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SEVEN WAYS TO FILL OPENINGS IN THE DOCTOR’S SCHEDULE 

1. Call patients scheduled into the future and move them up 

2. Patients on the “Short” (notice) call list. 

3. Patients scheduled that day for a consultation. If they agree to go ahead with 
treatment the doctor may be able to start that day.  

4. Patients on the Outstanding Treatment List. You wouldn’t necessarily call them in for 
the treatment itself – part of the reason they are on this list is they haven’t agreed to go 
ahead with this treatment yet!  In some cases, they may schedule for this already 
diagnosed treatment, but in most cases, you would call instead to have them come in 
for a consult to see the doctor. The doctor can discuss treatment options when the 
patient is in the office.  

5. Emergency Patients (new or patients of record).  

6. New Patients that need treatment.  

7. Reactivation patients 

 

(Note: Emergency Patients and especially New and Reactivation Patients are not a 
reliable source for filling short-notice gaps in the doctor’s schedule, especially during 
Primary Blocks.  Why? The doctor can’t determine what that patient might need until 
they see him/her. They may need treatment the doctor can provide that day, or they 
may not.  

 

Please Note: This course, provided by DDS Success, LLC, and its accompanying materials is being provided as suggestions and 
ideas from which to improve the success and viability of your practice. This is not to be taken as a guarantee that the 
information provided is appropriate to your practice. Due to the high ethical standard in business expected of DDS Success, LLC 
clients, it is assumed that each client and/or their staff would observe and follow applicable laws relating to employment, 
taxation and general business. Each practice, their owners, officers and staff are individually responsible for ensuring that any 
system implemented complies with the applicable federal, state and local laws, rules and regulations governing the place in 
which your practice is located. These suggestions do not constitute legal advice. You should seek advice from your own legal 
advisors as to what is appropriate to implement in your practice, prior to implementation. DDS Success, LLC is not responsible 
for any claims, real or otherwise, associated with this material and information or any part thereof.  


