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I’ve read a veritable boat load full of How To 
Be Successful books.

I’ve attended a lot of raw-raw sessions, meet-
ings and even weekends where I’ve been told, 
“If you dream it, you can achieve it.”

You and I have both been told we can DO 
whatever we set out minds to. (Unfortunate-
ly, that goes for people that want to DO bad 
things, too, and that is always disturbing to me 
the same holds true for “them.”)

While my wounds still feel fresh (scar tissue 
in many places) from my extensive challenges 
the last couple of years (Yes, years! I can’t be-
lieve how quickly time flies. And, for this rea-
son alone, is why MOST wounds heal quickly 
because time heals all wounds, right?), I feel 
more empowered, more emboldened, excited 
and more cautious (odd, but true), than at any 
time ever in my life.

I am also more confident about my family’s 
future and can see the light at the end of the 
tunnel is sunshine, not the oncoming locomo-
tive I had earlier thought. (NOTE: Some will 
always see a train. Others will see a different 
picture.)

Here’s what I know as I reach the end of this 
tunnel: As soon as I’m done with it (if you’re 
in business you know this to be true), and I 
emerge, I’ll bask in the sun (hopefully in Cabo) 
for a few years, then, a new tunnel will emerge. 
Regardless of whether or not it’s directly “my 
fault,” that’s just life. If you think it’s not that 
way for everyone, you’re sorely mistaken.

And, frankly, that’s not a bad thing.
Not to be discouraged with another tunnel, 

I’ll chug my way through that one, too. And on 
and on. I’m like the Energizer®  Bunny when it 
comes to “getting back up again.” (Sorry, that’s 
sort of R-rated!)

What outright SLAUGHTERS most people 
that only “want” success (not crave, desire, 
lose sleep over, make repeated sacrifice over), 

is their inability to have any sort of mental re-
siliency or toughness or in some cases, outright 
meanness towards FAILING.

In a recent issue of SUCCESS magazine, on 
the cover a very spicy, hard-working, smart, 

and resilient 
superstar train-
er and weight-
loss guru, Jil-
lian Michaels.

M i c h a e l s 
goes into a lot 
of depth, to 
the point of 

getting into her psyche, in the interview with 
SUCCESS writers. It’s revealing to me what 
pushes her pushes the most visibly “successful” 
people - stars, athletes, dentists, and others.

For her, success is about this trait (RESIL-
IENCY or, MENTAL TOUGHNESS) that 
successful entrepreneurs have, or they develop, 
or, in some cases, are probably born with.

Like my mentor, friend and business partner, 
Tom often says, “It ain’t the dog in the fight, it’s 
the fight in the dog.”

If you lack fight. If you LACK bold deter-
mination. If you lack what Trump has - outra-
geous toughness, you’ll suck at everything you 
ever attempt. And you’ll never be successful. 
You’ll always be a loser.

ANOTHER THOUGHT ABOUT THE 
FRAGILE NATURE OF SUCCESS...

I was reminded how easily “success” can be 
stripped from you yesterday at lunch with my 
good friend, Clay. He commented that 3 or 
4 of his friends, at one point a few years ago, 
“had it made.”

Here’s what I know/knew about the 3 or 4 
he referred to (I know one of them really well!):

On the surface, looks are generally 100% 
deceiving. And, time and circumstances, and 
gov’t regulations and new laws, will often 

times, strip away success, almost no matter 
how it’s defined (speaking about wealth only, 
not “personal” success, which by the way, I 
value far more than monetary “success.”), and 
there’s not a damn thing we can do about it. 
Except...

Getting back up again. And, going after it 
all over!

I’m having a difficult time pinning it down...
what I mean here.

Let me just summarize it like this:
If you’re wealthy today and living off a few 

million in the bank and you are not actively 
pursuing other opportunities to GROW that 
wealth, in only but one or two circumstances, 
can that wealth survive. Creditors, Predators, 
Governments and Relatives will do their best 
to “get at it.” You’re a target. And, the more 
fearful you are of this happening, the more 
likely you’ll LOSE whatever you have.

If you live humbly, beneath your means, 
are a steward of wealth and not someone that 
hordes wealth, guess what? YOU WILL have 
more wealth attracted to you. There’s a reason 
why broke people remain broke...Unless they 
change their attitudes and habits about money, 
wealth, and their respective places in our lives, 
money is repelled, not attracted to, their be-
ings.

Sounds airy fairy, but I know I’m right. I see 
it happen all the time.

Comments About Jerry’s ClearPath Society®...

Additional Resources for
Dentists to GROW their practice 

without all the hassle and overhead...

Hi Jerry, I’m a new member - Couldn’t be more beneficial from what 
have sent me.   Shipping was expedited and the specific topic I had 
mentioned was included.  I am very happy and look forward to working 
with you in the future.

                                                                                          Dr. John James Dannon
                                                                             Housatonic Valley Dental Care
                                                                                                                                          Canaan, CT

The new Modern Retro FSI went out today. I am testing it for the first time. It’s working great. 
My office got 10 calls in the first two hours since we opened at 8:00 am and the calls are still com-
ing in. The staff could barely keep up with the calls, which is a good problem to have.

