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Increasing Case Acceptances
for Practices and Dentists

A unique Step-by-Step Case Assessment
Process that helps you to achieve your
productivity goals as well as those
dental goals of your patients. It is a
communication and customer service
process that allows you to gain greater
case acceptance of comprehensive
treatment plans and not just “single
tooth dentistry”.

Establishing a systemised approach
whereby each member of the team can
work cohesively to drive the sales
process will transform your practice into
a successful business. Not only this, but
you need to develop a system that can
be customised to suit your unique
practice and way of doing things.

/ /




STEP BY STEP COMMUNICATION JOURNEY FROM EVERYDAY SALES WITH CONTINUOUS
REVISIONS OVER 30 YEARS OF SALES
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Strategies are proven to increase revenues
up to 300% (30% at minimum)

Focus on Growth of Practice and

. Associates, TCO, Team, PM
Increasing ,
Proven to succeed in 100% of practices.
Case
Acceptances

The Program has been worked over span
of 30 Years

Our pioneering TCO role and integral
training were the first of its kind in the UK.



Practice
Communication
Program

for

®* Reception,
°*TCO

®* Nurse
°*PM

* Dentists




Typical Practice Success Case Study

Income growth from £520,000 to £1,500,000

2022 2021 2020 2019
Revenue 1,529,329 894,894 642,933 524,514
Cost of Sales * 516,302 294,739 245,939 183,330
Gross Profit 1,013,027 600,155 396,994 341,184
GP % 66% 67% 62% 65%
Overheads ** 560,220 362,071 246,951 243,513
EBITDA 452,807 238,084 150,043 97,671

EBITDA %

30%

27%

23%

19%




Typical Dentist Case Study

Double Turnover of Associate Dentist that
started training in Jan 2021

MONTHLY PRACTICE REVENUE vs TARGET
@ An



ROI SALES PER MONTH PER PRACTICE FROM EACH TEAM MEMBER CONTIBUTING

RECEPTION

Only 1 sale per month extra
per practice for of following:

1 Implant - 3k
1 Invisalign 4 -5 k
1 x Cosmetic Case 4-8k
Multiple crowns and fillings 3k

15 Practices at £3k =
£540,000 increased revenue

TO SALE

TCO

Only 1 sale per month extra per
practice for of following:

1 Implant - 3k
1 Invisalign 4 -5k
1 x Cosmetic Case 4-8k
Multiple crowns and fillings — 3k

15 TCO at £3k =
£540,000 increased revenue

ROl for Team from 15
Practices
Total = £2,160,000
EBITDA INCREASE =
£432,000

DENTISTs

Only 2 sales per month extra per
practice for of following:

1 Implant - 3k
1 Invisalign 4 -5k
1 x Cosmetic Case 4-8k
Multiple crowns and fillings — 3k

30 Dentists at £3k =
£1,080,000 increased revenue
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CLICK HERE
TO HEAR
ABOUT
DWB SUCCESS STORIES



https://youtu.be/qBszFxmeAiQ
https://youtu.be/qBszFxmeAiQ
https://youtu.be/qBszFxmeAiQ
https://youtu.be/qBszFxmeAiQ

The Details

Online Sales Course

Psychology of Sales
Case Acceptance Process
Consumer Purchasing Behaviours
Solution Selling Verbal Skills
Communication Skills
Pre Examination Communication
New Patient Consultation Steps
Successful E-Consultations
Post-Consultation Follow-up
Clinical Co - Discovery
Examination Process
Communicating Treatment Plans
Clinical Evaluation Steps
Gaining Case Acceptances
Case Presentation Skills
Finance Negotiation
Overcoming Objections
Follow-up Process & Steps
Review Protocols
Increasing Testimonials
Increasing Referrals
Recorded Role Play
Action Plan and Workbook




Communication Training
Topics

include



Psychology of Sales

Team and Dentist Mindset
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Listening

Skills

Build Trust, Build Relationships




Verbal Skills and Role Play

Increasing Confidence
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Telephone Patient Management
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New Patient Consultations




TCO Training




Co-Discovery Examination




Treatment Planning
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Effective Case Presentations (of larger cases)
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Patient Name

®© Add deal

1st Follow Up
£4,000 5 deals

2 niall
chandler deal
£0 niall chandler

£ Victoria
Wright deal

£0 Victoria
Wright

Keown,Christin

e deal !

