
 

Blatchford Solutions Podcast #27
Successful Merger | Bringing Your “A” Game 2.0

Narrator: 00:05 Welcome to the Blatchford Solutions Podcast. A podcast 
dedicated to helping dentist take their practice to the 
next level while reducing stress and helping you build a 
better lifestyle.  

Narrator: 00:11 Now here's your host Dr. Blatchford. In this episode of the 
podcast you will hear a short portion from the Blatchford 
Solutions brand new book Bringing you're A-game 2.0.  

Narrator: 00:21 To get a free copy of this book head on over to 
Blatchford.com/freebook  

Narrator: 00:21 Chapter Five: Successful Merger - Dr. Steve Sirin  

Narrator: 00:31 Dr. Steve Sirin and his team did the Ultimate Merger in 
2015. Steve originally heard Bill speak at the AACD annual 
gathering hosted in San Francisco that year. The salient 
point Steve heard Bill make is that mergers are the least 
expensive way to acquire new patients. Consider how 
much one spends on marketing where no one can really 
be sure how much good it's doing. If one takes one's 
monthly marketing expenses plus a little extra and uses 
that money to instead make payments toward the 
purchase of another practice of the right size a dentist 
can acquire new patients while being able to discern the 
actual costs. Costs that are considerably lower than if 
one acquires patients through traditional marketing 
practices such as direct mail and assurances by online 
marketing companies that they know how to game search 
engine algorithms.  

Narrator: 01:23 Steve knew he was spending a lot on marketing. Yet was 
not really moving forward. His practices fee for service. 
So he was aiming at a select group. When Steve returned 
home to Elgin Illinois he called brokers and found that a 
dentist whom he had met at a professional gathering 
more than a year earlier was wanting to retire. The 
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aspiring retiree needed only to find a dentist to whom he 
would feel comfortable turning over patients with whom 
he had career long relationships. Dr. Sirin confided in Bill 
Blatchford that he felt his practice had excess capacity. 
Steve had more chairs than patients to keep them full. 
Steve's first practice had four day treatment rooms in an 
office condominium. The practice Steve was considering 
was in a freestanding building two miles away.  

Narrator: 02:11 The building was comprised of two suites and the selling 
doctor owned them both. "Perfect." Steve thought. Steve 
bought the entire 3200 square foot building and now has 
six operatories and a concept in the works that features 
eight operatories plus a consult room that would give his 
patients a private place to discuss their care with Dr. Sirin 
and their financial arrangements with his office manager. 
Steve and his team were able to move equipment and 
records folding the 2 practices together into the 
freestanding facility. Steve anticipates putting the 
vacated office space on the market within a year. After a 
few anxious moments in the first couple of weeks Dr. Sirin 
said the merger worked better than I ever dreamed. 
Kudos to Dr Brad Breman, Bill and consultant Nancy 
Granahan for coaching him on the purchase, on how to 
combine staff into a new cohesive unit, and on merging 
both patient bases. The Blatchford group changed the 
mindsets of both the doctor and the team.  

Narrator: 03:11 Hygiene is always a consideration for doctors merging 
practices. Steve originally had 6.5 days of hygiene each 
week and now has 12 days when Steve has triple hygiene 
scheduled. They focus on time management and 
teamwork and diagnosis. Steve's team tries to have perio 
in the morning so Steve can make his doctor production 
goals. His hygienists are now scheduling patients plus 
they're accepting hygiene payments at the end of 
appointments in their operatories. "Patients love it" says 
Steve's office manager Mary Carroll. Steve knows he has 
lost some patients. Nonetheless the schedule remains 
busy. Steve now has many patients vying for 
appointments. When someone misses his or her hygiene 
appointment Steve's team doesn't call again.  

Narrator: 04:00 Steve made both of his existing hygienists full time and 
added a third full time hygienists who had been working 
for the retiring dentist. Steve actually intended to hire 
the receptionist at the practice he bought but she chose 
not to stay. The low tech receptionist took with her 
decades of institutional knowledge and left behind an out 
of date Rolodex that did not match the office's archaic 
yellow billing sheets or recall cards as well as a computer 
used for the sole purpose of submitting bills 
electronically. Steve talented office manager Mary Carroll 
accepted the challenge to pull all the patient information 
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together and was exuberant when she eventually 
prevailed. Steve's mom and even Mary Carol's retired 
mother came in to help with data entry. Immediately 
after the merger Dr Sarah and his new team increased 
production by 41 percent which is about what he had 
anticipated.  

