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EOOE is cﬁaa(icatec[to a[[(fmy co((eagues arouna(tﬁe v



#1

i license is the Eeginning q( your quest for furtﬁer kn
acent with tﬁinﬁing that you don’t need any additior



#2

ntal Jomctice is not the same as Being a dentist. le yot
]omcticing your Janﬁssian, think twice about

owm’ng a dental ymctice.



#3

i yost—gmcfuate continuing education s a(irect(y pro,
me. le you are not ﬁa}ajgy with the amount (f money

e intense continuing education programs in the areas



#4

it as a dentist, be minag[u[ as what type of a jamctice 1
‘he tone for the way you will end up Jomcticing in the
mt to imitate, carefu((y.



#5

mentor ear(y in yOU?’ career ancf vo[unteer to WOT’E in

01’f01" a V@Ty [owyay. You wi[(outeam yOUT cofﬂzagu



#6

iSt, you nee(fto Become as Enow[ec[geaﬁ&a as any Oj(tﬁt
50 you can act as ifyou are agenera[contmctor te[fﬂ
HOW you

'ﬁings to 66 C[OTI& 1t sﬁoufc[never 66 tﬁe otﬁer way arc



#7

'ning (f your trade, your pm’mary concern, not makir
money will come in no time once you tru(y learn and

master yOMY}?T(?f(ZSSiOTl.



#8

anyone who s wi[(ing to give you a joE and }oatients t
ember that the grass onfy seems greener on the other

assume this is not a win-win situation.



#9

66”’@ ana( [eave as tﬁe (ast}aerson 1’6301’6[&355 (?f tﬁefa.

WOTEiTlngV someone or you own tﬁejamctice.



#10

Ale is your GPS for the c[ay. Never sléljo this importar
[ start and fim’sﬁ on time. fveryone must be able to ¢

u]oafate the cfai(y tasks.



#11

rgafe for your team and the culture @( your practice. I
er service oriented, your team will fof[ow you and cop
what }oeoyﬂa see.

Those who don’t foffow, ty}oicaf(y eliminate

themselves without vour interference.



#12

¢ about your work Ey continuous(y surrouna(ing you
, for their work; Join associations and trade shows, on
“and Jpassionate ]onfessionafs are attena(ing it. Creati

fed individuals will on(y ﬁego you grow furtﬁer.



#13

* from another dentist that does not meet your stan
ter all you don’t have enough ﬁistory on the case and
enges. There is no need to attack another dentist’s wo
1’ucfging them but on(y you are c{efining yourseg[ as tf

ire in vresence of a vatient.



#14
n, location is im])ormnt but it does not rga[ace traini
)t be foofecf with the idea that you will become an over
}omfiﬂa oﬁ[ice location or 1f your practice is in a ﬁigﬁ-‘

for success. 9 vou are hiahlu trained. vou can beain -



#15

(tﬁing and attached to notﬁing. When you are presen
ctice, do not let your ego take over and rg(use the idea

and see if vou can learn somethina from it.



#16

seminars or CE courses. aather enouah information a



#17

yactive in compensatina vour team members. Alwaus



#18

reducina vour stress is to focus on doina onlu the vro



#19

[y ﬁfe a priority over your practice and maﬁing mon
re}o(aceaﬁﬂa. Once the famify ﬁfe is in order, the mone

it is never the other wav around.



#20



#21

7(1'0}71:(:@ MJO mw((eave a}amctice or an area. leyou ﬁc

vour abilities as a dentist. vou can



#22

a tﬁing as fai[ure. Do not blame yourseg( on past mis
2ave Jarocfuceaf results that may not be satisfying toy

ma(move on. TGLEE time EVQTUE[CLV to refﬂect on uour w



#23

uare reacfy to start your own practice is to be sure tf

‘he amount @( money that you expect to make in youi

fter all, the practice that You are cominy from, alread
base, has systems in yface

and all you are cfoing is yrovicfing cfentistry.



