


Finally, an Answer for Doctors that Want to
Predictably Gain Case Acceptace for Elective Dentistry:

Big Case Marketing’s

Maximum Case Acceptance Program
A letter to dentists by Dr. James McAnally CEO, Big Case Marketing

Let's examine an interesting phenomenon that@irring every day, even right now, just
outside the door of your practic&here are two, almost identicéhverage,” real world dental
practices set in two, very similar, middleed towns. Upon close examination, you will find
that the demographics (averaage, number of active chartg/giene visits,, patient income
level, characteristics of actuaklations, etc.) of the two practicase basically identical.
Economically both practices are in areas suffeang@verage amount of pain from the current
recession. The two doctors are roughly the sageeand both have a decent smile, friendly
personality and are reasonably pe@nt technicians with typicalnd average staffs. All of
these things are the same, BUT that is where theasities end and something strange
begins ...

You see, one doctor has constant success with case acceptance
and the other not much at all . . .

In one practice the doctor has just finisladelective treatment plan presentation for $11,000
(sure there are cases much larger in thisavioult hey $11,000 is nothinig sneeze at!). The
case was accepted for treatment, with a deposit being paid to move forward. In his
identical practice, our other frielydand proficient doctor just sdown at his desk, letting out a
big sigh while putting his face in his hands. Yee sthe second doctor just experienced
another round of gut wrenchingsdppointment after being rejedtfor the umpteenth time
following a case presentation for JUST $3500 wofttreatment! Why does one hear “Yes” a
reasonable percentage of thediwhile the other gets stuck

with constantly hearing “No"?!?

There is a definite and meaable reason AND, most impor-
tantly, an equally definite andeasured solution. If you feel

more like the second doctor malstys of the week, then maybe
you are ready to finally know th@edictable ways to consis-

tently hear “Yes.” Perhaps you finally want access to
knowing what makes case presentation success possible for the
first doctor. If so, there is good news! Because far too many
doctors share the problerobthe second doctor, | have

created a one-of-aitkd program just for those doctors.

If you ever wished that you hal the first doctor’s “secret
keys” to getting more predidable case acceptance with
elective dentistry day in andday out, then this letter and 5
X X . . r. James R. McAnally
this program is designed just for you. CEO, Big Case Marketing
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How is it that two doctors can literally practicetie same block, directly across the street from
each other, and Randy, the first doctor, habl@ms getting case acceptance for “cheap” $600
crowns while James, the other doctor, routirtels acceptance with a crown fee of $2300 . ..
and then goes on to routinely gain accepaioc complex cases in the $40,000 range and
higher (some for even $80K-$90K)?!?

The answer lies in which doctbas access to a cameceptance (sales) system that follows a
defined sequence of events AND addresses #fleoémotional issues that patients have with
saying “Yes.” Systems are ways to save tiemergy, money and stress, yet few of us as den-
tists ever received the training to put a caseptance system into place to handle the dental
“sales” process.

Let's face reality: Case acceptanis one of those topics blatantly missing from the university
syllabus, thus leaving dentists to enter the world witlsales skills or training in the
psychology of how patients decitiego forward with treatment.

Would you finally like to have access to typé of case acceptance knowledge and be coached
in the skills needed (not jusending you home with a book to r¢ad that you can really
develop your abilities to help patisrchoose better treatment choices?

Have you ever dreamed of finally being ablgtedictably hear “Yésrom patients going
forward with full mouthcare treatment plans rang from $10K-$40K?

If you are a dentist with implancosmetic, or sedation tramg, the odds are your case sizes are
not what they could be and you hear “No’‘tase presentation more times then necessary.

If you are a dentist with “bread and butter” dentistry pra@jovho does not market that much,
or has a lot of dentistry sitifj untreated in your hygiene departiye¢hen this program is also
for you. For doctors in those situations ther significant case acceptance waiting to happen
with cases in the $10K-$40K range.

You now have a once in a career opportunitiidtehe issues preventing case acceptance by
attendingan exclusive program dediated solely to case acceptance and elective dentistry
being led by dentistry’s reigning expert farge case acceptance wiig Case Marketing’s
Maximum Case Acceptance Program.

MAXIMUM CASE ACCEPTANCE PROGRAM OVERVIEW

The numbers that | mentioned above may lgeneflat out dumbfounded, but | achieve them
in my private practice, perhaps closing more $@aKes than any other dentist on the planet.

