
	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
   	
  

	
  

The 5 Pillars of Referral Retention 
A Practical Guide to Building Lifelong Referring Relationships 

Introduction 
In today’s competitive dental landscape, clinical excellence is 
no longer enough. The most successful oral surgery practices 
treat referral retention as a strategic system — not 
something that happens by chance. 
This expanded handout outlines the 5 Pillars of Referral 
Retention — a proven framework used by top-performing 
specialists to build strong, lasting relationships with referring 
dentists. When implemented consistently, these pillars 
transform good referrers into loyal advocates who actively 
promote your practice for years. 
 

Pillar 1: Deliver Outstanding Patient Experiences 
Why It Matters: Your referring dentists don’t just send you 
patients — they send you their patients. The experience those 
patients have directly reflects back on them. When a patient 
leaves your office and tells their dentist, “They took amazing 
care of me,” you’ve just strengthened that relationship more 
than any marketing campaign ever could. 
Implementation Strategies 

•  Personal phone call or text from the surgeon within 24 
hours after surgery 
•  Same-day detailed update sent to the referring dentist 



	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
   	
  

	
  

•  48-hour follow-up call checking on pain, swelling, and 
concerns 
•  One-week post-op check-in (with photos if needed) 
•  Handwritten thank-you card mailed to the patient (copy 
to referring office) 
•  Final “case complete” summary with before/after 
images and clear next steps 

 

Pillar 2: Maintain Consistent Personal 
Communication 
Why It Matters: Most practices only reach out when they 
need something. The best practices communicate consistently 
— even when there’s nothing to ask for. When you stay 
consistently in touch, something powerful happens: your 
referrers think of you first, defend you when competitors try 
to steal their business, and send you their most valuable 
cases. 
Implementation Strategies 

•  Maintain a simple CRM or spreadsheet with your top 
50 referrers ranked by volume 
•  Block 45 minutes monthly for “Referrer Touchpoints” 
•  Send personalized emails/texts to top 20, handwritten 
notes to top 10 
•  Use automated triggers for birthdays, anniversaries, 
and complex case referrals 



	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
   	
  

	
  

•  Keep messages short, personal, and valuable — never 
salesy 

 

Pillar 3: Invest in Face-to-Face Relationships 
Why It Matters: In a world full of emails and portals, 
nothing replaces sitting across the table from someone. The 
strongest referral relationships are never formed through a 
screen — they are built over coffee, lunch, or casual 
conversations. When you invest in real, in-person 
relationships, trust accelerates and connection deepens. 
Implementation Strategies 

•  Schedule regular coffee or lunch meetings with top 10–
15 referrers 
•  Host quarterly lunch-and-learns or CE courses at your 
practice 
•  Invite referrers to tour your facility and meet your team 
•  Attend local dental society events and young dentist 
study clubs 
•  Create “no agenda” moments focused purely on 
relationship building 

 

Pillar 4: Provide Ongoing Education & Value 
Why It Matters: Your referring dentists want to feel smarter 
for working with you — not just like they’re outsourcing 
work. When you consistently provide real value and 
education, they stop seeing you as “just another specialist” 



	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
   	
  

	
  

and start seeing you as a trusted advisor they can’t afford to 
lose. 
Implementation Strategies 

•  Send short “Clinical Pearl” emails every 4–6 weeks 
(under 3 minutes to read) 
•  Host quarterly 45-minute virtual or in-person lunch-
and-learns 
•  Create one-page Quick Reference Guides (e.g., 
antibiotic guidelines, post-op instructions) 
•  Share relevant research summaries with personal notes 
•  Offer “mini-consults” — quick 5–10 minute calls to 
discuss cases before referral 

 

Pillar 5: Show Genuine Appreciation & Recognition 
Why It Matters: People don’t remember what you gave them 
— they remember how you made them feel. When referring 
dentists feel truly seen, valued, and appreciated (not just 
used for their referrals), they stay loyal, send more patients, 
and defend you when competitors try to steal their business. 
Implementation Strategies 

•  Make gifts personal (learn what each referrer actually 
likes) 
•  Host an annual private appreciation dinner for top 
referrers + spouses 
•  Give public recognition on social media or newsletters 
(with permission) 



	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
   	
  

	
  

•  Send handwritten notes for milestones and meaningful 
cases 
•  Occasionally send surprise “just because” gifts with no 
occasion attached 

 

Summary & Next Steps 
Referral retention is not about luck or personality — it’s a 
system. When you build your practice around these five 
pillars, referring dentists stop seeing you as just another 
specialist and start seeing you as an indispensable partner. 
Recommended Next Steps: 

1.  Conduct a quick audit of your current referral 
relationships 
2.  Choose ONE pillar to focus on for the next 90 days 
3.  Set up a simple CRM or tracking system 
4.  Block recurring time on your calendar for 
relationship activities 

	
  


