
Practice Answering Machine 

Welcome, I’m Jim Du Molin, Editor in Chief of TheWealthyDentist.com, and I’m here to 
introduce you today to one of our basic strategies, Practice Answering Machines. 

We’ve found that your answering machine can be an unbelievably great marketing tool 
if you use it correctly. So I’m going to give you the first strategy in a series that we’re 
putting together over the next several months on How to Use Your Answering Machine 
as a Tool to Generate New Patients. 

Would it be good for you if we could give you an additional new patient a week from 
your Internet web site? Let’s take a look. 

It starts with your answering machine message. Listen to this: 

“Thank you for calling (your practice name). Our office will reopen to handle your needs 
personally at 8 a.m. tomorrow morning. If you are a new patient who would like more 
information about our practice you can visit our Internet web site at 
(www.yourpracticename.com). You’ll find complete details about all our services, 
including sedation, dental implants, and cosmetic dentistry and how we can meet your 
entire family’s needs. You can even request an appointment directly online at 
(yourpracticename.com). Once again that’s (yourpracticename.com) or leave a 
message at the beep and we’ll do the best to get back to you as soon as possible.” 

It’s that simple. 

Now, I’m going to take you through it step-by-step because I want you to get it right so 
that you understand the psychology and marketing behind the message. 

Keep it short. Keep it sweet. And I want to keep it that way. 

The last thing is that I want a message that starts out: “Oh we’re closed or we’re open 
on Tuesdays from 9 a.m. to 11 a.m. and then we go to lunch from 11:30 to 12:45 and 
then we come back at 1 after a team meeting and go till 5:30. On Wednesdays we start 
at 8, and so forth.” 

This drives people crazy. It’s totally irrelevant from what they need to know. That’s why 
we structure your message as crisply and cleanly as possible. 

1) So the first step is, always start by identifying your practice with your practice name. 
It’s amazing how many times I hear messages that start with “Doctor’s Office.” Duh!
Which one?
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I’m working down the phone book. I’m trying to solve my problem. I’m trying to find a 
dentist and you don’t tell me I’m in a doctor’s office. They might not know if it’s a 
physician or a dentist. 

2) Don’t start by telling them that you’re closed. Second Duh! They know you’re closed.
It’s after hours. And they’re getting an answering machine message. Start by telling
them when your office will reopen and be available to answer their personal needs.

Everyone wants their needs attended to personally. Trust me. I know this one. 

3) If it’s Thursday and you’re closed until Monday, be sure to change your message
from 8 a.m. tomorrow to 8 a.m. on Monday. Otherwise the person may call back the
next day just to find that you’re not open. This makes you look stupid. And you will have
lost a valuable new patient.

Don’t make this mistake. 

4) Say your web site domain name slowly. Don’t rush the process.

5) In the second paragraph that I reviewed above be sure to list the 3 prime high value
services you offer in your practice. Sedation. Dental Implants. Cosmetic Dentistry.
Orthodontics. Root Canals. Dentures. I don’t care what the three are, but remember this
is a marketing message. Always lead off with your high value services. This is the
purpose of what we’re doing…to generate new patients and high value services.

6) It’s important to follow-up with and how we can meet your entire family’s needs. Most
dental practices can’t support themselves on just high value services alone. If you just
feature Sedation, Implants, and Cosmetics, many people will assume that you don’t do
General Family Dentistry and they will drop you from their consideration.

I don’t know a lot of practices that live solely on Sedation, Cosmetics or Implants, or 
even all three. Most people will get about 50% of their income in production from bread 
and butter production of Family Dentistry. 

So you don’t want to preclude that. 

7) And this is important because it’s a very important step. You must tell them that they 
can request an appointment online. Over 50% of America is connected by high speed 
broadband on the Internet. And that 50% is the 50% with financial resources. Almost 
everybody is connected to the Internet, even by dialup at this point. So you want to tell 
them that they can request an appointment online through your web site.

“You can even request an appointment directly online at (yourpracticename.com). Once 
again that’s (yourpracticename.com).” 
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Major points to review: 

1) Always repeat your web address slowly so that there’s no confusion. A lot of web
addresses may sound alike. You want to make sure that you say yours slowly and
enunciate.

2) If your answering machine doesn’t accept messages that’s fine. Tell the prospective
patient that, so they’ll know that it’s not going to accept the message.

If you want to say, “If you’re calling to cancel an appointment, please call Dr. Right 
Thinker directly at 555-5555 to personally confirm your cancellation.” 

That’s fine too. The main issue is to always lead with your marketing message. 

3) As a general rule, keep your messages as short as possible. Record the message 
with as little background clatter and noise as possible. Have the person recording the 
message sound professional and caring. You want to put out that image to people who 
are calling your practice. You don’t want a lot of screaming kids in the background. You 
don’t want a dental drill noise in the background. You don’t want a lot of clatter or 
people talking. Everybody settle down and do your messages correctly.

Remember, the whole purpose of this message is to move the prospective patient to 
your Internet web site. Once on your site they can get all the details about your high 
value services and request an appointment directly, 24 hours a day, 7 days a week, 
holidays, weekends, and even when you’re on vacation. Let your IDA dental practice 
web site generate patients while you sleep. That’s what the Internet’s good for. So you 
want to use it. 

If you need a comprehensive marketing strategy, you might consider calling Narelle 
Gorman. She’s our main person who coordinates all of our strategies for our doctors. 
She can be reached at (877)446-5466 or you can click here on this slide to schedule an 
appointment via email. You won’t be disappointed. And she’ll put it together for you with 
all the issues that you need to cover for a coordinated, comprehensive Internet 
marketing strategy. 

And you won’t be disappointed because it’s guaranteed. 

I’m Jim Du Molin, Editor in Chief of TheWealthyDentist.com. This is the first in a series 
of how you can use your answering machine as a marketing tool. I hope you liked it. 
We’re going to try to give you a few more as we move through the next several months. 

Our philosophy at The Wealthy Dentist is really simple and straightforward. 

Profit is the natural result of doing what’s right for your patients. 

Thank you. 
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