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Marketing strategies that attract the dentist’s attention*

Dentist-respondents were asked which laboratory marketing strategies were most
influential when deciding to try a new laboratory.
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1% Listing/ad in the Yellow Pages

1% Telephone sales call from the lab’s owner or sales rep

5% Advertisement in a dental journal

5% Direct-mail promotion from the laboratory

6% Laboratory’s brochure

12%  Laboratory’s booth at a dental show

19%   Met a lab representative at a study club meeting

21%   Lab-sponsored lecture/seminar

24%   Samples of the lab’s work

21%   Sales visit from the lab’s owner or sales representative

* In each of these questions, dentist-respondents could check multiple answers so
percentages don't total 100.
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