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 When Mr. or Mrs. X comes into my office missing multiple teeth, there is a very high 
chance that they’re not eating and enjoying the foods they once did.  This fact needs to 
be used to your advantage.  The difference between buying a $500 golf club and a 
dental implant is that we’re certain that most of the time (95-96% of the time) the dental 
implants WILL do what the patient needs!!!  The discussion with the patient should 
involve a direct question to the patient, which will allow them to make an emotional 
connection to the dental implant.  It should involve questions such as, “Mr. X, wouldn’t it 
be great to be able to eat the foods you enjoy? Wouldn’t it be terrific to enjoy a holiday 
meal with your family?”  Ahhhhh !!!! Now the patient can associate a VALUE with the 
product.  In this case, enjoying Thanksgiving dinner with their family.  They now know 
that dental implants CAN and WILL allow them to do this!!  Your patient is now thinking 
about eating that great meal, enjoying family picnics and holidays, re-capturing the 
pleasures that are currently eluding them.  Since you’ve created a value in what 
implants can do, it’s simply a matter of a little encouragement.  The cost of the implant 
now becomes less important.  Why? Because now the patient is thinking about all the 
good times they’ll have enjoying food and drink with family and friends.  Perhaps the 
reason most people in your practice haven’t chosen dental implants as a treatment
option is because YOU haven't created the VALUE in dental implants. 

 
Friend, I’d like to challenge you today to start creating value in dental implants, 

and all of the services you provide for your patients.   I believe that if you follow some of 
these simple techniques, you’ll start having more patients accepting dental implant 
treatment, and you’ll be performing the type of dentistry you’ve dreamed of.  
 
 
Dr. Kevin J. Owoc is a surgical prosthodontist in Pittsburgh, PA.  In addition to private 
practice, he regularly lectures nationally and internationally on oral implantology.   He 
can be reached by e-mail at dr.owoc@owocinstitute.com or by phone at 412.373.1999.  
His Web site is www.owocinstitute.com. 


