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The 7 Levels of a Growth Practice 

 

Demand Creating Monopoly  

You have achieved the pinnacle leaving the competition behind. You have a clear picture of who 
your patients are and who they are not. Your chosen market segment clearly understands your 
value proposition and values your differentiation. Patients drive growth by finding ways for you 
to create revenue. Sales (including patient 
generation and treatment plan acceptance) 
costs and cycle times are decreasing, and 
margins continue to increase. Growth is 
predictable. 

 

Demand Creating Practice 

You continually reinforce the power of your 
value proposition with patient-based 
innovation and service. You are the practice 
of choice and you regularly earn margin 
premiums. Growth is becoming predictable. 
Patients increasingly are seeking out the 
practice with an attitude expecting to buy. 
Thus, sales costs and cycle times are 
decreasing.  

 

Value Creative Sales Practice 

You understand your patients as well as they 
understand themselves, and far better than 
your competition does. Price and proximity are decreasingly a factor in decisions. You regularly 
earn a margin premium to your competition. Your patients clearly understand your value 
proposition and appreciate it. Competitive issues continue to have less impact on you. 
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Crossover Sales Practice 

You base all growth and innovation initiatives on assisting to fulfill your patients’ dental goals. 
You have clearly segmented your patient base and are focusing on key population segments 
where you can be the best. Markets are still characterized by heavy competition and growth 
lacks the predictability desired. 

 

Solution Selling Practice 

Your sales (including case presentation) focuses is on fulfilling patient dental goals rather than 
simply addressing problems. This has increased the degree to which the patient is assisting you 
to ‘make the sale’. This allows you to break from price in select situations, and differentiation 
exists in select patients. To some degree, the practice is still selling based on needs rather than 
desire. The result of this is the failure of the practice’s core value proposition to be fully 
understood by patients and potential patients – especially referrals - causing sales costs, and 
the time it requires for a patient to make a buy decision, to continue to increase. 

 

Need Fulfillment Practice 

Your focus is on patient needs rather than purely on your ability to provide quality dental 
services. Significant effort is spent internally on differentiation, though the market sees little 
differentiation. Buyer decisions remain driven by the same factors as for Level 1. 

 

Characteristics Selling Practice 

Your focus is on your dental skills and patient service. There is no perceived differentiation 
between your offerings and that provided by your competitors. Consequently, your market is 
characterized by intense competition. There are two primary patient buying decisions: First is to 
select your practice, and second to buy services offered. Appointment availability, degree of 
need, familiarity, insurance acceptance, price, and proximity are the driving factors in patient 
buying decisions. 

 

What difference would it make to your practice to achieve Level 7?  

To schedule a complementary consultation on how to get your organization from where you are 
today to Level 7, contact us at 573/747-1951 or email us at info@pmginternationa.net. The 
sooner you begin, the sooner you will achieve the pinnacle. 
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