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Home Dental 2 U offers our patients the unique opportunity to receive quality and professional preventative 

dental services in the comfort and convenience of their own home. Our experienced dental professionals provide 

a caring and confidential environment to ensure the patient's comfort, safety and privacy. 

We help each of our patients maintain good oral health practices so that optimal overall health can be achieved. 


Our personal in-home approach allows us to provide our patient’s the dental care and attention that they deserve 

and require keeping a healthy smile and body. Home Dental 2 U offers oral care services that improves the 

health and wellness of your smile by preventing, identifying and treating oral conditions before they cause further 

damage to your oral, costly dental treatments and overall wellness.  Every dollar spent on preventative 

dental care saves up to $50 in expensive dental treatments according to the American Dental Hygienists 

Association and the Center of Disease Control. Journal of Dental Hygiene


Our innovative mobile dental equipment easily transports into a private home, condo, apartment or care facility. 

The dental care is provided by an experienced licensed dental hygienist under the professional supervision and 

authorization of an experienced licensed dentist.    

The convenient preventative dental care offers each person the ability to easily obtain care that will help them

have healthier mouths and bodies.  We offer the best reasonably priced solution available today for people that 

“hate to go to the dentist” or just can’t or won’t make it to a regular dental office. 

Home Dental 2 U
941.720.5915
Website dentalhome2U.com
DH2U@gmail.com 
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Confidentiality Agreement 


The undersigned reader acknowledges that any information provided by Joleyn Carriveau & business partner in this business plan, other than information that is in the public domain, is confidential in nature, and that any disclosure or use of same by the reader may cause serious harm or damage to Joleyn Carriveau & business partner. Therefore, the undersigned agrees not to disclose it without express written permission from Joleyn Carriveau & business partner. 
Upon request, the undersigned reader will immediately return this document to Joleyn Carriveau. 







___________________
Signature 

___________________
Name (typed or printed) 

___________________
Date 

This is a business plan. It does not imply an offering of securities. 
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Home Dental 2 U offers oral care services that improves the health and wellness of your smile by preventing, identifying and treating oral conditions before they cause further damage to your oral, costly dental treatments and overall wellness.  Our innovative in-home mobile dental equipment easily transports into a private home, condo, apartment or care facility. The dental care is provided by an experienced licensed dental hygienist under the professional supervision and authorization of an experienced licensed dentist.  

Our patient’s will conveniently be able to obtain dental care without ever having to leave the safety, privacy and comfort of their own home.  We offer a simple solution to people that have time constraints, are afraid or have difficulty in access transportation to a private dental office. Within one year we will serve enough people to grow Home Dental 2 U into a profitable business.  

We believe that there is a need for our cost-effective dental services that offer our patients easy access to quality dental care, as well as being profitable for our business partnership. We envision a growing business model that will expand by both direct marketing and referrals into patients’ private homes and facilities.  Within three years we expect our business to be profitable and will consider expanding our professional providers and services as the demand for services grow.  

Our ideal customers will be high-risk seniors that live in care facilities or private homes, apartments or condo’s that have difficulty accessing transportation to private practice dental offices. Our direct competitors are private practice dental offices and skill nursing facility mobile dental service companies.  We offer a unique approach that will bring dental care to the patient instead of the patient having to go out to access the care they need.  Our quality in-home dental care will be reasonably priced as well as safe and convenient. 

We will offer assisted living facilities attractive rate packages to offer our convenient mobile dental services to their residents. We will also offer private home clients dental care packages that include our services and at home care products that will help them be healthier and stay in their private home longer. 

Our management team has over 40 years of combined dental business experience.  Both the dentist and dental hygienist have owned and managed successful private businesses for their careers.  The dental hygienist has served in leadership positions to their local, state and national professional dental associations and have received scholarships, awards and honors for their services. Both business partners are well respected by their patients, peers and business colleagues with awards and reviews that attest to the quality of their dental care and ethics of their business practices. 

We are excited and believe that our unique approach in offering in-home dental services will grow and become a profitable thriving business. The business will be privately funded by the two business partners and will have the potential for a complete ROI within 3-5 years from the business start-up. 
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	Business Name
	Home Dental, LLC – DBA Home Dental 2 U

	Company Mission Statement
	Home dental 2 U is committed to providing our patients with quality preventative dental care in a caring and professional manner provided in the comfort of one's home. 


	Company Philosophy/
Values
	
We offer quality and professional preventative dental services without having to leave your home. Our dental professionals provide a caring and confidential environment to ensure the patient's comfort and privacy. We help in maintaining good oral health practices so that overall health can be achieved, and our unique approach allows us to provide the individual attention that each patient requires. 


