=Y cosmetic dentistry

Pllnl mlh CDnEdfm'. r‘i{'«' mt'l'.l.“ Sfmd i.mr‘““'l'd. 'ﬂ'hlﬂ.ll
allowed me o cur my overhead costs, There are many
courses out there thar will help you diagnose and trear cos-
metic d.u.'nﬁslr}' b a ]lighl:r T!rtlfl.cicnq.}'. catisider im.'l.'iti:u.g in
ame of these courses and yourself.

[ vou offer lnvisalign or “Siz Menth Braces/short-term
artha™ ]r_v-:n.l di aor offer either of these I."l.'\tlLl\.'dl.I:I'\f.'h. wirtisider
geering certified in eicher or boch 1o provide a completely new

ool of patients and procedures 1o your practice, Both offer WH IT E ST ‘eeth -

areal suppord and the .'||!li|-|lg.I to “start treatment Ml:lmh}' 5
marning.” This s 3 perfect adjunct o inoroduce m your prace Eu E RY tl m e
tice during doven rimes due 1o the longer appoiniments thar =
“'L;E:]'LT E'll: nl!l:l:“'l-lr ﬁ'll.' :rwr Flm LHJEQL' GFL'““.

Spend more time with voor patients. Racher than finish- Guara "tEEd

ing your procedure in the time you know you can, consider

strl.'h.'h:lnE: the 'pru-cmlurl.' to pet to ke FOALT p:ti-c'nt and LR
increase the amount of docror patient cime. Use the time
wisely 1o build sdarions and communicasion with your

'pa.tin:nf. lF:mu are not someone wha is 1:v:||:|d with communica- & m
vian, then vour down time should serve a5 3 ome o pracnice “T h | t enin g
this, or et edvcated on this part of your practice. People buy Dag s1om
stuff from people they like. IF your communication skills are
lacking, you maght find vour treatment acceprance percentage

is low for case fees dhat cost more than 54,000, T would
strnng]:f recommend BC"I:ti:I'Li‘_ trained in this area q_uidd:r i3
inciewsing cosmetic cane is a goal of your practice
Can vou tedl me which ane of the people from figures 1,2,
or 3 pruunl:cd o my affice because thc;r desired a2 “smile
makeover” vs, the patient who teearment was initiated due o
Functional concerns? Believe it or not, each one of these
'pa.tin:nis‘ treatment was initizted due 1o [r_\c'ncmlimﬂ d,nca.y or
advanced eoclusal wear, Ohnes the communication channels
were opened, each patient expressed the desine 1o have their
smile returned o them and to have a resule similar to our
phaoro albums or Wb sie galleries, They, in fror, became “oos-
metic pativnts and treatment plans” Many times over, the
amaunt of funcrionally drven cosmetie dentisery performed in
my office ourweighs the cosmetic only driven patients from
year to vear, Thess patients also refer mone patients oo the prac-
tice who want the same result than patients who are cosmen-
cally driven and hence prefer nor o el peapls of the
procedures they had done and by whom. The best part of thas
type of dentisiry is thar you do not have 1o advercise For these
patients and there are maost likely a plethora of these pariens
in your pracesce nghe now that require this type of rrearment.
The ln:y % B n:n:lgni:ru, educate, and deliver. Action p|nr.| 3
Educare (Yoursell and Your Patients) and Communicate,
Smile Rating. As part of increasing patient time and
communication you should take the ame to re-examine your
o ov pige 58
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Your Success Awaits

Action Plars far Success

Turr off and fune oud the negalive madia

Banus, discour o giva awy bleaching.

4 Educale (Yoursell and Your Palients) and
Gomimunicals,

4. Have patienls rate their smila,

5 Offer Frkystnlays.

oy
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parients, |s there wear present? Is the parient having muscle pain? Is the parient
happy with the appearance of their teeth? Do they like the show of metal in
their mouths? Do you knewer af rhw_!.- like theit smile! One of the singlu st
imporrant things vou can do 1o increase cosmetic dentistry in pour practice is
to ask your patients to rate their smile on a scale of 1-10. Conerary to your
beliefs, most patiens do not walk in the door and requese 10 units of all
ceramic dentistry be performed on them, The denists our there wha are per-
forming more cosmetic dentistry are the ones who have systems ser up o
uncover the patents’ desires, Asking someone to rate their smile s an open-
ended |.'||.|l.':-li.1.1|1 that almest u.|w.'|}': allows for more communication between
you and your patent. Simply asking someone if chey like their smile wall abways
elicit a Tyes or na” answer and rthe ":.-11." answer wall kill VOUT COMVETsL rigm.
When swsneone mies their smile a pine, this still allows i b ask that p:liic:u.L.
“W'hat is it char needs to be done to rare your smile a 1027 Almost always che
pa.rivn'm sy “whirer™ or s rr.1ig|'|11:-r." Parients who rate their smile a "one” are
fair amane G opn the diuhrguc towiards morne f.'\s:-|11|.1rt'hl.'r|.\i.r|.' freatrment. Action
Plan #41 Have patients rate their smile.

