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Do you know exactly how influential a patient’s 
recommendation to a family member, co-worker or friend 
can be? Here are some interesting facts that illustrate the 
power of referrals: 

• 92% of consumers [or patients] trust referrals from 
people they know.

• People are four times more likely to buy [or visit 
your practice] when referred to you by a friend.

• Word of mouth has been shown to improve 
marketing effectiveness by up to 54%.

In today’s economy, it’s commonly known that 40-60% of 
your existing patients should be referring at least one new 
patient to your dental practice a year; but encouraging your 
patients to send their friends, family and co-workers your 
way doesn’t have to cost you 40-60% of your marketing 
budget. 

In fact, getting the maximum number of referrals out of your 
patients every day can be done through what I call “The 
World’s Easiest Referral System.” 

This system isn’t a huge investment. It’s actually low cost 
routine (with high results), and it’s based on the principle: 
“If you don’t ask, you don’t get.” Simply asking for patient 
referrals can make all the difference in the world. 

Your team may have difficulty asking patients for referrals. I 
can tell you from experience, that if you provide your team 
with an easy way to ask (for example, giving them a tool like 
a referral card) you’ll see a dramatic increase in your results. 

Patients often feel like the service they receive at your dental 
practice is worthy of referral to others. They want to send 
people your way; but they may not know exactly how to 
broach the subject. 

This is why offering guidance to your patients on how to 
refer your practice to others can ease the process for them 
making them more likely to generate referrals for you. 

There are lots of ways to orchestrate the referral process 
for your team, and your patients. Here are some marketing 
ideas to help you implement a system that can double patient 
referrals for your practice: 

INTEGRATED REFERRAL CARDS: 
A great way to attract quality patients to your practice is with 
an integrated referral card system that can be implemented 
by your team instantly - and effortlessly. 

Your team is probably already in the habit of handing out 
appointment cards - so why not use an appointment card as 
a vehicle for distributing your referral message to each one 
of your patients, every day? 

I like to attach a customized tear-off referral card directly to 
the bottom of the appointment card that a patient receives at 
the end of each visit. 

The referral card usually includes a special offer to new 
patients, with an expiration date to make prospects feel 
compelled to visit the dental office before it’s “too late” to 
claim their “new patient gift.” 

All your patient-of-record has to do is tear the referral card 
away from their appointment card, and hand it to a friend, 
co-worker or family member. 

When you make it this easy for patients to hand out referral 
cards, you’ll find that they refer more frequently! 

INTERNAL SIGNAGE: 
You can frame posters, reminding patients to refer people to 
your practice. Place them on the wall directly in front of each 
treatment chair (at eye-level, for maximum efficiency), hang 
them in heavy traffic areas, or in full view in your reception 
lounge. 

TEAM COOPERATION: 
As I mentioned, getting more referrals shouldn’t cost you a 
fortune - and it truly helps to get your office team into the 
habit of asking for them from every patient. 

However many of them feel shy, or don’t know what to say; 
that’s why I provide my clients with a Referral Script their 
team can use every day as a tool to help them contribute to 
the generation of more referrals. 

Referrals are one of the best ways to grow your practice 
with quality new patients; and once implemented, “The 
World’s Easiest Referral System” purrs along like a well-oiled 
machine. If you’d like to see a free referral card sample, and 
a Referral Script that you can show to your team, give us a 
call. 

Dan Mount founded The Practice Marketers: a firm dedicated to Dental Practice marketing. Their dental 
marketing strategies have been attracting and retaining thousands of patients for 17+ years. Call 800-
291-2291 if you have any questions about referral systems, or any other marketing, for your practice. 

www.ThePracticeMarketers.com.
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HOLIDAY PARTY:
The holiday season is always a busy time of 
year.  Our team enjoyed seeing all of you that 
attended the Janesville Area Holiday Dental 
party!  We hope everyone had an amazing 
time and we can’t wait to see all of you again 
next year.
 

 

THANK YOU:
In preparation for HealthNet’s largest fund raiser of the year, Premier issues a 
challenge to the local dental community to donate to this worthy cause guaranteeing 
a match of up to $10,000.  We were once again successful, accumulating over 
$20,000 to aid in HealthNet’s endeavor to treat Rock County’s under-insured, low 
income residents.  Thank you to all of the Doctors that have and continue to 
donate.  “A community that is engaged and working together can be a powerful 
force.”

DR. KEVIN C. GAMS:
Dr. Richard D. Meister and Dr. Jason J. Swantek are proud to announce the 
partnership of Dr. Kevin C. Gams.  Dr. Gams is especially pleased to continue 
caring for the patients and dental offices in the Southern Wisconsin community he 
has so much enjoyed working with over the last two years.
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5 OR 5 FOOD DRIVE:
We would like to extend another big THANK YOU to 
all of the offices that participated in our 5 or 5 Food 
Drive this year!

As a community, we collected 1,118 food items and 
$722.00 in cash that were donated to Echo and Green 
County Food Pantry.

Congrats to Palmer Dental, Janesville Family Dental 
Care, and Dreier Family Dental for being the top 3 
collectors in Janesville.  Congrats to Frehner Family 
Dental, Armstrong Family Dental, and Panoske Family 
Dental for being the top 3 collectors in Monroe! 

2019 SCHOLARSHIP WINNER:
Recognize this face? Our 2019 Scholarship winner, Deep, recently stopped by to 
pick up his $1,000 check presented by Dr. Richard Meister and Dr. Ruba Khader. 
If you know a 2020 graduating senior in the Southern Wisconsin area that plans 
to enter the medical or dental field, encourage them to apply!  For more details 
on the scholarship visit our website at www.PremierOralMaxSurgery.com.
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