#24

vhen meeting Jaatients. That is all the time as you me
vhere. Patients like to be treated Ey yr(y(essiona[s. ilf a
os better than you, there is ﬁuge Jm’oﬁﬂam. Hire an in

fou neec[to as you Eecome tﬁe extension Oj(yOMT 61"@1’16



#25

' not satisﬁec[ with where you are in your ]omctice, loc
with you. Hire a mentor, join a mastermind group a

You will be able to quicﬁ(y improve your situation.



#2606

ient WHO comes in (ate Cfﬁ@?’nOOTl ana(te(fs you tﬁat ﬁ(

! wor[c[ana(money is not a}aroﬁfem or (fany concern



#27

he entire amount for yrocea(ures at the time you mak
, not on the c[ay of the }amcecfure; This will dramaticc

h f[ow while e[iminating your no shows and cancelati



#28

fring an exyeriencec[ oﬁcice manager, tﬁey may be expe
wr vision and Joﬁifosoyﬁy. It is best to hire Jaeoyfe wh
in ﬁfe and teach them the trade.



#29

r team based on their jaersona[ity and teach them the
od }oositive and oyen—mina( }oersonaﬁ’ty as part q( thei
', It is much easier to inffuence and teach those with

m’gﬁt DNA than trying to cﬁange them.



#30

scome a ﬁJf mouth dentist and not a tooth mechanic.
xaminations and present treatments that are easy to
Vn}oreﬁensive fasﬁion. The mouth is the door to the boc

SO Wﬁy WOU[C[yOU not treat comjareﬁensive(y?



#31

You are not a comjoreﬁensive dentist unless you:
Diagnose
Treatment Plan
Present
Finance &

Schedule your ]aatients com}oreﬁensi\/e(y.



#32

ients’ Bua(get uyfront By asﬁing direct questions, such

ur teeth fixec[? “ f(lncferstancfing a patient’s 6u0(getc

ith the best treatment within their stated Euc[get and
Ja[ans to achieve their goafs.



#33

eluctant to share their Eucfget with you, don’t take it
what sort of Bucfget tﬁey should consider for each opt
presenting to them and then
try to ask them again?



#34

ble with Mt’cmﬂfr PowerPoint and show your Joatien:
. You should be able to show them how other yatients’

QOW tﬁeir CO?’ld’ﬁ"L’OHS worsenea( wﬁen treatment recomi

TlOth[[OW@([.



#35

inies have made cfentistry intoa commozfity Ey a]o]aﬁ
! }orocecfure. Do not fa(( in their trap. Dental treatme

art and science and must be comyreﬁensive.



#3060

your patients with an itemized [ist (f Jorocecfures oni
re not interested in details (f a }aroceafure but the Eem
patient a comy(ete price. This will avoid _patients }n’cé
on what tﬁey think is rigﬁt Once you have closed a c

Joéﬁeeying or insurance _purposes, you can detail it ou



#37

L ﬁave €XC€[(€H1' ana[ We[[ written consentforms cma[ tk
ISt tﬁe fastyage. ill[ways asﬁ a team memﬁer to witnes
tam]o it. Tﬁere a(ways SﬁVQW([ (awyers tﬁat can anU(
as too C[OS@ to tﬁe JOT'OC(ZO{UWZ time amf tﬁe}oatient was

Wﬁeﬂ signec{tﬁe consentform.



#38

speoy(e at dental conventions to teach you about clini
woduct or service. Do your own research and get advi
1icians. CBgcore you }Ourcﬁase an item, become more fa

}?TOC[UCI' tﬁan tﬁe sa(eS}aerson se((ing it.



#39

ve a gorgeous oﬁfice fo%y; the first im}oression is extre
and }a[ays a ﬁuge part in your case acceptance.
p reacfing materials that promote health, love and bec

and is free of commercial ads.