This is the third FSI we’ve done in the last four months for a total of a little over 75,000 FSIs 
dropped. So far these FSIs have resulted in a whole bunch of new patients. I have never had a 
marketing piece draw as many new patient calls in a short a time as these FSI’s. Since my son, Dr. 
David Miyasaki has recently joined my practice, these new patients make it a lot easier for me to 
sleep at night.

I would like to thank you and your staff, especially your designer, Sissel, 
for all the help selecting the right offers from your vast array of choices, 
tailoring the ads to my practice, and doing all the “little things” to get the 
FSIs printed and distributed on schedule to the right audience. It’s a great 
relief knowing I can rely on your ads to produce new patients, your team 
to reliably execute each drop, and all these new patients to put money in 
the bank.

                                                                                   Dr. Wilfred Miyasaki
                                                                                                                                             Honolulu, HI
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ClearPath Society®.  This is Jerry’s exclusive Membership-
based group that meets in-person, every year, for a closed-
door Mastermind Roundtable meeting. Members receive 
access to all of Jerry’s Practice Building Resources, including 
all of his postcards, ads, and more. Plus, Members get exclu-
sive discounts on other services, such as, seminars, webinars 
and other marketing mailers. Info available at:
http://bit.ly/cp-membership

“Quotable Quote”
“Catch a man a fish, and you can 
sell it to him. Teach a man to fish, 
and you ruin a wonderful business 
opportunity.”                
       Karl Marx
“If you would like to know the value 
of money, try to borrow some.”                
        Benjamin Franklin

Courtesy: businesspundit.com

The KEY to Success
by Jerry Jones

Let’s go inside!

FREE: 7 ADVANCED Strategies to Skyrocket 
Your Practice!  Request yours now: 

http://EasyDentalPatients.com

Follow JJD on Twitter: @jjdirect Twitter 
followers get a FREE Practice Building 
Package valued at $199... Follow and 

just direct msg @jjdirect to claim yours!

JJD is on Facebook! Join the conversa-
tion: http://facebook.com/jerryjonesdirect
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How To Get At Undone Treatment & Profit
 by Jerry A. Jones

You want patient testimonials.  You know you need them 
and that they are valuable to have.  You may have them or 
know you need them. But are they doing what you intend-
ed, and, are they bringing you patients?  Are theyålosing 
cases for you?  No?  Why not?

Two reasons: they’re timid and passive.
Testimonials are known as social proof, but proof of 

what?  Typically patient testimonial slack perspective and 
context.  When you enter a story midway (never having 
heard the story before) would you know what’s going on? 
No, you have to follow the plot of the story for a while 
to get the gist of it.  The same thing is happening in your 
patient testimonials.  The patient and you know the whole 
story, but a prospective patient has no knowledge of the 
back-story, therefore they have no context of the value you 
brought to this patient.  Who is this person talking to me?  
What previous experiences have they had before coming 
to you?  What problem have you helped them with?  The, 
“Dr. Jones is a good dentist.  They treat me well, means 
nothing, yet practices continue to propagate their websites 
with this kind of passive ‘social proof.’

Testimonials are often added to a website, brochure or 
ad as an afterthought or place holder.  “We need to fill that 
space, let’s stick a testimonial in.”  A testimonial should 
be an extension of the message, validation to a claim or 
proof or results.  It shouldn’t be a band aid applied to cover 
a space.  They should contribute, support or validate the 
message, not be an interruption.

If you’re going to commit to using video testimonials 
and only park them at the bottom of your website, at the 
least, capture the 3 most valuable pieces of great testimo-
nial:

1.  What experiences have you had before coming to [fill 
in your practice]?

2.  What brought you to us?
3.  How have we been able to help you?
Social proof is about convincing the prospective patient 

you’re safe and you’re the right doctor for them.  It may 
not be in your nature to sell, but you should let your best 
patients sell for you.  It’s about building trust.  In any met-
ropolitan area there are hundreds if not thousands of other 
dentists to choose from.  How are you going to answer 
the question every patient thinks, but rarely asks, “Why 
should I choose you over any and every other dentist?”

As for making your testimonial marketing aggressive 

rather than passive, get your proof in the hands of the pro-
spective patients.  Don’t expect they’re going to find it, read 
it or watch it.  They’re not.  Empirical website analytics 
shows there is more traffic, and time spent, to the website 
page about the doctor and staff.   They want to know who 
you are.

Be aggressive without being pushy.  What others say 
about you is more powerful than what you can say about 
you.  However, if no one ever sees it, it’s wasted.  Websites 
by nature are passive. Get the testimonials off the site and 
into people’s hands.  I have taken fairly good video testi-
monials off doctor’s sites and turned them into TV and 
radio ads, as well as Video Sales Letters, or VSLs.  Good, 
but incomplete testimonials can be crafted into a great sell-
ing message with the right writing, narrative and music.  
A DVD can be sent to patients, put in their hands as a 
powerful referral tool and go to work doing for you what 
you originally expected from it.  You may already have 
the ‘bones’ of the right message in your testimonials now, 
they just need finishing and a strategy put to work for you.   
Take your greatest marketing asset and turn it into actual 
marketing and you WILL make the job of getting and con-
verting people to patients easier.  Do less selling and more 
dentistry!  If you’re interested in that.

