Strategies to Improve Well Visit Rates

· Hold a gift card drawing. You can determine the parameters for eligibility based on the population you are targeting – for example children who have all the recommended well visit before their 1st or 2nd birthday, teens who are on time for their well visit each year, etc. Only one gift card needs to be given so it isn’t a large expense. Engaging families in fun giveaways can help develop the sense of community that helps keep families coming back regularly.
· Engage all staff. Hold competitions with staff members for their part in meeting the goal. First define the role each team member plays in achieving the well-visit goal and then offer incentives. For example, a wide practice effort could be based on which staff member is responsible for scheduling well visits in patients who are due – this can be encouraged through huddles. Rewards can be simple – small gift certificates, choice of lunch brought in, etc. 
· Use friendly language. When talking about well child visits with teens, avoid using the word “child” and focus instead on prevention visits. When followed up on missed appointments, say “we missed you” instead of “you missed your appointment”. Try to frame what you say in a positive manner that conveys the importance of the visit and continues to develop the sense of community.
· Balance access with continuity. Practices report better rates of well visits when continuity is high so trying to ensure families see the same provider team each visit is important. Use EMR reports to help determine best days of the week for more same day visits using historical data when possible. 
· Use registries and gap reports. Use gap reports to proactively outreach patients that need care. Do it regularly so it isn’t an overwhelming burden. Incentives can be offered to team members who are working on the registries and gap reports. 
· Identify barriers to access. Identify families that need help in getting to appointments, whether it be transportation needs or a need for after-hours times. Offer after hours well visits, even if only on an as needed basis. 
· Adjust schedules during busy season. In addition to changing appointment templates based on seasons consider combining well visit and sports physicals. Instead of offering sports physicals schedule those patients for their well visit and do both the sports physical and well visit at the same time. Schedule additional time if needed and that is an option.
