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Get a Cash-Flow Surge, NOW! 
 

f a cash flow surge could be a big benefit to you, right now, then pay 
close attention – I’m going to give you the formula for a cash explosion 
you can bank, within just 5 to 7 days of reading this article. Many of my 

clients and Members report surges of as much as $15,000+, cash, in 
days…Ready?  

 
I don’t recall when it was or who I 
was talking to, but about 10 years ago, 
a client of mine asked me, “Jerry, I’ve 
got all this treatment sitting in my 
files that I have diagnosed, but I just 
don’t know how to get these patients 
in the door to get it done. Got any 
ideas?” Does that question sound like 
one you’ve ever asked yourself? If 
you have, that’s the start of a great 
way to think about your office. 
Seriously! 
 
It was probably only days before 
when I read in one the newsletters I 
subscribed to, (and this is from 
memory, so I probably have some of 
these details wrong, but, you’ll get the 
point) about a retired dentist that 
traveled around the country in his 
motor home and every time he found 
a town he liked, he parked his “coach” 
and started his rounds to the dental 
offices that were closest to him. At 
each office, he introduced himself as 
Dr. Traveling Doc, and asked the 
front office gal, “Does your doctor 
want to get some of the treatment he’s 
diagnosed done, or, are you guys busy 
enough?”  

Of course, the office gal is looking at 
holes everywhere in her schedule. So, 
the traveling doc ends up talking to 
the hometown doc and they strike a 
deal: If the traveling doc can get some 
of these folks in, his fee will be a 
percentage of whatever treatment the 
hometown doc does. (That is probably 
fee-splitting, so, no, I am not 
advocating you break the law – this is 
just the story as it was told to me and 
how I remember it.) 
 
So the traveling doc gets the phone 
numbers and addresses of all the folks 
with undone, diagnosed treatment and 
he goes to work. After just a few days, 
the hometown doc calls him, 
“Whatever you’re doing is working. 
We’re swamped. Can you hold off for 
a while?” This traveling doc made a 
killing and a very nice retirement 
income, by doing just one thing: 
Helping doctors get undone treatment 
off the shelf and out of the files, on 
the books and DONE.  
 
So, remembering this story and after 
talking to my client for a few minutes, 
I said, “Why don’t you let me write a 
letter you can send to all these patients 

and let’s see if we can shake some of 
them loose and get ‘em in.” That was 
the beginning of one of the most 
profitable pieces of direct mail I’ve 
written and shared with my clients.  
 
Since then, we’ve mailed that letter 
for a number of my clients and 
members. Here’s some feedback from 
some of my clients…and, keep in 
mind, these results are within just 5 
days of the letter being mailed to 
patients with undone treatment: 
 
• Dr. Andy Koultourides told us he 
had well over $10,000 on the books 
(one case was $4000!). 
• Dr. Gary Braunstein had 15 calls 
and every single one booked an 
appointment. 
• Dr. Doug Ralston had over 30 calls – 
at which point they stopped keeping 
track! 
• Dr. Jeffrey Muller had over 12 
patients call and book appointments 
within days of the letter dropping. 
 
Most of my Members and clients, at 
this point, all place a phone call to the 
pts that get the letter, about 3 days 
after they mail it, and ask, “Did you   

I 

“Quotable Quotes” 
 

If you see a bandwagon, it’s 
too late.  

James Goldsmith 
 

Get the right people on the bus 
and in the right seat.  

Jim Collins 
 

Tell them what you’re going to 
tell them, tell them, then tell 
them what you told them.  

Communications Axiom 
 

Courtesy: businesspundit.com 
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get Dr. Whatsits letter – You know, 
he’s really concerned and would 
really hate to see your _______ [insert 
condition] worsen. Do you want to get 
that scheduled now?” 
 
HERE’S WHAT YOU DO: Cull 
your patient list. Any patient that has 
undone treatment, no matter the 
reason, is a potential respondent. Get 
them into an Excel spreadsheet (so 

your office folks can do a mail merge 
and print the letter off so it’s 
personalized – don’t shortcut this!), 
load up the letter on your computer 
(ours is a Word .doc), do the mail 
merge, get your envelopes that have 
your return address on them, and, 
then, these next two steps are very, 
very important: Hand-write the 
addresses (hire someone if you need 
to) and, use ONLY commemorative 
or decorative first class stamps. Mail 

‘em, then, 5 days later, call everyone 
on the list and get them booked for an 
appt. I guarantee you’ll triple, even 
quadruple or better, your paltry 
investment of a dollar or so per letter.  
 