For years, | have offered my top level most ditents the turn-key marketing and sales train-
ing for their success and am now offering theecasceptance/sales side of the equation to you.

Case acceptance success involves more thehqusyou deliver the treatment plan and
treatment options — many other steps and conditions that greatly affect acceptance rates
happened way back at the point when the paisergferred to your practice or comes into your
practice via an externaldvertisement.

From that point forward, EVERY detail alotizge way to case presentation affects your case
acceptance success or failure. Drop too many pEfdde puzzle along the way and case
acceptance is shot to h*ll.
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The case acceptance skills taught in the progmanibased on sales skills widely used by the
most successful, highest achieving ker@dand business people in the w@MTSIDE of

dentistry.

This is a critical and crucial psct of the winning formula needed for you to get outside your
“dental case acceptance box” AND is the deepesésbehind the success of the program.
Case acceptance systems designed inside the pooféssie never worked all that well
because they do not utilize these vital outside skiils that work so wiéin other industries.

This is a program targeted just for doctors learself, that want tose a laser beam focus on
how to maximize their acceptances rates irrthectice by leaning ALlthe steps and ALL the
methods essential for the practice, staff and doctor to make it happen.

As part of this group, you will meet along witloctors from across the country monthly by
teleseminar/webinar to be coached, learn aneldp a structured and defined case acceptance
system for your practice. In addition, a Isession will occur 8 months into the program to
solidify everything you have learned and reinfditoe correct behaviors needed for your Case
Acceptance System that you and | will build togetfor your particular style of practice.

Along the way, you will also help identify and shaew breakthroughs from the other
individual practices that will é@matically increase the entire group’s profits, productivity,
efficiency and personal satisfaction frahe great profession we all share.

You have spent years (perhaps decades) learning to be a better dentist, now it is time to spend
a few hours once a month for 10 months to put more of those hard earned clinical skills to
use.

One of the other big secrets behind the progeagaining the right mindset towards money,
fees and taking action in your pti&e. In other words, the program and your success is the
result of certain things you do, and do repeatadlp consistent way, related to how you view
case acceptance and its effentthe entire practice.

MAXIMUM CASE ACCEPTANCE PROGRAM DETAILS

During the Maximum Case Acceptance Program,rgaeive intensive training on each step of
the Case Acceptance Process that makes a fisgibdce in whether you get to “yes” more
often and with those “yes’s” get to perform madeal treatment. Attending doctors are guided
via exercises and discussion to duplicate andefiand predictable Case Acceptance Process
specific to their style of dentistry tese back in their practice.

By the end of the 10 month program, each doctor arrives at a custom built Case Acceptance
Process that is defined and rafable for every case, whethersita $5K case in hygiene or a
$50K case that came to you from your marketffgrts be they external or by referral.

A side effect from the program meeting everymimois that doctors continue to be energized
and ready to further superchatpe personal, professional anddncial gains in their practice
that come with betteacceptance rates.

It is not unusual for doctors in the Maximum Case Acceptance Program to take what was
already a very high performing practice andHarttheir profits without working any harder,
thanks to lessons lesd in this setting.
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For doctors that do not start out with a highf@ening practice, thegan see 100% increase in
profits by attending thigvitation-only group.

Three practice “makeovers” are conducted durirgpttogram so that that you can gain insight
into other valuable changes you can implemewbiumr practice for better overall practice
results that reach far beyond case acceptance.

Both general dentists and denggkcialists are invited to aggio participate in the Maximum
Case Acceptance Program. This specifically includesiste treating only natural dentitions,
implantologists, generalists that restore implamsiodontists, prosthodontists and oral
surgeons. Certain types of endodopractices might also benefithis would require
personal discussion before application submission.

Based on your participation level, you MAY bwited to continue youmembership in the
Maximum Case Acceptance Program for an Advanced Year.

The fee for your Advanced Year in the Maxim Case Acceptance Program (the Maximum
Profits Program) is $1,499 per month, paid over 10 months.

The material and discussion at the Maximum CasAcceptance Program sessions are confidential
amongst members - not to be sharedith your dental colleagues. Agr all, YOU have invested in
these secrets for YOUR benefit, not theirs! Youmembership includes your written agreement not to
copy or re-sell any of the confidential information you receive.

