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Improving How You Interact With Patients

From Dr. Levin’s Book 

7 Secrets To Communicating 
With Dental Patients

“When you communicate 

well with your patients, 

they will accept more 

recommended treatment, 

comply with your 

treatment guidelines, 

and be happier to have 

you as their dentist.”

Now and again, you probably feel that some patients just do not 
want to see you. It is true that patients do not want to be in pain and 
may be a little anxious (sometimes a lot) about visiting a dentist, but 
it’s really not about avoiding you. Patients actually want to like you 
as their dentist. That is a great starting point for you to improve your 
interactions with them.

In order for your patients to trust you, they have to feel comfortable 
with you. You can help your patients feel more comfortable by taking 
care of “The 5 C’s”:

Like most dentists, you think a lot about the first “C,” Competence. 
You spend a great deal of time working on your clinical skills, reading 
about new developments and tools in dentistry, and learning new 
techniques for improving your patients’ oral healthcare. 

Start by spending the first few minutes of each appointment chatting 
with your patient about his or her life. This is just as simple as it 
sounds. You will be amazed at how appreciative and talkative most of 
your patients will be once you show an interest in them as people. 
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Dr. Roger P. Levin is Chairman and Chief 
Executive Officer of Levin Group, Inc., the 
world’s premiere dental practice management 
firm. A third-generation dentist, Dr. Levin is an 
educator, author and lecturer. A key opinion 
leader in dentistry, he is internationally 
recognized as a pioneerand innovator in the 
field of dental practice management.

Since founding Levin Group in 1985, Dr. Levin 
has authored more than 50 books, 3,000 
articles and 25 CD/DVD presentations. He 
writes for many of the leading dental journals 
and publications, including the Journal 
of the American Dental Association. His 
articles have been translated into more than 
20 languages. 

Considered one of the most dynamic speakers 
in dentistry, Dr. Levin addresses more than 
22,000 dentists and specialists in more than 
100 seminars annually throughout North 
America, Europe and Asia. He is a regular 
speaker at the industry’s largest and most 
prestigious meetings and conferences. His 
Total Practice Success™ seminars have been 
a favorite of dentists and specialists for more 
than 25 years.

Since 1985, Dr. Levin and Levin Group have been 
bringing the world of business to dentistry. His 
revolutionary Levin Group Method™ has been 
credited for helping thousands of dentists and 
specialists improve the management of their 
practices and achieve long-term growth.

Dr. Levin serves on the boards of numerous 
dental organizations, including the Friends 
of the National Institute of Dental and 
Craniofacial Research, the University of 
Pennsylvania School of Dentistry and the 
National Museum of Dentistry. In addition, 
Dr. Levin has been named an Ernst & Young 
Entrepreneur of the Year in Maryland.
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“You have the power to take 

your practice to the next level.” 

- Dr. Roger P. Levin
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1.  Competence 

2.  Caring

3.  Compassion

4.  Concern

5.  Confidence

EXCERPT
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An Excerpt from Dr. Levin’s Book 

7 Secrets To Communicating 
With Dental Patients

When you have learned something about your patients, write it down in their file so that you can easily 
remember the information the next time he or she is in your office. After a short while, you will know 
about your patient’s hobbies, occasions, celebrations, and accomplishments. Every time your patient 
returns to your office, you can pick the conversation back up again in a very natural way that will put your 
patient at ease.

Your patients will also be delighted if you pay them a compliment as soon as you see them. Look 
for something that is sincerely impressive to mention and be specific. Rather than saying, “You look 
nice today,” say, “You brighten up the whole room with that wonderful yellow sweater.” Giving real 
compliments to your patients will attract their attention and create a positive atmosphere.

It is also important that you know your patient’s name and use it often in conversation. It has been said 
that everyone’s favorite word is his or her own name. Think how much easier it is for you to recognize 
your name being spoken from across a noisy room than nearly any other word. Just by using their name, 
your patients will sense that you care and are concerned about them.

The last “C,” Confidence, should be easy for dentists but they often feel uncomfortable with patients. With 
all of the work and the commitment you put into becoming a competent doctor, you should project a 
sense of confidence to your patients. Before you enter the operatory, take a deep breath and present 
yourself with a relaxed appearance. Also, maintain eye contact when talking with patients. This displays 
the honesty and self-assuredness that patients want to see in you.

To become a Great Communicator, 
you will need to hone your 

skills on Caring, Compassion, 
and Concern. 


