ONE DAY WITH THIS DENTIST
COULD MAKE YOU RICH!

By JERRY A JONES

OREGON DENTISTS: Drs. Howard Farran, Mark Montgomery, Lloyd Tilt
and other internationally-recognized experts will appear LIVE (in Salem) to
help YOU “hone, even perfect your Clinical and Business Talents, preparing

you for a record-breaking 2010.

This efficiently produced 1-¥2 day “doctor and team” event in Salem (Dec
3rd & 4th) with Dentistry’s most respected and influential speakers, trainers,
innovators and wet-gloved dentists, including: Farran, Montgomery, Tilt (The
1% Periodontist to Use LANAP), Tom Shortell, Cindy McKane-Wagester RDH,
MBA (the team-building expert), Dental Marketing Maven & Former Marine,

“Will This Man Make You Rich?”
Howard Farran, DDS, MBA, MAGD

James Erickson, (and others) ...is 100% GUARANTEED to increase your income...

wenty-Ten is going to be very

different for you. Lower stress,

better  patients, a  higher-

functioning team, lower bills,
higher productivity and ... yes, what we
all are looking for, more income with the
same or less effort.

Here’s why | can safely predict your
future: Something very different and
well-deserved by every Oregon Dentist is
coming to Salem December 3" and 4"

I’ve pulled out all the stops and
called in some favors. I’m on a mission to
bring some of dentistry’s most noted,
well-respected and popular
(controversial, even) trainers and
educators right here to your front door.

Dentists and team members from all
over the world travel hundreds, and
routinely thousands of miles, spending
thousands of dollars to absorb the
wisdom and experience experts like
Farran and Montgomery, have to offer.

There’s a reason: what they share
with you during their time on December
3" and 4", could very well mean the
difference between you keeping your
practice doors wide open and welcoming
patients in 2010 and beyond, or shuttering
them forever. It could even make you...
rich.

What could be more important to
the lifeblood of your business in 2010
than an event like this? Truthfully?
Nothing.

Normally, at venues like the ADA
meetings, or the Hinman, etc., getting
face time with International Lecturers of
the caliber of Dr. Farran or Dr.
Montgomery is unheard of. Getting a
question asked and answered, due to
sheer numbers of people, virtually
impossible.

You deserve to attend a high-quality
event locally, and the same access to the
experts with solutions to your most
vexing problems, as a Dentist in Los
Angeles, Dallas, or New York.

There’s no reason to keep your
practice at a plateau or, worse, watching
helplessly as income, and patient flow
drop like an anvil through the sky. Now is
the time for your practice to be growing -
whether it’s through smart marketing,
acquisition, or, my favorite, referrals
from satisfied, happy patients.

Why am | doing this?

Good question. My name is Jerry
Jones. | operate a couple of small
businesses here in Salem. One is a dental
practice management company and the
other is an Oregon Department of
Education licensed Private Career School,
Willamette Valley Dental Assisting
School (WVDAS).

September 1%, WVDAS began its
third year training motivated individuals
to become competent, skilled, entry-level
dental assistants. WVDAS has graduated

over 70 students. Many Salem-area
practices are now employing on a full-
time or part-time basis many of our
graduates — or, have our students in their
practice working towards completing
their internships.

WVDAS has charged me, the
director of the school, with getting the
WVDAS name, brand, and our product —
future dental assistants — into the offices
of more Oregon doctors, just like you.

When | was presented with the
challenge, | couldn’t then and still can’t
think of a better way to hit the mark than
sponsoring an event open to all Oregon
Dentists (and a select few of my private
clients which [I’ve extended special
invitations to outside Oregon).

I’ve invited a world-class faculty to
spend almost two full days with you,
investing a small fortune to make it
happen.

As a condition of being able to
present at this event, | gave each and
every speaker/trainer a directive:

“Hold nothing back. This is
NOT the time to tease, or let
everyone know how wonderful
you are, but to give real, hard,
actionable advice to every
single attendee.”

