
THE HIDDEN POWER OF THOUGHTFUL GIFTS IN SPECIALIST REFERRAL RELATIONSHIPS

I once referred a massive amount of work to one particular endodontist, year after year. We are 
talking well over two hundred thousand dollars in production annually for nearly two decades. 
Every Christmas without fail, a big can of peanuts from Costco showed up at my office.
The problem? I’m allergic to peanuts. I never ate a single one.
For twenty years those cans piled up or got passed along because the sender never took the 
time to learn that simple fact about me. It was only when my wife happened to be covering the 
front desk one holiday season that she noticed the pattern, picked up the phone, and politely let 
their office know. They had no idea. They had never asked.
That story has stuck with me ever since, and not in a good way. It became my textbook example 
of what not to do when trying to nurture referral relationships.
Look, I get it. Sending gifts is one of the ways we say thank you. But when you treat your 
highest producing referrers exactly like everyone else with the same generic bulk item, the 
message you actually send is that you don’t really see them. You don’t know them. And in a 
profession built on trust and personal connection, that stings.
The contrast is striking. One of my periodontists noticed I wore French cuff shirts and surprised 
me with a beautiful pair of cufflinks from Tiffany’s. I still remember that gift years later. It wasn’t 
about the price. It was about the observation and the care behind it. That small act of attention 
told me I mattered as an individual, not just as a source of cases.
Specialists, here’s what I want you to take away. Your referrers are busy professionals with 
families, preferences, and yes, sometimes allergies or specific tastes. Taking a few minutes to 
learn those details pays enormous dividends. Ask questions. Listen during case discussions or 
quick calls. Make notes. Then let those insights guide how you show appreciation.
A thoughtful gift, no matter the size, becomes a story that gets retold. It strengthens loyalty. It 
makes your practice stand out in a sea of competent but forgettable options. And in the long 
run, it drives more consistent referrals because people naturally want to work with colleagues 
who make them feel truly valued.
Generic gets forgotten. Personal gets remembered.
The choice is yours every single holiday season, milestone or for no reason at all. 

“People will forget what you say, they will forget what you do but they will always remember 
how you made them feel.”


