Future Focus vs. Today's Problems

Patients often come in ‘just wanting a cleaning’. They are ‘fine right now, thank you
very much’. Instead of seeing this as a roadblock, it's really an opportunity to help
them look long term, big picture. By asking questions that get patients out of the ‘here
and now’, you'll have better results.

How to Use These Questions

These questions are not meant to be memorized, recited, or worked through like a
checklist. They are simply examples to help you become more comfortable having
future-focused conversations with patients.

Choose the wording that feels natural to you. You may use a question exactly as
written, adjust it to sound more like yourself, or ask it in a completely different way. The
goal is to create a genuine conversation that helps you understand what matters most

to the person sitting in front of you. This is best accomplished through open-ended
questions.

Every patient is different. Some will already have a clear picture of what they want for
their dental future. Others may never have thought about it before. Some will want to
talk about health and keeping their natural teeth. Others may care most about
comfort, appearance, time, convenience, or being able to enjoy their retirement.

Meet the patient where they are.

Ask one thoughtful question, and then listen. Their answer should guide what you ask
next. Rather than thinking ahead to the next question on your list, stay curious about
what the patient just told you.

Often, the best follow-up is something simple:

“Tell me more about that.”

“What makes that important to you?g”
“What would that look like for youg”

“How would you like us to help with thate”

A meaningful conversation rarely follows a perfect script. It develops naturally when the
patient feels heard and the team is genuinely interested in understanding their goals.

Use these questions as a starting point, then let the patient’s words lead the way.



The Big Picture

e When you think about your teeth 10 years from now, what would you like
them to be like?

e Long-term, what matters most to you when it comes to your teeth?e

e |deally, how would you like your teeth to look and feel as you get older?
What would you like to still be able to do comfortably with your teeth
years from now?

e What does having healthy teeth for life look like to you?

e How important is it to you to keep your natural teeth?

e What would make you feel good about where your dental health is
headed?

e If we could help you create the ideal future for your teeth, what would
that look like?

Keeping What You Have

These work well when a patient says, “I'm happy with my teeth,” or “I just want
to keep them the way they are.”

e What would you most like to keep the same about your teeth?

e How important is it to you to maintain what you have now?

When you say you want to keep your teeth the way they are, what does
that mean to you?

What do you like most about your teeth today?

What would you like our help protecting over the years?

How would you like your teeth to look, feel, and work 10 years from now?
What would help you feel confident that you're doing the right things to
maintain them?@

e How involved would you like us to be in helping you keep things on track?e

Being Proactive

e How proactive would you like to be with your teeth?e

e What does being proactive mean to you?

e How far ahead do you like to plan when it comes to the health of your
teethe

e How much would you like to know about changes we see along the way?



If we see something that could affect your long-term goals, how soon
would you want to know?

If we see an opportunity to help you maintain your teeth, how would you
like us to include that in your plan?

Would you rather see the full picture or take things one step at a time?
How long would you like your dentistry to last?

What kind of information helps you feel comfortable making a decision?
How would you like us to help you balance what matters now with what
will serve you well latere

What pace feels comfortable fo you when it comes to dental care?

Aging and Retirement

What would you like your teeth to be like when you retiree

How important is it o you to have your dental health well supported
before retirement?

What would you like to have taken care of while you're still working?
What would feeling confident about your teeth in retirement look like?
How important is it to you to keep eating the foods you enjoy as you get
oldere

What would you like your dental care to look like later in lifee

If we could help slow down some of the natural aging changes that
happen with teeth, what would you want that to look like?

How would you feel about creating a plan now that makes dentistry
easier later?

Comfort and Function

What foods do you enjoy most that you'd like to be able to eat
comfortably for the rest of your life?

How important is it to you to keep enjoying all the foods you love?
What would you like your chewing to be like 10 or 20 years from now?
How would you like your teeth to feel from day to day?

What would long-term comfort look like to you?

How important is it for your teeth to feel strong and dependable?
How would you like your teeth to support your overall health?2

What would make eating, speaking, and smiling feel easier for you?2



Confidence and Appearance

What would you like to keep about the way your smile looks now?e

When you picture your smile 10 years from now, what do you see?¢

How important is it to you for your smile to continue looking natural?
What would make you feel even better about your smile2

What would you like to see when you look at pictures of yourself years
from now?

How would you like your smile to support your confidence?

What would feeling completely comfortable with your smile allow you to
do?

Time and Convenience

It sounds like you're super busy! What would make dental care easier to fit
into your life?

How would you like dentistry to fit into your schedule over the next several
yearse

How do you feel about consolidating your treatment so that you don't
have to come back several fimes?e

What does convenience look like to you when it comes to appointmentse
How important is it fo you to have a clear plan for what comes nexte
What would make the time you spend here feel worthwhile?

What would make it easier for you to follow through with care?

What if we could create a plan that helps you spend less time in the
dental office over the next 20 yearse How would that sound to you?

Personal Experiences and Motivation

What has shaped the way you think about your teeth?

What have you liked about previous dental experiences?

What matters most to you when you make decisions about your health?e
What makes something feel worth investing in for you?

What would reaching your dental goals allow you to enjoy?

Who or what motivates you to stay healthy?

What would make taking care of your teeth feel especially worthwhile?
When you think about your health long-term, where do your teeth fit into
that picture?



Easy Follow-Up Questions

These help the conversation feel natural without moving immediately to the next
scripted question.

Tell me more about that.

What makes that important to youe
What would that look like for you?

How would that make a difference?
What do you mean when you say that?
How soon would you like to get there?
What feels like the right next step?
What else would you like to add?

How can we best support you?

A Few Natural Conversation Starters

The team does not always have to launch directly into a big question. These
short lead-ins can make the fransition feel more comfortable.

You're ‘the boss’ in our office. We'd love to know what's important fo you
so that we can be on the same page. Do you mind if | ask you a few
questions?e

Just so we can understand what matters to you...

Thinking a little farther down the road...

As you look ahead...

Everybody thinks about this differently, so I'm curious...

Help me understand what you'd like...

When you picture yourself a few years from now...

Since you'd like to maintain what you have...

You mentioned that staying healthy is important to you...

So we can help you plan in a way that fits your life...



Case Acceptance killers -

o CRISIS-FOCUSED QUESTIONS -
o Is anything bothering you?
o What are your concerns?e
O Are you having any pain/sensitivity
Too much focus on what's wrong vs. prevention. When we ask these
questions we're inadvertently sending the message that pain is THE
indicator that something is wrong.

o QUESTIONS/STATEMENTS THAT STEAL OWNERSHIP -

O You're due for x-rays.

o Here's what you need...

o |lrecommend...

o If you were my mother...
No effort made to find out what's important to the patient. Earn the right
to give solutions by finding out what's important to them. Every
recommendation ought to start with, ‘Based on what you told us is
important to you...’

e YES/NO QUESTIONS
o Is there anything you want to change?
O Are you happy with your smile¢ not open-ended - ‘How do you feel
about your smile¢’ is a better version.

The objective is to listen. When we ask open-ended questions vs. yes/no
questions, the patient naturally talks more, and we learn what they value.
When we know what's important to patients, we have a solid foundation
for offering solutions.

e DUMB QUESTIONS THAT MAKE PATIENTS FEEL BAD
o Have you had any bad dental experiences? Instead - ‘How can we
make sure this is your best dental experience evere’
o Do you flosse Instead - ‘Tell me how you care for your teeth at
home’
o When was your last cleaning? Instead ‘What would you like us to
know about your dental history?’
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