The keynote speaker for the day-
and-a-half long event is none other than
the  founder  of DentalTown®,
International Lecturer and private
practice, wet-gloved Dentist, Howard
Farran, DDS, MBA, MAGD.

Howard is one of the most sought-
after speakers in Dentistry, often
booked out over a year in advance for
events just like this. Given my history
with Howard, being a supporter of
DentalTown® and its 100,000+
members, | was able to pull at his heart
strings a bit and convince him Oregon
Dentists need his maotivation, his
expertise and his experience in private
practice NOW, more than ever before.
He happily agreed to fly into Portland
and drive here to Salem to spend time
with us. | couldn’t have been more
thrilled, and | think once you hear
Howard’s latest success strategies, you
will be, too!

Here’s just a small slice of what
I’ve asked Howard to share:

v How to easily build a winning
team without hype, fluff or
wishful thinking - a skill and
protocol every business man
needs — dentist or NOT.

v’ Step-by-step: Get twice as much

done in half the time while

reducing your stress. (Who doesn’t
need this?)

v The Big ‘3’ to create the
‘YOU’ as a unique dentist, not a
commodity — works in ANY
industry or niche. In other words,
you’ll find how to answer, “Why
should | see you vs. some other
dentist?”

v Most dentists erroneously focus
on a “product-based” practice. Why
adding  another  “feature” or
procedure you can do won’t mean
squat to your patients. Instead, it’s
all about the . (Hint: It’s
what keeps friends friends and
spouses married, yet most screw
this up royally.)

Two easy-to-implement
strategies to increase case
acceptance — one is market

segmentation (think “insurance”)
and the other is one of my
favorite topics most dentists fail
to grasp: why it’s NOT price but
something else...

v' mid - this is one area of practice
that saves your patient’s dignity
and, most importantly, their teeth.
Why you must master this area.

v/ STOP. Why you must literally

STOP  doing these  certain
procedures.
v' The number one resource

dentists shouldn’t be practicing
without...and it’s FREE. Yes,
FREE.

v' How these ancient virtues can
easily increase your productivity
and profitability. It’s
foundational to your success.

v" And much, much more!

Howard’s one piece of what | feel
is the perfect day-and-a-half long
event... But, there’s one area in clinical
dentistry virtually every dentist in
America moves mountains to learn
more about — because, it’s been called
the foundation or key to modern
dentistry by some of the greatest dental
experts of all time — Dawson, Pankey
and more —it’s...

The Mysteries of Occlusion.

Asking around the dental
community, turns out, it was almost
unanimous that one of Dentistry’s
leading experts on occlusion that can
clearly and simply convey in an
educational setting, the complex and
technical issues of occlusion, resides in
West Linn!

Mark Montgomery, DDS, will
bring his vast experience and extensive
training in occlusion and the fresh new
concept of AD, or Arch Dentistry,
direct to you in a 3+ hour presentation.

Dr. Montgomery is well known for
his mastery of skills in the areas of
Invisalign® orthodontics, smile
enhancement and VENeers,
reconstruction and restoration of worn
and damaged teeth, and in controlling
tooth grinding and sleep disordered
breathing. His greatest talents are in the
area of comprehensive diagnosis of

complex problems. He also has
achieved his Fellowship in the
Academy of Comprehensive Esthetics
(FACE).