£3,215
Keown,Christine

[
Walsh,Stacey
deal

£785
Walsh,Stacey

£ daniel najar

deal !

£0 daniel najar

Structured Follow U

2nd Follow ...

£0 1 deal

£ Steve
Machin deal
£0 Steve Machin

3rd Follow Up

£19,300 - 9 deals

Call from M...

Discount Off.
£2,600 1 deal

£ schira
heeroo deal

£2,600 schira
heeroo

No Respons...
£6,225 1 deal

£ Carolyn
Saby deal

£6,225 Carolyn
Saby

Assessment...

II' David Bloom ~

ex4 offer let...

= Everyone ~

Gone Ahead
£6,475 1 deal

£ Shani
flavell deal

£6,475 Shani
flavell



The Program




9 month Communication Training Program includes:
1 to 1 meeting with each Team member to understand and motivate each team member
Quarterly 1 day “Live” Communication Masterclass

Quarterly Workshops for TCO/ Teams
Quarterly Workshops for Dentists

Access to Online Learning for Communication Training
Over 65 videos and Action Plan Workbook

Monthly Practice Virtual Support Meetings (Review Progress, Action Points and Workbook)



Masterclass Outline

The Masterclasses have been specifically
designed to increase in complexity as you
advance from one to the next. This will
make it easier for you to learn and
understand how to integrate the
communication journey into your practice
and role. We will start with the basics and
move on to more sophisticated language
skills and techniques j




Establishing a Sales Process
and designing a
Communication Journey for

patients.

J

Masterclass 1

Break down the entire

journey into its most minor

components, allowing you
to build trust and value for
your patients.

J

Technigues and tools
needed for impactful
Foundational Verbal Skills
and explore Verbal & Non-
Verbal Communication
techniques.

Creating the Vision for your

practice and looking at how
you can differentiate your
practice from others.




Elaborate on the
Foundational
Verbal Skills

Masterclass 2

Build Trust and
Build
Relationships

J

Advanced
Communication
Skills

Role Play of

Clinical Cases




Co- Discovery

Clinical
Examination

y

Masterclass 3

Case

62/ [Pocess Presentation

Systems, Diary

and Follow Up
Process




Integrating
Patient and
Communication

Journey

Masterclass 4

Mitigating Cost
Barriers and
Finance
Negotiation

J

Increase Internal
Marketing,
Reviews, Referrals

Tracking Sucesss




including

The Online Learning

Role Play

Online Support Training
> 60 videos

10 Modules

Action Plan Videos

Action Workbooks

Practice Meetings
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Module 6 - Case Presentation and Review
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Module 9 - Leadership for Associates
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Developing the Right Mindset

Ultimate Peak Performing Associate > Module 1 - Strategy and Vision > Developing the Right Mindset

MODULE PROGRESS

Audio Recording

» 0:00/7:21

O Favorite

COMPLETE

82% COMPLETE

92% COMPLETE 81/88 51

Course Home

How to get the best out of the program

Module 1 - Strategy and Vision

—@ Breaking Barriers to Success

—& Developing the Right Mindset

—& Responding to Market Changes

—& DWB Philosophy of Change

—@ Responding to Change

—& Your Resources

—& Developing your Vision

—& Benefits of a Vision

—@ Realising your Vision and Achieving Goals
—& How to know which Opportunity is for you
—() Getting Ahead

() Working in a State of Flow

() Effective Self Management

—& Compounding Your Success

—& Module 1 Workbook and Downloads
—@ Establishing Your USP

—& DWB USP Technique

Module 2 - Psychology of Sales

Module 3 - The Sales Process

Module 4 - Effective Communication and Verbal Skills
Module 5 - Consultation and Clinical Examination
Module 6 - Case Presentation and Review

Module 7 - Advanced Clinical Examination

Module 8 - Marketing for Associates

Module 9 - Leadership for Associates

Module 10 - Systems
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Case Presentation

1. Problem (Identiy their problems)
2. Answer (deal Treatment Plans)
3. Timings

4. Invesiment (Exact Fees Involved)
5. Primary Clinical Closure

wone [ —— .

modules
techniques.

deas on top of foundational basics

W “Gaining Case
Accoptances”.

