
 

Blatchford Solutions Podcast #24
Finding New Opportunities | Meet Dr. Chris Campus

Intro: 00:06 Welcome to the Blatchford Solutions Podcast. A podcast 
dedicated to helping dentists take their practice the next 
level while reducing stress and helping you build a better 
lifestyle. Now here's your host Dr. Blatchford. 

Dr. Blatchford: 00:22  Hi I'm a Dr. Christina Blatchford of Blatchford Solutions 
and I am thrilled to welcome Dr. Chris Campus as one of 
our new coaches.  

Dr. Blatchford: 00:24 We are excited to have him with us and he has three 
dental practices in Florida.  So he lends a great depth to 
our program because he is a practicing dentist and having 
those three practices go on and he's very successful and 
we are just thrilled to have him on board. So welcome. 
Dr. Campus 

Dr. Campus: 00:47 Thank you so much. Very happy to be here.  

Dr. Blatchford: 00:51 Yeah. Very good. Let's talk a little bit about how you got 
to a point where you had three practices and kind of like 
a three ring circus almost. How have you gotten to a 
point where you really manage that and not only manage 
it but you thrive. You have time to do things like this to 
do a podcast and you're able to really manage it well. 
Let's start with your professional progression since 
graduating dental school. 

Dr. Campus: 01:17 So I graduated back in 2008 and went to the way and 
associateship it was right in a very tough time and the 
economy starting in spring and summer of 2008 and then I 
went into an associateship with a really good and good 
friend of mine a guy that was actually very instrumental 
in encouraging me to go to school. And it was just a really 
tough time. It  

Dr. Campus: 01:39 was a tough time for them financially it was a tough time 
for a lot of folks and this was not the best time for me to 
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become out of school and going into a practice that you 
know they were kind of kind of capped out at that time. 
So after about nine months in the associateship I learned 
a lot. I spent a lot of time listening to the two of them 
and how they how they went about their business and 
how they treated patients and treatment plan and very 
valuable information and went really well and ended up 
deciding that for all three of us involved it was going to 
be better for me to go find my own place. Right. So that's 
how I did. And so in March of 2009 I bought my first 
practice. Got really really excited about it and a little 
nervous because I hadn't really been able to do that much 
dentistry previously.  

Dr. Campus: 02:26 And I was relying on the selling doctor to stick around for 
about a year and that all fell apart after about two 
months. And so here I was expecting him to be there to 
help out. And then after about two months I was all on 
my own. And when it happened it really was like a forced 
me to like a sink or swim situation. And I was really 
thrown into the mix and I loved what I did. I had some 
some systems that needed to be ironed out. I had a lot of 
things that I was kind of learning on the fly. I was able to 
and I was able to pull that off and turned the practice 
into a highly profitable and very well fast growing 
practice.  

Dr. Campus: 03:10 And after about five years my lease was up on the 
building. So when the lease was up on the building I had 
to go somewhere I didn't have to but I was busting at the 
seams. I was getting really busy. I was running out of 
physical space I was in a very small office and I ended up 
finding a practice right down the road within about three 
miles and it was one of the other few offices on that side 
of town so there was only about four or five different 
dentists out there and just happened to find one was for 
sale. It was a really good complement to what I was 
already doing so I purchased that and it had another 
thousand square feet of space joining it. So I was able to 
build that little section out but all my equipment in there 
and I went in there and the selling dentist stayed on 
board and was with him for quite a while.  

Dr. Campus: 03:59 We had a really good relationship and we still do. And I 
had purchased that practice in 2014 and had a lot of a lot 
of challenges. You know again getting started you know 
sink or swim again. I had my new team and trying to 
merge everybody together. And it ended up working out 
really really well. And another couple of months later he's 
in on a couple months probably a year and a half or so 
later I found out about other practice on the opposite 
side of town. The first two practices were on a major 
artery out of out of town on the west side and this new 
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office that I'd been learned about was on the north side 
of town on a major artery going out of town that way.  

Dr. Campus: 04:43 So it was very similar. As far as not being in the middle of 
a bunch of other offices and so I found this office it was 
just a dime in the rough great location 30000 traffic 
count highway guy just was not doing much dentistry. He 
hadn't done much dentistry in 10 or 15 years. Very 
minimal schedule. But I just I just had this feeling it was 
going to be a really special place and so I went in and 
bought the practice and to remodel everything he built in 
1978 and it was like a museum to dentistry and he was 
left handed.  

