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COVID UPDATE:
As the pandemic continues, guidelines and protocols continue to change to keep us all safe.  As a practice, our 
guidelines for patients continue to evolve as we learn about this virus.  

HERE ARE WHAT PATIENTS REFERRED TO OUR OFFICE CAN EXPECT:

• Patients are required to wear masks while in our office.

• We will continue to prescreen at the time of scheduling and check in.  This will include questions 
about symptoms, testing positive, close contacts, travel, health history, and attending large 
gatherings.

• Patients are expected to call our office upon arrival from their vehicle. We will prescreen 
them from the comfort of their vehicle, ask them to put their mask on, and come in for their 
appointment.

• We will continue to temperature check each patient and their escort upon entering our office.

• For the safety of patients and our team once a patient is taken back for surgery, all escorts 
will be asked to wait in their vehicle and we will contact them when the patient is in recovery.

As we all have learned, these guidelines and protocols can change at a moments notice, but we wanted 
to thank you all for helping prepare your referred patients. As a dental community, we will get through 
this together.

ROCK COUNTY DENTAL PARTY:
It breaks our hearts that we are not going to be able gather as a dental community at the Janesville Country Club 
this year to celebrate the holiday season.  As a team we love catching up with all the referring office and wishing 
everyone a great holiday season.  We are going to miss you all and are looking forward to next year’s Annual Rock 
County Area Dental Holiday Party.

2020 PREMIER ORAL SURGERY SCHOLARSHIP WINNER:
The Premier Team would like congratulate Grace Mathiason, from 
Monroe High School, on winning Premier Oral Surgery’s $1000.00 
scholarship.  Grace is attending University of Minnesota and 
pursuing a degree in dentistry. Congrats Grace!
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CLIENT NO. 1: 
Pennino Family Dentistry is truly a family office now 
that Dr. P’s two sons have joined the practice. With the 
increase in available patient hours, they needed to create 
growth through new-patient acquisition and improve 
communications and follow through with existing patients. 

The offer that helped them attract more patients was a $99 
cleaning special, and when patients call, they always ask if 
anyone else in the family needs an appointment. They listen 
to their new patient telephone calls and provide positive 
reviews to staff, as well as needs-improvement coaching. 
With a strategic focus on marketing for the practice, they 
increased web visits, doubled their new-patient flow, and 
significantly increased top line revenue. Bonus - their 
hygiene team was thrilled with the full schedule. 

Putting a strategic plan in place, including a focus on what 
your team does at each touch point with a new patient, 
truly helps to ensure growth. We’re at a time where adult 
dentistry is in decline, which means every new patient call 
is more valuable than ever. This also means that the long-
term forecast for the dentist that does not invest in practice 
awareness and new patient on boarding processes could 
already be facing receding profits and security. It’s not 
about the $99 new patient special. Dentistry is a recurring 
revenue model. That patient has an average lifetime value 
potential of $5,000 to a practice, before they refer their 
family and friends. 

CLIENT NO. 2:
Eagle Falls Dentistry is a professional multi-specialty group 
practice that serves both insurance- and service driven 
patients. Their goal was to bring in new patients and retain 
existing 
patients. They had tried creating their own campaigns in 
house, but found it to be a lot of work. 

Since insurance handling can be tricky, they found that 
using the word “work” with all insurance as opposed to “in 
network with” or “accept” has helped them, as has their 
complimentary benefit check. They have found that “free” 
consultations work best to get patients in the door - and 
recognize that it’s their team’s job to keep these people 
as patients. They keep the focus on referrals by offering 
a referral contest prize and had great results when they 
displayed the 60” TV in their lobby. Using these dental 
marketing techniques, they’ve been able to increase their 
top line revenue by one million dollars and more than 
double their patient referrals! 

As an almost 25-year-old dental marketing company, we’ve 
seen the big-ticket item referral contest work well many, 

many times. Some dentists are leery of the investment, 
but if you run the math, it always works. Let’s say you 
spend $1,000 for this great TV to dominate your lobby 
for 3 months but only 20 patients refer and only 10 of 
their referrals come in. Is this bad math? Not when you 
consider that ten patients will generate at least $50,000 
towards practice revenue, and if you ask Dr. P’s new-patient 
appointment question (always ask if anyone else in the 
family needs an appointment), you win another few new 
patients right out of the gate. 

CLIENT NO. 3:
Dreamy Draw Dental is a full-service general dental practice 
that needed growth after two flat years. Like Eagle Falls, 
they believe in the power of a free consultation to get a 
patient in their door. With the opportunity to make that 
personal connection, they can ensure patients are well-
informed while building the patient relationship. They work 
to quickly get every new patient in the door by saving space 
in the schedule. This strategy has helped them to almost 
double their new-patient flow and increase top line revenue 
by 25%. Their motto is “no matter how busy you are, 
never turn a new patient away. Always accommodate their 
schedule.” They understand that making a new patient wait 
is like redirecting them to a competitor. 

Business growth doesn’t just happen. It takes strategy, 
determination, and best practice processes. Successful 
dentists know they must have a detailed and strategic 
plan in place with specific measurable goals. And they 
need their dental team on board and in sync with their 
vision for growth. Without a plan, business owners risk 
stagnating, they risk making business decisions based on 
faulty assumptions, and/or not making taking any action 
at all while the market changes around them. Dentistry 
is changing at a very fast pace. Market conditions are 
changing, competition is getting tougher, and dental 
patients are becoming a little more savvy and a lot more 
demanding. 

Know your market. Plan ahead. Train staff. Setup the right 
systems. Track and measure results. 

Helping Dentists Stand Out & Grow... Joanne Bishop studied advertising at 
Centennial College and has always worked in fast-paced, growth-oriented sales 
and marketing environments. Joanne combined her passion for marketing with 
dentistry in 1998 when she joined trusted dental marketing company Patient 
News. Exclusively helping dentists for 25 years, the team at Patient News 

understands the responsibilities of entrepreneurship and how important great 
marketing is to client success. Schedule a free marketing consultation call 

1-888-377-2404 or visit www.patientnews.com. 

Here we share what three key clients did to amp up their practice growth trajectories. These dental offices weren't 
content to sit still. They were determined, they had clear stated goals and they had their teams to help them do 
it. Dentists and their teams can learn from these stories. By investing in the right systems, using the best-in-class 
strategies, your practice will become more successful and profitable.
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DAANCE CERTIFICATION:
Over the past six months our Registered Nurse, Lisa, and our Surgical Assistant, Morgan, have been 
studying very hard for the DAANCE certification. DAANCE stands for Dental Anesthesia Assistant 
National Certification and focuses on keeping patients safe while under general anesthesia. Recently, 
these ladies took their DAANCE exam and passed with flying colors! Congrats Lisa and Morgan and 
thank you for keeping patient care and safety a top priority.
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