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= #" All Kids Dental
""" Dr. Brie Pyszka and Dr. Robert Henry
908 Nob Hill Road Suite #301
Evergreen, CO 80439
303-670-5437 office
303-526-3838 fax

All Kids Dental is an interesting project in that it
really represents the culmination of a very
successful career for Dr. Bob Henry, and at the
same time, the start of a very promising career
for his daughter, Dr. Brie Pyszka.

After 30 years in the pediatric dental world involving several offices that he built, Dr. Henry was ready
to do it one more time. He moved from the Western Slope to Evergreen to start a practice with his
daughter. This is their "dream office".

"We are convinced, considering the building’s unique architecture as well as the unusual scope
of our theming, that no other builder could have created the high-quality results that your

company was able. I have been involved in office construction on numerous occasions during
my thirty year career and have never had such a positive experience.” - Dr. Robert |. Henry

Featuring a jungle theme that could have come straight out of the Jungle Book movie, All Kids Dental is
an amazing office featuring full sized "trees" from floor to ceiling, vines growing from every conceivable
location and a hidden slide that is a favorite of almost all the patients.

Mendel did ya know...



M&C recently had the opportunity to help set up the Colorado Mission

of Mercy (COMOM) held at the Adams County Fairgrounds. This

"= annual event provided free dental care for over 1,300 people over a 2-
qday period. Within that time there were over 6,000 procedures

®fcompleted amounting to over $973,000 in donated dental care. Next

year the event will be held in Colorado Springs and we look forward to

participating again.

M&C completed our first project in Utah
last

month. The 1,750 square foot
Endodontic

just 6 weeks. M&C has established a
satellite office in Salt Lake City and is
actively pursuing additional work throughout Utah.

"I was a little apprehensive when I made

the decision to go with an out of state
B contractor for the construction of my dental office. However,
endel and Company exceeded my expectations. They
completed the project in half the time that other contractors
Westimated that it would take. We now receive compliments
everyday on how beautiful the office turned out. Thank you
endel and Company for all your hard work and attention to
detail!” - Dr. Brady Olsen

MR&C extended their industry leading warranty on negotiated projects from 2 years to 30 months. This
is unheard of in the construction industry where the standard warranty is one year and is just another
way that M&C stands out from the competition. "At the end of 2008, we went back and researched
what we spent on our two-year warranty" explained Nathan, "What we found was that we spent
7/1000's of one percent on warranty work last year, so we were more than comfortable extending this
warranty, and making this commitment to our clients."

Nate's Notes:

As some of you may or may not know, my wife and | are currently in the midst of a remodel of our own.
As such, and with having two young daughters, the following story really hit home...Enjoy!

Here's a truly heartwarming story about the bond formed between a little 5-year-old girl and some
construction workers that makes you believe that we CAN make a difference when we give a child the
nift of nnir time




A young family moved into a house next door to a vacant lot. One day a construction crew turned up to
start building a house on the empty lot. The young family's 5-year-old daughter naturally took an
interest in all the activity going on next door and spent much of each day observing the workers.
Eventually the construction crew, all of them gems-in-the-rough, more or less adopted her as a kind of
project mascot. They chatted with her, let her sit with them while they had coffee and lunch breaks, and
gave her little jobs to do here and there to make her feel important.

At the end of the first week they even presented her with a pay envelope containing a couple of
dollars....The little girl took this home to her mother who said all the appropriate words of admiration and
suggested that they take the two dollar "pay" she had received to the bank the next day to start a
savings account. When they got to the bank, the teller was equally impressed and asked the little girl
how she had come by her very own pay check at such a young age.

The little girl proudly replied, "l worked last week with the crew building the house next door to us." "My
goodness gracious," said the teller, "and will you be working on the house again this week, too?" The
little girl replied, "I will if those a$$holes at Home Depot ever deliver the f*&%ing sheet rock." Stories
like this just bring a tear to your eye.

‘ Nathan attended the ribbon cutting ceremony and celebrated with
the Ereg family as they received the keys to their new home in
Denver, built by Habitat Interfaith Alliance (HIA). This is the 8th
house that HIA, an affiliate of Habitat for Humanity of Metro Denver
has completed, and the 3rd that Nate has been involved with. "As a
member of the construction community, | am continually amazed at
the level of workmanship that goes into each of these houses by the
voluntary workforce. They really build impressive houses." For more
information about Habitat, and Habitat Interfaith Alliance, in
= particular, please click

Nathan is going to talk about current construction trends to a group of dentists from the Alpha Omega
Fraternity on October 15th at 6:30 p.m. at the Cool River Restaurant in the DTC. If you would like to
learn more about this organization, please call Nathan, or contact Ray Pohl @ 303-796-0171 or by
email at

Nathan will also be patrticipating in two "New Practice Seminars” sponsored by the Colorado Dental
Association (CDA) in Fort Collins and Colorado Springs. For dentists thinking about building a new
office anytime in the next year, this is a must-attend event. For more information, please call Nathan or
you can register with CDA directly.

