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Schedule to Goal

Create Less Chaos and More Production

by Debbie Seidel-Bittke

Are you working too hard but not feeling
productive enough?
Creating a “Schedule to Goal” plan for the
year will support a zen-like day.
Begin creating your Schedule to Goal
system with an annual planning session:
•	
Dedicate four hours of team-doctor time
during the last quarter of each year.
• Schedule off-site, in a conducive
environment, away from work.

Map It Out by Reverse Engineering
For simplicity sake, let’s use one million dollars as the
production goal for 2020.
Figure out how many days you will see patients in the
next year. In this example, you have two hundred days
open for patient care.
Divide the number of days into your 2020 production
goal. This results in $5,000 daily, net-collectable,
production goal. Net-collectable production is the
production amount you expect to collect.
The dental industry standard for production is 70-75%
from the doctor’s schedule and 25-30% from the hygiene
schedule. If your practice sees sedation patients, implant
patients, and high-end treatment, you may discover your
continues on page 2
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hygiene production is closer to 15-20% of your total
production.
In our example, the doctor will produce $3,750 per day
and the hygiene department will produce $1,250 per day.
Block out your daily schedule for each room, and each
department, to match 70-75% doctor procedures and
25-30% hygiene procedures.

Scheduling Tips to help your
Schedule to Goal plan
Schedule the more difficult procedures and larger
treatment plans, early in the day.
Consider these types of patient services
for scheduling your blocks of time:
• New patient appointments

•
•
•
•

Crown/bridge preps
Implants
Seat crowns

New patient comprehensive exam, etc.

Consider these types of appointments
for scheduling your hygienist’s blocks of time:
• Scaling and root planing

•
•
•

Periodontal maintenance

New patient periodontal evaluation or charting

Step-By-Step Scheduling to Goal

1
2
3
4
5
6
7

Routine cleanings

These blocks ensure the opportunity to meet your
production goal for 2020.

Things to consider:
• The Board of Dentistry in many states requires new

Schedule an annual planning meeting (2-4 hours)

with
doctor and team during the last quarter of
each year.
 now the total production needed for the
K
following year.
Know your new patient goal for the following year.
• If you met this year’s goal, increase by 10-15%
for next year.
Know how many days you will be seeing patients
 next year.
the
Create your schedule with blocks during this

team
meeting.
B

ring
an easel pad on a tripod, large sticky note
•
pads, and markers to map out this plan.
As a team, map out your procedures (pre-block)
 your schedule to meet your production goal
on
for the following year.
• Write out your ideas and begin your plan,
using your easel with colored sharpies.
If you are open four days a week, I recommend
 have four different scheduling templates.
you
• This means that on Monday you have a new
patient appointment at 8 AM, on Tuesday it
may be available at 4 PM, Wednesday 11 AM,
and on Thursday it could be 1 PM.

•

 or hygiene patients, offer the scaling and
F
root planing appointments at different times
on different days. If you have scaling and root
planing appointments only available at 8 AM
and 2 PM, some patients will not be available at
those exact times due to work or childcare, etc.

•

For larger cases, offer first thing in the morning,
and, if not possible, another block right after
lunch. I suggest the larger cases be offered
only earlier in your day. Let your patients know
why these procedures are most effective if
done early.

patients to see the doctor first. Coordinate your new
patients to see the doctor first with a block in the
hygiene schedule for after the patient sees doctor.

•

Know your new patient goal for each month, and plan
your schedule with these necessary blocks of time.

8

Color code the different patient procedures.

When
you see a specific color on your schedule,
you know what type of patient is inside the block
of time.

continues on page 3
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Make or Break It
If you find clinicians are running behind, and patients
are waiting, it’s time to get a stopwatch and know the
true time it takes for clinicians to complete various
patient procedures. It is okay to make adjustments to
your Schedule to Goal plan if needed.

