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The Buyers Guide to Dental
Front-Office Al Tech

How leading DSOs capture more revenue, streamline
operations, and deliver an exceptional patient experience
with a purpose-built, Al-powered platform
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Welcome to the Future of the
Dental Front Office!

Technology Buyer,

Now is the ideal time for growth-focused Dental Service Organizations (DSOs) and dental
practices to invest in Al-powered technology. The dental industry is entering a new era of
digital transformation and both your team and patients, as today’s digital consumers, expect
seamless, efficient experiences at every interaction.

The Al-powered office is here. Just as clinical Al has become essential in modern dentistry,
Al-driven tools are transforming how practices operate day to day. These innovations address
your biggest challenges—complex scheduling, missed revenue opportunities, and workflow
inefficiencies that frustrate both staff and patients, while driving scalable growth for
practices that adopt early.

With Al rapidly becoming a standard expectation rather than a differentiator, now is the
critical moment to integrate intelligent automation into your office operations and stay
ahead of the curve.

Are you Al-ready?

We know technology changes fast—and it’s challenging to keep up. That’s why we’ve created
this guide to help you:

® Understand the changing dental technology landscape and the strategic advantages of
standing up an Al-powered office.

@ Define your business pain points, technology requirements, and partner-fit needs.

® Assess the different solutions in the marketplace so you can take the next steps with
confidence.

Equipped with clarity, insights, expert guidance, and the evaluation tools in this guide, you’ll
be ready to confidently choose Al-powered office technology that drives growth, streamlines
operations, and elevates the patient experience.

Ready to get started? Let’s do this!
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= Land of Opportuniti_es:
Today’s Dental Services Market

According to Grand View Research, the U.S. dental service organization market size was
estimated at USD 26.9 billion in 2023 and is projected to grow at a CAGR of 16.4% from 2024
to 2030. The major factors driving this growth include:

® Increase in the number of patients with dental conditions

@ Increasing expenditure on dental care

® Improved efficiency in non-clinical business management by DSOs

Big opportunities are ahead—and DSOs prepared to scale will capture the greatest gains.

Yet soaring overhead costs, exacerbated by a persistent labor shortage, have placed immense
financial pressure on dental organizations of all sizes. Outdated office technology erodes
margins and limits your ability to scale effectively. And as competitors adopt Al to deliver

faster, more convenient office experiences, failing to innovate can create a growing
competitive disadvantage.

r ‘ “

Patients want convenience. If we don’t
let them book after hours, they’ll find
someone who will.

| —Amy Manzo, Sr. Director of Operations,
MB2 Dental
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Sticking with the status quo puts your
dental practice or DSO at risk

Loss of revenue to
competitors

Revenue opportunities are
lost through ineffective
communication,
suboptimal scheduling,
missed calls, unreturned
voicemails, and after-hours
direct texting.

Costly operational
inefficiencies

Front-office teams are
stretched thin by nonstop
calls and messages, leading
to burnout, costly
mistakes, and missed
revenue opportunities.

Declining patient
satisfaction and churn

Patients expect consistent,
digital-first experiences.
Long hold times, limited
after-hours access, and
outdated processes hinder
personalized service.

Consumer dental spending
is up 3% from the beginning
of the year and 8% from
February 2020. (ADA)

Nearly 7 in 10 dental
practices reported higher
overhead in 2023—and half
of those saw a 10% (or
more) increase.

(Dental Economics)

Almost two-thirds (62%) of
patients switch dentists
due to a poor experience.

(Dandy Dental)

95% of practices affiliated
with DSOs are accepting
new patients—and 27% say
they are not busy enough.
(ADA)

62% of dentists said that
hiring challenges are their
#1 concern in 2025. (ADA)

One of the reasons people
would consider changing
dentists was long waits at
appointments (29%).
(Unum)

If a dental practice were to
sustain one no-show per
day for a year, it would lose
$20,000 to $70,000.
(Dental Economics)

Almost two-thirds (63%) of
dental professionals say
they are frequently burnt
out and exhausted.
(Dental Protection)

79% of patients want the
ability to use technology
when managing their
healthcare experience.
(Tegria/The Harris Poll)

Practices miss 1 out of
every 3 calls during
business hours. 65% of
those missed calls are from
potential new patients.
(Group Dentistry Now)
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Consolidating point
solutions into a single
platform can significantly
reduce costs. One practice
saved $30k per year by
moving from five vendors to
one solution.