A survey completsd by the American Dennal Association from 2005 1o
20404 l.".'|'l|:lr|.1.'lJ that dedtists on average I.II.'ILL'lj 256 crowns pr Vear o juse 10
inlay or enlay restoratons. Further, the average general practioner placed over
197 restorations that were 3+ surfaces, These staristics | feel demonstrane thar
maodt deritists ane :||:|i.\>i.|1;_.} ot on the 1:l|1pl:rrtu|15!}' L4} '|1rl:rvid.l.' both an outstand-
ing service o their parients, while allowing for a significant increase in produsc.
tien. Sturdevant and colleagues clearly defined the inlayfonlay as the
“weatiment of choice for the restoration of the woth that has been gﬂ:aﬂy
weakened by caries or large, fGiling restoranons wach the facial and/or lingual
rooth surfaces have been relarively unaffecied by discase or injury™, Take the
time to educate yourself on preparation. temporzation, cementation, of
inlaysfonlays and communicarion with your pacent on this service. [ will
allow you 1o be more conservarive in your trearment, while providing your
patient an outstanding service. By providing just ane inlay/onlay per week can
add wp e 40-50 additienal indirect restoratons per vear for the single prac-
tiener. [f the average dentist performs 256 crowns per year, this will represent
between a 15-20 percent increase in crown-related procedures. This translates
o 3 considerable increase i producton, and can be che single proceduwre thar
you add te your armamentarium w allow you e have an “up” year. Action
PMan #5%: Ofer Inlays/Onlays.

The cconamic situacion in che world 15 our of your conerol, bur the care
you deliver to your patients everyeay is not. These five action plans represent
simple-to-adope techniques and procedures that can significantly increase your
cosmetic procedures and affecr vour bormom line, Hlow you move forward fram
today is completely up o vou, Your overhead dosn't decrease with excuses,
and your production doesnt increase with them as well. 1¢s 20010 and your suc-
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Recession-proof Cosmetics |

by John Mesti, DMD, FAGD,. FACGE

Prevend far ane moment the following o be an excerpe from eday’s edition of
The Dhaily News or the news anchors opening remarks o tonighe’s nighcly news,
“Mcross the mation we are seeing unemployment mtes at a historical all time low.
Housing and developmens have spiked for the second consecutive year. The Diow
continues to climb and closed today aran all rime high for the sich strasghe monch,
and the dollar remains strong through the global economy.”

How many nights of being bombarded with this information would it take for
yaui to change your day-ta-day outlosk and the way you communicated with your
paciencs? Mow think to yourself, is the day-ro-day informarion you are being bom-

barded with affecting how you are communicating with vour patients? Have you

placed a direct restoration on a patient because you assumed the patient would not
choose a crown or onlay, which you knew o be the bereer aprion? All of the solu-
tions to vour cosmetic practice woes will not be answered by simply muming our the

Is the day-to-day
.1di||.:rrm'nr. 15 the first |'||:1-.1'~ o start! Action Plan #1: Turn off and tune ont ihe fr‘;f,c.lr‘r rjaﬁ,:}n }n-,:'_‘}u are

day-to-day media bombardment of the economy, buat if your aitnde needs an

negative media. ]

Let e be the firse eo predict a dse in cosmetic dentisery in the nest couple of J’JE'H']'Q bombarded
years, as compared to MKEL What s one of the explanations for this? Mew job seek- Wl’ltf 1 8 ﬁl’ecﬁr-:lg f-mW
crsl In the past year | have seen many patients who are looking for the edge on the )
competition for new jobs, Lawyers, accountants and the sales force, are just an }fﬂu commuricate
example of those trying to improve their appearance as they seck the source for : ; . 5
their nexe emplovment. Mighe they commir tea 3200000 smale design? Maybe not with y{)ur Dﬂrfe‘”t.‘_'l?
initially but there ane several seeppingstones o offer these patients wo significandy
enhance their smiles.

The Whitening Jump Start. Have your bleaching numbers dwindled down o
fewe and far beoween? Here are some ideas o ger the whitening orain rolling again
in Viour office. First, are Yo still stuck in the old times and n.]u.rgirlg Vour |'|?||.i.\.'r.||.!
5400 for take-home kits? Get with che times! The cost of kits has significantly
decreased in price while the produces and resules have improved. Many offices
LlllJil:i e l:lm'riug their new |.lul!-n.'|1ls w|1-|L|.'|1i.|:||.1 far free! Consider :|le\.'rLi\i1|.5.1 this
on your Web site, local newspaper or radio to drive in new pattents. Yes, thas could
he the perfect time to advertise when all athers are cutting back.

