—INALLY

a Credit Account that Works

for the Patient and the Practice

Announcing the new H3 WellnessPlus Dental credit account™ Your
patients deserve a credit solution that allows them to finance the care
g they need, while your practice deserves a partner that makes it easy.

Through the Comprehensive Finance suite of financial services, the new
H3 WellnessPlus Dental credit account is integrated into the workflow, as
a first look financing option, with no need to bounce between systems.
Offering prescreens with just the customer’s name and address and an
easy acceptance process. No time is wasted calling multiple 3rd party
financing companies. This allows your patients the convenience of
transacting quickly when paying for the treatment and dental products
they need for a long and strong relationship with your practice.
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H3 WellnessPlus Dental Credit Account
- Revolving credit limit with no minimum purchase amount*
A selection of promotional plans* to meet your patients’ different budget considerations
Prescreen at the practice with just name and address
Use as “Card-on-File” no separate card terminal needed

No upfront software or hardware investment

The H3 WellnessPlus Dental credit account is integrated into a single platform workflow allowing an easy first look credit application process.
Additionally, the Comprehensive Finance solution offers a seamless second look solution through its in-house finance offering. For the first
time, within one platform you can prescreen and complete patient applications for an H3 WellnessPlus Dental credit account, and if for some
reason they did not qualified, quickly see if they meet practice criteria for an in-house financial payment plan - all within minutes. Discover
the advantages of accepting the H3 WellnessPlus Dental credit account at your practice today.

GET STARTED TODAY:

Call us at 1 866 964 4727 www.comprehensivefinance.com
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F I N A N C E *Comenity Capital Bank issues the H3 WellnessPlus Dental credit accounts.