#40

écor such as unorganizea( reacfing materials, used g(m
n the f[oor, dental gowns thrown over the chair cfurin(
trays in the sterilization room, a cluttered desk are or
are turned (ﬁ", Tt on[y suggests that you do sfoypy wo

to your case acce;ptcmce, ‘Become extreme[y 06561’\/6”11'



#41

tis u}aset, O[O not te[[tﬁem to ca[m C[OWH or tﬁat yOU )
L[y maﬁe tﬁem more u}oset Let tﬁem steam oﬁ:am{mc

1t is not about you, so don’t take it yersona( ?lﬁer aj
([ calm down and will become ashamed @( their behavi



#42

me on the 3”[ ring with an u]oﬁeat Joositive and ﬁajo}a3
t of time in tmining the person on the tefejoﬁone mor

nemﬁer as you neecftoyrotect your image ancfyour t



#43

u should talk to all new _patients Before an appointm
u can screen the }oatients for com]oatiﬁi[ity; Secondly,
u and a new patient. This will veduce the chances of ¢
eir initial a}a}aointment. Finally, you can ask them tc
ticle on your website and educate them Eefore meetiry
leads to ﬁigﬁer level (f case acceptance at their initial
[1:@6 tﬁeu ﬁave a[reacfu createa[a 6OHJW'L’fﬁ UOU.



#44

1 book Ey its cover. Some cgf the wealthiest yeoy[e inth
2e amount of value that tﬁey ]J[ace on their oral healt
[y moderate amount (f income gpencf substantial amc

Eee}o u}o Wﬁ'ﬁ exce[ﬁmt [eve[ofom(ﬁea[tﬁ.



#45

'cmgements anc[}oayments must 66 macfe}orior to any

?L[ways inform quore your }areform with no exce}ation



#46

mount of time between pre- payment for a procecfure
L’Stry should not exceed lo-c[ays. ﬂnytﬁing over 10 da
facecf with a rq(una( request Ey a yatient.



#47

1ise your aﬁmtistry Ey trying to be a nice and a caring
2 and bite you. le you need to be caring, do what is ”l
at you know will fai[ le you tm[y want to ﬁeﬁo then

1 cﬁecﬁ tOW(lT'J tﬁeir treatmentﬁae amf 1"6)(61’ tﬁem 6&6



#48

mmunicate and connect eﬁ(ective(y with your }oatients,
g a ﬁigﬁfy trained dentist is not enougﬁ 1f you canm
9er[y. Take courses at T« oastmaster, Dale Camegie, a
“25 ways to win with Jow}o(e
“ Ey John Maxwell.



#49

camera tﬁrougﬁout your ()ﬁ(ice and be sure it can rec
nonths. Make it known that everytﬁing is recorded to

emy[oyees,



#50

am to take intra-oral Jaﬁotogmjoﬁs on all new patient
AACD guiaﬁzfines. You will fma(, your
afentistry will im]orove Sigmficantfy.



#51

ﬁ/u’e on any new or a reca(f}oatient sﬁou[a(ﬁe intra-or

documents a vatient’s existina oral conditions and el



#52

lirement that all yatients without excejotion wear prot
Ways reac{y to ﬁa}o])en, Do not have Joatients wear the

otective enouah and also if vou aet anu sort of chemic



#53
you and your team are all CPR certifiea[ and everyo
ytocols. Practice emergency drills and know what to d.

emergency,

Your Oxygen tank must be a[ways rea(fy to go.



#54

¢ week cﬁ every 6-8 weeks of continuous work. You wi
nd with more energy. Do not syenc[ your time in tow
every one of these breaks for attena(ing

a dental course or in a dental related meeting.



