
“Book a review” can sound straightforward to a clinic team. To a patient, it may raise a string of unanswered
questions: What will happen? Do I need one? Will I see the same clinician? Is it included in the price? And could my
treatment change?

These uncertainties matter. A review appointment is part of the care journey, not merely another item in a
booking system. When clinics explain its purpose clearly, patients can make informed choices, understand what
happens after the first appointment and feel more confident about staying engaged with care. That confidence is
also a commercial asset: trust supports follow-through, reduces avoidable queries and helps patients judge a
service on more than its headline price.

The explanation should be practical rather than promotional. It should describe what the clinician will assess, what
decisions may follow, what the patient needs to prepare and what the appointment costs. Here is how to make
that information clear across your clinic website and online booking process.

Start with the patient’s question: what happens after the first
appointment?
Patients often focus on the initial consultation because it is the first visible step. But they also want to know what
comes next. A review appointment gives the clinician and patient a planned opportunity to check progress, discuss
any concerns and decide together whether the current approach remains appropriate.

That purpose needs to be stated plainly. Avoid describing a review only as “ongoing support”, “continuity of care”
or a “personalised check-in”. Those phrases may sound reassuring, but they do not tell a patient what will actually
happen. Add the practical detail: what will be discussed, who will conduct the appointment and what decisions
might be made.

For example:

“At your review, your clinician will ask how you have been since your last appointment, discuss any
changes or concerns, and consider whether your current plan is still suitable. They may recommend
continuing, adjusting or reviewing the plan further. A change is not guaranteed and will depend on
clinical assessment.”



This explains the review appointment purpose without promising an outcome. It also makes clear that treatment
decisions depend on the patient’s circumstances and the clinician’s judgement.

Explain what the clinician is assessing
“Monitoring and follow-up” can describe a wide range of activities. Patients deserve to know what those terms
mean in the context of your service. Depending on the specialty and care plan, a clinician may ask about
symptoms, day-to-day function, side effects, adherence, test results or changes in the patient’s medical history.
The exact checks should be described accurately for the service you provide.

Explain that assessment is not a formality. A review is a chance to gather relevant information and use clinical
judgement to decide what is appropriate next. The clinician might conclude that the plan should continue, that an
adjustment should be considered, that further assessment is needed or that another service would be more
suitable.

Do not imply that every review will result in a prescription, a treatment change or a particular level of
improvement. The appointment is an assessment and discussion, not a guarantee. This distinction helps patients
form realistic expectations and supports professional communication in line with the General Medical Council
(GMC) expectations for clear, honest https://fundingguru.com/blog/patient-trust-is-a-business-asset-what-
specialist-clinics-need-to-get-right communication and shared decision-making.

Tell patients what to bring or do beforehand

Useful preparation can make the appointment more productive. Tell patients whether they should bring a
medication list, test results, a symptom diary or questions they want to discuss. If there is nothing they need to
prepare, say so. Avoid sending patients on a vague search for information that the clinic can clarify in advance.

Where relevant, explain how to report a concern between appointments and what to do if a problem feels urgent.
A routine review booking route should not be presented as a substitute for urgent medical help. Give patients the
correct contact details and explain when that channel is monitored.

Explain treatment options without overwhelming people
Patients may worry that a review means they will be expected to make a complex decision on the spot. Clinics can
reduce that pressure by explaining that options will be discussed in the context of the assessment, and that
patients can ask questions before deciding where a choice is available.

Rather than listing every possible treatment on a booking page, explain the decision-making process. A simple
structure is:

1. Review what has changed: the clinician asks about the patient’s experience since the previous appointment.

2. Consider the evidence and circumstances: relevant symptoms, history, results and risks are discussed.

3. Talk through suitable options: the clinician explains the options that are relevant to that patient, including
important benefits, risks and uncertainties.

4. Agree the next step: where appropriate, the patient and clinician decide what to do, or arrange further
assessment if more information is needed.

This is more useful than saying “we will create a personalised plan”. If the plan may change, explain what could
prompt a change. If it may stay the same, say that continuing the current approach is also a possible outcome.



Patients should not be led to believe that a change is automatic or that a particular treatment is right for
everyone.

Keep explanations proportionate. A clinic website can introduce the types of decisions a review may involve, while
the clinician can explain the options relevant to the individual during the appointment. This avoids overwhelming
people with detail before the clinic knows their needs, without withholding information they need to decide
whether to book.

Make the review part of a visible care journey
A review can feel like an unexpected extra if the patient sees only the initial consultation price. Show the likely
sequence of care, while being clear that the timing and number of appointments can vary according to clinical
need and the service provided.

