
Oftentimes doctors complain about problem areas in their 
practice…yet they refuse to accept the blame for these ar-
eas. To put it another way – your patients behave the way 
you've taught them to behave. "Fifteen minutes late?"
That's okay. "Can't pay until next month?" That's okay. If this 
sounds all too familiar, maybe it's time to make (and follow) 
some rules? The following comes from "Steve," a tradeshow 
consultant.
	 •	I have poInt of vIew: Our clients engage me because  
  I am committed to showing them what's new, what's  
  next and what's important. Business as usual is no  
  longer an option.

	 •	I am allIed wIth my clIents: I inspire them to  
  think bigger and do better.

	 •	I have a relentless desIre to pursue  
  novelty In what I do and how I do It: 
  This allows me to learn faster and attract attention  
  more easily.

	 •	I do not shrInk from controversy: In my  
  humble opinion, conventional wisdom is neither  
  conventional nor is it wisdom and common sense is  
  rarely common practice. If leaders in our industry are  
  more interested in protecting status quo than in taking  
  the hard road, I will not hesitate to stand up and take the  
  unpopular stance.

 
	 •	I am unIque: I have rules and values that are not  
  negotiable:
   Rule of Fun: I believe that we tend to take our work  
   and ourselves too seriously. Work should be serious  
   fun.
   Rule of Family: My family is more important than  
   you and I expect your family to be more important  
   than me. This means there may be times where we  
   must choose between work and family. Let's choose  
   family.
   Rule of RFPs: I do not do RFPs.
   Rule of Mutual Respect: I am not working for you. 
   I am working with you; therefore we treat each other  
   equally. For example, if you call or e-mail, you expect  
   a timely response. You will get it. Expect the same  
   treatment in return.
   Rules of Ties: I do not wear a tie.
   Rule of Value: My fees are not based on time or  
   travel. They are based on the ultimate value of my  
   participation as well as my own unique experiences  
   and education.
   Rule of Travel: I don't fly coach. In just the years  
   since airlines started frequent flyer programs, I have  
   accumulated over 4.3 million miles. This is close to  
   8,600 hours in the air, which does not include time  
   on the ground, delayed or cancelled flights, time in  
   the airports or travel to and from the airports. I have  
   paid my dues, and in order for me to be fully  
   productive, physically rested and mentally fresh for  
   you, I fly first class. I do not, however, buy first class  
   tickets. I purchase upgrade coupons, which are  
   included in my expense invoice.
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expand my number of operatories and 
hire a couple more assistants, but I 
still struggled to work in procedures 
on the same day without making 
people with scheduled appointments 
wait. Obviously, that's not good P.R. 
That's no way to build a practice.

Then another discovery. I made my 
way down to Destin to one of the 
Spring Break seminars. (Are you 
seeing that I owe Woody a lot?) There 
I saw Scott Perkins give a seminar and 
workshop on how you can really cut 
down procedure time by focusing on 
wasted motions and actions on any 
procedure. EUREKA! Sitting there in 
the audience, I realized that this could 
be the tiny hinge that swung open 
a huge door for my practice. I knew 
that we were wasting tons of time 
on each procedure. Why? Because I 
had taught everyone in the practice 
how to do everything. I might be 
pretty good at getting a clinical result 
I could live with, but Lord knows I 
was wasting motions and doing things 
totally unnecessary. Not to mention 
the fact that I had pretty much let 
the assistants handle the sterilization, 
room turnovers, and setups all by 
themselves.

Have you ever had your assistant 
get up from her chair during a 

procedure to get something that she 
should have handy in the first place? 
And does it drive you as CRAZY as it 
does me?

After searching and testing for what 
seems like forever, I cut my procedure 
time down over 400% and I found a 
way to glue my assistant to her chair 
during the procedure.

For the last several years I have 
dedicated my life to the following 
goal: I want to provide Effective 
Dentistry. Effective Dentistry is 
achieving the result you want in the 
least amount of time possible.

If you want to make your procedures 
as effective as possible, let me tell 
you how to start. You need a really 
expensive piece of equipment that 
only I sell. Just kidding! You need a 
stopwatch. Take that stopwatch and 
force (yes, I said force) your assistant 
to time every procedure in your 
practice. At first you might only want 
to do easily comparable things like 
single crowns or molar root canals. 
Also, have her time her room setups. 
Try to cut out any of your wasted 
motions and improve your time. Just 
like anyone training for anything, with 
focused effort you will improve.

Don't expect to start working in 
thousands per day, just work in a 
few extra procedures each day and 
continually improve your procedure 
times without sacrificing quality. 
Before you know it, you will be 
helping your patients with their 
needs, when they need it. TODAY! 
And you will enjoy ALL the benefits 
that same day dentistry provides.

