The Hidden Advantage to Running the IDS

It's a great feeling to have to have so many professionals and their teams thank me for what | do. To
have so many talented and well known specialist around the country want to just sit and talk to you for
hours and ask me for advice. To be able to help so many in the profession that | love is such a pleasure,
and the hidden advantage is, we always come across a professional asking us for advice and through the
conversation, we learn something. We learn something that we can add to our program. Something
amazing that we can pass on to the others that will cause yet another spike in stats and rise in
motivation and moral. That is the best part of the IDS, we are all doing the same thing with the same
goals, just coming together to share ideas and learn how to get through some barriers and fears so we
can get to the other side where stats are higher, teams are happier and periodontal practices are
becoming more independent and successful.

Over the last trip Lee and | took, we had to pleasure of meeting a beautiful and talented young
periodontist. As always, we were sharing some ideas and outlooks. After finding out that she had trained
with the same company we trained with for many years (Silkin Management) she started telling us
about how difficult it is for her to find financial assistants that can close treatment plans as she had been
trained where she is extremely successful at getting just about every patient to accept treatment and
schedule. As she is explaining the simplicity of what she does (again keep in mind that we had the same
training as she did), it occurs to me that we have lost some of that fire she had and watching her explain
what she does in compassionate scenarios, | knew we had to get back some of these valuable steps we
have been overlooking.

She reminded me that every patient comes in with some sort of “overcoat”, also known as their tone.
This overcoat is disguised as anger, fear, conservative, nervousness or even excitement. Failure to not
detect this “overcoat” can and will result in non-acceptance. When you can not only detect this tone,
but match the tone with your patients and speak to them back in this tone, they accept you into their
world and feel like you understand them. They gain some likability and trust. At this point, they open up
more and you can actually move their tone up and out of the area of anger or fear and get them excited
to finally take care of this issue that has haunted them and kept them back for so long. If it’s anger and
they are mad about all the failed dentistry they have invested in the past and they are angry at what this
dental issue has kept them back from in life, say to them, in an angry tone, “lI don’t blame you for being
mad, I'd be mad too if | spent all that money and | still can’t eat the food | enjoy, | be pissed that | lost
out on all the laughter, friends, social events, family. Its wrong and it is sad, but don’t let this crap
continue to steal your life, you need to get it back! What are you waiting for?? Are you waiting for the
price to go down, because they are only going up! Are you waiting for that denture to fall out during
that first date? You need to stop this cycle now and finally take care this so you can move on with your
life”. If it’s an infected tooth, say, “what are you waiting for, a root canal?” The other part is, you HAVE
to talk to them like you are trying to help them....... because you ARE! Your not trying to sell them
something they don’t need, you are trying to help them so talk to them like that and don’t feel bad
about it. Patients look for your confidence in what you are recommending them. They will follow your
lead, so take them there. If you speak to them and get real, just as if it were your sibling or your best
friend where at that point you DO say, “what in the heck are you waiting for??? You mean this has been
holding you back from a relationship for 15 years????”....... they will listen, and they will do it.



| remembered through her stories that, you have to believe enough in what you do and what you are
doing. You have to make it known you can and will help them and that they must do this now. Patients
have not taken care of these issues because they are scared. They are scared of being selfish, spending
the money or hurting. They needs someone to give them that push and hold their hands. A very talented
financial assistant can do much of this, but an even more effective move is for the doctor to sit across
from them and after saying all this say, “So are you ready to do this?” and if they say, “l don’t know” or
“I think I need to think about this” or “Well | need to see how much it is” help them work out the
barriers and get them to say, “Ok, your right, lets do this”. This can be done without being pushy. This
can be done tactfully. This can be done professionally and successfully.

We listened to this periodontist tell us her story on a Thursday night, that Monday we were back at work
and the first thing | did was get my financial team together in one room and share these stories. |
reminded the girls of why we do this and why its so effective and let them know our patients need us to
lead them to life changing dentistry. Five days later, our end of the week collection well exceeded
$200,000 in closed sales. We closed all our plans and we had patients thanking us for finally getting
them to this point. My 3 financial girls were shocked at how this worked and how easy it was. They
messaged me well into the weekend just so proud and so excited.

| am so thankful for what the IDS does for periodontist all over the country and continues to do for us.
Meeting this periodontist and hearing her speak at a lecture she invited us to speak at only confirms to
me that periodontists and their teams are exceptionally talented and gifted, us coming together only
increases these skills and makes it possible for us to help more people and prevent past dental
nightmares from holding them back. | am so proud and happy to change lives every day and have
patients thank me constantly for this Tina Beck said it best when she said, “I tell my patients, because
it’s true, | have never had a patient come back to me after treatment as say | wished | never did that, but
| do have patients come back to me after treatment and say, | wished | would have done that sooner”.

Share these stories and more with your team. You ARE the directors.