Stage What the patient can expect What the clinic should explain Initial appointment Discussion of the patient’s
needs and relevant history, followed by an assessment. What is included, what information may be needed, and
what the appointment does not guarantee. Next-step decision A discussion about whether further assessment, a
treatment option or another route is appropriate. How the decision is made and how the patient can ask
questions. Review appointment A check on progress, concerns and whether the current plan remains suitable.
Likely timing, format, duration, clinician, fee and possible outcomes. Ongoing monitoring and follow-up Further
contact or appointments if needed for safe, appropriate care. How follow-up is arranged, how much it costs and
who to contact between appointments.

Use this as a guide, not a promise of a fixed pathway. Some patients may need more or fewer appointments. Say
what is typical only if you have reliable information to support it, and explain that individual care can differ.

Show the full price, not just the first appointment fee
Transparent pricing is essential to informed choice. If a review appointment is likely to be part of the service, do
not hide its price several pages away or reveal it only after the patient has paid for an initial consultation. Explain
whether the first appointment includes any follow-up, whether reviews are charged separately, and what the
patient might pay if further monitoring is recommended.

Patients do not need a guarantee of their total future spend when that depends on clinical need. They do need a
clear account of known charges and a realistic explanation of what is uncertain. A helpful pricing section might
include:

the price of an initial appointment and what it includes;

the price of a review, or how the fee is calculated;

whether tests, reports, prescriptions or other services are charged separately, where applicable;

how often reviews may be recommended, if the clinic can state this responsibly;

any cancellation or rearrangement charges; and

how the clinic will tell the patient about additional costs before they agree to them.

Keep the same information consistent across the clinic website, booking pages and payment confirmation. If
patients may use a third-party payment or finance provider, explain that choice neutrally and clearly. For example,
a clinic might direct people to information from Funding Guru where relevant, while making clear which charges
are clinic fees and which relate to the provider’s terms. Do not imply that finance is necessary or suitable for
everyone.



Clinics such as Releaf can serve as a reminder that patients may compare services across specialist providers.
Whatever your specialty, make sure your own prices and review pathway are understandable without requiring
patients to piece together details from multiple pages.

Make the online booking process match the explanation
A clear clinic website can still lose patients if the booking flow introduces new uncertainty. Before a patient
confirms a review, show the appointment type, purpose, expected duration, format (for example, in person or
remote), clinician or team, fee and cancellation terms. If the patient must complete a form or provide information
beforehand, state that before payment.

Use a label patients can understand. “Follow-up consultation” or “review appointment” is usually clearer than an
internal clinic code or a vague “return slot”. Add a short description alongside the booking option, such as:

“For existing patients. Discuss progress and concerns with a clinician, review whether your current plan
remains suitable, and agree any appropriate next steps. The appointment does not guarantee a
treatment change.”

After booking, send a confirmation that answers the practical questions again: date and time, location or joining
instructions, what to prepare, how to rearrange and who to contact. Patients should not have to chase the right
contact channel after they have paid. If the appointment is not suitable for a particular concern, explain how to get
advice through the appropriate route.

Build trust through clarity, not promises
Patient trust is not created by using reassuring language alone. It grows when the clinic explains its process,
communicates uncertainty honestly and does what it said it would do. Clear information about treatment plan
check-ins and monitoring and follow-up helps patients understand why an appointment is recommended and
what they are paying for.

It can also support the clinic commercially. Patients who understand the care journey are better placed to decide
whether to proceed, prepare for appointments and raise questions early. Clear pricing may reduce disputes and
avoidable booking drop-off. That does not mean using information to pressure people into care. It means giving
them the facts needed to make a considered choice.



A practical checklist for clinics
Have we explained the review appointment purpose in plain English?

Have we said what the clinician will assess and what possible next steps may be?

Have we avoided promising a treatment, change or outcome before assessment?

Have we explained how patients can prepare and contact us between appointments?

Are review fees and likely additional charges visible before booking?

Does the online booking process repeat the same information as the clinic website?

Can patients understand what happens after the first appointment without calling to find out?

A review appointment is easier to explain when the clinic treats it as a meaningful part of the care pathway, rather
than an administrative follow-up. Tell patients what will be discussed, how clinical judgement shapes the next step,
what options may be considered and what the full journey may cost. When that information is consistent from the
clinic website to the online booking process and beyond, patients can make decisions with greater confidence—
and the clinic earns trust by being clear about what it can, and cannot, promise.


