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Get your associate dentist
WOrkin O for yO U sasronegamemannone

Over the last few years with all the doom and gloom
surrounding the recession, there has been equal doom
and gloom regarding associate dentists.

Via social media | have seen posts and conversations
about the death of associate dentists and putting
dentists onto sliding scales to ensure they make the
practice profitable.

I firmly believe there are many fantastic associate
dentists in the UK. However, many of these fantastic =
dentists are probably living in fear of losing their jobs.

Associate dentists are vital in larger practices more
than ever, yet many principal dentists do not feel that
they get the support they are looking for. If you are an
associate dentist and your principal isn't happy, how do
you know this?

If you are a principal dentist with an associate not
meeting your needs, how do you deal with this?

Get the right people on the bus and in__.
the right seats

| know that if there are problems with an associate
dentist, nine times out of 10 it is always because the
practice is lacking vision, or that vision hasn’t been
shared with the associate dentist. How are they meant
to help you develop the practice when they don't eve
know where you're heading?

If you want to have a Makln% your associate dentist back to having strong financial management in place to
. . pro fitabl make sure that you set the flat rate correctly.
SUCCGSSfLﬂ praCtlce that IS If you have concerns that your associate dentist isAssociate dentists are real assets to thriving dental

. not profitable, the first step is to ensure your financigractices, and never forget; one day they may wish to
prOfItabIe yOU need to have an management is in place. If your gut instinct is corredbelp you achieve your exit plan and buy your practice
empowered team and that IﬂClUdG@ next step is to arrange a meeting with your associ&tem you!
entist. At this meeting it's important that you show your

associate dentists VISIOn and find out if they are on board. This is usually a
positive experience and you will confirm that your dentist

There is a fantastic quote from Jim Collins who wrotupports you and wants to be a part of your vision. The
the book Good to Great, he states: ‘Get the right peoplenert step is to share the financials in relation to the cost
the bus and in the right seats.” Too many practice owneassociated to running their chair, and compare this to
quickly assume that their associate shouldn’t even be their pay.
the bus! This is often an eye-opener for the associate dentists. If

If you want to have a successful practice that ey have no idea how much you need them to invoice
profitable, you need to have an empowered team, and thlatough each month, how can they help you get there?
includes associate dentists. It is essential that as a busineAs$ this point many business owners decide to R
owner you have a clear vision and that you communicateeir associate on a sliding scale. | completely disa
this vision with your team. with sliding scales, they are unethical and put assodqe®

Financial management is equally as important, how dtentists in a situation that questions their ethics. Patfi
you really know if your associate dentist is profitable? Yoare is always the priority. It is much better to put y(
must know your numbers, how much does it cost yodentists on a flat percentage that can be from 42% to 4
per-hour to run each treatment room? depending upon the businesses needs. Again this com
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aura you can visit her website

R Om, call her on 01279 882720, or
ggnall her at Iaura@horton consultlng com
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