DENTAL BOUTIQUE

Cosmetic dentistry, reimagined



FRONT OF HOUSE 1

Welcoming patients to Dental Boutique
o Smile, Warmth, Bubbly
Ensuring patients have secured parking
Making patients feel comfortable
o Water, Juice, Coffee etc
Ensuring patients have filled in relevant paper
work ahead of appointment




FRONT OF HOUSE 2

Payment or allocation of account
Ensuring the patient had a great experience
o Documenting feedback
Scheduling or confirming next appointment(s)
Phone calls
Google Reviews




FRONT OF HOUSE 3

e Confirmations

e Banking




WE MAKE OUR PATIENTS FEEL SPECIAL

Patient is referred to

climic by word of mauth
ar 5ocial media

©

Patient calls ar is callaed

and speaks with a naw
patient consultant whao
listens o neads, builds
rappart, makes nates
and books an initial
consultation

NEW PATIENT JOURNEY

A walcome pack is sant io
patiant which includes
appointment date and time
infarmation aboaut Dental
Boutique, fee payable an
appointment day, parking
information and confirmation
of appointment day and time

Patient 15 callad and
reminded of appaintmeant
over two touchpoints
2 day appaintment reminder
to confirm {lext]

1 dayv appointment
reminder to confirm (text and
personal phong call)



WE MAKE OUR PATIENTS FEEL SPECIAL
PATIENTS FIRST VISIT
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Patient attends and is
grested by patient
concierge, affered

water ar juice, Given
relevant forms and
then shown around
chimc betare being

ceated In walling area

Dental Assigtant collacis

pnatient from the lounge with a

warm greeting and
intraduction. They are

ushered to the surgery where

they are greated by the
Lrenhist

o
The dentist complaties &
Camprehensive dental
axamination and
explanation of findings
These include a soft tissue
and gum check, oral

cancer check, bite

analysis a series of dental

photographs,
The patiant 15 then able 10
ask the danlist aboul any
guastions you may have
abaout aur treaimants.

=
Patient is then
introduced and meets
with their patient
consullant who will
credate a persgnalised
freatment plan
organise the
apponiments and

finance apliaons if

reguirad

Checkaut is completad
by front office
coordinator (FOQC), FOC
gets feedback to
ensure there 15 no
uncertainty and
concerns from the
patient. 1 there |8,
Clarily and lind a
solution 1o ansure tha
patiant 15 happy balore
they laava.



WE MAKE OUR PATIENTS FEEL SPECIAL
APPOINTMENT JOURNEY
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Fatient attends for

-

atient 15 connected 1o

their consultant who 15 treatment
avallablae to answear

guesthions and Concerns

prior o treatmeani

Yideoqrapher and
marketing team (ake
phatographs and videos
in Dental Boutigque’s
sludio

FPatient finishes smila
jaurney, Nappy

canfident and raving
abaut experience

&

Patient treaimeant is
finalised by meeating

with FOC 1o ensure

pahent has alter care

and warranty
rlormation

Patient refers friends
and family to Dental
Boutique and returns
for & maonth check-up
and hyQiena
mainieénance

dppointments



"They may forget what you said, but they never forget how you made them
feel"

Maya Angelou



