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MEMBERSHIP 
PLANS THE COVID-19 RECOVERY 

STRATEGY THAT WILL MAKE YOU 
THE PRACTICE HERO

As we work our way through COVID-19 and practices re-
open, your patients will need access to a membership plan.  
Now is a time where office managers can step up to become 
business heroes for their practices while also fulfilling needs of 
their patients. 

GIVE YOUR PATIENTS BUDGET-FRIENDLY ACCESS TO CARE 
COVID-19 dental practice closures created a backlog 
of treatment needs. As we lift from the crisis, patients 
will want to address their oral health but be sensitive 
to the costs. Many of them have lost employer-
sponsored dental benefits or experienced financial 
hardships. Having a dental membership plan in place 
will enable your patients to access the care they need 
in a budget-friendly manner.

With a membership plan, your patients will get exactly 
what they want, including: 

• Have access to simple, affordable, and 
personalized care

• Access budget-friendly payment 
options (monthly and annual)

• Receive immediate benefits 
as soon as they sign 
on

• Bypass the costs and hassles of insurance—no 
deductibles, waiting periods, claims denials or 
paperwork

INCREASE PATIENT VISITS AND REVENUE  
By making it easier for patients to get the care they 
need, a membership plan will help your practice 
bounce back from the COVID-19 crisis. If your plan 
is designed and priced correctly, the members who 
are signed up will visit 2-3 times more often than 
uninsured patients and generate twice the revenue. 
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...HERO CONTINUED
The proof is in Kleer’s data, collected directly from 
customer practices. This trail of information proves 
that membership plan patients become your best 
patients—in fact, membership plan patients generate 
2.1X more revenue than uninsured patients without 
a plan. That’s why we recommend offering your plan 
to all uninsured patients—the opportunity for your 
practice is huge.

BEST PRACTICES: TWELVE WAYS TO BECOME A MEMBERSHIP 
PLAN HERO 
Whether you already have a membership plan in 
place or are considering one, the following best 
practices will help you ensure that it’s a success. These 
tips are directly based on Kleer’s experience working 
with thousands of dental practices. 

• Provide comprehensive treatment. Include 
preventive care—usually two cleanings, two exams, 
and routine X-rays each year—and discounts on 
additional treatment.

• Provide transparent pricing and price it right. 
Sharing pricing builds patient trust. Price your 
plans to achieve the optimal balance of patient 
value and practice results.

• Ensure compliance. Dental plans must adhere to 
multiple regulations, including HIPAA, consumer 
protection laws, and various state laws.

• Make it simple to join. It should be easy for patients 
to sign up from any device.

• Make it easy to pay—especially now. Consider 
whether you’ll offer monthly or yearly payment 
plans, or both. More now than ever, patients 
will appreciate the option to pay by monthly 
installments. 

• Make it immediate. Initiate benefits the moment a 
patient signs up.

• Make it hassle-free. Eliminate sign-up fees, 
deductibles, waiting periods, annual maximums, 
and preapprovals.

• Assign a plan coordinator. Assign one person in 
your office to manage and track the plan.

• Get your team on board. Make sure all members 
of your team, including the doctors, understand 
and promote the benefits of a membership plan 
to your patients.

• Offer your plan to everyone! Don’t pick and 
choose to whom you offer your membership plan. 
Kleer’s data proves membership plan patients are 
worth 2.1X the value of the average uninsured 
patient.

• Set goals and track progress. You can start small 
and then build. Initially, set a goal to sign up 25% 
of the uninsured patients you see each week.

• Promote the plan. Promote it in your office, on 
your website, and through social media.

PROUD TO BE THE OFFICIAL MEMBERSHIP PLAN SPONSOR 
OF AADOM
Kleer is proud to be your official dental membership 
plan—and thrilled to work with hundreds of AADOM 
members! Our solution helps office managers in 
their role of patient advocate, team leader, and is an 
integral part of boosting practice performance. Kleer 
makes membership plan management as simple as 
possible, so you can spend more time on customer 
service, office operations, and patient care. 

For more on membership plans, visit Kleer’s website: 
kleer.com. n 
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