Of course, this does not mean you cannot syaue knowledge with your staff, husband, wife
or significant other to help you pittto full use. You can talikn generalities about working on
your business with your peers, lyoiu ARE NOT at liberty to discss the real secrets of these
sessions. You would never want to giveagwhat you had to earn the right to know.

THE NEED FOR THE MAXIMU M CASE ACCEPTANCE PROGRAM
Coaching

Q: What do Tiger Woods, Jack Nicklaus, ArnoldPalmer and the top CEOs and Board Members of

Fortune 500 companies all have in common?

A They all have access to coactueseep them playing at the toftheir game. The Maximum Case
Acceptance Program is dgsed so that you have acctsthis essential coachit@ensure your
maximum success as it relategh® dentistry OUTSIDE the insm@e system — dastry that you
are trained to do and do MveThe program &eps you from ever being tdito the solutions to your
case acceptance problemmahe dark on problems that youymaot even be aware of that are
about to “clean your clock.”

The Group Mind

The eagle eyes of the other members attendingelsgou capture your hiddepportunities and make
sure you do not miss out on leveraging assetsythatlid not know you had. In his books
Working with Emotional Intelligencand_Primal Leadershipaniel Goleman discusses this power of
the third mind created by the meetinglbfree individual minds as the “Group MiridThe Group Mind

is part of the design of the programthat the information given to y@unot just via lecture and didactic,
but also includes time to learnrincother participants so you can sharand profit fom the collective
experience of the group.
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Because of the elite dentiststgpating in the Maximum Case Acceptance Program, the program’'s
Group Mind will greatly expand youri#i& for real achievement. This like leadership, persuasion,
marketing, management and financial controls wiéXgored at a level only feasible by this program’s
advanced Group Mind.

1.

o

ADDITIONAL BENEFITS OF THE MA XIMUM CASE ACCEPTANCE PROGRAM

You will learn a structured Ga Acceptance (Sales) Systdrat the most successful den-

tists in America use. Dr. McAnally’s Nabers’ only Big Case Marketing Program has

some of the highest performing doctorsha world in attendance. How these doctors

think, how they work and how they structdineir case acceptance process and case presen-
tations is what has led to their successu Will be guided to develop and utilize many of

the very same concepts that they use in the top level group.

You will gain a supportive network of true peénat you can trust to help bring your

practice to the next level. You will not find ttlectors that you pet as part of the Maximum Case
Acceptance Program inyobuilding, around the ager or at the localatly club. Youalready know

how tough it can be to find somedaeally whose timking is up to yurs, someone to whom you can
really open up and share and who you can trust toybaveest interests at heart. Local doctors in
your own backyard just are not willing to do that. As a member of the program, you will be
part of an elite group made up of like-mind#gttors who truly want see each other excel

and will work to help each other achieve their practice goals.

The spiritual law of serving says that the greatashg you is servant to all. Without a defined case
acceptance process, you are under serving your patidrgsnply serving the insurance industry. Yes,
the program is about creating success and maxinafits fiwr you, but it is alsabout making contribu-
tions to your family, your commiip and society in whatever wggu choose. The economics of

what all of this brings PUTS YOUtmthe unique position tae able to afford tmake the choices you
want in regards to your persolife, family and community.

The Maximum Case Acceptance Program definitefydraagenda, and that is to give you case
acceptance and added profits so that you have pdrsedaim and choice. You will not merely be
succeeding or just makiggeater gobs of monelydth of which you will)but more importantly, you

will be doing so on youerms.

Members of the Maximum Case Acceptant Prograglhwind up with great practices and lives

since the same exercises that make fottarl@ase Acceptance Process will also gwe a

clearer, more definitive blueprint than you have ever before seen or possessed for achieving
whatever practice, success, life or fame ggals may have while absolutely defying all
normal, common and ordinary boundaries arstricions on speed, ease and independence.

WHAT TYPES OF DOCTORS BENEFIT FROM THE PROGRAM?

Doctors that are struggling with achigg routine repeatable case acceptance.

Doctors with patients in their hygiene progratmo need dentistry upgraded (10 units of
crown & bridge) but don’t know how to present the treatment in ways to get it accepted.
Doctors that market extensively or that expend significant time cultivating referrals.
Doctors who are in the process of getting natirgcal training that will increase the largest
case sizes in the practice.

Doctors that are having problems achigvacceptance for cases over $10,000 USD in
treatment.

Doctors that routinely hit case acceptance “road blocks” above $30,0000 USD.
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7. Doctors already achieving acceptable levels of case acceptance and who are looking for
ways to boost their results.