	Company Vision
	Our vision is to promote a more accessible way for individuals to obtain the essential preventative dental care services needed for optimal health

	


Goals & Milestones
	
1. Write a business plan that is fiscally doable and eventually self-sustaining


2. Find facilities/patients interested in our services on a consistent basis


3. Build a team of caring dental professionals that enjoy the work/services they provide




	Target Market
	Seniors and people that value convenient and continued home dental services that refer new patients

	Industry/
Competitors

	
1. Private Dental Offices

2. Medicaid SNF dental services



	Legal Structure/
Ownership
	


LLC partnership with Dentist ownership at 51% and RDH ownership at 49%
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	Business Name
	Home Dental LLC – DBA Home Dental 2 U

	Product/ Service Idea
	Provide comfortable home dental care that helps people mouths and bodies stay healthy

	Special Benefits
	Easy, convenient preventative home dental in the comfort of a person’s home 

	Unique Features
	No need to leave your home. Safer than going to a dental office. Reduces transportation issues and costs for patients. Reduces anxiety of having care in a dental office setting 

	Limits and Liabilities
	Only provides preventative services. Expensive for dental providers to travel and hard on equipment

	Production and Delivery
	Deliver by personal vehicle

	Suppliers
	Net 32, Simply Hygiene and Amazon

	Intellectual Property Special Permits
	LLC, Domain Name, liability insurance for all providers
Copywrite of business plan 

	Product/
Service Description
	Provide home dental care in the comfort of a home that is good for the patients’ health
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Market research

Primary Market Research:

· The total size of your industry – 36.9% 50+
· Trends in the industry – is it growing or shrinking? 21Million & Growing (https://acl.gov/sites/default/files/programs/2016-11/Florida%20Epi%20Profile%20Final.pdf)
· The total size of your target market, and what share is realistic for you to obtain 36.9 % of Florida’s oldest population in Pinellas & Sarasota Counties. Over 7 million seniors
· 93,000+ Assisted Living Facilities in Florida and growing
· 1093 Medicare Certified Agencies
· http://elderaffairs.state.fl.us/doea/pubs/stats/County_2018_projections/Counties/Florida.pdf
· Trends in the target market – is it growing or shrinking? How are customer needs or preferences changing? Reports show senior population is estimated to continue to grow in Florida. http://edr.state.fl.us/Content/presentations/economic/FlEconomicFuture&theImpactofAging_3-17-14.pdf

Barriers to entry 

What barriers to entry does your startup face, and how do you plan to overcome them? Barriers to entry might include:

· High startup costs 
· Initial Equipment Costs – $11,663
· Start Up Supplies $5,942
· Start Up Operational Costs - $8024
· Total $25,629
· Monthly Operating costs 
· Webhosting $465
· Social Media $200
· DocuSign $25
· Auto Scheduling Calendar $40 
· PayPal/Venmo or Software per transaction fees 2-3% of Sale
· Dental Software $170.
· Total Monthly Operating Costs $900
· Loan Payment $700 per month
· High marketing costs One day per week marketing Brochures, PPT
· Brand recognition challenges Simple catchy name, benefits to dental care in patients’ home environment
· Finding qualified employees Well connected to RDH’s looking for alternative work situations to work more independently 
· Need for specialized technology or patents HIPPA compliant website, easy to fill out forms to schedule
· Tariffs and quotas N/A
· Unionization in your industry Not applicable 

Threats and opportunities 
· Changes in government regulations – More expensive PPE’s due to Corona Virus Pandemic
· Changes in technology – More secure website for payments
· Changes in the economy Less spendable cash or value to our service
· Changes in your industry Higher regulations for OSHA/HIPPA standards
[bookmark: _Toc44492578]V. SWOT Analysis Worksheet 
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	Strengths
	Weaknesses
	Opportunities
	Threats

	Product/ Service Offering
	Convenient in-home preventative dental services
	Value for in home dental services. Transportation services. Prevention services only.
	Independent, assisted living for seniors.  
Hospitals open to Oral Care specialists
	Will facility staff, residents value services offered?

	Brand/ Marketing
	Convenient, prevention of future oral/systemic disease and problems
$1 spent on prevention save $35-$50 dental restorations
	Untraditional dental service model
	Safer and more convenient to have dental services provided in your home setting
	Patients may not be consistent or go back to regular dentist for full dental services 

	Staff/HR
	Dentist, RDH, and Accountant bookkeeper
	Maybe costly monthly
	No other dental providers in area provide this type of service
	Lots of running around and higher transportation costs

	Finance
	Self & Dentists. No outside institutional lenders.  Possible grant funding 
	Need many patients to cover monthly services
	No outside interest fees
	Not unending stream of clients initially

	Operations/
Management
	Dentist – Experienced business owner
	Limited technology experience with software & portable radiographic equipment
	Self-determined schedule
	Filling schedule to cover operational costs 

	Market
	Seniors and social services companies
	Seniors may have difficult booking/remembering appts online
	Pay in advance for services 
	Patients forget appointments

	Can any of your strengths help with improving your weaknesses or combating your threats?  If so, please describe how below.

