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Way too much time is spent agonizing over every 
aspect of an individual sales letter, yellow pages ad, 
or radio advertisement.

The rule has to be: get it done, get it out there. My 
GG 12 coaching clients (Gems Gold Dozen) have 
heard me say this a thousand times. Test, test, test! 
The continuously ever-growing, more profitable 
businesses work on a campaign, launch it, and then 
watch the results... while simultaneously working 
on the next campaign and getting it out there rapid 
fire.

Effective marketing must be broad-based, multi-
media, massive, and simultaneous. Exponential. 
Non-linear. Attempting to achieve the “very best” 
or perfection in marketing will be the death of your 
marketing.

Team Excellence
This is, perhaps, the toughest of all for any practice 
manager or owner. We strive to have the very best 
team we possibly can. Meanwhile, we drive our staff 
absolutely nuts!

Leave them alone!

No, not really. I don’t mean that doctors should ab-
rogate total responsibility for managing the practice. 
But it does take a level of courage to let go.

Remember the book, Don’t Sweat the Small Stuff? It 
was a cute little story. But the most memorable part 
of it for me, and most useful for running my busi-
nesses, has been the title itself.

Don’t sweat the small stuff. What a wonderful five-
word encapsulation of the overall principle I’m 
sharing with you here and now.

Sweeter, Better, More Profitable
Life and business will get better and better, sweet-
er, and more profitable as you learn to embrace 
this simple (yet never easy) philosophy. Perfect is 
a mistake, let it go... have fun, be happy, be 
healthy, and don’t sweat the small stuff.

Dr. Tom “the GEMS GUY” Orent practices in Framingham, MA and publishes 
the “Independent Dentist Newsletter” and “Mastermind of the Month” Gems 
Insiders’ Circle CDs. He can be reached at: 1-888-880-4367 or by email at 

Tom@1000gems.com. You may also visit www.gemsinsiderscircle.com

"Perfect"... continued from page 1

It’s been said that everything in life 
is based on timing.

If your car went into an intersection 
seconds later, an accident would 
have been avoided.

A baseball player swings his bat a 
fraction of a second later and strikes 
out versus getting a hit and winning 
the game.

You offer a super hygienist a job, 
but an hour earlier she accepted a 
job with your #1 competitor.

In my own life, I can cite many 
examples... but one in particular 
comes to mind.

Right after my divorce, I was intro-
duced to a lovely young woman. 
She was a cute little blond with an 
amazing personality.  She was 12 
years younger than me, but that 
didn’t seem to be a problem. And, 
my kids absolutely loved her.

She wanted a long-term relation-
ship, but I was just six months out 
of a bitter divorce. Besides, our 
church’s “Divorce Recovery Group” 
kept reminding me that 75% of re-
bound, second marriages fail.

So I told her that I was not ready to 
make a commitment at the time. She 
didn’t want to hear that and left in 
tears. Had I met her today... it would 
be an entirely different story.

One of the most difficult things for 
most of us to understand is that 
“today’s delays are not denials!”

Here’s how this applies to dentistry.

At our last Destin, Florida seminar, 
Dr. Earl Estep gave a brilliant pre-
sentation. He said that people ac-
cept dental treatment when THEY 
are ready.

So when some guru tells you about 
his slick case presentation skills, 
we often buy into it and try to copy 
him.

But in reality, how many folks come 
in for a dental exam and an hour lat-
er schedule for a full-mouth rehab?  
In the real world, it’s probably 1 out 
of 10,000.

Now part of this is that by the time 
they reach the guru, they’ve already 
been told by several other dentists 
that they need $50K of dentistry. So 
they’ve thought about it and THEY 

have decided to accept the treat-
ment.

It’s like when a kid goes to the or-
thodontist. The orthodontist doesn’t 
have to sell anything... the kid’s par-
ents have already been sold and 
have accepted the fee.

That’s why Dr. Estep says: you have 
to build the relationship first and 
that may take years. So you take 
good care of ‘em, don’t stress ‘em 
and keep ‘em in your practice. And, 
when THEY are ready, they’ll say 
“Yes” to the dentistry.

Once you understand these con-
cepts of human nature and timing, 
your practice will soar!

The problem is, we seldom get a 
second chance with most folks.

Had the timing been right, I’d prob-
ably be (happily?) married today 
versus being a single dad. And that 
special lady? Well, she’s moved on 
to someone else.

Dr. Cathy Jameson gave me an 
audio CD by Carrie Webber called, 
“This Time.” One of my favorite 
songs from the album is “Wishes.” 
In that song, there’s a line that says, 
“Every time we see each other, tim-
ing’s never on our side.”

In life and in business... timing is 
everything!

by Woody Oakes, DDS2

During the recent Tele-Seminar with Sally McKenzie, 
that “old” question came up again, “How do we get 
the doctor to quit talking too much and getting us 
behind?”

Well, it’s difficult but it requires a little “tough love” 
from the staff to their doctor and it’s not easy.

