
Considering that the new patient who becomes a recare 
patient can account for 40%-60% or more of doctor and 
hygienist ‘busyness’, it is very important to ensure that the 

new patient experience from first contact to re-care appointment is 
handled smoothly and effectively. This process involves the doctor 
and entire team.

A practice can boast a very high number of new patients. How can 
we make the new patient experience so outstanding that not only 
will the new patients accept recommended treatment and continue 
with long term care but will also refer other new patients?

This course will identify and clarify the key areas of patient contact before, during, and after a new patient enters 
your office. From ‘phone-care‘ to clinical experience and finally ‘re-care’, systems must be in place to ensure maximally 
effective process of patient care. You will finish this course with knowledge needed to establish consistent and 
effective protocols for your new patient experience.

Participants Will Learn

• The four key points of contact: it happens before 
the patient even walks into your office.

• Your best first impression: it only happens once!

• The comprehensive patient assessment: 
creating a ‘WOW’ experience!

• Moving your patient to ‘yes’: the 
necessary steps to treatment acceptance 
PLUS the dreaded dental coding.

• The hand off: what makes you look 
great in the eyes of the patient.

• Financial arrangements: separating the ‘doing 
of’ dentistry from the ‘paying for’ dentistry.

• The must-have systems: educate, 
motivate, contact, and re-care.
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INTENDED AUDIENCE

The dentist and the 
entire dental team 

PROGRAM FORMAT

Half-day  
(2-3 hours) 
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Any size

Dr. Jonathan A. Bregman 
DDS, FAGD, CAFL 
Speaker, Consultant, Coach & Author

919.949.2382

DrB@BregmanConsulting.com 
www.BregmanConsulting.com  
www.EndOralCancer.com 

Continuing Education
Recognition Program

Would you prefer to have 75 
new patients and retain 25? 

 
Or would you rather 

attract 25 new patients 
and retain 25?


