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Dental Consultant Master Academy 
evolve ■ emerge ■ influence 
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Answer the following questions about your business: 
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• Who can you mentor? Examples may be: Dental Assistants, Dentists, and/or 

Hygientist 

 

 

• What is their gender, age, occupation, niche, etc  Example: Mine is Female dentists 

age 45-60 

 

 

• What possibilities lie ahead as a mentor? (list these below) 

 

 

 

• If you have not written your business plan go back to week 28 and use this template 

to write this plan. (This is required to receive your certificate) 

 

• What must be present in order to have a cohesive team?  

 

(Go back to week 30 if you can not answer this question.) 

 

Write an exercise that you can provide a team that is not in synch with one another: 

(Week 30 has a suggestion for you  if you can not come up with a team exercise.) 

 

Write down various types (examples) of team meetings you can provide for your 

offices as a consultant: 

 

Be prepared to turn in your consultation process for at least a 6 month client. 

 - What will you do with the client after the Practice Analysis is complete and they sign 

the contract? 
- How many days in office will you provide? 

- How many person days or hours will you spend just with doctor? 

- Will there be phone calls for follow up? 

How long will these calls be and how often will they take place? 

Write out your process 

 

The lack of willingness for a client to complete the P & L Statement / Balance Sheet 

information is a sign that they will not__________________________________ 

(Refer back to week 33 if you are not able to complete this statement) 

 

 

 

 

Write 5 questions you will ask a potential client to understand their “Pain?” 
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(refer back to week 34 for these) 

 

 

 
 

 

 

 

- Look back at the DISC Profile and understand your personality traits.  

( Example of a free DISC profile: http://www.123test.com/disc-personality-test/) 

What qualities will make you a successful consultant? 

What are some of the pitfalls you see when you look at your DISC Profile results? 

What other personalities will you work well with? 

What other personalities could you possibly have conflict with? 

 

 
 

- If you have not completed a Practice Analysis (PA) schedule to do one for a potential 

client. (colleague or your employer can also work well) 
 

- If you have not written your marketing plan please complete this now. 
 

- What are 3 qualities that describe you as an influencer in your niche? 

 

 

 

- What has been your plan to stay committed to your goal as a consultant? 
 

 

 

Legal Disclaimer: The speaker/author of the foregoing audio and transcript make no representations or 

warranties with respect to the accuracy, applicability, fitness, or completeness of its contents. The 

information contained in the audio and transcript is presented strictly for educational purposes. You are  

responsible for the results, should you choose to apply any of the information provided to the operation of 

your business. 

 

There is no guarantee that you will earn any money using the techniques and ideas contained in these 

materials. Earning potential is entirely dependent on the person using our products, ideas, and techniques.  

Every individual’s success depends on many factors, including his or her background, dedication, desire, 

motivation and the nature of the business in which he or she is engaged. Your level of success will be 

affected by the time you devote to the ideas and  
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techniques presented in the audio and transcript, as well as your finances, knowledge and the various skills 

you possess. 

 

Any claims made in the foregoing audio and transcript of actual earnings or examples of actual results will 

be verified upon request. We cannot guarantee that your success or income level will be the same or 

similar to the examples given. 

 

The speaker/author disclaims any warranties (express or implied) of merchantability or fitness for a 

particular purpose. The speaker/author shall in no event be held liable to any party for any direct, indirect, 

punitive, or other consequential damages arising directly or indirectly from any use of this audio and 

transcript, which is provided “as is,” and without warranties. 

 

The speaker/author of the foregoing audio and transcript is not qualified to provide legal, tax; accounting 

or financial planning advice and nothing in the audio and transcript shall be construed as such. As always 

you must seek the advice of competent legal, tax, accounting and other professionals as needed. The 

speaker/author does not warrant the performance, effectiveness, accuracy or applicability of any websites 

listed or linked to in this audio and transcript. All links are provided for information purposes only. 

This audio and transcript is (copyrighted) by Dental Practice Solutions audio and transcript and its contents 

may not be reproduced or used in any way, in whole or in part, in any format, without prior permission 

from Dental Practice Solutions. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


