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How do we TRANSFORM the 
FUTURE of Team and World 

Influence for today & tomorrow?
By how we 

care for 
and 

treat 
each other.



A Caring Team Experience 

Step 1 Towards a 
Great Patient Experience



A Caring Team Experience 

Step 1 Towards a 
Great Patient Experience



Timeless

Progressive



If we love and care for each other, we 
will create an environment where 
patients feel loved and cared for
        
          Vance
        





The Patient Comes Second





Team Comes First

Culturally 

The Patient Comes Second







The People Experience 
The Key to Thriving in Modern Day Practice
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A Customer Service Mindset

















• Slide depicting shared care
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Hygiene Factors

• Technology
• Talent
• Experience

Improving the Customer Experience



Hygiene Factors Motivators
• How I made them see

• How your staff treats them

• How you treat them

• Patient call backs by surgeon

• Thank you notes

How you made them 
feel

• Technology
• Talent
• Experience

Improving the Customer Experience



Happy Un-happy





Happy Un-happy

Environment







“Secret service is not something you do; it is 
something that is in you. It is something that is 
in all areas of your life: your customers, 
employees, family, and neighbors.”
       
    John DiJulius 
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The Golden Rule



The Platinum 
Rule

The Golden Rule



What the Patient is “Hearing”: 

They don’t care about me





•
Doctor/

Team

Patient










What do people want?

• They want to matter



What do people want?

• Feel cared about





A Caring Team Culture….consistently and constantly
• Right 
• Joy
• Fun

And it is good business
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