
 

That Magical Word 

By Tom Trush 

 If you've ever been a parent, you likely hear a magical word every day that you can apply to 

your dental practice marketing. 

 That magical word is really a one-word question ...  

 "Why?" 

 Mary, my 4-year-old marketer-in-training, frequently emphasizes the importance of answering 

this inquiry in any patient interaction. Give her a command, and I can usually predict her 

response with amazing accuracy ...   

"Why?" 

 When I respond to a question in a way my daughter doesn't want to hear, and the reply is the 

same ...  

 "Why?"  

 I bet this three-letter word was an over-used term in your child's vocabulary as well.  

As much as you may not want to hear it, your patients and prospective patients often think just 

like your kids. In fact, you may want to consider imagining them as children because they often 

ask the same question. The only difference is most patients don’t verbalize it. They do it 

mentally -- often without realizing it.  

Here is a checklist to help you answer your patients’ most commonly unspoken "why" questions: 

 Why is your patient the best person for your implant services? (Why are you targeting 

them?) 

 Why are you the most qualified dentist to provide your services? 

 Why is your treatment plan recommendations beneficial for your patient? 

 Why is now the best time to buy your implant services? (What will your patients miss or 

risk by waiting or never buying?) 

 Why is your fee a reasonable amount (or, even better, a tremendous value) for your 

implant services? 
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