
5 Point Checklist
✓	 Be prepared to get out on to 

the streets 

✓	 Allocate time for you and the 
team to make contact with these 
practices and to follow up

✓	 Create a stunning referral pack 

✓	 Keep communicating – email, hard 
copy and even phone 

✓	 Look after your referrers

Mailchimp, you send recent case studies, advice and tips that will 
interest and engage with them. Encourage them to get in touch 
with you for a no obligation chat

●   As above but with a hard copy newsletter around twice a year. 
These should, wherever possible be delivered by hand by one of 
the team, and used as an opportunity to start a conversation again

●   If you haven’t already, ensure that practices can refer to you 
through your website 

●   If you haven’t already, you may consider 
setting up a Facebook Business Page 
where you can post cases and answer 
queries

All of this activity is about presenting 
your practice as the people who can 
help other dentists with any issues 
that they may have. You want to 
become known as the ‘go-to-practice’ 
for your specialism...dental implants, 
endodontics etc. 

Events
It is most likely that a dentist will 
begin referring to you once they have 
met the clinician requesting referrals. 
There is no substitute for having the 
chance to see the dentist present, 
ascertain their knowledge and 
perhaps put them on the spot! We 
need to run an educational event that 
will wow them. 

●   An evening is generally best and no more than 3 hours for the 
event start to finish. Experience has taught me that Wednesdays 
or Thursdays work best but make sure there are no other major 
events occurring when you choose the date

●   If you can, choose a well-known, impressive conference venue/
hotel away from the practice. There is no doubt that the thought 
of a comfortable chair in relaxing surroundings can sway the 
ditherers. Always offer a hot buffet and refreshments – if people 
are giving up their free time they expect to be fed and watered. (A 
hot rather than cold buffet always seems to suggest that you have 
cared a little more about your audience)

●    If you are at a practice where there is more than one specialism 
or special interest, it can be a good idea to double up. If you are 

offering dental implants and your colleague is offering periodontics 
for instance, you will have a broader range of appeal if you feature 
presentations on both areas rather than just the one. It is likely to 
convert ‘waverers’ who were a bit interested in one presentation 
but a lot more in a colleague’s and vice versa. This gives you a 
greater chance of getting them along.

Look after Referrers 
I would have thought that it is just common sense that one would 
look after referrers like gold dust but the trouble is, common sense 

isn’t that common. Some initiatives you may consider are:

●   Think how you can involve them in 
the process as a business and not just 
a clinician. Yes, we all want the best 
for our patients, but if you can improve 
their business as well, they are much 
more likely to refer. For instance, you 
could place the implant and they could 
restore it

●   Take the time to reply promptly to 
their emails and communications – 
referral relationships really are about the 
personal touch

●   Keep communicating. Once they 
become a referrer they should still 
receive the emails and newsletters and 
the occasional phone call won’t hurt

●   Consider an event where you can 
invite referrers and say thank you – a 
summer or Christmas party for instance

And there you have it. You will notice I used the word 
‘straightforward’ in the first paragraph rather than easy! However, 
it just requires a bit of focus and work and you will reap the 
considerable benefits. 
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“You want to become known as 
the ‘go-to-practice’ for your specialism... 

dental implants, endodontics etc.”
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