Check out what Mark has in store
for you:

v 4 simple keys to understanding
the mysteries of occlusion...why
an obsession with parafunction
keeps you from seeing the bigger
picture.

v How to deliver a life-long, ultra-
stable platform for function &
esthetics...it’s about going beyond
single  tooth  dentistry and
even...quadrant care.

v The Concept of Arch Dentistry
and how understanding this can
change the scope of your practice
— blending  function  with
cosmetic, restorative and
occlusion...plus, how to actually
GET patients to accept it
Knowledge is just one part.

v How to Phase and Keep Control
of Arch Dentistry Patients.

v" How to successfully close one
case after another, of high-profit
Arch Dentistry, in a recession, in
a state where unemployment is
2" only to Michigan.

v The five elements of “normal”

occlusion. Where mis-diagnosis
most-often occurs.
v' The tech required to view

function and forces in real time.
v Mastication Dynamics: How to
Create the Perfect Mastication

Machine.

v" What you MUST know about
Medical diagnosis and Dental
care...

v' The exact, proven exam and
Tx sequence you must use to pre-
screen, pre-sell, present, sell and
close Arch Dentistry.
Deviation=Failure.
v' And of course, he won’t stop
there...At this point, Mark will just
be getting warmed up. He’ll deliver
far more than | could catalog here!
These two really fantastic, active, wet-
gloved Dentists will warm your heart,
expand your mind and give you the tools
to make practicing dentistry more
enjoyable, profitable and engaging, you

know, I’m far from done! 0\/5_2/-/
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The dental industry is home to some
very savvy, experienced, business minds
that have taken their technical training in
all aspects of dentistry and converted that
knowledge, experience and enthusiasm to
systems.

The business side of dentistry is all
about Systems. Most Dentists and Teams
that are bordering on greatness lack
implementable systems.

Most Dentists and Teams stuck up
against a rock ledge, a plateau, are there
because of a lack of improved systems to
take ‘em over the top to that next level.

The expert | want to introduce to you
next, Cindy McKane-Wagester, RDH,
MBA, will lay out, in simple fashion...

v 10 Key Characteristics Every

“Master” Dental Practice Shares.

(Hitting only 9 of these can mean

failure.)

v" The target indicator of a successful

hygiene business: It’s 85% re-care

effectiveness. Now, here’s how to

HIT it!

v The *“Jack-of-all-Trades” in

dentistry — do yours measure up?

Are they keeping you from

growing in a recession?

v BRING YOUR TEAM: Here are

12 very specific messages which

must be sent every single moment of

every single day. Mastering them
will ensure a practice survives any
calamity — self-induced or otherwise.

v' Three factors each and every

team member can influence and

perfect to increase production,
collections and patient satisfaction

by at least 38% in January 2009

alone.

v Transference: the skill every team

member must master. Here’s how...

v' 37 areas your front office team

must monitor every day.

v' The 11 Guiding Principles to

Collections...when collections

begins, financially arranged dentistry,

and 9 more your front office must
know.

v The single most important System

in ANY dental practice. It’s the

Marketing System. Without new pts,

a practice is just an expensive

showroom for dental technology.

“Plug in” and end your marketing

frustrations and worries.

And much more! Cindy is traveling
to Salem all the way from Maryland, near
Washington, D.C., and her clients are all
over the U.S. When | asked her to be here
for me, she gratefully accepted, and |
know both her general session
presentation and  tailored-for-team
break-out sessions will be instantly
valuable to every Dentist and Team
Member! Check out what a few folks had
to say about Cindy...

“Dentists often focus on ‘nationally-
known’ consultants as the only source
of reliable, helpful practice
management advice. Cindy McKane
represents one of the rising stars in
the consulting arena that deserves
your attention. Give her a call and see
what she can do for your office.
Dr. Woody Oakes, Editor, The
Profitable Dentist Newsletter

There’s more — when the event wraps
up Friday evening, you’ll also have
picked up:

v" This one piece of overhead can

make or break you. Here’s how to get

“some” of it at no cost...

v" An introduction to “Implants” for

the general practice...how this self-

professed “dumb football” player and
world’s strongest dentist make it
work and how you can, too.

v" A resource most dentists have but

sorely under-use. How it can mean

the difference between a profitable
month or a losing one.

v The single most influential

marketing strategy available to every

dentist and at no cost. (You’ll get this

FREE with registration.)

v' Every dentist has ‘em but few

realize the power of this fiercely

loyal group of followers. How to
encourage, grow and profit from your
own Golden Geese.

v' The fatal error dentists are making

online and how to reverse this trend.

v" A local resource dentists use to

save $500 to $1,000 each and every

month.

v' One piece of seemingly “fixed”

overhead that is slowly eating away

at your profits...How to stop the
bleeding.

v" A percentage of our total revenue

from the event will be donated to the

Boys and Girls Club of Salem.

v And much, much more!