You may be sitting on a goldmine of testimonials that 
can be turned into marketing that can go out, capture your 
ideal patient and bring them to the practice.  If you have 
video testimonials and would like to find out how to suc-
cessfully put them in other parts of your marketing, email 
be at ron@rjmediamagic.com and provide your website 
link along with your name and phone number and I’ll re-
view your patient testimonials and let you know how you 
will be able to better leverage them.

(Damn it! Why do so many dentists stubbornly refuse to 
invest in a patient newsletter?! ARGH!) 

Please reach out to me, your Member Ambassador or heck, 
any of our team if you’re interested in our help to get that 
undone treatment list done!

These are copyrighted materials protected by strict copyright law! Legal action will be brought against you and/
or your company if you are found to have made ANY unauthorized copies of these materials in part or in whole. 
Unauthorized copying is AGAINST THE LAW, regardless of intent, whether you are:

1. making a single copy to keep for yourself     2. making a copy to give a friend for free
3. distributing one or multiple copies to others for profit     4. making copies for any other reasons

Whether you make a profit or not, you are committing a serious copyright infringement crime, punishable by 
severe fines and imprisonment and you may be held liable under BOTH civil and criminal law. Remedies against 
violators can include fines in excess of $400,000 plus, up to 5 years jail time plus recovery of all legal fees when 
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using the material immediately and will also request monetary damages. The law allows for the copyright owner 
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program copied. In addition, the government can criminally prosecute you for copyright infringement. If convicted, 
you can be fined up to $250,000, or sentenced to jail for up to 5 years, or both.
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About Ron Sheetz 
Ron Sheetz is the founder of RJ Media 

Magic, Inc.  Ron has made himself an abso-
lute authority in media marketing for dentists 
across the country. His unique, innovative and 
proprietary marketing strategies are revolu-
tionizing how dentists are now able to position 
and differentiate themselves from other den-

tists, group practices and the mega-corporate practices. Ron has 
the distinctive ability to take a very specific asset every practice 
possesses, but under utilizes, and transform it into a powerful 
marketing and advertising advantage.

About Jerry A. Jones
Jerry A. Jones is the CEO of Jerry Jones Direct (JJD), an over two-decade old dental marketing and adver-
tising firm.  He’s a widely-published author of several books and thought leader, writing opinion papers and 
articles for a variety of publications. Jerry also publishes five different newsletters and two magazines every 
month, leads dental mastermind sessions, and creates marketing and advertising campaigns for his private 
client Financial Advisors, Dentists and ClearPath Society® Members. He is also the Founder & CEO of Well-
ness Springs Dental® in Salem, Oregon, which includes an incredible group of three Doctors and an amazing 
team.  More information on Jerry can be found at www.JerryJonesDirect.com.

We all have enough money sitting around in undone treat-
ment to fund a small country, don’t we? 

No matter how “good” you are at mining this, you can al-
ways do more. I believe that because of the moving parade 
we all experience. Here’s what I mean: every single day, all of 
our lives change. I know mine’s in constant flux and change, 
so, what’s priority for us certainly changes day-to-day.  That 
is why we constantly mine our undone treatment list at Well-
ness Springs Dental®.

People’s needs change day-in and day-out, and the last 
thing I want to have happen is for that patient to think we 
don’t care enough to follow-up and get them in when the 
time is right/best for them and that “want” or “need” they 
had a while back has now crept back into their lives, front and 
center. Make sense?

One of the benefits members in my ClearPath Society have 
is the use of my Undone Treatment Letter.  Mail this to your 
list of undone treatment pts, then, follow-up with a phone 
call. Then, mail a postcard to them.  This should be a never-
ending, always ongoing project in your practice. Because, 
every day, you add to the amounts because there’s no way you 
could do all the dentistry you diagnose.

Just be sure you’re always in front of your patients, remind-
ing them. It makes a great article in your newsletter, too. 

Fixing Half Baked Patient Testimonials
by Ron Sheetz

Money has become a bit of a taboo subject in American 
culture.  Along with religion and politics, few other topics 

that are so eagerly avoided among friends at the dinner 
table.  According to NBC News, however, not talking 
about money might be doing more harm than good.

 Speaking of money often, especially with people 
close to your financial situation like a spouse or children, 
gets the subject out in the air and allows people to feel the 
relief of sharing the weight felt on their shoulders.  These 

discussions will enable people to avoid mistakes, make 
better decisions, and set goals that can actually be met 
with purpose.  “Forbes” magazine suggests that talking 
about finances with friends can help avoid unnecessary, 
expensive meals and entertainment that might bust a 

budget.  Every little bit helps when trying to eliminate 
debt or save money.

Why it is Important to Talk 
About Money


