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LEARN NEW SKILLS 
NECESSARY FOR YOUR 
SUCCESS Dr. Black has four speaking 

tracks available for the new 

skills every dentist needs 

now. Learning from failure 

and success in his 40+ years in 

the profession, Dr. Black can 

share from the clinician’s 

clinician’s point of view on 

these three essential skill sets 

that  

 

point of view on these three essential skill sets 

that are needed to work more profitably, train 

and lead a cohesive and productive team, and 

finally end a successful career with a 

comfortable retirement.  

 

PODCAST WITH 

 Stuart  Oberman 2017 
 Kevin Henry-Ignite DA- 2018 
 Howard Farran- Dentistry Uncensored- March 

2019 

PRESENTATIONS 

 March 2017- Southwest Virginia Dental Society-  "Getting 

to yes- a new approach to Treatment Acceptance” 

 Sept 2016- Piedmont Dental Society- “Dental EQ and 

Leadership style” 

 March 2018- Lynchburg Dental Society-"Transitions in 

Dentistry, from associate to retirement” 

 February 2019-NOVA SE University School of Dentistry- 

“Retire in Spite of Yourself” 

 May 2019- Rutgers School of Dental Medicine- “On 

Target-New Patient Experiences that Lead to ‘Yes” 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

Sharing Proven Dentistry Expertise 
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HOW TO INTEGRATE ASSOCIATES INTO 
YOUR DENTAL PRACTICE 

 
Since a large majority of recent graduates are 

seeking associate positions in established practices, 

it is important for both owner doctors and associates 

to understand what is required to make these 

unions work for everyone.  This presentation walks 

both sides through some of the systems and steps 

required for a long-lasting and fruitful relationship. 

 

 

GETTING TO “YES!” 

From initial phone call to discussion 
of treatment through closing the 
sale, learn each team member’s role 
in ensuring a good first impression. 
Explore methods which help the 
patients afford and accept 
treatment. Incorporate these time-
tested tools and techniques into 
your practice and set yourself up for 
successful consultations and 
increased treatment acceptance 
and production. 

set yourself up for successful consultations and increased 
treatment acceptance and production. 

RETIRE IN SPITE OF YOURSELF 

Designed for the average dentist at any stage of their career, this 
course provides practical answers to the hard questions that 
come up when planning for the last years of practice. Gain tips 
for saving early to avoid the end-game push. Attendees will learn 
how to determine what they need to produce, collect, earn and 
save in order to retire at their desired standard of living. end-
game push. Attendees will learn how to determine what they 
need to produce, collect, earn and save in order to retire at their 
desired standard of living. 

 

DENTAL EQ: LEADERSHIP SKILLS FOR A 
SUCCESSFUL DENTAL PRACTICE 

 Emotional intelligence drives your ability to be a leader. 
Having Dental EQ is required for you to have a successful 
dental practice. I will cover each of the four elements that 
make up emotional intelligence, and how they apply to 
the practice of dentistry. I will discuss how using 
personality assessments to know yourself and your team 
will help you build trust, productively resolve conflict and 
build team accountability. The key is to learn and apply 
these principles to increase your team’s cohesiveness 
and your profitability. That will happen as you guide your 
patients to feel “right” about making decisions allowing 
you to do more significant dentistry for them. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

DYNAMIC, EMPOWERING, PRESENTATIONS 
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AN ALTERNATIVE APPROACH TO COMMUNICATING WITH NEW 
PATIENTS 
It would be ideal to gain our patient’s trust immediately, however, building solid 
relationships requires time, communication and an understanding of the individual’s 
needs, desires, awareness, means and values. This cannot be done in ten minutes. 
From the initial phone call through completion of complex treatment, learn each 
team member’s role in gaining the new patient’s trust, identifying their desires and 
preferences, and insure the patient will remain in the practice. Dr. Black shares the 
systems necessary to create an effective new patient experience. He will identify the 
roles of each team member to produce continuity of care and delivering exactly the 
appropriate treatment at the appropriate time. Learn and incorporate these 
alternative approaches in your practice and set yourself up for more successful 
consultations and increased treatment acceptance and profitability. 

 

LEARNING OBJECTIVES 

 Compare your current approach to patient intake to the new, alternative approach. 
 Learn a new system of intake that will focus more on patient's desires. 
 Explore how to assess a patient's dental awareness and readiness. 
 Develop skills for building trust between doctor and new patient. 
 Determine the importance of a thorough patient interview before suggesting 

treatment. 
 Apply a classification of patients based on type and amount of work needed. 
 Learn the difference in leadership skills needed between simple and complex 

treatment. 

Suggested Format: 
Lecture or Keynote  

— 1-4 Hours 
Suggested Audience: 
Dentists and team 
members 

  

GETTING TO “YES!” 
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Did you fund everything BUT your retirement plan 
during your first 25 years of practice? Will sending 
kids to college side track your savings? 
Did you lose 30% in the ‘Tech Wreck’ in the stock 
market? 