As for the outrageous claim in the 
title, we have only worked in $100,000 
in a month twice, but we haven't 
worked in less than $50,000 in a long 
time. Also, don't forget, we practice 
in a tiny little town in the middle of 
nowhere, Mississippi, with low, low 
prices. And if you read my article last 
time, you know we did this working 
three days per week. Just plug in your 
prices and the number of days you 
work in a month and you'll realize 
there's no telling what you could do if 
you put your mind to it.

There's no way to go into all the tiny little details that I 
discovered to make that huge difference in my practice, but if 
you'll email your mailing address to 3daydentist@live.com, I'll 
send you a FREE report on 1 t things that really helped me 
decrease my procedure time and provide that Effective Dentistry 
that I was talking about.

You may reach Dr. Griffin at 662-837-8141 or by e-mail  at 
3daydentist@live.com.

Our office wants all of our patients to be able to comfortably afford 
dental care. We proudly offer the following financial policy so that 
our patients can have the opportunity to decide which payment 
option best suits your needs.

INSURANCE:
Our office understands the value of insurance benefits to our pa-
tients and will gladly work with you to help get the maximum ben-
efit available to you. All fees of $200.00 or less must be paid at the 
time of the appointment. We will accept assignment of benefits. 
This means that you must sign the portion of your insurance form 
that "assigns" payment to our office. Most dental insurance plans 
do not cover 100% of the cost of your treatment. Because of this and 
the extreme delay in receiving payment from the insurance com-
pany, you will be asked to pay your deductible and your portion of 
your charges the day the service is rendered. We will estimate as 
closely as possible your coverage, but until we actually receive the 

payment from the insurance company, it is just an estimate. We will 
assist you in dealing with your insurance company, but the ultimate 
responsibility lies with you. After 45 days, the balance will be due 
in full from you. Our estimates are subject to final approval by your 
insurance company and could therefore change the amount due to 
our office. The patient must file secondary insurance.

PAYMENT OPTIONS:
1. Pre-payment of Treatment in Full. Our office offers a 5% discount 
to those patients willing to pay for treatment in full in advance of 
treatment. This requires that you file your own insurance and be 
willing to accept your own benefits.

2. Credit Cards and Pre-Authorized Credit Card Monthly Payments. 
Our office accepts Visa, MasterCard, American Express and Discov-
er. If you prefer to payout larger portions of treatment on your credit 

card on a regular monthly basis, we can accommodate you by hav-
ing you sign a monthly authorization card. Once per month your 
card will be charged the allotted monthly amount. This helps you 
avoid large amounts of interest. A down payment will be required.

3. PAC. This is a separate line of credit extended by our office to cov-
er treatment over $300 not covered by your insurance carrier. This 
is done through direct drafting of your checking account once per 
month. 1/3 down payment on your patient balance is required with 
the balance paid out up to 12 months and a minimum of $50.00 
per month.

4. Outside Dental Financing. Upon qualifying, you will be extended 
a line of credit for treatment costs by an outside financing company. 
This financing is available for those patients that need to extend 
their payments over a longer period of time than 6 months. Pay-
ment will be made directly to the financing company. The qualifica-
tion process is simple and can usually be completed within 20 to 
30 minutes. This is a 90 days, interest-free credit card. For further 
information on this option, please ask our financial coordinator.

5. Senior Citizens (Age 60 or Over) Receive A Discount of 10%. As 
a courtesy to anyone 60 years old and older we will gladly discount 
your fee by 10% if services are paid at the time of treatment.
We would be happy to work with you to plan out the most ap-
propriate arrangements for your budget. Financing your treatment 
allows you to start your dental care immediately and spread the 
payments over a time period. Most importantly, it offers you the 
opportunity to enjoy the benefits of your dental health without the 
financial strain.

We want to thank you for trusting us as your health care provider. 
We appreciate your trust in us and we appreciate the opportunity 
to serve you. Part of our service to you is to try to contain the every-
rising cost of health care. In an effort to do this, we have imple-
mented a policy of no open billing. Our choices were between 
implementing this financial policy or raising our prices. In order 
to hold the line in costs and prices to you, we decided instead to 
implement this financial policy, which will share the responsibility 
equally among all patients.
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Ten years ago I was 
fresh out of school 
and tried to do 
everything right. I 
presented treatment 
to patients in long 
drawn out case 
presentations and was 
very thorough. I was 

proud of my treatment plans and was super happy when 
the patients politely listened to my brilliant presentations 
and then scheduled for the treatment I had recommended. 
I had done everything by the book.

So why did my patients not show up for their 
appointments?

