
5
ways to

Double
PATIENTS

in 90 days

FINDINGS FROM WORKING WITH OVER 1,000 DENTISTS FOR THE LAST 20 YEARS



Dear Doctor,
 
Are you looking for ways to grow your clinic by acquiring new patients?
 
But you don’t just want more new patients, you want the type of patient who is bet-
ter educated, expect to pay and understands the value of your service? Right?
 
Moreover how would you like to double your sales in the next few months… While 
spending the same on your marketing (if not less)? Sound pretty good?

What we are about to share with you has the potential to change your business for-
ever and deliver huge results.
 
These are proven strategies that we’ve implemented for thousands of our dental 
clients, over the past 20 years. These are not theories, they are MUSTS… they’re 
MUSTS if you want to dominate your market, crush your competition and be the 
stand-out choice for your potential patients.
 
If all this sounds of interest, please, keep reading and you’ll learn:
 

1. The secret of the buying pyramid and how to reach a larger audience; 

2. How to stop selling and start educating, in pursuit of creating a better qual-
ity of patient; 

3. How to sell more high-ticket procedures; 

4. Maximizing everything you’ve already got, to drive more purchases from 
patients; 

5. How to tap into your existing patients network and deliver a never-ending 
fountain of referrals. 

To your Five Star Success!
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The secret of the buying pyramid…
Reaching a larger audience

‘Buy Now Customers’

In any given market there is always 3% of consumers who are ready to 
make a purchase right now: we call these ‘Buy Now Customers’. Take 
teeth whitening for example, if you filled a room with 100 random peo-
ple and asked them all; “Who is currently looking to buy teeth whiten-
ing right now?” You would see roughly 3 people put their hands up.
 
This isn’t just the case within dentistry, this applies to all markets. If 
you asked the same room, how many of you are in the market for a car 
right now? Again, you’d see the same roughly 3% of hands go up.
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This is where all advertising and mar-
keting battles take place. All business-
es and marketers fight over this small 
percent of ‘Buy Now Customers’ and 
use every offer and promotion in 
their arsenal to entice prospective 
patients to pick their clinic.   
 
The problem is you’re not going to 
double your patient intake by do-
ing the same as everyone else and 
fighting for such a small stake, are 
you…..?
 
Well, we hope not.
 
What about the other 97%? Are they 
not interested and never will be? Of 
course not.

‘Open To It’

The next segment in the buying pyramid are consumers who are ‘Open 
To It’. This makes up 7-10% of the market. Like it says on the tin, these 
are people who have thought about getting teeth whitening but aren’t 
actively searching for it. Perhaps they’re unhappy with their current 
dentist and not motivated enough for change. But they are open to it.
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The remaining 90 per cent fall into one of three 
equal categories:
 
The top third is what’s called ‘Not Thinking About It’. They are not 
against it, not for it, but just ‘not thinking about it.’ So, if you’re selling 
teeth whitening and you ran an ad, this 30 per cent would not respond 
because they’re just not thinking about teeth whitening right now.
 
The next third is what we call ‘Think They’re Not Interested’. So, at 
first pass, they are not neutral like the first third. They would reply, “I 
don’t think I’m interested in teeth whitening.” or in a lot of cases have 
a misconception about the product or service, like “teeth whitening 
hurts and my teeth are sensitive, I don’t think that’s for me.”
 
And then the final third; ‘Definitely Not Interested’. These folks are 
happy with what they have or just simply know they don’t need it. For 
example, someone who has dentures just doesn’t need teeth whitening, 
they’re not in the market and they’re categorically not interested. 
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How to use the the buying pyramid when running 
advertising?

Here are 4 Facebook ads that target the same people but observe how 
each ad communicates differently in pursuit of reaching a larger seg-
ment of the buying pyramid:

3
per cent 

10
per cent 
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How to use the the buying pyramid, continued...

40
per cent 

70
per cent 

* Please note ads are examples only.
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Stop selling and start educating
Building a bigger prospect base.

If you want to double your patient intake, you need to first double the 
number of enquiries you are receiving, obviously.
 
The problem with a lot of your competitors is they focus far too much 
on features and benefits of a particular procedure; why they are the best 
dentist in town, why their equipment is state of the art or why their 
practice fit is the nicest. It’s all Me, Me, Me, now Buy.
 