Ten years ago, Dr. Black had $80K in a retirement fund 
and no hope to retire any time soon. He would have to 
formulate a plan and execute it quickly to reach his goal 
of retirement before age 70. With hard work and the right 
advisors, he was able to increase both practice production 
and personal savings. He ultimately sold his practice for a 
healthy price and continued to work until age 68 for his 
new employer, decreasing his work load and increasing 
his enjoyment.  

Designed for the average dentist at any stage of their 
career, this course provides practical answers to the hard 
questions that come up when planning for the last years 
of practice. Learn how Dr. Black’s Pinpoint Plan (The 
Revelation, The Road, and The Result) can work for you. 
Explore systems and techniques for increasing practice 
production and collection, attracting potential buyers, 
and receiving the maximum price when you sell your 
practice. Gain tips for saving early to avoid the end-game 
push. Attendees will learn how to determine what they 
need to produce, collect, earn and save in order to retire 
at their desired standard of living. 

 

 Learn how to determine when you are able to retire 
comfortably. 

 Receive a budget and income flow worksheet. 
 Understand how to prepare your practice for sale. 
 Identify the vehicles you can use to save the maximum for 

retirement. 
 Recognize who is available to help you. 
 Realize the advantages of a practice broker. 
 Discover your retirement fund sources. 
 Hear Dr. Black's story of HOPE, going from financial distress 

to retirement in ten years. 

LEARNING OBJECTIVES 

Suggested Format: Workshop, Lecture — Up to 3 hours 
Suggested Audience: Dentist and Spouse 
 

 

  
RETIRE IN SPITE OF YOURSELF 
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“Emotional intelligence drives your ability to be a 
leader” 

The four elements of emotional intelligence are: knowing self, 
understanding and controlling your emotions, knowing others, 
and managing your relationships. We will explore each of these 
to see how self-improvement in each of these areas will lead to 
better leadership, better interaction with your clients and 
financial success in your dental practice.  
We will explore how using the DiSC personality profiles can help 
in several of these areas and how learning the behaviors of a 
successful team and the application of those principles will lead 
to a highly successful practice. An integral part of this is building 
trust, learning how to have productive conflict resolution, 
building team accountability and gaining commitment from 
your team members.  
I will address how applying EQ principles to the sales process in 
dentistry will result in an intentional and focused approach to 
learn about a patient’s needs, priorities, and timing when 
making treatment decisions. I will discuss how a patient’s 
awareness and readiness, including the correct “fit” of time and 
ability to proceed can be tailored to do the appropriate dental 
work for the patient at any given time.  
It is always appropriate to tell a patient what their best course 
of treatment should and could be, but knowing how to interpret 
what is the appropriate treatment today is a skill that takes 
many more factors into consideration.  
This helps the patient feel “right” about their decision, and you 
may proceed at a rate that they can afford and feel good about. 
 
 
 
 
 
 
 

LEARNING OBJECTIVES 

 The four elements of emotional intelligence. 
 How improving each of these four areas will make you a 

better leader. 
 How improving each of these will make your practice 

more profitable. 
 How using DiSC personality profiles can help you know 

yourself and your team better. 
 The behaviors that will help your team be more cohesive 

and productive. 
 How focusing on a patient's needs and priorities will 

increase treatment acceptance. 
 The concepts of awareness, readiness and fit as applied 

to treatment acceptance. 
 How to decide what treatment is appropriate and when 

a patient is ready to proceed. 

Suggested Format: 45-60 minute Keynote, 3-4 hour Lecture 
Suggested Audience: Doctors and owners, Office Managers, 
and HR directors 

 

  

DENTAL EQ: LEADERSHIP SKILLS FOR A 

SUCCESSFUL DENTAL PRACTICE 
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The financial realities of the debt load recent graduates of dental 
school has created a situation where the graduates either go to 
specialty school, into uniformed services, into post graduate 
residencies, or into a practice as an associate.  Fewer and fewer 
recent graduates are initially going directly into solo practice. 

When I graduated almost 50 years ago, group practices were 
only in their infancy.  My uncle and two friends formed the first 
dental corporation in the Commonwealth of Virginia just before 
I graduated in 1971. 

Since group practice is now a reality, and more and more recent 
graduates and residents are joining with other dentists in their 
practices.  This presentation is about what both parties in this 
transaction need to do to create and maintain a successful 
relationship and a profitable practice for all concerned.  

There are agreements and expectations that need to be 
discussed.  There are things the owner/ doctor need to do.  
There are things the associate doctor needs to do.  There needs 
to be great communications by everyone to create and maintain 
the high functioning office.   

I was an associate and also had associates in my 40+ years in 
practice.  It is not simple or easy.  It is something that takes 
dedication and constant work, but it can and is done successfully 
by many offices. 

 

 

 

LEARNING OBJECTIVES 

 Understand what agreements need to be discussed 

before working together. 