Most dentists don’t realize that they talk too 
much. They think spending a lot of time talking 
with patients makes them a better doctor. Not so! 

Be on the lookout for our tape interview with author 
Steve Shapiro. Actually, the very best doctors talk 
very little... they are, however, very active listeners 
and that’s the key. Once your doctor listens to the 
tape, they may get it but don’t bet your next pay-
check on it.

Now, most doctors are very analytical, so present 
your case in dollars and cents. Quick, what does it 
cost to run the dental office for one day? Get out 
your P & L statement for last year and look at the 
dollar amount of total expenses for the year. Then 
determine how many days you saw patients. For 
most offices, it’s between 190–200 days.

So if you have a $500K/year practice with 65% 
overhead, your expenses are 65% x $500K = $325K  
divided by 200 days worked = $1,625/day.

So if you work 8 hours per day, that’s $203 per hour 
of expenses ($1,625 divided by 8). Now, that comes 
down to $3.30 per minute. So a 10-minute talk-a-
thon “costs” at least $33.00.

But that’s deceptive… because the real cost is 10 
minutes of lost production that once it’s gone... it’s 
gone. And if you’re a “heavy hitter” like Dr. Steve 
Boger (who produces $2,100/hour)... you’ve really 
lost a lot of money with that 10-minute talk-a-thon.

So, show the doctor the dollar amount of possible 
lost revenue and then develop a plan to help him/
her keep on schedule all day long and to break away 
from patients quickly without seeming rude.

My staff comes to me with a yellow post-it note and 
says “You have a long distance phone call from Dr. 
Dangerfield and he says it’s urgent that you talk to 
him now!” EXIT STAGE LEFT. Some days Dr. Dan-
gerfield calls 5-6 times, but I don’t care because now 
my team has a unique way to end my excessive, 
costly chatter.

Dr. DangerfielD
to the rescue (again)
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G-FORCE DIAMOND4

And once you’ve done the gross preparation with a Samurai Bur... finish the prep with a... G-Force diamond.

G-Force diamonds use a patented technology that brazes the diamond crystals to the shank to form a uniform pattern of distribution of 
height and distribution. So in theory this would maximize cutting efficiency and cause the bur to last longer.

In tests conducted by Dr. Gary Schoenrock and members of the MDEG (Midwest Dental Evaluation Group)... most of the company’s 
claims appear to be true. In the latest issue of his excellent Interface newsletter (419) 866-1238, Gary writes: 

“Regarding life-span... The G--Force outlasts venerable names like 3-Striper (Premier), Brasseler, and others almost three-to-one. Although disposable 
diamonds such as Microcopy are very popular because of their price, we feel G-Force represents a better buy just because they last much longer!”

These diamonds sell (5 pack) for $49.25. Yes, this seems “pricey,” but they’ll increase your speed and you won’t have to stop to change burs 
because they’re good for at least 6-8 preps. For more information visit www.garrisondental.com or call 1-888-437-0032.

by Dr. Woody Oakes3
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And yet one of the toughest lessons to learn in business 
and in life is...

Good Enough Is Good Enough!
What’s that? How can that be? How can we all of a sud-
den switch gears from striving to make everything as per-
fect as possible and all of a sudden set our sights on good 
enough?

You may think I’m going to recommend that this line 
of thought apply only to the business side of your  
practice. Hardly. There comes a point in almost every 
aspect of your practice (clinical included) where 
you must let go and appreciate that good enough 
truly is.

Crown Preparations
I am, by nature, obsessive-compulsive, anal-retentive. 
Not necessarily a perfectionist, but I’m trying! It wasn’t 
easy for me to realize early on in practice that spending 
an entire morning on a single crown prep wasn’t making 
it any better! Think about it.

What happens when you spend, for example, 2 1/2 hours 
on a single crown prep. No, I’m not saying that I ever did, 
but go with me for a moment and picture the clinical ef-
fects of spending way too much time on a single prepara-
tion.

What are you doing most of that time? It’s likely you are 
trying to perfect the taper of the walls and the perfect 
smoothness and readability of the margin. Perhaps you’re 
going back just one more time to remove what “might” 
still be a spot of decay.

You get the picture. The longer you spend after some 
point of no return, the worse job you are doing for 
your patient on that crown. There is a point of no re-
turn for every clinical procedure after which you are doing 
harm and not good. Deeper into the pulp you go in search 
of additional “potential” remaining caries. Taper wasn’t 
perfect yet? Again, additional tooth structure is being re-
moved for absolutely no reason.

We could run this thought process (exercise) for just about 
every clinical procedure there is. At some point you’ve 
got to realize that you’ve gone beyond your best 
and the results are declining. This clinically is the 
point where good enough is more than good enough... 
it’s actually the best you can achieve for that procedure at 
that point in time.

Marketing
Magnify this concept 100-fold and you’ve captured a 
glimpse of why most dental practices (businesses in  
general) never even come close to maximizing their  
possibility with the assistance of a broad-based effective 
marketing campaign.