Then, don’t stop there. Make sure you 
do this 2-times a year at a minimum. 
Once in the fall and once in the 
spring. The one we do in the spring, 
we sometimes tie into tax refunds, so 
that gives it an extra punch!

If you’d like a copy of this letter, I’d be happy to give it to you. Yes, I’ll give it to you. Just FAX me your request on 
your letterhead: 1-503-218-0557. Be sure to include your email so I can get it to you in a Word .doc, okay, Doc? 
 
BEWARE: Promise of Online Riches That Are “Hard To Track” (Social Media) 
 
The July issue of Dental Economics was chock-full of, well, crap. 
Sometimes there are good articles (although mostly fall short of any 
real substance I find – “Hey, do this!” but then there’s never any 
instruction or starting point to do what the author suggests). A lot of 
theory. Theory’s ok, so long as there’s meat and taters to back it up. 
And, action steps. Ya know what I mean? 
 
What I did notice and get somewhat annoyed with, an article titled 
“Social Media for Dental Practices.” 
 
Kristie Nation, in her article about social media [sm] on page 60, says, 
“[SM] is a billion dollar business.” So. What does that have to do with 
me? First, it’s not a business I want to be part of – just look at 
Facebook’s plunging share price. Wish you had some of that action?  
She goes on to say, “Practices that harness the power of [sm] reach 
an audience far greater than the number influenced by traditional 
advertising. Unfortunately, few practice owners understand this power 
or its possibilities and miss out on the benefits.” 
 
Let’s look at that last 2-sentence statement: Reaching an audience is 
one thing. Getting them to DO something with your message is all that 
matters. I want action. I need responses. Reaching an audience with a 
tweet, post or whatever, means zip unless the audience is responding 
in some positive fashion  (or negative – I can use that). If social media 
were everything the promoters of it wanted it to be or say it is, it’d 

work. Dental offices all over would be growing from harnessing the 
power of social media. But, I can’t find, STILL, to this day, one office 
that has been built, or even grown from the “power” of social media. I 
don’t think its power is realized in all segments or all industries. And, 
until someone can show me proof… 
 
She later says, and this is my favorite, “Social media is, above all else, 
a series of conversations.” Great. So, let’s talk about getting YOU into 
my dental office. I don’t want to be wasting my time or engaged in any 
conversation with someone unless there’s a chance they might add to 
my business. Otherwise, why waste the O2, or, in this case, the internet 
ether? A series of conversations might also mean that it might take 2, 
20 or 200 of such interactions to get someone to move. 
 
And, this is KEY: Unless someone is at their computer monitoring all 
these wonderful social interactions with a bunch of time-wasting nut 
jobs, what kind of patient actually sits and reads twitter and Facebook 
posts all day long…just waiting for that offer from a dental office, or, 
to engage in that very stimulating conversation with a dentist about a 
pulp cap? C’mon! Get real. Think about the person on the other end. 
DO YOU WANT THEM as a patient? Will they get off their tech-heavy 
asses and call you? Further, are they even LOCAL to you? I’m sure 
there’s one story of one guy hopping on his private jet and going from 
Winlock, Washington to Seattle, for a 3-unit bridge and implants all 
because some hot office manager got him all excited about Dr. Cool’s 

new office and gadgetry.  
 
Thing is, for every story 
like that, there’s a 
thousand stories of 
wasted time and 
frustration because this 
crap just doesn’t 
work…Cause I ain’t 
seen proof enough to 
convince me otherwise. 
You know how earlier I 
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said my favorite statement she made was, “Social media is, above all 
else, a series of conversations.” Well, it’s not. Instead, it’s this 
admission, “It can be difficult to quantify the bottom line financial 

impact of social media.” Well, Kristie, if it’s that hard to figure it out (I 
know, I just don’t understand), I guess I’ll just opt out… 

 
INDICATION THE INDUSTRY IS FULL OF MEDIOCRITY 
 
To create a killer practice – one that is fun to be part of, that throws off 
cash, all you need do is the exact opposite of everyone else. Proof 
showed up in the July 2012 issue of DentalTown magazine. 
 