(Case Study)

32% of providers say they
think patient expectations
have increased. (Dental
Business Insights Report)



https://www.dentaleconomics.com/practice/systems/article/14294871/how-the-economic-impact-of-no-shows-at-a-student-clinic-applies-to-dental-practices
https://www.dentalprotection.org/uk/articles/two-thirds-of-dental-professionals--burnt-out-and-exhausted
https://www.tegria.com/resources/thought-leadership/healthcare-patients-prioritize-convenience-and-technology/
https://www.ada.org/-/media/project/ada-organization/ada/ada-org/files/resources/research/hpi/state_us_dental_economy_q22025.pdf?rev=067106147c274807984c24609e80becb&hash=279BE801D39B190FF2F297A4755BBA29
https://www.dentaleconomics.com/practice/article/55016675/higher-production-and-much-needed-stability-the-2024-de-levin-group-annual-practice-survey
https://www.meetdandy.com/learning-center/research/dental-study-patient-experience/
https://www.ada.org/-/media/project/ada-organization/ada/ada-org/files/resources/research/hpi/state_us_dental_economy_q22025.pdf?rev=067106147c274807984c24609e80becb&hash=279BE801D39B190FF2F297A4755BBA29
https://adanews.ada.org/ada-news/2025/february/five-years-later-staffing-shortages-infection-control-since-the-covid-19-pandemic/#:~:text=When%20the%20ADA%20Health%20Policy%20Institute%20asked,said%20staffing%20shortages%20%E2%80%94%20the%20top%20response
https://www.unumgroup.com/newsroom/2020/January/Press-release---What-makes-dental-patients-leave
https://www.groupdentistrynow.com/dso-group-blog/patient-communication/
https://www.getweave.com/case-studies/client-communication-platform-consolidation-pays-off/
https://www.getweave.com/ebooks/2023-dental-business-insights-report/

%.3 Success Starts with Al-powered
> Technology

What is an Al-powered Office?

An Al-powered office uses advanced technology and machine learning to automate,
streamline, and in some cases independently manage the administrative and patient-facing
tasks that keep your practices running.

Adopting Al today isn’t just smart—it’s essential. Growth depends on maximizing revenue,
optimizing resources, and meeting patient expectations for seamless, modern experiences.
There’s never been a better time to transform your operations and patient engagement with
Al-powered office technology. Here’s why:

©® Automate without missing opportunities. Scheduling, recalls, and patient inquiries can
run around-the-clock, ensuring no opportunity is lost—even after business hours—while
driving new patients and improving marketing ROI.

® Streamline workflows and reduce administrative burden. By standardizing routine
processes, your team can focus on meaningful patient interactions, reducing burnout and
minimizing the need for hiring as you scale.

® Deliver modern, connected patient experiences. From online booking to automated
reminders, Al-powered workflows help you create the digital convenience today’s patients
expect, building loyalty and referrals.

@ Scale efficiently with adaptable technology. A configurable, extensible solution lets you
build once and scale quickly as your practice’s needs evolve and technology advances.

® Partner with proven expertise. Choosing a partner with deep Al knowledge and dental
industry experience ensures strategic guidance, high-touch support, and lasting value.

N y, Decision Point

. DSOs and dental practices have a unique
. f) . opportunity to scale smarter—leveraging
innovative Al technologies to capture more
c . revenue, streamline operations, and deliver
o« L . an exceptional patient experience.
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fiay Dental Front-Office Technology
Marketplace Solution

The Evolving Dental Tech Stack

DSOs and dental practices are increasingly adopting and investing in various technologies to
improve practice efficiency and meet patients’ rising service expectations. In addition to
practice management software (PMS) and revenue cycle management software (RCM), today’s
front-office tech stack typically includes various tools for marketing and patient intake,
scheduling, patient communications, insurance verification, business analytics, reputation
management, and more.

Al-powered office technology offers proven ways to boost efficiency and performance by
helping practices:

® Extend staff capabilities to drive revenue growth.
® Automate and streamline operations to reduce overhead.
® Simplify cross-channel communication to create a seamless patient experience.

