
	  

	  

 



	  

	   	  

 
 

 
 

 
 
 

 

Please enjoy this excerpt from my 
book.  I hope you learn a lot, get inspired, 
and take massive action. 

 
To your success, 
 
Ginger 
 
PS:  The full book edition is 

available on Amazon.com 
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Foreword 
 

The time to act is now. 
If there were ever a time to rethink what your dental 

practice is really all about – now is the time. 
If there were ever a time to open your eyes and your mind 

and think differently about how to grow a profitable practice and 
maximize this important investment – now is the time. 

If there were ever a time to “get real” about the future – 
now is the time. 

There’s no question that we are living in some different, if 
not difficult, times for dentists and business owners. But there is 
hope. It doesn’t have to be difficult. 

If you’re reading this book, you are likely a practicing 
dentist. And while you went to years of schooling and have earned 
the title of dentist, what you really are is an entrepreneur. I make 
this important distinction because it is critically important to how 
you think, and quite literally, how much success you achieve. 

Most professionals believe that if they hone their skills and 
become the best at what they do, from a clinical or technical 
standpoint, new patients will beat a path to their doors. They’ll 
grow a profitable practice and create a nest egg upon which they 
can retire. If it were only that simple! 

Conversely, most successful entrepreneurs think differently 
about how to grow a profitable business. They understand the 
important role that positioning and creative marketing… 
sometimes “outside the box” marketing… play in growing a 
profitable business. 

Two revelations to consider:  
1) The more you think like an entrepreneur, the more 

successful your practice will be. 
2) The faster you start working with a coach or mentor, 

the faster you will turn the corner to profitability. 
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Secrets to Creating a Prosperous Dental Practice is not a 
book about the latest techniques in teeth cleaning or how to 
understand the latest changes in insurance. Instead, the book 
you’re holding is a fantastic starting point for you to think and act 
more like a profit-minded entrepreneur. 

Secrets to Creating a Prosperous Dental Practice will 
“unlock the door” to a different way to think about and grow your 
practice. What I admire so much about Ginger Bratzel is that more 
important than being a skilled and accomplished dentist, Ginger 
thinks and acts like a successful entrepreneur. 

If a thriving and growing dental practice is your goal, then I 
encourage you to find a quiet spot, start reading this book and learn 
from someone who truly gets it. 

Consider this book your first step to creating the fun and 
profitable venture you dreamed about in dental school. 

 
Jim Palmer - The Dream Business Coach 

www.GetJimPalmer.com 
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Preface 
Profits from Dental Treatment…  
It’s in the Marketing 

 
When I graduated dental school 20-plus years ago and went 

out on my own by “hanging my shingle,” I was taught through my 
dental school education that to be successful, I just needed to be a 
great technical dentist. 

That seemed simple enough. I had always wanted to serve a 
rural area, and I was set on returning to New Mexico. When an 
opportunity became available to purchase a retiring dentist’s 
practice in my hometown, I thought the stars had laid a path to 
instant success. I mean, I had everything I needed: “be a great 
dentist” plus “instant existing practice.” What could stop me now? 

Well, how about everything? I was under the education-
induced hallucination that the more education I had, the greater the 
level of success would be. I struggled with that belief for many 
years, and it was hard to shake the nonsense I was spoon fed 
during four years of formal dental training.  

At that moment, struggling early in my career, I came up 
with another false solution to my problem: If I am failing then that 
means I need MORE dental education. I thought it was simply that 
I needed to learn more “treatment stuff.” 

That’s when I dove deep into continuing education, got my 
Fellowship from the Academy of General Dentistry, worked on my 
masters, joined every study club I could, and bought a whole lot of 
fancy equipment.  

The results in my financial success were… nothing 
changed. 

So if that wasn’t enough to create the level of 
accomplishment I was looking for, I decided that the one missing 
ingredient of success was a fancy, state-of-the-art facility to 
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represent my grand knowledge base and to display my cutting edge 
technology.  

“If you build it, they will come,” they said in Field of 
Dreams, so it must be true. Right? 

Still no change. 
The outcome of all my efforts to that moment challenged 

every core belief I had at the time about success and dentistry. It 
was very apparent that none of the things I’d tried presented the 
solution, and that’s when I stepped back from the position of being 
a dentist and looked at my practice wearing the businessman hat 
instead. Then it started to make more sense. I went out and 
researched every successful business model I could find in the 
service industry and started to mine similarities that would work in 
the dental world. 

