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Meet the Al software you didn't
know you needed

Analyze
Dashboard S/ 1Filter(s) © 31 Locations ] September 1, 2022 - September 30, 2022
NEW OPPORTUNITIES & EXISTING OPPORTUNITIES CALLS ANALYZED FOLLOW UPS &
83.23% 71.57% 7958 Calls 16.55%
@ 1538 Booked @ 310 Not Booked @ 448 Booked @ 178 Not Booked @ 6415 Connected @ 1543 Not Connected @ 144 Converted @ 726 Not Converted
OPPORTUNITIES WON OPPORTUNITIES CONVERTED OPPORTUNITIES LOST
$3,631,150 $138,800 $689,050

Needs a Follow Up Follow Up Reminders

528 CALLS 4 CALLS

All Needing Attention

344 144

Follow Ups Converted Converted Follow Up

Opportunities Median Time To

39.54% 41.86%

$138,800 01:51:52

RELO RECAP PHONE NUMBERS
OPP. VALUE FOLLOW UP CONVERTED T TIME TO FOLLOW UP PHONE NUMBER LOCATION CALLS BOOKED
View Call - Yes v Yes v 01:41:02 Office New Patient - Bayside FL1 Bayside 108 Calls 47 Calls
View Call - Yes v Yes v 00:29:26 1-800 Dentist - Bayside FL1 Bayside 13 Calls 0 Calls
View Call - Yes v Yes v 00:34:29 Direct Mail - Bayside FL1 Bayside 6 Calls 0 Calls

Current Dental Industry Averages

32% 42% - 50% *160,000*

of phone calls are missed of answered calls don't book practice revenue per month

25%** increase from using Patient Prism =
$200,000 revenue per month

Your cost for Patient Prism is only *3,588 per year =

1 3 ,2 7 7% ROI (or break even with just 4 new patients per year)

*Based on $1m+ revenue-generating practices **Average Patient Prism customer increase within 3 - 6 months of using the Al software.

Scan the code to schedule a demo or call (800) 381-3638 | go.patientprism.com/PROPS




“We've gone from booking
65% of new patient calls

to booking 92% of callers.
It’s definitely increased new

2l 92%

New Patients Booked patient revenue; there’s a

direct correlation.”

Nicole Struckhoff, Practice Manager
Washington Smiles

How It Works
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New Patient Call: Patient Prism records the call and
displays on a dashboard.

Call Value: Al analyzes the conversation, finds the
reason for the call and the revenue opportunity.

Call Coaching: Unscheduled new patient calls are
reviewed and notes are added by coaching specialists.

Manage > Calls
Call Summary 2 Modity Roviow
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Overall Score 66%

Greeting & First Impression Uncover & 9 g & Interview

100.00%
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Company

“Patient Prism has been a game changer for us! It
allows us to see in real time our call conversions
and opportunities, holds our team accountable,
and rewards them for a job well done — all in

one platform. Our team loves it!”

Mary Pham, DDS, CEO and Founder
Lollipop Dental - Top 40 Under 40 Dentists in America
(Incisal Edge Magazine)

Daily Call Summary

Reasons Not Booked Reasons Not Connected

RELO Alert: The practice receives the comments in an
email or text alert within 10 minutes of the call.

Call Back: The practice team member uses the notes
to call and win-back the new patient

Revenue Recovered: The practice turns what had
been a missed opportunity into a booked appointment

PROPS Center has partnered with Patient Prism to provide a 25% discount on call
recording and coaching software that increases new patient revenue by 25% or more!

32997mo *299/mo

Per Practice Cost
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Scan the code to schedule a demo or call (800) 381-3638 | go.patientprism.com/PROPS