There is a growing number of Al solutions in the dental tech space designed to address a range
of operational challenges. But not all Al is created equal, so when evaluating Al-powered
technology, it’s critical to understand the two fundamentally different types of solutions
available:

Single-Purpose Al Tools

Some Al solutions are built to solve a single, narrowly defined task—such as answering
phones, managing scheduling, or handling basic patient communication. These tools, often
positioned as voice or chat assistants, typically operate independently with their own data
connections and integrations. While they can deliver quick wins for specific workflows, they
often lack deep automation, extensibility, and unified reporting, which can create
disconnected systems and limit visibility into overall practice performance.

Al Platforms

These solutions deliver a comprehensive, unified approach to connecting data,
communication, and workflows to automate patient scheduling and communications and
power smarter patient interactions. Innovative Al is layered onto the core platform (often
encompassing other front-office functionality, including payments and marketing), enabling
easy connection to new data sources and expansion into new automated tasks. Platforms also
feature extensive dashboards that detail and consolidate actionable performance and
operational insights.

Al Buyer Tip

Assess your solution alternatives carefully. Terminology for emerging technology can be
misleading. Not every solution labeled “Al,” “Al-powered,” or even “agentic” actually delivers
true automation—many of these tools stop short and can’t complete patient scheduling or
communications from start to finish on their own.
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Point Solution vs. Platform: How to Tell the Difference

Many vendors claim that their Al solution offers the features and capabilities of a fully
autonomous Al platform, exposing buyers to a wide range of risks. To ensure you’re “getting
what you pay for,” consider these points of comparison between simple point solutions and

their more comprehensive platform counterparts.

Feature/
Capability

Appointment
Booking

Rescheduling &
Cancellations

Multi-Patient/
Family Booking

Channel
Support

Asynchronous
Conversations

Transparency &
Analytics

Escalation Logic

Scalability for
Multilocation
Practices

Al Maturity
Level of
Automation

Integration
with tools

Al Point Solution

Books simple appointments, but typically collects
info and forwards it to staff to complete bookings.

Doesn’t support. Typically escalates to staff for
follow-up.

Doesn’t support. Typically escalates to staff for
follow-up.

Neither unified nor omnichannel. Mostly
voice-first, limited, or lacks robust text/web
support.

Does not carry context beyond the current call or
conversation.

Lacks reporting on Al performance and outcomes;
often a “black box.”

No real-time escalation capabilities.

Limited, if any, multilocation support and
reporting.

Al not validated and fine-tuned on vast volumes of
real-world data.

Low level of automation that delegates completion
of all but the simplest tasks to staff.

Limited or lacking integrations with existing
technology.
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Al Platform

Completes end-to-end bookings in-call and in-
text, respecting provider, operatory, and service
rules.

Full self-service rescheduling and cancellations
without staff involvement.

Handles complex multi-user workflows (e.g.,
parents scheduling for children, caregivers
booking for others).

Unified and omnichannel: seamless voice, text,
and web-to-text with conversation continuity.

Maintains context across sessions (i.e., patients
can return later without starting over).

Clear dashboards with explicit escalation reasons
and performance insights; provides full visibility
and control for your team because every
interaction is transcribed, recorded, and logged.

Warm handoff to staff with full context.

Sophisticated, enterprise-grade solution: supports
brand-level and location-specific rules, includes
reporting and standardization.

Trained and validated on tens of millions of
conversations and booked appointments and
thousands of offices.

High level of automation focusing on task
completion.

Extensive integrations with existing technology,
including authorized integrations directly with the
practice's PMS/EHR.



| Decision Point

I Single-Purpose Al Tools can introduce basic automation,
. but their limited scope often becomes a bottleneck. They
. f) . streamline simple tasks, yet their narrow focus restricts

scalability and provides minimal visibility into the broader
. . patient or practice experience.

Ve \ Al platforms are ideal for organizations looking to
maximize a full suite of automation powered with Al
technology that integrates deeply with tools and

U workflows at the office to optimize every interaction.

What Defines an Al-powered Platform

Using advanced Al, an Al-powered platform is purpose-built to address the complexity of DSOs
and dental practice front-office operations. Designed with four core pillars—automation,
configurability, comprehensiveness, and extensibility—it not only solves today’s challenges
but also equips you with long-term scalability and value as you grow.