The CDA's Starting Your Own Practice:

Fort Collins Colorado Springs
When: Wed, October 28, 6pm - 9pm When: Thur, October 29, 6pm -
9pm
Where: Moot House Restaurant Where: Sonterra Grill
2626 S. College Avenue 288 S. Tejon
Ft. Collins, CO 80525 Colorado Springs, CO 80903
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Description. Free to members - Dinner is provided.
RSVP to CDA Director of Finance Pam Brockhaus at

303-996-2843, 800-343-3010 x103 or pam@cdaoniine.org

Special Feature Subcontractor:

#In order to achieve great results you must begin with the
Iright team. M&C's motto is "Building. Relationships."
= & This applies to not only our clients but to our
- subcontractors as well. Carlton Electric is one such
jcompany. We have completed many jobs together, on
_ time, on budget and look forward to many more projects
‘with them.

Subcontractor: Carlton Electric

Carlton Electric is a full service Commercial Electrical Contractor that has been in business for 15 years.
We appreciate the significance of our trade and actively seek general contractors like Mendel and
Company Construction that strive to develop strong relationships with their customers by providing the
best product and service possible. "Mendel and Company has consistently provided their subcontractors
with excellent supervision, timely response to questions and field communications which are very
important tools necessary for a successful project, we value and appreciate Mendel and Company and
look forward to many years of partnership."- Steve Harmon, Project Manager

Special Guest Speaker:

"Your best referrals come from your existing patients." That's the powerful
message I try to drive home every day with the practices I work with. This
message was true 100 years ago, before mass media marketing. It was
true 10 years ago during the Internet boom, when the economy was
soaring high. And it's especially true today, when businesses of all sizes
are striving to stay alive and thrive in a rocky economy.

A common mistake I find practices make is spending too much time,
energy and resources trying to attract new patients while losing focus on
existing patients. Your existing patients already know what type of care and
service your practice provides, more so than new patients; so get them
talking! If you develop relationships with your patients they can become
advocates for your practice and send referrals back to you. It's like having

an extension of your practice ambassador (that's not on the payroll).

Jill Allen

Existing patients act as a natural referral engine for your practice. In the general sales area, research
shows that after four purchases a customer has already referred up to five people. Imagine what
would happen if you got referrals even though you didn't ask for them. How wonderful it would be if
you got them because your patients value your practice enough to recommend it to someone else.
Imagine how much your practice could benefit if you worked with your patients to bring in those
referrals!

Here are five steps to leverage your patient base to earn more patient referrals.

1. Implement a "Care to Share Program"



Reward your patients for caring enough to send their friends, family, and co-workers to see you! Make
the reward enticing; reward for the referral not the acceptance of treatment.

2. If you want referrals, ask for them

Don't assume that patients know you'd like their referrals. Here are two ways to use email marketing
to ask:

Put a message in your communications that says, "We'd appreciate your referral business," along with
your contact options. If you sell from your website, include the website address.

Put your "Forward this e-mail to friends" link where readers are most likely to see it, toward the top of
your e-mail. When someone signs up for your e-mail list, put the same referral messaging in your
Welcome message to them.

3. Identify advocates, then educate and enlist them

There's one question you can ask your patients that is the clearest indicator of how successful you're
going to be in gaining their referrals: How likely are you to refer us to a friend or associate? Sharing
makes your patient's feel special and empowers them to advocate for your business and send referrals
your way.

4, Provide incentives

Develop a sense of community among your patients. You want them to feel like they are not only
valued customers but real-world advocates who are part of your community. (Apple does a good job of
cultivating this sense of community among consumers.)

5. Remember the importance of branding
Sometimes a branded gift in the form of a T-shirt or hat can further encourage your patient advocates
to send referrals to you. Or try using a pre-loaded visa card with your practice logo on it.

The bottom-line is: Your current patients are your best referrals and your ultimate fans. Focus some
effort on nurturing those relationships and asking directly for referrals. If you follow the five steps
above, you're more likely to deepen your patient relationships and gain those valuable patient referrals
that will help you grow and prosper.

Jill Allen

Jill Allen & Associates, 303-995-6419, Jill@practiceresults.com,

M&C Helpful Hints & Tips

Business Interruption Insurance

We had a client that was recently impacted by the hail storm on August 6, 2009. There was a
significant roof leak that occurred as the roof was damaged from the hail, and then failed. This allowed
water into the ceilings, many of the walls, and onto most of the flooring.

While the physical damage will take tens of thousands of dollars to repair, the real issue is that this
client cannot conduct business in the space until these repairs are completed. This loss of revenue is
worth many times the amount of the physical damage.

Are vnii covered if thic hanneng tn vnii? Pleace rheck with vniir inclirance carrier tn make anire that von
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have "Business Interruption Insurance" and please make sure to take a few minutes to understand the

terms of your coverage.

Nathan Mendel, LEED AP

Mendel and Company Construction, Inc.
3735 South Broadway

Englewood, CO 80113

303-698-5628

303-282-5411 fax
www.mendelandcompany.com
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