#55

yourseﬁc in a situation where you can be rigﬁt or kine
me tecﬁniclue will quicﬁ(y resolve all confﬁcts and wil

Restore veace BacE to vour [lﬁZ



#56

;moking or narcotics to relax. Instead learn to say no
f@c the }oeoyﬁz on your team that add stress to your (i
}orocecfures that you don’t ery’oy

fina[fy learn to syemf sometime in silence and in nat



#57

calous of other dentists in your community, as you he

Arouah. If there is somethina that theu are doina and



#58

one tﬁat ﬁas come to yOUT ﬁfe ?l}a}?reciate tﬁe}?eoyﬂz 1
1erson WﬁO you are now ancfa[so tﬁOSé WﬁO ﬁave L{OHQ

a[[ﬁm/e tauaﬁt uou a [ESSOH.



#59

your fees, Never be sﬁy about your fees. Never a}oofog

han other dentists. le you fée( [ike you need to exy[air
[ike this,

ajoo(ogize for my ﬁaes than the quaﬁ’ty (f work that 1 ‘



#60

y become ﬁigﬁfy syeciafizecf in aﬁmtistry remember the
¢ there when it is time to sell. A ﬁigﬁ(y syecia[izea[ der
2ver, ﬁe/sﬁe is norma(fy com}oensatec[ ﬁigﬁ enougﬁ for

skills that is bevuond averaae.



#61

'ng on sef[ing your dental Jomctice and make money d
oncept as simy[e and as close to as you can to “drill a

'simjoﬂz and yet cfu}o(icaﬁﬁe systems that can be easify



#62

ure to have goocf magomctice and business insurance

'ici]oate a lawsuit By cfocumenting well and }arotecting



#63

inevitable and does not rgcfect that you did sometﬁiné
[arger practice you build and more successfu[ you be.
[awsuit. In most maﬁomcm’ce cases, The lawsuit is nc
hat you necessam’[y did sometﬁing wrong, it is about

(ega(stmtegy to stea[moneyfrom yOU.



#64

ve the strongest case in a lawsuit but a shrewd and ar
£y can use many [ega( strategies to turn the case aro
uit, it is best to try to settle it first. CJf you still fee( [ik
- a settlement, you can a(ways reopen your case with -

zttomey once you ﬁave Eeen emotiona[[y ancfﬁnanci‘



#65

Dentistry is not about Jo[acing ﬁJf mouth @C CYowns o
t taléing care of your }oatients’ needs in a comyreﬁens
y two occlusal fi[(ings zf it is all that the }oatient need:

com}oreﬁensi\/e c[entistry



#66

e @entistry will allow you to work from on(y one dent
‘ress, increasing your joﬁ satisfaction and reduce over

not neecftoo many 5uﬁ]901’1' stajj(.



#67

‘omes with a toothache, at the very minimum take on
e PA (y( the ()Ja}aosing tooth and one Eitewing. The ref

source (f many misa[iagnosis.



#68

Y and more ﬁistory, is the ﬁey to c{iagnosing. Feel fm
syeaﬁ to the }arevious dentist. Syencf more time gatﬁer

than J’umying into creating a treatment Jafan.



#69

¢ sedated, in your (ﬁ(ice, a(ways have one staﬁ memb.
ork in an open or a see tﬁrougﬁ areas and constcmt(y

and record their vitals.



#70

i of your medications as well as your Jorescn’}ations i
with a combination lock. Do not foo( with
medicines that can foof with your head.



#71

nts know on your consent forms that all major work
ications and need for acﬁustments. Of Course you nee

modifications as anu aood dentist would do. Examwvle



#72

n answer tﬁe teﬂa}?ﬁonefor 661’1’61" consistency. QJ:yOM (
'mctice, tﬁen ﬁave tWO}?(Z(?}’)&% answering tﬁe t@[@}?ﬁOﬂé.

or (arger gTOU}?}?TdCtiCéS, a ca(fcenter isa mancfator“



#73

(genuine refationsﬁi]os with your patients. It will ved

all of your patients whom you have yerformecf major

ler. This [ittle gesture will create a strong bond that ¢
Ey another dentist or a (awyer.



