
Adventures is pleased to present the most complete
"How to" marketing guide in orthodontics.  It is meant to serve as
a resource and introduce you to some of the myriad marketing
possibilities that are currently available. It can assist the savvy and
visionary orthodontist in creating exactly the kind of practice he
or she desires.  We don't wish to imply that all of these ideas are
ours.  Indeed, although we have used many of them over the
years, they have been culled from the businesses of many astute
and successful practitioners.  Even more than the exact details,
this manual is designed to focus on the spirit of excellent
marketing. This, in most cases, means nothing more than being of
great service to our patients.  To those who understand its power,
marketing of our brand in orthodontics will no longer be the
distasteful or unethical stepsister to the traditional practice.  It has
the potential, if used correctly, to free each and every one of us
from the perils of unsteady referrals and harness the goodwill of
those that matter the most to us…our patients.  If we can adapt the
ideas presented herein to good marketing principles, and at the
same time practice a great quality of orthodontics, we can guide
our practices into the kind of economic stability about which we
have only dreamed of in the past.

Your Adventure Guides,
                              Jim and Steve   



Outcome:
Create a special morning catering to your adult patients.

Purpose:
To provide your adult patients with a fun and memorable experience they can’t
wait to tell their friends about; to create an incentive for adult patients to come for
their appointments during less popular times of the day; to increase name
recognition in the community; to increase patient referrals.

Action Plan:
• Create a morning in your schedule at routine intervals (i.e., every 6-8 weeks)

where you schedule only adults.
• Purchase fresh flowers, orange

juice, champagne, coffee, yogurt,
and breakfast pastries prior to adult
morning.

• Either the night before or early the
morning of adult morning remove
some chairs from the reception area
and set up a beautifully decorated
table to serve refreshments.
Suggestions include a white tablecloth and napkins, ice buckets, champagne
glasses, stoneware, silverware and decorative ribbon and greenery for accents.

• The morning of the adult morning creatively set out the food and drinks buffet-
style so that the patients can help themselves to the gourmet spread.

• Doctors and staff wear tuxedo shirts and ties.
• Adult style music is played exclusively.

Cost:
Tuxedo shirts and bow ties- Keep your eyes open, we found shirts and ties being
closed out at Michael’s for only $10.00 a set.
Food and drink- $50.00
White tablecloth- $10.00-$20.00
Champagne glasses- $3.00 each



Outcome:
Have doctor and staff learn to create balloon animals for patients.

Purpose:
To create a fun atmosphere in your office and decrease the perception of wait time.

Action Plan:
• The best way to prepare for this is to hire a professional magician or clown

proficient in the art of balloon-making to teach the team how to create balloon
animals during a staff meeting

• Another way would be to purchase
books and supplies for each staff
member at the local book, magic, or
craft store. Pumps are a must!

• Be sure to get plenty of practice,
mastering at least two or three basic
objects.

• If all else use the famous line, “I can
make anything you want, as long as it
looks like a wiener dog.”

Cost:
Balloons: $.99 per bag
Air Pumps: $2.99
Books: $4.99
(We recently purchased a balloon/pump combo at Wal-Mart)
Professional magician or clown- $50.00-$75.00 per hour

Note:
This is great thing to do while waiting for the doctor!



Outcome:
Patient appreciation baseball game outing.

Purpose:
To thank patient and parents for choosing the practice and encourage them to
refer their friends.

Action Plan:
• Contact representative from a local baseball team to inquire about party

packages and future game dates. Usually, a local A, AA or AAA
baseball team has packages for a group size of 25 to 500 or a
group Size of 500 or more.

• A group package usually provides scoreboard recognition,
preferred seating, and a P.A. announcement. They may also
allow one of your patients to serve as ballboy or ballgirl for
the game.

• Determine game date for party. Reserve a certain amount of
game tickets (i.e.,100) for the game so your section can be
saved. This number can be changed prior to the deadline in
case you have a greater response than expected.

• Determine rain date in case of foul weather.
• Prepare invitation (with RSVP certificates) detailing all pertinent

information about the party and mail eight weeks before the party
date. The invitation should be mailed to all active patients with their
monthly statement. (Optional: you may also invite the top 15 referral
offices--staff, Doctor and families. RSVP's must be received two weeks before
game date.

• Have a staff member mail all invitations with the monthly statements.
• Place poster promoting party in each office location six weeks before party.
• If you are creating a newsletter, promote the party on the first page.

CONTINUED ON NEXT PAGE



• Collect all RSVP's and tally. Note the exact attendance number so that Stadium
catering personnel may order the proper food and beverage amounts. The
Stadium will usually offer a few different food and beverage packages for the
outing. We suggest a similar menu to the following: chips, hotdogs,
hamburgerss fruit and sodas for the attendees.

• Note: The buffet occurs for two hours prior to the baseball game. For example,
if the game begins at 7:05 p.m., the buffet will begin at a specified section of
the ball field promptly at 5:00 p.m.

• Team participation: Each team member will chaperone (while spending time
with friends and family) wearing practice T-shirt. Staff must arrive one-half
hour before patients/parents

Cost:
Usual cost per ticket is $10.00, including the buffet. Tickets can be provided to
patients in the office or distributed at the ball field.



Outcome:
To provide your patients with a fun and memorable experience they can’t wait to
tell their friends about; to increase name recognition in the community; to increase
patient referrals.

Action Plan:
• In July or August dress the office up

in beach attire for about two weeks
to a month.

• Place two or three coolers in the
operatory filled with cans of soda as
well as two or three containers filled
with goody bags containing pencils,
erasers and beach stickers.
(Optional: Use plastic pales and
shovels as the containers for the
goody bags. Rather than goody
bags, you may want to give out thermoses or Frisbees with the practice name.
Another option would be to include a kooze-an insulated foam beverage
holder-with the soda cans.)

• Place beach decorations in the office. Examples include beach balls hanging
from the ceiling, balloons, plastic pails and shovels, Frisbees, etc.

• Each staff member should dress in khakis and a flowered shirt with tennis shoes.
Another fun look is “bikini” T-shirts for the ladies. Hawaiian leis and funky hats
should also be worn so long as they do not inhibit proper orthodontic care.

• After the patient has completed treatment for the day, have them grab a soda out
of the cooler in the operatory as well as a goody bag from the container.

Cost:
Decorations = $20.00-$30 00
Leis = $5.00-$10.00
Goody Bags = $180.00 for 1000 bags; With goodies, $4.00-$5.00 per bag
Soda = $5.00 per case; purchase  of 24 cases; $120.00



Outcome:
To create an office calendar contest  which produces a calendar which can be used
in a variety of marketing programs.

Purpose:
To maintain the enthusiasm of patients and parents about the office and
contribute to the growth of the practice. This program is usually done in September
through November, so it is typically working for about three months.

Action Plan
• Signs are made and posted in the office promoting the Calendar Contest.
• Beginning in September, patients are given the opportunity to make  a drawing

of "What Does a Great Smile Mean to Me?" Another option would be to have
patients draw a picture that relates to a particular
month.

• Each entry  must be submitted by November 15th.
• Twelve  drawings will be chosen to be in the

calendar. An honorable  mention  page  may  also
be included on the back of the calendar. Or,
pictures of the  winners with their drawings could
be included on the back of the calendar.

• Each drawing  will represent one month with the
patient's  name  and practice  name  displayed
during  that  month.

• The  calendars will be produced (in bulk) and distributed to practices in
December.

• The  calendars  can be used as marketing  gifts to referring dentists, schools, and
patients/parents.

Cost:
Awards: $10.00 to $30.00 per selected winner
Typical cost would be around $360.00



Outcome:
To create beautiful and tasty chocolate-dipped strawberries for patients and
referrals.

Purpose:
To create a memorable treat that would help nurture relationships with potential
referral sources (both patients and dentists); to create an extraordinary experience
that people can’t wait to tell others about.

Action Plan:
• During strawberry season, purchase strawberries from the grocery store or local

strawberry vendor (we’re lucky enough to have someone deliver locally-grown
fresh strawberries once a week during season)

• Purchase dipping chocolate, available in both milk and white chocolate, from a
local craft or baking/confectioner store.

• Place the chocolate in a microwave-safe mug and heat in a microwave just until
the chocolate begins to melt (don’t overheat, usually 20 seconds is plenty); then
stir to finish melting the chocolate until it is smooth.

• Then dip and twirl dry strawberries in the melted chocolate and place on wax
paper to cool and solidify.

• To add contrasting decorative swirls, melt a different color of chocolate (i.e.,
white chocolate for strawberries that were dipped in milk chocolate) and place
in a small baggie.

• Snip a small hole in one corner of the
baggie and squeeze out small lines in a
swirling pattern on each strawberry.

• Creatively arrange strawberries on a “silver”
platter and serve or deliver.

Cost:
Strawberries- $3.00-$5.00
Dipping chocolate- $1.99 per bag
Disposable “silver” platter- $5.99



Outcome:
Hire a college or high school choral group to sing Christmas carols in the office.

Purpose:
To engage your patients in the Christmas season spirit and provide them with a
remembrance of the office during that time; to decrease the perception of wait
time.

Action Plan:
• Contact your local college or high school music department to find a small

group of talented students who would be interested in singing Christmas carols
in the office for a few hours during the afternoon.

• It is highly recommended that you hear them perform before you commit to
hiring them if possible (a Christmas carol sung out of tune is much worse than
no Christmas carol at all).

• Ask that they perform in Christmas
dress/costumes in front of the office
Christmas tree or wandering
throughout the office.

• Schedule them to perform in your
office for a couple hours several
afternoons during the month of
December.

Cost:
Some may do it for movie tickets,
others prefer $5.00-$6.00 per hour, per
person.



Purpose:
To engage your patients in the Christmas season spirit and provide them with a
remembrance of the office during that time.

Action Plan:
• Bring in or purchase a Polaroid instant camera with film for the four to five

weeks prior to Christmas.
• Have the front desk staff member who

usually performs the check out  process to
snap the picture.

• Order 500 Christmas theme paper frames
for the instant pictures.

• During December, when a patient receives
an excellent assessment for his/her visit, the
patient and parent have their picture taken
either in front of the practice Christmas tree
or outside in front of a landscaped tree.
Encourage visiting friends, family members
to get into the picture.  Take a picture of
friends or other potential patients for fun.

• The picture is then placed in the frame and
given to the patient and parent as a thank
you for the patient's compliance and the
parent's continued support of the practice.

Cost:
Polaroid camera- $30.00 (this can be used for many things in the office)
Polaroid film- $10.00 per 10 pack
Paper Frames- 20 cents per frame (x 500 = $100.00)
Estimated Total Cost- Approximately $1.25 per framed photo



Outcome:
To create a Christmas tree in the waiting room that will be decorated with
instant Polaroid photos of your patients and families. The photo tree should
incorporate as many of the patients (and their parents and friends) as possible;
beginning one month prior to Christmas.

Purpose:
To celebrate the Christmas season in a personal and fun manner.  To allow
the patients in the waiting room to see many of your other patients and
create an outstanding experience during this special season.

Action Plan:
• Buy an artificial tree so there is no danger of fire with a dried out genuine tree

and celluloid photographs.
• Purchase a Polaroid instant camera and at least 20 boxes of instant film.
• At a costume store, buy a variety of Christmas oriented items including santa

hat, santa beard, angel wings, angel halo, elf ears, elf nose, reindeer horns, and
any other fun Christmas paraphenalia.

• After the patient finishes their appointment, the chairside assistant asks them to
pick their costume out of the box.  Adult patients too, they love it.  Have little
brothers and sisters or friends get into the act.

• The assistant snaps the photo and writes the
patient's name on the back. She also punches a
hole in the photo and attaches a small ribbon so
that the picture can be hung on the tree.  The
patient is invited to go out and hang his or her
picture on their special place on the tree.

Cost:
Polaroid instant camera $30.00 to $100.00 
Instant film: $.50; 400 pictures: $200.00
Ribbon: $8.00



Outcome:
Create a Christmas Tree Decorating Contest.

