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Why “Pre-Sale”?

Purpose of Pre-Sales:

• Build rapport with patients before the consultation.

• Educate patients to prepare them for the consult.

• Streamline the decision-making process during the actual consultation.

Importance of "Setting the Table":

• Helps patients feel informed and comfortable.

• Saves time during consultations.

• Increases the likelihood of a successful treatment plan commitment.



Print Materials To Show and Share

Purpose: 

Provide patients with educational materials to set expectations and 

communicate the value of services.

Examples of Materials:

• Brochures: Outline services, treatment benefits, and patient testimonials.

• Pricing Sheets: Offer transparent pricing information to reduce concerns.

• FAQ Handouts: Address common questions about treatments.

• Visual Guides: Diagrams or infographics explaining procedures (e.g., IV 

therapy, regenerative medicine).



Sample: Handout



Sample: What To Expect



Sample: FAQs



Sample: Packaging Brochure (Pricing)



Patient Interview Prior To The Consult

• Purpose: Gather important information to personalize the consultation and treatment 

recommendations.

• Steps for the Interview:

– Medical History: Understand patient background, conditions, and past treatments.

– Goals and Expectations: Identify the patient's health goals (e.g., "I want more energy," 

"I want pain relief").

– Current Concerns: Learn about symptoms or challenges the patient is facing.

– Lifestyle Factors: Assess habits, diet, stress levels, and other relevant factors.

– Budget Awareness: Discuss financial considerations to align recommendations with 

their resources.

• Tools to Conduct the Interview:

– Digital intake forms.

– Virtual or in-person pre-consult discussions.



Benefits of Pre-Sales Efforts

1. Patient Confidence

• Patients feel heard, informed, and more confident in the provider\u2019s ability to meet 

their needs.

2. Streamlined Consultations

• Minimizes time spent gathering basic information during the consult.

• Allows the practitioner to focus on recommendations and next steps.

3. Better Alignment with Patient Goals

• Pre-sales efforts ensure that recommendations are personalized and aligned with what 

the patient values most.

4. Improved Conversion Rates

• Educated and prepared patients are more likely to commit to treatment plans.



Practical Tips for Implementation

1. Prepare Your Materials

• Design print materials with clear, patient-friendly language and visuals.

• Use templates or services to create professional brochures and guides.

2. Automate the Process

• Leverage software for patient intake forms and pre-consult interviews.

• Automate follow-up emails with educational materials before the consult.

3. Train Your Team

• Ensure staff is trained to conduct effective pre-consult interviews.

• Provide scripts and checklists to standardize the process.

4. Review and Refine

• Gather patient feedback on pre-sales materials and processes.

• Continuously update resources to reflect current services and patient needs.
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