
For nearly 25 years, Dental Boot Kamp has been the standard against which all other case acceptance training 
programs are measured.  What you and your team learn sets the stage and provides the foundational information, 
procedures and systems to help you and your entire team achieve maximum case acceptance results while having 
more FUN than you can imagine!  This is a high impact, two day event, filled with benefits that will bring you clos-
er to the practice of your dreams.  

Designed to empower, inspire and motivate teams to step up to powerful  
conversations with their patients to have them say YES to their health and  
treatment.  Providing the tools to create a cohesive team focused  on the vision 
and goals of the practice.  

EXPAND YOUR TEAM COMMUNICATION  

 Learn Tested System for Case Acceptance  

so that more patients say YES  

 Discover and share your Vision  

 Have your Patients ASK you when they  

can start their care.  

 Turn Shoppers into qualified Patients  

 Get a Grip on your Foundation!  

 Experience DiSC On - Line Profiles to  

Build Teamwork and Understanding  

 Polish your Objection and Asking skills  

 Eliminate your Approval Addiction!  

 Brush up on Transfer of Power  

 Leave Empowered ~In Action  

Team Case Acceptance  

Suzanne Black, her partner Mike Black plus their team of top Results Coaches will transform your approach to Communications, Management and Marketing.  With their 23 year track 
record they have helped dental practices, medical practices and over 30 different other industries achieve success.  They know that the Key to Results is clear, complete, compelling 
communication, leadership and management.  They work with teams all across the United States and Canada to implement their proven systems for communication, practice manage-
ment and marketing.  Clients report increases in productivity, collection, increased recare effectiveness and most of allñ quality of life.  With a history of making a difference in 
peopleõs lives coupled with strong, effective communication training and management structures, C3õs clients soar.  

BONUS ITEMS when you sign up with a Group Tuition  
 STOP Cancellations DVD 

 8 Steps To A Balanced Life In Dentistry 

 Hygiene Analysis 

 New Patient Research Forms 

 DiSC Profile (Online) 

 DiSC Team View 

 DiSC Office Culture Report 

 2 FREE Coaching Calls with Suzanne 

Cancellation Policy:  45 Days prior, tuition refunded less administration fee.   

Less than 45 days, tuition transferred less administration fee. 

The Legendary  

Dental Boot Kamp 
Case Acceptance System 

WHO SHOULD  

ATTEND:      

Doctors and  

Team Members  

Group of Dr. & 3 Team $3,600 Individual Dr. $1,695 

Additional Dr. $1,295 Individual Team Member $   595 

Additional Team Members $  595 DBK Alumni: $   795 

Tuition   

 
 

 
 
 
 

Day 1 Evening Mixer Coffee/Beverages Provided ... All Meals/Refreshments are on your own 

Financial Arrangements Available 

C3 Results Group is an ADA CERP  
Recognized Provider. 

ADA CERP is a service of the American Dental Association to assist dental professionals in identifying 
quality providers of continuing dental education.  ADA CERP does not approve or endorse individual 
courses or instructors, nor does it imply acceptance of credit hours by boards of dentistry.    C3 Results 
Group designates this activity for 15 continuing education credits. 

ñDental Boot Kamp is a great way to build a practice to 

learn how to have relationships with both your patients 

and your staff.ò - Roberta Jurash, DDS 



This renowned program covers everything from building a strong team to starting on the right foot with each patient. 

Culminating in strong case acceptance, scheduling, and follow-up. All the systems taught work together to build a 

Culture of YES in the practice that assists in stopping Cancellations. Started in 1987 by the late Walter Hailey, the C3 

Results Team have worked consistently with the program since that time. Your Team will get all the basics and step 

up to powerful conversations with their patients to have them say YES! to their health and treatment.  

 

The Dental Boot Kamp is conducted in an energetic, eye opening fashion. Participants 

learn new skills and practice them right on the spot. We believe that people learn 5 times 

faster when they are laughing so we keep things lively while learning. Each day moves very 

quickly with breaks about every 2 hours, an ex-tended lunch break and often a Mixer at 

the end of Day 1. Each participant receives an 80+ page manual along with the On Line 

DISC Profile instrument that they complete prior to the program.  

Dental Boot Kamp Agenda  
Day 1 - 8:00am - 5:30pm  

 

What it Takes to Grow Your Practice  

The Components of Successful Training  
 

5 Foundation Principles  
R Team - Being a Self Generating Self Correcting Team. 5 Unique 

Qualities of a Great Workplace.  

R Vision - Understanding and realizing the Drõs Vision.  

R DiSC - The art of Relating to all types of people.  Importance 

and Implementation of effective Non Verbal Communication.  

R Ending our own Approval Addiction- Beating the #1 barrier to 

case acceptance and being able to freely communicate with your 
patients.  

R ASK - Developing the language skills of discovery. Learning to 

make it safe enough in relationship to build trust and ac-

ceptance.  

 

Begin the 6 Elements to YES  
R Research - Increasing our knowledge and understanding of each 

new patient through an established system that all who answer 

the phone must understand and implement.  

R Pre-Heat - Preparing our patients to appreciate our practice, who 

we are and what we offer.  

 

Day 2  -  8:00am - 4:30pm  
 

Complete the 6 Elements to YES  
R Discovery - Discovering the patients emotional desires, dental 

desires and dental needs. Bonding personally with the patient - 

committed to their commitments. Conducting a clinical exam 

that is educational and motivating to the patient.  

R Solutions - presenting the conditions, consequences and care (3 

Cõs) so that the patient owns their condition and is self generat-
ing making a commitment  

R Resolving Objections - when presented with a commitment, 

objections are a sign of interest and concern. When you know 

how to listen and address the objection without resisting - a 

productive dialogue emerges that supports the patient in moving 

forward.  

R Closing - Gaining Mutual Commitment. Asking for commitment, 

Scheduling and financial arrangements so that the patient com-

pletes their care.  

 

Case presentation for Patient of Record  
R Applying the 6 Elements to YES to patients with treatment plans 

who have not moved forward.  

R A system for Patient Reactivation that WORKS!  

 

Stop Cancellations  
R Diagnosis of the problem  

R Prevention - Retraining your patients  

R First Aid - Actions to take to stop cancellations.  

 

Team Action Plan  
R The mark of great training is action. Each team member will 

have a personal action plan and the team will also have a plan 

plus a 21 Day Implementation Strategy.  

òDedicated to empowering clear, complete and compelling marketing systems, team communication and client/patient relationships in  

professional practices so they grow, prosper and fulfill the Leadersõ Vision." 

Super program.  You bring common sense language tools that can improve continuity of  messages throughout the office.  David Schaefer, Dentist 

Suzanne and her team gave us an eye opening experience!  This course has been the most valuable course I have even taken.  ð Emily Piantek,, Office Manager  

Find out what other practices have produced!  Go to www.dentalbootkamp.com for more information!  
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Call us today 

1 (800) 710-7273 

http://www.dentalbootkamp.com
http://www.c3results.com/