#74

our team members come and interrupt you througho
Get out @C the “Got -a- minute?” game.

n times tﬁrougﬁout tﬁe a(ay tﬁat you can answer Clue.‘



#75

Eng materials and TV channels in your oﬁcice caﬂgful
Yy and not a cruise to Bahamas. Tune the TV statioi
sometﬁing funny or re(axing,



#7606

st for all (f the Jorocea(ures and instrument set-ups n
1 lot (f wasted time that is used for ﬂza\/ing the operat
items you need. Get Jar@fessiona[ ﬁeﬁo 1f you need to tc

im]orove ejj(iciency and reduce cost.



#77

ith dental codes for ﬁigﬁer pay. Make this 100% clear
m members that this will not be tolerated and is grou

termination. It is not worth the risk and it is iffega[



#78

/ aﬁagnosm’c wax UﬁSfOV a[f OJ( yOUV cases. Your tem}oo
6@601’”65 very easy anc[
. W'L[[ ﬁa\/e mucﬁ more yrecfictaﬁ(eﬂna( restorations w

[ettina vour vatients exverience a “WOW” factor.



#79

in se[ecting your dental (ab. T\fegotiate the best fee b
Talented dental technicians deserve every penny that
tﬁey make and can make you look goocf for years
while recfucing your headaches.



#80

)fyour cﬁﬁ(icu(t cases, tﬁe V@T’y ofc[arw(tﬁe very youne
VeSJOOTlJ Bette"r to anestﬁesia ancf yOUT tem]aer Te%}?OYld

Vlg 6[065 TlOth asy[annec[you ﬁave tﬁe rest q(tﬁe c[a}



#81

notes carq(uffy anc[comyfete[y, 1 ﬁa\/e &aarnedtﬁis &
mng notes aﬁer a [Oﬂg}?T'OCQC[UJ’& '7'(1.’1"6 a court 7'6}901’
tes cmc[ aﬁ)cument a(( you C[O Wifﬁ }9601’031’&}965 ana( v

to.



#82

tters from the dental board in a time[y manner. Do v
ith their “power. Do what is rigﬁt and stand strong or
Dental Boards have shown yrq’u(fice toward dentists
ate. There are mcgfias of the dental Janﬁssian and ar

'ﬁcm tﬁe 19116[1:(3‘



#83

,'ﬁ [()CQ[MEC[’[CH[@CTTOTS and’re{'ér to tﬁem. 'J]C‘LIOLL are .



#84

associate, pay them a _percentage aﬁer all (f the mcg'(
1e gross fees. T ﬁey will be more minaﬁu[ of lab fées, rec
imja[ants, bone gmﬁ and syeciafty materials.



#85

mtal im]o[ants; It is not on(y Jarocfuctive for you and -

great service to your }aatients. CBegin with simy(e case

build your skills and confic[ence.



#86

t @C a Joatient with your Oﬁ(ice is not the tefejoﬁone but
Be sure your marﬁeting is }arcfessionaf and portrays-
¢ with Joatients. iJf you have a cﬁﬁ(icuft name to 5}96[[ (

it is wise to (ega[fy cﬁange it to sometﬁing simy(er.



#87

pfe based on their sex, refigion, color, sexual orientati
way tﬁey dress, customs and habits.

not tofemte any team memﬁers WﬁO are O[iscriminatc



#88

carefuf(y and ask lots of questions. Give them a test a
Enow[ecfge. When tﬁings don’t work out
fire them fast and pay them a severance }oacﬁage,



#89

e staﬁ( is ganging up on you, or your company cultur
[ike to see, be bold to fire everyone and hire all over.
It will be the best decision you ever make.



#90

person that you hire is exact[y what you [ike to see i
e tone for the rest of the team. Your Jomctice culture i

you so make your first hire rigﬁt.



