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THANK-YOU
DR. ROBERT GOOD

AND DR. RONALD GOOD!

GOOD TEAMS ARE LIKE 

FAMILY
DR. BOB AND RON GOOD

PITTSBURGH, PA

GREAT POSTER TO PROMOTE 

THE  SPECIALTY!

AAO YOUR CONNECTION! 
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LOGO AND TAG 
LINE ANYONE? 

ONE LOCATION-

ONE FOCUS-

YOUR FAMILY!

BRANDING IS THE REASON TO BELIEVE 

IN A PRODUCT

IT IS THE EMOTIONAL BOND WITH THE 

CONSUMER WE CREATE!

LETôS THINK OF SOME PRODUCTS

WITH AN EMOTIONAL BOND!

PROMOTE YOUR STRENGTHS AS A 
TEAM!

·02/-/4% 9/52 $/#4/2ȭ3 
INVOLVEMENT WITH THE COMMUNITY, 
LOCAL ASSOCIATIONS AND NATIONAL 
ASSOCIATIONS!

·PROMOTE CERTIFICATION OF ASSISTANTS 
AND AUXILIARIES WITHIN THE PRACTICE!

·PROMOTE EXPERIENCE AND 
TECHNOLOGY PRESENT WITHIN 
PRACTICE!

FIRST IMPRESSION!

·LETTER

·BUSINESS CARD

·APPOINTMENT CARD

·HEALTH HISTORY

·GET TO KNOW YOU FORM

·INFORMATION ABOUT PRACTICE

·OFFICE BROCHURE AND WEBSITE INFO

·TESTIMONIALS

·ON-LINE? 
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BONDING AND DEBOND
SURVEYS!

TESTIMONIALS-
VIDEO 

AND WRITTEN!

ÅPromote office - ñJoey will love it here!ò

ÅñOur doctor is the bestéA great

orthodontistò

ÅñOur doctor is an orthodontic specialistò

ÅñThank-you for placing your confidence in

our practice.ò

ÅñLet me tell you about our family care

program.ò

ÅñMany families have placed their

confidence in Dr. Quo. 

RINALDI ORTHODONTICS

TEAMS PROMOTE THE 

PRACTICE!

TEAMS MAY BE SPORTY!
DR. SAMI WEBBôS OFFICE

SCOTTSBLUFF, NE
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DR. BOB REFERRAL PROGRAM

OUR PATIENT REFERRAL 
SYSTEMS

FIRST REFERRAL-CARD-LOTTO, 
STARBUCKS, MCDONALDS, ETC.

SECOND REFERRAL-MOVIE PASS OR 
BLOCKBUSTERS

THIRD REFERRAL-FAMILY DINNER 
OR THEME PARK TICKET

A SYSTEM THAT MAY BE 
NEGLECTED!

WE ARE NOT REVIEWING OUR REFERRAL PATTERNS! 

WHEN DO WE DEFINE WHO IS DROPPING IN OR OUT 
OF OUR SYSTEM? 

WHEN DO OUR DOCTORS MAKE A CALL ABOUT A 
PATIENT? 

IS THE TC MAKING THE DOCTOR AWARE OF ANY 
CHANGE IN REFERRAL PATTERN? 

HOW DO OUR REFERRING OFFICES KNOW THEY ARE 
IMPORTANT TO OUR PRACTICE?

TC INTERVIEW FORM!
ɈFIND TRUE REFERRAL

ɈDO NOT HESITATE TO ACKNOWLEDGE 
EACH REFERRAL TO THE PRACTICE

ɈDOCUMENT PATIENT REFERRALS 

ɈLEVEL REFERRAL 
ACKNOWLEDGEMENTS!

ɈANY CONNECTION SHOULD BE 
ACKNOWLEDGED!
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BEING IN THE CONVERSATION 
WITH OUR REFERRING OFFICES! 
ɈREFERRAL INFORMATION IN OFFICES!

ɈKNOWING THE DEMOGRAPHICS OF 
OFFICES WHAT WRITTEN MATERIALS 
THEY WANT!

ɈUPDATE YOUR FAMILY CARE DENTAL 
FORMS!

ɈHOW THEY WANT INFORMATION 
SENT-EMAIL -FAX-ETC? 

