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Another Million Dollar Referral System
And Why it Will Work in Any Business

Paddi Lund – the Australian dentist – works only 23 hours per week. He has no labor turnover at all. His nurses NEVER quit. Paddi makes 7 times more than the average Aussie dentist.† He requires every new referred client to bring him at least three new clients. He doesn’t quibble. It is a prerequisite of your becoming one of his new patients. The way he sets the stage within and programs prospects to refer is the referral gem. This is what I wanted to share with you. ††
The core of his referral system is this:

a. Multiple layers of credentialling before any new referral meets him.

b. At your first appointment he never looks in your mouth. He chats with you and joins you in a cup of tea without discussing dentistry.

c. You accompany him to his office where he says, “Here is what you can expect me to do for you as one of my friends and patients.”

#1. – Be on time for appointments.

#2. – Be prepared with a plan for your smile.

#3. – Guarantee you no pain dentistry or you don’t pay.

#4. – He gives you his home phone # to call in case of emergency.

Then he says, “In return I expect three things from you.”

#1. – That you are on time to appointments or call if you can’t make it.

#2. – That you pay your bill promptly and in full.

#3. – Since my only source of new patients is referrals…and I won’t be able to stay in business without new patients – I expect each new patient to refer me at least 3 new customers of equal or better value than yourself.

Paddi comments with wry humor that oddly enough the most common response he gets from new patients at that point is, “Can I refer you more that three?” What follows is the entire marketing report I’ve written describing Paddi’s referral system.

Million Dollar Business Referral Systems

How a Dentist Trains New Patients to Experience Euphoria, Changes Their Expectation of Pain into Pleasure, 
And Forces Patients to Give Him High Profit Referrals Before He Even Looks into Their Mouths.

Paddi Lund is a dentist in Australia.  He works 23 hours a week yet 
makes 7 Times more money than the average dentist. 

He studied the way people perceive their trip to the dentist.  Their imaginations run away with them.  It’s called FEAR.† Paddi quoted a statistic.  Dentists commit suicide more often than professionals in any other profession.  Paddi thinks the problem is job-related stress. (Their patients are terrified and the fear affects the dentist.)

Paddi learned that a patient’s perception of pain at the dentist’s office is anchored to certain sights, smells, sounds and other stimuli.  He decided to eliminate those stimuli from his office and thereby stress from his life.†† His patient referral education and “relaxation” process begins as soon as one of his current patients contacts and refers a friend.

In order to be completely comfortable, Paddi set a goal for himself.  He wanted only friends as patients. People who wanted his dental help and were willing and able to pay to get it. He discovered that people act on faith based on educated guessing.  Thus if all their experiences leading up to the dental chair are similar to fun and pleasurable situations in their past… patients relax. 

Paddi says that the closest metaphor he can find to how patients feel about going to the dentist is being dragged into a dungeon and tortured. Paddi told this story at a seminar…

When You Expect Pain You Feel Pain

You wake up cold and wearing no clothes. You are in a strange room. You hear screams nearby. You are scared. You see machines designed to torture the human body bolted into filthy black stone walls.

Two big men in masks and black motorcycle leathers throw you to the floor.  Your hands are tied behind you. You smell a strong odor of alcohol and antiseptic … like in a hospital or medical waiting room.

There is a metal table in the center of the room.  It is lit by a bright spotlight.  It feels freezing cold to your skin as they tie you face down onto it.  You can’t move because your hands and feet are tied to the metal table corners.

A third person in a white lab coat comes into the room.  He is sharpening a knife that looks about 2 feet long.  You hear the rasp of the sharpening stone.  He cuts a piece of paper in half with the knife while you watch.  He explains that the knife is so sharp that very little pressure needs to be applied to cut through skin and bone. 

He tells you in a bored voice that he is going to make an incision down your spine with the knife.  He moves over next to you out of your sight.  Your heart pounds.  Your skin crawls. He takes a feather and slowly runs it down your spine.

You scream and scream and scream – in pain.