“Whitening for life” is something else you can offer new patients or even
existing, patients. IF broken hygiene appaintmenis or openings are killing youwr
praceice the addition of this program mighe help you Il in the schedule. The
pragraimn cutlines how vou cur down on o shows and ks-minre cancellations

oovisioe’ o paige 4T
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by simply having your padents sign a conrract thar you will provide them

whitening gel for life. as long as they keep their hygiene appoingments. Your

I.'Jh.ll.ﬂl'li!l. I:IF a 5y ril * Or Twio I\L'I: \'I!:i': i‘u J:Ir ]I.'!.‘. \.I.I'\L'I'I‘uil'[' I:|'||1JI ane I‘irl'\lkl.'l'l

appoinmment per day in your schedule

Dhiscount your bleaching! 1f you are only Bleaching once or twice per month,

or if you are chasging more than $2040 for take home procedures, you should con-

sider a discount or “economic stimulus™ to your practice, Dvop vour price berween

F150 and $190 (or less) and make sure your staff vells everyone about the great deal
rl'll.':u' are I\c'll £

lFF\.'R'I]. Il\.lr F'rh.:rlu.m that I'l.'l‘u'l.' apen I.I'IJII' LI o1 X013 |h-r-.nr|||-.l.

this i 2 no brainer. [ persenally foel thar whitening is 2 pareway to other cosmeti

procedures, Patients will eventually meplace old bondi amalgarm fillings and

CICPATES I |.||-\.' :.l'lllll.' |||'|\.' n I|I'.'l|'l.|'| Ilr-J \'«'I'Ilr':'r I||'|'I|II' J.Fl-\.'r rl'x-'.' I\I-\.'.H. h Even |hl'l|!:|'l
the discount is a potential loss of profin from vour initial price. it is serving to cove
the cost of personnel, lost chair time and eventually will drive patients back to vour
Ilr-rll. (e rllll F|J| ':I'l\.'r COSIMEET I Care,

Bonus your bleaching, From Ocrober | 1o Discernber 31, 2009, my office ran
a bleaching bonus amangse the staff. The resule was thar we did more bleaching in

r|'|-.|-r r|'|-'n. I'I'IIII'ITI'I:- r|'|.'||| W |'|.1l\.| I‘IIII'II.' 1 II'I-\.' I'\II'I. VIOLS nine I'l'b..-llll'l'\:. \:‘;1 |'-ru I.'I\.I Our

blesching st 3190 and gave a bomus to the staff ro the rine of 373 far every proce-

dure. The key to this was that the staff must noe schedule bleaching impressions ar

I‘II'II'\u'I. nin I:I'I-\.' I‘II l\..ll'\lrlh Jh.'I'II'I.II II-\.' ormm rl'll.' I'I".'l e ITALT SC I'I-\.NI. . Patiemts were seen

an the side schedule and irnpr-.'\\i-lrl\ wepe taken |:l:. the ”u:lllng assistant or the
hygenist while someone was setting up for the next panent. This gets the staff o

he creative and form a true “team e

re." The dallars are divided a maongst the staff
dependent o perceintape of hours workied compared to total office hours, T would
recommiend having a mecting to successhully implement chis bonus strategy and
give the staff direcrion on |1:\ll||'-il|;__' Cp PO in disc ussing, bleaching with
pabienks Fromt-office stafl can inforin |.\.I.|il.'rlf-\- while I|'|-.':. i l.il“il'l!.',_ to confirm

hygiene appoinmments, so that these panents are pre-informed when they come for

their re-care visics H-.;__- -nises have priime u|'||'uu|:|,|||i|:'. o discuss with their I

the suceess of bleaching and the patient’s candidacy. This might fot be seen s a
majer moneymaker i your practice but this does several things. Fiest, ie gves vour
saff a lirtle exoea money each month (and whe daesn’t like thar?}, Second, it rakes
o daud af the -.'ql.u.li-lrl s the stalfwill l\.\.lrl1|||l\.'|\.'|:. Taiadlbe all of the discussion with

the pacient. Third, as [ staced previeusly, you might nor reap the rewards immedi-

arelw, bur E>.||i|-|'||:x will get more ._||-u|iu:|:\. |\-|r'|u||'||,-d when their reeth are whiten
Action plain #2: Bonus, discount or give away bleaching.

Use your time wisely. IF vou are someone who is finding more holes in

gElb]y

o s,

schedule every day dhen you muse stare o pur thar free dme w g

I::-Luni-\l-.'r .I\.I'\'u‘lll.\. iII.|_ NLET l'dll.'2E1l'\lI1. I arm I'\lil'_ .1'\] voCan ﬂ:r l\.-J.IJI.'.ITiI\.III l.'l\.l\..'ll.l."l\. -CZ"F

what it has done for me and my career. How can we offer treatmene if we are
LifsLire how o Ex-u'l'.un-. it? The oudh of the mamer i many do not even me oot
nize when it 15 warranted.

Looking hack on my educarion, the single CF course thar ook my pracrice

o the mexr bevel and had ohe Erearesr influence on MY Cafest Was the Live Parient

|k. L ;r-"-|||1. "IIIII!

course gave me the motvation not only to provide bester aesthetics, bat it

r|prl.'|'u.1|si-'-. Eathetic course | had abken with The Hornbr

u|'u-||<-|,1 my epes o Trearing fumcrional Jljl:i:'ul- with cosmenc denrisoren I

allowed me 1o oy ide better treatment |l|:|r|-. and o deliver those treatment



