr. John Turner from Greenville.

The current list of Vice-Presidents are Doctors Charles Brock,
Carlton Gorton, Danny Jackson, Michael Mansour, and Hugh
Moore. Dr. Walter Mack Gorton is The Trustee for District 1,
MSMA.

Delta Medical Society meets twice a year. The next scheduled
meeting is set for Greenwood on April 8, 2008. Time and place are
still to be announced.
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Your Telephone as a Strategic Tool

Conversion Scripts for Your
Front Desk

PURPOSE
Maximize appointments made and kept
from inbound inquiry calls

PROCESS
Identify common needs, questions and
obstacles on appointment-getting

Script most powerful responses to
answer questions and overcome
objections

Train and role-play with staff

Constantly evaluate and upgrade scripts
and staff skills as indicated

PAYOFF
Increased value perception of caller

Increased percentage of made and kept
appointments

Establishes positive expectation for
increased case conversion and retention

TIPS AND TECHNIQUES

The telephone can be a powerful
marketing tool for your practice.
Properly used, the telephone gives vital
support to your marketing efforts in
Reactivation, Recall and Internal and
External Prospecting, as well as in the
everyday routine of appointment setting
and patient/client communications and
service.

1. Your telephone means business The
telephone is an open doorway to your
practice and usually the rst means of
contact from new patients/clients. It s
an easy, fast and convenient way for
people to contact you. It seems obvious,
but everyone in the practice needs to be
prepared to handle the inbound calls.
Are you prepared to make agreat rst
impression on the phone?

2. Don t take telephone skills for
granted...
Plan
Prepare
Rehearse

Every telephone call (and how it s
handled) is a vital part of your marketing
effort.

3. Find the right person for the
telephone

It is critical to put your best impression
up front.

On the phone, that MEANS .
A pleasant voice
A positive attitude
A friendly and helpful nature
A genuine interest/concern for people

The personality of the practice is set on
the rstcall, so be sure you ve got the
right person for the telephone.

USEFUL TELEPHONE TECHNIQUES FOR
PRACTICE STAFF

Address people by name. Pronounce them
correctly and use them often. It s natural
for people to respond positively to their
names and it helps make a person-to-
person contact.

Talk to people, not at them. Use a natural
tone of voice, but be alive and interesting.
What you re saying is very familiar to
you, but it s news to the person you re
talking to.

Be enthusiastic. It helps set a positive
tone for the conversation, and it s
contagious.

Smile; it makes a big difference. A smile
will be heard in your voice.

One call at time. Forget the last call, and
don t worry about the next. Concentrate
on the present call and make this one
your very best.

Paint a mental picture. Visualize the
person you re talking to another real
person, not just a voice on the line.
Assume it s someone that you know.

Establish and maintain rapport. Your
phone manner can be familiar and
friendly, even if you ve never spoken to a
particular caller before.

Talk with pride and con dence. Express

your comfort with your practice and high
level of patient care with understanding

and assurance. Respond to questions

in the same way. You re building an
impression of a knowledgeable practice
that can be trusted.

Listen actively. Be certain that you have
heard what the other person has said.
Restate the concerns and questions in
your own words to be sure you have it
right and let the other person know that
you understand.

Enunciate. Be very clear and distinct
about what you re saying and how you re
saying it. Articulate words and ideas
clearly.

Attention
Physicians

Interested in having your staff s
phone skills and patient handling
methods rated?

We can mystery shop your
practice!

Call Stephanie Haddock at
725-2490 or email to shaddock@
deltaregional.com for more details
and scheduling.

Happy Birthday

Lucy Limaylla, MD
November 1

Kale Deepali, MD
November 5

Faseeh M. Hadidi, MD
November 11

Chester W. Jenkins, MD
November 12

Jerry M. Cunningham, MD
November 13

J. Barry Gillespie, MD
November 15

Robert L. Curry, MD
November 18