For a solution to deliver value, it needs to be:

®@ Automated. True automation focuses on task completion, not just awareness. A system
that can't finish the job (e.g., can’t book appointments or prevent duplicates) merely shifts
the burden to staff. This is the difference between a chatbot and a true Al solution,
preventing the system from becoming just a notification service.

® Configurable. Every DSO and practice has unique scheduling rules and communications
preferences, so the key is a system that adapts to variations, turning best practices into
scalable automation. This includes handling different provider types, appointment rules,
timing, and operational setups.

® Comprehensive. Patients use various methods—texts, calls, forms, website chat, or
in-person—to book appointments. A complete solution must handle all these channels
and use cases, from missed calls to web chats, and integrate with existing systems like
PMS, phone systems, and CRMs to avoid increasing manual work.

@ Extensible. As needs expand (e.g., reminders, outbound campaigns, new locations,
specialties), you shouldn't need a new system. A truly extensible system lets you build
once and scale fast, leveraging existing configurations for new use cases without starting
from scratch, keeping your tech stack clean and operations efficient.
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Cornerstones of a Front-Office Al Platform

(50

~—~~

Automated

Completes tasks, not just
notifications

Comprehensive

Covers all channels and use
cases, fully integrated
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o7

Configurable

Adapts to every practice’s
unique rules and workflows

Extensible

Scales with growth, new
services, and evolving needs

66

We approach scheduling across multiple
practices with different workflows by having an
extremely configurable system that can be
deployed and unified across a full enterprise DSO.
That way, you’re getting the same information
consistently across the board with your practices.

—Chris Ternus, Strategic Accounts Manager, Planet DDS



ANN

What to Look for In a Front-Office
Al Solution

To effectively evaluate a front-office Al solution, consider how well each capability or feature
addresses your DSO or practice’s specific needs:

Core Functionality and Automation Capabilities

U

24/7 Patient Self-Service

Automates scheduling and reminders, enabling patients to book, confirm, cancel, and
reschedule appointments in real-time; takes tasks to completion without human
intervention unless (seamless) Al-human-Al handoff is necessary.

Modern Phone System
Provides reliable, enterprise-grade call quality and displays critical patient
information the moment they call.

Front Desk Overflow Support
Offloads repetitive tasks from practice and call center teams.

Multi-Patient & Complex Booking Support
Supports real-world booking needs, including multi-patient and family bookings,
caregiver or third-party scheduling, and policy-specific rescheduling workflows.

Inbound Call and Query Handling
Answers routine questions, handles general inquiries, and engages with
patients—anytime, on any channel—with conversational Al.

Missed Call Recovery
Responds to missed calls, voicemail, direct texts, and web chat inquiries instantly
via text.

Outbound Communications
Handles patient recall, reactivation, and targeted marketing campaigns; provides
intelligent follow-ups to keep schedules full.

Lead Engagement and Conversion
Instantly responds to web leads and form fills via SMS; automatically books new
clients into appointments.

Call Routing and Warm Hand-offs
Routes calls to the appropriate department with context for escalation to human
staff, with the ability for staff to hand back to the Al.

Omnichannel Communication
Supports a breadth of communication channels, such as voice, text messages,
and chat.
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(] Textas Core Infrastructure
Has built-in two-way and bulk texting for patient communication, enabling seamless
after-hours engagement and the ability to continue conversations automatically.

[:] Team Chat
Offers a tool for interoffice communication.

(] Patient Authentication
Identifies existing patients by caller ID and a secondary verifier (e.g., date of birth)
before conversationally scheduling, rescheduling, or canceling appointments. For
new patients, it guides them through an intake workflow, collecting and verbally
verifying essential details before booking.

(] Treatment Plan Recovery
Proactively re-engages unscheduled treatment opportunities with personalized
follow-up.

(J Advanced Escalation Logic
Escalates only when necessary, provides staff with categorized scenarios and full
context, and ensures the process is transparent and timely.

() Analytics and Unified Reporting
Delivers on-demand, real-time analytics to gain insights into customer interactions
and track key metrics (e.g., missed calls, call handle rates, and booking request
conversion rates); provides dashboards with actionable performance and operational
insights across all brand locations.

