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Internally marketing your implant practice

Patients make an emotional buying decision. The overall success of an implant practice is dependent on a cohesive approach 
to answering common questions through scripting. Scripting common questions will provide the team with the confidence 

they need to successfully get cases accepted. Having written scripts will allow for the use of positive and effective systems to 
grow personally, professionally, increase practice production and ultimately touch and improve individual lives. Learning 
objectives of this study are: Effectively communicate the benefits of implants; provide proven scripts to improve case acceptance 
and discuss the benefits of offering several payment options.
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