Purpose:
To maintain the enthusiasm of patients and parents about the office and
contribute to the spirit of the season.

Action Plan:
• Signs made and posted in each office location by

designated staff person promoting tree
decorating contest.

• Practice purchases a tree for the office.
• Designate a half-day after

Thanksgiving as a decorating day.
• Ask that each patient bring in a tree

ornament for the practice Christmas
tree.

• Each patient who brings in a tree
ornament receives a prize, i.e. an ice cream
coupon.

Cost:
Ice Cream Coupons = $2.00  each
(estimated patient participation: 50 )
Estimated Total = $100.00



Outcome:
College scholarship for deserving seniors in high school. It can be
implemented at all referral area high schools.

Purpose:
To award a $500 to $1000 scholarship to a senior, perhaps one that
aspires to go into dentistry. These scholarships are a great way to demonstrate your
commitment to education and your.

Action Plan:
• A letter and essay form is sent to current and former patients who will be

graduating within the school year. This letter will detail the parameters of the
Dr. (Your Name) Scholarship Fund. The letter should be sent in January when
most kids have begun their application
process.

• A letter to the school guidance
counselors will also be sent detailing the
scholarship parameters.

• Each student should write a one-page
essay on why they need a scholarship.

• A photograph and teacher or school
official recommendation  must also be
enclosed.

• School will compile the essays and
forward to the Doctor at the end of May.

• The Doctor will pick the top 3-5 essay winners from the local high schools.
• Place the winners' pictures in the local newspaper, the practice newsletter and

your practice photo album.

Cost:
As much or little as you want based upon your annual marketing plan.



Outcome:
Create Columbus Day fun for your patients.

Purpose:
To create a fun and memorable experience for your patients that they can’t wait to
tell their friends about; to reduce the perception of wait time.

Action Plan:
• Decorate the office with Columbus day banners, helium balloons, streamers, etc.
• Set up a table in the reception area to serve as a craft area for the younger

children to make construction paper ships.
• Supply table with art supplies such as

construction paper (brown to make
boats and white to make sails), brown
pipe cleaners for masts, scissors and
glue sticks

• It really helps if you hang a sign
above the table welcoming patients to
join in the fun. Also, make a few
examples and hang them above the
table and around the office as well.

Cost:
Office decorations- $20.00
Construction paper- $2.99 per package
Scissors- $.99 each
Glue Sticks- $.99 each



  

Outcome:
To create a series of special music CD's that can be given to the patients, parents or
referral sources on special occasions or whenever the patient has been shown
exemplary effort in their treatment.

Purpose:
Almost everybody loves good music, especially  if every single song is selected
and special.  Some people have the capacity to "burn" their own CDs, but most
do not.  Each time the recipent plays their special CD they are reminded
about you and your office.

Action Plan:
• Select a list of all time

favorite songs in several
categories.  Inspirational
songs, Rock n' Roll, Country,
Hip Hop, Romantic, Womens
Songs, Workout Songs, and
Alternative are just a few examples.  Your teenage
patients  can help you select songs  that they might like, and many will bring in
their CDs for you to "burn" a few songs from them.  Make the process fun for
everyone.

• Burn a master music CD with all the favorites in each category.
• Design a jewel-box  insert (see above) and a CD label.
• There are CD reproduction companies  that will copy, label and package the CD

for you.  They can be found on the internet.  Also, you can buy CD duplicators
that will copy and print the CDs for you.  They are expensive but cost effective
if this ends up being one of your main marketing campaigns. CD duplication is
a very sensitive legal issue at this time because of copyright infringement, but
you are not selling the CDs for profit and are allowed (by law) to share them
with your friends.

Cost:
CD burner $300.00; CD duplicator $3000 - $5000
Commercial duplication: $2.00 per CD including jewel box



Outcome:
Throw a party to celebrate your patients’
deband.

Purpose:
To create an extraordinary experience for
your patients at their deband appointment
that they can’t wait to tell their friends
(your prospective new patients!) about.

Action Plan:
• First of all you will need to schedule a deband morning where you do nothing

but debands. If you are already using Dr. Jay Barnett’s Like Things at Like
Times scheduling concept, this won’t be anything new.

• Decorate the office with a “Happy Face” retro theme. Get supplies including
happy face balloons, happy face mugs and happy face goodie bags from Oriental
Trading Company. Telephone 800-228-2269 to get a current catalog.

• Set up a table in the reception area to serve cake and punch. Use the happy face
mugs for the punch.

Cost:
Balloons- $.99 a bag
Cake- $12.99
Goody bags filled with food they weren’t
supposed to have (sticky candy, Cracker
Jacks, etc.) while in braces- $2.00



 

Outcome:
Direct mail cards sent on a quarterly basis to a defined data base.

Purpose:
This external marketing campaign is very effective at increasing new patient calls if
the data base is correctly defined.  It appeals to patients that don't have another
source of referral and/or want another opinion.  It is also good at reinforcing
patients that already know about your office but have not yet called.

Action Plan:
• This campaign is usually best referred to an

outside source that has access to database
information.  One good source for is Orec
PMSI. Their telephone number is 1-800-624-5517.

• Pick the area codes for data base that best reflect where your existing patients
already come from.  Define the economic status and age group that you wish to
target.  For example, you may target families with incomes over $50,000, in
three local area codes, and with two or more children, ages 6-15.

• It is usual to get 7-10 starts out of each direct mailing. This will increase if
the mailings are repeated in a consistent and repetitive manner.

Cost:
Depending on the quality of the mail piece and the quantity sent, the cost is
between $.70 and $1.25 per mailing, including postage.
The typical campaign would cost between $1500 and $4000.







Outcome:
Create a photo opportunity for your
patients with the Easter Bunny.

Purpose:
To maintain the enthusiasm of patients
and parents about the office and make
the office fun. This is done in March or
April just prior to Easter. The program
typically lasts one week.

Action Plan:
• Either make or rent an Easter Bunny costume that will fit a willing staff

member (or staff members) that is up for the challenge. Needless to say, small
and cute is best.

• Purchase polaroid film.
• Purchase Easter themed paper photo frames for instant pictures.
• The week just prior to Easter, have the designated staff member/staff members

dress in costume and pose for pictures with the children.
• Place the photographs in the paper frames and give to patients as gifts.
• Optional: Order a badge making machine and supplies from Badge-a-Minit.

With this machine and supplies you can turn photos into badges, key-rings, etc.
Call them for an catalog and current pricing at 1-800-223-4103.

Cost:
Easter Bunny Suit- $50.00-$75.00
Polaroid Film- $10.00 per 10 pack
Paper frames- $.20 per frame
Semi-Automatic button-making machine and
supplies for 250 buttons- $385.00



Outcome:
Easter Egg Decorating Contest

Purpose:
To maintain the enthusiasm of patients and parents about the office and make
the office fun. This is done in March or April just prior to Easter. The program
typically lasts about two weeks.

Action Plan:
• Make some signs promoting the contest and post them in the office.
• Purchase a carton of eggs, one for each staff member or team. (Don't forget to

boil them!)
• Purchase some egg decorating items such as Paos egg coloring.
• Designate a half-day two Fridays before the week of Easter-time for the staff to

decorate the eggs (They may also decorate them at home if they so chose).
• Display the eggs in the office. Have each patient who wants to vote on the best

egg fill out an index card with their name and their pick. Have the patient place
the index card in a decorated basket next to the eggs.

• Once the patient has voted, he or she is entered into a drawing for a
Blockbuster gift certificate of $25.00.

• On the Friday before Easter, tally the results and post the
winning egg's name (along with the staff person's name) on the
bulletin board. Place the cards back into the container and pick
a patient's name as the winner of the gift certificate.

• Notify the patient that he or she has won and to pick up the gift
certificate at their next appointment.

• Post the name of the patient who won the drawing on the bulletin board along
with the winner's picture.

Cost:
Paas Decorating Materials-$3.00: Carton of Eggs- $ 1.50: Index Cards- $1.50: Gift
Certificate- $25.00



Outcome:
Electronic birthday or holiday cards delivered to patient or
parent's e-mail address through an internet provider.

Purpose:
To remember the special days of all those patients who have e-mail
or faxes and can be reached electronically.  Approximately 40% of all patients can
now be reached digitally  and are willing to give you their electronic addresses  for
your data base.

Action Plan:
• Create a data base of patient e-mail and fax numbers.  Be sure to tell patients

that their electronic addresses  will remain private and that your office will not
sell or otherwise give away their personal information.

• Create data base by setting sign-up clipboard in office over one typical treatment
cycle (approximately 8-10 weeks) or asking for e-mail and fax addresses on new
patient information sheet. Also, by asking the new patient at the initial contact
over the phone

• Enter the information into the internet providers data base so that you don't need
to remember when to send out the electronic birthday card.

• Good internet providers are I-Card.com and Greets.com, although many other
providers are available on the internet.  Search: electronic greeting cards on
your internet browser.

Cost:
The only cost involved is
the staff member's time to
set up the system on the
greeting cards website and
enter the patients names and
data. The staff cost could be up to $500 for the
whole campaign.



Outcome:
Create Father’s Day fun for your patients by helping them make Father’s Day cards

Purpose:
To create a fun and memorable experience for your patients that they can’t wait to
tell their friends about; to reduce the perception of wait time.

Action Plan:
• Decorate the office with Father’s Day banners, streamers, balloons, etc.
• Set up a table in the reception area to serve as a craft area for the younger

children to make Father’s Day Cards.
• Supply table with art supplies such as construction paper, scissors, crayons (use

colored markers at your own risk) and glue sticks.
• It really helps if you hang

a sign above the table
welcoming patients to join
in the fun. Also, make a
few examples and hang
them above the table and
around the office as well.

Cost:
Office decorations- $20.00
Colored construction paper-
$2.99 per package
Crayons- $3.99
Scissors- $.99 each
Glue sticks- $.99 each



Outcome:
Publish an informational article and/or event article in your local
newspaper/periodical.

Purpose:
To increase practice visibility in the marketplace; to position your practice as
experts; to be seen as a source of information in your community; to increase new
patient appointments.

Action Plan:
• Call the periodical's sales office. Tell them you would like to publish an

informational advertisement.
• We suggest covering topics that are dental specific and that relate to the

orthodontic specialty. Examples may include: Myths about Orthodontics, New
Methods of Orthodontic Treatment, Cosmetic Braces, and/or Adults in Braces.

• Estimate the size of the article--usually by column size (width) and inches
(height) and forward this information to the sales representative.

• Forward the typewritten article, plus the Doctor's picture, name, address and
phone number to the sales representative. The periodical can reset the article for
print or you may have it done locally.

• Feature Article and Advertisement: You may also choose to include a regular
print ad in the same issue. It is recommend that the ad not appear on the same
page as the article. Some periodicals offer a combined price for both the article
and the ad.

• Feature Event: If you are holding a patient event, i.e. a skating party or family
picnic, call the periodical's local events/news office.
• Tell them about the event and ask if they will send a photographer for free.
• The newspaper will usually write the article or captions to accompany the

pictures though they may request them from you as well.
• You should not pay advertising rates for this. Most local periodicals will

welcome the news.
Cost:
The cost varies by periodical and by size of the article.



Outcome:
To send a beginning and finished result picture (formatted) to both the general
dentist and the patient.

Purpose:
Many patients and dentists forget how difficult the orthodontic problem was
after treatment is completed.  Probably the very best marketing you can do is to
consistently produce quality and timely results.  A good
way to advertise that kind of quality is to send
treatment results cards to your most important referral
sources, the
dentists and
your patients.

Action Plan:
• Order fold

over cards
that are
either
glossy so
that you can print digital images on a color inkjet
printer or flat so that you can glue traditional photographs in a pre-formatted
position on the card. A good source is Paper Direct (1-800-272-7377).

