
HUBSPOT 
● CRM tool 
● Used daily to track patients 
● Source of truth for tracking conversion 

DAILY REPORTING SPREADSHEET
● Tracking of revenue and forecast for assigned clinicians 
● Accountability for ensuring clinicians are going to hit revenue and there 

books are optimised and productive

AIRCALL
• Patient communication via SMS or Phone Call 

EMAILS (GMAIL)
• Patient communication via Email 

PC ADMIN 

 



HUBSPOT
FINDING PATIENT CONTACT IN CONTACTS



HUBSPOT
FIND PATIENT CONTACT - VIA DEALS



HUBSPOT
CREATING NEW PATIENT CONTACT 



HUBSPOT
ENTERING A DEAL INTO HUBSPOT 
When entering a deal in hubspot you need to: 

1. Select the contact
2. On the right hand side view the deals section
3. Select the ‘Auto Generated’ deal 

a. If there is NO auto generated deal then you must create a new deal - you are not to 
use any other existing deals showing in the deals section as these belong to 
enquiries 



HUBSPOT
ENTERING A DEAL INTO HUBSPOT 
You must input all data into the fields 
provided in these screenshots 

Deal Name - Patients Name 
Deal Stage 
Amount - Value of Deal 
NP Consult Date 
Deal Owner - PC 
Treatment - Select Type
Treatment Start Date - If ‘Won’ Please 
Input Treatment Start Date 
Dentist 
Consultation Type 
Close Date - Date you have closed or you 
expect the deal to close 
Payment Method 
Production - Is it High (HP), Medium (Invis 
etc) or Low (Hygiene, flgs etc)
PC Score - Likelihood to Close Deal 



HUBSPOT
UNDERSTANDING THE DEAL PIPELINE



HUBSPOT
UNDERSTANDING THE DEAL PIPELINE

PENDING PATIENTS WON PATIENTS 



HUBSPOT
HOW LONG SHOULD PATIENTS STAY IN THE PIPELINE OF MY HUBSPOT PIPELINE?

PIPELINE SECTION TIME PATIENT SHOULD BE IN 
PIPELINE

CONTACT POINTS DURING PIPELINE

NP Attended 2 weeks 4 points of contact over 2 weeks 
2 in the first week 
2 in the second week 

Impressions/Scans Taken 2 weeks 4 points of contact over 2 weeks 
2 in the first week 
2 in the second week 

Finance Submitted Super 4 – 6 Weeks During application 1 – 2 times*
Once application approved 2 times – First 
time to say congratulations on approval and 
ask for funds, second time once funds 
transferred to book appointments 

Finance Pending Payment Plan 3 – 5 Days Following up patients for documents if 
seeking special approval or loan approval 

Follow Up At A Later Date 3 – 6 Months Depending on reason to why follow up at a 
later date



HUBSPOT
BEFORE MOVING A PATIENT INTO CLOSED LOST PLEASE ENSURE 

1. You have exhausted all options to try and close/win this patient – treatment plan, pricing, 
financial options 

2. Have you spoke to your TL or BM about this patient’s case to seek their opinion 

3.  Have you completed adequate follow up

4. Did this patient experience ‘WOW customer service’ from Dental Boutique

5.  Identify where you think this patient became ‘lost’ in the service to not close – dentist, PC, 
experience



HUBSPOT
AW SALES OVERVIEW DASHBOARD

Update filter relative to: 

1. Deal Pipeline
2.  Owner
3. Date Range

(Next Slide for Step 2)



Review these charts in the 
dashboard
Hover over the segment of 
the chart to see the results 
of: 

1. Deals Won & Lost by 
Close Date

2. Deals Won & Lost by 
Consult Date 

HUBSPOT
AW SALES OVERVIEW DASHBOARD



HUBSPOT
TASKS

1. Sales - Tasks - Select Assignee - Review Due Today 
a. There should be NO overdue tasks 

● ANY pending patient MUST have a task assigned to them 



HUBSPOT
NP ATTENDANCE MEETING LOG

1. Select Deal
2. Select Meetings
3. Select Log Meeting 
4. Select Type - PC1 First 

Consult 
5. Select Outcome 

a. Completed = 
Attended

b. No Show = FTA 
c. Rescheduled 

TIP: Log NP Attended at the 
time of the consult
Log FTA/Rescheduled the 
following day 



HUBSPOT
LOGGING CLOSED/LOST

1. Select Deal
2. Select Deal 

Stage 
3. Input Closed 

Lost Reason 
4. Input Treatment 
5. Save



EMAIL
SENDING SUMMARY EMAIL 

1. Use the PC Email Summary template to send a recap
2. Ensure you hubspot is linked to your gmail this will 

link from gmail into hubspot  

Utilise the resources found on the patient experience 
document to send to your patients 

https://docs.google.com/document/d/14au_TXhHktbrqAAjH6fhx7fRgJ8CbIww8ctYLdd-Iok/edit
https://docs.google.com/document/d/15o5-AEYheXer0hGoddTmYZIP4QvmE6p8Mi_fI68I9VI/edit
https://docs.google.com/document/d/15o5-AEYheXer0hGoddTmYZIP4QvmE6p8Mi_fI68I9VI/edit


AIRCALL
SENDING SMS 

1. Send SMS to patient once you have sent your 
summary email via aircall

“Hi X,
It was so great to meet you today! I have sent a summary 
email recapping what was discussed today. If you have 
any questions please do not hesitate to contact me via 
email or this number. 
Thanks so much,
PC NAME” 