Narrator: 04:54 What Steve hadn't anticipated is that over the subsequent 
months his production would continue to steadily 
increase as he incorporated Blatchford principles into his 
office management. Ten months into the Blatchford 
program his team's production had increased by 79 
percent compared with pre-merger production. At the 
same time Steve and his team reduce the number of days 
they will work by 41 days to 180 days in 2016 from 221 
days in 2015. When Bill met Steve at his summit Bill 
commented "This boy needs to learn to have some fun." 
Dr. Sirin agreed. He and his partner accepted American 
Airlines platinum challenge. They then tasked themselves 
to fly enough in the following to maintain platinum 
status. They went to California twice, Texas, and on 
vacations to the tiny Dutch island of Curacao so in the 
Caribbean, Barcelona, Spain and Japan more than enough 
to satisfy their goal.  

Narrator: 05:56 A few months before signing up with Blatchford Solutions 
Steve and his partner had planned a trip to Maui for their 
one annual vacation. A few days before they planned to 
leave, his partner broke his hip forcing them to cancel 
the trip. Steve was so looking forward to this vacation he 
was shocked to realize how much he needed that planned 
time off to recoup and reinvent. He feels that with the 
Blatchford vacation schedule he never feels drained going 
to work. "This past year has been so amazing both 
personally and professionally." Dr. Saron said I never 
expected anyone could improve my life like Blatchford. It 
has exceeded my most indulgent expectations. I am 
excited every day. I feel I am growing as a dentist as a 
team and in life. Steve is looking forward to starting Coy's 
comprehensive restorative courses in the New Year.  

Narrator: 06:45 Further relaxation in the surf and on the brown sugar 
sands of Maui's beaches and is planning an autumn driving 
vacation to France and Germany where he will trade in 
his BMW 4 series for a five series through BMW European 
delivery program. You go Steve!  

Narrator: 06:45 Successful Merger Blatchford Game Plan: Parado Principle 
- The 80:20 Rule.  

Narrator: 07:10 Dr Sirin is using this statistical analysis to merge two 
practices. He wants to watch the top 20 percent of his 
patients emerge during this year. Parados Principle is 
most useful in dentistry as the result is greater efficiency 
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in concentrating on those who enjoy you and your 
services as opposed to crying over those bottom 20 
percent who cause 80 percent of your headaches. Parados 
law the 80:20 rule has been effectively used for years by 
big business in marketing and sales. The 80:20 rule is a 
fascinating percentage which applies to so many areas of 
our lives and which nobody can explain why it continues 
to occur.  

Narrator: 07:50 It really is the secret to success by achieving more with 
less. We coach our doctors and staffs in sales to ask 
questions so your guest or a patient speaks 80 percent of 
the time. Conversely if staff and doctor are educating 80 
percent of the conversation you will talk your way out of 
a sale 80 percent of the time. We receive 80 percent of 
our headaches complaints and cancellations from 20 
percent of our patients. These are patients who don't see 
value in what we have to offer. We create office policy 
for all because of the problem few. Your worst patients 
have then helped you create a pessimistic practice rather 
than one of optimism and trust. A computer survey will 
show you produce 80 percent of your production from 20 
percent of the patients.  

Narrator: 08:39 Look carefully at the top 20 percent of those patients last 
year. Who are they. What did they elect to purchase in 
your office. Why are they attracted to you. What can you 
learn from this exercise. Be curious and study this magic 
20 percent. Focus and concentrate on replicating that 
behavior. The 80:20 rule of Marketplace consumption is in 
every industry. Airlines know they make 80 percent of 
profit from 20 percent of flyers. These business travelers 
and frequent flyers are awarded with extra perks, bigger 
seats, upgrades, and service. Airlines know they do not 
make their profits from a family traveling to Disneyland 
once a year. Dentists tend to ignore the 80:20 rule 
because we are trying to please everybody all the time. 
Our percentages are reversed.  

