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L i s t  t h e  3  m o s t  c o m m o n  q u e s t i o n s  a s k e d  o n  t h e  p h o n e  o r  i n  e m a i l  b y  p r o s p e c t i v e  p a t i e n t s .  

L i s t  3  t h i n g s  t h a t  h a p p e n  i n  a  c o n s u l t a t i o n  a n d  h o w  e a c h  o n e b e n e f i t s t h e  p a t i e n t .
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Now, brainstorm as a group to discuss the best ways to address these questions and turn the conversation toward scheduling the 
consultation.  For example, if someone asks several questions about a procedure you might reply, “Nancy, it’s clear you have a lot 
of detailed questions about tummy tuck surgery.  Dr. Smith is the best person to answer your questions and I know he would love to 
meet with you.  Can you come in on Thursday morning?” 

W h a t  t r a i n i n g  o r  e x p e r i e n c e  s e t s  y o u r  s u r g e o n  a p a r t  i n  y o u r  m a r k e t ?
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I f  a  p r o s p e c t  i s  u n w i l l i n g  t o  s c h e d u l e  a  c o n s u l t  n o w ,  l i s t  t h r e e  w a y s  y o u  c a n  k e e p  i n  t o u c h .  

L i s t  t h r e e  p r a c t i c e  p o l i c i e s  t h a t  d e m o n s t r a t e  t h e c o m m i t m e n t  t o  s e r v i n g  t h e  n e e d s  o f  y o u r  c l i e n t s .
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Hint: Think about the resources at your disposal that would be valuable to someone considering surgery. 

Hint: Consider everything from where the practice is located to the doctor’s schedule and availability. 