Dr. Campus: 05:16 And so everything was totally opposite of what I needed. 

Dr. Blatchford: 05:16  Well don't knock that, I'm left handed.  

Dr. Campus: 05:22 Absolutely. It's hard when those little old little bitty 
chairs that he had in there and the way he built these 
cabinets I couldn't possibly work in there. It was crazy. 
And so I had to remodel everything put new equipment in 
there and we got it going in the first six months that I was 
up and running in that location. And I was really only 
there one day a week. I had an associate that was there 
three days a week and we were able to take it and 
double the production within the first three months of 
what he had been doing annually. So it went really well. 
We started out really nice and then almost like 
clockwork. Within another year another practice turned 
up right up the road from there. It's a very similar 
situation to my first merger situation as far as 
demographic, patient mix, what the other competition 
was around how many offices there were and it was just 
it made so much sense it was really a win win situation.  

Dr. Campus: 06:22 So I bought that office and I merged that one in to it so 
now I had I bought four practices. Yes I bought four 
practices and right on up four total. Two mergers so two 
locations and it was really a great plan on how it worked 
down from a profitability standpoint. And that one went 
really smoothly that transition because I've done it 
several times by then I'd learned a lot along the way a lot 
of lessons and just a really good smooth transition and a 
great team up there at that office and really just 
exponentially grown that practice. It's straight fee for 
service practice no insurance involvement. Whereas my 
my other office my first two has a fairly high PPO 
involvement in the office.  

Dr. Campus: 07:09 So a little bit different. I've got a big office that's straight 
fee for service one entirely PPO related and I've been 
able to really see the differences between the two. And 
right now I have four associates. One in one in the north 
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side office and then three in the west side office. And I 
bounce back and forth between the two offices and and 
have done that for a few years now. And about a year and 
a half or so ago an oral surgeon friend of mine were doing 
was building out a new office and he told me he had 
about fifteen hundred square feet and thought I might be 
interested in sharing a waiting room and opening up a 
practice right there and I happened to have all the 
equipment..  

Dr. Blatchford: 07:09 So you had nothing else to do. You were thinking what am 
I going to do with my time. Right?  

Dr. Campus: 07:55 That's right. And I had all the equipment sitting in storage 
and it had to go somewhere. So I was a sucker. You know 
he got me he knew he knew exactly what what he was 
getting into and he asked me. So we did and it was a 
startup and it's been a it's been fun. It's on a very limited 
schedule right now. But it's it's going well things are 
growing and building up and. And it's a straight fee for 
service office as well. And the way that I coordinate my 
time the way I've coordinated my days with the associates 
and the types of procedures that I would like to do. It's 
really afforded me to be able to take a significant 
amount of time off throughout the course of the year I'm 
going to take about 12 weeks off this year.  

Dr. Campus: 08:38 It's fantastic and right now I'm down to about three days 
clinical right now while I'm working some of my associates 
training them in and doing some of those things with my 
goal of really only doing clinical one day a week and 
being able do the big cases the implant cases that I like 
to do and really cherry pick the types of things that I that 
I want to do that my associates are not doing. I got 
basically to locations that are feeding the third location 
the startup and that's where I can go on my one clinical 
day a week and really crank it out have some very 
productive days in my life. The amount of dentistry we're 
able to do with this model is has really blown my mind 
and it's it's exciting and it's a lot of fun and I enjoy this. 
This entire journey. And so it's been good.  

Dr. Blatchford: 09:27 Yeah I think that's wonderful. Another thing that you 
mention with your first practice and then the second 
practice practice I think is very savvy is finding a practice 
that you want to purchase instead you had an option 
there of staying where you were but you couldn't really 
grow it or moving the practice. And instead of moving the 
practice to an empty space and do a build out which 
would be an expense. You actually purchased a second 
practice the merge that. And I think that that is definitely 
something that that we really encourage doctors to do. 
That's a wonderful way to grow a practice is to purchase 
another practice in and merge it in. So that's wonderful. 
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Can you tell us a little bit about your Blatchford Solutions 
involvement and when you started working with 
Blatchford Solutions?  

Dr. Campus: 10:20 . So I started back in 2014 I believe it was. And so starting 
in 2014 I went out to Portland and did my summit and 
met with with Bill and Carolyn and Brad and we sat down 
and my wife and I sat down and had a great time you 
know really very eye opening very inspirational and 
motivational. And we sat there that meeting and I was 
really fascinated by the types of things that we were able 
to discuss and the types of things we were able to plan. I 
had worked with other consultants over the years that 
always spoke to production. They spoke to low hanging 
fruit. They spoke to do this many more this month than it 
was. There were some benefit there but Blatchford 
Solutions was really the first. The first one. First 
consulting agents that I came across it really spoke to 
profitability and spoke to working smarter not harder.  