I saw firsthand from my own personal experience and 
initial struggle that to be profitable we, the dental community, had 
not been told the whole truth. I continue to see this in offices 
around the country where being a great doctor with an excellent 
education is not enough to ensure success. 

From my own business soul searching, I found my 
emphasis was all on me and my practice, not the connection with 
what prospective patients were looking for. I wasn’t accessing the 
conversation that was going on in their heads.  

If you are looking for something to highlight about now, 
here you go:  

Success is not about who you are. It has more to do with 
whom you serve. 

Once I figured that out, the pendulum swung in a 
completely different direction. It swung in my favor and allowed 
me to serve more patients as I attracted them to my practice with a 
message that was compelling to them. 

The current struggle offices are facing is to create and 
maintain growth and forward movement. This is the challenge we 
are all facing with the new emerging economy, and finding 
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patients who are ready to accept care now are crippling the 
system.  

This frustration over the past few years has reduced 
great practices to a less than desirable situation and has 
crushed many struggling offices into financial ruin. 

To overcome this enemy, smart practices have to master the 
three sides of success: technical skill, management, and marketing. 

  
#1 Technical Skill: As defined in your title “Doctor,” you 

possess specialized skills and knowledge. But more than that… 
you have the power to change people’s lives by being around to 
help them get where they want to go. What an awesome role!  

I’ve got some BAD NEWS FOR YOU: “Being the best 
technically is ZERO insurance that you will succeed as a doctor!” 

#2 Management: Building and controlling your team is a 
critical component. No one of significance in history has done it 
alone. He or she has always relied on others to support them on 
their quest behind the scenes. 

Great Olympic athletes competing in individual events 
might stand alone on the awards podium, but they were assisted, 
supported, and encouraged by a team of individuals along the way 
to help them achieve their success. 

Unfortunately, it isn’t that simple to create your dream 
business. People and their lives are in constant flux. Their 
directions move in and out of focus with your goals for the 
practice. Sometimes it feels like herding a bunch of wild cats. 

But with the right systems and monitors, accountability for 
their success to the office is crystal clear, so they can better 
monitor themselves… leaving you free to do what you need to do: 
treat your patients.  

#3 Marketing: The rocket fuel to set the whole thing on fire 
is marketing. If a prospective patient doesn’t know what you can 
do for them, they will never find you.  
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Marketing can be inviting, exhilarating, profitable, and… 
put on autopilot to run month after month.  

Marketing is not and should not be a necessary evil, a waste 
of money, or an aggravation in your professional life but rather the 
lifeblood of the practice that brings new patients to your office on a 
consistent basis.  

Marketing is sooooo much more than a logo and website. It 
is what your practice is saying about you without you saying 
anything at all! 

  
Just like a three-legged stool, all three components of a 

successful business should be of equal importance.  
  
If one of the pieces of the triangle is weak or missing, it 

creates an unstable foundation on which to grow. 
Without management success, marketing could bring in 

tons of new patients and close the holes in your bucket – the ones 
that are letting your existing patients sneak out like thieves in the 
night each month. However, all of these new and retained patients 
will likely be chased away by poor systems and customer service 
issues. 

“Investment in the most advanced training and 
technical knowledge in the country is a waste without a herd of 
‘hungry prospects’ to buy your services.” 

During my time as a coach, I have helped dentists and their 
teams find successful mindsets for practice growth, provided 
marketing expertise, and trained the practices on what to say and 
do for success. 

From my years of working with them and surveying 
thousands of doctors, not just around the country, but also around 
the world, what they need most is to… 

Create sustainable growth instead of riding the high 
and low months like a roller coaster at an amazement park. 
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This is the lifeblood of healthy growth! 
You could be experiencing problems in your practice if 

ANY of the following are occurring: 
• New patients come in, but they aren’t accepting care 

saying, “I need to talk to my spouse about it; I need to think about 
it; I will check my schedule.” 

• Each patient isn’t referring two, three, or more new 
patients because they aren’t “raving fans” of your office, and they 
won’t sleep until everyone they know is choosing care from you! 

• You are spending more and more on external marketing 
without rhyme or reason just to keep up your patient numbers, and 
the cost of acquiring a new one is going up each month! 

  
I have three big promises for you in this book: 
We will identify the real reasons you haven’t created your 

dream practice yet and how to overcome them 
We will easily implement each part of the journey in a step-

by-step fashion.  
Start the foundation work to help you make the shift from 

where you are to where you really want to be. 
 
 Now to be honest, spending $20.00 on this book is not 

going to serve as a magic bullet to fix all your practice woes 
overnight. If you purchased this with that intention in mind, please 
immediately return it to let us know you made a mistake. 

