
 

 

Client Acquisition Week 2 

Visit #2 

This is the appointment visit.  

You will do these visits on Tuesday, Wednesday, and Thursday, setting aside 2 hours each day. 

Go to Costco (or a local warehouse type supermarket – WalMart works just fine, but Costco will 

have your best prices) and buy enough treats for the full week of #2 visits. You are going to visit 

everyone that you gave a “Y” for yes. That will most likely be 8 per day. Buy 24 treats! Yes, 

that’s a lot, but it’s not overwhelming and it’s going to be worth your effort. They should cost 

around $5-$6 each. A big, colorful bag of popcorn or caramel corn is great. 

Put your sticker on the front and another one on the back of each bag (see “Materials 

Needed”). Homemade treats are not acceptable. Other good ideas for treats are peanut butter 

pretzels, pretzel sticks, small jug of M&M’s, peanut clusters, Skittles, anything big and colorful 

that looks worth more than you paid. Buy 24 and apply your stickers.  

Have a flyer printed following a template we provide and can even design for your lab. This 

flyer will feature a product that you are excellent at producing. The flyer will have a great photo 

of that product, say a little about it, feature the price, and include your lab logo, phone number, 

address, web page, and a call to action – include this flyer with your 1st case to receive a 25% 

discount, or ½ off first crown, or whatever you feel comfortable with. It must be kept very 

simple.  

Below is a sample of my flyer – 

Notice the high quality logo, the attention-grabbing title featuring one product, the high 

quality, beautiful image of a case my lab did, and the simple layout of the flyer. This has been a 

very effective flyer for me because it is not overwhelming, it only focuses on one thing, and it 

provides the doctor with all the necessary information. You’ll also notice, there’s no call to 

action on this flyer, but there will be one on yours.  

Here’s a link to the template: 

Marketing Flyer 

*This is a slightly different version of the flyer, but still contains all the key elements 

 

file:///C:/Users/bosic/Desktop/RiversideDS%20Marketing/TeethXpress%20flyer.docx


 

 

 

 

 

 

 

 

 

 

 

  



 

 

Considerations 

Visit #2 will take longer per visit than #1. And it will get a little crazy, but that just means that 

the plan and program are working. 

Keep your sales journal with you all the time. You will be scheduling appointments and it is 

paramount that you don’t schedule 2 at the same time or that they are too close together 

potentially making you late for an appointment. 

DO NOT MISS AN APPOINTMENT 

DO NOT BE LATE FOR AN APPOINTMENT 

 

Script 

(You) 

(Receptionist) 

Walk into the dental office with a treat that has 2 stickers on it and a sharp, new, eye-catching 

flyer.  

Wait your turn. 

Walk up and say, “Hi, Mary. This is for you, you can share it if you want to.” 

Thank you! This looks delicious. 

“You’re welcome. I have a promotion on full arch hybrid zirconia” – hand her the flyer 

“I know Dr. Smith is very busy. I was hoping maybe you could look at his schedule over the 

next few days and maybe give me 2 minutes between patients to meet him”. – Now stay 

quiet and let her speak first 

Hmm, he is very busy, I don’t know if he has time 

Stay quiet. 

Well… maybe this Thursday at 2:40. He might have a minute there.  

“Fantastic. Thank you so much. I will see you Thursday at 2:40” – Write it down 



 

 

70% of these visits go just about like that – with an appointment as a result. 

She feels a little obligated to help you because you just gave her a treat. You also brought a 

flyer which is great for her because if she is going to have the doctor meet with you, she now 

has two possible things he could be interested in, making him happy with her for bringing you 

in. 

The doctor is much more likely to meet with you while you are there trying to set an 

appointment than at your 1st visit. The 2nd visit is very important, especially if he liked the photo 

on his desk that you brought with visit #1 a week ago. They will like that you are persistent and 

consistent.  

When you have finished week 2 with 24 #2 visits, on average you will have 16 set appointments 

or at least invitations to come back. 

Even with your treats on her desk, you will get told that they are not interested in using a 

different lab or they may tell you to get lost or “maybe come back in 2 seeks and I’ll try to fit 

you in then.” 

This is when you start thinning out your list. After visit #1 you had some offices you knew you 

did not want to go back to, so cross them off the list.  

After visit #2 the same thing happens and you cross a few more off your list. Over years of 

nationwide averages, I can give numbers that will be surprisingly close to what will actually 

happen with your efforts. Do not stray far from the script. Don’t bring up other stuff. Don’t try 

to make up stuff if it’s not going well. Just say, “have a nice day, see you soon” and walk out. 

These scripts are golden words that are successful far more often than not. 

Visit #1 and visit #2 stay on script. 

Visit #3 is the appointment that cannot run on a strict script. But suggestions, guidelines, 

possible questions, answers, and discussions will be prepared. 


