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Making ���
Jenna ���

Decisions	








Elephant in the Room  



Chained for Generations  



Higher  
taxes 



More Regulation 

Registration Fees  
Licensing  

Renewal Forms  



Confiscation  

401K 
Retirement 

Savings  
Stock 

Certificates 
CD’s 



What Does All this Mean for You? 



Technician or Owner?	








David Phelps, D.D.S.	


ü  Private Practice Dentist 20 Years	

ü  Author of “Breaking the Chains,”  

Creating Your Freedom Blueprint	

ü  Publisher of the Path to Wealth 

Newsletter	

ü  National Speaker	

ü  30-Year Investor Since 1980	

ü  Participated in 1,000+  Real Estate 

Transactions	

ü  Full Time Investor Today	




Where’s the Owner? 



Which One Are You? 

 	
	

§  Business Owner = 	
Job	


§  Business Entrepreneur 	




The Keys to Your Freedom	


ü A real entrepreneurial business	

ü Passive cash flow	

ü Leverage	


	

	

    = Prosperity, Security, and Peace of Mind	




A real owner?	




Crisis #2 – 1st Sale Fails 



The Herd Scatters 



Adversity to Opportunity	




Business Success 101 

§ Systems 	

§ Marketing 	

§ Math	




The Most Important 
Activity of a Business 

Owner… 



Business Marketing Plan	




Lead Generation Marketing	

    Marketing to Get a Customer or a Sale?	




Controlling Your Customers	




Little Hinges Swing Big Doors 
The Five “R”s 

Reactivation Campaign	

Retention of Existing Patients	

Referral Culture	


Direct Response Marketing	

Renown Personality Marketing	


	

	




The 5 Points of the 
Star of hope 

Retention of 
existing 
patients 
 

Referral 
Culture 
 

Direct Response  
  Marketing 

 

Personality 
Marketing 
 

Reactivation 
campaign 

 



Reactivation 3-step Letter 



Customer Appreciation 
Premium Gift Choices 



Reactivation 3-step Letter 
3 years  

Investment:	  	  720	  Patients	  =	  $1,960	  	  	  	  	  

Returned:	  227	  patients	   1-‐year	  avg	  
Value	  of	  1,208	  	  	  	  	  	  	  	  	  	  	  

ROI	  =	  140:1	  Total	  1-‐Year	  	  
Return	  =	  $274,296	  	  

1 



Newsletter 
 



Newsletter 

Investment:	  Distribute	  1,500	  per	  
month	  X	  12	  months	  =	  $9,776	  	  	  	  	  

Returned:	  72	  
New	  Patients	  
with	  avg	  1-‐year	  
value	  of	  $1,832	  

Total	  1-‐Year	  
Return	  =	  
$131,404	  	  	  	  

ROI	  =	  13:1	  
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Referral Culture 



Referral Marketing	




Strategic Alliances	

                   Cross-Marketing	




Referral Culture 

$50	  per	  1,000	  cards	  X	  8	  
employees	  =	  $1,200	  	  

Investment	  1	  year	  
=	  $4,560	  	  

Premium	  Gifts	  and	  
Incentives	  =	  	  $35	  
Per	  New	  Patient	  X	  
104	  New	  Patients	  
=	  $3,360	  

Total	  1-‐Year	  	  
Return	  =	  $190,528	  	  	  	  	   ROI	  =	  42:1	  
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 Personality  



 Personality  



 Personality  



 Personality  



Yellow Page Ad 
  



Yellow Page Ad 
(After) 

 



Yellow Page Ad 

Investment:	  	  3	  books/yr	  =	  $11,256	  

Returned:	  	  	  
avg	  15	  new	  
patients	  per	  
month	  	  

Avg	  NP	  value	  	  
1	  yr	  =	  	  $1,832	  	  
=	  $324,760	  	  	  

ROI	  =	  29:1	  
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Website  



Website – (After) 



Website – (After) 



Revelation! 

Rinse & 
Repeat!    	


Add more keyword website lead  
generation portals!	  



Websites (5) 

Investment:	  5	  mini	  websites	  =	  $2,100	  	  

Returned:	  	  Avg	  32	  
new	  leads	  per	  
month	  	  22%	  
conversion	  to	  new	  
patients	  	  

8	  NP’s/m	  X	  12	  
months	  X	  $1,832	  
avg	  value	  
$175,872	  	  	  	  	  

ROI	  =	  84:1	  
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ROI Summary 

1.  Reactivation	  =	  $162,282	  	  
2.  Newsletter	  =	  $131,404	  
3.  Referral	  Culture	  =	  $190,528	  
4.  Yellow	  Page	  =	  $324,760	  
5. Website	  =	  $175,872	  

TOTAL 1-YEAR RETURN = $984,846 
 



0	  
Time Spent 
In the Business: 

(ZERO) 
Then,	  Sold	  Business	  Nov.	  2010!	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  



Bottom Line ROI 

Business Sold!  	

