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AVA - Sales Pitch for Dentists
Step 1
Opening
You: "Hello Doctor, thank you for your time. Today, I would like to talk about something that impacts every dental practice every day: Treatment acceptance."

You: "Doctor, when you recommend treatment to a patient, what percentage do you think is actually accepted?"

Dentist: "It depends."

You: "Industry studies show that on average only about 45% of recommended treatments are accepted. More than half of the treatment opportunities leave the practice every day."

Dentist: "Yes, patients often want to wait or think about it."

You: "Exactly. And most of the time it is not because they disagree. It is because they don't fully understand what you see."
Step 2
Why Patients Don't Accept Treatment
You: "Patients retain only a small percentage of what they hear. People may remember about 10% of what they hear, but up to 70% when they can see, read and interact with information."
"Today, most treatment presentations rely on words. Patients are often asked to accept treatment they cannot clearly visualize."
Step 3
Introducing AVA
You: "This is exactly why we created AVA. AVA is the first AI Trust Platform designed to increase treatment acceptance."
Dentist: "What does it do?"
You: "AVA increase case acceptance from 45% to 75%." "Within minutes, AVA automatically identifies findings such as: Caries, Tartar, Composite restorations, Amalgam restorations, and broken teeth, and then presents them in a realistic 3D visualization that patients can immediately understand."
Step 4
Patient Experience
You: "Instead of saying: "You have a cavity on this tooth. " "You can show it."
"Patients see the findings directly on their own teeth. The conversation changes completely."
Dentist: "I can already show intraoral photos."
You: "Photos show images. AVA shows understanding." "It combines AI, realistic anatomy visualization, structured findings and treatment recommendations in one workflow."
Step 5
Clinical Workflow
You: "AVA follows a simple process:
· Phase 1 - AI identifies findings.
· Phase 2 - You validate and explain each finding.
· Phase 3 - You present the treatment plan.
· Phase 4 - The patient makes an informed decision."
Dentist: "So, I stay in control?"
You: "Absolutely. AVA never replaces the dentist. AVA helps the patient understand the dentist."
Step 6
Save Time Every Day
You: "Most dentists spend around 10 minutes explaining treatment plans. AVA helps reduce that discussion to approximately 5 minutes."
Dentist: "So, I save time?"
You: "Exactly. Just a few minutes saved per patient can represent nearly one additional hour per day."
Step 7
Patient Report & Continued Engagement
You: "Once the consultation is completed, AVA automatically generates a personalized patient report." The report can be delivered instantly as a PDF, sent by email, or accessed directly on the patient's smartphone using a QR code.
AVA doesn't stop adding value when the patient leaves the practice.
It continues to educate, engage, and support patients from the comfort of their home."

Dentist: "That is great!”

Step 8
Business Impact
You: "Let's imagine your practice presents $50,000 of treatment every month.
At 45% acceptance, that generates $22,500.
At 75% acceptance, that becomes $37,500.
· Same patients.
· Same dentist.
· Same treatment plan.
The difference is communication."
Step 9
ROI Calculator
You: "Let's have a look at the AVA ROI Calculator and see what AVA could potentially generate for your practice based on your own numbers."
Dentist: "What does it do?"
You: "It allows you to calculate your own potential return on investment using your actual practice data."
"You simply enter information such as:
• Number of patients seen per day
• Number of working days per month
• Average treatment value
• Current treatment acceptance rate
And the calculator estimates the additional revenue AVA could generate for your practice."
Dentist: "So it is personalized to my practice?"
You: "Exactly. Rather than discussing generic numbers, we can show the potential impact based on your own activity."
"The results are often very surprising because dentists quickly realize that even a modest increase in treatment acceptance can generate a significant return."
Step 10
What is AVA?
You: 
· "Is it an intraoral scanner? No."
· "Is it an X-ray? No." 
· "Is it an intraoral camera? No."
"AVA combines the best of intraoral scanning, 2D-3D visualization, and Artificial Intelligence to create an entirely new category: The AI Trust Platform."
Step 11
Closing
You: "AVA helps patients see what you see. AVA helps patients understand what you recommend. AVA helps patients accept the treatment they need.
The question is not whether AVA finds value. The question is how much additional treatment acceptance can generate in your practice."
You: "Doctor, would you like to see a live patient demonstration?"
Dentist: "Yes, sure."
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