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“The first ten years was just incremental growth and then I 
noticed my practice started kind of flat lining and even decreasing. 

And I started looking at all the different areas that I can improve, 
the suggestions that he made. And slowly but surely as I made 

these changes over the years, I saw my practice start to grow 
again. And I saw things kind of turn around a bit. And my numbers, 

my starts, my conversion rate, all of those things increased. After 
really understanding or learning how the business of orthodontics 

works, learning about marketing, and about business systems, 
I feel more at ease that I understand what I have to do to be 

successful and profitable in the future. What I love about Dustin 
is he understands a lot of the issues that we have. I was tired of 

seeing incremental growth in the practice. What I’ve learned from 
Dustin is how to drastically change results quickly.” 

— Dr. Albert Lucas

Conversion statistics are tracked, marketing 

return on investment is monitored and these practices run 

as businesses. With organizational growth strategies, mar-

keting calendars, continuous staff training, quality assur-

ance measures in place and consistent investments made 

in facilities and management, these practices are poised 

to compete with corporate dentistry in the future. These 

doctors realize they have a bigger job than just “being the 

doctor.”

Think little goals and expect little achievements.
Think big goals and win big success.

–  D av i d  J o s e p h  S c h wa r t z
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Why is customer service more 
important than anything else?
 Working with entrepreneurs has given Dustin 

Burleson so many occasions to speak to and 

lead others who either are working on starting 

their own business or attempting to improve 

the business they already have. Dustin has a dis-

tinctive position to speak from. He has been ex-

tremely successful, but has also made his share 

of mistakes and learned greatly from them. Over 

his many years in the profession, he states that 

customer service is unquestionably the most vi-

tal part of any business.

Dustin knows that it can be very difficult to de-

crease costs, but you can always offer better 

customer service which will allows you to in-

crease sales substantially. Below are some great 

reasons why customer service is more import-

ant than anything else in your business.

➊ It BuildS Trust
Nowadays, folks will only continue to stay loyal 

to a company if they have really great reason to. 

If not, there is tons of competition which is al-

ways accessible to switch to. Because of this, you 

have to work especially hard to retain custom-

ers by building their trust in your brand. Once 

you know how to provide the best in customer 

service, you will grow that trust exponentially, 

which could mean the difference between cus-

tomer loyalty and customers who go elsewhere.

➋ It’s More Important than Price
Given good customer service, people will pay 

more. Numerous studies and surveys have been 

done over time and they continue to show that 

a large group of consumers state that custom-

er service is much more important than price. 

However, in receiving a good experience, they 

are willing to pay more.

➌ It Builds Brand Awareness
Word of mouth is, without a doubt, the most in-

fluential marketing device to have on your side. 

What your customers say to others can actually 

make or break your business. When you provide 

the best in customer service, people will talk 

about you, and they will remember your brand. If 

they then hear someone else saying they need a 

particular kind of company, they are much more 

likely to say, “Oh, go to this place. They are great!”

➍ It Decreases Problems
Problems will always happen in any business no 

matter how hard you try to sidestep them. And, 

although you can’t run a picture-perfect business 

with all impeccable customers, you can guaran-

tee that friction does not become an issue. If your 

customers know that they can express their com-

plaints and that their concerns will be handled 

appropriately, they will feel so much more com-

fortable doing business with you.

➎ It Attracts the New Customer
In the past, business was all about making the 

sale. It didn’t really matter as much how you got 

to the end point. However, nowadays, you really 

have to cater to the new customer. Today’s cus-

tomer is someone who demands being treated 

as a individual, who wants to gather as much as 

they can from the experience, and who does not 

want to be just a number. The best in customer 

service will safeguard you are providing them 

what they want.

Ensure that you are offering the best in cus-

tomer service, and then sit back and enjoy the 

positive results.



D u s t i n  B u r l e s o n  S e m i n a r s  |  B u r l e s o n S e m i n a r s.c o m

HavE Effective Business Systems in Place 

When running and growing a business, it is very essential to outline, implement, and form systems early 

on. A business system is a working mixture of individuals and automated applications organized to meet 

a definite set of business objectives.

Each and every facet of your business should have a system in 

place to measure production, efficiency, and evolution.

These systems are put into place to control resources: time, 

capital, and assets. By using established systems, you are making 

sure that every part of your business is being used to its full po-

tential and is available, on call, when you need it.

The simple systems every business should have in place in-

clude, but are not limited to, sales and marketing, inventory track-

ing, client lists, customer service, payroll, and production. 

Acknowledged systems certify that your business will continue to run effortlessly and successfully 

when you are not there to look after it. Moreover, these systems will really grow the value of your busi-

ness if you ever want to sell or franchise it. By creating separate and distinct systems and having your 

business be the sum of all parts, you will be capable of identifying weak spots quicker, address them, and 

get back to the main objective at hand, which is success.

The Importance of 
Organizational Structure
Organization is an imperative part of your business, ensuring 

that everything is stored in a designated location. Efforts to re-

organize items can lead to time saved as well.

Additionally, organization deals with ideas and abstract 

concepts, and it is closely related to categorization. 

People naturally shine at finding patterns, and organization permits people to rely on their aptitude to 

cope with patterns to locate items and information more easily. Alphabetical organization, for example, 

allows people to know where to look. There are many other systems that are popular as well. 

Leverage
With marketing, associates, and organizational structures in place, you can now acquire practices and/

or open new locations with confidence and bring more value to your patients through expanded conve-

nience and the stability of a broader market share.

“If you’re not working to get 
your business or investing 
operation to operate without 
you, you’re thinking too small. 
Think team and systems.”

– Robert Kiyasaki

“The richest people in the world 
build networks; everyone else 

is trained to look for work.” 
–Robert Kyosaki

Is Your Practice a Good Fit for Burleson Seminars?
Take the Free Practice Growth Assessment at DustinLovesResults.com

http://dustinlovesresults.com

