Retaining Patients to Achieve a FuIIy
Booked™ Dental Practice

Presented by Carolyn S Dean 2 CPD HOURS

Cost: $75 Team Members: $67-° Return Participants: $55

Course Topics

e Understand why patients leave .

e How to develop internal marketing strategies
¢ \Why use email newsletters .
¢ When to use printed newsletters .

Using social media

Holding dental open house events
On-hold messaging

Maximising recalls

“Don’t put all your eggs in one basket’ goes the old saying.
When it comes to marketing your practice, there is no silver bullet.”

Registration fee includes a free copy of Carolyn S Dean’s book: (\

“FULLY BOOKED!
Dental Marketing Secrets
for a Full Appointment Book”

The book will be handed out at the seminar.

Testimonials

“Excellent content and presentation. Very enjoyable and informative” \\
“I enjoyed the event a lot. It was very insightful. Thank you”

This was the best presentation on dental marketing | have ever attended ... and | have been to many!”

Dates & Locations

SA NSW VIC QLD

Friday, 18 August 2017 Tuesday, 29 August 2017 Wednesday, 30 August 2017 Monday, 4 September 2017
Henry Schein Halas ADIA NSW Henry Schein Halas Henry Schein Halas

311 Unley Road Unit 10, 85 Bourke Road Level 9, 369 Royal Parade Ground Floor, 8 Gardner Close
Malvern, SA 5061 Alexandria, NSW 2015 Parkville, VIC 3052 Milton, QLD 4064

4PM - 6:30PM 6PM - 8:30PM 6PM - 8:30PM 6PM - 8:30PM

Register online: www.henryschein.com.au/CPD-EVENTS
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Retaining Patients to Achieve a Fully

Booked™ Dental Practice
Presented by Carolyn S Dean 2 CPD HOURS

Cost: $75 Team Members: $67-° Return Participants: $55

Seminar: Obtaining Practice Growth
through Nurturing Relationships with
your Existing Patients

Attracting patients to your practice is only the beginning. You need to understand how to build on
relationships with your existing patients by using effective marketing tools and technigues to turn
them into long-term patients.

Many practices make the mistake of focusing only on gaining new patients. They fail to effectively
address the need to retain those they already have. Did you know that the most valuable asset that
a practice has is its existing patient base? Every practice wants and needs new patients, but your
surest and most predictable source of new revenue is right under your nose. It comes from the loyal
patients who already know your practice.

It’s also far easier to sell to existing patients than to new prospects. Acquiring new patients is
expensive (five to ten times the cost of retaining an existing one), but the average spend of a repeat
patient is a huge 67% more.

It has been shown that it can take between six to eleven times for patients to see or hear a message
before they act on it. Do you know how many ways and how many times you are communicating
with your patients?

‘Don’t put all your eggs in one basket’
goes the old saying. When it comes to
marketing your practice, there is no silver
bullet. It is important that you see your
practice marketing as a collection of
strategies. Creating effective marketing
with different patient touch points is key
to your success. Your potential patients
and existing patients need to experience
a number of touch points all reinforcing
your brand message before making the
decision to come to you.
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