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Introduction: 

 

Are you struggling to generate a steady stream of new patients?  Have you tried billboard 

ads and other costly marketing methods only to wonder later if you even gained one new patient 

from the $100s often $1000s spent on marketing tactics that were not measurable? 

 Being a small business owner like you I am contacted daily with new opportunities for 

marketing from yellow pages, to SEO services, to newspaper articles.  And honestly after a while 

they all seem to say the same thing.  They want you to give up your hard earned money to them 

with no guarantee of whether or not their advertising tactics will produce any results, and the 

ones that often don’t produce enough results.  Well this report isn’t going to solve all your 

marketing problems, and it definitely isn’t a get rich quick scheme.  But it doesn’t present 4 

places you should be marketing your dental practice and it will also give you some tips on 

successful tactics on how to market to each group.  So sit back, relax, and open your mind to 

some new tactics and opportunities that will allow you to both help more people and increase 

your revenue. 
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1. Schools (Best Place to Start for General Dentists, Pediatric Dentists, & 

Orthodontists) 

 

Schools are the best place to start if you are in any of the three dentistry fields mentioned above.  

I think people in practice often worry that they will run out of new patients once they have been 

in an area for a certain period of time.  And that is exactly where schools come.  Each year a new 

class of children is added in grades K-12 and those children will need regular dental checkups, 

extractions, fillings, braces and numerous of other types of services that you offer.  Imagine if 

each year you could even gain 10% of children in a local elementary school.  Let’s do some 

conservative estimates on what kind of revenue that could generate for your practice if the 

incoming class was even as small as 120: 

 

12 Students x $120 (average cleaning) x 2 cleanings a year =$2880 

 And that is for only one year.  Ideally you would have this child from an early age till 

adulthood.  I know I have had the same dentist for 20 years.  So again let’s be conservative and 

say you have this child till age 18.  That is 13 years of regular cleanings. 
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13 x $2880 = $37,440 

 Again this is only if all they had was just regular cleanings. You and I both know people 

don’t always take the best care of their teeth and kids are no different.  I am sure out of those 13 

several will have cavities that need to be dealt with, extractions, and possibly braces.   

 

So as you can see even a number as small as 12 new loyal patients can have a big impact on the 

bottom line.  So now let’s look at some ways to get involved in the schools nearby. 

 

If you really want to create lifelong patients you must make them feel appreciated, provide an 

excellent service, and educate them on why your services are important.  You hold a wealth of 

information and you have information that can help people live a healthier and more enjoyable 

life.  One tactic that works great for schools is a short presentation with some hands on 

demonstrations.  Examples include: 

 Proper Ways to floss 

 How to brush your teeth 

 How to prevent cavities 

 Importance of proper cleanings and dental health 

 

Now I am not suggesting a boring PowerPoint presentation where you just click through some 

slides.  If I can’t stand sitting through those types of presentations you should know that young 

kids will definitely not have the attention span to sit through that type of presentation.   So make 

it fun, have a lot of visuals that engage them, and have games that encourage them to interact 

with you.   
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Now the kids should be loving you by the end of the presentation but we both know that at that 

age the parent is going to have the final say on who the trust with their child.  So I suggest 

preparing a packet for each child to take with them.  In the packet I would include: 

 A coloring book, crayons, and a toothbrush for the child(one with your clinic info on it) 

  A report written by you such as  

o “Why dental care at an early age if important for both your child’s health and 

your wallet” 

 This report doesn’t have to be a book it can be a page or two.  The main 

thing is you want to educate them on why your services are important and 

why their child needs regular care 

 A personalized hot and cold pack 

o Now a toothbrush is nice but how long is one really going to keep the same 

toothbrush.   

o Imagine how effective an ice pack would be in promoting your clinic if every 

time someone had any type of ache or pain they pulled out your pack and were 

reminded of your clinic 

 The packs work great when you offer some sort of promotion on them 

such as “With pack and parent Free Consultation” 

 

Remember how I said you need to educate in order to gain new patients.  Well if you present 

good information that is useful and helpful that person will begin to see you as the expert in your 

particular field.  And who do you think someone is more likely to come see a dentist that they 
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have seen on some cheesy billboard, or the dentist that presented to their child’s class and 

provided educational material for both them and their child?   