 Learn the three types of systems the new doctor 

needs to learn. 

 Appreciate that both sides have an individual point of 

view and goals. 

 Discuss needed agreements, communications, and 

expectations. 

 Figure out what the individuals need to do to create 

a successful merger. 

 

Suggested format: Lecture or keynote- 1-4 hours 
Suggested audience: doctors, owners and associates, 
dental students, and office managers 
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YOUR DENTAL PRACTICE 
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Looking for a speaker who can relate to the 
average dentist and provide practical answers for 
the hard questions that arise in every dental 
practice? 

Drawing from 40+ years of clinical experience practicing in a 
small suburban blue collar town - as well as Pankey-Dawson 
clinical training, Dr. David Black helps dentists and their teams 
increase profitability, patient standard of care and peace of mind 
through attention to key systems.  

 

 

A dental leader in local societies and projects, and state 
dental board of directors, committees and task forces, Dr. 
Black’s proven leadership and administrative skill were 
fundamental in developing a successful restorative and 
cosmetic practice. Over the years Dr. Black has hired and 
mentored dozens of dentists, proven his systems for 
creating a highly-profitable, low-overhead business model, 
and provided outstanding patient care.  

Dr. Black’s retirement planning course provides attendees 
with detailed steps to assess their level of readiness and 
what they need to do to accumulate enough to retire at their 
desired standard of living, no matter the stage of their 
career. 

  

 American Dental 
Association 

 Virginia Dental 
Association  

 Piedmont Dental Society, 
Executive Council  

 Roanoke Dental Society  

 Academy of Dental 
Practice Management 

 Directory of Dental 
Speakers 

MEMBERSHIP / 
AFFILIATIONS 

 Dental Free Clinic of 
Roanoke; Founding 
Member, Board Member  

 American Cancer Society; 
Board Member  

 Crisis Pregnancy Center of 
the Roanoke Valley; Board  

 Member, Raonoke Valley 
Oral Health Coalition 

 Dental Coordinator / Local 
Missions of Mercy 

 Multiple Dental Mission 
Trips (Haiti, Bolivia, and 
Jamaica) 

COMMUNITY / 
OUTREACH 

 

  Meet Dr. David Black 
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TESTIMONIALS 

“Dr. Black is very eager to teach and brings 
with him many years of practical private 
practice knowledge to share with residents. 
He is very open to questions and discussions 
that range from clinical dentistry topics to 
practical dentistry topics. Dr. Black has 
always been very kind and has expressed a 
desire to help residents in any way that he 
can. ”Dr. David Brajdic, Director of 
Residency Program Carilion Clinic, 
Roanoke, VA  

“Before any doctor transitions out of their 
private practice they need to hear Dr. David 
Black’s captivating story.” Ann C. Hufman, 
Executive Director Piedmont Dental Society  

“Our office had a great time with Dr. Black 
and all emphasized how wonderful he was 
to have. He provided valuable insight in a 
way that connected with the team and 
helped them understand the need to 
analyse the way we do things. It was great to 
see everyone excited about implementing 
change that would benefit both the office 
and our patients’ experiences. Thank you Dr. 
Black! “Josh Nelson, Managing Partner Blue 
Ridge Dental Group 

 

ARTICLES 

 Entrepreneur - DEW , Spring 2018 , Dental Emotional Intelligence 
 Oregon Dental Journal- Summer 2018, Dental EQ, How it Impacts your 

Dental Practice 

 Michigan Dental Journal- Winter 2018, reprint of Oregon article 

 AADOM Observer- Summer 2018- “Trust, how if impacts your 

leadership” 

 Dental Economics- March 2019- Dental EQ: How improving your 

emotional intelligence impacts your dental practice”. 

 various: 2015-2017 in Dental Practice Management, including: 

 A retired dentist tells you 4 reasons why you may not be able to retire, 

Aug 14, 2015 

 Make your last 5 years your best 5 years, July 13, 2015 

 Top 10 tips from the ‘old Guy” to recent school graduates, July 27, 2015 

 A dentist reflects on the Best piece of advice he ever received, Sept 15, 

2015 
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We are happy to provide you with the following set-up requirements to 
assist you in planning for a successful meeting. Please feel free to contact 
our office if we can answer any questions or be of assistance. 

AUDIO / VIDEO 

 Cordless lavaliere microphone with spare battery. 
 LCD projector which interfaces with Apple Mac Book computer using 

Microsoft Office PowerPoint for slide presentation. 
 Remote advance. 
 A single projection screen optimally placed for audience viewing based on the 

room. 
 Light near the screen that can be turned down so they do not wash out images 

on screen. 

PRESENTATIONS 

 Small cocktail round or small rectangular table at left of center (near Dr. Black) 
for speech notes and laptop. 

 A barstool or captain’s chair next to the table. 
 Small rectangular table near door for giveaways. 
 Water, either a pitcher or bottled. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

AUDIO VISUAL AND SET-UP REQUIREMENTS 


