FINANCIAL COUNSELING

SCRIPTS

Contact Lens Conversation

Ready for the key? Now present the price WITH any insurance contributions
and prompt pay savings. The first price will sound significantly higher and the
patient's perception changes once you present the savings and the benefits.
So, you immediately go into the next part and might tell Sally something like:

And it is important that there aren’t any gaps in the patient’'s perception of
value. Continue by telling them what is included in that value and what we
refer to as -Program Perks.

Introduce any office payment policies and collect payment.
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FINANCIAL COUNSELING

SCRIPTS

Check point: build your own scripting

Doctor prescription

Replacement frequency

Total for services

Total with prompt pay savings and insurance benefits

Savings

All-inclusive benefits and services

Rebates

Office payment policies

Order processing time

Request for payment
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