#91

. front oﬁ(ice tasks such as insurance Ei((ings, collectio
os [ike First fPacific Corjoomtion in Salem. Oregon. Tl
ir headaches and you will not fincf yourseﬁ in a disas

wﬁen an emn[ouee ﬁeaves or auit.



#92

enced mentor dentist to come to your Oﬁ(iaz and shave
urve. ‘J\fotﬁing substitutes exyem’ence. ‘Be Wif[ing to pa

return on your investment will be ﬁuge.



#93

from other industries; you will learn a (ot of stuﬁ the
ce. Read books on various suﬁjects and increase your

wisdom every afay.



#94

ot power. It is the aja}o(ication (f Enow[ecfge that make
Y dentists that tﬁey goto continuing education progr
m’t a}?}ofy the Enow[ec[ge that tﬁey have acquirea( le v
n, ask a mentor to hold your hand and ﬁe@ you thro



#95

0 a}aatient, Eee}a yOUV conversation at tﬁe same eye (6
ZXJOVeSSiOHS sucﬁ as noc[(fing ana(smi(ing to SﬁOW tﬁen

that you are emyatﬁizing and can’ng for them.



#96

a yatient to an area in your }omctice, stay connectea
entle hand on their upper back and do not walk aheac
Keep a step behind.



#97

'}mtients /:LOW tﬁey ELE@ to 66 aa(cfressec[ ﬂ\fever assume

be called on what is written on the registmtion form.



#98

zeting when coming in contact with a yatient. ?lfways

Such as,

ning”, “ Good ﬂﬁernoon” and so on. Do not use greet
“How is it?”, “‘]-[owafy”, “What's u}a?”, “How Goes 1t7”.



#99

ment your Jaatient on sometﬁing within 30 seconds (j
Thank them for coming in and make sure

tﬁey are smi[mg wﬁen tﬁey ﬂza\/e yOHT ymctice.



#100

Acate your patients. Patients are there to fina( out wh
will receive fmm the work you are yrc)}oosing to them.

“Details”, tell and “CBenefits”, Sell.



#101

wal but Eeqp it confinecf to c[entistry. ﬂﬁer all the Joati
atment needs. Stay focusea( on the suﬁject which is wh
ﬁeﬁa them?



#102

d questions so you can get the proper answers to yout
ning. Listen more and talk less. Good dentists know h
questions and

tﬁey learn about their Joatients.



#103

isk and scg(ety g[asses when tafﬁing toa }oatient about
This is not onfy U(isresyectfuf but it is

also a barrier to proper }oresenmtion.



#104

myms in yrc)fessionaf settings. That includes writing
This may come across as not caring and unjomfessim
older patients who are bound to
certain level of etiquettes.



#105

ur answers with a “Yes” and not a, “No”. Research f
1ses increase the level @( anxiety and stress for individ
le necessary trust and conﬁ(fence requirec[ ﬁy patient:
, “ This is what 1 can do for you.‘..” Rather than sin

o



#106

Y @C any Successfu[ case yresentation is “Trust” and tf
wvith your Jaatients is asEing proper questions, (istenin

Joam}oﬁmsing wﬁat you ﬁave ﬁeara[



#107

ue and not low price. Get this inside your head. le th
reatment Jo[cm it is most (iﬁe(y due to other factors an

not necessari[y, jarice.



#108

ents to syecia[ists, ask for rq%rmfs in return. Dismiss

n't have any patients to refer as their patients alread

“talist has been around a (ong time, tﬁey get patient 1
from other patients.



#109

:ia[ist, learn about marﬁeting and how to _promote Yo
Jauﬁfia Don’t expect the genem[ dentist to
atients to you. When the economy is on a downturn

dentists do less refermfs.



