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Friend number one miraculously discovers a 
once-latent Midas touch and now has twenty 
thousand dollars, while friend number two 
has had modest gains and is now up to three 
thousand dollars. You are all doing well, but 
you and friend number one seem to have 
discovered the secret to beating Vegas and 
are considering leaving your dental practices 
to gamble full time. 

By the end of your trip, reality has settled in. 
You and friend number one each end your 
time in Vegas with four thousand dollars. 
With a few more lucky hands, friend number 
two was also able to get to four thousand 
dollars. 

Even though you doubled the two thousand 
dollars you brought to Vegas, you still feel 
disappointed thinking to yourself that you 
really lost six thousand. Friend number one 
is on the verge of depression and is making 
calls back home complaining that he lost 
over sixteen thousand dollars during his 
weekend. Friend number two is at the bar 
buying rounds of drinks and celebrating how 
he doubled his money. Even though the end 
financial gain is the same for each, emotion 
has trumped logic. 

What does this have to do with dentistry? 
You may have had a terrible November, but 
overall you had a fantastic year. Don’t let 
one month tax your emotions when overall 
you’ve made a gain in the present economic 
environment. You may have had a bad finan-
cial day, but over the last few months your 
practice has grown. Stay grounded in the 
logic of the overall numbers and results. Do 
not be ruled by the emotions of the moment. 

3) Invest In the
 PractIce:
A noticeable difference arises between 
managers and leaders during tough economic 
times. When revenues fade, managers begin 
immediately cutting expenses. The question 
they ask is, “How can we cut expenses to 
meet revenue?” 

Leaders ask a different question. “How can 
we grow revenues to exceed expenses?” 
Leaders begin looking for places to invest in 
the practice with the goal of growing during 
down times. 

Here are four areas to consider for strategic 
investment: 

Marketing – As others pull back marketing 
efforts, it’s a great time to grab more local 

market share and increase your patient base. 

Continuing Education – Making yourself a 
more complete and better dentist may not 
create an immediate impact, but long-term 
you and your patients will be thankful. Do 
not forget to grow your dental team in this 
area also. 
 
Equipment and Technology – Down times 
present a buyer’s market for investing in 
equipment and technology. You may discover 
some great deals on equipment as inventories 
remain stagnant. 
 
Professional Services – Invest in a dental 
management or consulting firm to help you 
grow. 

4) Play your “a”
 Game:
During a booming economy, you can afford 
to be sloppy and let things slide. However, 
when your patients tighten their purses, 
you must have flawless execution with your 
systems, communications, time management 
and case acceptance. 

Consider this example. Most people eat 
out at a restaurant at least once a month, 
or twelve times a year. Let’s assume this 
year you can only eat out one time. Which 
restaurant will you choose? Will you choose 
a restaurant that has ever left you with a bad 
taste? Will you choose a restaurant that is too 
slow, sometimes gets your order wrong or is 
hit and miss with food quality? No. You will 
choose a restaurant that you absolutely know 
will get it right by creating a fantastic envi-
ronment, delivering great food and providing 
a fulfilling evening for all. 

When purses tighten, there is no longer any 
room for mistakes. 

5) remove anythInG
 neGatIve In
 your PractIce:
As patients linger in your waiting room, 
what are you communicating through the 
media available to them? Are newspapers, 
magazines and television news feeds pummel-
ing them with bad news about the economy? 
Is that a message you want to reinforce with 
those about to purchase your services? 

Difficult financial times demand that your 
practice rid itself of anything negative... 
including people. Your dental team must 
understand that you are selling dentistry and 
only happy people sell dentistry. As painful 

as it may be, it is most critical during times of 
struggle that you purge your practice of nega-
tive people. The ultimatum is simple, “Get 
happy or get another job.” 

6) Be creatIve
 FInancIally:
In today’s dental environment, many options 
abound for creativity in helping patients pay 
for dentistry. CareCredit and other financial 
service companies can greatly help your 
practice find an upward growth curve while 
other practices slide. Now is the time to 
investigate and promote those options with 
your patients. 

Also, as patients struggle financially, it is a 
good time for the front office to show some 
creativity and flexibility with long-term 
patients. Once you have conducted a Verifi-
cation of Insurance with patients who have 
proven faithful over the years, you may want 
to show flexibility with their co-pays. They 
will be grateful and you will build raving fans 
who have the potential to be future referral 
magnets. 

7) you are What
 you exPect:
Based on years of research and experience, 
I have discovered that you get what you 
expect in life. If you expect to live to be over 
one hundred years old, you will probably 
wake up one day smiling as you celebrate 
your one-hundredth birthday. 

The same holds true for dentistry. If you 
expect to have a two million-dollar practice, 
chances are good that you will make it. If you 
expect to have a one million-dollar practice, 
your bottom line will eventually match your 
expectations. 

