Dental Cold Call Script Templates
Six dental cold call scripts for new-patient and referral prospecting, from a first-time caller to a lapsed patient, that book the appointment without pressure.
New-patient prospecting call
When to use: Use it as a first call to a prospective patient who has never visited your practice.
When to use
Use this as a first call to someone in your area who does not have a regular dentist, when your goal is to book an easy first visit, not to sell treatment.
Script
Hi [prospect], this is [your name] from [practice]. I will only take a minute -- is now okay?
I am calling because we are welcoming new patients from around [area], and a lot of people we reach have simply been meaning to find a dentist and never got around to it.
The reason for my call is easy: no pressure and no big commitment. We would just love to get you in for [offer] so you have a dentist you trust before something starts to ache.
Can I ask, do you have a regular dentist you see, or has it been a while?
If you are all set with someone you like, that is wonderful and I will not keep calling.
If you are due or overdue, could we book [appointment length] at a time that suits you? I will follow up once by [timeframe] and hold a spot in the meantime.
Patient referral call
When to use: Use it when an existing patient has passed along a friend or family member's name.
When to use
Use this when a current patient has referred a friend or relative, so the recommendation earns you an easy booking rather than a cold-call brush-off.
Script
Hi [prospect], this is [your name] from [practice]. [referrer] passed along your name and thought we would be a good fit -- do you have a moment?
The reason [referrer] mentioned you is that they are happy here, and they figured you would appreciate a practice that actually takes its time and explains things.
I am not calling to sell you anything. I would just love to make it easy for you to come in for [offer], since a friend already vouched for us.
Can I ask, are you currently seeing a dentist, or would a fresh start somewhere friendly be welcome?
If you are settled with someone you trust, no problem at all, and I will thank [referrer] for thinking of us -- no more calls.
If you are open, could we book [appointment length] at a time that works for you? I will follow up once by [timeframe] if I do not catch you.
Lapsed-patient reactivation
When to use: Use it when working a recall list of patients who have quietly drifted away.
When to use
Use this when working a recall list of patients who have not been in for over a year, so you re-open the door warmly rather than making them feel judged.
Script
Hi [patient], this is [your name] from [practice]. It has been since around [last visit] since we saw you, and I honestly just wanted to check in -- got a minute?
The reason for my call is not to lecture you. Life gets busy and checkups slip; it happens to almost everyone, and you are always welcome back.
I would just love to get you caught up with [offer] before any small thing has a chance to turn into a big one. No guilt, no pressure.
Can I ask, is staying on top of your dental health something you would like to get back to this year?
If you have moved to another practice, that is completely fine and I will update our records so we stop reaching out.
If you would like to come back, could we book [appointment length] at a time that suits you? I will follow up once by [timeframe].
Benefits-expiring call
When to use: Use it near year-end when unused benefits are about to expire.
When to use
Use this near the end of a benefits year, when a patient has dental coverage that will reset and go unused unless they book a visit in time.
Script
Hi [patient], this is [your name] from [practice]. I am calling with a quick, genuinely useful heads-up -- do you have a second?
The reason for my call is that your dental benefits reset on [deadline], and any coverage you have not used by then simply disappears -- it does not roll over.
I would hate for you to lose something you already pay for. Most patients in your spot can use it toward [offer] and walk in with nothing or very little out of pocket.
Can I ask, have you already used your benefits this year, or are they still sitting there?
If you have used them or would rather not come in, no problem at all and I will not keep calling.
If they are still available, could we book [appointment length] before [deadline]? I will follow up once by [timeframe] so you do not miss the window.
New-resident welcome call
When to use: Use it when prospecting new residents who left their old practice behind.
When to use
Use this when prospecting people who recently moved to your area and left their old dentist behind, so you become the easy, local choice before they start hurting.
Script
Hi [prospect], this is [your name] from [practice]. Welcome to [area] -- do you have a quick minute?
I am calling because moving means re-sorting a hundred little things, and a dentist is usually near the bottom of the list until suddenly it is not.
The reason for my call is to make that one thing easy. We would love to be your local practice, and getting started is as simple as [offer], no pressure at all.
Can I ask, have you found a new dentist here yet, or is that still on the to-do list?
If you have already found somewhere you like, that is great and I will not keep calling.
If it is still on the list, could we book [appointment length] whenever suits you? I will follow up once by [timeframe] and hold a spot.
No-show rebook call
When to use: Use it to recover a patient who fell off the calendar without rebooking.
When to use
Use this to recover a patient who cancelled or missed a visit and never rescheduled, when your goal is to make rebooking effortless rather than to dwell on the miss.
Script
Hi [patient], this is [your name] from [practice]. We had you on the calendar a little while back and never got you rebooked -- do you have a moment?
The reason for my call is not the missed slot at all; those things happen and it is genuinely no trouble on our end.
I would just like to get you back in for [offer] so you do not stay overdue any longer than you need to. I can make it quick and easy to sort right now.
Can I ask, is getting this taken care of still something you would like to do?
If now is simply not the right time, no problem at all, and I will not keep chasing you.
If you are ready, could we book [appointment length] at whatever time works best? I will follow up once by [timeframe] if I miss you.
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