CERTIFICATE OF CLEANING 

Ɉ Certificate of Cleaning        
Ɉ In Recognition of the fact that your oral health is especially
Ɉ important to both Dr. Sabatand your dentist, please take this
Ɉ certificate with you to your next cleaning appointment. Have 

this
Ɉ certificate signed by your dentist and return it to Dr. Sabatto 

earn
Ɉ 5 wooden nickels.          
Ɉ
Ɉ ___________      ______      ___________
Ɉ Patient Name Date Dentist 

Signature

PROGRESS REPORTS
MARKETING PLUS!

ɈDETERMINE A TIME TO EVALUATE 
TREATMENT PROGRESS AND 
FINANCES-12 MONTHS-18 MONTHS

ɈWHEN USING A PROGRESS REPORT 
MAKE SURE IT IS A MARKETING 
TOOL!

ɈNOTES TO HYGIENE DEPT!

ɈCERTIFICATES FOR CLEANING FOR 
YOUR PATIENTS!

ɈBUILDING FAMILY CARE

PROMOTE PROFESSIONAL COURTESIES!

TEAM REFERRALS?

WHAT IS REFERRAL PROGRAM?
PROMOTE 

FAMILY

DISCOUNTS!

DO NOT KEEP 

WHAT YOU 

GIVE AWAY A 

SECRET!
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FAMILY CARE/HOLDING TANK! FAMILY CARE PROGRAM!

Family Care Program THE FAMILY CARE PROGRAM!
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WE ARE THE 
SMILEMAKERS!

The Family Care Program

1. Initial Telephone Slip ïask if any other 

family member would like to be seen at this 

time. Note this and review information with 

the Treatment Coordinator.

2.  As a practice, determine at what age you 

would welcome a sibling and perform a 

family care member exam. Everyone 

should be trained and understand the value 

of a sibling exam and conversion, as well 

as the discount that will be provided. 

FAMILY CARE PROGRAM!

3. Mail a Family Care enrollment form with the 

welcome package to verify sibling birthdate(s). 

4. Make sure your Health History form has the 

pertinent sibling information such as name and 

DOB.

5. When the new patient arrives, the sibling 

information should be transferred to an index 

card or computer for easy tracking.

6. SIGN-UP FOR OUR BIRTHDAY CLUB!

THE POST 

CONSULTATION

WHERE AND 

WHEN!
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WHEN SPEAKING TO A 
PATIENT!

ÂDO YOU HAVE ANY QUESTIONS ABOUT 
YOUR TREATMENT?

ÂWHAT A POSITIVE CHANGE IN YOUR 
SMILE! 

ÂONE MINUTE MANAGER-
ACKNOWLEDGE/MODIFY 
BEHAVIOR/ACKNOWLEDGE!

ÂCOMMUNICATE-WHILE SEATED IN FRONT 
OF PATIENT-NOT TO THE COMPUTER!

ÂDO NOT STAND OVER THE PATIENT! 

SCRIPTING YOUR CARE 
CALLS!

ÂHI! THIS IS CHAR FROM DR. SMITHôS 
OFFICE CALLING TO CHECK ON HOW JOEY 
IS DOING WITH HIS BRACES!

ÂDOES HE HAVE ANY QUESTIONS 
CONCERNING HIS NEW APPLIANCES?

Â IT IS GREAT HAVING JOEY AS A PART OF 
OUR ORTHODONTIC FAMILY-WE LOOK 
FORWARD TO SEEING HIM AT HIS NEXT 
APPOINTMENT! 

SMILES FOR THE TEAM!
Toothfairy

CINDY

DR. MIKE ROGERS 

AND DR. LEE ANDREWS

AUGUSTA, GA

The Toothfairy
ÅItems and cost of promoting Dental 
Health Month

ÅBag with our logo:  .26 cents

ÅADA book:  .35 cents

ÅToothbrush with our name: 1.35

ÅPencil:  .24 cents

ÅYoYo:  .84 cents

ÅVisit from the toothfairy:  

ÅPRICELESS

ÅWe reach many children

CINCODE MAYO

PARTY ANYONE? 
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6 MONTHS-SAVE THE DATE!

PROMOTE CREDITS!

INVITATION THAT IS FUN!

DEFINE YOUR AUDIENCE!

SELECT A PERFECT TIME AND PLACE! 

SETTING UP YOUR REFERRAL 

DAYS FOR SUCCESS!