From May 14 through May 31, 2012, the following poll questions and 
answers were given at the website: 
 
- Have you fired any employees in the last 6 months? 65% no. 35% yes. 
- Which of the following items is currently a primary concern in your 
practice? 27% said staff training. 9% said materials organization. 12% 
said personality conflicts. 52% said new patient flow. 

 
If you’re not lopping off the bottom 10% to 20% of your staff every 6 to 
12 months, (those that are not performing at top-tier level – and you 
know who they are), you should be. At SofTouch Dental™, we’ve fired 2 
folks in the last 60 days. Production increased over 30%. THIRTY 
PERCENT. Those 2 yahoos cost me a fortune. The other folks that are 
doing their jobs are not happy with you if you are not cutting the 
underperformers. MOST DENTISTS, as indicated by this poll, are too 
chicken-_ _ _ _, to cut staff that are not high-performers, focused on 
growing the business. (Thank goodness YOU are not like that!) The 
proof is in the poll. 65% haven’t fired anyone. So, by doing what the 
minority do, the 35%, you actually stand to grow your practice…taking 
the road less traveled (or traveled hardly ever). 
 
48% of the dentists surveyed are OK with their new patient flow. Except, 
I’d be willing to bet that of that 48%, half just don’t know they are dying 
from lack of new patient flow.  
 
Thing is, of all the items, it’s all a PEOPLE problem. It’s NOT a systems 
problem. It’s the people they have in the office. If Gertie at the front desk 
was axed, and replaced with a pleasant, nice gal (or guy), they’d double 

new patient appointments because the phone would be answered and 
answered properly, and the people would be treated like family instead 
of an interruption.  
 
If those personality conflicts were eliminated by FIRING someone, then 
new pt flow would go up because, the energy in the office would 
change. (Trust me on that one!) 
 
Staff training – We’re placing a heavy emphasis on regular, weekly 
trainings that staff do themselves. They actually train each other. And, 
sometimes, I do a training. Staff training is easy – do it at lunch, in the 
AM, or, heaven forbid, a WEEKEND. (After I wrote this paragraph and 
spoke to one of my Gold Members’ office managers, they actually do 2-
day staff trainings 2-times-a-year, in their office, with one of their 
practice management companies. SMART.) 
 
What would happen if you mandated (required to keep the job), staff 
training for 1 weekend a month? 
 
Do you think your practice would grow? Of course. So, what’s stopping 
you? No one in dentistry (or few) do this. If you want to get what other 
dentists never will, if you want a fast-growing, awesome place to be part 
of, do what others are not willing to do and that they don’t do. 
 
One of the other questions asked, “Do you use direct deposit to receive 
funds from insurance companies?” 33% said yes. 67% said no. Why 
would you NOT do this? Imagine getting your reimbursements 2, 3, 
even 5 days faster – see, you are increasing the velocity of money from 
them to you. THAT is a wealth-builder and you gotta get that going, 
NOW! See what I mean? Oftentimes, if you want to know what to do to 
improve your practice, just look at stuff like this and do the opposite!

 
My NO BS Trust-Based Marketing Interview with Dan Kennedy 
 

Did you get it? I recently mailed a postcard to you promoting a 20-minute interview I 
conducted with Dan, asking specific questions about his new book, No B.S. Trust-Based 
Marketing, and how it relates to dentistry. 

A few weekends back, while traveling to the $80k/Month Invisalign Event I conducted 
with Dr. Sean Tarpenning, three doctors commented on what an excellent book it was. One, 
Dr. David Maloley, said, “Best book about positioning and marketing I’ve ever read.” I even 
saw him reading it on the plane! 

It IS a damn good book. And, I’m not just saying that because I am mentioned in it and 
one of our magazines used by the top 30 financial advisors nationwide, either. 

You can listen to the interview here: h t tp : / /b i t . l y /NSzWk4 Then, get the book on 
Amazon.com. Do it NOW! It will be an eye-opener! 

That’s it for this issue. See y’all soon and let me know what we can do for you. Adios! 
Carpe’ Diem 
~Jerry 
 
 

24 Mistakes… AVOID THESE! 
 

Not long ago, I released a book that 
many docs have yet to read. Sadly, 
at their own peril. The feedback I 
have gotten from it has been 
unbelievable. I’ve had emails, 
letters and faxes from all over the 
country…dentists who’ve avoided 
mistakes, and, unfortunately, 
dentists who read my book a bit too 
late. It may not be too late for you. 
Check it out on Amazon.com. Just 
search: 24 Common Mistakes 
Doctors Make. $9.95. 