If you are holding this book with the intention of taking the 
first steps to creating your dream dental practice, I welcome you 
along for the journey.  

Decisive action is the starting point of change. As we share 
this experience, at times I will challenge your belief system, just as 
mine had been challenged way back in my early days of practice. 
You might not like it. I’m okay with that. It means I’m doing my 
job. 
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At times I’m sure you will be skeptical; that’s normal. But I 
ask that you maintain an open mind because as you will discover, 
an open mind is essential for any transformation. The thinking that 
got you to this point will not get you to your next level. 

Every adventure starts with the first step, and that is the 
moment we have approached at this point. So I invite you to take 
action to start ‘transforming’ your good practice into a GREAT 
ONE today!  
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Introduction 
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Chapter One: 
The Power of Mentors and Coaches 
 

As a dentist, marketer, copywriter, parent, and continual 
student of life, I have invested a lot of time and effort dissecting 
what makes anyone really good at what they do. As spectators, we 
can watch the end results of the efforts of professional athletes 
when they are mastering their craft. We admire their talent but do 
not always fully understand that their journey was not made alone. 
We have to remember that it was a team of trainers and coaches 
that got these athletes to this point. 

And when it comes to business success, I find it is no 
different. Smart people invest in themselves continually and 
understand it is a never-ending journey of growth and 
development. Nowhere is it written that when you finish school, 
you don’t need a teacher or two. 

I had a favorite high school English teacher (but not my 
favorite subject, though) who challenged us with the power of 
words. We had to create our own dictionary for one assignment. 
He gave us a limit of 500 nouns, 500 verbs, 100 adjectives, and 
100 adverbs. Plus we had to be able to define the words in our 
dictionary words with only the words that already existed in our 
word list. 

Each word became 
precious, not to be wasted. I 
thought since I was creating 
my own language, I was going 
to omit any negative terms 
from my dictionary. At the 
end of the project, he then 
gave us writing assignments 

on different topics and we could only use the words in our 
dictionaries to complete it. My dictionary was lacking. Try 

Smart	  people	  invest	  in	  
themselves	  continually	  
and	  understand	  it	  is	  a	  
never-ending	  journey	  of	  
growth	  and	  development.	  
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explaining why water goes down the drain one way in one 
hemisphere and then the opposite way in another with a list of 
words like "love, goal, and sunset." 

No longer did I take for granted that there would always be 
another word for my use. This was the first person who really 
challenged me to think outside of the box in everything I do. 

(One girl in my class, Marisa, had the word "go" in her 
dictionary and her definition was "to pee.” Marisa was really good 
at creative writing!) 

Many years later I had the opportunity to treat my English 
teacher as a patient. He had moved around many times and through 
the power of social media, I had found his address through his 
publisher (yes, he was an author as well). I sent him a note 
thanking him for pushing me and really being the first person to 
challenge me to think differently. He said one of his proudest 
moments was when he received my letter and saw the “Dr.” in 
front of my name.  
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Chapter Two: 
The $35 Million Day: Where to Grow 
Your Business 

 
I have met many other mentors along my journey of 

professional life. Some are flamboyant and would never be missed 
in a crowded room. But one of my favorites is a reserved, 
unassuming man who would sit quietly in the back of the room and 
could have been easily missed. 

In my line of work, I go to a lot of conferences and 
seminars, meeting numerous people each month, but one in 
particular really stands out to me. This person is someone I 
consider a true friend, a brilliant masterminder, a great mentor, and 
fantastic businessman. I don’t have permission to use his name, so 
I won’t. Besides it’s not about name-dropping… which is another 
snippet of information I learned when I met this person.  

When I finally got to talk to “Mr. Quiet,” I found out he 
was a great source of information. He had built a tremendous 
company and was using his expertise to take his skills into new 
niches… very successfully I might add. 

I don’t want to blast his name out because he’s completely 
anonymous. And he’s not in the hidden, underground world of the 
Internet. He’s just a normal guy with a family and kids, active in 
his community and church. He doesn’t stand out in a crowd and is 
very reserved. He just does his thing and lives his life, but with his 
name, you probably would know that he has a fantastically huge – 
$35 million plus – media communication business. 

I was invited to spend the day with him inside his office 
and see what he has created.  

It didn’t happen by accident; he’s brilliant. What he focuses 
on is finding people who have not been served. That was my big 
ah-ha. If the new big thing was over to the left, he was to the right, 
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doing his own thing. There was a whole group of people who 
weren’t being served because everyone else was over to the left 
with the shiny new object.  