 

 

 

 

2. Participate at local town events (Health Fairs, Town Festivals, etc.) 

 

If you want to truly grow your practice to a profitable level and really make a difference in your 

community you have to spend time outside of your practice not just inside it.  One great way to 

create that presence in your community is by attending local health fairs, festivals, and any kind 

of event where people in the community congregate.  The more you can get in front of people the 

greater your odds are in gaining them as a new patient.  Below are some tactics to get people in 

your booth and interested in the information you are presenting: 

 

1. Raffles or interactive games for both kids and parents 

 

It is not just enough to be present at these events you need to have a way to engage people and 

let’s face it everyone loves a chance to win something and people love freebies.  Raffles are a 
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great way to get some one’s information in return for a chance for them to win some prize such 

as a $100 prepaid card.  Simply have them fill out their name and email address and let them 

know you will contact them with the results of the raffle. This is another great opportunity to 

inform them through a free report (you can even use the same one you used for the schools). By 

providing them info through the report you don’t come across like you are trying to sell them and 

they are more likely to convert to a patient.  This process is often compared to courting; you have 

to go out on dates to get to know someone before you move in for the first kiss.   

 

2. Personalized bags 

 

At these types of events people tend to go booth to booth and gather all the freebies.  This is 

where the personalized bag comes in perfectly.  Whenever I do trade shows I always bring nice 

reusable bags with my information personalized on them.  Am I going to spend a little more than 

the person just bringing pamphlets? Well yes, but when that person is walking around to each 

booth they are going to be putting everyone else’s info in your bag.  And for that day everywhere 

they walk they are going to be advertising your clinic.  A little cheaper than billboards wouldn’t 

you say?  And you can purchase bags for as cheap as 10 cents to a couple of dollars apiece.  

Personally I like the reusable cloth bags because people tend to take those and use them over and 

over again whenever they go grocery shopping (which means more people your ad will be 

exposed to).  

 

3. Personalized Ice Pack 
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The ice pack is a perfect marketing piece for events such as these festivals.  However, I do only 

suggest giving them out to people who take the time to give you their information and convey 

some interest in your services.  There are two big advantages of the ice pack over any other 

marketing piece I have yet to come across.  The first being that at the end of the day when they 

go home with a bag full of freebies such as pens, cards, and other freebies they are going to 

probably stand over the trash can and throw most everything away.  But, I can assure you that 

not one of your ice packs are going to find their way into a trash can.  That pack is going to go 

straight into the freezer and every time their child has a “boo boo” they are going to pull out your 

pack with your name on it and be reminded of you and your clinic.  And what about when their 

child has a toothache they are going to use your pack, and if that pain doesn’t go away whose 

number do you think they will be calling? 

 

 

 

3. Welcome Wagons 

 

Let’s paint a picture.  You currently live in Nebraska and your company just relocated you to 

North Carolina where you know absolutely no one.  Behind you leave your friends, your 
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community, and your dentist.  People that move don’t take their doctors with them and when 

they move some where they will be in search of a new doctor to fill that void.  There are a couple 

tactics on how you can reach people that have recently moved.   

The easiest is if you live in an area that has a welcome wagon or committee.  Depending 

on the size of town or city you live in there may or may not be one.  If there is a welcome wagon 

you can normally just contact the person in charge and tell them you would like to donate some 

items to the welcome kit.  I would do supply them with one of your free reports, some business 

cards, toothbrush, and a complimentary ice pack, and a friendly not just welcoming them to the 

area (handwritten notes really impress and you can even have your assistant write them and you 

could just sign them).    

Another way is you can contact a local printer or search on the web and purchase a list of 

people in a certain radius that have recently moved to the area.  If you don’t want to hassle with 

finding the list I suggest just locating a printer in your area and setup a meeting with them to 

discuss who you are trying to target and what you want to send them.  I would include the same 

material that you would include in the welcome wagon and have it mailed to the potential 

patients.  A great way to send this packet is in a USPS flat rate express envelope.  It really busts 

through the clutter and almost guarantees that it will be opened.  One successful doctor I know 

actually sends his packet via FedEx.  He says the reason is that he knows they will open it and he 

likes the idea that the package will be hand delivered to the recipient instead of thrown on the 

porch or in the mailbox.  Both ways are a little more costly than if you simply sent an envelope 

but you will greatly increase your open rate with mail that has items other than just paper inside 

them.   
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4. In your clinic 

 

