
t the beginning of last year, we sat down with the founder of Mari's List®, Mari 
Sawtelle-Dunn, and interviewed her for an article published in the 1st Quarter 
2014 edition of the Bentson Clark reSource. We had heard a lot of great things 

from many top orthodontists and wanted to learn more about what she was doing and 
how she was saving her clients so much money on the best products and services. 

Q: Mari, to start, since some people may have missed our interview last year, can 
you give a quick overview of what Mari's List® is and what it provides to doctors?

A: Sure. You know, it's both an exciting and interesting time in orthodontics. Technology 
continues to move orthodontics forward in intriguing ways, both in treatment and 
practice support. At the same time, competition for orthodontic patients continues to 
grow. This has created an increased focus by orthodontists on maximizing practice 
profitability, so they are seeking ways to control costs and run their practices more 
efficiently to increase margins and profit.
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here is some truth to the old saying, "There are only two things you can count on in life: death and taxes." Death and 
dying are an inevitable part of human life.

 No one wants to think about death, especially the owner of a thriving, growing business such as an orthodontic practice. 
He or she may be busy going through the daily routine of running a successful practice, being involved in the community, raising 
a family and just enjoying life to its fullest. Many younger adults believe that they are invincible and do not need to plan for the 
inevitable. Although I'm not an orthodontist, I'm one of those young adults who have already learned the importance of planning 
ahead. I was diagnosed with cancer at age 26, went through multiple surgeries, chemotherapy and radiation. Today, I'm blessed 
to be cancer-free, but I want to stress the importance of planning ahead for the unexpected. Plan not only for the sake of your 
family, but for your team members, your patients and those people who may rely on you for various other things. 

Setting Clear Expectations
By: Gary Johnson

s we get older, time seems to move faster. This is certainly true in modern 
day dentistry, and the specialty of orthodontics seems to be the outer band 
of the hurricane, where the highest winds are blowing. Change is often 

difficult to understand and frequently can be seen as negative. Therefore, before 
we dive in and discuss what is changing in orthodontics, a reminder of some good 
news is perhaps appropriate and worth noting. Recently, CareerCast.com ranked 
orthodontists as seventh in its Highest Paying Jobs of 2015 list, using data from the 
US Bureau of Labor Statistics. In May 2015, Forbes Magazine ranked orthodontists 
as the fifth in its Best-Paying Jobs list in the US; this is an increase from sixth in last 
year's published ranking. Keeping perspective is sometimes lost amidst the pressure 
to adapt to new innovations or continuing market pressures. 
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Guru: Business Management Tools for Today's Active Practice
An Interview with Dr. Scott Law

f you have not heard of Dr. Scott Law, you're likely not paying much attention to the orthodontic marketplace. Dr. Law 
has a growing enterprise in central Texas and is a founder of the Progressive Orthodontic Study Club. He is seen by many 
as a visionary for how to build and manage an orthodontic practice. As his practice grew, so did his need for business 

management tools. He developed Guru to help manage his practice and describes the suite of products and how they can help a 
practice owner in the interview below.

Q: First off, Dr. Law, can you tell us a little about your professional background?

A: I am an orthodontist in Central Texas and have been in practice for about five and a half years. I practiced as a Primary Care 
Dentist prior to my orthodontic residency at Jacksonville University. I love being an orthodontist and the opportunities to make 
people's lives better.

Q: What is the Guru Business Suite?
A: The Guru Business Suite is a simple, yet powerful, suite of business management tools. It is cloud-based and easy to use. The 
Guru Business Suite apps take care of the "business" side of your practice, allowing you to maximize your time and efficiency. 

I

Practice Concerns: A Panel of Experts Weighs In!
By: Nancy Hyman

n recent conversations with orthodontists and their team members, several key concerns have emerged as practices prepare 
for 2016. These are some of the main questions that were asked: 

• How can I stand out for an excellent patient experience amongst my competition?

• What happened to guaranteed sibling starts?

• What patient referral programs really produce results?

• Where does Facebook fit into my orthodontic practice's marketing plans?

The following list of experts were graciously willing to share their strategies related to these important practice
growth inquiries: Joan Garbo (Joan Garbo Associates), Jill Allen (Jill Allen & Associates Practice Results), Ryan Hyman (RK 
Strategies) and Kirsten Lambert (Watermark Communications), offering a parent viewpoint.

Panel Question #1: 
How important is the patient experience in creating raving fan referrals, and how can a practice create a dynamic 
patient experience? 

 The ONLY way to differentiate yourself from the myriad of choices presented to a patient is to provide an excellent 
patient experience and clearly present your value in every element of the patient experience: the mode of referral, the new 
patient phone call, the initial exam, social media presence and more. Ms. Garbo notes, "What distinguishes one practice from 
another is how the patients feel about the doctor and team, and whether or not they feel known by the doctor and team."
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The Importance of Planning Ahead
By: Laura Overcash 

T

et clear expectations. Sounds easy, doesn't it? I mean who doesn't set clear 
expectations? According to the book, First Break All the Rules, over half of our 
employees would not strongly agree with the statement, "I clearly understand 

what is expected of me at work." That to me is a mind-blowing statistic. If I ever 
have surgery, I sure hope I obtain care from the fifty percent of the medical staff that 
strongly agrees with this statement.

Whenever I conduct workshops on this subject matter, I always ask attendees 
to write down answers to the following questions: 1) What is your job? 2) What are 
the top three priorities of your job?

For question number one, almost the entire audience will provide a job title. 
This of course really only tells me their area of responsibility. It really doesn't tell me 
their job; however, when I tell them that they seem to get my point. 
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