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Quarterly Review

Email: coachbarrow@me.com   Tel: 07508 184044 
www.coachbarrow.com

Looking back over the last three months, what do I class as my biggest “wins”. What 
am I most pleased and confident about?

Looking back over the last three months, what are the biggest challenges I’m facing?

What are the three most important tasks that I would like to achieve in the next three 
months?

What are the changes I can make in the next three months both professionally and 
personally to improve my overall performance and behaviour?



Extreme Financial Confidence

Email: coachbarrow@me.com   Tel: 07508 184044 
www.coachbarrow.com

1. 
UNDERSTANDING YOUR PROFIT 
AND LOSS STATEMENT

2. 
MEASURING KEY 

PERFORMANCE INDICATORS

3. 
CREATING BUDGETS AND 
CASH FLOWS

4. 
MONITORING AVERAGE  

DAILY PRODUCTION

5. 
CALCULATING OPERATING 
COST PER SURGERY PER DAY

6. 
MEASURING ASSOCIATE 

PROFITABILITY

7. 
UNDERSTANDING EBITDA

8. 
CALCULATING YOUR 

GOODWILL VALUE

9. 
SETTING YOUR PRICES 
ACCURATELY
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 Profit and Loss Account

Email: coachbarrow@me.com   Tel: 07508 184044 
www.coachbarrow.com

Trading and Profit and Loss Account for the Year Ended 31 March 2016. These figures are taken from a 
real-life practice, who consented to share them but wished to remain anonymous. 

INCOME 
NHS fees 
Private fees 
NHS fees - Associate/locum 
Private fees - Associate/locum 

COST OF SALES 
Opening stock 
Materials 
Lab fees 
Associate/locum payments 

Closing stock 

GROSS PROFIT

2016 
153,364 
40,304 
250,223 
51,296 

5,001 
40,657 
23,883 
138,624 

208,165 
(4,901)

495,187 

203,264 

291,923

£

2015 
140,149 
45,369 
265,634 
47,138 

8,333 
41,889 
41,844 
153,656 

245,722 
(5,001)

498,290 

240,721 

257,569

£

OTHER INCOME 
NHS grant released 
Golden hello 
Defib reimbursement 
Rates reimbursement 
Dental practice allowance 
Rent reimbursement 
Deposit account interest 

EXPENDITURE 
Rates and water 
Insurance 
Light and heat 
Property factoring charge 
Wages 
Equipment leasing 
Telephone 
Post & stationary 
Advertising 
Computer & software expenses 
Repairs & renewals 
Dental equip. maint. contracts 
Household & cleaning 
Clothing costs 
Sundry expenses

  
17,857 
- 
- 
2,538 
43,177 
15,580  
1 

4,067 
5,059 
(1,584) 
600 
165,415 
35,826 
2,797 
2,693 
5,654 
10,545 
4,080 
6,850 
7,738 
1,000 
296

79,153 

371,076

  
25,000 
5,000 
719 
2,490 
44,589 
12,734 
1 

4,006 
4,023 
3,071 
1,360 
152,228 
35,826 
3,392 
2,463 
3,513 
8,523 
2,501 
1,208 
5,442 
681 
1,032

90,533 

348,102



  
Brought forward 
Professional subscriptions 
Staff entertainment 
Training costs 
Accountancy 
Legal fees 
Bad debts 
Donations 

FINANCE COSTS 
Bank charges 
Credit card processing charges 
Bank interest 
Bank loan interest 
Hire purchase 

  

DEPRECIATION 
Freehold property 
Improvements to property 
Plant and machinery 
Fixtures and fittings 
Computer equipment 

NET PROFIT

2016 

3,751 
2,222 
1,226 
5,688 
1,050 
495 
660 

1,239 
1,783 
33 
6,906 
1,202 

3,134 
11,641 
5,974 
5,974 
3.646 
2,722

371,076 

266,128 

104,948

£

2015 

2,916 
1,230 
1,389 
6,424 
906 
500 
529 

903 
1,905 
- 
7,920 
1,202 

3,134 
11,641 
5,974 
3,646 
1,812

£

Email: coachbarrow@me.com   Tel: 07508 184044 
www.coachbarrow.com

348,102 

243,163 

104,939

  

11,163 

93,785

  

11,930 

93,009

  

27,117 

66,668

  

26,207 

66,802
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The Pricing Matrix

Email: coachbarrow@me.com   Tel: 07508 184044 
www.coachbarrow.com

ECONOMICS 
(What do we need to charge to make a profit?)

CONFIDENCE 
(How good do we think we are at what we do?)

