
Call Checklist & Tips
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Calls and quick interaction can be the difference between whether your leads book or
move on to another practice. In fact, offices that call their leads within the first 10
minutes of receiving their contact information are 25% more likely to convert those
leads consultations. Think of your call as an opportunity to establish a personal
connection with your patient and reassure them that they have picked the right
practice! 

Not quite sure what to say on the call? Not to worry - we’ve created a simple
checklist to help ensure that you’ve made the most of your calls.

Set the tone of the call: The call should not be positioned as a sales call.
Instead, use this call as an opportunity to develop a personal connection with
the patient and answer any questions they may have. Follow your scripting.

Tip: Most potential patients are difficult to reach via phone. If you are not
able to reach a potential patient by phone, try sending them a text and

email instead! 
 

You will more than likely have to follow up multiple times to get them
scheduled!

Confirm contact details: Confirming the details of the patient is a great way to
ensure the patient knows you are paying attention to their individual needs.
Confirm name, phone, and email.

Expectations: Give the patient a quick highlight of what they can expect at their
consultation: completing their paperwork, the amount they will pay, and any
information needed about any promo or special. Follow your pre-written scripting
about what is going on!

(Booked)Recap: Upon scheduling provide a recap of the appointment details.  
Send an immediate text message with the location's address, phone, and
appointment details. Let the patient know whom they should contact if they
have any additional questions come up.

(Not Booked)Recap: Schedule a time to follow up with the patient.  Set this
time and detailed notes in your CRM, EMR or whatever you use with reminders.  
Give the patient your direct contact email and phone number so they can
book sooner rather than later.