• Assign one assistant to the project.  She will need to have a resource for
maintaining beginning and after intra-oral side-front-side and facial photos.
This can be done either on a computer or in the patient’s treatment folder.

• This is a time-consuming but very valuable endeavor.
• The digital photos can be formatted and placed in a data base program on a

computer and printed. (eg. Filemaker Pro)

Cost:
Each card, including postage costs about $4.78 each, not including the assistant’s
time.  An estimate of $10.00 to $12.00 per card overall.



Outcome:
Foreign Travel Sponsorship in the local high schools.  This is accomplished
during the early spring upon the students' entrance into a qualified  foreign
exchange program.

Purpose:
To increase practice visibility in the marketplace, show
true commitment to children in the community and
provide financial assistance to those patients trying to
further their worldly education.

 Action Plan:
• Pick the top 1-5 local high schools in your area.
• A letter is sent to the directors of the local schools

'foreign travel clubs' expressing an interest in
sponsoring one or more students in their travel
pursuits.

• The school will then contact you as to the different
amounts of scholarship assistance you can provide to
the one or more students.

• Once the student(s) that will receive the assistance
is(are) chosen, have that student(s) send the practice a
picture of him or her along with an itinerary of their
trip.

• Place the student's picture in the local newspaper, practice newsletter and on the
bulletin board. Include detail of the student's travel plans.

Cost:
Specific amount of each scholarship is decided upon by doctor. The scholarship
amounts usually range from $100.00 to $1000.00. There is usually an opportunity
to sponsor 2 students if this is more feasible for your budget.



Outcome:
Special Awards and 'Graduation from Braces' Certificates

Purpose:
To give the patients a sense of accomplishment  and success whenever
they complete a particularly rigorous or difficult process.

Action Plan:
• Order a variety of high quality accomplishment, success or graduation

certificates from Paper Direct (1-800-272-7377).  These certificates can be very
simple and inexpensive or more ornate
and dressy.  We particularly like those
that are sealed in an envelope with a hot-
wax office insignia. These can be
purchased from Paper Direct also.

• Purchase a template for the certificates
(and all other paper products) on CD
Rom from Paper Direct.  These
templates work on Microsoft Word,
Pagemaker, Quark, and other commonly
used computer publishing programs.

• Have your staff keep an eye out for any
special accomplishments  by your
patients (or their parents, for that matter)
so that the certificates can be produced.
Have fun with these certificates. Often,
we will have them signed by the "The Great PoohBah" and other such nonsense.

• A reminder sheet or tickler file is good to keep track of clients that deserve a
certificate.

Cost:
The certificates cost between $10.00-$20.00 per box of 50



Outcome:
Create a miniature haunted house that the patients must pass through on the way to
your office.

Purpose:
To create a fun and memorable experience for your patients that they can’t wait to
tell their friends about.

Action Plan:
• Should you have the luxury of sharing an inside

hall with some fun neighbors you can make your
own haunted house for Halloween and the week
leading up to it.

• Purchase a variety of  “scary” props from Pic-N-
Save, Wal-Mart, Target, etc. like hanging spiders,
lighted jack-o-lanterns, headstones, spider webs, fall
leaves, etc.

• Also buy black plastic tablecloths that you can shred and
hang from the ceiling. They make great partitions to close
in your hallway haunted house.

• Hide a boom box and play scary sound effects and
music.

• And if you really want to do it right, buy a fog machine that can
be activated intermittently to give you that creepy graveyard fog
effect.

Cost:
Plan on spending $50.00 to $75.00 on props
Fog machines cost about $100.00



Outcome:
To buy back Halloween candy the day after the holiday and donate it to a charitable
or worthy cause.

Purpose:
The main purpose is to reduce the amount of candy that your patients are eating
immediately after Halloween which contributes to appliance breakage, tooth decay,
and hyperactivity. The buyback gives the kids something constructive to do with the
candy and increases the awareness of potential patients of your community oriented
focus.

Action Plan:
• Two weeks before

Halloween, place
banners in the office
announcing your
intention to buy
back candy at $1.00
a pound. If you make this over $2.00 a
pound, the kids will go out and buy the candy in bulk and bring it in to trade for
the difference...pretty entrepreneurial.

• Go to the bank and get $300-$400 in crisp, new one dollar bills.
• The day after Halloween (or closest day), have all the kids that are going to

participate bring their candy in at three o’clock (after school).
• Assign one of your assistants to measure the candy (out in the reception area so

everybody can see). Continue to see other patients as usual.
• Pay the kids on the spot after weighing the candy.
• Donate the candy to a childrens’ or seniors’ home
• Take pictures of the whole process and them to a local newspaper with a two or

three paragraph write-up. This can usually be accomplished digitally over the
internet and assures you will get a news acknowlegement.

Cost:
Scale- $30.00, Payback Dollars- Up to $400.00



’

Outcome:
Fall gift for referring dentists. Simply decorated pumpkins for use in their waiting
room or reception area.

Purpose:
To maintain the dental and patient awareness of your office; as part of a seasonal
gifting program that adds to the experience that referring dentists have of your
office and staff.

Action Plan:
• Purchase 10 to 20

large pumpkins at the
local pumpkin patch,
usually about the
middle of October.
Clean the interior of
the pumpkins.  They
will rot quickly (2-3
days) if the pumpkin is punctured without cleaning out the seeds.

• Purchase "Happy Fall Y'all" pumpkin decorations  at local party store or off the
internet.  These kits include all of the dresssings needed for each pumpkin.
Apply them to the prepared pumpkins just before delivery.

• Attach an office card or handwritten seasonal card to each pumpkin wishing the
referring office a "most wonderful fall season."

• The staff members should hand deliver the pumpkins on a Monday morning so
that the dental offices can display their "Happy Fall Y'all" pumpkins for an
entire week.  If you deliver them on Friday you lose two days.

Cost:
Pumpkins: $6.00 each X 20  = $120.00
Happy Fall Y'all dressing kits: $3.95 X 20 = $79.00
Total estimated cost: $300.00



Outcome:
High school football and baseball reusable banners that are displayed at the sports
stadiums  during home games.

Purpose:
To increase community awareness of your office and to support local and area
teams that are within your referral base.

Action Plan:
• Many local High and Jr. High Schools have income generating plans whereby

local businesses  can place banners in and around their sports arenas  (eg.
outfield fences of baseball fields.

• Call your local schools  to see if this service is currently available.  If not
suggest the banner idea to a school official.  Often, they are not aware of the
financial potential of supporting business banners.

• Many schools  actually have set-up facilities and if you just give them your
message, they will set it up for print (often with a one-time set-up charge).

• Set-up your own message using Photoshop or similar graphics program.  This
can be sent to the school as a printout, as a Jpeg or Tiff file, or on a CD or Zip
disc.  Many schools also have the capacity to have the banner sent via e-mail.

Cost:
Banner set-up  charge and purchase or reusable banner: $150.00
Display costs at home games: $100.00 -  $300.00/year
Second season use: Usually half the original cost
Total yearly cost after original set-up: $200.00/year



Outcome:
New patient brochure that is sent out to prospective new patients.

Purpose:
To present an 'extremely professional' profile of you, your office, and your office
philosophy to potential patients and referral sources. To explain basic orthodontic
procedures  and to prepare the new patient for their initial examination.

Action Plan:
• Although this can be done by yourself on a computer and printed out

individually on commercial brochure paper, it is such an important part of the
new patient procedure that it is probably best done by a commercial printer and
set-up company.

• Collect a number of office brochures prepared by other orthodontists to get a
feeling about quality and content.  Write your individual copy after viewing
other brochures.  It is important to include: cirriculum vitae, office photos,
mission statement, insurance  pollicies, new patient start up procedures, a map to
the office.  It is important to put your office in the best light possible.

• Office introduction brochures are sent out along with a letter to each new patient
right after their initial call.  Copies of your brochure can be left in the office of
excellent dental referrals and with others who might come into contact with
potential patients (a very busy real estate agent, for example.)

Cost:
Commercial set-up and printing can run from $1.50 to $7.00 per brochure.



Outcome:
Place an advertisement in local community periodical.

Purpose:
To increase practice visibility and brand recognition in the marketplace; to increase
new patient appointments.

Action Plan:
• Place a business card size ad or larger in the local

community periodical, with your logo and tagline,
denoting the strengths of your practice: flexible
financing options, no down payment,
accessibility, commitment to children in
community, etc.

• Ads may also be created for patient
birthday or debanding recognition.

• Be sure to provide superior patient relations when
new patients call with an interest in the practice -
answer all questions thoroughly.

• Track whether the prospective patient heard about the
practice from the ad or another source.

• Place a copy of the ad on the practice bulletin board.
• NOTE: Since 80% of all healthcare decisions are made by

women, be sure to place your ad in a periodical, or section of a periodical, that
is targeted to women.

Cost:
Depends on how many ads you commit to.
Estimated cost: $325.00 per 1/4 page ad.



Outcome
Deliver cookies to selected schools, based upon demographic and market
analysis.The cookies should be delivered specifically to the teacher's lounge and
nurse's office.

Purpose:
To express thanks to the teachers for allowing the kids to leave school during
appointment times. This is done at the beginning of school year and/or first quarter.

Action Plan
• Select target schools within a 3-7 mile radius based upon a market analysis.
• Order 14-16  large decorated cookies, with a greeting of your choice, to be

delivered by an individual staff member. Attach a handwritten  note, plus a
stack of business cards, thanking the school for taking such good care of the kids
in the community.

• (Optional: for the first two months of the new
year, or at the beginning of the school year, have
the cookies decorated with a smiley face with
braces. The greeting could read "Brace Yourself
for a Great New Year". )

• Deliver the cookies to selected schools, on behalf
of the practice. Upon
delivery, have staff take the opportunity to
reiterate to the teacher the positive     elements of
the practice such as: flexible financing options,

no down payment,  accessibility, commitment to children in community, etc.
• Encourage the teacher to direct students to the practice for a consultation.
• Note:Before delivery, give the staff a refresher course on your

positioning/mission  statement so they know what to say.

Cost:
• Cookies = $15.00-$16.00 per cookie x 15 schools = $225.00



Outcome:
Create a themed week that is based upon the fun of hats in which both staff and
patients participate.

Purpose:
To create a fun and memorable experience for
your patients that they can’t wait to tell their
friends about; to reduce the perception of wait
time.

Action Plan:
• Collect as many hats of as many different

styles as possible. Places to find hats are from staff members, thrift stores,
discount outlets, etc.

• You can also get hats from The Oriental Trading Company. Call them at 800-
228-2269 and ask for a catalog with lots of hats.

• Have staff members wear their favorite hat. The more unique, the better!
• Using curling ribbon and clothespins, hang the hats from the ceiling throughout

the office. There should be so many hats that you
have to dodge them.

• Make lots of signs to post around the office
announcing it’s Mad Hatter Day.

• Post a sign above the entrance to the operatory
that no one is to enter without wearing a hat.

• For the rare party pooper that won’t wear a hat,
make sticky labels that say “Gotcha – Next time
wear a hat!” with some silly clip art and secretly

stick one on their back where they won’t find it until later (you know, like you
did when you were a kid with such phrases as “Kick Me”).

• Have a box up front where the worn hats can be deposited and sprayed to avoid
any problems with possible lice before putting them back into service.

Cost:
Hats- $50.00-$100.00, Lice spray- $4.99



Outcome:
Create Mother’s Day fun for your patients by helping them make Mother’s Day
cards

Purpose:
To create a fun and memorable experience for your patients that they can’t wait to
tell their friends about; to reduce the perception of wait time.

Action Plan:
• Decorate the office with Mother’s Day streamers, helium balloons, etc.
• Set up a table in the reception area to serve as a craft area for the younger

children to make Mother’s Day Cards.
• Supply table with art

supplies such as construction
paper, scissors, crayons (use
colored markers at your own
risk) and glue sticks.

• It really helps if you hang a
sign above the table
welcoming patients to join in
the fun. Also, make a few
examples and hang them
above the table and around
the office as well.

