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Chairside Challenge

By Gary Kad i , aut hor of “ Mi Ifloiuonnd eDo lolfa rN elxetnLteivsetlr yP'r aacntdi c e ™

Chairside Challenge -

| am 64 years old, an LVI trained doctor, and have built a successful seven figure fee for service practice working three
days a week. | want to practice a couple more years. My challenge is that | cannot do any more than what | am doing
now and for the first time in my career | do not know what to do next. Can you help?

Poolside Solution -

Of course by now you know that I’'m never poolside writing these. It just sounds nice and glamorous that’s why | do it.
Right now | am the furthest from a Pina Colada and the Caribbean. It’s three A.M. and | cannot sleep, so | figured I’d hit
the computer and get this week’s Challenge done.

So let’s get started. Dr. Ed suffers from the classic challenge we all face. You see there are things you know and there are
things that you don’t know. If you want to know the things you don’t know you can find them out. They are on your
radar. The domain | want to introduce to you is what | call your blind spot.

Your blind spot holds the things that you don’t know that you don’t know. This area is where “ahas” originate. This is
where the juice in life lies. This is where insanity melts away ... You know the insanity created from repeatedly doing the
same thing and looking for a different outcome. The particular blind spot | want to introduce is this: Your thinking is at
the core of what stops you in practice — not your team, not your patients, not insurance companies. Yup, it’s between
your two ears — your noggin.

Bad news for some, and good news for most. Consider that the actions, results and experiences you have in life are a by-
product of the filter with which you listen. Consider that you didn’t know that you didn’t know you listened through a
filter. Now consider that you do. This is sort of like when you first put on sunglasses and everything appears the color of
the lenses yet after awhile everything looks normal ... until you take them off.

Let’s apply this distinction to your challenge of not knowing what to do next. After diagnosing his practice and some
careful probing with Dr. Ed we learned that he had a blind spot within his hygiene department. Probing even deeper, we
found that Dr. Ed had a filter with hygienists in general that did not allow him to grow this area of his practice.
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When | asked why he had only ten percent hygiene production and literally no treatment generated from hygiene he
replied, “All hygienists are prima donnas. They want big bucks, are not team players and come in exactly at eight and
leave exactly at four.” | asked, “Do you see the filter you are listening through?”

Of course he did not. | coached him to see that until he owned that the filter he listens through about hygiene is there
and limiting him, he would never get past ten percent hygiene production. | took this a step farther and finally got his
attention: “Dr. Ed, you are leaving tons of money in earned income on the table. You can boost the equity value of the
practice double digit percentage points and enhance the attractiveness of your practice to a buyer.” Oh man, did | hit a
nerve — I'd be a good Endo.

As Ed’s ears perked, | shared with him the NextLevel Re-Think Model. Your thoughts (created by your filter) create your
speaking which create your actions, generating results. In Ed’s case his filter was created by his 37 years of past
experiences and beliefs associated with hygienists. | see this a lot with high-end dental artists who hold hygiene as an
afterthought in their practice, rather than a forethought.

He finally broke down and saw how all of this was true for him. The moment he owned it, everything transformed. The
next day he called me saying that he had an interview with one of those prima donna hygienists. She was exactly as he’d
described above — all about what she wanted and completely unwilling to do what was needed to take hygiene to at
least 20 percent of the practice. He also realized that his filter about hygienists was why he kept attracting the same
type of hygienist.

| shared with him that as humans we do not like to be wrong about anything — especially our filters or beliefs. |
challenged Ed to say, “For as many prima donnas that I’'ve encountered | also have encountered many caring, loving
team-playing hygienists who want to help me build the practice and make a genuine difference in their patients’ lives.”
There are two things at play here. We want to validate our filter so we attract people and things that match it, and in
Ed’s case, even if a hygienist wasn’t a prima donna his filter would look for evidence that she was. The old saying,
“whatever you are looking for you will find” applies here.

The great breakthrough for Dr. Ed came when his thousandth temp hygienist came in to introduce herself and asked
what he would like her to accomplish daily, how he would like her to care for his patients and what his philosophy was
about dentistry and Perio. She also asked if she had permission to educate his patients using the diagnodent and
intraoral camera ... If she could use what she learned from the Ritz-Carlton about world class customer service and if she
could do anything else to make his day better. I’'m not kidding.

This is not woo-woo stuff, guys. You’ll see glimpses of this stuff all the time if you shift your perception to how you look
at things in your life.

For Dr. Ed, you know the ending. His shift in perception attracted Kristin who has transformed his hygiene department,
and in turn, his practice.

If you are stuck anywhere in your practice and life, ask yourself, “what is my filter when | consider this subject? What
beliefs am | being right about and how can a shift in perception open this area up to new possibilities? Go for it. Swing
out, sister. Your practice, your team, your family and you will love the results.
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