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How to Market your Periodontology Practice? 

Dr. Shoeb Shaikh 

Consulting Periodontist & Oral Implantologist 

 

We did not have to brush teeth etc. 

for countless millennia –believe it or not, 

evolution had taken care of our tooth design 

quite nicely.  

Until we screwed (implant) it all up!   - 

Dr.William Davis  

*IMPLANT – The word has been added by 

Dr. Shoeb Shaikh  

 

How to sell Periodontology? 

We sell fillings, we sell dentures, 

crowns & veneers and also IMPLANTS & 

to top our selling ability we sell warranty on 

our treatments. 

What exists between & beneath the 

crowns, veneers, dentures & implants? - The 

Periodontal Tissue! So when the tissue fails 

to adapt to anything, everything fails and we 

keep looking & blaming our technicians and 

their warranty cards & the name of the 

companies, which always spoke only about 

the quality of their product, but you as a 

clinician failed to understand the importance 

of the treatment plan and that’s when your 

treatments failed. 

Where have we as Periodontists gone 

wrong?  
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Failing to realize the importance of 

the PINK TISSUE is the answer to your list 

of failures .But who stopped you from 

speaking to your patients  about the 

significant role of  GUMS , in the success of 

your treatments  - YOU ! 

CLINICAL TIPS FOR 

GROWING PERIODONTOLOGY: 

BE A TRUSTED ADVISOR MORE THAN 

BEING A SELLER. 

Today's dental practices are seeing a 

substantial amount of hemorrhaging, and I'm 

not just talking about bleeding gums. Dental 

practices' profits are hemorrhaging from 

last-minute hygiene appointment 

cancellations and countless missed 

opportunities in the nonsurgical periodontal 

treatment profit center. Far too many 

patients are receiving just a prophy when 

they really need nonsurgical periodontal 

therapy or periodontal maintenance (also 

known as supportive periodontal therapy 

[SPT]).  

Do these issues sound all too familiar 

in today's world of dentistry? Is your dental 

office hemorrhaging and feeling the same 

pain? The good news: Today, thousands of 

dental practices are sitting on an untapped 

gold mine worth thousands of rupees 

annually in profits to the dental hygiene 

department—and that gold mine comes 

straight from those patients whose mouths 

are literally hemorrhaging from periodontal 

disease. Nonsurgical periodontal treatment 

is only one of several profit centers in the 

dental hygiene department. If you can 

imagine the possibility of growing just this 

one profit center, usually by thousands of 

rupees, imagine the glowing potential of 

your entire practice and the value that you 

will bring as a member of the dental team. 

As tricky as it may seem, for a 

disease that is a silent killer, with almost no 

signs or symptoms of disease, below are 

some key points that can make the patients 

more aware of their condition and 

subsequently seek treatment for the same. 

1. Health questionnaire in waiting room can 

have a separate section called Gum 

evaluation that can ask specific questions 

like 

- Do you see blood on your brush during 

brushing? 

- Do you feel there are gaps between your 

teeth which previously did not exist? 

- Has your spouse or friend told you that you 

have a bad breath issue? 
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- Do you feel some of your lower teeth 

appear longer than they felt before? 

- Do you feel your teeth and gums are 

sensitive? 

- Do you feel your gums are too red? 

Do you feel you show too much gums while 

smiling? (Gummy smile) 

 

 2. Waiting room education - video clips and 

photos explaining consequences of untreated 

gum disease. 

3. Routine periodontal markings for pockets 

and checking TFO at every 6 month recall 

appointment.  

4. Asking specifically for systemic 

conditions like Diabetes, thyroid and blood 

pressure that further complicate and worsen 

existing gum disease. 

5. Education materials showing link between 

periodontal disease and heart disease. 

 Regular follow up with patients who 

are under care for non-surgical 

periodontal procedures. 

 Awareness marketing in the form of 

brochures, emails, social media posts 

(Facebook lives videos etc.) 

educating patients about dangers of 

untreated periodontal disease. 

 Use of smart brush for evaluation of 

effectiveness of brushing by 

connecting with the app and 

monitoring patient hygiene levels. 

