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BETTER BUSINESS…continued from page 62

Patient Care
Providers cannot market to Medicare beneficiaries; however, 
improving the patient care and services you provide to them 
is appropriate. Aaron Sorensen, CPO, president of Restorative 
Health Services and Orthotic & Prosthetic Billing Solutions, 
both headquartered in Murfreesboro, Tennessee, says, “Cus-
tomer service and patient care are key to keeping the patients 
you have.” Sorensen suggests the following ideas for keeping 
patients coming back to you as their provider of choice:

1. Schedule the patient’s next appointment, whether it is a 
four-month or 12-month follow-up, prior to the patient 
leaving your office. 

2. Call to remind the patient of his or her upcoming 
appointment. As long as the individual has a scheduled 
appointment with you, this is permissible under Medicare 
regulations.

3. Practitioners who share space with a podiatrist or primary  
care physician may offer to monitor patients’ feet for no 
charge as an opportunity to stay in touch with the podia-
trist or primary care physician. Inserts can be changed out 
at that appointment. 

The Sales Pitch
Robert Leaber, CPO, owner of Adaptive Prosthetics & Orthotics,  
Houma, Louisiana, says, “I’m more of a clinician than salesman. 
A friend of mine…learned from someone the idea of ‘never 

stop selling….’ We need to sell our industry to the payers, 
referral sources, and the public constantly.”

While you may not think of yourself as a salesperson, most 
of us began developing sales skills as children. Remember how 
much you wanted a toy or a game, or even a favorite dessert, and 
the “pitch” you gave to your parents—with the utmost enthusi-
asm and excitement—about why you really needed to have it? 
That’s the passion and fire that O&P practitioners need to spark 
when talking to others about their profession. It didn’t feel like 
sales when you were a child, and it shouldn’t feel like sales now. 
This is what you do, who you are, and what you believe in.

I offer the previous analogy to help lessen or remove the anx-
iety some feel in approaching the sales pitch. The following tips 
will help you plan your sales strategy:

1. Do your homework. Once you have located a potential 
referral source, a little research and preparation go a long 
way. Know the types of patients the provider serves. This 
will allow you to be well equipped when you pack your 
“show-and-tell” bag.

2. Select the right “show-and-tell” items. Select items that 
make sense for the provider and the challenges he or 
she faces with patients. More is not always better. Bring 
the products that may be out of the ordinary but offer 
extraordinary results or provide additional convenience 
for the provider or patient.

3. Differentiate your practice. When selling any product or 
service, you want to stand out in the minds of your refer-
ral sources. Describe your service quality and products 
you can provide that put you a bar above the rest.  

4. Have an “elevator speech” ready. What can you say in 
two minutes about what you have to offer as an O&P 
practitioner that will set you apart from your competi-
tors? Perhaps it’s different products or services, better ser-
vice, increased convenience, or documented outcomes.

5. Stay positive. Spend your energy and the brief time avail-
able to you to make a lasting impression. Say what you 
can do, not what your competition can’t do.

Building a referral network is not complicated, but success 
takes careful planning and homework, and time for visits, presen-
tations, and follow-up. In the final article in this series, I’ll address 
contracting with third-party payers. This also has the potential to 
strengthen your referral network, since the contracts you have in 
place make a difference to your referral sources.  O&P EDGE
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You want your referral sources to act 
as an extension of your sales force  
by telling other physicians about the  
quality care and services you provide. 
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