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fter 20 years of practic-
ing dentistry, two goals
have remained; for my

patients to be happy and healthy
after being in my care. My ideal
“dental world” is to save all teeth
£ and help my patients be disease
free while providing the highest level of service I can
offer. But alas, over the years I have found that the im-
pact of real world issues such as fear and money tend to
stand in the way on a daily basis. Fears some patients ex-
perience can be minimized with positive communica-
tion, advanced technology, plus sedation dentistry, but
theissue of money still lingers for many. Let’s face it, ad-
vances in technology have allowed us to perform better
dentistry, but our discussions on the cost of treatment
have remained the same for decades. The cost of treat-
ment can be challenging because while most dentists
look at comprehensive dentistry as an investment in
yourself, patients often view the treatment presented
as an added and unaffordable expense. Asking patients
for thousands of dollars for an issue that may not be
hurting or seemingly pressing to them can be frustrat-
ing and stressful. What options does that leave the ded-
icated healthcare provider with to help our patients?
I have come to realize that patients don’t say no to treat-
ment because of the cost, they say no to treatment be-
cause of the amount they are asked to pay at once.
(Same idea as buying a car!) We as dentist have intui-
tively understood this and have been trying to get pa-
tients to say yes by offering a treatment plan that is
spread out over time. A better solution is offering fi-
nancial options to help with the amount patients are
asked to come up with, but not all financing options
are created equal. My practice struggled in the past with
choosing a financial option that worked best for our pa-
tients and team alike because a number of issues arose.

THEISSUE

When offering traditional dental financing, I found
that many of my patients did not qualify and were
left more frustrated than before. I began looking into
why this might be happening and found that it’s not
that our patients did not have cash flow to make pay-
ments but often times, it was that they simply had
high debt to income ratio (Well, who does not in to-
day’s society?) Divorce often leads to credit hiccups or
perhaps they experienced a foreclosure in the down-
turn of the housing market, like 5 million other Ameri-
cans. In some cases, it had been years since there had
been negative credit activity but they were still being
penalized with a low credit score which lead to low or
no approvals. All of that said, a low credit score does
not deem someone as not being unable to pay their
bills, it just means that they cannot get financing for
their dental needs. Another financial option is to offer

payment specials or split the total and offer in-office fi-
nancing. In-office financing can help patients get much
needed and wanted dental services, however, dentists
have been warned by financial advisors for years not to
lend money to our patients. We have been told that we
will be the last paid and maybe not even paid at all and
would have to rely on a team member to track down
payments whilst accounting for them. Overcoming
the issue of money has proved challenging but I finally
found an option that worked wonders for my practice.

THE SOLUTION

Two years ago at an annual cosmetic meeting I discov-
ered Comprehensive Finance Inc., an in-house financ-
ing company, that changed the way I viewed patient
financing. I slipped into one of their seminars and was
instantly intrigued by their unique patient financing
service. The in-house financing company provides all
the information needed to decide who qualifies for fi-
nancingandwhatthetermsareinordertogetamonthly
payment that fits comfortably into every patient’s bud-
get. Additionally, I do not have to pay a percentage of
my fee to provide the financing for my patients. Here’s
how it works. When a patient needs financing fora pro-
cedure we collect their information and input the data
into their cloud-based system. A quick credit and bank-
ing check is run on the patient in order to determine
if they are payment worthy by scoring their banking
and credit history. Based on the information received,
we decide if the patient should have credit extended
and what interest rate the patient will be charged. The
patient signs the paperwork and Comprehensive Fi-
nance takes care of everything else. The payments are
automatically withdrawn from the patient’s account
and directly deposited into our account every month
with interest. This is not an interest free financial op-
tion but trust me, the patient is okay with that consid-
ering they are not only approved but able to get all their
treatment done and fit it into their monthly budget.
Now, I know what you are thinking; “What if the pa-
tient doesn’t pay? We can't afford to lose money while
trying to help our patients”. This concern is taken care
of by collecting a down payment. We always ask our pa-
tients for a down payment that covers the “hard costs”
ofthe treatment, meaningany lab fee orlarge supply fee
like with the cost of dental implants. Rarely is a down
payment an issue for the patient and can often be taken
care of with their dental insurance payments. Remem-
ber, these are people who have good paying jobs, they
just don’t have big bank accounts. A natural concern is
that a patient will forfeit their obligation. We try really
hard to lend to A+ patients (remember the credit check
will grade the patients for you) but occasionally we will
bend the rulesandlend toalesser scored applicant if we
feel the patient sees the value in their dental treatment.
Comprehensive Finance works diligently to make sure
all payments are paid and there are no late payments. If
apayment is late, communication is sent to the patient

to work out the issues. Luckily, we don’t have to worry
with that which allows my team members to focus
on the patients within our office instead of spending
their time on any financial issues. Our hard costs are
covered so the only thing we lose is our time which
would have been lost anyway on an empty schedule.

IN CONCLUSION

There are a few reasons why I decided to implement
Comprehensive Finance and now have begun offering
as the primary patient financing option in my practice.
It's simple really. I wanted to help my patients over-
come the money issue and I had the time and space. I
was not at 100% capacity in my dental office and had
many patients who needed and wanted dental treat-
ment but did not have all of the cash up front. I knew
they were good Americans who paid all of their bills
on time but didn’t have a viable option to help them.
Since I had the capacity to accommodate these patients
and knew they were employed and could make pay-
ments, I thought, “This could work!” And sure enough,
it does. Now we have our empty chair time filled with
patients who can and will pay. As an added benefit,
we have constant revenue streaming in month after
month as patients are paying down their loans and we
continue to process more of them which allows my
cash flow to be more predictable and helps to compen-
sate for slow months throughout the year or vacation
time I wish to take. Not only do I have more financial
freedom in my office, my patients who need and want
treatment no longer have to fear being denied the den-
tistry they deserve. With Comprehensive Finance, we
can take the money issue out of dentistry and get back
to what we went into dentistry to do.... help people!
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