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Smiling Perfectly?

Report on Strategies for Success by Amarjit Gill BDS

We all know that, by orga-
nising certain elements of
our practices, we should be
able to reap rewards of effec-
tive management and efTi-
ciency. A three-day event
held in Alton Towers, Eng-
land, Strategies for Success,
was certainly tailored to in-
creasing ethically practice
income, by understanding
and implementing well-es-
tablished practice manage-
ment strategies. In fact the
presenters, Ashish Parmar
and Rahul Doshi, were so
confident on delivering this
promise that they guaran-
teed with a course fee money
back offer. Don’t we like irre-
sistible offers like this?

Yenur fres
Stuelios and the Perfeet Smile Academ)y:

I first met Ash and Rahul
when we presented al the 2005
L'k National Conference lor
Private Dentistry. At the time,
some thought their coneepts
were difficult to achieve. How-
ever,inthe interim many prac-
tices, ally in London,
have already started operating
along the lines mentioned,
with a typical full mouth re-

esped

habilitation costing anywhere
from £10,000 to £50,000.

But even if you see your fu-
million miles away from
doing good family den-
under the NHS, vou will
need to embrace some

still
commercial skills. Within the

next three years in the UR at
least one person per praclice
will need to be fully au fait with

" 2009 Pri-
1 expect
ness plan to accompany
vour case for seeking NHS
funds in order to win contracts
for NHS funding. As as post
code lotteries go, you will have
to question the value of work-
ing with winning PCTs.

& D Badoad Doxhi and DeAshizh Pavmare, pavtners of The Peefect Smile

So whatever dentistry yvou
will offer,it paysto find oul how
Lo operate your practice. With
that in mind our presenters
simplified the concept and
de it clear that;

* First vou need to know whal
you're setting oul to achieve
—the Vision

* Then vou should be able 1o
sumn s those thoughts

into a sentence or two—the
Mission Statement

*Then, as the lifeblood of
any business is to make a
profit you should be able to
write how you'll do this, (both
in words and figures)—the
Business Plan

= You need to check how your
dream is materializing into
reality in terms of money—
Cash Flow forecast

The presenters then cov-
ed the 21 Laws of leader-
ship’. After all, you do need
to take your team with you.
This was itably stated
“anyone can steer a ship, but it
takes a leader to chart the
course”. The whole subject
was very ably covered without
losing delegates, despite the
soporific effect upon reading.

In considerable detail, they
covered how properly to price
a fee per item service. This is
something very few of us do.
Stories abound of colleagues:
swho foolishly relate their

private fees to the NHS, nol
realising that these bear little
resemblance to reality
sl their mateh or
exceed those ol their pals or
nearest dentist that their staff
sked to call
k them by what car their
patients are driving.

leres Ha

This is a bizarre way to do
business and one that threat-
ens to speed up the treadmill
for those who intend 1o negoti-
ate with the PCTs, in lwo years.

The presenters next de-
fined an ideal team as “a com
mitted  group ol individuals
working cohesively towards
i common sel ol goals’. The
goals were those identilied
by the Principals, which were
understood and ced by the
team, This section covered on
maotivating and training the
team, with one of the team role

ing too.

L'nlike most speakers on
practice management that I've
heard, they proposed two leam
meetings a day, one meeting

al the end of the week [c
i whole session and an addi-
tional four hour meeting
every month, Whilst
this might shoek
many of us, the
point was clear
this kept them
working cohe-
sively as a team
and their finan-
cial p
of this level of non
clinical work.

Maybe it is because the
old fee per item system intrin-
sically makes us look for prob-
lems, that we see the mistakes
that team members make,
more than the greal things they

do too. But that is not the way
to motivate people. Ken Blan-
Done™

chard’s book “Whale
wits hailed as a rel
encourage others as a d
position, instead of ‘the
position! Whilst working con-
ditions looked excellent there
wias no shyness i ing how
they share their fruits of the
labours with the team, yes L am
talking bonus systems,

The  management  Gurn
dl management gurus is
widely regarded as William
Deming. One of my favourite
quotes from him is ‘what gets
measured, gets improved’.
This was aptly shown by the
dynamic duo. Perhaps more
important to private practice
is the number of new patienis.
For instance a simple analy
ol the appointment book fo-
cusing on the reasons [or new
patients visiting the practice
should bhe instructional on
where to focus the marketing
spend. 1T people sourced you
through the Internet, then you
should be ensuring that the
practice websile is as user
friendly as possible, whilst ¢lo-
quently reflecting your values,
As an aside, this is now gener-
ally deemed to be more effec-
tive than Yellow Pages at gen-
£ new business!

Onee the new patient walks
through the door. there are
protocols in place 1o ensure

is backed up by tons of
ining including the team
reading and discussing books
on identifving the 4+ different
patient p nalities and the
1ol selling. Are you im-
sed or shocked yet? What-
your thoughts, we were

pr
ever
updated on the 20 Keys to C

lomer S LN we
aceepl that the fnture of den-
tistey will e more ofa busi
then surely this is approg

oo sueces:

5
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You might have noticed that
whilst this dyna duo pro-
mote themselves as clinicians,
helping us to become formida-
ble smile designers, Pve tried
to emphasize the underpin-
ning management thal sup-
ports their TV highlizhted
skills on transforming peoples’
smiles. Without a well-run
practice, il vou intend to oller
treatment plians in thousands
and especially tens of thou-
sinds of pounds, vou will be on
a slippery slope. What yvou are
admilting Lo is ignorance ol the
way that your patients will *see”
vou. Ask anyone what they
think ol a great smile deliv 1
in a shabhy practice, or by dis-
interested stall. In fact many
people judge places by the co
dition ol the toilets and don’t
think I'm Kidding.

As far as understanding the
clinical element of this three