8. Doctors who can't devote the time needed to commit to full membership in the Big Case
Program.

9. Doctors whose market is already closedMembership in the 20 Month Big Case Program
who desire to boost their case accepgarates on theexisting marketing.

WHAT THE MAXIMUM CASE ACC EPTANT PROGRAM IS NOT

1. This program is not theory. It is handsamnl provides the actusiep-by-step method to

improve acceptance rates fortgibes of dental treatment.

It is not presented by someone that never in the dental trenches.

It is not just dropping a pile of case accap&‘tips” in your lap and leaving you alone to

figure out how to build a defined system by karif (the 3-ring binder with no instructions

scenario).

4. ltis not a giant seminar, “boot camp” ohet training program thamakes you feel good at
the time, but leads to little or no implementation or results.

5. Itis not a 500 person seminar or “mega €wahere “1000 nuggets” turns into a platform
for never-ending sales pitches about non-@gmoducts or “business opportunities.”

6. Itis notjust broad-basegeneral training in “leadership.”

7. It does not require you to becomeéslick,” fast-talking sales person

8. It does not involve teachinygu high-pressure sales technigfhose do not belong in
dentistry).

9. Itis not being delivereby someone whose last expederpresenting a case was 1982.

10. It does not require you to learbanch of worthless sales “closdlat do not apply to us as
professionals.

11. It does not require major changeshe clinical way you practice.

12. It is not the same old “stuyou’ve already heard 1,000 times.

13. It is not broad spectrum acadeiheory untested in the real world.

14. It is not static. Testing and improvement is ongoing.

wnN

YOU ARE INVITED TO APPLY TO
THE MAXIMUM CASE ACCEPTANCE PROGRAM

By fully employing the concepts taught in the Maxim Case Acceptance Program, you will be an eagle
that soars above the rest, reallycaoplishing your goals and creating ypreferred future. Getting better
case acceptance mearggéasing the income from your practidieveing you to take the time off that
belongs to you and delivering the kind of practice you have always wanted and truly deserve. You
have worked hard — it isne for you to harvest the rewardattifou should naturally accrue.

Achieving predictable case acceptanegardless of case size, is one of the best ways to
guarantee that you get what should be yours.

NOW, | urge you not to sit on this for too manydays. Fill out your application right now,
put it in your home fax machine or drive toyour office or the neighborhood Kinkos and
get it faxed back right away. If you take too much time “deeping on it,” someone else
reading this right now will realize the golden @portunity in front of them and make their
decision before you do.Since program slots are limited each year, do not find out tomorrow
that your door to get on the express elevator to the top has been closed for another year.
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Dedicated to bringing you the MaximuCase Acceptance that you deserve,

Dr. James McAnally
“The Case Acceptance Guru”
Seattle, Washington

P.S. #1. The definition of insanity is “doimdnat you have always done and expecting different
results.” Wouldn't it be nice to finally gaihe case acceptance needed to have a practice and
life of your own design becaugeu made a decision that further created an incredibly healthy
profit margin and bottom line? Wouldn't this prdu in better control of your practice and your
financial future? The Maximum Case Acceptance Program allows you to make a great living and,
by doing so, make a great life. But you havddsomething different to get the successful

results you want.

P.S. #2. If you are alreadyaessful or your practice has Iése off with little progress, but
generally things are okay, then boosting yacceptance rates on largases can springboard
you to the new heights — at a level where you realint to be, instead of just being “okay.”

P.S. #3. If you are a yager practitioner, this pragm has added benefits fau. You will easily save
tens of thousands of dollars and easily leap 10 gkessl in your practice and life success timeline. Talk
about a shortcut!

P.S.#4. Ifyou are andar practitioner, now scrambling to prepare for retirement or even uncertain as to
how you will be able to retire, théme benefits you receive from this program can help you predictably
correct the situation. | am retetirement specialist or a fir@al planner, but | can shoyou how to

boost your profits with better caaeceptance, and that alone tatp get one more piece of the
retirement puzzle in place for you.

P.S. #5. Only a limited number of program spots aiable every year. If the program fills up before
you submit your applation, you will have to plod yoway through another gewith lower case
acceptance rates than necessary until tigggm opens up for new Members next year.

MAXIMUM CASE ACCEPTANCE PR OGRAM FINANCIAL DETAILS

The total fee for the 10 month program is$14,997 USD, paid over 10 months ($1499/
month).