Cost:
Office decorations- $20.00
Colored construction paper- $2.99 per package
Crayons- $3.99
Scissors- $.99 each
Glue sticks- $.99 each



Outcome:
Mother's Day Cards and Drawing in April-May lasting six to eight weeks
(Example: March 30-May 8)

Purpose:
To give patients a chance to thank their mothers for all they do and offer the
patients a chance to win a gift for their mother. This contest also allows the practice
to individually recognize the mothers'of our patients.

Action Plan:
• Patient fills out a mother's day card for their mother,

provided by the practice, and an index card with their
mother's name.

• The practice mails the mother's day card
from the patient three to four days before
mother's day.

• The index card is placed in a drawing for a
mother's day gift. The drawing is held the day
Thursday before Mother's Day weekend.

• The gift could include a flower arrangement
delivered to work, a spa day certificate, a
maid-for-a-day certificate, etc.

Cost:
800 Mother's Day Cards at $1.25 each = $1000.00
One Package of Index Cards = $1.50
Drawing Prize = $50.00-$100.00



Outcome:
Mother's Day Luncheon and Fashion Show held at a local restaurant or country
club in May or June.

Purpose:
To show appreciation to the mothers of our practice for their continued support; to
create a memorable experience that patient’s moms will tell others about; to
increase name recognition in the community.

Action Plan:
• Assigned staff will assist in running labels, mailing

invitations, collecting RSVP's, and modeling.
• Designate a staff member to research luncheon

availability at a local restaurant or country club.
Determine two dates of availability.

• Designate a staff member to research local
boutiques in the area who can provide clothes
for a fashion show during the luncheon.

• Finalize date and location.
• Prepare mailing labels (plus one roster of names)

for all active patient mothers.
• Prepare a postcard  invitation detailing all pertinent

information  about the party (including RSVP date with luncheon meal
choices)and mail six weeks before the party date.

• RSVP's must be received two weeks before party date.
• If appropriate, advertise the luncheon in the patient newsletter and practice

bulletin board as well.
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• Designate which staff members will be modeling the clothes. Or, call a few
patient moms who are extremely active and offer them the choice to model the
clothes. If you have a lack of models, ask the boutique to suggest a person or
persons who may want to help.

• Have the boutique provide a clothes-fitting day with the models two weeks
before the luncheon date. At this time, collect some biographical information
on the models that will be used as filler information as the clothes are modeled.

• Designate one staff member (or the Doctor) to emcee the fashion show and
become familiar with the model biographies.

• Purchase door prizes. Suggested door prizes include a bottle of wine, spa basket,
gift certificates to mall stores, massage certificate, session with personal trainer,
maid-for-a-day  certificate, etc.

• Collect all RSVP's via phone and in person and tally. Call in attendance number
and meal choices to restaurant for expected head count.

• Upon arrival, each person receives a carnation as a "thank you" for their support
as well a ticket to be used for door prize entry. The guest must write their name
on the back of the ticket for entry.

• Staff member places tickets in big bowl for door prize drawing at end of
luncheon.

Cost:
Postcard Invitations (850 x $.10) = $85.00
Mailing = 850 x .20 = $170.00
Luncheon Food and Beverages = $15.00 per person x estimated attendance of 75
(including staff) = $1125.00
Door Prizes = $500.00 (Having these items donated by local businesses will
significantly cut down on costs.)
Decorations = $20.00
Carnations = $57.00
Microphone  Rental = $22.00
Clothes = $0.00 (Clothes are lent to the practice at no cost for the fashion show.)
Total Estimated Cost: $2000.00



Outcome:
Orthodontist calls each pending new patient the evening before their initial
examination.

Purpose:
To give the prospective new patient a strong sense
of communication from your office.  To allay any
fears that the patient may have about their initial
visit to your office, to answer any unusual
questions  and to create a sense of caring that the
patient can perceptably experience.

Action Plan:
• Most patients very seldom even talk to a doctor, let alone have them call the

night before their initial examination.  You can imagine the  power and
acceptance that this type of phone call can generate. This should be a very "soft"
call and is only meant as an introduction to you and your office.  If you don't
have a pleasing or charismatic phone manner, don't make these calls as you can
hurt your cause more than help it.

• Purchase a "hands-free" cellular phone system for your car.  It is especially
helpful if the cellular phone can be removed easily (i.e. not integrated into the
car audio system.) These systems can be retrofitted to your present car.

• Have your treatment co-ordinator program the names and phone numbers of the
new patients that will be coming in the following day.

• On the way home from work, make a call to each of the prospective new
patients or their parents.  Over 50% of the time you will get an answering
machine, so be prepared to leave a brief and succinct communication  that will
convey your message .

• Complete your call by asking the patient if they need directions to your office
and  a firm "I really look forward to meeting you" goodbye.

Cost:
Hands free cellular phone and hook-up: $300-$500
Monthly cellular phone bill: $40.00 -$60.00, depending on options and minutes.



Outcome:
Individualized computer monitor desktop screens.

Purpose:
To add to office and name branding by using computer desktop screens that display
the office logo and motto.  These desktop screens  add to the "tech"
feel of the office and serve to constantly remind the patient of your goals by way of
your branding motto.

Action Plan:
• Design computer desktop

themes that personify the
character and brand of the
office.

• Especially artistic and esthetic
desktop screens can be found on
mikebonnell.com for a very
small cost.

• Place name of office and
motto in lower left hand   corner
in Photoshop.  Place in the
Desktop Display in the system folder (Mac) or Save as screensaver (PC).  The
instructions for turning these pictures into desktop screens are in the program
manuals for MacOS and PC.

Cost:
Access to the mikebonnell.com site is free for many of the screensavers.
Joining the website is about $20.00 anually.



Outcome:
Office web-site

Purpose:
To communicate with the entire orthodontic community through a well designed
and easy to navigate orthodontic website.  Acts as a conduit for doctor and staff e-
mail and possible  purchase site for line extension items in the future.

Action Plan:
• Unless you are extremely computer

literate yourself, it is best to contact a
web development company and
communicate  your anticipated web
needs. It has been estimated that
approximately 60% of the orthodontic
website traffic is women.  Female
internet browsers want easy to use and
functinal ebsites (vs. Men, wholike
more complex or intricate websites).  The answer:  unless you are trying to
accomplish more than just an electronic office brochure, keep your website
extremely functional and uncluttered.

• A good resource for a orthodontic website development is Orec PMSI (1-800-
624-5517). New resources are also cropping up all the time.

• The most difficult thing about web-site formation is content. Be prepared to
spend a great deal of time with preparing content. To that extent, try to create a
website that doesn't need a great deal of constant updating (adding pictures,
etc.), unless that is a hobby of yours.

• The first iteration of your website should be to just get a domain name and
create a simple presence on the web.  Remember, this whole game is in a
constant state of flux and you will be altering your website for different
purposes in the future. You can count on it.

Cost:
Barebones website: $500-$700;  Complex: $3000; Very complex: $20,000+
Server: approximately $240 per year



Outcome:
Hold and Open House/Canned Goods Drive in your office.

Purpose:
To thank referring dentists'and their staff for their referrals, facilitate
communication between the practice and referring offices, and show off the quality
of the office site and staff. To facilitate a community spirit among both practices
through a can drive.

Action Plan:
• Determine a date at least three months in advance for

the open house.
• Prepare mailing labels (plus one roster of names) for

all referring dentists, pediatricians and dental
community members in your area.

• Prepare an invitation (with RSVP certificates)
detailing all pertinent information about the open
house and mail eight weeks before the party date.
RSVP's must be received two weeks before party date.
Remember: this party is an opportunity to give back to
the community. Ask your attendees to bring a can of food that will be donated
to a local charity.

• Ask one staff member to call a caterer who can provide food and beverages on
the specified open house date. Some suggested food items are finger sandwiches,
hors d'ouevres, and desserts. Offer sodas and bottled water. Beer and wine is
optional.

• Promote the open house in the referring dentist newsletter, emphasizing the can
drive charitable effort, and include an RSVP number and contact person.

• Each team member will assist in preparing the office for the open house, i.e.
making sure the facility is tidy, and will provide tours for the referring dentists'
and their staff. Each team member must arrive one half-hour before the
festivities begin in professional attire.

Cost:
Approximately $750.00-$1000.00  based upon attendance of 100 professionals.



Outcome:
In this program emergency kits are delivered to selected schools, based upon
demographic and market analysis, highlighting the unique strengths of the practice
and orthodontics, and offering information about how to care for an emergency
while also providing the tools to do so.

Purpose:
To increase practice visibility in the school marketplace; to build rapport with the
individuals in the community who also care for your patients.

Action Plan:
• Select schools within a 3-7 mile radius depending on specific

market analysis figures.
• Empower a team of staff members to put the packets together

in plastic bags with the practice name on it.
• Suggested contents of the bag are: business cards, toothbrush,

gauze, wax, tweezers, wire clipper, mouth mirror, mouth
rinse, and Tylenol.

• A practice brochure and sample orthodontic care brochures
should also be included along with pencils, erasers and magnets.

• Deliver two emergency kits to each target school shortly after the beginning of
each school year and again in January or February.

• Upon delivery, have staff take the opportunity to reiterate to the school nurse
the positive elements of the practice such as: children-friendly environment,
warm and caring staff, flexible financing options, no down payment,
accessibility, commitment to children in community, complimentary
consultation, etc.

Cost:
North Pacific 9 x 13 plastic bags with personalized logo - $210.00 for 1000.
Bag Contents - $50.00 per bag (high quality wire cutters elevate the cost but may
be worth the extra expense).
Estimated Total Cost: 10 schools x $50.00/bag = $500.00



Outcome:
Practice achievement card containing clipping from local newspaper describing the
patient's accomplishment.

Purpose:
A weekly program to promote the position of the practice as a patient and family
oriented office and show appreciation of patients' accomplishments.

Action Plan:
• Encourage all staff members to collect pictures and articles from local

newspapers and magazines which highlight the achievements of your patients.
Some examples include sporting events, school awards, volunteer efforts,
honor roll, etc.

• Designate one staff member to collect
the clippings from fellow staff
members on a weekly basis. This staff
member should make a copy of the
clipping for the Practice Photo Album
or “Wall of Fame” bulletin board.

• Take the original clipping and include
it with a “You're in the News” card.

• Have a staff member address an
envelope for each patient receiving a
clipping
and have her mail the cards to the
respective patients on the last workday
of each week.

Cost:
Cards - Estimated at 200 cards for $100.00
Postage - Estimated cost of $1.98 per week based upon the mailing of 6 cards



Outcome:
Patient appreciation family picnic in the parking lot of the office or a close-by
park; lasting approximately 2-3hours; in the spring or fall when the kids are still in
school but the weather is good enough to accomodate the picnic.

Purpose:
To thank patient and parents for choosing the practice and encourage them to
refer their friends; to create an event that your patients will want to tell others
about.

Action Plan:
• Wearing practice T-shirt. Staff must arrive one hour before party time for set up

and stay one hour after for clean up.
• Determine party date and make sure your office neighbors are not adverse to

you holding a picnic in the
parking lot.

• Determine rain date in case of foul
weather.

• Prepare invitations (with RSVP
certificates) detailing all pertinent
information about the party and
mail eight weeks before the party
date. The invitation should be
mailed to all active patients with
their monthly statement.

• Optional: you may also invite the
top 15 referral offices--staff, Doctor and families.

• Place posters promoting the party in the office as soon as the invitaions are
mailed.

• If you are creating a newsletter, promote the party on the first page.
• Collect all RSVP's and tally. Note attendance number so proper food and

beverages may be ordered.
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• Order chips, corndogs, ice cream sandwiches, apples and sodas for the attendees.
For the ice cream sandwiches and sodas, have the staff share their coolers from
home for the party, or purchase large garbage cans to fill with ice.

• Purchase a roll of tickets for the attendees. These tickets will be used as winning
receipts that can be redeemed for prizes.

