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people within your practice, the better off you are. The person who quickly engages 
someone and then asks the right questions is a trainable skill and a valuable skill. So 
look for this in your staff, encourage it. Use people’s names. Create rapport. People 
don’t buy stuff from people they don’t like. 

4. People that can deal with objections  

Objections to treatment are not a rejection of the salesperson. This is true, yet, just get 
a aggressive price objection and see if you don’t take it personally! Some deal with 
objections much better than others. They just know the prospect isn’t ready – yet. The 
prospect need more info. The prospect is negotiating. People that are good at sales 
don’t hear objections. They don’t think to themselves, “Oh that’s a problem.” They think 
this person just doesn’t understand yet. This is a learned trait. Good scripting and 
training makes it much easier to deal with objections to treatment. 

5. People that are likable 

Likable is a very important trait in sales. Doesn’t matter how smart you are if people 
don’t like you. Hopefully you’re smart AND likable but I’d ALWAYS take the latter for a 
sales position. When you’re looking at staff look for friendly and fun. It’s all about 
connecting with people. 

6. People that BELIEVE 

The best sales people are people who believe in what you do. You can’t be a good 
dentist with bad teeth. If you have a staff member that doesn’t believe in plastic surgery, 
that’s the worst salesperson in the world to sell plastic surgery. Your staff should 
honestly believe you are changing lives at the practice. It’s impossible to sell something 
you don’t believe in. Your staff should be a walking billboard for your work. They should 
have great teeth. They should look amazing. If they don’t, start fixing it, TODAY. This is 
an investment in your practice. When people really believe they’re going to be naturally 
amazing at sales. 

Interested in learning more? 
Contact the experts at Einstein Medical. 
Call 800.258.9221 or visit us at: 
http://www.einsteinmedical.com 
 