And while it makes sense in theory - to show your patients how great 
you are and convince them to buy - it doesn’t work in practice. Truth of 
the matter is, your patients don’t care. You’re not going to get your ideal 
patient to buy from you by a) blowing your own trumpet or; b) telling 
them they should buy.

The key to getting a patient to choose you is by adding more value than 
any of your competition and showing how you can help.
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How do you do this?

By actually adding more value to your prospective patient’s lives than 
your competition is willing to, or able to.
 
This might seem obvious, but the truth is no one is doing it. So, by tak-
ing this approach and actually helping your patients instead of shov-
ing features and benefits down their throat, you can truly differentiate 
yourself from your competition, establish yourself as a clinic dedicated 
to providing value and education, and – yes - double patients.
 
Prospective patients are 10x more likely to make a buying decision if 
they feel like they’re learning rather than being sold to.

The best way to educate a patient is 
through offering valuable pieces of 
content, in exchange for a user’s 
contact details. A valuable piece of 
content could be:
 
• An eBook or buying guide
• Comparison guide
• Education video
• Case studies
• Report
 
So, taking an educational approach 
and offering value in the form of a 
lead magnet is the way to go if you 
want to double sales.
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What is a lead magnet?
 
A lead magnet is a page on your website that offers a valuable piece of 
content in exchange for a prospects name, email and phone number.
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3 tips on creating the best lead magnets
 
• Write a killer headline that is going to grab your audience’s atten-

tion and will make them take action and download your valuable 
content. 

• Make sure your lead magnet has a concise goal. The goal should be 
for a user to download the valuable content; don’t over complicate 
things with irrelevant calls to action, such as, book a consultation 
or make an enquiry – this comes later. 

• Make sure your downloadable content holds value to your target 
demographic: for example no one is going to download 10 reasons 
I’m the Best Cosmetic Dentist. A better piece of content would be 
10 Thing You Should Know Before Getting A Smile Makeover.



3.

5 Ways To Double Patients

How to sell the big coconut?
Turn your prospect base into patients.

Many dentists are starting to take special interest in various high pay-
ing cosmetic, orthodontic and restorative procedures. They are trying 
to open up revenue streams away from general drill and bill work. This 
is great, and we love working with dentists who have a special interest 
and know the type of work they want.
 
However, the problem is many dentists have had the same idea which 
has made marketing ineffective because everyone is saying the same 
thing.
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So far, let’s review what we’ve 
learned before we tie it into targeting 
high-ticket procedures:
 

 –  How to appeal to a larger market
 –  How to build a bigger prospect 

base

These are the first two steps to gen-
erating more interest in your clinic 
and the procedures you offer. But we 
haven’t covered how you take your 
prospect base and turn them into 
patients.

Quite an essential step when trying 
to double new patients!
 
One of the biggest mistakes dentists 
make is only having one approach of 
converting a prospect to a patient. 
This is extremely detrimental when 
trying to sell a high-ticket procedure.
 
Every prospective patient has a dif-
ferent buying approach, they all have 
different barriers that are preventing 
them from buying – usually to do 
with price, time or fear.
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Here are 3 approaches proven to convert more pa-
tients:

Free Information Evening
Hosting an information evening for prospective 
patients who are interested in a specific proce-
dure is a great way of converting large numbers 
of new patients and eliminating buying risk. It’s 
an opportunity for you to:

 – Educate prospects on how the procedure 
works

 – Results which can be expected
 – Whether they are a candidate for the proce-

dure
 – Meet with the dentist to ensure they feel com-

fortable with them
 – Meet other patients who have had the proce-

dure done or want it.

The other benefit to an information evening is: 
if a prospect hasn’t moved forward on a treat-
ment plan and is still umm’ing and argh’ing, this 
will likely be down to price. This now creates the 
platform for you to down-sell them to a cheaper 
alternative (if available).
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Risk reversal
Many prospects won’t go ahead due to needing a 
paid consultation and having no certainty they’ll 
actually proceed with treatment.

Having a risk reversal offer in place is a terrific 
way of eliminating this risk. For example, you 
could run an offer that states if patients don’t go 
ahead with treatment then 100% of their consul-
tation fee is fully refundable.

Guarantee your work
This is a great way to build trust with prospec-
tive patient, surprisingly not many dentists do it. 
A good example is if anything goes wrong with 
your new crown in the next 3 years, we’ll replace 
it for free.