“Sales is the process of helping someone to discover
something of value in a product or service so that
they can make the correct decisions and hence are

happy to pay for that product or service.”

CASE PRESENTATION

© Wht does PASTIstand for?

acceptance?

Workbooks
Templates
Guides
Action Plans
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£/

Increased Profits.

You will see your revenues
increase as more and more
patients accept your treatment
advice and are happy to go
ahead with the treatment. Your
treatment acceptance rate for
comprehensive care will
increase.

®

Systemised Journey

All the possible team training
you need is provided by the
program. All the forms,
documents, protocols, verbal

skills and tools are given to you.

You simply need to put it into
action. Your team can learn in
their own time at their own

pace.

3

Team Driven

This means that you don't have
to rely on your clinical providers
to “sell” the cases. All the value
you need to add and the
process is driven by the team.
This enables you to create an
efficient and effective cohesive
team all focused on helping
your patients attain the best
outcome in their oral

®

Achieve Your Vision and
Goals

Gain a committed team that
works towards a common
shared purpose in
accomplishing your practice

vision.

@

Online Learning

Our online workshops include
enhancing Communication
Skills, Verbal Skill Training and
how to carry out a
comprehensive examination of
your patients in a way that
encourages full patient
engagement. We also facilitate
improved customer service.
These sales protocols have a
direct impact on increasing your
bottom line.

£

Higher Practice Revenues

A team driven practice will
increase profitability and
prevent stagnation of growth.

)

Increased Results

You will be able to produce
increased revenues on a regular
consistent basis, not just for the
short term. This is because this
program enables you to develop
an internal marketing and sales
process that is highly impactful

and effective.

£

Creating Value

This process enables you to
better understand the needs of
your patients. Thus, you will be
able to distinguish yourself from
other practices and also add so
much perceived value that your
patients will remain loyal to you.
As a direct consequence of this

process, you will create brand
ambassadors and raving fans.




Unique Sales Process congruent to
Different Practice Style




One size does
not fit alll

® Sales is NOT robotic learning

® Sales is NOT the same script for
everyone




Optional

Transformational
Leadership
Program
for Practice Managers and
Clinical Leads




BASIC

TRANSFORMATIONAL LEADERSHIP

INTERMEDIATE
PRACTITIONER oo =1, =N
ADVANCED
Better Systems Reliability Increased Sales Productivity Ownership
INSPIRATIONAL Less Superwsmn// Accounlablllty I’;nar::::cg! Reduced Stress Commltmenl
g &
TRANSFORMATIONAL

Transformational Leadership “Leadership is the art of helping people reach their best potential as leaders;

Masterclass & On-Demand Program

whilst nurturing a committed group that will work cohesively towards a
shared purpose.”




Creating Team Driven Success




Creating Transfo

DIN€
s




3month Transformational Leadership Program includes:
1 day “Live” Communication Masterclass
Workshops for Practice Managers

Access to Online Learning for Transformational Leadership
Over 65 videos and Action Plan Workbook

Monthly Practice Virtual Support Meetings (Review Progress, Action Points and Workbook)



WORLD CLASS PRACTICE DEVELOPMENT

_ Helps EBITDA £ :
Increasing Recruitment and Compound Tr:;\)ns t‘_’r;"'"g
Marketing ROI Acquisition Increase entistry
EBITDA increase with Dentists . _
X ROI marketing comparison For entire team EBITDA increase with TCO Creating Corporate of Choice

EBITDA increase with Reception
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Empowering ~ Inspiring ~ Transforming

Engagement in the core Easy to use tools enabling Consolidating high
practice strategy through successful execution of the performance for a highly
enhanced knowledge, skills strategy for the entire team. productive and successful

and training. practice.

www.dentalwealthbuilder.com
bhavna@dentalwealthbuilder.com



http://www.dentalwealthbuilder.com/
http://www.dentalwealthbuilder.com/

