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Dental Consultant Master Academy 
evolve ■ emerge ■ influence 
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Take some time to write down what best describes your top qualities as a dental 

consultant. What do you bring to clients that create a strong desire for them to hire 

you? 

 

Number 1. Can you influence people? 

What questions you can ask potential clients so they understand you are influential? 

 

What does your posture look like as an influencer? Think about not only your stature 

while standing or sitting with a client but your tone and the look on your face. What do 

you wear? Write these things down. 

 

Number 2 What is an example of your skill set for influencing others? Write down an 

example of someone who you were able to create a change from within. What did you 

say? How did you say it? Were you critical? Were you compassionate? Were you able to 

speak softly while getting your point across? 

 

 

 

 

 

Number 3 What systems of or in a dental office do you understand that will put you on 

the top? Is this the computer software that you can be most effective and efficient to 

guide the office? Do you have knowledge about effective communication? What is it 

that creates the best team? What is your knowledge that puts you on top of the leader 

board? Think about this and write down all of the areas. 
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Number 4 What is your marketing plan? How do you plan to enroll dental professionals 

into your program? If you have not written a marketing plan, here is a great tool to help 

you write this down: 

http://www.forbes.com/sites/davelavinsky/2013/09/30/marketing-plan-template-

exactly-what-to-include/ 

 

 

Number 5 What is your daily routine to stay committed? Write down 3 things that you 

do daily to be your best. How do you stay “on top of your game?”  

 

 

 

 

 

 

 

 

 

 

 

 

Books to read that may help keep you at your very best: 

■ Seven Habits, Stephen Covey 

■ Everything is Marketing, Fred Joyal 

■ Good to Great,  Jim Collins 

■ Delivering Happiness, Tony Hsieh 

■ Any of the EMyth Books by Michael Gerber 

■ The Fred Factor, Mark Sanborn 

 

 
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  

techniques presented in the audio and transcript, as well as your finances, knowledge and the various skills 

you possess. 
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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. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