	Have POA, family members or SS personal set up and pay for appointments in advance.  
Possible to have facility collect and pay for senior’s care and pay our company directly. 

	Based on the information above, what are your immediate goals/next steps?

	 LLC, final budget, legal agreement, Logo, website, brochures, marketing 

	

	Based on the information above, what are your long-term goals/next steps? 
Continued marketing to facilities, hospitals, independent living, social service companies. Home Health companies.  

	 






VI Service Features and Benefits 

· Ongoing support Accounting 
· Training CE Courses - Certifications
[image: ]                                                                         [image: ]
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Target customer Seniors and disabled health compromised individuals

Independent Senior Living & Assisted Living Facilities –
Social Service Companies
Hospitals
Consumers -
Health Compromised Seniors
Dentists – Patients that cannot get into dental practice

Identify your target customer groups, and create a demographic profile for each group that includes:

For consumers:
· 
· Age 55+ High Risk Seniors
· Gender Both Males & Females
· Location Private homes or apartments
· Income Discretionary income or dental insurance
· Occupation Retired
· Education level Any

For businesses:
· 
· Industry Independent senior living, assisted living & social service companies
· Location Hillsborough, Pinellas, Manatee & Sarasota Counties
· Size 25 Units +
· Stage in business All (startup, growing, mature)
· Annual sales?


Key competitors Private Dental Practices in Hillsborough, Pinellas, Manatee & Sarasota Counties. Senior Dental Care Inc, Sheridan Dental Services, PrevMed Dental Services
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VII. Competitor Data Collection Plan

	

Price




	
An Average of $100 for a preventative dental visit fee. 
	
$150 every other month for a dental visit 

	

Benefits/Features









	Full Service Private Dental Practice
	Preventative and limited dental services such as extractions and dentures/partials

	

Size/profitability











	Specific area, close to proximity to patient
	Large company providing direct bedside services to SNF patients. 

	

Market strategy






	Market to patients locally. We market to patients that it is difficult to go out to a dental office. 
	Direct marketing to SNF facilities. 
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For each factor listed in the first column, assess whether you think it’s a strength or a weakness (S or W) for your business and for your competitors. Then rank how important each factor is to your target customer on a scale of 1 to 5 (1 = very important; 5 = not very important). Use this information to explain your competitive advantages and disadvantages. 

	FACTOR
	Me
	Competitor
A
	Competitor B
	Competitor C
	Importance to Customer

	Products
	Private in-home dental service
	Park Street Dental 
	Modern Dental of St Pete
	Senior Dental Care
	Senior Dental Care

	Price
	$125dental /visit
	$25 Exam
$90 Prophy
$40 BXW
$20 FL Varnish
$175 Total

	($79 New Pt Special)
$25 Exam
$89 Prophy
$25 BXW 
$18 FL Varnish
$157 Total 

	150/ Every other Month for Dental Care Visit (Medicaid Medical Billing)
	225./ Month for Dental Care Visit (Medicaid Medical Billing)

	Quality
	Un-Established
	Good
	Good 
	?
	?

	Selection
	Dental Services
	Full-Service Dentistry
	Full-Service Dentistry 
	Limited service dental service billed indirectly through Medicaid 
	

	Service
	In Home Dental Care
	In Office Dental Services
	SNF
	SNF
	SNF

	Reliability
	Un-Established
	Excellent
	Excellent
	Excellent
	Excellent

	Stability
	Un-Established
	Good
	Good 
	Good 
	Good

	Expertise
	20 Years
	Specific to Office Practitioner
	10 Year
	
	

	Company Reputation
	New/None
	Established 
	Established 
	Established
	Established

	Location
	Personal Home location
	Location close to patients 
	Location close to patients homes
	SNF facility dental care provided bedside 
	

	Appearance
	To be determined
	Excellent
	Good
	Good
	Good

	Sales Method
	Direct with patient or facility
	Direct fee for service or Insurance Billing
	Online or monthly billing direct to patient
	Online or monthly billing direct to patient
	Online or monthly billing direct to patient

	Credit Policies
	PayPal/Venmo
	Care Credit. In-Office Payments Insurance
	Personal Credit card billing
	Personal Credit card billing
	Personal Credit card billing

	Advertising
	Website, Facebook, Instagram LinkedIn
	Website and referrals 
	Website, referrals, health fairs and local marketing through Rowdies soccer team advertising 
	Private Marketing to facility
https://www.myseniordentalcare.com
	