Because this group on the right wasn’t being served, they 
became very loyal to him very quickly. They were so happy that 
someone was there to reach out to them. They became raving fans 
and have stayed with him, becoming big buyers because they 
really like him. They like what he stands for, and they like the 
service he offers. 

Company Versus Business 
Another big concept we discussed is that there are 

companies and there are businesses. Businesses make money. We 
all want businesses. But a company is a big asset; it’s something 
that can be sold later. 

My $35-million friend has a brick and mortar 
communication company; it has assets. Not just customers but 
buildings, equipment, and infrastructure that can be sold off 
because he feels those are very valuable. 

Right now, your dental practice could be considered a 
company if it could be sold off. But, unless there’s a buyer for it 
and is willing to pay what you want, it really isn’t a company. 

Dentists assume they have companies that can be sold. But 
in truth, that’s not correct. Because a ‘company’ runs at 100 
percent of the same capacity regardless who is in it. If you take the 
existing dentist out of a high-producing practice, there is no 
guarantee that the next dentist can maintain that level. The value in 
the practice (the asset) is closely dependent on THE dentist in the 
traditional dental office model. 

It’s kind of a double-edged sword. Most dentists believe 
they can retire by selling off their 
practice, but very few can. They 
think they can sell their patient list, 
but not everyone wants it. Or they 

A	  “company”	  runs	  at	  
100	  percent	  of	  the	  
same	  capacity	  
regardless	  who	  is	  in	  it.	  
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think they have all this money invested in equipment, but that isn’t 
necessarily the case. A piece of equipment you paid $100,000 for 
this year may only be worth $1,000 next year in resale value. 
Equipment loses value very quickly because technology is 
constantly changing. Unfortunately it’s the nature of the beast. 

That’s what my friend, Mr. Quiet, looked at when building 
his company. Now if that is for you, I can’t answer that. But that 
was one of the big ah-ha’s I walked out with. Many dentists think 
they have companies, but they really only have businesses.  

So I want you to think about what you really have as you 
read this book and build your dream practice: a business or a 
company? What is your business’s true value? If your dental 
practice is doing a million dollars a year, it isn’t necessarily worth 
a million dollars. That isn’t based off dental appraisals; it’s based 
on what someone will pay for it. It also depends on the economy or 
where you’re located.  

Mr. Quiet’s business isn’t even where he is. He has 
locations all over the country, different places from his main 
location.  

Another portion of building a company rather than simply 
creating a business is branding, social media, and things of that 
nature. It’s important. Or is it? Mr. Quiet is totally anonymous. He 
just focuses on doing this one thing and makes a lot of money 
doing it. He isn’t focused on all the glitz and glamour. He’s a dad, 
a husband, and a community leader without bringing much 
attention to himself, and he is still very successful. 

I wanted to share this with you to point out that he has 
created a huge company, and he does it all with very little effort 
and very little pizzazz… and by using a shoestring budget to create 
all these profits. 

And as we go along, I will show how a mentor and a coach 
can shortcut your path to the next level for you and your practice. 
To living a happier, more productive life and turning your practice 
into a sought-after asset… a true company. 
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Ginger Bratzel, DDS. Dr. Ginger is a dentist, coach, and 
award-winning copywriter and marketer. She received her 
dental degree from University of Colorado Health Science 
Center and practiced in New Mexico where she developed 

systems and strategies to 
attract more patients, 
increase production and 
create sustainable growth.  

She is the creator of the 
proprietary system, New 
Patient Attraction 
Automation™, a proven 
step-by-step program to 
show dentists exactly how to 
attract more of the right kind 
of patients for their 
practices. 

Her success was quickly noticed, and she was asked to be a 
consultant and a coach with one of the largest dental 
marketing companies in the nation, in addition to coaching 
her private clients. 

Her marketing strategies have proved successful 
nationwide from small practices to large multi-doctor 
offices. Dr. Ginger uses her “3 Steps to Success” Program 
to help healthcare practices to go from talented doctors to 
great, successful businesses. 
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She is a national speaker on practice production, marketing, 
copywriting, and team training. 

Dr. Ginger is well known for her “no holds barred and 
shoot straight from the hip” approach to practice growth 
and patient attraction.  

If you would like Dr. Ginger to speak at your next event, 
please feel free to contact her for more information. Ginger 
can be reached at Results@GingerBratzel.com. 

Visit www.GingerBratzel.com for free resource articles and 
videos. 
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