These are just a few strategies on how to make prospects more likely to buy 
from you, but definitely not all of them. A great way to think of new ways to 
break down buying barriers is to ask prospects who didn’t go ahead why they 
didn’t. This alone will give you hundreds of new ideas.
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Maximizing everything you’ve  
already got.

How many new patients do you intake each week? 15? 7? 5?
 
Let’s say it’s 5 new patients on average every week. That’s 20 new pa-
tients every month, 240 every year. That means if you’ve been in busi-
ness for 3 years you should have a base of 720 existing patients that 
know who you are and have some level of trust with your clinic.
 
This is what we call low-lying fruit or maximizing everything you’ve 
already got. When you need to drive revenue quickly this is the best 
place to start. But how do you increase the number of times a patient 
visits your clinic?
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Well, the obvious thing is that you and your team need to provide an out-
standing service for a patient to even consider returning.1

 
But from a marketing point of view you need to ensure you’re collecting 
the following details and neatly storing the following:

• Name
• Cell Number
• Email Address
• Procedures Undertaken
• Last Date Visited
• Date of birth

The reason these details are so important?
 
Well if you want to increase the number of times a patient visits your clin-
ic, other than when they get a toothache, you’ll want to make sure you’re 
constantly top of their mind (without pestering them of course).
 
Having these details allows you to communicate with your existing pa-
tients through phone, SMS, email and even targeted remarketing cam-
paigns on Facebook and around the net.

1 Handy tip is to survey all patients after they leave your clinic, on all areas of their experience from 

booking, greeting, wait time, waiting room experience, through to the dentist and procedure itself.
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Collecting details that are unique to every patient such as procedures un-
dertaken, DOB and last visit date which allows you to customise every 
message and ensure its relevance to that individual.
 
Here are a few examples:
 
• Happy birthday plus offer
• Treatments that compliment ones they’ve already had
• Check and clean reminders
• Further education content
• Maintenance tips for specific procedures they’ve had
 
Email automation services such as MailChimp and Campaign Monitor 
have made this easier than ever allowing you to send customised emails to 
a certain group of patients if they meet a pre-defined criteria. This ensures 
messaging feels customised and unique.

Don’t always just blanket your database with the 
same boring message.
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A never-ending fountain of referrals
Tapping into existing patients’ networks
Nearly every clinic we deal with says that their best patients are the 
ones who are referred by existing patients. This isn’t surprising, I’m 
sure it’s the same for nearly every business – so what can we do to get 
more referrals?
 
Well, most clinics don’t proactivity ask for referrals – so simply asking 
for patients to refer to your clinic is a good place to start, you could say 
something like this:

“John, I’m so glad to be working with you and I’m look-
ing forward to helping you achieve your dream smile.  

I want you to know that I grow my business mostly 
through referrals from my patients. So, when I delight 
you with my work, I hope you’ll refer me to others you 

know who need services like mine. Fair enough?”
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It’s nice, it’s polite and more importantly it’s effective. You’ll be surprised at 
how many people are willing to help and happy to refer; especially if you 
go above and beyond for them. The real kicker is this tactic is completely 
free.
 
However, if being that direct isn’t your style there are over 93 different 
ways we’ve sighted to ask for referral business. Here are a few:
 
1. Reward your patients for referrals, every patient that you refer you’ll get 

a whitening kit – an even better addition is the person you refer also 
gets a free kit. 

2. Strike up alliances with local business to send each other referrals. 

3. Send a survey out to patients who have had treatment and ask how like-
ly they are to refer as one of the question and if they say yes… Ask them 
for referrals. 

4. Ask patient to post their new pearly whites on social media and tag in 
your dental clinic. 

5. Ask patients if you can post their smile on your page and if it’s okay to 
tag them.

 
This is so effective and easy to do and all it takes is to do a great job and 
ask, nicely.



Claim your Free  
Digital Marketing Strategy 

to Double Your Patients!

(valued at $1,000)

If you’re serious about growing your clinic and maximising your ad-
vertising and marketing, you must address these five things.

We’ve given you what you need to get started. But if you have any 
questions, or would like our help implementing any of the above, 
please get in touch today. Even better, for a limited time we’re offering 
you a 30-minute strategy session where we’ll discuss your clinic goals 
and challenges and up a Digital Marketing Strategy for you for free.

Claim your no-obligation free 30-minute strategy session and get your 
custom Digital Marketing Strategy, FREE!

CLAIM YOUR FREE 30-MINUTE 
STRATEGY SESSION

https://www.fivestarclinics.com/become-a-client/

