
 

 

Client Acquisition Week 1 

Visit #1 

Drive to the first name on the list. Walk into the dental office carrying only 1 photo of your 

work with the oversized label placed on the back (see “materials needed”). Politely wait your 

turn. Walk up to the front desk receptionist and say: 

“Hello, I am from an implant dental lab right here by you. This is a picture of a case we just 

finished. I was hoping maybe you could put it on Dr. Smith’s desk.” 

Sure, I could do that. 

“Thank you so much. Could I ask your name?” 

Mary 

“Thank you, Mary. Would it be OK if I come back in a week or two? 

That would be fine. 

OK, thank you! Have a nice day. 

 

This script is effective 95% of the time and just goes smoothly because you are not asking for 

the doctor’s time. You are not threatening to the receptionist. In fact, your first job on this 

first visit is to make friends with her. If you ever make her say “I’m sorry, he’s with a patient” 

you have threatened her. 

15% of the time, she will feel “threatened” or “put out” or she will see you as a salesman and 

be rude or mean. She may even say they are very happy with their lab, no thanks.  

Take notes in a journal or notebook. Make it simple and quick, but make sure you can look at 

the notes afterward and remember how the visit went. For example, I’ll write the doctor’s 

name, the receptionists name next to that and a simple “Y” if I feel like it would be a good place 

to visit again and an “N” if I don’t. Ex: 

Dr. Alan Smith – Mary     Y 

Dr. Scott Taylor – Anna     N 

 



 

 

Every visit is critical and it is highly important that you follow the script. Keep in mind that 

things will always happen that can take you off script when you are standing in a dental office. 

Some are bad and some are good, but you need to be aware of them. Here are a few things 

that you will encounter and should be prepared for: 

• Screaming or obnoxious kids in the waiting room 

• Front desk receptionist is in a bad mood 

• The doctor walks out to see you 

• Receptionist takes you back to talk to him while he is doing a root canal 

• She says, “have a seat” 

• She puts you in his office 

A good backup plan is to have some set questions that you ask and a 30 second elevator pitch 

showing your lab in the best light possible. No matter what gets thrown your way, be confident 

in yourself and your lab. Don’t try to give too much or spend too much time on this first visit. If 

you do make it back to talk to the doctor, keep it quick and to-the-point. He will be grateful 

more likely to meet with you a second time. 

 

 

 


