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1. Make a copy of this worksheet for each team member to use. 

2. Complete the Team Activity. 
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Step 1 
Using Deadlines to Our Advantage 

As the year begins to wind down and the holiday season begins to ramp up, it’s time to 

review how the natural, built-in deadline of the turning of the calendar can be used to 

everyone’s advantage. 

Let’s make a conscious effort to reframe the way we think and speak about the end of the 

year to transform delay into action. 

We will commit to change our paradigm, and practice this truth: 

The end of the year should—and will—bring our GREATEST case acceptance. 

We will commit to emphasize getting healthy by up-leveling our language: 

• “Get healthy in time for the holidays…” 

• “Get healthy heading into the new year…” 

• “Get healthy by taking the first step of a New Year’s resolution right now…” 

Remember 

No matter how much we create, it only matters what we get a clinical yes for. And no matter 

how many yeses we get, it only matters how big our vision is—for each and every patient. 

Remember 

Treat every patient like a new patient every single time! 

We have access to unlimited diagnostic potential. 

So let’s discuss how we can translate that potentiality into actuality by tightening up our 

protocols, tying up loose ends, and “dialing for dollars” as the year comes to a close. 

Note 

The most successful teams deliberately front-load the Q1 calendar for next year during the final 

30–60 days of this year. The time for implementation is right now! 
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Where and how can we make more intentional choices with our diagnosis between now and 

the end of this year? 
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Let’s examine our own mindset. 

Where are we: 

• Slowing down 

• Making excuses for ourselves 

• Making excuses for our patients 

• Defaulting to the lowest common denominator instead of the greatest opportunity 

Remember 

This time of year isn’t the end of anything; it’s the beginning of everything else. 
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Where and how can we integrate urgency? 

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

Where and how can we replace fear, scarcity, and diagnostic suppression with an attitude of 

abundance? 

In other words, how can we be bold and not default to playing it safe? 
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Where and how can we take responsibility for teaching patients up-leveled thinking about 

how to say “yes” to treatment at this time of year? 

In other words, how can we reframe our conversations about “getting healthy” to inspire 

action? 
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How can we take objections one step further? 

In other words, how can we embrace the opportunity to grow our communication skills and 

focus on turning objections into the reasons why patients would act and not delay? 

Examples 

“I’m so glad you brought that up…” 

“I’m glad you brought up the holidays…” 

“In fact, we hear that at every time of year…” 

“…Would you be open to hearing my advice?” 

“…Would you be open to hearing what I’d recommend to my own family at this time?” 
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Step 2 
Meeting the Moment 

Like in any sporting event, it’s most important for us to execute in the final moments before 

the clock runs out; everything’s magnified in crunch time. 

Let’s review the fundamentals so we can rise to the occasion, meet the moment, and 

perform our best when the game’s on the line. 

Diagnosis 

Where are we suppressing, holding, back, or cutting corners with diagnosis? 

How can we take action and improve? 
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Case Acceptance 

How tight, strong, and complete are our triangles? 

How can we take action and improve? 

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

Follow-up 

Are we following up and through with every patient, on time, every time? 

How can we take action and improve? 
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Building Value 

Are we creating enough compelling clinical value so that the “yes” is on the patient’s health 

outcome, thus minimizing the obstacle of money? 

How can we take action and improve? 

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

Pre-frame and Pre-condition 

Are we using the natural deadline of the end/beginning of the year as an opportunity to pre-

condition patients for long-term thinking? 

How can we take action and improve? 

Example 

“At the turn of the year, we like to perform a check-in on everyone’s overall health. We commit 

to this so everyone’s guaranteed to be their best, healthiest self, next year and every year. What 

better time for that than right now? So today’s the day we’re going to take that reassessment.” 

Remember 

We get to guide and decide how patients go into next year! 
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Tip 

Pre-frame and reframe by leveraging common sense as motivation. 

Example 

“We’re going to max your benefits whether we do your plan on December 31st or January 1st. 

It’s going to be the same amount that insurance contributes. But here’s the thing—if you wait 

till January 1st, this can only become a more expensive problem—your insurance isn’t going to 

go up, only your personal cost will. That's why we want to help you now. So let’s get you set up 

to start the new year fresh, on your terms, and in control of what happens to your health.” 
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Step 3 
Pre-New-Year’s Resolution 

Let’s close out this activity by discussing these few vital leverage points for finishing/starting 

the year strong. 

As a team, let’s solidify our “Pre-New-Year’s resolution” of capturing more treatment. 

Then, individually, let’s do the same for ourselves. 

We need our very best at the end of the year. 

In other words, no excuses from ourselves or our patients. 

So we need to apply that attitude (to ourselves and our patients) as we look at what’s in the 

rearview mirror and decide how we’re moving forward together. 

How are we going to follow up on treatment plans? 

Options: 

• Send a letter 

• Send an email 

• Send a text message 

• Make a phone call to check in 

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

Series 8 / Session 10 Page ￼  of ￼11 12



Are we going to incentivize starting or restarting treatment? 

If yes, how? 

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

	 	 	 	 	 	 	 	 	 	 	 	 	  

If we catch ourselves feeling or speaking that something won’t work, be conscious of it, and 

make these simple shifts: 

• “I have to do something…” —> “I get to do something…” 

• “That won’t work…” —> “How can we get that to work…” and “How can we make progress…” 

Individually, let’s create Pre-New-Year’s resolutions by completing the following statement: 

By January, I want to… 

Examples 

Save some money, lose some weight, read a book, share some more time with my kids, etc. 
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