	Image
	New
	https://www.parkstreetdentalonline.com/
	http://www.stpetemoderndentistry.com/
	Private Marketing to facility
	Private Marketing to facility
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IX Marketing Expenses Strategy Chart


	
	Target Market 1
	Target Market 2
	Target Market 3

	One-Time
Expenses
· Included in initial business plan operating costs 
		Logo & FB DESIGN 300
	300

	Business Cards 160
	 

	Brochures & Fliers 750
	 

	Website Set Up 2900
	 


Total $4285 
Assisted Living Facilities 
	Same or 

Independent Living Facilities 

	Same

Senior Social Service and Guardianship Companies

	Monthly or Annual Expenses
	

$40 per month per facility for OH packages
	

$40 per month per facility for OH packages 
	

$40 per month per facility for OH packages

	Labor Costs
	
RDH Owner to provide
	
RDH Owner to provide
	
RDH owner to provide 





X. Marketing & Advertising 

Marketing – Initially focus on Pinellas County and expand to Hillsborough, Sarasota and Manatee Counties as business grows. 
· Business website
· Mobile marketing
· Search engine optimization
· Content marketing
· Print marketing materials (brochures, flyers, business cards)
· Public relations
· Trade shows
· Yelp
· Next Door App
· Social media marketing
· Email marketing
· Networking
· Word-of-mouth
· Referrals



XI. Pricing for Individual & Plans


	Individual/Patient Fees
	HD2U Annual Package Special
	3 PM / Year Package
	4 PM / Year Package
	

	$125.00-$130.00
	$299/Year
	399/Year
	499/Year
	

	
Individual Membership Plans - Exam, X-Rays, Prophy/Debridement, Fluoride & Oral B Toothbrush $299/Year 
Facility Membership Plans - Exam, Xray, Periodontal Maintenance/Debridement, Fluoride & Electric Oral B Toothbrush 
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	Business Name
	

Home Dental 2 U 

	Business Pricing Strategy 

	

	
Value Based

Based on your competitive advantage and brand (perceived value)
	


	
Offering unique preventative dental services for $125 to $135 per visit fees.

Offering a dental package to include:

Package 1 - Exam, x-rays, intra-oral photos and 2 prophy’s (dental cleanings) including fluoride varnish and Oral B Electric toothbrush.  $299/patient/year
Facility billing at $250 /patient/year (Referring -SS/Guardian will keep a $30 processing/referral fee)

Package II - Exam, x-rays, intra-oral photos and 2 prophy’s (dental cleanings) including fluoride varnish and Oral B Electric toothbrush.  $299/patient/year
Facility billing at $250 /patient/year (Facility will keep a $50 processing/referral fee)

Package III- Exam, x-rays, intra-oral photos and 3 prophy’s (dental cleanings) including fluoride varnish and Oral B Electric toothbrush.  $399/patient/year
Facility billing at $350 /patient/year (Facility will keep a $50 processing/referral fee)

Package IV - Exam, x-rays, intra-oral photos and 4 prophy’s (dental cleanings) including fluoride varnish and Oral B Electric toothbrush.  $499/patient/year
Facility billing at $450 /patient/year (Facility will keep a $50 processing/referral fee)










I. Distribution Channels

What methods of distribution will you use to sell your products and/or services? These may include:

· Cold Call Marketing 
· Website
· Referrals
· Private practice dental offices - referrals
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[bookmark: _Toc44492586] Management Worksheet 

	

Bio/s








	
Dr Kirk Parrot

Joleyn Carriveau RDH, BS, PDHC (Bio and Resume Attached)

	


Gaps in Management or Experience










	Marketing

Legal Advisor

Website Development and management

Social Media management

Medical Home Care Advisor

Social Services/Guardianship Advisor

	


Advisors











	
Small Business Mentor - Shawnee Angelle of Score
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Owners

Dr Kirk Parrot
Joleyn Carriveau RDH


Attorney
Web Designers
Barb & Kevin Kemp Kemp Designs

SBA Business Advisor
Shawne Angelle
Bookkeeper
Kim Raymond
Social Media Advisor & Manager
Kellie Clover

Marketing Advisor
Eric Rossborough

Guardianship Advisor
Karla Gowen


TITLE

Medical Home Health Advisor
Cindy Zopf BSN


TITLE

Accountant 
Deb Jorgansen 
TITLE
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1. 12-month profit & loss projection - Attachment

2. 3-year profit & loss projection - Attachment

3. 12 Month Cash flow Projection - Attachment

1. 3-year cash flow statement – Attachment 
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1. Agreements (Leases, contracts, purchase orders, letters of intent, etc.)
2. Intellectual property (trademarks, licenses, patents, etc.)
3. Resumes of owners/key employees
4. List of equipment and supplies
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