
I recently received an email from a dentist that had not been through the Dental 
Boot Kamp.    “I'm looking for good verbiage on transferring patients to an associ-
ate. I have not been highly successful moving patients into the associate’s sched-
ule. I realize this has a good deal to do with my own brain damage, but it seems 
that unless the situation is an emergency the patient would rather wait until they 
can get in on my schedule. Any ideas?  Brad;  Bend, OR “ 
 
As a dental coach I have run across this challenge a number of times and I thought 
that I would give Brad the following words of wisdom. 
 
Here are a couple of ideas. You might be doing them already, so we’ll relook. 
 
1. Do a bio with a picture of the new associate. Have them printed up and avail-

able to give to all the patients when they come in. 
2. Also you could send an announcement to your patients with the bio and your ex-

citement about being able to offer more availability. 
3. The team needs to be really on board for the new associate. Make sure that if  they have reservations, 

that you get them resolved. Have the associate offer to do some of the team dentistry.  
4. The associate has to take on having great haragei with the team and your existing patients. They should 

introduce themselves to people they don’t know. The team can also introduce them and make a big deal 
out of them. 

5. The verbiage is something like – “Dr. Hester is so happy to have Dr. Jones on board. You know he 
looked and looked until he found someone who would take great care of our patients. Isn’t that great?” 

6. You know Dr. Jones could get those fillings done for you next week – he does a beautiful job. Have you 
met him yet? 

7. You know Dr. Hester has asked Dr. Jones to take care of all of his root canals, because he does such a 
great job. How does that sound to you? 

8. At the huddle, target patients in hygiene that the new Dr. will check – have the hygienist  make a big 
deal of the new Dr. Have the new Dr. prepared by educating them about that patient (pre-heat). When 
they go in to see the patient they can say – “Hi Mrs. Smith, Dr. Hester and Jennifer have told me so 
much about you I’m glad to meet you. I understand you just had an anniversary cruise – I bet that was 
wonderful. Jennifer – how is Mrs. Smith’s condition today?” 

 
Let me know how it goes. 
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