For the longest time I tried to figure out what was wrong 
with my recommendations or me. I read and read from 
the masters and gurus of the time and tried technique 
after technique. I really believed them when they said that 
I could get 100% case acceptance and that it could be 
done anywhere. Maybe the gurus can get it done anywhere, 
or maybe they have been aided by other forces that made 
them super successful and they can't understand why you 
and I can't seem to achieve those same results. Maybe my 
patients just didn't appreciate my skills, or maybe they 
wanted their tooth fixed the day they took the time to 
come into my office.

Whatever the case, I was truly down in the dumps over 
this whole thing and felt like a huge failure for the first 
time in my life. Then something happened that changed 
my life, forever. I was listening to a cassette tape in my 
car from The Profitable Dentist featuring a dentist in Texas 
named Roy Smith. Roy said something during that 
interview that changed everything and set me on the path 
to dental freedom.

What did he say? Something very simple. Roy said that 
he worked in about six thousand dollars per day in same-
day dentistry. (Remember, that was 10 years ago.) Wait a 
minute. Did he say "same day"?

I know it is a very simple concept, but I had never 
considered actually doing the dentistry on the same day I 
had diagnosed it.

I must have listened to that tape a thousand times (slight 
exaggeration). I rewound and rewound that cassette 
(remember 10 years ago) until I began to understand 
what he was talking about. I had a couple of physical 
restrictions that were holding me back at the time that had 
to be remedied. Of course just starting out, I didn't have 
a big space, only three ops and one of those was hygiene. 
I couldn't do dentistry on the same day if I didn't have 
the rooms to seat people. I also had a very small staff. I 
couldn't work people in if I didn't have the manpower to 
do it. Those things can be fixed relatively simply. They 
only require money and a leap of faith. I managed to 
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The Problem: With more than 24 million dia-
betics and 57 million pre-diabetics in the United 
States1, nearly a quarter of the nation's population, 
the connections between dental health and diabe-
tes have never been more critical. 

As an indicator of our general health, the rapidly 
rising rate of diabetes should be ringing alarm bells 
everywhere. In 2005 alone, the latest year of statis-
tics compiled by the National Diabetes Information 
Clearinghouse, 1.5 million new cases of diabetes 
were diagnosed in Americans over the age of 20.2 

The litany of health implications from diabetes is a 
long and grisly list. It is the sixth leading cause of 
death in the U.S.  That's probably vastly understated 
because as many as 65% of deaths from diabetes 
are attributed to heart attack or stroke. People with 
diabetes have about twice the overall risk of death 
as those who don't have the disease.3 

Complications from diabetes cut years off produc-
tive lives and interfere with the quality of those lives 
through a host of debilitating health effects. Heart 
disease and stroke rates are as much as four times 
higher among diabetics. Nearly three-quarters of 
diabetics have high blood pressure. Each year, dia-

betes causes blindness in as many as 24,000 Ameri-
cans. It is the leading cause of kidney failure, ner-
vous system disease, amputations - the list goes on.4 
In addition to this devastating physical and emo-
tional toll, diabetes also has a huge economic price 
tag. The total cost of diabetes in the U.S. is esti-
mated at $132 billion a year, according to a 2002 
Lewin Group study commissioned by the American 
Diabetes Association. That includes direct medical 
costs of $92 billion. The remaining $40 billion is 
attributed to costs associated with work loss, dis-
ability and premature mortality. 

This isn't meant as a scare tactic. These are sim-
ply the facts and, yes, they are sobering. But if you 
have diabetes or are prediabetic, you may want to 
brace yourself. Because we're going to talk straight 
about oral health and diabetes, two diseases that 
can twist each other into a tight downward spiral 
of amplifying negative health effects. Unless they 
are halted by your physician and your dentist work-
ing in tandem as a health care team - together with 
your commitment to hold up your end of the bar-
gain - these effects can continue to compound, pil-
ing higher and deeper until a catastrophic health 
event causes a permanent disability. or worse.

The Story of DiabeTeS & DenTiSTry – Part I†     

by: Charles W. Martin, DDS

†: An excerpt from the book, Don't Sugar Coat It
1:  American Diabetes Association, Total Prevalence of Diabctes & Pre-diabetes, http://www.diabctcs.orgldiabetes-stati stics/prevalence.j sp, accessed 12/28/07
2: Nationallnstitutc of Diabetes and Digestive and Kidney Diseases. National Diabctes Statistics fact sheet: gcncral infonnation and national estimatcs on diabetes in the United States, 2005. Bethesda, MD: U.S. Department 
of Health and Human Services, National Institute of Health , 2005
3: Ibid.
4: Ibid.

Please join us to honor the memory of Bonnie Kohn at the
Susan B. Komen Race for the Cure

Saturday  •  January 28th, 2012

Register at www.komensouthflorida.org and join team BONNIE’S BRIGADE
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