Narrator: 09:28 We want patients to accept what we feel they need. We 
work hard to reverse the thinking of the emergency 
patient who is demanding of our time every three years. 
We struggle to diagnose above insurance maximums. 
Frustrated we quit trying. We feel our hygiene schedule 
with any meat in this seat. Upon cancellation we give 
them other immediate choices. We devalue our own work 
to cater to the 80 percent who are not our best patients. 
In our custom coaching program we designate patients as 
a, b, and c. The majority of your patients are A patients 
who faithfully remember your birthday, bring tomatoes 
from their garden, keep their appointments, pay on time, 
and refer people just like them. Conversely C patients 
are the unfaithful, who have no tomato's, only come 
when it is convenient, and refer friends just like them. 

Blatchford.com/027 

http://blatchford.com/027


These are the bottom 20 percent who create practice 
pain.  

Narrator: 10:26 B patient just take up space. Their attention is sporadic. 
We want all A patients but tend to create policies and 
treat people as if they are C's. Watch for indications you 
and your staff may be catering to the B and C patients. Is 
insurance mentioned by you in the initial phone 
conversation, health history, and mail prior to first 
appointment relationship opportunity. Is money 
mentioned in the initial phone call. Is respect for time a 
problem in your office. Does a new patient sit alone in 
the waiting room completing forms. Is one of your first 
questions "Do you have any concerns today?" Is finding 
insurance information a priority before a doctor sees a 
patient. Are you insurance experts on codes, fee 
structures, and maximums. If you answered yes to above 
you have geared your practice for average. In order to 
cater to the top 20 percent, 

Narrator: 11:25 a clear sense of leadership and passion for change must 
be communicated and demonstrated. Stop doing the 
things that make you average and shift to being 
extraordinary. Attitude is a big factor. If you see yourself 
in the average 80 percent unable to break out, stuck in a 
scheduling quagmire, an insurance diagnosis paralysis, 
you will stay in the 80 percent. Find yourself a coach who 
can turn that attitude into winning. As Lou Holtz says in a 
commercial, "Son there is no such thing as just a sales 
call. You need a fight song." Another way to discover the 
top 20 percent of your patients is to ask each staff 
member to list their 100 favorite patients based on 
attitude, relationship, fun commitment etc.. Then merge 
the list into the team's 100 top patients. Check this 100 
list against your computer survey of the top 20 percent 
who account for 80 percent of your income. There will be 
a great correlation of the two lists.  

Narrator: 12:26 Then study those people. Who are they. Where did they 
work and live. Why do they see value in your services. 
These are the top 20 percent of people who make your 
life wonderful. How can you thank them and honor them. 
Also how can you duplicate them. How can we attract 
more of them. Bill Blatchford DDX  

Narrator: 12:26 From the Blatchford Playbook : Winning Play.  

Narrator: 12:53 Dr. Sirin is the leader of a winning team. Winning teams 
practice for any possibility and go full out all the time 
because they never know which of the 100 plays or more 
in a football game will be the deciding play. There is no 
such thing as a sure thing. Play hard and focus on every 
play. This may be the one hard work makes dreams come 
true. Time and efficiency is important. Time your 
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procedures learn efficiency. Practice practice practice. 
Let staff and enroll the dentistry. Doctor tells the patient 
the fees.  

Narrator: 13:28 Stop blaming others. Take responsibility for your life. In 
learning new skills, it will always feel downright phony at 
first. Stick with it and it will be uncomfortable sometimes 
then comfortable and finally integrated. Put strong 
systems in place in your practice which will tide you in 
good times and not so good times. Staff for what you are 
presently doing not what you hope to do in five years. 
The important thing is to know you've tried your very 
hardest. Have given 100 percent on every play. Being 
successful is doing your best. Don't be known as the one 
who could have or should have. But as one that did a 
great player must rise to the occasion and turn the game 
around on his own. Choose winning players based on 
attitude. Winning teams practice harder than they play.  

Outro: 14:21 Thank you so much for tuning into this episode. Head on 
over to Blatchford.com where you'll find the shows notes  
for this episode as well as other episodes of the podcast.  

Outro: 14:29 And if you haven't done so yet please go subscribe to the 
podcast on iTunes by going to Blatchford.com/iTunes, 
clicking the subscribe button, and if you would please 
leave a rating and review because ratings and reviews are 
the best way for more people to find out about the 
podcasts 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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