*****************************

Paddi tells this story in his wry, dry Aussie accent. He realizes that patients coming to him are not analyzing what is, they are subconsciously trying to predict what’s going to happen to them next based on what they are experiencing now. Or have experienced before.

Dentists in Australia Cannot Advertise†
Paddi Lund turned this limitation into a powerful advantage with his Dental Referral System.

This is what you would experience as a prospective patient BEFORE Paddi asks you for referrals to your wealthiest friends and associates.††
Giant Golden Apple

A friend gives you a golden apple with Paddi Lund’s office number on it.  That friend raves about what a great guy his dentist is.

Pain-Free Dentistry practiced here.  Paddi offers an unheard of guarantee.  

You learn that Paddi guarantees you will feel NO PAIN or you don’t have to pay. Every patient in the chair gets a “Pain Buzzer” that they can push to indicate that he or she is feeling discomfort.  You are told that Paddi has given away all of his customers to other dentists except a select and lucky few patients he regards as friends.

You feel a little odd.  You have never had to qualify to be a dental patient before.

You hear about the TV on the ceiling over the dental chair.  You are told about the years Paddi spent testing and developing a system guaranteed to make even the most fearful patient comfortable.

You Call For A Dental Appointment

You speak to a dental assistant, Cindy, for more than half an hour.  She is friendly and full of fun.  You learn all about her kids and the practical joke she played on her dentist boss last week.

She finds out what brand of tea and coffee you like.  She learns about your job and hobbies.  You tell her about the newspapers and magazines you read regularly.  She learns your wife’s name and your kid’s names. †
She asks when you would like to see the dentist.  You agree on a time.  She tells you how to find their office. ††
The Dentist’s Office Door Is Locked When You Arrive

Something is weird here.  The dentist works in what looks like a quaint little private residence.  The tiny little card on the door says:

Paddi Lund Dental Offices

The dentist is in but you can’t see him….

Unless you have been referred by one of his customers.

If you are in severe pain, buzz and we’ll find you

another dentist who can help you.†††
As you puzzle over what the little sign means, Cindy opens the door.  She has been expecting you and has waited to greet you at the door. She takes your hat and coat and hangs them up for you.  She asks about your wife and children by name.  She tells you that she will be your personal nurse every time you visit the dentist. 

There Is No Waiting Room, Lobby, Counter or Desk

Cindy escorts you to your own private living room.  She brings you your favorite paper.  You have been smelling lots of pleasant odors since you came through the door.  But nothing reminds you of any medical or dental office you have been in before.†
Cindy asks you if you would like a cup of your favorite tea.  She says she can bring you your favorite or you can choose from over 40 different brands they keep on hand for patients. Before she leaves to fetch the tea you ask if you can use the bathroom.  She shows you where it is.

The Bathroom Is So Clean It Sparkles

The floor is carpeted.  The walls are covered in expensive panelling.  And there is a note next to the mirror.

Dear Guest

Please Feel Free To Use The Toiletries

They Are For You

Wow! You are impressed. This fellow Paddi Lund must be the most caring, expert dentist in the entire world.  You have never seen or heard of any business that goes to such incredible extremes to make their customers feel welcome.  Yet here is a dentist who is out servicing most five star hotels.

When you get back to your private living room you notice that an interior decorator seems to have worked the entire room over.  The colors and patterns on the lovely stuffed sofa, chairs, carpeting and even the walls blends beautifully.  Cindy comes back.  She is carrying a Royal Doulton and silver tea service that is polished to a high shine.  It must have cost thousands of dollars.

There is even a silver tea strainer that she uses when she personally pours your tea.  She offers you a brandy or cognac too.

Paddi Lund comes in.  Cindy introduces you to him and tells him about your wife, kids, hobbies.  Then she leaves to get Paddi a cup of tea.

Paddi Tells You What You Can Expect From Him

#1 - “You can expect Painless Dentistry.  My dental practice is very different from any other. I’ve invented and perfected a process that allows me to avoid painful drilling and filling.” †
Paddi shows you an illustration of a tooth that indicates where the various enamel layers are.  Paddi explains that your tooth enamel is like wood.  He knows that you won’t feel any pain if he only works in the dead layers.  He knows exactly where the nerve layer begins and avoids it.  “I even give you a little buzzer so you can tell me right away if you feel any discomfort.”

