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RECESSION PROOF

STRATEGIES for your

DENTAL PRACTICE 

by 
Nancy McNutt
CHOOSE TO RESPOND

FOCUS ON GOALS

TAKE ACTION


LONGEVITY
Increase the LONGEVITY (Loyalty) of the Patients in Your Practice



VARIETY

Increase the VARIETY Of Services Being Accepted 






By Patients
GROWTH  
Increase the GROWTH Of New Patients 


ANALYSIS
Analyze your Break Even Point 


FREQUENCY
Increase the FREQUENCY Of Patient Visits
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Coaching 

Solutions

Team

Leadership Effectivness

Team Collaboration

Accountablity/Responsiblity

Stress Level

Capacity/

Facility

Annual Revenue Per Patient  (ARP)

# of OP's and Hours

Scheduling Efficiency

Patient Retention %

Downtime

Overhead  

Percentage

Expenses

Revenue

# of Active Patients  

Revenue Breakdown

Dollar Per Hour Speed

Outstanding Dentistry 

Procedure Analysis

New Patient Growth

Collections

Patients

Patient Demographics 

Diagnostic Philosophy 

Periodontal Utilization 

Case Acceptance

Technology Usage
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	Course:        Recession Proof Strategies for your dental practice
	Date:  October 31, 2009

	Practice Name:

	Name:

	Address:

	

	Telephone Number:
	Fax Number:

	Email Address:




     1.        Course Content:

	
	Excellent
	Good
	Fair
	Poor
	Comments:

	Program met stated objectives
	
	
	
	
	

	Program content was current
	
	
	
	
	

	Usefulness of information
	
	
	
	
	

	Program length was appropriate
	
	
	
	
	

	Value of information
	
	
	
	
	

	Organization of information
	
	
	
	
	


2. Instructional Effectiveness:

	
	Excellent
	Good
	Fair
	Poor
	Comments:

	Communication of information by speaker
	
	
	
	
	

	Speaker’s mastery of subject
	
	
	
	
	

	Enough time for questions
	
	
	
	
	

	Quality of A/V materials used
	
	
	
	
	


3. Overall Evaluation:

	
	Excellent
	Good
	Fair
	Poor
	Comments:

	Overall value of educational experience
	
	
	
	
	


4. Would you attend another program by this speaker? 




 Yes
 No
5. May we use your comments in our marketing material?



        
 Yes
 No
6. Please send me information on Transitions speaking engagements, workshops and or products 

and services.  







 Yes
 No
7. Yes, I am interested in receiving a complimentary one hour consultation by a Transitions Group

coach.  








 Yes
 No
Contact Information:  office 

          home 



Practice Management     Technology   Cosmetics   Associates/Partners    Team Training    Hygiene Topics   Endodontics    Digital Usage

Comments:   

__________________________________________________________________________________________________

__________________________________________________________________________________________________

__________________________________________________________________________________________________

8. Are there other areas of interest to you that you would like to receive educational information about?

Thank You!
“We are coaches serving the unique needs of your dental practice”





1-800-345-5157


www.transitionsonline.com
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Dental Practice Model
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Profit


Liabilities


Coaching Solutions


Team


Leadership Effectivness
Team Collaboration
Accountablity/Responsiblity
Stress Level


Patients


Capacity/Facility


 


Revenue


Annual Revenue Per Patient  (ARP)


Patient Demographics Diagnostic Philosophy Periodontal Utilization Case Acceptance
Technology Usage



# of Active Patients  Revenue Breakdown
Dollar Per Hour Speed
Outstanding Dentistry Procedure Analysis
New Patient Growth
Collections


# of OP's and Hours
Scheduling Efficiency
Patient Retention %
Downtime


Overhead  Percentage


Expenses