CONFIDENT PRICING 
(ABUNDANCE MENTALITY)

ARROGANT PRICING 
(TAKE IT OR LEAVE IT)

DEFENSIVE PRICING 
(SCARCITY MENTALITY)

SPECULATIVE PRICING 
(GUESSWORK)



Email: coachbarrow@me.com   Tel: 07508 184044 
www.coachbarrow.com

Dear patient, 

Review of prices June 2022 

The purpose of this letter is to advise you that we will be increasing 
our fee per item and dental plan prices by x% from June 2022 - there 
is no need for you to take any action at this time. 

Given the unique landscape of 2020-2022, I wanted to take a few 
moments to explain how we approach the subject of price reviews. 

In considering adjustments to prices, we have regard to the following 
factors: 

1.Changes in our external costs - such as laboratory fees, 
material costs and, especially this year, the overall increase in 
energy costs; 
2.Changes in our internal costs - such as wages, professional 
services, insurances and all the other day to day running 
expenses of a business. 

We also take the view that regular but small adjustments every year 
are better, in the long run, than significant increases with gaps 
between them - it is easier for our patients to plan their own finances 
if we do that. 

At all times, our over-riding objective is to continue to deliver a 
customer service experience and to deliver clinical care to the best 
of our ability and in a safe environment for all. 

Please refer to our Fair Pricing Policy (attached) for a more detailed 
explanation - and we welcome any constructive feedback or 
questions. 

Yours truly, 

Dr. John Smith 
Principal 
ABC Dental 

2022 Price Rise Letter to Patients



Here at ABC Dental fair pricing is an important part of our ethos. We want the fees that we 
charge you as a patient to be great value to you but to also reflect a fair price for our skills and 
experience -  without compromising the quality of materials, our duty to the environment, or 
the respect we have for our staff and suppliers. Below we have set out what we will do to try 
to make this happen. 

Making you aware of the fees 

We want you to be fully aware of the treatment we are proposing, the reason why we are 
proposing it and of the fees that you will pay before treatment starts. We also want you to be 
aware of when your fees will be due, in most cases this will be at the end of each 
appointment. 

To do this we will: 

• Display a fee guide on the web site, and make sure it is available on reception. 

• Discuss with you the treatment we think is necessary and the reasons why and provide 
information leaflets for further information about your treatment. 

• Provide a treatment plan which includes estimated costs for each patient before 
treatment starts. 

• Provide a new treatment plan with updated fees if the treatment needs to change for 
any reason. 

How can I save money on my dental treatment? 

• Sign up to one of our dental plans!  We think they offer great value for patients as the 
base cost is slightly lower than you would pay normally for your routine 
appointments, but you also benefit from a member’s price for certain treatment 
costs, and worldwide accident insurance cover.  You can read more about the 
plans on our web site, (terms and conditions apply).  

• Apply for 0% finance.  For treatment plans over £X we offer you the facility to apply for 
0% finance over 6 or 10 months. Terms and conditions apply. 

• We have a range of advice for helping you to save money on dental treatment which 
you could look at here, ranging from advice from our therapist and dentists on 
prevention, through to the different types of insurance that might be suitable to 
you. 

Fair Pricing Policy



• All our treatment is aimed at getting you dentally fit and making your mouth as self-
cleansing as possible, to help to significantly reduce your treatment needs going 
forward and in the future. 

Fee Rises 

We review our fees every year and based on our current costs and the current market 
conditions we will decide whether to increase some or all our fees. We will let you 
know the result of the fee review with an email and a link to the new prices on the 
website.  If the payment plan fees have risen, you will also know at this point. 

If we raise our fees and you have a treatment plan that is less than 90 days old, the 
prices on it will be valid for 3 months from the date of the rise. Treatment plans that are 
older than 90 days will be subject to the new fees. 

But why do you have to raise your fees? 

The two major factors we take in into consideration when adjusting our fees are, our costs and 
the market conditions. Our costs are all the things that we must pay for in order to run a 
practice, there are all sorts of them ranging from cleaning and insurance to energy. By far the 
biggest of these are the wages, the materials and the laboratory costs. 

We want you to have confidence in our team and the best possible service and treatment.  To 
do this we need the best people working for us. We think it’s only right to pay them a fair 
wage, if we didn’t someone else would and we would lose them. 

The cost for materials and laboratories varies hugely.  We could reduce our fees by using 
cheaper, materials that don’t have biocompatible properties, or find a cheaper laboratory, but 
we have found over the years that this is often a false economy. In the world of dental 
materials and laboratories it is almost universally true that you get what you pay for, if we used 
a cheaper filling material it will not look as nice or last as long and may have undesirable 
ingredients.  Use a cheaper laboratory and the crown may not fit as well, look as natural or be 
as strong – ultimately meaning that you will probably end up paying more. 