Work Smarter, Not Harder
The more organized you are, the more your patients
and the entire team will appreciate your dental practice.
Strategizing and organizing your Schedule to Goal plan
will help improve cash flow because you commit to
using this formula.
An organized Schedule to Goal means you can put away
your roller skates. Enjoy your day at the office. Plan for
more raving fans and a practice that is sustainable.

Debbie Seidel-Bittke, RDH, BS has been an
industry leader for over 15 yrs. She is also
the founder of Dental Practice Solutions and
an AGD Certified Dental Practice University
Online Training Center.
FMI: www.dentalpracticesolutions.com

Ask the Consultant

Q:

In our office we offer a hard-soft
night guard. It is hard on the outside
and made of a softer material on
the inside. What would be the appropriate
code for that?

A:

There is a new code this year:
D9944 Occlusal Guard—
Hard Appliance, Full Arch
This is a removable dental appliance designed
to minimize the effects of bruxism or other
occlusal factors. The code is not to be reported
for any type of sleep apnea, snoring, or TMD
appliance.
Response provided by Kathleen Johnson,
President of Kathleen Johnson Consulting, Inc.

Quote-Worthy

“

A schedule defends from
chaos and whim. It is a
net for catching days.
It is a scaffolding on
which a worker can stand
and labor with both hands
at sections of time.
— Annie Dillard

”
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Trojan Today provides a forum for industry professionals to offer a diversity of information and to provide ideas and suggestions in the area of dental
practice management. These articles are meant to be informative and do not necessarily represent the opinions of Trojan Professional Services, Inc.
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Service
Savvy

Did You Know?
he average American
•	 Tspends
38.5 TOTAL DAYS
BRUSHING TEETH OVER
A LIFETIME.

eople who drink
•	 PTHREE
OR MORE

GLASSES OF SODA
EVERYDAY have 62%
more tooth decay, fillings,
and tooth loss than others.

T OOTH ENAMEL is the
•	 hardest
substance
in the human body.

Trojan’s Internet Benefit Request
While many of you already use Trojan’s Internet
Benefit Request, we would like to remind clients
to request benefits electronically. It’s easy!
1.	Log onto your Account Summary at
www.trojanonline.com.
2. Select INTERNET BENEFIT REQUEST (IBR).
3. Select SUBMIT BENEFIT REQUEST.
4. Complete the form.
5.	Select SUBMIT BENEFIT REQUEST
to send the information to Trojan.
Select COMPLETED PLANS to see requests
Trojan has finished for your office.
Select PENDING PLANS to see the requests
Trojan has received and started to research
for you.
For help logging into your account and
using Trojan’s Internet Benefit Request,
contact Trojan’s Software Support Department
at 800-451-9723, Ext. 1.

Check out trojanonline.com for some of our
favorite “classic” Trojan Today articles:
11/15	
Dread Team Meetings?
by Dale Tucci
11/22 	All About the Relationship
	by Ingrid Kidd Goldfarb
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Do you know someone
who could benefit
from Trojan Today?

Seminars
Front Office Master’s Program
Presented Becky Gerber and Academy of Dental
Practice Careers, Inc
MARCH 18-20, 2020
San Diego, CA
Download the flyer for more information!

Forward this email and they can
sign up for their own subscription.
No need to be an office manager or practice
owner. Trojan Today has articles and information
relevant to anyone in the dental industry.
Sign up at:
trojanonline.com/trojan-today/sign-up/

Meeting Place
Learn more about your peers!
Check out AADOM’s Chapter Meetings
Educational events near you.
Click here for more information!

TROJAN Closing
NOVEMBER 28-29, 2019
Thanksgiving Holiday

What Clients Say
“We have been with Trojan for over twenty years. Thank you for
making our jobs easier. Love Dentifi. And appreciate the monthly flier.
You've come along way. I still remember using microfilm for benefits.”

— Elinor M.

http://bit.ly/FBTrojan

http://bit.ly/TrojanYT

http://bit.ly/TPSLinkedIn

http://bit.ly/TrojanInstagram

Accelerating dental practices to excellence by providing services
that increase case acceptance, production, and collections.
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