≥  Patient Education/Communication ≤
	CONCEPT
	PROS
	CONS
	DO
	DON'T

	PRINTED MATERIAL
	Highly effective & inexpensive. The "take home" aspect increases perception of value. Ideal as backup for other

concepts below.
	The technophile patient may perceive it as unsophisticated
	Provide a brief overview of what the patient is receiving.  Include illustrations where appropriate.  Be sure that copies are clean and not speckled from poor copy quality.
	Overwhelm them with too much data or too many sheets of paper.  Simple is better or it won't be read.

	WEBSITE
	Can provide educational materials via e-mail links or as basic part of Website. Practice appears up-to-date. Respected by technophiles and high dental-IQ patients
	Some patients don't have or don't like online education.  Q&A options clearly diminished.
	Provide links to patients on the phone or send links via e-mail to patients who inquire about treatments. Great method of providing pre- or post-surgery information.
	Send patients to a Web site for education to avoid human interaction.

	IN-OFFICE

VIDEO
	Provides detailed information in a consistent and professional manner. Well-produced videos are often perceived as high-tech and high quality.
	Low dental-IQ patients may find the depth of information overwhelming: post-viewing conversations are key.
	Provide a separate room so the patient may view in privacy.  Provide paper and pen so they may write questions for you.  Provide personal Q&A following viewing to ensure comprehension.
	Stick them in front of a video without follow-up discussion to answer questions and personalize education.

	INTRAORAL CAMERA
	When used effectively this is the most powerful educational tool in a dental practice.  Allows for great patient interaction. Option to print photos increases understanding and provides "take-home" value.  Aids in increasing dental IQ of all patients.
	Some patients (though a minority of them) perceive this as a negative because it may increase costs to the patient.
	Be sure the patient can easily see the monitor.  Explain in lay terms what you're seeing and print photos for the patient's take-home consideration.
	Use the camera solely for your own purpose (yes this happens!)

	DEMO

(models, charts, books)
	Meaningful to those who are very visual and who value high interaction. Good for technophobes or those who have difficulty focusing on a monitor.  Allows for varying depth of education from simple approach to very technical
	.  May be considered "low-tech" by technophiles or unsophisticated by high dental IQ patients . . . unless the clinician has excellent communication skills.
	Use good communication skills and lay terms.
	Make it too technical, unless the patient wants it to be technical! Avoid complex clinical terms.

	DIGITAL

MAKEOVER
	Powerful concept for those highly influenced by the visual and by current media focus.
	Perceived by some as too glitzy – know your patient!
	Be realistic.  Some patients perceive sophisticated tech-nology as costly treatment.  Know your "customer" and what his/her goals are.  Take your cues from your patient.
	Over-promise what can be delivered.
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