The full program fee can be financed thragh JP Morgan Chase/Health Care for 18
months at no interest ($841.50 /month).

Early Application Deadline: Receipt by 5pm May 30th, Save 5%: $14,247

Following the acceptance of your application, a $149D WSundable deposit is required to
reserve and confirm your membersimghe program. This deposit will also serve as the first
payment for the program.

Bullet Proof No Risk Money Back Guarantee #1
If you attend the firsteleseminar/webinar session and fg&l aren’t receiving your invest-
ment’s worth from the program, just let kag@ow within 24 hours and you’ll get a full RE-
FUND and the program bonuses are yours to keep.
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Bullet Proof No Risk $25,000 Guarantee #2
Active Participants completing the program arergnteed to gain acceptance on at least an
additional $25,000 in treatment in their praetby the end of May 2009. Otherwise, we will
coach you until you achieve the expected gain—no matter how long it takes.

PROGRAM INCLUDES OVER $5,000.00 IN BONUSES

e Big Case Marketing’s AutomaticHiring™ Guide: Like it or not, staff turnover happens.
I've included this bonus so you wbk better equipped for hiringast forever and at hiring staff
that improve case acceptan¢®alue $997.00)

e 40% off Smile Vision Imaging during next 12 months: If you aren’t doing imaging now,
based on discussion in the program, you will Beot, it's the equivalet of throwing away
multiple cases every year “just for furfValue up to $2900.00)

e Voice recorder: Another unigue thing about this prograsrthat we will critique treatment
presentations from YOUR practiceValue $250.00)

e My New book: The No-Bull Guide to the Biggebtarketing Secrets in Reconstructive
Dentistry. There are several chapters devot@dse acceptance and athbapters to change
your thinking with what's possible in dentistrjpvValue $19.97)

e Secrets of the $85,000 Case Presentati@b (Value $247.00)

e $127,000 ICOI presentationCD: This 1.5 hour lecture tieered over $100K in added
case acceptance for sevatattors that took whatas discussed to hearfValue $347.00)

e 3 free months of theThe Elite Doc’s’ Newsletter(Value $381.00)

Hiring is one of those things
they "forgot" to teach us in
dental school. Because of th¢ a
huge amount of basic clinical
knowledge they must teach u
it really is not surprising that
things like "hiring" get droppe
on the pathway to the DDS,
DMD or B.Sc.D. degree.

However, staffing your

U7

&N

Cosmetic simulations are an important component of a

practice with competent and .
. . predictable case acceptance strategy!
compatible people is key to your success!
Participants in the Maximm Case Acceptance Progrgm
will receive a 40% discount am-line simulations by
Smile-Vision beginning with the first Maximum Case|

Acceptancedeleseminar in June.

Dr. McAnally’s Guide to AutomaticHiring ends the
hassle for all future hires fa your practice so that
future hires you make boost your case acceptance.

PROVISION FOR DOCTORS OUTSIDE THE CONTINENTAL US AND CANADA

The availability of Case Acceptae Training like this is ex¢émely limited outside the US.
However, international doctors need these very same skills that the Program provides.

Based on the number of doctorteimationally who express interest and due to the difficulty
with travel related to distance as well as H&neland Security hassles, doctors outside North
America (including Hawaii and Alaska) can opt toewe recordings of thiéeve sessions in lieu
of attending the live session.
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CERTIFICATION AND CO NTINUING EDUCATION

Each participant is eligible to receive 40 CE daiedParticipants can choose to be an Active or
Passive Participant in the Program. ApplicatifomsActive Participation have higher priority
for acceptance into the Program.

Because, patients benefit more when the doctwelsequipped to lead the patient to the best
treatment choice possible, activetmapants will receive a Certificate for Excellence for
Patient Care and Dental Case Acceptance for coraplefithe Program as an active
participant.

To be certified one of your actual case presentationst reviewed and critiqued either on a
teleseminar or at the live session, you mushdttdl sessions and submit your Doctor’s
ActionPlan™ after each session. The case rewighveconsist of the recorded case presentation
and disposition of the case.

As abonus Active Participants will be eligible tdtend two special advanced teleseminars and
are invited to attend the Adweed Case Acceptance Program.