Including Dr. Lloyd Tilt, the

pioneering Ogden, UT Periodontist

— the first Periodontist to use

LANAP in the entire country!

This isn’t just another *“continuing
ed” event. You can get those online. You
can’t get live, personal, 1:1 interaction
online. And, you can’t get a front-row
seat to the kind of new technology being
show-cased at an event like this, either.
Henry Schein Dental and a few other
hand-selected vendors will be on-hand as
well.

Should You & Your
Team Attend?

If you want to increase your profits
by at least 14.3% or more in 2010,
decrease your stress to the point where
you feel as though vacation is virtually
every day, be the medical-dental
authority for your patients, be a leader in
your business, in your community and in
your family, and get a jump on making

2010 one of the best years ever for your
business, this IS the event for you and
your team.

I wouldn’t suggest making it a
priority to be there if you’re happy where
you’re at, have all the money you need,
have no desire to improve or enhance
your skillset to include occlusion,
implants, marketing, or taking a “loss-
leader” hygiene department and turning it
into a high-profit, self-sustaining business
within your practice.

Honestly, it’ll be easier (at least for
a while) to just sit tight and hope the
economy improves. (Although, ‘Hope’ as
a Strategy hasn’t worked too well for
most.)

Success in ANY business, dentistry
included, relies on MOVEMENT. Dentist
or not — to be at an event where you have
the opportunity to network, learn, and be
a part of something that can offer self-
improvement, motivation and
community, you’ve gotta jump on it when
it literally arrives at your doorstep! This
is the reason people like you and I attend
live events. You can’t replicate it online
or in a 6-person study club.

Online seminars are convenient,
especially when you’re in a crunch to get
some out of the way quickly, but it’s no
substitute for a nose-to-nose, toes-to-toes
experience available at a live event,
wouldn’t you agree?

I’m extremely excited about this
event, and I’m sure you can see why. But,
I’m not done. I’m sweetening the pot to
make this a true “no-brainer” for you and
your team members to attend.

For starters, every office receives
these FREE Bonuses valued well-beyond
your total office’s tuition for the event:

e Preferred $69 per night room rate
(Thanks Red Lion!)

e The PayPerClickForDentists.com
secret guide to Overnight Traffic
online, plus the Yahoo! Search
Marketing Quick-Start Guide ($54
value)

HowToGetFreePress.com
Getting free press for your
dental practice is very, very
simple. Follow this system’s

simple 5-step formula to

become the star in your area!
Includes actual samples of a
local practice using these
principles! ($15 value)

e 24 Common Mistakes Dentists Make
to Destroy Their Business(es) &
Retirement e-book by yours truly. It

was even BANNED from Dr.
Farran’s  DentalTown  Message
Boards! ($15 value)

e Preferred Merchant Account

Application with BankCardUSA,
guaranteed to save you money every
single month no matter who your
current provider is! They will save

you money! Or, they’ll pay you
$300! ($Priceless!)

e FREE Internship placement from
WVDAS. If you’re ready for an
intern or p/t or fit DA today,
WVDAS will arrange for a working
interview or placement at NO
CHARGE. Save $100, $500 or more
each month avoiding temporary
labor! (For local Dentists)

e FREE Systems Manual for Front
Office (Courtesy of Cindy McKane,
RDH, MBA)

e FREE Systems Manual for Dental
Assistants  (Courtesy of Cindy
McKane, RDH, MBA)

e FREE Systems Manual for Hygiene
(Courtesy of Cindy McKane, RDH,
MBA)

e 30-day free membership
ClearPath®  Society  (info
ClearPathSociety.com - $69 value)

e The Unfair Advantage, Recession-
Proof Patient Reactivation System
(info @ PatientReactivation.com — an
$897 value)

e SPECIAL REPORT: What You
Must Know Before You Sign A
Dental Office Lease. ($49 value)

e And much, much more!

