Week 36 Transcript Qualities of Top Consultants

Dental Consultant Master Academy
evolve m emerge = influence

Transcript - Week 36

Qualities of Top Consultants

©2013 Dental Practice Solutions www.dentalpracticesolutions.com

1




Week 36 Transcript Qualities of Top Consultants

Hello this is Debbie and welcome to this week’s dental Consultant Master Academy. This
week | want to talk about what it takes to be successful as a consultant. | want to talk
about some of the qualities that | have seen and the ones that | have done my best to
emulate. | always have the same advice; this is after all what inspired me to start this
Dental Consultant Academy is because | am frequently asked “How did you start this
business?”

| want to remind you that you must understand people don’t buy you, what they really
need and want is to be in relationship with you and they need to be able to accel in 5
areas.

These areas are

Number 1 is Can you influence people?

| gave you some questions to ask your clients two weeks ago. How well can you
influence a dentist to want what you offer? People don’t buy your services or anybody’s
product for any other reason than emotion

How good are you at making an emotional connection

Number 2 is that you need to be a great coach - a great leader and this comes back to
the skill set of the influencer. This is about getting the other person to tell you where
they are at now and where they want to be. What strategy can you offer to get them
where they want to be? Part of being a great consultant means that you are a great
listener. It is not about becoming their best friend but being able to let your client know
at times

“Hey, you are so much better than this!” This is not about your expectations and putting
those in front of what your client wants. When you tell the other person what their
vision or their dental practice should look like, you will find it very difficult to get great
results. This is when you begin to feel like you are hitting your head against a brick wall
and that hurts! You need to be asking powerful questions about what the client wants.

I”

Number 3 is a skill set about coaching and that is Do you know the business of dental
business? | am not saying that you need to have an MBA but you do need to understand
how the systems of dentistry work. Not just practice management but how to read a P
and L and doctors are going to expect that you know the business of business. You must
have this acumen. The doctor looks up to you and the challenge is if the doctor knows
more about their business than you, then eventually you will find out that you are not in
the right place to be a top notch consultant.

Number 4 is the back script of your business.

How do you market your business?
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You have decided this in the first half of this program. And what systems do you plan to
have in place so your clients get where they need to be with their business? This is
about enrolling dentists into your program; it’s about getting results and keeping your
clients enrolled in your programs.

Number 5 which is the glue that holds it all together is to walk and talk YOUR culture.
You need to be committed to what you are teaching. You need to be committed to
mastering life. You need to be committed to your own state of mind daily. Walk your
talk is what | mean here. If you are going to teach something then you need to go and
do it as well.

You can be great at all of these categories but if you don’t believe in the culture of your
business and ultimately what you need to teach your clients to do to be successful then
ultimately it won’t work.

Be honest with yourself. This business is not for everyone so you need to be able to walk
your talk 24/7.

| want to ask that you go to your action sheet for this week and write down your own
answers to why you should be considered one of the top dental consultants.

Please be sure to complete this week’s module. The more time you spend working on
your business, the greater your success will be in the very near future. | will see you next
week! | hope you have a great week.

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.

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.
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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.
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