Reach me via email: 
jerry@jerryjonesdirect.com 

NEED MORE NEW PTS? Postcards are an easy way to increase NP 
flow. To learn more, request Jerry’s FREE Report. Just email him! 
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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 reasons3 
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 a civil action is brought against violators, the owners of these copyrighted materials will seek to stop you from using the material 
immediately and will also request monetary damages. The law allows for the copyright owner to choose between actual damages, which include the amount lost because of your infringement as well as any profits attributable to the 
infringement and statutory damages, which can be as much as $150,000 for each 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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NOTICE: 
This newsletter was created to use as a study guide to provide actual examples or marketing in the works, completed or in process. It is not intended to be a stand-alone training manual and should not be used as such. If you have 
illegally purchased a copied version or been loaned an original, it would not be in your best interest to conduct the business of dentistry without additional training. The most valuable information and explanations of this process are 
discussed in a class environment with case studies and visuals and in depth coverage on complicated issues. If advice concerning tax, legal or related matters is needed, the services of a qualified professional should be sought. This 
publication is not intended for use as a source of legal or accounting advice. Some suggestions made in this publication may be subject to varying regulatory laws in your state or municipality. Purchaser assumes responsibility for use of 
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Need a speaker or expert interview for an upcoming event? Jerry’s available to select audiences and brings 
new and exciting information on the topic of practice building – not the same old tired and worn-out 
information, you’ve all heard. Jerry’s in the trenches, and knows what it takes to build a practice…from a 
businessman’s perspective. For more information, email: melody@jerryjonesdirect.com with your proposal. 

Comments From a Few of Jerry’s 
ClearPath Society® Members… 

Jerry,  
Thanks again for another home run!  Your last FSI just 
brought in $15,000!  Printing and distribution were under 
$800.  So I guess I’m going to have to pay up my 
membership again this month.  Seriously, you are “the gift 
that keeps on giving”.  Did you know that phrase was 
patented in 1924 by the Victor Talking Machine 
Company?  As long as you keep on talking, I’ll keep on 
making money! 

~Lon Peckham, DMD, Post Falls, ID 
 
I recently joined ClearPath Society after reading Jerry's 
information via his email newsletter for several months 
and asking him a number of different questions about 
marketing, what he was doing, what was working for 
other dentists in my area. He was always prompt to 
answer my emails, and, even spoke to me on the phone 
when I called with additional questions. As I told Jerry, 
I'm not much of a 'joiner' of Society's, but after getting 
comfortable with what Jerry was doing, what he was 
asking of his ClearPath Society Members, how he 
delivered value, I knew I'd be a good fit and be able to 
really make this work. I'm excited about the future of my 
practice.   

~Gigi Huynh, DDS, Concord, CA 
 

Additional Resources for  
Dentists to GROW their practice without all 

the hassle and overhead… 
 
à ClearPath Society®. This is Jerry’s exclusive 
Membership-based group that meets in-person, 
every year, for a closed-door Mastermind 
Roundtable meeting. Members are entitled to use 
Jerry’s practice-building resources, including all of 
his postcards, ads, and more. Plus, Members get 
exclusive discounts on other services. Info 
available at http://bit.ly/cp-membership. NOTE: 
There is a price increase effective 9/15/12. 
 
à Search To Schedule. Started by a former 
employee of Jerry’s, James Erickson, this 
amazing web-based, patient-attraction system is 
used by Jerry at SofTouch Dental™ and by other 
dentists nationwide. SofTouch appoints between 3 
and 5 new patients every week from James’ 
astute online marketing strategy. There’s nothing 
else like it in dentistry. Learn more at: 
http://bit.ly/s2sched  
 
à Tons of searchable articles on dental practice 
growth @ JerryJonesDirect.com 

Pissed Your Staff Off With The High Pressure Phone Fix? Don’t worry…There’s an alternative. Not only does it work incredibly well, but, 
it can quickly get you back in good graces with those who run your practice. And, make your patients happy all at the same time! To learn 
more, and request a FREE consultation, visit: www.FixMyPhonesNow.com. No one will call your office recording a call.  

 