 In-office demonstrations with the 

help of disclosing agents to reveal 

the areas of plaque retention. 

 Subsequently making the patients 

aware of existing disease and 

treatment options. 

 

The Periodontal marketing strategy has 

changed significantly over the past years. 

From being a complete referred practice 

from general dentists to direct walk-ins now, 

is itself turning out to be very beneficial for 

Periodontists. Each month in the U.S itself, 

22000 people search about “Bleeding Gums 

& its Treatment (Statistics from Google) of 

which there are distinct categories that are 

also searching about bad breath, lasers for 

gum treatment, receding gums (aesthetic 

concern). Now its upto you to make a 

dedicated website for promoting 

periodontology & using social media to help 

promote awareness on the subject (Facebook 

& Instagram) are the top media channels to 

help you create a niche in the market.  
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  Develop benefit oriented messages to 

show how treating Gum Diseases can 

prevent more problems in the future & how 

your services can help them improve their 

smiles. 

Apply the Show & Tell Technique : 

If you just tell about the periodontal problem 

,the chances of the patient retaining what 

you have said is just 10%,  if you only 

SHOW the problem to the patient , it gets 

retained 35 %.  

If you use the “Show & Tell 

“method the retention by the patient is 65%. 

Periodontal problems are Silent Killers, only 

if they are shown & spoken of in depth does 

the patient realize the importance of its 

treatment. Follow this method routinely to 

promote periodontology in your practice. 

Stick to your commitment: Routine 

follow ups is mandatory and if that is not 

done patients loose track & again loose 

interest in maintaining the Gums.  

It is seen patients rarely follow up 

once the treatment is completed , so send 6 

month/ yearly reminders in your software & 

be sure they don’t miss those appointments.  

 

 

Challenges of a Periodontist: 

- The awareness of the importance of gums 

(in all dental treatments) is very low in the 

general population. A patient walking into a 

clinic with tooth pain is only looking for that 

pain to go,  

-General Dentists fail to recognize 

periodontal conditions & hence referral rates 

turn out to be very low. Moreover through 

continuing education programs , more and 

more general dentists try to manage 

periodontal cases on their own .The 

Periodontal therapy is also shifting more 

from surgical to non –surgical techniques & 

with the lasers market holding strong in their 

promotions for Gum Problems, referrals to 

Periodontists  will further decline . This is a 

fact that needs to be noticed and accepted. 

Continuous Up gradation with the latest 

technologies & clinical skills for right 

implementation is mandatory.  

-To convince patients about a problem 

which is not giving them a problem (Silent 

Killer) is a hard task. Now it is them who 

have to choose (either to get treated or not). 

We should believe in empowering the 

patients with the right information in the 

right order with all the answers for them to 

make the right decisions and wait to see 
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whether they are committed to right oral 

health.  

To Grow Periodontology in your practices, 

every clinician might go through these 4 

stages: 

Stage 0- Starter, just the beginning and you 

have not begun marketing Periodontology in 

your practice. 

Stage 1 – When you are struggling to do 

your own marketing and have yet not 

discussed what works best in your practice. 

Stage 2- Stagnant, When your periodontal 

practice is stagnant & other treatments in 

your clinic are covering up for the loss of 

periodontology not been done in your clinic. 

Stage 3 – Slow Growth, when you discover 

that at least one marketing method, which 

works for your practice. 

Stage 4 –Expansion, when you have a team 

managing your marketing. This requires 

money to be put in to get the desired results.  

 

 

 

 

If you directly wish to start with stage 4, be 

sure for large awareness talks, Campaigns, 

advertising etc. yet  immediate results 

should not be expected.  

 

For Periodontology is a field which will 

increase with the increase in the number of 

patients, who will trust you & will not mind 

recommending your practice.) 

 

In conclusion, “the better your awareness, 

the better your choices. As you make better 

choices you will see better results.” 

 

So also in Periodontology, as we make our 

patients more aware about their condition 

through excellent diagnosis, modern tools 

and communication, we urge them to make 

better choices of treatments and raise the 

standards of care in the field of 

Periodontology .  