• Shop at local toy warehouse to obtain gifts that patients can redeem tickets for,
i.e. stuffed animals, Frisbees, makeup, jewelry, nerf footballs, etc.

• Rent tables (for the food and
prizes) and folding chairs for
seating.

• Purchase eggs for the egg toss,
burlap sacks for the sack race,
bandanas for the three legged race,
apples and a bowl for bobbing for
apples, a football and ring for the
football toss, balloons for the
water balloon toss, a giant rope for
tug-of-war, and a few batons for
the relay race. Another fun game
is the wheelbarrow race, which is
very cost-effective, or try having
Pinatas for a group game.

Cost:
Estimated Total Cost.
$2500.00-$3000.00 based upon attendance  of 200
Children:
Approximately $200.00 for race materials (i.e. sacks, eggs, etc.)
Approximately $500.00 for decorations
Approximately $1200.00 for food/beverages
Approximately $725.00 for prizes for contests



Outcome:
Patient appreciation party at a local roller skating rink.

Purpose:
To thank patient and parents for choosing the practice and encourage them to refer
their friends; to introduce your patients' friends to the practice; to raise your profile
in the community; to increase new patient appointments.

Action Plan:
• Locate a roller skating rink in your area and contact them to make arrangements

to hold a private skating party.
• Choose a date at least 3 months away in order to plan and market your skating

party adequately.
• Suggested hours for the party are from 6:00 pm to 9:00 pm. Your party should

be at least 2 hours long but no longer than 3 hours.
• At each appointment leading up to the party, patients are given a invitation card

with their name on it. Included on the card are details of party policies (who is
invited, charges, etc.) and a map to the rink.

• Each card admits that patient and their immediate
family for free (this does not include skate
rentals). The card also serves as an
entry into prize drawings
throughout the party.

• The evening culminates with a
grand prize drawing. One suggested
prize is an iMac computer. It’s cool, not too expensive
and definitely has a wow factor for kids. Purchase the
prize (i.e., iMac) ahead of time and display it in the
office as part of your party promotion.
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• Patients are encouraged to invite as many friends as they would like. Friends are
charged $2.50 (or whatever the standard admission charge is) plus skate rentals
if necessary. For each friend they bring, each patient receives an additional entry
for the drawing to increase their chances of winning.

• Posters announcing the party are made and displayed in the office. If
possible, incorporate photos from previous skating parties.

• Should the practice have a patient newsletter, the party is
promoted in that as well.

• The doctor and staff need to wear brightly colored custom-
designed silk-screened t-shirts to identify themselves as
office teammembers and party hosts.

• If possible, is suggested to hire an emcee to help
host the party, keep it on schedule, organize
games, and in general make the party fun.

• Be sure to insist that the rink schedule extra help for the
event, especially for check-in and admission.

Costs:
Skating rink charges for those skaters that do
not pay for themselves are approximately
$2.50 per person x 200 skaters = $500.00.
Friends pay their own admission and anyone who needs skates pays for that
separately.
iMac computer- $800.00.
Additional prizes (gift certificates, etc.)- $250.00.
Emcee- $75.00 to $100 per hour.



Outcome:
Patient care cards sent to recently seen patients each day.

Purpose:
To promote the position of the practice as a patient and family oriented office
and show appreciation for the patients.

Action Plan:
• Purchase unique note cards for the practice as well as

stickers of sports, bunnies, stars, etc.
• Designate each clinical staff person to hand write three

(3) care cards per day to recently seen patients.
• The care cards should thank the patient for

their cooperation or encourage them to
cooperate, should highlight some topic of
your conversation (a recent award they
received or sports team they are a part of), and
should make them feel that they are special! The
cards can then be decorated with the stickers that match their interests.

• The cards should definitely be sent after a difficult appointment or a
banding/debanding appointment.

• The care cards should be stamped and mailed on a daily basis.

Cost:
2500 note cards = $295.00 (Averages out to $.12 per card)
Average 7 employees who send 3 cards per day = 21 cards per day
Average days worked per month = 20
21 cards x 20 days = 420 cards per month x 12 cents = $50.00
420 cards x .33 cents for postage = $138.60
Total Estimated Cost Per Month - $188.60



Outcome:
Patient receives a glamour photo session after debanding.

Purpose:
To congratulate the patient on their recent debanding and promote a sense of
self-confidence about their new look.

Action Plan:
Option 1: Price the sitting fees and photo fees at different photography studios in
your area. Most practices that already perform this marketing activity use either a
Glamour Shots studio or an Olan Mills studio.
• Contract with the studio and have them

provide you with gift certificates for
the number of sessions you will need. The
session will include the sitting fee plus two
8x10 photos. Most practices give this incentive
to 3-5 recently debanded  patients every four
to six months.

• Randomly select from recently debanded
patients based upon their compliance record.
For example, those patients who have had no
cancelled or broken appointments, who have
excellent oral hygiene skills and who are
compliant with the practice recommendations.

• The chosen patients will be treated to a
glamour photo session. Notify the patients of their surprise and ask them to pick
up the gift certificate at their next retainer check appointment. It is the patient's
responsibility to set up the appointment time, at their convenience.
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• After the photo session, the patient keeps one photo while the additional photo
should be brought in to the practice by the patient to hang on the "Wall of
Fame".

• In certain cases, the photos may be sent directly to the practice and the patient
    will have to pick up his or her photo at the practice. This will vary by studio.
   "The Wall of Fame" allows a visual, for patients and parents, of completed
    treatments and is a great way to show prospective patients end results.
Option 2: Follow the same procedure as above except that all recently debanded
patients should receive a certificate.

Cost:
Sitting Fee plus Two Photos - $15.00-$30.00
Option 1: For assumed five selected patients every four
months, the total equals
between $225.00 and $450.00 per year.
Option 2: For assumed 300 debandings per year, the total
equals between
$4500.00 and $9000.00. Twelve Frames with Matting =
$180.00 at $15.00 each



Outcome:
Create a patient referral incentive program.

Goal:
To increase the number of patient/parent referrals through surprise incentives.

Action Plan:
• When a new patient comes in for an exam, and states that he/she was

recommended by a friend, the friend's name is noted in the referral category of
the information system report. The referrer is then rewarded for their referral in
the following manner:

• Parent or Adult Patient, firstReferral: A
generic thank-you note, prepared on the same
day by the front desk staff member, is
signed by the Doctor and mailed.

• Second Referral: A box of candy is
delivered to the referrer's home or
workplace with a handwritten thank-you
note.

• Third Referral: A flower arrangement is
delivered to the referrer's home or workplace
with a handwritten thank-you note.

Cost:
First Referral - $.50
Second Referral = $15.00
Third Referral - $35.00-$45.00



Outcome:
To have each child patient send a thankyou card to their parent or guardian at their
appliance removal appointment.

Purpose:
To reinforce the child's relationship with the people who provided them with the
opportunity to have braces.  Also, to let the parents know that you are aware of their
sacrifice in affording the child orthodontic treatment.

Action Plan:
• Order postcard with a festive or celebratory flair that gives the patient a

reasonable amount of space on the back to a sentence or two message. A good
source for the postcards is Paper Direct (1-800-272-7377).

• While the child is preparing for retainer placement  (immediately after appliance
removal), the assistant will give them the thankyou card and a pen and encourage
the child to write a thoughtful, cute or funny note.

• The patient is also asked to fill out their address on the opposite side.
• The assistant will add postage and place in that days' outgoing mail.

Cost:
Postcard: $.25 each
Postage: $.28 each



Outcome:
"Pick your nose" seasonal  contest.  Or, for the more subtle office, "Who Knows
Whose Nose" contest.

Purpose:
To maintain the enthusiasm  of patients and parents about the office in a fun and
playful manner.

Action Plan:
• Take an impression of each of the staff member's and

Doctor's noses.  Also, take some "gimme" impressions of
plastic bird beaks, elephants trunks, and pig snouts etc. that
can be found at a local novelty store. Pour in yellow stone.

• Create a contest entry brochure with the names of the staff
members and a corresponding number. Create a template
for quickly discerning the correctness of the matches. The
brochure can be done on Microsoft Word with stock
brochure paper from Papersdirect.com.  Mount the noses
with soft glue (so they are removable) on a 2ft. X 2ft.
plastic board purchased at Homebase.

• Run the matching nose contest during one
patient treatment cycle (8-10 weeks) then put it
away for another year (when you'll probably
have some new noses).
• If you have a large staff, very few patients
will get the matches right, so you can give out
nice gifts like CD Walkman,  MP3 players,
Pizza Nights, etc.

Cost:
Materials for nose board: $25.00; Brochures:
$12.75 Prizes: $300.00



Outcome:
Practice photo album containing staff and patient pictures, testimonials and
advertisements.

Purpose:
To promote the position of the practice as a patient and family oriented office and
show appreciation for the staff and patients.

Action Plan:
• Purchase a photo album that contains 8 1/2 X 11 sticky pages.
• Designate one staff member to be the "keeper of the book".
• Collect pictures of staff outings, patient parties, contest winners, clippings of

practice ads, staff continuing
education certificates, thank you notes
from patients/parents, and
testimonials of the quality treatment
patients receive.

• Make the first page a complete staff
picture with the practice mission
statement next to it.

• Subsequent pages should include
Doctor and staff biographies sharing
their hobbies, pets, family life and of
course orthodontic experience,
allowing the readers to get a feel for
the person personally and professionally.

• Arrange the photos and clippings chronologically in an entertaining way, and
add to the book on a monthly basis, making sure to add verbal detail referencing
what the pictures or clippings relate to.

• Keep the book in the waiting room or the new patient room for visitors to read
through as they wait. This allows the visitor to get a feel for the practice and
see who they know that is also a patient of the practice.

Cost:
One photo album - $20.00



Outcome:
To educate potential patients about good dental health, proper oral hygiene and
Orthodontics; to increase practice visibility in the marketplace; to increase new
patient appointments.

Purpose:
School presentation describing orthodontics and the benefits of orthodontic
treatment. Can also be done at the health fair level.

Action Plan:
• Send a letter offering the Doctor’s services to make a

presentation on dental health to all schools  within a
seven-mile radius.

• When a date is scheduled, enter it into the
schedule so no patients are scheduled during
presentation time.

• Doctor and staff should wear practice t-shirt
or polo shirt while presenting.

• Gather toothbrushes, magnets, pencils, brochures,
self-diagnosis pamphlets, letters to parents and
quiz and answer sheets and bring to presentation.

• The school presentation should include the following items: who you are,
definitions of a dentist, hygienist and orthodontist, how often you should visit
your dentist, proper flossing and toothbrushing techniques, what orthodontic
treatment is and why it is necessary, and a demonstration of appliances.

• Distribute the following items to the teacher: a letter home to the parents,
coloring books, toothbrushes, magnets, pencils and brochures. In turn, the
teacher will pass out to the kids to bring home at the end of the day.

Cost:
Handouts such as tooth brushes, magnets, pencils, etc. $50.00-$75.00
Republic of Smiles Coloring Books- $1.00 each



Outcome:
Celebrate President’s Day in the office.

Purpose:
To maintain the enthusiasm of patients and parents about
the office and make  the office fun .

Action Plan:
• Decorate the office for President’s Day with banners, flags, and red, white and

blue balloons and streamers.
• Copy the following President’s Day Word Search onto patriotic paper obtained

from Paper Direct (1-800-272-7377) and hand out to patients.

Cost:
Office decorations- $20.00
Patriotic paper- $24.00 per package of 50



Outcome:
Hire a magician for an afternoon to wow and amaze your patients.

Purpose:
To create a fun and memorable experience for your patients that they can’t wait to
tell their friends about; to reduce the perception of wait time.

Action Plan:
• Locate a magician to perform magic tricks and create balloon animals in

your office. Places to look would be in the Yellow Pages under Magicians, at
local street fairs and market nights, and at area magic supply stores.