MEETING SCHEDULE & CURRICULUM
All webinars begin at 11:30 am Eatern Time, 8:30 am Pacific Time

June 27, 2008 1-2 hour Webinar/Mastermind
Program Introduction: What it is and isn't.
Case Acceptance: Rationale Understanding of “the set-up”
How to Create “bodies of evidence” foraking the patient want treatment from
you.
Unraveling the mystery of éhfirst visit/consultations.
“Fixing” yourself for Case Acceptance.
Quick Boost | (fees, cosmetic imaging)

July 11, 2008 1-2 hour Webinar/Mastermind
Pre-Case Acceptance Il (new patients and existing patients)
First Phone Call
Chris Mullins Phone-skills Bcussion (plan to offer them the new program at
SV)
Play demo calls from practices and live phone calls
Quick Boost Il (bottom line with ppose of treatment, presenting options)

August 1 Key Session I: 2-4 hour Webinar/mastermind

Review presentations
Play recordings from doctors/discussion

Pre-Case Acceptance Il (new patients and existing patients)
Filling in the Blank toManage Expectations
Screening Concepts

Diagnostics from a Case Acceptance Viewpoint
What to Discover Besides Clinical Findings
Technology You Do and Don't Need
(Imaging, basic Photoshop, automatetka screening with ImplantVision)**
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September 19, 2008 Webinar/Mastermind
Review presentations
Diagnostics from a Case Acceptance Viewpoint
Post-Diagnostic€onsiderations
Avoiding Sticker Shock Part |
Bringing in "The Decider”

October 10, 2008 Key Session I11-2 Hour Webinar/Mastermind
Review recorded presentations from all practices
Fees/Refund Policies

November 14 2-4 hour Webinar/Mastermind
Review presentations
Diagnostics from a Case Acceptance Viewpoint
Putting it All Together: Case Reports**
Maximum Acceptance Style Case Presentations
The actual presentation
How to Talk
What to Say
Sticker Shock Prevention |l

December 12, 2008 1-2 Hour Webinar/Mastermind
Review Presentations
Maximum Acceptance Style Case Presentations
Use of Discounts
Dealing with Friends and Family
Avoiding Buyer's Remorse
Post-Presentation Follow-Up

January 23-24, 2009 Key Session lll: Live Session Orlando, Florida
Doctors present Case Presentations
Review one Recorded Presentation per Doctor
Mastermind + Barriers to Cases Presentation

February 20, 2009 1-2 Hour Webinar/Mastermind
Review Presentations
Warranties/Promises

March 27, 2009 1-2 Hour Webinar/Mastermind
Summary & Reinforcement of Key Principles
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Maximum Case Acceptance Program Application

___YES! I want to apply to the Maximum CaseAcceptance Program and be on my way to gain
a Predictable Case Acceptance System for use in my practice.

Name:

Last First Ml

Preferred Name:

Practice Name:

Do you own the practice? If “No,’aptice owner must submit the application.
How many years in this practice? GPRSpecialist? (circlene) Specialty Type
| wish to be a(n) Active Passive Pmipant (check one). Actve Participants applica-

tions are accepted before Passive.

Address:
Phone: (Day) (Evening) (Cell)
Fax: Best Time and Number to Call:

E-mail: (list preferred address the one you actually read!)

Website: Your Age: Graduation Year:

A credit card is required for your refundabl e deposit of 1 month’s participation $1499.The de-
posit is fully refundable up to 24 hours after program’s first session. The monthly payments start
June 2008 and will be charged to the credit carbelow in nine equal payments. There will be no
refunds for missed sessions—recordings ail sessions will be provided.

| want my deposit charged to the folloving card: MC/VISA/AMEX (circle)

Card Number: Expiration Date: Security ID#:

CardBilling Address:

Zip

Name on card:

Signature; Date:
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Briefly state why you feel you & a good candidate for the Maximun Case Acceptance Program with
Dr. McAnally (attach additional sheets if necessary).

List and describe the highest advanced prosthetional implant clinical CE that you have attended (Garg,
Misch, Hebel, Pikos, Kois, Pankey, LVI, Pac-LiveGraduate Specialty Residenyg, etc.). IMPORTANT.:

If you currently do not have the recessary clinical skills to meet tb demands of cases for which you may
achieve acceptance, list the specificgrls you have to obtain these skills.

