


Every member of the team is
responsible for introducing the
plan to all patients.

Cthe statistic is of no real value.

The whole practice was involved
in developing our Membership Plan
which we did through meetings and
brainstorming about three or four years
ago. We chose exactly what we wanted
and included a children’s plan to cater
for different age ranges depending
on their dental needs. We thought
firstly about the basics; people want
to see the hygienist twice a year, they
want to see the dentist twice a year
and probably need X-rays every three
years on average. We simply worked
backwards from there and then added
the supplementary insurance fee to get
a final figure. Everything is transparent
and the patients can understand exactly
what they get for their money.

The price point was particularly
important and we spent a lot of time
getting it right so that no patient pays
more than they would if they were
coming as a fee per item patient. We
developed the plan from a patient’s
point of view; the practice staff and
our families are on-plan and this
belief in its benefits and value really
communicates well to patients.

DPAS deal with all the administration
of the plan and also produce marketing
material for us which takes the
headache out of making sure all the
legal and financial wording is correct.

Over the years we have used leaflets
to do mailings and also to help with
face-to-face explanations. We send
out appointment reminders by post,
so we include a leaflet if we know the
patient hasn’t previously received the
information, this gives them the chance
to read it before they come for their
appointment.

Every member of the team is
responsible for introducing the plan
to all patients (except those with full

dentures), the dentists talk about it briefly

in the surgery, then the nurse follows up
and finally reception staff go through
the specifics of the plan, including our
recommendation and then we leave the
patient to decide from there.

The plan has had a real impact on
attendance, particularly in the last 12
months when | know other practices
have suffered from cancellations. The
plan has made our patients even more
determined to attend so they make
sure they get their money’s worth. In
addition, if a patient does need extensive
treatment they benefit from a discount
which is an additional benefit of being a
plan member.

We currently have around 1,200
patients on-plan, and | run monthly
reports to track patients, which in turn
helps me forecast activity and predict
how much hygiene time we will need
to service those patients. We know it's
not the answer for every patient but for
those who see the hygienist regularly
and those who need treatment it really
makes sense.

Our regular, long-standing patients
really trust what we are saying and
because the plan belongs to the
practice it builds a sense of loyalty.
Our patients know that if they have any
questions they can ask someone they
know in person, rather than having to
go through to a national call centre.

DPAS administer plans very
efficiently and at the lowest cost they
can; they don't give you all of the
bells and whistles of seminars and big
marketing events, instead focusing on
providing all the help and support you
need to run your plan and promote it
to your patients. I'm very comfortable
with this approach because if | require
other services | can source them from
any number of external companies,
using the money I'm saving from DPAS’
lower fees.

Our practice has been involved
with DPAS for 15 years, all of our staff
have worked at the practice for many
years and the fact that we've really
got to know the people personally
fits in with our business model — the
stability of our relationship with DPAS
is a particularly positive factor. We
also like the fact that we are making
the decisions as business owners.
Most dentists want to be in control
of their own destiny, so why would
they abdicate responsibility to another
company? We are extremely satisfied
with how DPAS has helped us create a
successful practice and we are looking
forward to the next 15 years of our
relationship.