For some of you, this concept may seem 
like positive thinking hocus-pocus. I would 
highly encourage you to reconsider the power 
of expectations. Twenty-four years of working 
with great dentists has taught me that the 
ultimate soft-tissue program is the soft tissue 
between your ears that you personally need 
to manage. 

How do you change your expectations? Here 
are four proven steps: 
1. Write down your expectations. 
2. Submit your expectations to loved ones 

and trusted advisers. 
3. Read your expectations on regular basis.
4. Start to say your expectations out loud. 

It is crucial to always say what you 
expect. 

A final note on expectations: if you are spending time with people 
who will not allow you to expect your dream, you need to find new 
friends who will constantly support and encourage you to reach your 
dream. Find a network of successful dentists who will challenge you 
to greater levels of success. 

8) alWays Be a GIver:
Isaac Newton declared that, “for every action there is an opposite 
and equal reaction.” The Bible says, “whatever a man sows, that also 
will he reap.” 

In the world of dentistry, you have a unique opportunity and privilege 
to be a giver. Whether you take a mission trip to help those whose 
lack of dentistry could be life threatening, or you enjoy regular trips 
to the inner city to serve the under served, I would encourage you to 
find a place to invest your gifts in humanity.

Why should you consider being a giver? You always reap what you 
sow, making most people’s lives a direct result of their giving. Giving 
also has the power to contextualize you as a human being. It connects 
you with the struggles of humanity, thus making you more compas-
sionate, empathetic and understanding with your patients. Being a 
giver makes you a better dentist. 

In the end, twenty percent of you reading this article will refuse to 
give in to the recession and will instead see it as an opportunity to 
grow your practice. Don’t let anyone convince you that bad eco-
nomic times necessitate a financial struggle for your practice. Decide 
today that you will not participate in recessions. 

Go for it!

Ken Runkle, America’s Profitability Expert™, is the founder and president of Paragon Management, Inc, and has 
been helping dental practices reach peak profitability for 24 years. You can find out more about their approach to 

practice management at www.theparagonprogram.com or by calling 800.448.2523.
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No, the “Information Abyss” is not the name of a Star Trek: Next Generation episode. 
Cryptic titles aside, a major concern in modern dentistry relates to the interaction 
between dentists and their patients. The American Dental Association recommends 
that an individual receive a formal check up from their dentist once every six months. 

But what is happening with that patient in between cleanings? In general, that answer 
is incomplete at best, which is where the experience and expertise of the professional 
takes over. But there have been increasing discussions amongst those in the field on 
how technology can help to fill the information gaps. 

The medical field has already caught on, and new products for “at home” diagnostic tests, medical smartphone applications, 
and networked monitoring are quickly closing the gap from tummy ache to “too late.” In many cases, it is not the medicine 
that saves, it is the information flow from patient to professional. This will become increasingly relevant as the population 
ages over the next twenty years, creating a demand for infocentric medical services. 

The dental market currently lacks a viable way for dentists to receive critical data on their patients’ oral health. This is, not 
surprisingly, a very complex issue and one that may be met with some resistance. However, as we learn more every year 
about the links between the oral cavity and a variety of complications and diseases in the rest of the body, it seems that it is 
now time to address how dentists are going to collect this information and how they can do something useful with it. 

So, how do we cross the information abyss? It may start with a patient’s brushing and flossing habits. A recent conversation 
I had with a former director of the Department of Oral Diagnosis for a leading university hospital suggested that “determining 
and ensuring compliance, as well as quantifying the contribution of brushing and flossing, is a key step forward for the field.” 

One day, the emerging field of salivary diagnostics may provide a wide array of solutions 
for the clinic, delivering quick and accurate results. I think many would agree that 
having the ability to practice better preventive dentistry and improve patient education 
and compliance would be critical piers in the construction of the proverbial “bridge 
over the abyss.” 

Ultimately, in the future, the highest quality care will not come from an hour-long 
cleaning twice a year dominated by discussion of upcoming vacation plans, but rather 
from consistent information collection on patients when they are not in the chair. 
By the time they are in your clinic, wondering why you are still playing old Star Trek 
episodes in the waiting room, it may be too late. 

Alex Frommever is the CEO and Co-Founder of INVEN LLC, a dental device development company based in Louisville. KY.
INVEN is involved with developing new technologies and products for a variety of segments within the dental industry, and has won 
multiple awards for technology innovation. Alex holds a Masters in Engineering from the University of Louisville and can be reached 

at (859) 445-3248, fro@invenllc.com, or www.invenllc.com.

Tips To Use Today!
1. Identify "high risk" patients for 

tooth decay and periodontitis.