"Perfect" is a Big Mistake!,,,,Perfection: the pursuit of our highest possible level of excellence.  It could be your biggest downfall.  
We’ve been taught all the way through school to strive to do everything the very best we can.  

Practice makes perfect.  Incremental improvement.  Never stop making a good thing better.

by Tom Orent1 the message is very clear; all young athletes should wear mouth 
guards and all appropriate protective gear when participating in 
many sports and activities.
 Mouth guards can be purchased at any store that sells sports  
equipment for as little as $5.00.  Custom guards fabricated in the  
dental office will offer a much greater level of protection against 
tooth loss and jaw breaks.  They are also designed to reduce forces 
that go through the jaw to the base of the skull.  This is one way to 
offer increased protection for trauma to the neck and central nervous 
system. 
 Mouth guards don’t work if they stay in the bottom of the  
equipment bag during the game.  Why not offer some incentives for 
your patients?  Offer to make the guard in the team color, or invite the 
team to your office for a “Mouth guard construction and pre-game 
pep rally.”  Call your local coaches and offer to come over and do a 
short presentation on the importance of mouth guards, helmets and 
other protective gear.  Be prepared to answer questions regarding 
what kind of gear is best for your patient’s sport of choice.  

Some PROTECT YOUR FACE tips to share with your patients-
• All sports are contact sports-mouth guards should be worn.  This  
is true for the week-end warrior as well as our children playing on  
organized sport teams.
• Don’t lose your head.  Wearing a helmet will absorb the energy of 
an impact injury caused by cycling or rollerblading.
• You only have two eyes-protect them.  Protective eyewear with a 
secure strap will eliminate many eye injuries.
• Save face, with a face shield.  Flying hockey pucks and racquetballs 
can not only scratch and bruise a face, they can cause permanent  
damage to the facial structure, teeth and eyes.
• Be aware of family pets. About 44,000 people suffer facial injuries 
from dog bites annually. Supervise children when they are with pets 
(including cats and rabbits, too).
• Buckle up and use child safety seats. Unbuckled passengers are 
more likely to suffer a brain injury in a crash than the buckled driver. 
Air bags save lives!
• Keep babies and toddlers safe. They crawl and climb, so pad sharp 
corners of tables, lock cabinets, install stairwell safety gates, and 
secure windows. They also teethe, so hide sharp pencils.
• Spectators-look alive!  Watch out for flying balls and sailing pucks.  
Be extra careful when climbing the bleachers; often times your hands 
are full and you might not be able to break your fall if need be.
• Use common sense.  If there is the potential of any tooth, head or 
jaw trauma, make sure your children’s coaches are aware of the risks 
and what precautions to take.
• Parents must insist that their children wear protective gear.   
We buckle our kids in, and use appropriate child safety seats without 

 question; let’s demand the same response from our kids in regards to 
mouth guards and other protective gear.
  We strive daily to provide our patients with the best preventive  
dentistry available. Why not start including information on how to  
prevent injuries that can happen to unprotected teeth and jaws?    
Let April be the kick off for you and your staff members to TELL YOUR 
PATIENTS-PROTECT YOUR FACE.

Tell Your Patients - ProTecT Your Face   

What to tell your patients about: 
saving an avulsed tooth

More than 5 million teeth are knocked out every year. Both adults 
and children are at risk. With proper emergency action, a tooth  
that has been entirely knocked out of its socket often can be  
successfully replanted and last for years. Because of this, it is 
important to be prepared and know what to do if this happens to you 
or someone with you. The KeY iS To AcT qUicKlY, YeT cAlmlY, 
AnD folloW TheSe SimPle STePS. 

1. Pick up tooth by the crown (the chewing surface) not the root.
Locate the tooth immediately; do not leave it at the site of the  
accident. The tooth should be handled carefully - touch only the 
crown - to minimize injury to the root.

2. if dirty, gently rinse the tooth with cold water, remembering not to 
handle the root surface.
• Do not use soap or chemicals.  •   Do not scrub the tooth.
• Do not dry the tooth.  •   Do not wrap it in a tissue or cloth.

3. Reposition tooth in socket immediately, if possible.
The sooner the tooth is replaced, the greater the likelihood it will  
survive. To reinsert, carefully push the tooth into the socket with  
fingers, or position above the socket and close mouth slowly. Hold 
the tooth in place with fingers or by gently biting down on it.

4. Keep tooth moist at all times.
The tooth must not be left outside the mouth to dry. If it cannot be 
replaced in the socket, put it in one of the following:
•   Emergency tooth preservation kit  (Save-a-Tooth)
•   Milk  •   Saliva  •   Mouth (next to cheek)
*If none of these is practical, use water (with a pinch of salt, if possible).

5. call your dentist immediately to have the tooth replaced and  
splinted. Time is of the utmost importance, the faster you act, the  
better chance of saving the tooth- ideally, within 30 minutes. 
However, it is possible to save the tooth even if it has been outside 
the mouth for an hour or more.

by Brian M. O'Neill, D.D.S.

by Sue Koester
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