
Program Topics :

7. Meet and Greet at the Clinic - 
Welcome Protocols / Systems

8. Treatment Coordinator - 
Invisalign Consult Live

9.  Treatment Coordinator - 
Implant Consult Live

4. First Phone Call ( New Patient ) - 
Teeth Straightening Enquiry

5. Pre Booking Fee 6. Diary Zoning and Productivity

1. First Phone Call ( New Patient ) - 
General Assessment Enquiry

2. First Phone Call ( New Patient ) - 
Emergency Dentistry Enquiry

3. First Phone Call ( New Patient ) - 
Dental Implant Enquiry

5 STAR PATIENT EXPERIENCE

NEW PATIENT  CONSULTATION

10. Treatment Coordinator - Smile Consult Live 

17. Patient Interview Step 7 - Diagnosis 18. Patient Interview Step 8 - Diagnosis 19. Patient Interview Step 9 - Diagnosis

14. Patient Interview Step 4 - Diagnosis 15. Patient Interview Step 5 - Diagnosis 16. Patient Interview Step 6 - Diagnosis

11. Patient Interview Step 1 - 
Introduction

12. Patient Interview Step 2 - Diagnosis 13. Patient Interview Step 3 - Diagnosis

20. Comprehensive Clinical Assessment

64. Post Treatment Courtesy Call ( 
Patient in Mid Treatment Phase )

65. End of Treatment Protocol 

( In Clinic )

66. End of Treatment Protocol 

( Referral and Membership stage )

72. Handling Negative Google 
Reviews

73. Awareness Marketing - BNI 
Network 1 Minute Pitch Strategy

74. Awareness Marketing - Social 
Meet Pitch strategy

82. Staff Quarterly Progress 
Interview

83. Staff Pay Rise Request Handling 84. Staff Conflict Handling

75. Awareness Marketing - 5 Minute 
Speaker Stage - Sponsor Strategy

76. Speaking Skills - 5 Basic Tips 77. FB Live 5 Minute Video - Script 
and Technique

85. Staff Performance Management 86. Meeting with Finance Team 87. Meeting with Treatment 
Coordinator

88. Meeting with Clinicians - 
Performance Review

89. Meeting with Clinicians - 
Clinical Review

90. Meeting with Marketing 
Coordinator

61. Treatment Delivery - Step 1 ( Set 
up tools / Communication / 
Techniques )

62. Treatment Delivery - Step 2 

( Managing Expectations - Time / 
Pain / Experience )

63. Treatment Delivery - Step 3 

( Closure and Post Operative 
instruction )

69. Asking for Testimonial - In 
Clinic

70. Asking for Referral - In Clinic 71. Recommending Membership - In 
Clinic

79. Practice Team Meeting 80. Morning Huddle Meeting 81. Staff Interview Technique

93. Theatre Skills 1 - Managing your 
Reaction / Response

94. Theatre Skills 2 - Managing your 
Emotions ( Anger / Frustration )

95. Theatre Skills 3 - Managing your 
Anxiety at work

59. Personality Profile 3 - Sales Tip 60. Personality Profile 4 - Sales Tip

68. Follow up Call - Non Members67. Follow up Call - Members

92. Meeting for Business Strategy91. Meeting with Membership Coordinator

78. Content Creation Workshop - Team Event.

96. Body Language Tips

56. Talkative Patients Handling 57. Personality Profile 1 - Sales Tip 58. Personality Profile 2- Sales Tip

53. Difficult Patient Handling - 10 54. Abusive Patient Handling - In 
Clinic

55. Abusive Patient Handling - On 
Phone

50. Difficult Patient Handling - 7 51. Difficult Patient Handling - 8 52. Difficult Patient Handling - 9

47. Difficult Patient Handling - 4 48. Difficult Patient Handling - 5 49. Difficult Patient Handling - 6

44. Difficult Patient Handling - 1 45. Difficult Patient Handling - 2 46. Difficult Patient Handling - 3

41. Handling Anxiety - 1 ( Mild ) 42. Handling Anxiety - 2 ( Moderate ) 43. Handling Anxiety - 3 ( Severe )

37. Sales Objection Handling -7 38. Sales Objection Handling -8 39. Sales Objection Handling -9

34. Sales Objection Handling -4 35. Sales Objection Handling -5 36. Sales Objection Handling -6

31. Sales Objection Handling -1 32. Sales Objection Handling -2 33. Sales Objection Handling -3

28. Comprehensive Treatment 
Planning Level 4 ( Plan E / G / S / A / 
B / C )

29. Comprehensive Treatment 
Planning Level 5 ( Plan E / G / S / A / B 
/ C / D )

30. Patient Information Step 14- 
Ethical Sales Closure Technique 2

25. Comprehensive Treatment 
Planning Level 1 ( Plan E )

26. Comprehensive Treatment 
Planning Level 2 ( Plan E & G )

27. Comprehensive Treatment 
Planning Level 3 ( Plan E & G & S )

21. Patient Information Step 10 - 
Story Narration Techniques

22. Patient Information Step 11 - 
Product / Service

23. Patient Information Step 12 - 
Building Trust and Evidence

NEW PATIENT - SALES AND COMMUNICATION TIPS

NEW PATIENT CLINICAL ASSESSMENT 
AND TREATMENT PLANNING

TREATMENT DELIVERY AND POST TREATMENT TIPS

SALES OBJECTION HANDLING

PATIENT MANAGEMENT

ETHICAL MARKETING

TEAM MANAGEMENT

SOFT SKILLS TRAINING

97. Sunday Power Hour 98. Relaxation and Stress 
Management

99 Personal Priority Calculator

100. Spirituality And Free Space

PERSONAL MANAGEMENT

24. Patient Information Step 13 - Ethical Sales Closure Technique 1

40. Sales Objection Handling- 10


