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Turning DSO Leadership into Pro-ADA Influencers

How can my dental association use an influencer strategy to leverage better relationships with DSO leadership, with the goal of increasing membership among DSO-supported dentists?

1) Determine whether your organization has barriers to inclusion of DSO-supported dentists. 
a. Define the cultural barriers (such as individuals or groups who express concerns about including DSO-supported dentists for various reasons) and operational barriers (lack of impactful benefits for DSO-supported dentists, or ways of doing business that may unintentionally overlook or leave out DSO-supported dentists).
b. Once the barriers are defined, make a list of things you could do to break down those barriers. This could include breaking down stereotypes, or developing new processes that support inclusion.   
 
2) Define your unique problem(s) to solve, and set a few goals related to how better relationships with DSO entities can help solve those problems. This doesn’t have to be perfect – just frame out a starting point. Examples:
a. Problem to solve: Your association needs a stronger voice on an advocacy issue where you are in alignment with DSOs/group practice.
Goal: Stronger relationships with DSO leaders and influencers in your state or region can support the development of a united voice on the issue.
b. Problem to solve: Low membership market share among DSO-supported dentists.
Goal: DSO leaders are willing to act as influencers who encourage their affiliated dentists to become ADA members. As these relationships strengthen, identify dentists who can bring their valuable experience to committees thereby increasing diversity.  
Goal: Define ADA membership benefits of value to dentists in group practice(s), such as insurance opportunities, so DSO leaders can include information about these ADA benefits in their internal communications. 

3) Define your DSO targets.
a. Collect information on large, medium, and small DSOs and other group practices, operating in your state and/or region. Collect information on the dentists supported by these DSO entities.

4) Build foundational relationships with selected DSOs or other group practices in your state.
a. Identify ADA cheerleaders: Find dedicated ADA members, including current and past volunteers, who are affiliated with those DSOs or who know leadership at the DSO and can introduce you.
b. Conduct a “listening tour” with DSO leadership in your state or region. Ask questions such as what is keeping them up at night, what are some of their goals including those that might be in alignment with the ADA, what are the benefits and barriers to collaboration with the ADA, and what is the perception of the ADA among their leadership and supported dentists.
c. Continually build your contact list.

5) As relationships evolve, identify mutually beneficial goals for collaboration. 
a. Define and deliver one to three goals, such as inviting a knowledgeable DSO representative to serve as a subject matter expert on a committee, or publishing a story about a collaboration with a DSO in your publication or on social media.
b. Also consider collaborating with other societies, for example with other states in your region if a DSO is regional.

Result: Successful collaborations can lead to opportunities to engage DSO leadership as influencers toward ADA membership.

Questions? Contact your ADA outreach manager for assistance.


10 Things You can Do to Break the Ice with DSO Leaders

Building a good relationship will allow you to productively discuss differing points of view, and makes it easier to have healthy discussions around serious and complex issues that may arise. 

1. Find out how many current members you have that are part of group practice and if any of them attend current meetings.  

2. Invite the DSO’s leadership to a one-hour “listening tour” conference call.

3. Schedule a one-on-one lunch or dinner between association leadership and DSO leadership.

4. Request a tour of a local DSO practice.

5. Personally invite a DSO’s clinical leadership to a meeting.

6. Include DSO-supported dentists among appointments to committees or workgroups. (Ask someone you know at a DSO for a reference.)

7. Determine areas in which a particular DSO has expertise and invite subject matter experts to participate in webinars, etc.

8. Showcase dentists in your region who do not work in solo practices in your social media feed or invite them to write a blog post.

9. Always be respectful of dentists’ professional practice choice, including their choice to practice in a DSO setting (staff and volunteers).

10. Define which of your member value offerings are most valuable to DSO-supported dentists in your state and share this information with DSO leadership. 
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