#2 - “You can expect me to be here on time.  I respect my customers and make sure that everything is prepared in advance and ready for you.”

#3 - “Here is my private home number.  If you have a dental emergency you can call me and I’ll be available to help you at any time.  This is a special service I offer to my patients only.  Your health is important to me.”††
#4 - “You can expect me to guide you and prepare a plan for your mouth.  You may not want to get everything done all at once.  I understand that.  But what we want to do is agree on a goal.  We will work together to make your smile look it’s best.  Your mouth, gums and teeth will be kept in perfect condition.  You will look great and you will feel better than you ever have before.”

There Are Certain Things I Expect From You In Return

Before we discuss your dental needs, I expect you to do a few things in return.

#1 - “You are expected to be on time for your appointments.  If you can’t come, please call and tell us.”

#2 - “You’re a expected to pay your dental bills promptly and in full.”

#3 - “You are expected to refer me a least 3 patients of equal or better value than yourself.  Since I only get new patients by referrals from current customers you will be the loser if I go out of business due to lack of new patients…”

Paddi says a funny thing happens in the room at that moment.

Prospective patients start stammering, asking for paper and pencil and sweating to remember the names of highly qualified people they can immediately refer to him…that very second.†
“Most new patients ask me if it’s OK to refer me more than 3 new dental patients.  I tell them, sure.”

Paddi used to get nervous and stressed when it came time to ask for referrals.  Now he structures an atmosphere that puts pressure on his prospective patient instead of himself.

“Everyone wants to qualify to become a pain free dental patient and jumps through hoops to earn a place as one of my exclusive customers.”

Paddi gave away 90% of his patients to other dentists.  He only works a few hours a week.  He has friendly chats with patients.  He has no turn-over at all among his nurses.  “They don’t want to go back to the old way of doing dentistry,” he says.

“All of my competitors, the dentists I gave hundreds of my old patients to, think I’m nuts,” Paddi says.  “But they are over-worked, stressed out and burned out.  Me?  I go to the office and have fun with my friends.”

Conventional wisdom says, The customer is always right.  Paddi Lund says, “I come first.  My staff come second.  My patients come third.”

“My patients are given so much attention that they are eager to come visit with me.  Some even call and make appointments just to say hello and chat about business.”

“My customers get incredible value and an unusual level of personal attention because my practice is arranged to provide me the free time to interact with everybody as people instead of numbers.”

Paddi says, “I make all the money I want, work less than 5 hours a day and get more enjoyment out of helping people on my terms than I’d have believed possible.”

Many of us can’t say the same.  Can you?

Glenn Osborn
Millionaire MASTERMIND Marketing Association

*****************************

Business owners who have read all of the above, understand the power of developing and implementing a Referral System in their business but can’t figure out exactly how to implement a Referral System of their own might wish to call and get one of the following Referral Reports – FREE.  All of them together (7 in all) cost US$195.  Call 410-235-6789 to order.

#A - The Only Proven Billion Dollar Referral System We’ve Ever Found: Case History Examples of Profits Made Using The Mind Boggling Referral System.

#1 - A $10 million A Year Insurance Sales Referral System

#2 - How A Hot Dog Vendor Got Rich Giving Away 1000’s Of Hot Dogs

#3 - How A Chiropractor Became A Millionaire – Referrals Only

#4 - Wife Triples Husband’s Business By Referring Him Customers The Referral System They Accidentally Discovered

#5 - How A Car Dealer Doubled Sales With A Balloon Referral Device So Successful He Now Provides Referrals To 800 Other Dealers

#6 - The Thank You Note Referral System That Added 5000 New Newsletter Subscribers ($79) Without The Cost Of Advertising That’s $395,000 In Subscriptions Folks.

#7 - How A No Cost Referral System Made A Young Stockbroker The #1 Salesman In His Office In His Very First Year – He Had No Previous Experience In Sales.