Dr. Campus: 11:23 Yeah and I really had a hard time with that in the first 
seven years I was in practice. I never took a full week off. 
I took the you know four and five day weekends but I 
never took a full week off. Wow. So it really allowed me 
to enjoy the fruits of my labor allow me to organize 
things and allow me to take time with the family and 
spend a lot more time with them. And I'm eternally 
grateful to Blatchford Solutions for that because I was 
like you said I was trying to outrun the overhead. Things 
have really dramatically changed for me professionally 
and personally. Trainers the coaches the entire 
organization has been an incredible adventure for me and 
I'm really happy to be a part of it at this point.  

Dr. Blatchford: 12:06 I think that's wonderful and very exciting to have you on 
board and I really think that there are a lot of doctors 
who would like to explore the possibility of owning 
another practice of our practices and the ins and outs of 
the that and how to make that work and so it is 
wonderful to be able to have you on board for this. Let's 
talk a little bit more about what you looked for and these 
practice purchases.  

Dr. Blatchford: 12:33 You mention the third practice that you purchased and 
you were really looking at the numbers with what that 
doctor was doing and I think you mentioned that that 
doctor potentially had retired that he still may be came 
to work.  

Dr. Campus: 12:33 That's right.  

Dr. Blatchford: 12:52 Basically there was dentistry that was there to be done. 
Tell  
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Dr. Blatchford: 12:56 us about what really attracted you to that practice. 
Because I think that probably a lot of our listeners would 
like to think about maybe purchasing a second practice 
and what do we want to look for with that.  

Dr. Campus: 13:09 Sure. For for me what I was looking for was a practice 
that had been doing things differently than I did doing a 
different procedure mix was not the know and the dentist 
was not placing implants. The dentist did not have a 
Saraki or any type of same day crown capability. I was 
looking for a place with the right demographic the right 
traffic all that type of stuff. And this one was really really 
appealing to me because really because of the location 
driven by this place for the last 10 years and it looked 
closed from the highway. I didn't realize it was an open 
dental practice I had no idea they were even open for 
business. Wow. OK. And so I got the letter saying hey I'm 
ready to completely retire and start playing more golf. I 
got a letter from the doctor and I couldn't believe it 
because here was this perfect location.  

Dr. Campus: 14:05 And an older retiring dentist to really slow himself down 
quite a bit but how a lot of loyalty that model loyalty 
with his patients. And there's been a great location so we 
didn't do any of the implant stuff didn't do a whole lot did 
a lot of single tooth dentistry. He spent a lot of time on 
TMD and his practice. Just a totally different type of 
practice than what I was used to than what I was used to 
doing because out which is what I was looking for I 
wanted to go into somewhere where I had a whole new 
bag of tricks to present and to help these patients with. 
And so that at the time the office and the previous 10 
years the office had never collected more than 320000 in 
a year. I was able to buy the practice for$150000.  

Dr. Campus: 14:48 And I went in and updated all the equipment and got rid 
of all the old stuff and put all new you know up to date 
digital and in my computer and everything that you know 
that goes into it. And it was like a gold mine when I went 
in there we had a ton of patients in their giant amalgam 
fillings lots of broken teeth lots of patients with partials 
and dentures. I don't think I had a patient in there that 
had an implant that had been a patient from there for 
quite a while. Zero implant dentistry. And so it gave me a 
huge opportunity to go in and help these folks in. And the 
numbers have just gone up and up and up and it was 
literally a diamond in the rough.  

Dr. Campus: 15:26 You couldn't see. You can barely see the building from this 
highway. And now we've we've opened it up it looks great 
but those are the things that I like looking for I like 
looking for an underperforming practice that does not do 
the same types of procedures that I do that gives me a lot 
of opportunities to go in and grow it. I would rather go 
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and do that. Me personally I would rather go in and buy 
an underperforming practice and build it up than go find 
a practice that is doing really really well. That has 
dentists and clinicians in there that are really good about 
treatment planning that are really good about case 
presentation because you don't know how much dentistry 
is going to be left in that practice and then you're totally 
subtable to how many new patients are going to come in.  