2. Have your receptionist 
follow-up with these patients 
between visits.

3. Join the social media 
revolution. Create a Facebook 
page for your practice 
and encourage patients to 
message you with  
questions and thoughts.
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Based on the last recession in America, one can assume that the cur-
rent recession may last a few years. For many in the business world, 
including dental practitioners, a few bad years can devastate a busi-
ness. However, during the last two decades of working with dental 
practices, we have discovered ways to avoid potential ruin in difficult 
times.

Statistically, twenty percent of businesses will inevitably fail dur-
ing a time of recession. If you want to be among the twenty percent 
that fail, you may want to stop reading now. Statistics also reveal 
that sixty percent of businesses during a recession will neither grow 
nor fade, they will simply remain flat. For a practice with a leader 
committed to growing, that is unacceptable also. Finally, these same 
statistics show that twenty percent of businesses will turn lemons 
into lemonade and grow during a widespread recession. If you would 
like to join the twenty percent of dental practices that will grow over 
the next few years, you may find this article helpful. 

At Paragon Management we have resolved that we will refuse to 
participate in regular business cycles of boom or bust and growth or 
recession. Regardless of the economic environment, we will grow 
and thrive as we help dentists and dental practices do the same. In 
fact, we are so committed to this approach that we have a beautifully 
framed announcement in our office declaring, “Paragon does not 
participate in recessions.” 

Through our commitment to help our clients withstand the chal-
lenges of a rough economic environment, we have discovered eight 
critical and proven keys to recession-proofing a dental practice. 
Implement all eight and you may join the twenty percent who will 
grow and thrive during these tough times. Ignore and discard these 
key principles and you may find your dental practice in need of a 
bailout.

1) Be oPtImIstIc:
In the book, Learned Optimism, author and researcher Dr. Martin 
Seligman, shares research revealing that optimism is the most impor-

tant indicator of success and failure. During the Summer Olympics of 
2008, I caught an interview with Dr. Seligman on SportsCenter as he 
was discussing the incredible success of Olympic phenomenon Mi-
chael Phelps. In referring to Phelps’ closest race in which he trailed 
going into the final stretch. Dr. Seligman shared a conversation 
he had with his wife. As Phelps fell behind in the race, Dr. Selig-
man’s wife asked him if he thought Phelps would win. Dr. Seligman 
expressed confidence that Phelps would certainly win. Phelps won at 
the last micro-second and Dr. Seligman went on to share his secret 
knowledge of this incredible athlete. During an optimism study of 
high school athletes a few years before the Olympics, Phelps recorded 
one of the highest Optimism Quotient scores of any high school 
athlete. Dr. Seligman knew Phelps’ incredible optimism would carry 
him to a victory regardless of the challenge.

In dentistry, an optimistic attitude creates focus and belief that can 
propel an entire dental team even when the outlook is bleak. We 
have seen Dr. Seligman’s research proven over and over by the dental 
practices we have had the privilege of serving.

It is important to note that the doctor, as the practice leader, is the 
mood ring for the entire practice. His or her attitude permeates the 
entire staff and patients, inevitably impacting the bottom line. Den-
tists with a high Optimism Quotient breed dental practices which 
will be much more successful than those who choose to share in the 
pessimism of a world drowning in doubt. 

It pays to be optimistic. 

2) Be loGIcal rather 
 than emotIonal:
Don’t be ruled by what I call the “Las Vegas experience.” With 
an understanding that I am not endorsing gambling, consider the 
following illustration. You and two friends fly to Las Vegas for the 
weekend with a few dollars burning holes in your pockets. You agree 
to limit your risk to two thousand dollars each, win or lose. By the 
second day, you are on a roll and now have ten thousand dollars. 
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12Articles reprinted with permission from Excellence In Dentistry, LLC  (1-800-337-8467), publisher of The Profitable Dentist® Newsletter (www.theprofitabledentist.com).

4th annual scholarshIP WInner announced:
We are proud to announce the 4th Annual $1000 Scholarship Award 
Winner was Hannah P.  She is continuing her higher education at 
Colorado State University in the Equine Science program which is 
extremely difficult to be accepted into!  Dr. Hart believes in giving 
back to the community and the scholarship award is a great way to help 
aid students and their parents with the extravagant costs of education.  
Entry is open to all high school patients that have a wisdom teeth 
procedure at our office and are pursuing a college education.  Our 5th 
Annual Scholarship Award is currently open for applicants so please 
let your patients know!   

conGratulatIons to dezI!
We are excited to announce that Dezi, one of our Surgical Assistants, 
has obtained privileges to work alongside Dr. Hart during OR cases. 
With the addition of Dezi, we now have two assistants with hospital 
privileges at Castle Rock Adventist and Parker Adventist Hospitals. 
In order for our assistants to have the ability to work in the OR, they 
must first go through a rigorous credentialing process which can take 
months to complete. Needless to say, we are all thrilled that the course 
of action is fulfilled!
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