• Hire them to perform on a busy afternoon so you get the most bang for your
buck. You want as many people to experience the fun (and tell their friends
about it!) as possible.

• An added bonus is that in the rare event you are running behind schedule, no
will notice because they will be so preoccupied with the mystery and
enchantment.

Cost:
Magician- $35.00-
$75.00 per hour



Outcome:
Pumpkin Decorating Contest - two week program

Purpose:
To maintain the enthusiasm of patients and parents about the office and make
the office fun.

Action Plan:
• Signs are made and posted in the office promoting Staff Pumpkin Decorating

Contest.
• Purchase a pumpkin for each staff member to decorate.
• Designate a half-day two Fridays before the week of Halloween as a decorating

day. The staff may also use at home time for decorating if they so choose.
• Display the pumpkins in the office. Have each patient who wants to

vote on the best pumpkin fill out an index card with their name and
their pick. Have the patient place the index card in a plastic
pumpkin next to the real pumpkins.

• Once the patient has voted, he or she is entered into a
drawing for a gift certificate of $ 25.00.

• On Friday, October 30th, tally the results and post
the winning pumpkin's name on the bulletin board.
Place the cards back into the container and pick a
patient's name as the winner of the gift certificate.

• Notify the patient that he or she has won and to pick up the
gift certificate at their next appointment.

• Post the name of the patient who won the drawing on the bulletin board along
with their picture.

• Deliver the carved pumpkins to a local convalescent home or Children's Hospital
after the drawing to further community cheer.

Cost:
Mall Gift Certificate or Blockbuster Gift Certificate - $25.00



Outcome:
Placement of a removable traveling light sign in the waiting room to make
special practice announcements.

Purpose:
To create a focal point to announce special marketing campaigns, to elicit assistance
from your patient base (when creating a data base, for example) and to add to the
festive atmosphere of the
office at certain times of
the year.

Action Plan:
• Purchase a traveling light sign at a local supplier.  The large warehouse retailers

such as Costco/Price Club and Sam's Club carry this item.
• Have a staff member program the traveling light sign.  The instructions come

with a hand-held control board and it only takes a few minutes to learn the
programming.  This staff member should be aware of how to program the light
board, where to hang it in the reception area, and where to plug it in.

• Since the traveling light board is so conspicuous, it would be irritating to
patients if it were running all the time. Save the light board for extra-special
occasions or where you really need to get the attention of the waiting room
parents.  For example, if your local high school team wins a championship or
the Little League team goes to the area finals, or one of your patents is selected
for the Olympic team. It's also fun to celebrate holidays in a fun and frivolous
manner. The traveling light board loses it appeal if it is used all the time or for
unimportant trivia.  It will look too commercial.

• Use the traveling light box to help you create an e-mail and fax database. Since
the message can be as long as you like, you can explain what you are going to
do with the database.  At the end of the message, invite your patients to
volunteer their electronic addresses at a clipboard at the reception desk.

Cost:
Traveling light boards, depending upon their size and complexity, can be purchased
at Sam's Club or Costco for $150 to $300.



Outcome:
Give a referring doctor and his/her staff an unexpected treat – have their cars
washed.

Purpose:
To thank referring dentists and their staffs for their referrals; to employ the
principle of reciprocation; to increase new patient referrals.

Action Plan:
• Contract with a mobile car wash company to wash referring dentists and their

staffs’ cars at their office.
• Schedule a date and time with the referring dentist’s office and the mobile car

wash company to have the cars washed.
• Meet the car washers at the referring dentist’s parking lot at the appointed time,

bringing with you a dozen donuts for the office.
• Deliver the donuts, introduce the car washers, and thank the office for all their

referrals.

Cost:
Mobile car wash-
$10.00-$15.00 per car
Donuts- $3.99 a dozen



Outcome:
Casino party for top 15 referring dentists and their staff (along with an invited
spouse or significant other).

Purpose:
To thank referring dentists and their staffs for their referrals; to facilitate
communication between the practice and referring offices; and to show how much
fun the practice is.

Action Plan:
• Determine a date at least three months in

advance for the party. The date should be a
Friday.

• Find a local restaurant or banquet
facility that you can book for a four
hour period, with about 75-100 guests
attending.

• The facility should provide a front door
hostess, hor d’oeurves and servers.

• The final count is given to the facility
when the RSVP tally is complete.

• Contract with a local special event planner
who employs casino dealers and can
provide the game tables such as blackjack,
roulette and craps.

• Prepare mailing labels (plus one roster of names) for the top 15 referring
dentists in your area.

• Prepare an invitation (with RSVP number on the bottom) detailing all pertinent
information about the party and mail eight weeks before the party date.

• Collect all RSVP's and tally on the roster. Call in attendance number to the
facility for expected head count.

CONTINUED ON NEXT PAGE



• Upon arrival, each person receives a name tag and $500.00 play money to
gamble with throughout the evening. All winnings may be used toward
auctioned prizes and gifts at the end of the evening.

• Each team member must arrive one hour before the festivities begin in
professional attire.

Cost:
Casino Personnel and Tables (2 craps, 5 blackjack,1 roulette)- $1,500.00
Banquet Buffet- $2000.00 based upon 100 people
Liquor- $650.00 (Option: To save on money and reduce the risk, have a cash bar
instead.)
Room Rental- $300.00
Prizes- $500.00-$800.00 (This number will vary depending upon the type of
prizes that are auctioned. They can range from a TV to a $25.00 gift certificate
to a mall store. This is at the Doctor's discretion. Other practices who have
performed this activity have had staff solicit prize and gift donations from their
spa, hair stylist, local sporting goods store, etc. Donated items will obviously cut
down on the prize costs.)
Total Estimated Cost - $5,300.00



Outcome:
Chart stickers for referring dentist patient files. Ideally sent after initial
examination, after banding and after debanding.

Purpose:
To notify referring dentists of patient's status; to enhance communication between
the practice and referring dentists’ offices; and to consistently remind the office to
refer to your practice.

Action Plan:
• After the initial oppointment, a diagnosis  and recommended treatment letter is

sent to the patient's referring dentist. As an attachment, a green chart sticker
should be included with the letter. This sticker should read "This patient has had
an initial orthodontic consultation with Dr. . If you have any questions  about
this patient's treatment, please contact us at (enter address and phone number)."

• After a patient is bonded, a progress letter is sent to the patient's referring
dentist. As an attachment, a yellow chart sticker should be
included with the letter. This sticker should read, "This
patient is now under the orthodontic care of Dr. . If you
have any questions about this patient's treatment, please
contact us at (enter address and phone number)."

• After a patient is debonded, a progress letter is sent to the
patient's referring dentist. As an attachment, a red chart
sticker should be included with the letter. This sticker should read, "This patient
has now had their braces removed and has been encouraged to visit you for a
check up. If you have any questions about this patient's  treatment, please
contact us at (enter name. address and phone number)."

• Note: The chart stickers can be made on the practice laser printer.

Cost:
Fluorescent Laser Labels sized 1" x 2 5/8"
1 box = 15 sheets with 30 labels/sheet = 450 labels = $17.81
3 boxes (one for each color) x $17.81- $53.43



Outcome:
Create an ongoing fax marketing program referring dentists.

Purpose:
To create ongoing communication with referring and potentially referring dentists;
to employ the principle of repetition to indelibly imprint our “brand” in the minds
of referring dentists; to increase new patient referrals.

Action Plan:
• Be on the lookout for fascinating information that would be of interest to your

referring dentists and their staffs. Tear out articles, check out the web, etc.
• Using Microsoft Word or your word processing program of choice, write a one

page informational article that can be faxed to all your referring, and potentially
referring dentists. I suggest you write several at a time.

• Be sure to include in either the header or footer your name, tagline, address,
phone number and website address.

• In the file name of the article, include the date on which
it should be sent, i.e., “06-12-00 Leadership” so you can
easily identify which article is to be faxed on
which date.

• Using a computerized fax program like
WinFax Pro, create a “group” that
includes all persons that you want to
receive your faxes.

• Delegate to a staff member the
responsibility of sending the faxes
using WinFax Pro every two weeks
according to your proposed
schedule.

Cost:
Other than your time…FREE!



Outcome:
Gift subscription to a financial newsletter or hobby magazine to top referring
dentists.

Purpose:
To thank referring dentists' for their referrals and encourage them to keep
referring. Usually done once a year, usually on the referring dentists' birthday or at
the holidays.

Action Plan:
• Obtain a list of the top 15-20 referring dentists with their

birthdays included.
• Determine whether the gift subscription will be sent on the

referring dentists' birthdays or at holiday time.
• For the financial newsletter subscription, contact The

Blair-McGill Advisory for a one year subscription to be sent to the
referring dentists office. Twelve monthly issues with articles on tax savings,
investments, overhead control, etc., will be sent with a letter informing them of
your gift. Each month thereafter, the newsletter will be delivered to them
labeled "Compliments of Your Name" so the referrer is consistently reminded of
your appreciation for his/her referrals.

• Discounts are available for gift subscriptions of five or more.
• The Blair-McGill Advisory can be reached at 704-523-5882.
• For the hobby magazine subscriptions, i.e. Golf Magazine, contact the magazine

for a one-year subscription to be sent to the referring dentists. Twelve monthly
issues with articles on their hobby will be sent with a letter informing them of
your gift.

• Check to see if discounts are available for gift subscriptions of five or more.

Cost:
Blair-McGill Advisory- One to five subscriptions - $125.00 each

Six to ten- $95.00 each; Eleven to fifteen- $85.00
Hobby Magazine- $18.00 to $100.00 (cost varies for different magazines)



Outcome:
A lunch in your office for referring dentists and their staff members hosted by you
and your staff.

Purpose:
To nurture relationships with your referring dentists; to increase practice visibility
in the dental community; to increase dental staff awareness of what orthodontics is
all about; to increase new patient referrals.

Action Plan:
• Determine top 10 referring practices and 2 prospective referring practices who

are not referring now who you would like to have for lunch (one each month).
• Have a staff member or doctor call the

selected dentist to set up a mutually
beneficial date for them and their staff to
come to lunch at your practice.

• A local caterer or lunch establishment is
called to deliver food and beverage for all
staff and doctors.

• If necessary, rent tables, chairs, tablecloths,
etc. from a party rental company.

• Staff should intermingle with the guests,
make them feel comfortable, give office
tours and share the positives of the practice.
Staff should also be aware of who the shared patients are, thanking the office
personally for their referrals and emphasizing how much the practice enjoys
taking care of their patients.

• The Doctor and staff should send a handwritten thank you letter with business
cards to referring dentist after the lunch.

Cost:
$125.00-$250.00 per lunch



Outcome:
An ongoing relationship marketing program that involves regular visits and
delivery of gifts to referring and potentially referring dentists.

Purpose:
To nurture relationships with referring and potentially referring dentists; to keep
you “top of mind” with your referring dentists; to employ the power of
reciprocation; to increase new patient referrals.

Action Plan:
• Run a referral tracking report identifying your top 30 referring dentists,

examining both numbers of patients referred and production amount referred
(which is worth more, a dentist that refers lots of patients that don’t start
treatment or a dentist that refers fewer patients that always start?)

• Separate your list into thirds as best you can- top third,
middle third, bottom third.

• Top third referrals will be visited by designated
staff and delivered a gift on a monthly basis.

• Middle third referrals will be visited by designated
staff and delivered a gift around six major
holidays (i.e., Valentines, Easter, Fourth of July,
Halloween, Thanksgiving and Christmas).

• Bottom third referrals will be visited by designated
staff and delivered a gift around three major holidays
(i.e., Christmas and two other holidays of your choosing, spaced evenly
throughout the year).

• Identify and schedule visits to your targeted dentists on your annual marketing
calendar based upon your referral ranking system.

• Designate one or two staff members to be in charge of creating and delivering
the gifts according to your plan.

Cost:
Typically, the cost for each gift is about $6.00 to $20.00
Note: See following pages for specific ideas



Outcome:
A creative but inexpensive basket filled with a variety of apples and caramel dip
that can be delivered to referring dentists as part of an ongoing relationship
marketing program.