The next step to take is getting
registered. You can do that one of two
ways. | have included a registration form
you can quickly fill out (2 minutes, tops)
and fax to: 503-218-0557, or, you can call
my office and speak to Melody @ 503-
339-6000.

The space for this event is limited —
the Red Lion Inn can comfortably
accommodate about 100 or so total. The
quicker you register, the more discounts
you can take advantage of, and you can
be assured a seat for you and each
member of your team!

You must be 100% satisfied with
the event. If not, we’ll refund 100% of
your registration fee...

Call or fax your registration form

from below, today! 503-339-6000

to my

@

See you in December!

Alave
Jerry A. Jones, FOUNDER

Willamette Valley Dental Assisting
School

P.S. Without a doubt, this is not a dental
CE npitchfest or sell-a-thon. Preferred
vendors like Henry Schein Dental,
Millenium Dental Technologies, EMC
Dental Marketing, Umpqua Bank, CARE
CREDIT® and others will be on hand to
offer  additional  information  and
resources to help you more easily achieve
a blockbuster 2010! Questions? Call
Melody in my office: 503-339-6000

Copyright 2009, Jerry A. Jones

B - GISTRATION FOR SALEM, OREGON'S MID-VALLEY DENTAL MEETING R

CALL to REGISTER: 503-339-6000 ... FAX to REGISTER: 503-218-0557 or 503-480-0303 ... MAIL to: 3488 Liberty Rd S, Salem, 97302

I
December 3 & 4, 2009, Red Lion Inn, Market Street (off I-5) |
I

__Yes, I would like to attend the 1st Annual Regional Valley Dental Meeting on December 31 & 4t, 2009. | understand this is a first-come, first-serve event with limited seating of 50 doctors and
any additional team members. Registrations received after the initial 50 doctor and team registrations will be charged a refundable $50 fee to be in a back-up position for space due to any I
cancellations. If space becomes available, the full fee as calculated below less the $50 reservation deposit will be charged. If space does not become available at least 48 hours before the event, I
the $50 reservation fee will be fully refunded. Based on the above, please reserve space for me/my team. | understand doctor’s tuition is $497 and that | may qualify for additional discounts below.
Additional team member tuition is $99. However, I/we may qualify for additional discounts. Rooms are available @ the Red Lion for $69/night.

Please reqister:

Doctor(s) @ $497 each = $

RDH(s)

DA(s)

Team Members:

FOP/OM(s) @ $99 each = $

_____Ez-Payment Option. Please hill my card below in 2 equal installments 30-days apart, at no extra charge. (Please initial if accepting.)
DISCOUNTS: We qualify for ____ Henry Schein Dental Client ($100 discount) ___Early-Bird Registration by November 20th ($35 discount) TOTAL DISCOUNTS: $

Doctor Name(s):

By signing, you agree to the

Sec Code (3 or 4 digit):

Address: City/State/ZIP;

Phone: Fax: Email;

Please charge tuition to the following: ___VISA/MasterCard AMEX Discover (You may also send a check to add. below)
Card #: Exp:

Name on Card: Signature:

terms of the cardholder
agreement and the resulting
charges from registering your
office for the above event.

REFUND POLICY: Refunds will be honored up to 30-days prior-to the event. Registrants requesting refunds after November 3 will be provided a credit for a future
event or a credit for other products and services offered by Jerry Jones Direct or an affiliated company. Providing information above constitutes permission for Jerry

I
I
I
I
I
I
I
I Practice Name:
I
I
I
I
I
I
I

Jones Direct and its affiliated companies to contact you regarding this and other related information by any of the contact methods provided.



