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As a dentist, maintaining an edge over competition 
and increasing patient satisfaction, loyalty, and referral 
probability, is a constant process needing significant 
attention. In this tough economy, it is more crucial 
than ever to come up with unique ways to market 
yourself to new patients. 

Fear of the dentist and dental work is a problem. The 
Columbia University College of Dental Medicine finds 
that 15% of Americans experience some degree of 
dental anxiety. Between heightened gag reflexes, 
perceived risk of choking, embarrassment or shame 
about their oral condition, phobia about drills or 
needles, and the obvious fear of pain, people have 
many often deep-rooted reasons for their dental 
anxiety. Regardless of the cause, recognizing dental 
fear as a real problem and committing your practice to 
acknowledging and taking steps to prevent such fear 
will set you apart from other dental practices. 

SEDUCTION DENTISTRY

There are many simple tactics you can practice to help 
patients with dental anxiety feel at ease. 

Initial Meeting: The initial experience your patients 
have upon entering your office sets the tone for the 
rest of the appointment. While your staff should 
always be friendly and welcoming, a patient with 
known-anxiety should be treated with extra care. 

There should always be a stock of current magazines 
and reading material in the waiting room, as you do 
not want anyone sitting alone with their imaginations! 
Also, doing your best to stay on-schedule is essential 
for handling anxious patients- the less time spent 
waiting for you or the hygienist, the better. 

During transitions from the waiting room to treatment 
room, an assistant or hygienist should take the time to 
walk next to the patient the entire way. Studies show 
that patients who are walked in side-by-side, rather 
than lead, feel comforted and calmed.  

Getting Acquainted: As with in the waiting room, 
you do not want to keep patients waiting alone with 
their fears in the treatment room. Provide magazines 
and reading material in the treatment rooms as well as 
waiting room. 

When you or your clinical team first greets the patient, 
it always helps to start by asking specific but open-

ended questions, such as what they plan to do over 
the weekend. Once patients talk about themselves, 
the reality that they are at the dentist begins to fade, 
and having light-hearted conversations remind patients 
that you are a friendly, trustworthy person first, and 
a dentist second. Surveys show that patients with 
dental anxiety prefer a dentist to be talkative, likely 
to distract their thoughts and sooth their nerves. Just 
make sure to keep conversations one-sided when the 
patient’s mouth is open! 

When explaining procedures, it is also important to 
not downplay or disregard a patient’s fear or the scale 
of the procedure. Instead, take the time to listen 
to patient’s concerns, addressing them kindly, and 
explaining any details about the procedure a patient 
may request. Often, when patients hear you explain 
the procedure in simple terms, the fear they have built 
up surrounding it subsides.  

Setting the Mood: Your office’s positive ambiance 
is not only important to patient satisfaction and new 
patient retention, but it is also essential for nervous 
patients. There are proven ways to help ease these 
nerves, such as playing soothing background music, 
implementing scented candles or air fresheners, 
maintaining a cool temperature, and decorating with 
calming, scenic wall art. Also, clutter is known to 
increase stress in all patients, so spending a day 
clearing the office of extras and organizing essentials 
can increase employee productivity while also easing 
patient tension. 

Between busy schedules, tight budgets, and patient 
procrastination, there are already countless reasons 
people avoid the dentist. Don’t let fear be one of 
them! 

Patients return to dentists who show genuine care 
and interest in their health, and their individuality. 
Gaining the reputation 
of a dentist who also 
really acknowledges 
and treats dental 
anxiety can work 
wonders for 
strengthening 
patient devotion and 
referrals for your 
practice. 

Conquering Patient Fear!Spreading Goodwill with the Goodie Bag 
There are certain things every patient comes to expect when visiting the dentist. They generally 
expect prompt treatment, a staff that is attentive and kind, trained to ease any anxiety a patient 
may experience, and a doctor who provides quality care. But aside from these staples, patients 
have also come to expect something else at the end of their appointments- goodie bags! In 
these tough economic times, like everyone else dentists are forced to cut back on the extras. It 
may be tempting to reduce goodie bag “goodies,” or to eliminate them altogether. However, 
the goodwill these tokens bring to your practice makes them worth the price- and the potential 
growth they promote may even make them pay for themselves. There is nothing worse than 
being disappointed when expectations are not met. However, exceed patient expectations, and 
you will have happy, referral-giving patients for life!  

Package:
THE BAG ITSELF – Consider how your bags are presented. Many companies specialize in dental-themed printed bags with handles, 
a pocket for business cards, and sometimes an imprint of your practice name and information. This is a great option if you can 
afford it, but other possibilities, such as brown paper lunch bags bought in bulk from a dollar store, can be effective as well. Not 
only are these bags reusable and biodegradable, but they can also be equally charming as their more expensive counterparts as 
long as some time is devoted to making the bags your own. 

DECORATIVE OPTIONS – No matter what kind of bag you choose, dressing it up a little can go a long way. Try tying ribbon around 
the top of the brown paper bag, or adorning a clear one with stickers. Adhering address labels is another way to decorate the bag 
a bit. If possible, keep a stock of bags decorated with different stickers or colors, depending on the age of the patient that will be 
taking it home.

Personalize:
Everyone loves receiving gifts and freebies. However, not all gifts are created equal. Taking the time to add a personal touch to 
anything you distribute to patients, including goodie bags, can boost your practice in the patient’s eyes. 

