
Prior to scheduling their new patient appointment

new patients are going to do their research before calling to schedule an appointment. Even if they were referred by a friend or family 

opportunity to show them why they should choose you as their dental care provider.

If you don’t have a website, then get one. In the age of iPads and smart phones almost everyone has access to the internet. This is also 
an area that you can control (other than what happens in your practice). Existing patients have the ability to write reviews on other web 
resources and this is easily accessible to new patients looking for information. The only control you have over what is written is giving 
them outstanding service that they want to rave about instead of criticize. Here are some simple suggestions of what to include on your 
website to enhance your online presence and thus enhance the perception of possible new patients.

Keep the main page simple. Include your practice logo, 
location and phone number, along with tabs to other 
pages. You want your contact information to be front and 
center. If they are interested in other aspects of your 
practice then give them the option but don’t overload the 
main page with information.

Include an “About” page. Patients want to know who they 
are going to meet and potentially give their money to. 
This does not need to be an autobiography but a quick 
introduction to who you are. The more they can relate the 
more comfortable they will feel.

Create a section with positive reviews from current 
patients. Here you can control what is posted and also 

To really wow them, include a patient education section. 
With a tool like Guru you can include animations that 
explain common to more complex procedures. Here they 
can get an idea of what services you provide as well as a 
better understating of good oral health.
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Life is full of choices and patients have multiple options when it comes to their dental care.  A positive �rst 
impression - usually via your practice website - goes a long way towards impressing patients. But other factors, 
such as entry paperwork, the lobby environment, and how well treatment options are explained to them (and 
their loved ones!) are just as important. The patient expereince is a continuum, so be sure to look at all aspects of 
the patient’s interaction with your practice.

             The more 
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During their initial new 
patient visit
Now that they have chosen to visit your practice you have to 
impress them from the time they walk through your door to the 
time they walk out. This is not just a friendly welcome and 
goodbye from your receptionist. Patients pay attention to the 
detail and the more you customize the experience to each 
individual the happier they will be to return. This does not have 
to be complicated. Here are some simple suggestions that make a 
world of di�erence to not only new patients but existing ones.

After they have left 
your office
At this point they have a pretty good idea if they want to return 
to your practice or keep looking. You have already wowed them 
with an easy to navigate informative website. They have seen 

exam with a customized presentation that left them impressed 
with the attention to detail and obvious care for their overall 
health. Now what? Follow up.

Following up doesn’t need to be a huge deal. You don’t need to 

It’s as easy as sending a thank you card. Thank them for visiting 

You can include a discount o� their next appointment or a referral 
card for them to give to someone else. Again it doesn’t need to 
be extravagant. The point is to show your appreciation and 
attention to detail.

Since you have already sent them an email with their custom 
presentation through Guru, you can track how many times they 
have watched the presentation. If they have watched it several 
times you know they are still contemplating the treatment. This 
is a great opportunity to give them a call to discuss moving 
forward or answer any questions they may have. These are all easy 
and simple ways that make a powerful impact on their new 
patient experience.

Obviously this isn’t always possible but it gives them the 
option to prepare. The new Guru6 will allow you to send 
an electronic health history and risk assessment form that 
will give both you and the patient an idea of treatment 
options.

recognize them as they walk in the door and you can 
greet them appropriately. Remembering someone’s name 
is such a small detail but leaves a lasting impression. 
Unless you have more than one new patient scheduled at 
the same time then you will easily recognize that they 
have not been there before because you have not met 

-
ment for them and the more comfortable they feel with 
their surroundings the more relaxed they will be.

exam including hygiene cleaning, x-rays, intraoral images 
(if applicable) and Doctor exam. At this point if there are 
areas of concern you are going to educate them on 
possible treatment options. Sure you can give them a 
brochure or have them watch a movie that explains the 
average patient. But remember you want to customize 
their experience based on their issues not the average 
person. This is where Guru comes in. You can create a 

their x-rays, intraoral images and highlight the areas of 
concern. A completely customized presentation tailored 
to their needs.

At this point most new patients aren’t going to say yes to 
treatment. They are going to go home and look over their 
budget and discuss with their spouse or family. A tool like 
Guru, allows you to email their custom presentation home 
so they can again see, as well as show other decision 
makers what is being suggested and why. Giving them all 
the tools to make an educated decision for a course 
of action.

01

02

03

04

05
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             Give them 
all the tools they 
need to make an 
educated decision.