Dr. Campus: 16:15 Which is always important but you don't want to have to 
grow just based off new patients. I don't want to I want 
to know that there's a lot of internal things that I can do. 
And basically every one of those patients is the new 
patient they're hearing about things and they're hearing 
about technology and new treatments and new protocols 
and new procedures that they've never heard about 
before. So really the main thing that I was looking for was 
a small office underperforming but in a great location 
with a lot of upside and a lot of potential.  

Dr. Blatchford: 16:41 Very good. I think that that is perfect and definitely 
wonderful for both you and for the patient to be able to 
bring in new procedure that they could go out and get 
done in-house without it being referred out so it's a win-
win all the way around I think that is terrific.  

Dr. Blatchford: 17:00 With your multiple offices you said that you are now 
three days a week three clinical and then you are going 
to be one day a week clinical What does that one day 
look like?.  

Dr. Campus: 17:18 That one day for the most part, you know like like 
Blatchford teaches you know pick your ideal schedule 
what is it that you want to do and then just make it 
happen and that's really what I've been able to 
accomplish. And I like placing implants. That's my that's 
my passion. My passion aspect of dentistry and  I might go 
in and I might only see two or three patients but we 
might have you know 15 20$25000 a day on that 
Wednesday. And so it's it's going to be heavy on the on the 
surgical side or the bigger cases that my associates really 
don't want to tackle if it's a full mouth reconstruction 
whether it's implants or crown and bridge or whatever 
the case may be. Things are a little bit over their head 
right now or things they just really don't want to tackle. I 
try to help them and coach them along and in a lot of 
those aspects but sometimes they just say hey I want to 
get this patient in your hands and let you take care of it 
so it's really a big day for me.  

Dr. Campus: 18:16 It's big and it's not sitting down and cranking out you 
know a quadrant or so of occlusal and Emma's díaz and 
things like that right. I would say that it's really not even 
I. My goal is for them to be doing all the single units and 
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even you know two or three units in an appointment and I 
just get the things that are bigger than that and they're 
very happy with that. Makes me really happy. I had a back 
injury five or six years ago and had back surgery and it's 
really nice for me to only have to see a handful of 
patients.  

Dr. Campus: 18:48 And still be very profitable so it's worked great for me 
and I'm looking forward to it. I think probably would. And 
I think by January I'll be there at that one day one day a 
week clinically and I'm really excited about that.  

Dr. Blatchford: 19:00 Very good. Well I think that that sounds great. And you 
did touch upon one subject that what I'd like to do is 
actually have an additional podcast or even podcast 
series on which is your associate. And I know that that is 
another subject that a lot of dentists are interested in. 
When would be the right time to add an associate What is 
that associate do. How are they paid. How much vacation 
do they get and how do you make sure that you and the 
associate are on the same page in terms of what you 
would recommend for treatment that type of things. So I 
would like to go ahead and do another podcast and just 
on associates that I think that there's so much 
information there so we'll look forward to that. So  we 
really just opened this up the multiple practices concept 
here with you.  

Dr. Blatchford: 19:58 And there's so much more to talk about certainly the 
different aspects of how you do this. And so we also will 
look forward to future podcasts on how you really make 
this work. But it's truly incredible. And so we are very 
excited to have you as one of our coaches and look 
forward to working with you.  

Dr. Campus: 20:19 Absolutely. I'm really excited about it. There's a lot of 
things out there there's a lot of a lot of opportunity. 
There's a lot of things we can do that are unique to being 
a dentist that we're able to accomplish. There certainly 
you know absolutely nothing wrong with having one office 
and in running it the right way and being profitable and 
having the time off and spending time your family 
enjoying the things that you  want to do it or just some 
other options out there that can that can help the people 
that like the business side that want to be in those types 
of situations. A lot of challenges but it's very rewarding 
and it's just how I enjoy spending my days.  

Dr. Blatchford: 20:54 Very good. I love it. All right. Well thank you so much.  

Dr. Campus: 20:58 Yes ma'am. Thank you.  

Outro: 21:05 Thank you so much for tuning in to of this episode of the 
podcast. Head over to Blatchford.com where you'll find 
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the shows for this episode as well as other episodes of 
the podcast.  

Outro: 21:09 And if you haven't done so yet please go subscribe to the 
podcast on iTunes by going to Blatchford.com/iTunes, 
clicking the little subscribe button, and if you would 
leave a rating and review because ratings and reviews are 
the best way for more people to find the podcast and 
decide if this is the one for them. All right. Until next 
time it's time to turn your dental office into a thriving 
business.  
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