
Focus on what you can do now to 
get your new pa6ent started 
today. Ask ques6ons to build your 
rela6onship. Show the new pa6ent 
how they can afford dental care 
and work out acceptable financial 
arrangements. Doctors have the 
opportunity to take out the middle 
man and prompt the pa6ent to 
start treatment while removing 
start barriers. Never give up on a 
missed exam or an unscheduled 
p a 6 e n t . Re a l i z e t h a t w i t h 
consistency of follow-up, most 
exams will schedule. Ask ques6ons 
to eliminate pa6ent roadblocks 
and excuses. Track your numbers 
for con6nued progress.

Take Ac8on: Treatment Coordina6on for a Successful Dental Prac6ce

ThoughYul pa5ent engagement from the ini5al phone call through 
the exam, consistent processes for case conversion, and excellent 
pa5ent care resul5ng in pa5ent referrals are the hallmarks of a 
successful treatment coordina5on process.

Prospec6ng turns strangers into 
friends, visitors into pa6ents. 
Whether you're answering the 
phone or conduc6ng the new 
pa6ent exam, the excellence of 
your service opera6ons and the 
performance of your winning team 
will influence your new pa6ent to 
start treatment. Doctor confidence 
and soa skills will further mo6vate 
you to take ac6on by advoca6ng 
your den6stry and leading the 
pa6ent to begin care. Your 
influence is measured when you 
ask the ques6on "Would you like 
to get started?"

Mo6vate and focus your team 
through consistently tracking key 
performance indicators. Delivery 
of services includes payment. Your 
collec6ons process success will be 
based on consistency. Your 
opera6ng discipline and inventory 
control wil l determine your 
prac6ce success and profitability. 
Set priori6es to improve treatment 
coordina6on processes. When you 
have happy pa6ents in the office, 
ask for referrals. Monitor and 
improve prac6ce metrics on a 
daily, weekly, and monthly basis to 
achieve treatment coordina6on 
goals and success.

"Phenomenal speaker. Very real world info."  -Attendee, WRDE 2019

Den6sts and  
Team Members 

• Fine-tune the steps to an effec6ve new pa6ent conversion process 
• Illuminate the elements of influence and how they apply to the new pa6ent exam 
• Explore pa6ent excuses for not star6ng treatment and learn how to remove start 

barriers 
• Learn to importance of mul6ple forms of pa6ent follow-up 
• Review effec6ve collec6ons techniques for minimizing accounts receivable 
• Analyze key metric reports and understand their meaning 
• Iden6fy weekly team performance indicators to maximize engagement and performance

LEARNING OBJECTIVES:

ENGAGEMENT CONVERSION DELIVERY

Suggested Audience:

Suggested Format:

Full or Half Day; 
Workshop; Keynote

Your delivery of pa6ent care, including excellent team performance and 
finesse with financial systems, will create a loyal pa6ent eager to refer 
more pa6ents. Engage, convert, and deliver treatment coordina6on 
excellence to produce prac6ce success.

Get your copy of Take Ac5on: Treatment Coordina5on 
for a Successful Dental Prac5ce here!

925-757-9000 
amgortho@aol.com 

www.clubbraces.com 