Please rank each of the following marketing items accotditige difficulty or challenge they represent to
you; 1 being no problem and 5 beinQig problem. Also rank the itends10 in importance to you; 1 being
very important and 10 being least important

Rank Difficulty

___Marketing Effectively for Large Implamand Reconstructive Cases 1 2 3 4 5
__Generating the right Quantity of Complex Case Patients 1 2 3 4 5
__Generating the right Quality of Complex Case Patients 1 2 3 4 5
__Converting patient leads intase sales 1 2 3 4 5
___Keeping marketing costs tied to acceptable ROI 1 2 3 4 5
__Stimulating referrals from patients 1 2 3 4 5
__Matching marketing message to target patient 1 2 3 4 5
__Responding to marketplace changes and competition 1 2 3 4 5
__Capturing new opportunities to my advantage 1 2 3 4 5

List the two biggest frustrations you have with achieving case acceptance.
1.

2.

Practice Information

____Number of years ownéoctor in practice

___Number of full time staff: Chairside: Admin: RDH: RDH Assistant:
____Number of part time staff: Chairside: Admin: RDH: RDH Assistant:
____Total number of FTE staff

____Number of total RDH hours per week

____Average number of patieneatment hours worked each week

____Average number of marketingfathistrative time you work each week

Fax Completed Application (page 12 through 15) to 617-924-8163
Call or E-mail with questions (866-572-6027 x 15 alaudia@smilevision.ne} Pg 13




HYGIENE (if applicable)

Name of RDH 1: Avg. Prooifth: Gross Pay/Mo:
Avg. Hrs./Week:
Name of RDH 2: Avg. Prooifth: Gross Pay/Mo:

Avg. Hrs./Week:

____RDH's are paid on an hourly daily rate. Rate is:
___RDH’s are paid on a pmmtage. Describe:

2008

Projected Total Production: NPs YTD:

Total Expenditures YTD on Marketing: Measured ROI:
2007

Total Production: Cabeto: Total NPs:

Total Expenditures on Marketing: Measured ROI:

Total Days Worked:

List any managed care, national health, RiPOelta plans you are contracted with.

If you participate in plans, do you want to béeatio systematically eliminate them overtime

At what percentile do youdees fall in your market?
What method do you use to set your annual fees?

How do you determine fees for whole mouthecgdomplex implant and restorative care)?

Do you currently have a team bonus system?

If yes, please describe.

Are you happy with its results?

Do you have an in-house lab?
Rate your leadership skills; 1v#10 high: Rate your implemtation skills; 1 low/10 high:

Rank the following from 1 to 5; 1 being a jmaproblem and 5 being no problem at all.

____Getting patients to say “Yes” to exygeve implant and reconstructive cafen if that care costs $20-100,000.00)
____Attracting only patients qualified foretbest care and that | enjoy treating

____Building and maintaining a first class devoted team

____Keeping my team motivated for the long term

____Generating adequate numbers of dempnplant and reconstructive cases

____Commanding fees that | am proud of and te#¢ct the level of care that | give

____Attracting cases thatterest me instead of casthat are routine and boring

Fax Completed Application (page 12 through 15) to 617-924-8163
Call or E-mail with questions (866-572-6027 x 15 alaudia@smilevision.ne} Pg 14




YOUR SCHEDULE
Number of hours you work each week:
How many hours would you prefer to work each week:

% of time your time spent patients/admirasire that you feel is productive: /
Number of hours you work “on your busss” versus “in the practice:”
Number of weeks of vacation you toak;2007: projected for 2008:

Number of weeks you would ideally like to take:

If you are married, check your spouse’s invalement in your business/business success.
very active slightly active ryesupportive inactive, very supportive
inactive but supportive inactiveuld care less inactive, hostile

Are you willing to hold your staff accountable for helping you achéve more case acceptance success?

List two major practice goals you are currently working towards.
1.

2.

Are these goals written down?

List two major personal goals you are currently working towards.
1.

2.

Are these goals written down?

List two books relatetb marketing or business tHave made an impact on yquiactice and describe the
most important ideas you received from them.

Is there anything else that you feel is importamd should be considered with your application?

Signature; Date:

My signature acknowledges the confidential nature of thigpplication. If | am accepted, | understand that there
are other materials that | will be required to provide in advance so that | can benefit the most from the Maximum
Case Acceptance Program. | understand that the informatioprovided is to be used only for my practice’s
benefit. | agree to refrain from duplicating or distributin g any materials, strategies, or recordings that | receive
during the program to any other practitioners or practice consultants. Pg 15



