
 

 

Week 3 

Visit 3 

This visit is going to be different than the first two. There can’t be a set script, but there will be 

directions the conversation will go that have already been anticipated. By the time you read 

through and familiarize yourself with possible discussion directions, you will feel comfortable 

and well prepared for the short meeting you will have with the dentist. 

Go in relaxed. This is not “do or die”. The world doesn’t hang on the results of this meeting. You 

won’t blow it any time with the dentist is highly valuable and you are here to build value and 

build a bond with them. You don’t have to walk out with a case. He doesn’t have to like you… 

yet you don’t have to sell him or convince him of anything. You are simply there to see if 

working together might be a good fit. 

Here are a few possible scenarios: 

 

(You) (Dentist) 

 

Hi, I’m Scott. Thanks for taking a minute to talk to me 

Sure, tell me about your lab 

I would love to. We are an awesome lab, our clients say our work saves them time and 

money. Do you restore implants? 

Yes I do. I place a few also. How much are your custom abutments? 

What system would you like to use? 

Straumann. 

Good, that’s a great company. We do a lot of Straumann abutments, but Straumann on 

Straumann gets expensive. 

I’m ok with a knock-off abutment to save money. 

Great. In that case, a custom abutment and crown together are only $425. How does that 

compare to what you are getting now? 



 

 

I get mine for a little less. It’s $375 I think.  

That’s a good price. How many do you do in a month? 

7 or 8 probably. 

I would love to do your 1st one for $100. Does that sound fair? 

Yes, that sounds good. 

Do you have a case you could send with me? 

Not today, but I have one coming up on Friday. It has 2 implants. You could maybe charge the 

$100 on one and match my $375 fee on the other one? 

Yes, I would be glad to do that just to show you our work. When you put these in then we can 

talk about how we compare. 

Ok that sounds good. 

I will call you on Friday to see when I can pick it up. Thank you. 

 

 

 

Hi, I’m Scott. I have a dental lab right here by you.  

Hello, I’m Dr. Smith. I saw your photo. Do you have any actual cases you could show me? 

Yes I do. I could bring one over from the lab any time to show you. What kind of a case are 

you looking for? 

 

 

 

 

 



 

 

Hi, I’m Scott with Riverside Dental Studio. We are here in your area and we are a great lab. 

What type of restorations do you prefer? 

That depends on if it is posterior or anterior, implant or bridge. 

That’s good to hear you put the right restoration in the right place. We are amazing at saving 

you time and money. We specialize in implant restorations and cosmetics and our work drops 

in with no or very little adjustment. 

That sounds great. Do you have a sample of your work? 

Will you have a case you could let me take back to the lab? I will do a crown for ½ the fee so 

you can see for yourself how well it seats and how nice it looks.  

Sure, come back around 4:00 

 

 

 

Hi, I’m Scott. I have a lab 10 minutes from you. I wanted to meet you because I offer exclusive 

services to close clients. We are excellent at custom shading, helping you treatment plan, 

meeting with you and a patient, fast pick-up and delivery, pouring alginates, and offer a quick 

5-day turnaround. We can save you and your office time because we are so close. 

How do you do your custom shading? 

We have a dental chair in a color-corrected room. We see the patient and take a preliminary 

shade, finish the crown, then see them again to match the final. 

 

 

 

 

 

 



 

 

The meeting with the dentist has 2 goals: 

#1 – Start the bonding process. Find out about them and their needs and make a plan to fill 

those needs. 

#2 – Get that first case! 

 

In the conversations previous, the lab owner is doing all the talking up to that point. Hopefully 

the dentist will interject their opinion. If not, you are going to ask them some discovery 

questions: 

Do you have a digital scanner? Mill? What brand? 
Have you used much translucent zirconia? Why?  
What are your favorite restorations? Why? 
Do you have your lab do much custom shading? 
What restoration do you normally use for anteriors? Why? 
Do you place your own implants? What system do you use? 
Do you place screw-retained crowns? 
Are you doing full arch hybrid cases? What materials? 
Do you use custom abutments? 
Do you belong to a study club? Which one(s)? 
Would you be willing to let me take a case and show you what we can do? 
What lab do you currently use? 
What do you like about what they do for you? 
 
Smile. Use their name, get them talking about themselves. Don’t overstay your welcome, but 

any bonding you can do with the dentist will pay off huge. This is the right time to ask them 

questions about their office and what they expect from their lab. 

 

 

 

 

 

 



 

 

 

What now? 

Get back in the office every week. Take something new: 

1 – Print a new flyer with different products 

2 – Hand out the printed post-it notes and pen along with a lab product like your lab slips or an 

article that would be interesting. Put your sticker on the article. 

3 – Display case 

4 – 2 Actual photographs of close-up pictures of your work with your label affixed to the back 

 