ALL CASH  100% Bank 

Financing 	

During the Greatest 

Credit Crisis Since the Great 
Depression	


	




Glazer-Kennedy ���
Professional Practice ���
Marketer of the Year 	




No Longer Absent from Family!	






Giving Back���
Habitat for Humanity	




Would you?	


ü Would you still do 
what you do today if 
all of your lifetime 
financial obligations 
and lifestyle needs 
were fully met?	


ü Why or why not?	


	




A Clear Vision?	




Life Takes Over	




Why Do We Work? 

1.  To survive	

2.  To be secure	

3.  To be comfortable 	


4.  To be wealthy = 
“Freedom”	




What is Wealth?	


	

The ability to do:	

•  what you want	


•  with whom you want	

•   when you want	




 
 
 
 

Trading Time for Dollars 
(Earning Your Way to Retirement) 

vs. 
Wealth Creation Through 

Equity 
(Creating Sustainable Cash-Flow 

Producing Assets) 
 



Trading Time for Dollars 

ü Highly inefficient	

ü Highly taxed – Ordinary Income	

ü No Freedom	

ü No leverage	




Capitalism 

Replace Your Labor with 	

Capital as the Producer	

	

ü Higher efficiency – Leverage	

ü Lower taxes – offsets, LTCG, no S.E. tax	

	


CAPITAL SETS YOU FREE!	




Chained to the Business	




How Much Net Worth Per Year?	


ü Pay the bills	


ü Taxes	


ü Lifestyle	


ü What’s left?	




What’s the Problem?	

                      Lack of Focus?	




Your Freedom Blueprint	




What’s Your Plan B?	


ü Freedom faster	

ü Security	


ü Peace of Mind	

ü “Ready When You  	

       Are”	


	




Creating Your Back Door 
Exit Strategy 
(Your Freedom) 

1.  Security and peace of mind	

2.  Time freedom and lower stress	


3.  Better health	

4.  Improved family relationships	

5.  Increased practice value	

6.  Back door plan in place	

7.  Reach “Freedom” more quickly	




Myths We Believe	


      “Earning your way to  	

        retirement”	

        	

      “Money is not your  	

        prime currency…	

             …it is ‘TIME’	

          	

     “You can’t buy your life   	

       back”	

	




Personal Inventory – Who Are You?	


    1.   Who are you?	

    2.   What is your risk tolerance?	

    3.   Age?	


    4.   Income from labor?	


    5.   How much longer can/will ���
          you work?	

    6.   Do you enjoy your labor?	


    7.   Debts?  Future obligations?	

    8.   Lifestyle burn rate – modify?	


    9.   Current assets available?	


  10.   Current discretionary cash ���
          flow available?	

	




Lifestyle Design	

“Begin with the end in mind” – Steven Covey	




Lifestyle	




Lifestyle Burn Rate	




Choices	




What is Your Time Worth?	




Leverage ���
The Key to Wealth	


ü Financial resources	

ü Time	

ü People/Network	

ü Your Other Assets/	

    Resources	




Leverage – Doing More with 
Less	


ü  Leverage time and 
assets	


ü ‘Thinking’ instead of 
running	


ü Getting thins done	

    through other people	

	




Cash Flow first	


ü To replace yourself, 
(your labor) you 
need cash flow…	


ü A defined 
lifestyle…..	


ü  Leverage	




Action Plan Summary	


1.  Mop up the existing business	


•  Systems	


•  Operations	


•  Marketing	




Goal	


Take yourself “out” 
of the day-to-day 
operations 1 day per 
week in 3-6 months	




Result	


ü More flexible time	

ü Less stress	

ü Better health	


ü Increased business 
value	




Next……	

Rinse and Repeat!	




A Real Entrepreneurial Business	


Remove yourself from 
the daily business 
activities until you are 
doing 80% what you 
like to do.	




Multiple Streams of Income	


ü Open more 
businesses	


ü Franchise	

ü Area exclusive	

ü Joint venture	


  Be the owner…not���
  the technician	




Multiple Streams of Income	


Real Estate	

ü Passive	

ü Active	


ü Joint venture	




Monday Morning Syndrome	

            No Systems = No Leverage	




“I’ve Been There….���
I Know the Way Out”	








Step#5: Celebrate Freedom 
Lifestyle 	


ü Spend Time With Family 
and Friends	


ü Reduce Stress	

ü Improve Health	

ü Give Back	






Do for 5 Years What Others 
Won’t  

 
so YOU can  

 
Do for the Rest of Your Life 

What 
 

Others Can’t 