(] Ccalllnsights
Analyzes call recordings, detects the sentiment of patients, and identifies patient
needs and potential revenue opportunities; for calls handled by staff, provides
coaching to see if handoffs could be avoided and extracts action items for staff (e.g.,
“collect insurance card”).

(] Reputation management
Sends review requests to patients, enables real-time monitoring and automatic
review responses.

(J Payments
Offers flexible patient options to accelerate collections; uses transparent, fixed rates
with no hidden fees; provides surcharging functionality to pass transaction costs to
patients.

() Insurance
Searches clearinghouses and dental insurance portals to pull insurance information;
creates eligibility reports that can be saved to the patient profile in the practice
management system.

(] Digital forms

Automates the patient intake process, from creating and sending forms to recording
information in the patient record.
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(] ROland Business Impact
Provides benchmarks and case studies that demonstrate measurable results such as
increased booking conversion rates, revenue uplift, and staff time savings, and can
model potential ROl specific to your DSO or practice.

(] Scalability Across Growth Phases
Demonstrates proven success scaling with dental organizations of different sizes and
growth stages, ensuring it can support your trajectory from regional expansion to
multi-state or national operations.

Customization and Adaptability

(] Sophisticated Configurability
Supports thousands of configurations for any use case; easily implements specific
policies, scheduling rules, scripts, and financing information to ensure brand
consistency and personalized patient journeys.

(] Customized Call Flow and Messaging
Has the capability to define custom call flows, adjust tone, tune responses, and
customize verbiage to fit practice needs and reflect the team's tone and policies.

(J High-Fidelity (HiFi) Integration with Existing Systems
Is compatible with practice management software (PMS), electronic health records
(EHR), and phone providers; leverages real-time data from integrated calendars,
scheduling systems, and operational tools for real-time booking and rescheduling
based on provider availability.

(] Complex Rules and Workflows
Manages block scheduling, staggered appointments, complex referral call flows, and
detailed scheduling guidelines.
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r ) | am very excited that Weave is introducing Al into
their platform because again this gives me more
N 7 opportunities to ensure the quality, be able to dig
into the data and make sure that we're doing
things effectively. I've been with Weave now for

- ~ nine years and counting and I'm looking forward
to the future with Weave in my practice for many
| many years to come.

—Dr. Matthew Nejad, Beverly Hills Dentist
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Technical and Security Aspects

U

Comprehensive Platform Concept

Provides a connected experience for patient communication and scheduling. This
experience is enhanced by an Al layer that automates service, booking, and lead
follow-up while integrating seamlessly with core features like payments, reputation
management, marketing, and business analytics.

Interoperability and Ecosystem Fit

Integrates seamlessly beyond PMS to include systems like CRM, insurance
verification, and marketing automation, ensuring smooth operations across the full
dental technology ecosystem.

High Extensibility
Enables organization and/or individual practices to extend functionality as needs and
technology evolve.

Compliance
Uses HIPAA-ready infrastructure, strict guardrails, and formal BAAs; meets rigorous
HIPAA, PCI DSS, TCPA, and state privacy standards.

Data Security Protocols
Prioritizes data security and privacy, including encryption protocols and access
permissions.

Continuous Learning and Improvement
Provides better responses and performance based on continuous monitoring and
expert intervention of interactions.

Transparency & Control
Provides clear dashboards, auditable Al decisions, and transparent escalation
reasons so DSOs and practices have full visibility and control over performance.

Reliability & Enterprise-Grade Performance

Field-tested with years of operation and over a billion patient interactions annually,
demonstrating consistent reliability across calls and texts, and leveraging an Al
engine trained at scale on healthcare-specific data; offers >99.99% uptime built for 5,
50, or 500 locations.

Goal-oriented Agentic Al Engine
Guides patients to achieve goals using natural language.

Truly Autonomous Al
Autonomously handles the majority of patient interactions to completion, both
synchronous and asynchronous.
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Vendor Fit, Implementation, and Support

(] Vendor Stability and Roadmap
Demonstrates long-term financial stability and shares a clear product roadmap
aligned with DSO and practice priorities, ensuring that your investment is protected
and evolves with industry needs.

(] VendorTeam Specialization
Brings decades of Al experience and deep industry insights to help DSOs and
practices customize their solution and Al strategy.