In business we often become so concerned with gaining new patients from magazine ads, online 

marketing, and we often overlook one of the best sources for new patients.  That source is your 

current client base.  After all who are you more likely to believe the doctor telling you he is the 

best dentist in town or a friend raving about how great of work their dentist does and how much 

they appreciate him/her.  Referrals and testimonials from your current patients are a great place 

to generate new leads that can convert to lifelong patients.  Below are a few ways to implement 

the gathering and use of referrals and testimonials: 

 Video Testimonials 

Video testimonials are great PR for any clinic.  Let’s face it people value others opinions over 

yours when it comes to whether or not you provide great service and work.  So next time you 

have a patient say what a wonderful job you or your staff did, simply ask them if they would be 

ok if you did a quick 15 second video recording of exactly what they just said (stating their first 

name before the testimonial).  You can do the recording on any smart phone in under 30 seconds.  

Then just have them sign off saying it was ok to use their video on your website and BAM you 
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have a great marketing piece.   And don’t worry about making sure they have a suit or dress 

attire on, because the people that watch the video are much more likely to believe the video and 

see it has unbiased and truthful if it someone in everyday clothing that they can closely relate to.   

 

 Written Testimonials 

Some of your patients won’t feel comfortable with video testimonials, so written ones are a great 

alternative.  With written testimonials it works great to have them write a sentence or two and list 

their first name and last initial with a location.  Again you will need to make sure they sign off 

saying they are ok with you using their testimonial on your site, printed material, etc.   

 

 Referrals (from current patients) 

Referrals are one of the best ways to generate quality lifelong patients.  One easy way to generate 

referrals is to prepare a postcard or pamphlet with a link to your site where someone can 

download a free report that you have written.  And at the end of a procedure or routine check-up 

with your current patient just put the postcard in the packet with their toothbrush, toothpaste, and 

floss.  Ice packs also work great for these types of visits especially if it is a procedure that may 

result in some inflammation or pain.  Before you leave the room with the patient hand them the 

bag and let them know how much you appreciate their business and that you included double 

everything (2 toothbrushes, 2 flyers, 2 packs, 2 Business cards) so that they can have one and 

they can have one and that you also gave them an extra in case they had a friend who they felt 

could benefit from your services.  I would also mention the report that they can download on 

your website for free (the main benefit of this is that you are able to maintain regular contact via 

email, as well as work to establish yourself as the authority in your area).  Once you have 
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gathered their email information you can begin to do monthly newsletters, or use those emails to 

do monthly promotions.  Just make sure that you continue to educate with each contact you make 

with them. 

 

 Referrals (from local businesses) 

Another great place to generate referrals and new patients is by getting involved and dropping by 

local businesses.  As you are well aware people are always looking for ways keep their 

employees healthy so that they can limit the sick days and increase overall productivity.  A great 

way to approach this would be to visit or call some of the local business owners you may already 

know (if you are new to an area a great place to start is by joining the chamber) and talk to them 

about letting you do a brief 10-15 talk about why dental care is so important to overall health.  

The more places you can reach out to people in your community the better you chances are of 

helping them realize why your service is so valuable and why you are the right dentist to use. 

 

Conclusion: 

 

Well I hope you have found a couple golden nuggets in this report that you can use and 

implement in your practice.  Just remember you don’t have to have everything perfect the key is 

to start implementing and adjusting as you go along.  Napoleon Hill gave a great example of the 

importance and acting promptly when describing Henry Ford in his book Think and Grow Rich.  

Hill said  “one of Ford’s most outstanding qualities is his habit of reaching decisions quickly and 

definitely, and changing them slowly.”  I believe in you have what it takes to make a difference 

in your business, community, and life… after all you did take the initiative and download this 
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Free Report, which tells me you are looking for a way to reach more lives and provide the 

services that people need to live healthy, happy lives.  Just remember that in order for a 

transformation to take place in your life and business you must make changes and all though 

those changes may be uncomfortable at first, years from now you will be thanking your earlier 

self for taking those first steps to a path of more wealth, freedom, and fulfillment in your life.     

 

Well I hope you have found some valuable information that you can use to help build your 

current business.  If you have any questions or would like to get a hold of me please don’t 

hesitate to call me at 888-665-6764 ext 1.  Thanks and I look forward to the opportunity of 

gaining you as a client if you are not already one. 

 

Best Regards, 

Josh Walker 

Co-Founder Pro Products, LLC. 

 

P.S. Don’t forget to use your $10 off coupon off 1
st
 time orders see below:

 


