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Help grow your practice by having informed, confident cost conversations that 
create long-term, loyal patients who return and refer with these assets:

   Practice tips and scripts to help make the cost conversation easier, 

featuring Carrie Webber, CEO and owner of Jameson Management

   Tips about presenting financing to patients with an illustrative 

example on how it works

  Tips and resources to help more patients move forward with care

� �Discover the benefits of CareCredit’s integration with leading Practice 
Management Software

Growth Strategies: Informed, Confident 
Cost Conversations

How to Talk About Financing

Growth Strategy: Help Capture Revenue 
Opportunities During the Appointment

Have Confident, Informed Cost Conversations

Watch this brief video to see how easy it is
 to use CareCredit’s integration with leading practice 
management software

CARRIE WEBBER 
President & Owner of the Jameson Group

Continued          

It Starts with Trust

The four pillars of a great financing conversation are establishing trust, need, urgency, and value.  To 

have successful conversations about the clinical care and financial aspect of treatment, we have to 

understand that our verbal skills are going to be key. In the limited time we have available to have 

these conversations with patients it is going to be important to have resources and tools available so 

we can be informed and confident.

The mastery of your verbal skills is a process, not a destination and you must commit as a team to 

continuously work on improving verbal skills. Remember, communication skills aren’t just the words 

you say, it’s your body language, eye contact, and tone of voice. It takes having passionate enthusiasm 

for the work that you do, the service that you’re providing to patients. Be confident knowing that what 

you do matters and can help improve the lives of your patients. 

Let’s start with communication basics. The foundation of good communication is that the message you 

intended to send is the message that patients received. Did they hear and understand? Remember the 

clinical aspects of care may seem like a foreign language to patients and that different people take in 

information more effectively by hearing it (audibly) while others are more visual learners. 

Growth Strategies:   
Informed, Confident Cost 
Conversations

The cost and payment conversation is one of the most important dialogues you’ll have with patients. 

Patients are often confused by their insurance benefits and don’t understand how they contribute to 

the cost of their dentistry. And cost – or how to pay for needed care - can be a barrier if patients are 

confused or unprepared.

Financial conversations can result in patients accepting needed or wanted treatment. But they are only 

truly successful when they result in happy, healthy, and loyal patients who return and refer friends and 

family. That is the lifeblood of a thriving practice – long-term patient satisfaction and retention.

Questions?  Call 800.859.9975 (option 1, then 6) 
Visit carecredit.com/providercenter/

How to Talk About Financing

¹Healthcare Journey Research Consumers and Providers, Synchrony, 2023.

Offer financing to everyone. 
Don’t assume your patients know about their financing options.  Plus, offering  
cost transparency and the option to pay over time can help you build trust  
and satisfaction. 
 
Be upfront from the start. 
Start the payment conversation and share your Custom Link and QR code with  
your patients to see if they prequalify, apply or learn more about CareCredit on their 
own.  Mention financing options when scheduling appointments, during check-in 
and check-out, on the patient forms, and on your website and social media. 
 Explain their options. 
Make sure your patient are aware of all available financing options, so they can 
choose the option that best fits their needs and budget.  They can learn more via 
your Custom Link or QR code or by reviewing your in-office materials, such as the 
CareCredit financing brochure.

Continued

When you offer the CareCredit healthcare 
credit card as a payment option to everyone, 
you can help more of your patients take 
advantage of flexible financing — plus help 
streamline the financial experience for you 
— and them.

Starting the financial conversation is easier 
than you think!  

Get your Custom Link and QR code: carecredit.com/customlink

said they want to 
know payment 
options before 
going to the 
appointment.¹

55% 
of consumers 

Want a customized growth plan?  
It starts with a simple 8-minute assessment. 
Questions? Call 800.859.9975 (press 1, then 6).

Growth Strategy:  
Help Capture Revenue Opportunities  
During the Appointment

Have Confident, Informed Cost Conversations 
The cost and payment conversation is critical to treatment 
acceptance. With CareCredit integrated into 90%+ of dental 
practice software, you may now be able to see which 
patients on your daily schedule have a CareCredit credit 
card and their available credit and which patients are pre-
approved. This helps you have more informed conversations 
and be able to confidently present payment options.   
Click to see how your CareCredit integration works. 

Help Patients See the Possibilities
Patients can also scan your custom link QR code to learn 
about CareCredit, calculate their estimated monthly payment  
and see if they prequalify – with no hard credit checks –  
privately using their smart device.    
Download your custom link at carecredit.com/customlink.

Help Minimize Cancellations and No Shows
Cost is one of the primary reasons patients cancel appointments at the last-minute 
leaving holes in the schedule where production should be. To help, let patients 
know their payment options – including the CareCredit credit card – before their 
appointment. Some of CareCredit’s 12+ million cardholders may  
be in your community or in your practice and already have a way to pay.

View Today’s Schedule:

9:00 a.m.    Patient A            CareCredit Cardholder

9:15 a.m.    Patient B            Pre-approved

9:30 a.m.    Patient C            Additional information needed 
to perform Quickscreen

8  
min

Have Confident, Informed 
Cost Conversations

CareCredit is integrated into 90%+ dental practice management and patient communication 

software.  This saves you precious time and gives you the information you need to help more 

patients move forward with recommended treatment.

*Except for providers in California who are prohibited under state law from submitting applications on 
behalf of patients for certain healthcare loans or lines of credit, including the CareCredit credit card.

Batch Quickscreen – let’s you quickly see who on your daily 
schedule has a CareCredit credit card and their available credit and who 
are pre-approved.*

Single Sign-On (SSO) – complete CareCredit financing tasks in one 
place without the need to log in to multiple systems.

Approved Marketing Assets – allows you to communicate 
specific offers or treatments to specific patients. 

Simple Payments with Automated Posting - easily post 
payments with no need for addition ledger entry or paperwork.

Key Features

View Today’s Schedule:

9:00 a.m.    Patient A            CareCredit Cardholder

9:15 a.m.    Patient B            Pre-approved

9:30 a.m.    Patient C            Additional information needed 
to perform Quickscreen

Want a customized growth plan?  
It starts with a simple 8-minute assessment. 
Questions? Call 800.859.9975 (press 1, then 6).

8  
min

Watch a brief video 
to see how easy it is.

https://youtu.be/VuyvLFjMfyI
https://youtu.be/VuyvLFjMfyI