Purpose:
To nurture relationships with referring and potentially referring dentists; to keep
you “top of mind” with your referring dentists; to employ the power of
reciprocation; to increase new patient referrals.

Action Plan:
• Based upon your target list, determine which referring dentists will be visited

and schedule a time for a designated staff member to make the deliveries.
• At your local grocery store purchase one container of caramel dip, one apple

corer, and three kinds of apples for each basket your are going to deliver.
• At your local craft store, purchase baskets, crinkle paper and ribbon.
• Stuff crinkle paper in bottom of

basket and cover with apples.
• Place one container of caramel dip on

top of the apples.
• Use the ribbon to tie the apple corer to

the basket.
• Deliver with a note thanking the

dentist and staff for their referrals and
continued support.

Cost:
Apples- $7.00 per basket
Apple corers- $.49 each
Caramel dip- $2.99 each
Baskets- $3.50 each
Crinkle Paper- $1.49 per package
Ribbon- $.50 per basket Total Cost- $16.00 per basket



Outcome:
A creative but inexpensive Nut Basket that can be delivered to referring dentists as
part of an ongoing relationship marketing program.

Purpose:
To nurture relationships with referring and potentially referring dentists; to keep
you “top of mind” with your referring dentists; to employ the power of
reciprocation; to increase new patient referrals.

Action Plan:
• Based upon your target list,

determine which referring dentists
will be visited and schedule a
time for a designated staff
member to make the deliveries.

• Purchase a 50 lb. bag of mixed
nuts from your local grocery store
or discount warehouse.

• For each office, purchase a small
basket, a nutcracker, and ribbon.

• Creatively assemble each basket,
using approximately 2 lbs. of nuts
per basket.

• Deliver with a note thanking the
dentist and staff for their referrals
and continued support.

Cost:
Nuts- $1.99 per pound
Baskets- $3.99 each
Nutcrackers- $.59
Ribbon- $.50 per basket
Total approximate cost per basket- $6.00



Outcome:
A creative but inexpensive basket full of coco, cups, treats and cookies that can be
delivered to referring dentists as part of an ongoing relationship marketing
program.

Purpose:
To nurture relationships with referring and potentially referring dentists; to keep
you “top of mind” with your referring dentists; to employ the power of
reciprocation; to increase new patient referrals.

Action Plan:
• Based upon your target list, determine which referring dentists will be visited

and schedule a time for a designated staff member to make the deliveries.
• At your local Pic-N-Save, Cost Plus Market, grocery store or gourmet market,

purchase baskets, hot chocolate, cookies, chocolate spoons and mugs – enough
to fill each basket you will be
delivering.

• Creatively assemble baskets
placing crinkle paper in the
bottom of each basket.

• Deliver with a note thanking the
dentist and staff for their
referrals and continued support.

Cost:
Baskets- $3.99 each
Mugs- $1.00 each
Hot Chocolate- $.99 each
Coco wafers- $3.50 each
Chocolate mint thins- $1.50 each
Chocolate spoons- $.50 each This is a great delivery when it’s cold.



Outcome:
A creative but inexpensive basket full of iced tea delights that can be delivered to
referring dentists as part of an ongoing relationship marketing program.

Purpose:
To nurture relationships with referring and potentially referring dentists; to keep
you “top of mind” with your referring dentists; to employ the power of
reciprocation; to increase new patient referrals.

Action Plan:
• Based upon your target list, determine which referring dentists will be visited

and schedule a time for a designated staff member to make the deliveries.
• At local Pic-N-Save, Wal-Mart or Target, purchase iced tea jars, iced tea, cups,

spoons, baskets and crinkle paper, enough for each delivery.
• Creatively assemble baskets placing crinkle paper in the bottom of each basket.
• Deliver with a note thanking the dentist and staff for their referrals and

continued support.

Cost:
Baskets- $4.99 each
Crinkle paper- $1.49
Iced tea jar- $3.49 each
Tea- $.99 each
Cups- $.50 each
Spoon straws- $.99



Outcome:
Freshly baked pies that can be delivered to referring dentists as part of an ongoing
relationship marketing program.

Purpose:
To nurture relationships with referring and potentially referring dentists; to keep
you “top of mind” with your referring dentists; to employ the power of
reciprocation; to increase new patient referrals.

Action Plan:
• Based upon your target list, determine which referring dentists will be visited

and schedule a time for a designated staff member to make the deliveries.
• Purchase fresh baked pies, one for each office, from Marie Callendar’s, Costco,

or your local bakery.
• Tie a ribbon or decorative cord around the pie box with a

pie server attached.
• Plates, forks and whipping cream or ice cream

are optional.

Cost:
Should you have a Marie Callendar’s
Restaurant and Bakery in your area, each
month they have a special on different pies for
only $5.45 each. This is preferred over pies from Costco
or the like because they come in nice boxes and are perceived to be of greater
value. Should you need to purchase pies elsewhere, plan on spending somewhere
between $6.00 and $15.00 per pie.



Outcome:
To create a fun summer
watermelon delivery that is
“dressed to kill.”

Purpose:
To nurture relationships with
referring and potentially
referring dentists; to keep you
“top of mind” with your
referring dentists; to employ
the power of reciprocation; to
increase new patient referrals.

Action Plan:
• Based upon your target list, determine which referring dentists will be visited

and schedule a time for a designated staff member to make the deliveries.
• Purchase watermelons at your local grocery store, one for each office you are

going to visit.
• Then from your local craft store, Pic-N-Save, etc., purchase pipe cleaners,

sunglasses, leis and melon baller.
• Dress up melon Hawaiian-style and deliver

Cost:
Watermelon- $5.00 each
Sunglasses- $1.00 each
Leis- $1.00 each
Melon baller- $.49 each



Outcome:
A fun and imaginative orthodontic coloring book that can be used for a variety of
purposes.

Purpose:
The Republic of Smiles coloring book is a great adjunct to many marketing
activities. It can be given as a gift at the new patient exam and is especially
powerful when used as part of a school-bases marketing program. Kids love them
and tend to keep them around for some time.

Action Plan:
• Call Orec PMSI (1-800-624-5517) to order coloring books.
• Give them to younger children including siblings at the new patient exam.
• Use as resource and giveaway in your school marketing efforts.

Cost: Approximately $1.00 per book



Outcome:
A pizza party contest rewarding routine exams and cleanings by your patients.

Purpose:
To encourage patients to visit their general dentist for regular cleanings and
promote practice good will between the practice and referring dentists. This
is also an opportunity to communicate  the importance of continuity of care and
the significant part each person plays on the dental health delivery team.

Action Plan:
• In an effort to motivate patients to return to their general dentist for regular

cleanings and exams, patients are encouraged to bring in an appointment card
from their exam/cleaning appointment, signed and dated by the general dentist
or hygienist.

• The appointment card is placed in a drawing
which is held every eight weeks for a pizza
party at their house.

• The patient winner receives two large pizzas
and two-liters of soda delivered to their home.

• The patient's general dentist receives two pizzas
and two-liters of soda delivered to the office
for lunch, along with a personalized note of
thanks for their continued support.

• The patient and general dentist's office should be notified of the win and a date
scheduled for delivery.

• A poster detailing the specifics of the contest plus a decorated bowl for the
appointment cards should be placed by the front desk.

• A letter to the general dentist should be sent outlining the program.
• Patients may only enter once every six months.

Cost:
Four large pizzas plus sodas = $30.00



Outcome:
Water-soluable  "Smile Power" tatoos.

Purpose:
To maintain the enthusiasm  of patients and parents about the office and contribute
to experience of the office in a playful and fun manner.

Action Plan:
• On a computer, create a template of a fun or

seasonal tatoo that has an orthodontic theme.
"Smile Power" and "We Love To See You
Smile" and "X-Smiles" are examples of  some
possible slogans.  Once you've created the
slogan, rotate it 180 degrees horizontally so
that it is backwards when printed. (See right)

• Do not put your name, address, or phone
number on the tatoos.  The patients won't want
to wear them if they have blatant advertising.

• Since mainly younger children will be wearing the tatoos, ask the parents before
you apply the water soluable tatoo in the office.  Some parents don't like the
connotation of tatoos and don't want their kids wearing them for days.

• The tatoos can be removed with alcohol and the parents/patients  should be  so
advised.  The tatoos can be applied by placing a wet cloth over the water
soluable  tatoo for about 30 seconds.

• The tatoos can be applied by the assistants in the office, sent to new patients,
given to other referral sources.

• There are numerous companies that make water-soluable tatoos.  A good
resource is the advertising section of airline magazine.

Cost:
2000 water soluable tatoos can be purchased for about $150.00



Purpose:
To increase practice visibility in the marketplace; to show your commitment to
yourth athletic programs in your community; to increase new patient appointments.

Action Plan:
• Sponsor a local sports team showing your

commitment to children in the community.
• Sponsor their after game meals or snacks

and attend at least one game to show your
support.

• Send a special mailing to the parents of the
athletes on the team reaffirming your
commitment to the team and the kids, and
telling them about your practice.

• Place a photo of the team on the practice
"wall of fame"

• Place local newspaper clippings about the
team on the practice bulletin board.

Cost:
$150.00-$250.00 for sponsorship per quarter
$100.00 for after game meals.



Outcome:
A staff generated cookbook

Purpose:
To elicit a sense of fun and
closeness between your staff
and your patients.
To enhance the patients'
experience  of being treated
in a finely tuned and caring
office.  Allow the patients to
get to know each and every
staff member better.

Action Plan:
• Empower each staff

member to write-up their
favorite one page and
simple recipes.  For the first printing, you will only
need to elicit 3-4 recipes per staff member.  Each staff member should start off
the recipe with a personal or fun story about them or their family that explains
why they like this particular recipe so much. Encourage much hoopla and joy in
these descriptions

• The doctors should also participate by sharing 3-4 of their favorites also.
• Design a front page theme and introduction that describes the intent and purpose

of your office cookbook.
• Have a printing company print and bind (a plastic ring binder is preferrable)
• These cookbooks  can and should be gifted generously  at new patient exams,

holidays and to referring doctors offices. They are very well received.

Cost:
Between $700 and $1000 for 5000 copies; printing costs go down with number of
copies.  Print and save extra copies to be used in future cookbooks.



Outcome:
Smiling photograph of the patient and orthodontist taken on the day
of appliance removal.  Picture is sent to patient (adults) or parent on same day.

Purpose:
To thank the patient personally for the effort they put into treatment. Many patients
like to save these photos in memorabilia books and this serve as a nice "thank you"
and finish to the active orthodontic process.

Action Plan:
• Purchase a Polaroid or other instant camera. Purchase Success Cards from

Mirthworks, Inc., an orthodontic marketing product company.
• As the patient is about to leave the office after appliance removal, the chairside

assistant  that worked with the patient that day calls the Doctor and the patient
over to an appropriate place in the operatory (with a plain colored background)
and the assistant  takes their instant photo.  This is also a time when many
parents bring their own cameras and can snap a photo also.

• The Doctor should say, "And now, play like you're happy you got your braces
off" to elicity a great big smile from the patient.

• The picture is then gum-glued into the Success  Card, the address filled out on
the front side and the Doctor signs a personal thankyou message  on the inside.
This should be done promptly the day of the appliance removal.

Cost:
Instant camera $30.00-
$100.00 depending on
quality.
Success cards: $.50 each
Polaroid or Kodak instant
picture $.75 each



Outcome:
A summer contest for patients in which they submit photos of themselves while on
vacation.

Purpose:
To create a fun event in the office that will nurture relationships with patients and
keep you “top-of-mind;” to increase patient referrals.

Action Plan:
• Beginning in June, create and display posters announcing the contest which will

run through Labor Day. Incorporate entries from previous photo contests if
possible.

• At each visit during the contest, staff members will encourage patients to
participate in the contest.