Dental material costs also change based on the world market. Most of the items we use are 
manufactured in Europe, and any changes to the relationship between Britain and its trading 
partners will cause costs to fluctuate. 

We consider all these factors when deciding if we should raise our fees. 

What exactly does Fair Pricing mean? 

More than just the outright value of our services we also believe there are certain principles 
that we try to uphold… 



We feel it an absolutely necessity to minimise our impact on the environment. 

For example, we could pay less for our energy but having it from all renewable sources 
is important to us, and to our patients. (although the fees we pay Ecotricity have 
remained remarkably competitive with other non-renewable tariffs). 

We want to make use of the fantastic local talent we have in our area,  

We could use a large centralised Laboratory who provide lab work to the whole 
country, or even a lab based abroad but we would probably be speaking to different 
technicians for each job, and we want to be able to pop in and see our master lab 
craftsman when we have a technically challenging treatment, we think that provides 
you with better service too. 

We want to build a relationship with our suppliers 

We could probably switch the supplier of our materials to a large multinational, but 
they rarely have good ethical credentials and we believe going locally and building 
relationships with our suppliers where possible our main materials supplier is a family 
run business, rare in this market. 

We think by following these principles we are giving you the best possible service at good 
value, our impact on the environment is a small as it can be and we are treating our staff and 
suppliers fairly, this is what we mean by fair pricing. 

Why our prices say 'from...', and our treatment plans are 'estimates' 

• It’s hard to be completely accurate on our fee guide, for example for a white filling on 
our guide it says (depending on size) “From”. So why do we say 'from' and not just 
give a fee? A small filling at the front of the mouth is easy to get to and doesn't use 
much material which will be cheaper.  A big filling at the back of the mouth will 
take longer, it will be more difficult to get to and it will use more material, therefore 
the cost will be more.  

• Sometimes there are things that we would want to fix before we even get to a filling, a 
good example is gum disease.  There is plenty of evidence to suggest that gum 
disease has a considerable effect on your overall health, and we would always want 
to sort that out first.  We also try to look at the reasons why you are having the 
problems you are having, if you need a filling is that signalling a problem with what 
you eat? Perhaps if we can help you fix that we can stop you needing fillings in the 
future, but we won’t know that until we see you. 

• Even when we have seen you and provide you with a treatment plan, the figures are an 
estimate, we will try to explain in the plan why there might be variation, but the 
main reason we have to be unspecific is that we just can’t be sure of what’s going 
on until we have actually seen it.  A good example of this is where we may need to 



replace a failing crown. Even an X-ray won't show if there is decay under the crown, 
we won’t know the extent of the problem until we have taken the old one off. It 
may need us to use Biodentine to give the tooth the best chance of healing; this is 
why they are always estimates! Sometimes it might be that you pay less than we 
were expecting for the same reason. 

Why our prices may be more expensive than another practice. 

We regularly check the prices of other practices in the area to ensure that we are competitive, 
it is unlikely we are a great deal different but if you have seen some very low prices on the 
internet you should proceed with caution, the saying ' if something seems too good to be true, 
then it probably is' is as true in dentistry as in general life, here are some things to check: 

• Make sure that you are not getting 'partial pricing'. For example, if you see a low price 
for an implant make sure it is for the implant, and the crown. We have seen a quote 
for an implant that didn’t include the crown and we believe that this is unfair 
pricing.  The common understanding is that an implant means the implant and the 
crown as a total price. Implants sometimes have other cost associated with them 
based on your own circumstances, bone grafts being the most common so always 
check and ask what additional cost there might be. 

• As discussed above, the cost of materials varies considerably, and this will be the most 
difficult thing for you to assess, but this could be another reason why prices vary. If 
you are in any doubt check exactly what materials you will be getting ad what’s in 
them, we love it when our patients ask us this as it shows they are really thinking 
about their health.  

• Finally, as Red Adair so eloquently put, "If you think it’s expensive to hire a professional 
to do the job, wait until you hire an amateur."  

The skill and experience of the dentist really does matter.  At ABC Dental we only select 
dentists, hygienists and therapists who have similar ethos, high ethical and environmental 
standards, and excellent dental skills, we think it is fair to pay them what they are worth. We 
have a lot of experience of dealing with simple through to complex and challenging cases 
and have been pioneering in our use of Biocompatible and Bioactive materials.  There are 
only a handful of dentists in the world that use them in the way that we do. Our experience 
and skills in this area are being actively sought out to train other dentist in their use. 

I hope that this fair pricing leaflet has answered any questions you may have.   If you haven’t 
found what you are looking for here, feel free to drop us a line and ask your question over 
pricing, or indeed anything else. 

The team at ABC Dental
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