#110

t the door. Don’t let your title, your pmctice and poss
netﬁing specia[ and that you are extmorc[inary. Yes,
wested your time in your career but You are no more
raiting tables. With this humble menm[ity you will [o

will come up in vour life and vour vractice more hur



#111

19 a multi unit ﬁricfge, tie a [ong dental ffoss to the P

es can 5[1’}9 away and end up in the airway or the stor



#112

Never assume that you are Joaicf for a service,
mless the check is cashed. On all your credit card sfijg
add “All Services Are Final “



#113

‘with low insurance fees or co-pays. By accepting tho.
mrseg(, your talent and your ]m’q(ession. ‘Most dentist
anies do it because tﬁey think the insurance company,
The ]m’oﬁfem is not the insurance companies but it is

' with whatever fee the insurance compam’es dictates t



#114

g any type (f insurance or a government contract wi
1y audited and accused (f fmucfuﬂmt ﬁi[[ing. As hon
761’[(1’11(95, mistakes Ey your staﬁ% are inevitable and y
hink twice about signing on with any dental }O[ans or
ents you have, less control you have to make sure the

correc t[u.



#115

ur casua[ conversation arouncf tﬁe oﬁ(ice, yOU never E

tient (istening or the last }oatient has yet been dismiss



#116

wr interactions with the member (f oyjaosite oY same s

and is done can be misconstrued.



#117

gﬁ’ng with team members outside of the (ﬁ(ice hours. *
s with your staﬁ(, schedule an outing as a group and
famify members.



#118

leT’HEQVS tﬁat are constantfy asﬁingfor a raise. A rais

and your numbers must be able to justi it.



#119

anc[scruﬁs tﬁat are 6Tigﬁt, cﬁzan anc[we[[}aressecfan

amount q(starcﬁ on tﬁem. 1t [OOES more]omfessiona[



#120

a new yatient, Syena( 2-3 minutes in getting to know 1
rst. Ask about them and let them syeaﬁ. Then end “tf

1a. “ What would vou [ike me to accomvlish for vou to



#121

ent that tﬁey are wrong and tﬁey should think aﬁﬁeﬂ
atient. C]f a }aatient is acfcfing stress to your ﬁfé and Y
g their name on your scﬁeafu(e, terminate your relati

na yr(yfessiona[ way.
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patient’s bite a[ways do it in an ujorigﬁt and in a siti
| them in centric and then have them chew a gum whi
eral movements. Have them walk around and stretch

¢ time.



#123

ge patients’ anxiety Ey various sedatives such as Hal,
of each afrug can relax an anxious patient while gwii
ot be heroic in ging mufti]o(e agents for sedative pur
itient to have a very cfeqp sedation, hire an anesthesio

Do not acfa(unnecessary stress to yOH?’ ﬁfe
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1 how to do fu[f mouth cases within a 4-5-hour yen’oa
he }oe1fo1’mec[ safe(y, }orec[ictaﬁfy and }oatients will [ove
u ﬁancfsome[y for your eﬁ(orts. le you don’t know how
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your ﬁngers rather than a mirror for cheek and tong
Patients will not be sore aﬁer their }arocec[ures.
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foumf anesthesia that is }aainfess. A Painless anesthe
mfia(ence than anytﬁing else you will do. Do not try i
syeea( ﬂy’ect your }oatients.
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atients’ frienc[s or relatives stay in the operatory dur
“is against OSHA or JCT . Patients tend to be less coc
now, no matter what age tﬁey are. Also the work we d
rmal and may cause unmnecessary panic and anxiety

return theu will make vour vatient more anxious.
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patients’ medical ﬁistory every time you see them. Sig
itions you don’t know about and how tﬁey cﬁ[ect the )
teeth and oral cavity.
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L written medical release from your Joatient’s }am’mary

major Jm’ocecfure. This will protect you in case (f a la
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1ink that ﬁeavy gingi\/a[ recession and aﬁfmctions ar

Lsﬁing, it is time for you to attend some goocf CE cour
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e oral mam’festation (y( systemic diseases and questim
19 your examination. You will not onfy be viewed as ¢
trust and conﬁcﬁmce with your yatients but you will

fTOWl tﬁe (oca[mecﬁca[community.
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Life is Cﬁange
Growth is Ojotiona(

