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In any economy, a small business has its headwinds. The last few years have seen the cost 
of doing business increase and almost half (45.7%) of surveyed dentists say that increasing 
expenses is one of the top three challenges facing their practice1. Costs are one side of the 
growth equation and there may be some efficiencies to be had. But there are other KPIs on the 
revenue side of the equation that can help accelerate growth.  

Your practice is only as healthy as its patient base. In a recent survey, 26% of providers said they 
are concerned about simply maintaining patient volume1. To grow your practice and achieve your 
personal and professional goals requires the right mix of patient relationships. First, new patients 
who have 200% to 300% average higher financial value in the first 12 months compared to an 
existing patient2 and of course, existing patients who consistently return for ongoing care. Patient 
retention, acquisition and referrals are grounded in delivering exceptional clinical care. But for many 
patients, you may need to help them financially in order to help them clinically.

Here are a few KPIs CareCredit can help improve:

Acceptance of Recommended Treatment:   
For many practices, only 50% of existing patients commit to treatment and 
less than 30% of new patients move forward with care.3 There are 12+ million 
CareCredit cardholders. Many may be in your community and even in your 
practice – and already have a way to pay for recommended treatment.   

Cash Flow:   
Having cash available to pay bills and reinvest into your business is critical 
to growth.  Receiving reimbursement in a timely manner continues to be a 
challenge and the American Dental Association found 30.1% of surveyed 
dentists have dropped some insurance networks, and 16.1% indicate they 
will do so in 2025.1 With CareCredit, you get paid in two business days with 
no recourse to you*. Plus it saves your team time billing and managing 
Accounts Receivable so they can be more efficient and focus on patient care.  
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Accounts Receivable:  
Your team should be targeting a 98% collection rate of billable/adjusted 
production but unfortunately, most dental offices lose on average 9% of their 
A/R4.  Why take the risk of slow payments or damaging patient relationships 
with collections? When patients have an out-of-pocket cost, include CareCredit 
as a payment option up front. This may save your team time managing billing 
and A/R, which can be especially beneficial if you are short staffed.

Lifetime Patient Value:   
CareCredit can make it easier for more new patients to immediately accept 
treatment and give existing patients a financial resource for their family’s 
ongoing dental needs.** In fact, the average first ticket for a patient opening a 
CareCredit credit card in a dental practice is $2,200 and the average cardholder 
used CareCredit about two times in the first year.  
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* Subject to the representations and warranties in the Agreement with Synchrony.
** Subject to credit approval. 

There’s another lifetime value you should consider. 
For 35+ years CareCredit has helped providers help 
more patients through the right mix of financing 
solutions and insights and resources. Growth is a 
long-term process and CareCredit is in it for the 
long haul.  
 
For example, our Practice Development Team, 
many of whom have experience managing a dental 
practice, is available to help create a customized 
growth plan for your practice — at no cost.  It all 
starts with an 8-minute conversation to discover 
how CareCredit can be your true partner in growth. 