From the Editor of Solutions Press: Dr Paddi Lund has written a book about his journey mixing business, money and happiness. You will only find Building the Happiness-Centred Business in a few specialty bookstores in Australia. 

Unless you know the stores, you can only purchase the book directly from the publisher for A$29.95 (UK£15, US$19.95) plus shipping of A$5 in Australia (A$10 overseas). 

Please call or write with payment to Loretta Cohen at Solutions Press: 

149 Old Cleveland Road, Capalaba Queensland, Australia 4157.

Please telephone on (+61-7) 3823 3230 or write with a credit card by facsimile on (+61-7) 3390 3610 or by e-mail (info@solutionspress.com.au). Please also include your return telephone number and address details, and mention that you have this card.

† Note from the Editor of Solutions Press: Paddi actually makes about 3 ½ times the average dental income, but considering he only works 23 hours a week, 7 times per hour income is not inaccurate.


†† Oft times, in the telling and re-telling, a story grows into something larger than life. We’ve all played the game as children passing a simple message around a room and laughing at the final version.  This rendition of Paddi’s story stretches the bounds of fact in a few places. It is also the story of how Paddi did things almost eight years ago now, and Paddi has refined his business immeasurably since then. So please, take some of the more outrageous aspects of this story with a grain of salt.  Please do, however, enjoy this story for what it is: A great observation of what a client might feel (and even remember) about a visit to such an extraordinary dental business.


† Paddi has discovered the power of building trust in customers relationships — it is one of the foundations of his incredible levels of customer service. That ‘trust-building’ starts with the referral system (referred trust from a friend in the form of a recommendation), and continues particularly in the ‘Welcome Book’ that Care Nurses send to clients before they come for their first appointment.


†† Paddi found that his biggest stresses came from interaction with other people at work. So he created the ‘Courtesy System’ for efficient, stress-free communication, and he even asks his clients to use it. Learn how Paddi discovered this system in his book, Building the Happiness-Centred Business.


† Dentists in this country can now advertise, however Paddi wouldn’t consider it for the world! He has all the new patients he wants, they pay their bills on time and are very pleasant to be with, they want what Paddi prefers to offer, and they tell their friends about Paddi in glowing terms. Why advertise?


†† Paddi is selective, in that he only asks certain of his clients to invite their friends, but he doesn’t ask for ‘wealthy’ or ‘high-society’ types. Paddi simply asks specific clients to invite more people like themselves — who want what Paddi has to offer and will appreciate the happiness-centred approach.


† In actual fact, Pat, Merilyn and Annette (the Care Nurses) are never so ‘smarmy’ as this. But they do take the time to get to know new clients, and are extremely open and personal with them. It is very important to the process of building trust that is so critical in Paddi’s approach to dentistry.


†† For many years now, Paddi has been sending his ‘Welcome Book’ which contains information about the business family, services they provide, a picture of the building they’re in and a map to help find it.


††† This is the old sign Paddi had at his locked front door. It is a little draconian, but Paddi was making some rather bold moves at the time. The engraved brass plate now simply reads, ‘By Invitation Only’.


† Now when you walk in, you see a large ornate cappuccino machine (gold trimmed dome with the eagle on top and big handles) and the smell is of freshly baked dental buns that you can see in the oven.


† In actual fact, Paddi has a minimally invasive dental philosophy, which is a growing trend in modern dentistry around the world. Simply put Paddi uses magnified lenses to see and avoid live tissue … and hence no pain. Paddi also has systematised trust building, distraction and comfortable anaesthetising.


†† Clients receive a card with everyone’s home numbers on it, their Care Nurse and Paddi’s. Because clients have such a close relationship with their Care Nurse, they invariably ring her, not Paddi, if anyone. Clients are comforted simply having the number, and usually wait to ring at normal hours.


† Paddi doesn’t ask for names and telephone numbers. Paddi has learned that it is critical for new customers to make their own informed decision (upon the recommendation and story of their friend) to become a client. But he spares no effort to give customers the tools they need to refer their friends. 
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