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New thinking on putting your practice in the top 10%

Peter E. Dawson, DDS
Director, Dawson Center for Advanced Dental Study

There was a time when any dentist who was thorough in

new patient exams, and competent in producing quality
dentistry, could just about be assured of a successful prac-
tice. Times have changed and dentists who are really thriv-
ing are doing some things you need to know about.

Today, being in the top 10% of dental practices has
more advantages than ever. And there are some new ways
to help you get there. ..and stay there. The problem is that
most dentists don’t have the time or the resources to sort
through all the great ideas that are available to find specific
answers to their very individualistic needs. During the past
two years we've been on a special mission to learn where
our Dawson alumni need help. Then, with a lot of excellent
feedback we have been on an intensive search for effective
ways to improve each and every practice routine.

Through interviews, office visits and surveys we have
pretty well pinned down the specific areas where our
alumni tell us they could use some help. You won't feel
alone when you find out how consistently the same needs
are expressed over and over. We think you’ll be excited
about how many new and innovative ways there are for
really improving any and every part of your practice. We
want to share the very best information we could find, pre-
sented by the best clinicians, at what we think will be the
most significantly helpful meeting you've ever attended. It
will be 2 meeting you cannot afford to miss because every
part of every session will be targeted specifically to help you
improve your practice where you told us it is most needed.
I've never been so enthusiastic about any meeting and I'd
like you to join us for...

The Dawson Alumni Spring Break
at Disney World...April 24, 25, 26, 2003.

Let me tell you why we're so excited about this meeting by
explaining how its format was developed. It is based on the
following analysis of the most successful dental practices:

We have come to realize that almost every problem and
every lack of desired improvement in every dental practice
is, in some way, the result of some set of basic fundamen-
tals not being completely understood.

It doesn’t matter whether your concern is training your team,
occlusal treatment, anterior esthetics, marketing your practice, get-
ting patients to accept treatment plans, or making a profit. . .there
will always be a set of basic fundamentals that can tell you how to
do it successfully. And if you have any doubts about your own skill
levels or your natural talent,
what you need to
know is this:

_Y u don’t have to be “a natural”
to master the basit:sJ J

You just have
to know which basics
must be mastered. As each
set of basic fundamentals are understood, improved skill levels
naturally follow. This equation follows through at every level of
practice. Let me give you an example: Before you understood the
basics of centric relation (what it is, how to find it, how to verify
it) think of how much time was wasted on any procedure related
to occlusion. When the basic fundamentals of occlusal harmony
were understood, just notice how your skills improved in diag-
nosing and treating problems that previously may not have even
been observed. This concept of understanding the basics applies
to everything you do in your practice, from your front desk
through to your laboratory. And it is the guiding format in how we
are structuring your Alumni meeting in April.

Now let’s look at where you told us you could use help, and
you'll see how every presentation at the Alumni meeting has been
structured to respond to your needs and will produce dividends
for the rest of your practice life.
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