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PART A
DENTAL MARKETING
“Get Ready for Success: A Siep-by-
Optimal Dental Marketing Plan”
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FART B
IH.QS ALE & PRICES STRAGERY

a sales strategy for your dental practice”?

of a dental Sales strategy
of sales i Dentstry: Values, USP (unigue
), Price
COST in Dentistry

Identify your core values
Identify your USP in vanous treatment
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PART C .}%z E

A ROADMAP FOR DENTISTS ﬂ*
NEGOTIATION AND INFLUEMRING SKILLS
. The key to finding your ideal customers: impact of your first
dental visit

2. The three negotiation techniques sts need to know to
maximize success :@ Japanes ssxa technique, ZOPA &
BATNA

3. The Patients Persona in Denes

4. The 6 attitudes of patient yo to nail in closing negotiations:
avoid bargaining and CloSSge Seal!

5. The 4 essential steps to ng
6. Objection cleanness: w professional needs to know
7. Ready to negotiate? Here are the top 10 key factors to get you

prepared! &.

Exercise 1: Disco ow Dentists are Using Ready-Made
Templates to Handle OWections.
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Exercise |

Market LLavoul

» Analysis your product
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Exercise 3
Template for soliciting video testimonials and reviews from

N

your loyal patients
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Discover How Dentists are Using Ready-Made Templates

to Handle Objections .\

[ OBJECTION - 1
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Exercise: 1

Take Control of Your Patient's Dental Clinic Experience-
Mapping Strategy? .\
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keep this diamond strategic model visible on the dental clinic
office wall
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Every dental practiceghag its own umique diamond strategic

model, and it is rec to keep this model visible on the
wall of the denta office. All decisions, such as treatment
prices, offline schedules, online marketing budgets,
purchasing pment, and mvesting i skills and upgrades,
must go s diamond strategic model. If any decisions
go bey I, it 1s highly recommended to review and

double-
the

Fg Diamond: Nayaka VS sugar both have different
same scgment, and both success
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it can potentially alter the success roadmap of




A-1 DSo

Built by dentists, for dentists.

N
S
0y
N

Those who can do, do Q
Those who can’t do will c&

Then those who can do nor Consult will go for
preaching.

A<l DSO is a de pport organization that empowers
dentists and their teams {0 elevate the quality of care and assist
them in reaching Qwei® professional objectives. Dentists gain

more than jus practice, joint venture, or partnership;
they acquire 0 exemplary compensation from practices,
the most sgaenor payor relations team in dentistry, and the
newest , lab, and supplies.

By pn@ A-1 DSO ‘dentsena’, supported doctors will have
the to provide their patients with the highest quality of
care reate new opportunities for themselves. This is the

er of the A-1 DSO, where doctors can be their best by
helpg cach other in the support and development of their
ice. The access to the latest technology and resources, as
il as the support of a non-clinical team, will enable doctors
t0 have a better work-life balance while their practice is
growing.



Ihe Benelits of A-1 DSO

1) More Time: A_1 DSO, Dental's non-climical suppe ams
are committed 0 helping you achieve a hﬂtrv-lllt
balance. With their help, you can reduce your ylevels
when away from the office and have more time with
friends and famuly b

2) Non-Clinical Support: they provide ¢ nsive non
chinical administrative relief, so you can BcuWon canng for
your patients &

3) Growth with us: Grow with and benefit from our

comprehensive range of services our help, you can
ntial. Our team s

develop your practice 10 reac

dedicated 10 providing you wat ting assistance, office
support and a wealth of ctmnn\%xllum opportunities
4) Professional G into the power of a network
of over | 400 expene tal professionals and receive
personalized gwdance fre veteran dental surgeon-mentor
This service offers d{!‘.ﬂﬁj assistance no matter where you
are in your career

5) Your Future: for success with A-1DSO’s transition
strategies. W r you're expanding your practice or taking a
step back, A )s world-class support and guidance will

smooth transition to joining A-1 DSO, Dental

You Covered

A-1"D's culture and business model, led by doctors, afford
. doctors the opportunity 1o focus on dentistry while
we care of the non-climical, administrative aspects of the
workflow. With ouwr advanced systems and procedures,
supported doctors can deliver top-notch oral care to their



patients and maximize theiwr chmcal and economic growth both
in the present and in the future

1) Human Resources: We offer wmptthcrﬂ human
resources solutions 0o aid in the seamless ent of
personnel. Our expenenced HR experts are a %tn assist
with the recruitment of qualified perso

ingquines relating to benefits and rrgulalumm
employment-related matters

eSS any
resolve any

providing an efficient, scamless pa duling expenence
We can handle overflow calls and any call back to your
system, ensunng that no patient 1s mthuut assistance

2) Patient Support: Our Patient S R lc'r 1s dedicated 10
que

3) Accounting: Our accoun
payment, collections, ¢
insurance claims, and

will manage the books Q
4) Payroll: Make m@g your payroll easier. PC guarantees
salary, benefits, admunisWative support, and secure and precise

bookkeeping serviges ¢0 all employees, giving you peace of

un assist you with il
ling, reporting, tracking,
aton, while the bookkeepers

mand
S) Supplies Q’: A-1 DSO provides supported doctors

with aurQ state-of -the-ant products and technologies at

competigy ces through Diamond Trusted Supphes and
Labs %

>
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6) Development: Gain support for your practice’s expansion
Our development team can assist you in maximizing your

practice's growth through real estate negotiations, construction,
design, maintenance, and upkeep. Moreover, you will %ﬂ\'t the
opportunity to be part of A-1 DSO's future development \

FDUCATION: Fducation ,‘ Q

Ongoing training 0 grow your career. A-l Dental
supported dentists may participate in the Chai Program,
which can help build clinical, business, ¢ ation, and

k’lth‘f\hlp skills &

7) Marketing: Our marketing team u&lu help you grow

your practice, so that you can focus on providing the best care
for your patients. We will help create  marketing
campaigns, purchase media, mea return on investment,
and use data to draw In new patie

5§) Community Support: Aﬂ\ and its supported offices
priontize giving back 1ot pnunity. Our programs such as
FIX Bamisi, Make My S , and One Day Dentistry Free
are designed 10 make a ve difference. Additionally, we
collaborate with the A-1 DSO Foundation to support A-l
DSO wam members Qﬂr in need in India

mﬂ tourism: Dental Tounsm India, in collaboration

wWith” our travel associates, s equipped o provide you with
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exciting tour packages accompanied eptional dental
treatment. Our team can manage arrangements, car
rentals, and accommodation with hoteliers close to the
clinic at competitive rates for international patients.

"Dentas y Your virtual dental assistant.
.* 9456190901, 9415007106
\ www.aldso.com

Q www.dentsena.com
www.drshikhatnipathi.com
www.aldentallab.com
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