


Your Patients Want to Say "YES!" 
Let me ask you a question: Would you take a day of work and go to an orthodontist's office simply 
to pass the time? 

Of course not, and neither do your patients. 

Your patients value their time as much as their money. So if they've chosen to come to your 
office, it's because they've already made the decision that they want to start treatment. 

But that doesn't mean that they will start treatment ... 

After all, the conversion rate on orthodontic exams is just over 50% nationally. So something is 
stopping nearly 50% of patients from starting a treatment that they clearly want. 

As a Treatment Coordinator, your job is to identify and eliminate those obstacles for your patients. 
So that they can say, "YES," to a happier and healthier future. 

You don't have to convince them to start treatment. You simply need to show your patients that 
their fears, which are usually around price and convenience, are unnecessary. And that they can 
get the results without putting financial pressure on their family or disrupting their lives. 

To do this, you need to make the exam experience as easy as possible for the patient. And you 
need to understand what they want, how they feel, and what is standing in their way. 
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