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NO ROLE PLAY
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What’s in it for me?

Why learn more 
about 

communication?



Why learn more about communication?



Good Income

Personal 
Growth

Great
Team

Promotion
Opportunities



Go to www.Menti.com
Job Roles?



The user's 
manual for the 

brain

Neuro-Linguistic Programming
NLP



Refers to the 
nervous system.

The way you use your five 

senses to filter and understand 

what’s happening around you. 

Neuro Linguistic Programming



Including:
• images
•sounds and feelings 
• tastes and smells
• self-talk
•body language

Neuro Linguistic Programming

The way we communicate and 
interpret experience through 
language. 



Neuro Linguistic

Your Behaviour

Programming

The way you organise your ideas and 

actions/reactions, how this affects you 

and others which produce expected and 

unexpected results. 



The user’s manual for the brain

Your thinking, language 
and behaviour



Go to www.Menti.com
How good is your communication?





You





- at your bestYou
Be the best you can be:

• Emotionally
• Physically
• Your thoughts
• Your goals and outcomes 
• Your beliefs and values.



You



Influence
with integrity
to increase

your
INCOME.



An opportunity to

SHINE



What is communication?



NLP presuppositions
1. We cannot not communicate.

2. The meaning of communication is the response you get.

3. There is no such thing as failure only feedback.



Four major places where miscommunication occurs:  

- What you said

- What you meant

- What your patient heard

- What your patient thought you meant

- Patient, loved one, team member, child etc……









ATTENTION
Toilet
ONLY

For

DISABLED
ELDERLY

PREGNANT
CHILDREN

Thank you for shopping with us!!!!



Any persons (except players) 
caught collecting golf balls 

on this course will be 
prosecuted and have their balls 

removed.







Gym





Follow up 
Emails

















What did you -

• See
• Hear
• Feel
• Sense





What did you -

• See
• Hear
• Feel
• Sense







reframing



reframing





For a long time, I worked under three 
commonly held misconceptions: 

• That my patients understood and judged the core part 
of my business (the quality of the dentistry) in a 
similar way that I did.

• That my patients’ opinion of my expertise was solely 
based on their sound judgment of the quality of the 
goods and services I supplied to them (the dentistry). 

• That the non-core areas of my business (the general 
tidiness, décor etc.) were of far less importance to my 
customers than the core areas (the dentistry). 





Reflections



• Patients don’t want to spend money on private dentistry

• They won't want to join the plan

• No one will spend £900 on a crown

• £20,000 on a smile is expensive.



In your practice group, discuss and create 10 positive 
mindsets that support:

• Your patients
• You
• The practice
• Profit

They should be:
• Stated as a true fact
• Stated in the present.
e.g. ‘we will smile at everyone’ becomes ‘we smile at everyone’

Exercise Time



Morning Huddle 
www.oneminutemindset.co.uk

• Have a team meeting and do the mindset exercise

• Then, list your top 20 mindsets for your business

• This will cover you for the month

• Take it in turns to choose the practice mindset of the day

• Remind one another during the day when someone forgets!!!!!!!!!



Selling?













Cycle BusWalk

Chauffer Private HelicopterDrive



Follow up 
Emails
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