(] Vertical Specialization
Purpose-built for DSOs and dental front offices to ensure that every automation is
designed to handle the scale, complexity, and compliance requirements unique to
single and multilocation dental organizations.

(] Scale of Operation
Serves a customer base of DSOs as well as single-and multi-office practices,
handling high call volumes across thousands of locations with strict tenant
isolation and redundant cloud architecture.

(] Onboarding Process
Provides expert-led implementations—from integration to customization and
testing—within days; seamless setup and consistent service delivery across
locations.

(] staff Adoption and Change Management
Comes with comprehensive training, adoption resources, and change management
support to ensure smooth rollout across practices, while enabling staff to become
proficient quickly and confident in using the system.

(] Ongoing Support
Offers high level of continuous solution support, monitoring, and optimization.

(] Low technical lift
Streamlines operations, requiring no technical expertise from staff; easy to
implement and learn; Al Assistant simplifies setup and assists with customized
workflows to help practices get the most out of the platform’s advanced features.

Al Buyer Tip

Consider your Al tech vendor a strategic partner who ensures your solution scales with your
growth. Deep expertise, high-touch support, and long-term guidance make vendor partnership
the differentiator between a short-term tool and a future-proof solution.
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Al technology is becoming a cornerstone of
dental operations...empower(ing) dental

- ~ teams to focus on higher-value activities
and improve patient outcomes.

\ / —Planet DDS’s 2025 Dental Industry Outlook

Summary and Next Steps

The Bottom Line

Al is no longer optional for dental organizations—it’s a business-critical investment.
Scheduling complexity, staffing shortages, and rising patient expectations can’t be solved
with chatbots. Only advanced Al platforms purpose-built for the dental front office can
automate end-to-end scheduling and communications, unify fragmented systems, and scale
seamlessly across multiple locations. The result: more bookings, stronger patient loyalty,
reduced overhead, and a front office that fuels growth instead of bottlenecking it.

The Vendor Matters

Technology alone won’t guarantee success. The right vendor partnership is a key
differentiator—bringing Al expertise, deep industry knowledge, and long-term strategic
guidance. A trusted partner ensures smooth implementation, drives adoption across
practices, and evolves the platform with your growth. In a crowded and noisy market,
partnership turns Al adoption into lasting enterprise value.

Your Next Steps

® Evaluate Fit: Use this guide to compare vendors and identify which solutions can truly
automate, scale, and deliver ROI.

@ Prioritize Impact: Focus on capabilities that address your biggest challenges—scheduling
and communications efficiency, patient experience, and scalability.

@ Engage a Partner: Choose a vendor with a proven track record, strong financial stability,
and a roadmap aligned with your organization’s needs.

© Act Now: The window to gain a competitive advantage is open—but shrinking as peers adopt
advanced Al. Early movers will capture the greatest operational and financial benefits.
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QO Weave

Weave's Al platform is built to elevate healthcare practices, ensuring they are always on,
operationally efficient, and ready for growth. By integrating Al across the entire patient
journey—from converting inbound leads and autonomously filling schedules, to verifying
insurance eligibility and managing flexible payment options—Weave ensures no revenue
opportunity is lost, even outside of business hours. Rather than replacing staff, the
platform frees front office teams from repetitive tasks and manual follow-up, allowing
them to focus on meaningful patient relationships. This results in full schedules, higher
revenue capture, stronger patient loyalty, and a team empowered to deliver proactive,
24/7,and personalized patient care.

Trusted by Top Dental Practices

66 66

The best decision we've ever done
in all the years I've been there,
nineteen years, is go with Weave.

—Debbie Evans
Wainwright & Wassel DDS

(19

It simplifies the front office, such
that | only have one front office. |
have one assistant, | have one
hygienist. My office is lean and
mean. And the reason we can do
that is because of Weave.

—Dr. Todd Snyder
Concierge Cosmetic Dentist
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About 37% of our new patients are
booked through it. It’s evolved far
beyond just missed calls—it’s
online booking, confirmations,
even treatment appointments. It’s
made a huge impact in every
practice that has it.

—Amy Manzo
MB2 Dental

Schedule a demo



https://www.getweave.com/demo/events/
https://getweave.com/demo?utm_source=mm+buyers+guide&utm_medium=ebook

