Dental Sales Script Templates
Six dental sales scripts, from the new-patient call to treatment plan presentation and cost talk, that lift case acceptance without the hard sell.
New patient inquiry call
When to use: Use this when a prospective patient calls the practice for the first time.
Open (warm and private)
Thanks for calling [practice name], this is [your name]. I would love to help. May I get your name?
Understand the need
•  What made you reach out today, [patient name]?
•  Are you in any discomfort right now, or is this more of a checkup?
•  Have you been to a dentist recently?
Shift from price to goal
Many people ask about cost first, which is fair. What I would love to do is get you in so the dentist can see what you actually need, and then we can talk about options and cost with real information.
Book the visit
I have [appointment time] open. Shall I hold that for you? The next step is [next step], and we will send everything you need beforehand.
Treatment plan presentation
When to use: Use this when presenting recommended treatment, to lift case acceptance.
Frame the health picture
[patient name], based on what we found, here is what is going on and what I recommend.
Explain the recommendation
•  What [treatment] does and why it matters for your health.
•  What happens if we wait, in plain terms, not scare tactics.
•  What the result looks like once it is done.
Present cost with confidence
The investment for [treatment] is [fee or price]. I will also walk you through how we can make it manageable.
Ask for the decision
Most people, once they understand the why, want to move ahead. The next step is [next step]. Shall we get you scheduled with [practice name]?
Cost and insurance conversation
When to use: Use this when a patient asks about cost, coverage, or payment.
Acknowledge the question
That is a fair question, [patient name], and I want to be clear with you rather than surprise you.
Explain cost and coverage
•  The fee for [treatment] is [fee or price].
•  If you have insurance, we will check your benefits and estimate your share before you commit.
•  We also offer payment plans so the cost is manageable.
Reassure
There are no surprise charges. You will see the full picture before anything is scheduled, so you can decide with confidence.
Move forward
If it feels right, the next step is [next step], and I can verify your benefits today.
Fear and hesitation handling
When to use: Use this when fear, cost, or nerves are holding a patient back.
Acknowledge first
I hear you, [patient name]. A lot of people feel nervous about [concern], and there is nothing wrong with that.
Understand the real worry
•  Can you tell me a bit more about what is holding you back?
•  Is it the comfort, the cost, or something from a past experience?
Lower the fear
Here is how we make this easier for you. Depending on the worry:
•  If it is comfort, we can explain every step and options to keep you relaxed.
•  If it is cost, we can look at payment plans for [treatment].
•  If it is trust, we can start small and go at your pace.
Gentle next step
No pressure today. If you are open to it, the next step is [next step].
Recall and reactivation
When to use: Use this to reach patients who are overdue for a checkup or cleaning.
Warm reopen
Hi [patient name], this is [practice name]. We were going through our records and realized it has been a while since your last visit. No worries at all, life gets busy.
Care first
Regular checkups catch small issues before they become painful or costly, so we wanted to make it easy to get you back in.
Make it easy
•  We can hold [appointment time] for you.
•  If that does not work, we will find a time that does.
Simple next step
The next step is [next step]. Reply or call and we will take care of the rest. We would love to see you again.
Membership plan offer
When to use: Use this when a patient has no insurance, to present a membership option.
Open
[patient name], since you mentioned you do not have dental insurance, I want to make sure you know about our in-house membership plan.
Explain the value
•  For [fee or price] a year, it covers your routine visits and cleanings.
•  It also gives you a discount on any other treatment you need.
•  There are no claims, no waiting periods, and no surprises.
Why it helps
For patients without insurance, it usually costs less than paying visit by visit, and it keeps you coming in for the care that prevents bigger bills.
Next step
If that sounds useful, the next step is [next step], and I can sign you up today at [practice name].
Free template from sem.chat  ·  https://sem.chat/templates/dental-sales-script