• How it works: While on vacation, patients are to take unique photos of
themselves according to suggested categories
and submit them to the office before the
Labor Day deadline.

• Important rule: Either their braces or
retainers must be seen in the submitted
photo.

• Suggested categories include: Craziest,
Prettiest, Wettest, Scariest, Furthest Away,
etc.

• Photos are posted in a specific spot in the
office as they are received throughout the
summer.

• The staff selects winners after Labor Day according to category.
• Winners are notified by phone they have won and to pick up their prize at their

next appointment.
• Prizes consist of gift certificates such as movie passes, music certificates, etc.

Cost:
Gift certificates (one for each category)- $10.00 each



Outcome:
Super Bowl Score Contest; three weeks January 1-22

Purpose:
To maintain the enthusiasm of patients and parents about the office; to provide a
fun experience for your patients; to encourage word of mouth referrals.

Action Plan:
• Create and display signs in your office promoting the contest.
• Place a container decorated with football and sports stickers in a prominent spot,

usually at the checkout area.
• Each patient writes their name, age, the final

score and winning team they guessed on an
index card which is then placed into the
container.

• The last day to complete an entry is the
Friday before the Super Bowl.

• There will be one (1) adult winner and one
(1) child winner per office.

• Results are tallied the week after the Super
Bowl

• Winners are notified and the results are
posted on a bulletin board.

• When the winners come in and redeem their
prize, snap a picture for the bulletin board and the practice photo album as well.

Cost:
Prizes- $10.00-$25.00 for gift certificates
Index Cards - $1.50
Estimated Total Cost - $50.00



Outcome:
Create an effective television commercial advertising campaign.

Purpose:
To increase brand name awareness in your community; to encourage specifically
targeted prospective patients to seek orthodontic care in your office.

Action Plan:
• If done correctly, television advertising can be a very effective external

marketing vehicle at a surprisingly reasonable cost.
• In order for it to be cost-effective however, you need to have a cable company

in your area that delivers service to a relatively small area that is within your
target market.

• Contact the cable providers in your area to determine their coverage area and
advertising rates.

• Specifically, ask for advertising rates for the “Women’s Bundle”; 80% of all
healthcare decisions are made by women and they are more likely to notice and
remember your commercial. Don’t be a knucklehead and advertise on ESPN.

• In my area, the “Women’s Bundle” includes four premium channels-
Nickelodeon, The Fox Family Channel, Lifetime Television for Women and
Arts & Entertainment. When you run your commercial on a bundle it runs on
all four channels simultaneously.

• The cable company should be able to provide you with the name and number of
a reputable television production company they work with that you can use to
produce your commercial.

• Commit to at least a 26-week program. People are not going to pick up the
phone and call you the moment they see your first commercial. Instead, you will
be indelibly imprinting your name/brand into their head over an extended period
of time.

• Although we all know that it’s silly, because of its very nature, television
commercials create a certain sense of celebrity status – especially with kids!

CONTINUED ON NEXT PAGE



Cost:
• Production costs for one 30 second commercial- $475.00-$1,500.00
• Additional commercials are usually produced at a discounted rate.
• Airtime to run your commercial will vary dependent upon the number of

households you will be reaching. But to give you some idea of costs, I will give
you figures based upon my coverage area.

• My coverage area covers four of my target zip codes with 23,000 subscribers for
a penetration rate of 69% (21,829 homes in those zip codes do not subscribe).

• To air my commercial one time on all four “bundled” networks costs $34.20
(which was a negotiated discount from $38.00).

• In my case, I run my commercials (I have three versions which air in rotation)
21x per week on all four networks for a total of 84 showings a week.

• Let’s do the math: 21 multiplied by the bundled price of $34.20 (don’t forget,
that’s for four airings, once on each channel) = $718.20 per week or $2,872.80
per month.

• That means it only costs me about $8.50 every time one of my commercials airs
on a major network television channel targeted
specifically to women in my target area.

For examples, see the
QuickTime movies on
your Adventures in
Orthodontics CD-ROM



Outcome:
Create an effective theater slides marketing campaign.

Purpose:
To increase brand name awareness in your community; to encourage specifically
targeted prospective patients to seek orthodontic care in your office.

Action Plan:
• Visit a popular theater in your area and ask for the name and telephone number

of the company that manages their in-theater advertising.
• Or call National Cinema Network, which is a large national in-theater

advertising company. Their telephone number is 1-800-727-3361.
• Nielsen Moviegoers Demographics:

• 47% are married
• 46% are college graduates
• 88% are high school graduates
• Average household income is

$62,325.00
• Median age is 32
• 44% are professional, owners or

managers
• Work with NCN or a professional

graphic artist to create your theater slides.
• Commit to at least a 26-week program.
I recommend beginning your research early enough to get your slides in the theater
for Memorial Day to gain maximum exposure during the summer.

Costs:
Design costs for slides- $225 for first design; $150 for each additional design
Screening rates- Premium theaters; $33.00-$38.00 per screen per week

Bargain theaters; $21.00-$27.00 per screen per week
There are a variety of discounts available if you ask…so ask!

SEE NEXT PAGE FOR MORE EXAMPLES





Outcome:
Vacation notification flyer and candy bucket sent to top 15-20 referring dentists.

Purpose:
To notify referring dentists of practice vacation dates and who to call for an
emergency during those dates; to nuture your relationships with your referring
dentists.

Action Plan:
• Run a referral report and highlight the top 15-20 referring dentists.
• Empower a staff member to purchase 15-20 plastic pails or buckets from a local

store such as Wal-Mart or Target. The buckets should be small to medium size,
brightly colored and should include a lid.

• Purchase flavored goldfish candy to fill the buckets. (Options- fill with
Pepperidge Farm goldfish snacks for the health conscious offices, or gummy
worms for the non-health conscious offices.)

• Create a flyer and attach with ribbon to the bucket. The flyer should have the
following information: practice vacation dates, emergency Doctor name and
number, and thank you for the referrals. To make the flyer unique, copy it on
color paper and cut the flyer in the shape of a fish. Or, add some clip art or
stickers of fishing and vacation scenes to the flyer.

• Attach some referral cards and/or business cards with the flyer as well.
• Purchase a gold or silver craft pen and

write the practice name and "Gone
Fishing" on the bucket lid.

• Have the staff deliver the buckets to the
referring dentists one week prior to the
vacation time.

Cost:
20 buckets at $2.00 each = $40.00
15 Ibs. of goldfish candy at $3.00 each = $45.00
2 yards of ribbon = $2.00



Outcome:
Create Valentines Day fun for your patients with pipe cleaners.

Purpose:
To create a fun and memorable experience for your patients that they can’t wait to
tell their friends about; to reduce the perception of wait time.

Action Plan:
• Decorate the office with Valentine’s Day banners, streamers, hearts, helium

balloons, etc.
• Set up a table in the reception area

to serve as a craft area for the
younger children to make pipe
cleaner hearts.

• Supply table with red, white and
pink pipe cleaners to make hearts
with.

• It really helps if you hang a sign
above the table welcoming patients
to join in the fun. Also, make a few
examples and hang them above the
table and around the office as well.

Cost:
Valentines decorations- $50.00
Pipe cleaners- $2.99 a bag



Outcome:
Valentine's Day Candy Heart Contest, January through February

Purpose:
To maintain the enthusiasm of patients and parents about the office.

Action Plan:
• Signs are made and posted in the office promoting the contest.
• One container decorated with cupids, hearts and valentine's ornamentation is
     placed next to the contest sign.
• A separate jar filled with candy hearts is

placed in each office for three weeks to
give patients an opportunity to guess the
number of candy hearts in the jar.

• Each person writes their name, age and
the number they guessed on an index

     card and place into container next to
candy heart jar.
• There will be one (1) adult winner and

one (1) child winner per office.
• One staff member tallies the results on

the day after Valentine's Day, notifies
     the winners and posts the results on the
bulletin board.
• When the winners come in and redeem their prize, snap a picture for the bulletin

board and the practice photo album as well.

Cost:
Prize = $10.00-$25.00 gift certificate
Index Cards = $1.50
Candy Hearts = $4.00 per bag
Estimated Total Cost = $55.00



Outcome:
Use a colorful, larger-than-life raffle wheel as part of your internal marketing.

Purpose:
To create a fun and memorable experience for your patients that they can’t wait to
tell their friends about; to increase the effectiveness while reducing the cost of your
patient motivation system (i.e., wooden nickel program, etc.).

Action Plan:
• The Wheel of Fortune gives you lots of bang for your buck (or wooden nickel

as the case may be). It’s big, colorful and makes a great clatter when it’s spun.
Everyone can’t wait to spin it. It can really take your patient incentive program
up a notch.

• Call Atlantic City Games at 909-739-7667 to order your Wheel of Fortune.
They come in several sizes and can be either table, wall or floor mounted.

• Buy a variety of prizes with costs ranging from $2.00 to $40.00 (usually only
one of these).

• Great prizes are gift certificates for food, movies, and theme parks, beanie
babies, small toys (keep an
eye out for clearances),
office t-shirts, etc.

• Create prize labels to mark
each spot on the wheel.

• We charge 15 wooden
nickels to spin.

Cost:
Wheel of Fortune- $325-$445
including custom logo
Prizes to stock the wheel-
$100.00-$125.00



 

Outcome:
Summer post card contest focusing on the most unusual cards, distant locations, and
unusual messages.

Purpose:
To maintain the enthusiasm of patients and parents
about the office and contribute to the spirit of the
summer season.  Get the patients to think about you
when they are on summer vacation trips.

Action Plan:
• Signs made and posted in each office location by

designated staff person promoting the contest
during the months of May-August.

• Set up bulletin board to display all cards received. Place a
large world map and attach each postcard that is received to
its point of origin with colored dental floss. Each staff member
should encourage the patients to send a postcard from
wherever they will be vacationing during the summer months.

• Prizes will be awarded for the following categories at the end
of August: Best Postcard, Postcard from Longest Distance,
Best Message to the Office, Most Scenic, Most Original, Most Historic, Most
Hilarious, Shortest Distance etc. You can make up different categories to suit your
practice style.

• All staff members will judge the postcards.
• Winners will be notified by phone and asked to redeem the award on their next

visit. Prizes may include T-shirts, music gift certificates, movie passes, sporting
goods store gift certificates, etc.

• The winning postcards in the different categories should be posted back onto the
bulletin board. Take pictures of winners and Drs. for office bulletin board.

Cost:
Prize = $5.00-$10.00 per winner: 10 winners x $10.00 = $100.00



Outcome:
Create a wooden nickel patient incentive and compliance program.

Purpose:
To create a program that is fun and motivating for your patients and to increase
patient compliance during treatment.

Action Plan:
• Order wooden nickels. Wooden nickels are available from numerous orthodontic

suppliers and can be customized with your logo. We get ours from Professional
Promotions. Their telephone number is1-800-525-2990.

• Determine requirements for patients to earn wooden nickels. It is suggested that
you only use criteria that are purely objective. Subjective criteria, i.e.,
elastic/headgear wear, are virtually impossible to accurately grade, don’t try.

• Objective criteria would include: Did not fail last appointment; Was on time for
this appointment; Excellent oral hygiene; and No loose or broken appliances.
Using these criteria would allow patients to earn up to 4 wooden nickels per
appointment, one for each criteria.

• No wooden nickels are given at emergency
appointments.

• Additional wooden nickels may be earned for
such things as wearing the practice T-shirt to
their appointment, excellent dental check-ups,
referring a friend, good grades, etc.

• Wooden nickels are redeemed for a variety of
prizes, such as fast food, movie or music gift
certificates, sweatshirts, baseball caps,
Walkman and Nintendo games or a spin on The Wheel of Fortune.

• It is the responsibility of the patient to keep track of their wooden nickels.

Cost:
For 10,000 wooden nickels, the cost is approximately $640.00.
One wooden nickel converts to a value of somewhere between $.25 and $0.33.
Prizes usually range from $2.00 to $100.00.


