Are You Working the Room?
By Jeffrey Frederick, DPM
[image: image1.png]'v

AAPPM

AMERICAN ACADEMY OF
PODIATRIC PRACTICE MANAGEMENT





10 Maple Street, Suite 301

Middleton, MA  01949

978-646-9091      978-646-9092 fax      office@aappm.org       www.aappm.org

Are You Working the Room?

It’s a busy Saturday night at a popular restaurant.  Even with reservations, the wait is backed up 45 minutes.  As you stand in line, a couple enters and is greeted by the matradee as if they were family.  The couple is whisked off to an open table.  You watch as the entire wait staff, including the busboy make a stop to greet the couple.  They sit there sipping their wine while you continue to wait in line for your promised reservation.  You begin to think to yourself, who are these people?  Owners, or perhaps Hollywood celebrities?  No, not exactly.  Those people sitting at that table while you wait in line, well, that’s me and my wife.  We are 24 hour ambassadors that “work the room” and are treated as such! 

I have observed the skill of what I call “working the room” from my wife for many years now. She is an elementary physical education teacher that has learned to “work a room” by nature of her profession.  Teaching physical education necessitates helping children learn and value themselves.  Any physical education teacher that has merit does this.  This ability to make people feel important has a profound affect on their behavior and in turn how they treat you.  People need to feel a sense of importance and worth.  Sometimes just an acknowledgement is all that is necessary.  The next time you are in a restaurant, notice how many of the customers treat the busboy.  Many choose to ignore their presence.  Just by saying thank you or noticing how hard they work, will usually bring a smile to their face.  This is simply because you are acknowledging that they matter.  Then watch during the evening how many times your water glass is filled versus the table next to you.  It is important to note that you need to be honest about your acknowledgements.  People can sense phoniness.  “Working the room” should not be motivated by what you will get out of it, but by the sincere desire to communicate and treat people with dignity. 

“Working the room” can also be applied to your medical practice.   Doctors that travel to nursing homes or assisted living homes can “work the room”.  How many times do you encounter support staff at these facilities and actually take the time to acknowledge them?  Remember you are an ambassador for your medical practice, at all times.  You would be surprised how many of the family members of residents and even the residents themselves talk to the custodial staff or nursing staff about doctors.  Wouldn’t it be nice if the cleaning staff, when hearing your name, would always say, “that doctor is great!” To be truly successful, you need everyone on your team, right down to the custodian.  It is surprising that most people pick their doctors by a friend’s recommendation or personality and not by credentials. Yes, it is important to have credentials.  But, if you want to increase the likelihood of success in your practice, you need to remember to “work the room” wherever you go.

Are you “working the room” with your office staff?  It is well known that office staff are not always motivated by money.  Pride in one’s job, dignity and self worth all play a big roll.  During the day when your staff is under pressure, or perform a good job, do you “work the room” and acknowledge them?  It does not have to be something big.  Just a simple comment about their efforts will do.  However, the compliment or acknowledgement must be genuine.  Just making up a compliment could have a reverse affect and undo the positives of “working the room.”

There are just a few basic rules to remember when “working the room”.  First, always be genuine with what you say.  Second, remember you are a 24 hour ambassador for your practice.  This means everywhere you go, try to acknowledge people.  Third, it really helps to remember names.  This reminds people that they are important to you!   Finally, expect nothing in return for your efforts. Being nice to people will become contagious.  You could be the trend setter!   But, you never know, you may very well be the one sitting at that table enjoying a glass of wine. 

Dr. Jeffrey Frederick, DPM, FACFAS, Fellow & President-elect, American Academy of Podiatric Practice Management, Diplomate American College of Foot Surgeon, President, Michigan Podiatric Medical Association