Choose Wise[y
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the Way you look at tﬁings and the tﬁing you look at

W
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nt that receives anesthetic, the same evening. This on
build more rgcerm[ and much stronger re[ationsﬁijg L

your patient.
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7iating ina Jamctice, be tﬁanﬁfu[ to your boss. Do not

1k that he is makina monev off of vou. He has investe
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The onfy (imits you ﬁa\/e, are the [imits you believe.
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e” and “Over deliver” to your }oatients. Let them kno
and risks involved with every case and make them

1’651907151’6[6 1(01" tﬁe outcome.
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ja fu(( mouth extraction on a _patient, a(ways start w
' the lower jaw. This will prevent tooth fmgments and
fa[ﬁ’ng and getting
tm}?}oea( in the lower jaw socket.
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nile makeover for a }aatient, take a ]oﬁoto of the protot
ent’s mouth and use that as your co(or—ma}o]oing guia

1s shades in commumication with the dental [ab techn
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2 Jouﬁﬂz or 1'1"?}7&2 yOUT' nm’ma[fee Wﬁeﬂ a]oatient 6[065
nt recommencfation. For examyﬂz, ?fa‘rl 66[6711'14[0145}9(1

lental implants and an over-denture but the vatient i
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Tve cfentist, you are guamnteea( to be sued. You can n
%e emotiona[[y afmining for you and your fami(y. Ho

risk bu trainina vourself well. document well includin
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L{ing a brand new (yj(ice, build the rece}otion counter ti

memﬁers meet vatients tﬁeu ﬁave no CﬁOiC@ Eut to sta
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stionist to not ﬁancfover tﬁe]oajoer WOT’E across tﬁe cov

und behind the counter. areet vatients. sit with them .



#148

equests a copy of their treatment record, ask them wh
d tﬁey want. A comy(ete dental record includes, char
10tos, stuc[y models, master models, smile reminder or
“and email messages. Be sure to cﬁarge accorcﬁ’ng[y. 9
ive Jorostﬁocfontics rehabilitation should expect pay se
ation @C their entire record. Do not accept what the d
ol you is the norm. The laws are ty}?icaffy antiquatec
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ractice hiah-end dentistru. start the vrocess with vou:
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T CO[&ZGLHMES in tﬁe communitu. ‘Most We[come uou an



| is the CEO/Founder of Business Mastermind Gr
1gkok, Dubai & Las Vegas. Dr. Allen is a certified
speaker and an expert in the field of leadership w
For nearly 25 years, Dr. Allen practiced Cosmeti
I'mplant Dentistry in USA and has worked on sor
'r's in the world such as Mr. Bill Gates, Dennis W
Ralph Brunette, Andre Agasst, Dr. Wayne Dyer (
er models and Hollywood celebrities. Dr. Allen h
> and implant dentistry, is a fellow and a master
ingress of Implantology. He has been trained an
rs. Gordon Christiansen, Frank Spear, Carl Misc
3latchford. Dr. Allen has owned and operated 15
e director of education for a 300 location group ¢
heen involved in consulting hundreds of clients fr
y through public listings and had also been a cat
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'S expressec[ in this book are based on Joersonaf ex}?erie‘
This book should not re}o(ace your own
jua(gment or advice of other ]arofessionafs.



Ccyoy ‘Rigﬁt Notice

Allen Nazeri DDS FICOI MICOI

ESERVED. This book contains material prot
ind Federal Copyright Laws and Treaties. A
“eprint or use of this material is prohibited.
be reproduced or transmitted in any form
»nic or mechanical, including photocopying,
ation storage and retrieval system without
ssion from the author / publisher.
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ul stones have been tossed in the wincf, washed Ey the
nce tﬁrougﬁ [ife’s strongest storms.