It is always nice to receive a toothbrush and floss at the end of an appointment, but by getting a little more creative, you have the 
opportunity to show each individual patient that you see them as just that- an individual. 

ESTABLISHED PATIENTS – You never know which patients will be interested in those coupons and brochures you receive for 
new dental products. Including a few of those, along with a tongue scraper, a squeezer for maximizing toothpaste tubes, and 
some mouth wash will give your bags an edge. You can even make the toothbrush and floss giveaway a little more interesting by 
sometimes offering travel or disposable brushes, and floss holders. 

NEW PATIENTS – New patient bags should be loaded up with lots of goodies to leave a positive first impression. Sending them 
off with the usual items, plus a fridge magnet or a to-go mug imprinted with your information will leave new patients with a 
memorable token, and you an opportunity to get your name out there. 

ADOLESCENTS – Teenagers and tweens are generally a tough group to please, but by customizing their bags to include goodies 
catered to their needs, you may bring a rare smile to an adolescent face! Small samples of lip balm, mouth rinses or sprays, and 
sugar-free or xylitol chewing gum are usually appreciated by this age group. 

For patients with orthodontic needs, floss threads to aid flossing with braces, flavored wax, and interproximal brushes would all 
be appropriate extras.   

CHILDREN – Filling up the bags with items children might enjoy is probably the easiest task! Children love to receive little treasures, 
and the range of options is endless. Stickers, dental-themed coloring and activity books, balloons, “Tooth Fairy boxes” for lost 
teeth, and toothbrush covers shaped like animals are all likely to please your young patients. Also including sand timers to 
encourage proper brushing time, and flavored dental floss is usually a hit with children, and helps make practicing good oral 
hygiene more fun. 

These tokens are also especially important to children, because they encourage the kids to associate the experience with fun. 
Goodie bags help build trust for the little ones, reminding them that trips to the dentist aren’t so bad after all. 

Profit:
At the end of the day (or the end of the appointment), you do not want patients walking away thinking you have become cheap or 
downgraded your dedication to quality. In these financially-tight times, the practices that are thriving are not those that have cut 
out all the things that make them special and unique; it is those that continue to go above and beyond to provide the best service 
and care possible that succeed and even grow during recessions.  

People love to feel special, and the goodwill your efforts to package and personalize goodie bags garner will strengthen loyalty, 
and give you an edge over competition. Perhaps it will even promote referrals, allowing you to “bag” some new patients!
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OFFICE INFORMATION:

www.PremierOralMaxSurgery.com
Dr. Richard D. Meister • Dr. Jason J. Swantek

Dr. Kevin C. Gams

Janesville Office
Monday – Thursday: 8am – 5pm

Friday (6/15 – 8/24): 7:15am – 4pm

1602 N. Randall Ave • Janesville, WI 53545
Phone: 608-756-8744 • Fax: 608-756-5344

jvl@premieroralmaxsurgery.com

Monroe Office
Monday, Wednesday, Friday: 8am – 4pm

121 6th Street • Monroe, WI 53566
Phone: 608-325-7177 • Fax: 608-329-5840

monroe@premieroralmaxsurgery.com

Roscoe Office
Currently in an effort to better serve our referring dentists – patients from Roscoe/Rockford area will 

be forwarded to one of our convenient Janesville or Monroe locations.

NorthPointe Health and Wellness Campus • 5605 East Rockton Rd. • Roscoe, IL 61073
Phone: 815-525-4700 • Fax: 815-525-4705

roscoe@premieroralmaxsurgery.com

IN NETWORK CARRIERS:

 MEDICAL DENTAL
 Alliance Anthem BCBS Grid
 Anthem BCBS PPO Cigna Radius Savings
 Dean Delta Dental of IL
 Mercy Delta Dental of WI
 Health EOS Humana
 Physicians Plus Metlife
 Prairie States United Concordia
 Unity United Health Care
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CONGRATULATIONS TO OUR 2018 PREMIER SCHOLARSHIP WINNER! 
Congratulations Samatha Dahl, from Milton High School on winning Premier’s 
$1,000 Scholarship.  Samantha will be attending UW Madison this fall to pursue a 
career in the medical field.

OUR FAMILY JUST GOT A TINY BIT BIGGER... 
WELCOME BABIES, NORA ELIZABETH SWANTEK & HAZEL MARIE GAMS!

CLINICAL CORNER
With the advancement of dental technology, we can offer faster and more comfortable treatment options to our 
patients.

We have invested in equipment and specialized training for our staff on the use of the 3-D CBCT scan and the 
Intra-Oral scanner.

The CBCT scan is a valuable tool we use to develop the best treatment plan for our implant patients.  It helps us 
get the most accurate measure of the quantity and quality of bone available for implant placement.  It also shows 
with great detail the surrounding anatomy such as, where the patients’ sinuses are and the position of the inferior 
alveolar nerve.  This imaging allows us to place an implant in its optimal position. 
 
Our Intra-oral scanner allows us to take digital impressions.  This technology uses lasers and optical scanning 
devices and voids the traditional messy impressions materials, thereby increasing patient comfort and overall 
experience.  We can capture highly accurate impressions much easier and the lab will create computer generated 
models of the patients’ mouth.
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