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DISCLAIMER: This article of 

mine is targeted at small to medium 

level dental practitioners and new 

practitioners who deal in a limited 

level OPD and have small to 

medium sized premises. No 

disrespect, whatsoever to those who 

are having big spacious interiors, 

jam packed OPD’s and big numbers 

(financial) associated with their 

name. I would like to re-iterate here 

that the distinguishing factor is the 

number of patients and size of 

practice and not the skill set of any 

individual which can be highly 

inequitable. The only reason for 

dishing out this disclaimer is that 

highly successful running dental 

clinics won’t find the content of the 

article identifiable and suitable for 

adaptation in their enormous 

practices, but, if willing to, can read 

on and send your feedback at email 

id, drbhavdeep@gmail.com or 

Call/Whatsapp at 98761-93039. 
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ABSTRACT 

India is a Cricket crazy nation and 

many billions of us are addicted to 

watch it whenever a Cricket match is 

being telecast ‘live’. We love giving 

‘free ki advice’ and sometimes even 

those, who haven’t played it but just 

are hard core fanatics of the game. 

No Offence, but everybody in our 

country does claim to be a genius 

with plenty of ideas up their sleeve 

always. Just imagine a tough 

situation in a tight T20 Cricket 

match and every cricket lover glued 

to the TV screen and India in a 

slightly disadvantageous position 

with ex-Indian Captain, M. S. Dhoni 

at the crease; almost on the verge of 

losing and at this junction, almost 

everyone watching the match will 

have a piece of advice for cool and 

calm MSD (M. S. Dhoni) and 

surprisingly, even from those 

quarters (read: people) who haven’t 

wielded a cricket willow in their 

hand in their whole lives. What the 

above tells us is that the only 

problem is that we have more ideas 

but lesser resources to implement 

those ideas. One can’t be a James 

Bond 007 and solve all problems in 

a day, but, important is that first of 

all, we should know what our 

problems are; hence, prioritization is 

the first key. 

       Implementing the above in 

the clinical practice, we would like 

to do everything to make our 

practice successful. Unfortunately, 

the cold and hard fact is that there 

isn’t enough time, money, people or 

other resources all of them together 

at the same time. Marketing Strategy 

Guru, Jack Trout once said 

"differentiate or die”. That doesn't 

necessarily mean literally dying 

though. It just means to stop running 

the healthy yet competitive race with 

your colleagues or competitors or 

simply means just giving up. It 

surely also does not mean bashing 

the competition. It is basically about 

knowing your relative strengths and 

weaknesses and positioning your 

services accordingly. The best 

would be a SWOT Analysis 

(Strength, Weakness, Opportunity 

and Threat analysis) especially from 
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your clinic point of view. In today’s 

business scenario where running a 

dental clinic is akin to same, SWOT 

analysis plays a pivotal role as much 

of your decisions depend on this 

analysis. 

 

(Image Source: Google) 

REVIEW 

Ask yourself a very simple question; 

"If you can only do one thing - what 

would it be?"  

THAT answer would be your 

priority.  

It sets the context for evaluating 

other options; the option which will 

help you reach your objectives. 

 

 Faster? At a great pace? 

 Economical?  For less money? 

 Successfully? With better 

results? 

 

Prioritization doesn't have to be 

complicated and doesn't have to take 

a lot of time. Try following these 

following simple steps next time you 

are faced with a difficult 

prioritization challenge: 
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1. Brainstorm a list of everything 

you would like to accomplish in 

order to achieve your 

objectives. 

2. Outline the potential impact of 

each activity on the objective. 

3. Estimate the cost of each 

activity (time, money and 

resources). 

4. Evaluate the likelihood of 

success. 

5. Identify the activities that 

provide the biggest return on 

investment (ROI). 

6. Prioritize the activities 

according to their ROI. 

 

Can you think back to a situation 

(from the past) where prioritization 

would have helped you more 

effectively achieve your objectives?  

I know I can and that too a number 

of times. 

 

Look at the larger picture or as they 

say; see the Forest and the Trees. It 

is important to look beyond the four 

walls of your clinic and get a sense 

of what is going on around you. 

Your patients have too many options 

these days. It is up to you to 

communicate to them in context of 

the overall universe of possibilities – 

the domain or the specialty in which 

you operate or whatever you want to 

convey to them. Your job is to 

convince your patients that your 

service and solution is obviously, the 

best choice for them. Understanding 

how your clinic and its services 

stack up against the competition is a 

logical step towards creating a 

message that is convincing and 

compelling.   
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 (Image Courtesy: Google) 

 

As I said above, the best for the 

above point especially from our 

clinic point of view is a situational 

analysis, often referred to by the 

acronym S.W.O.T., which stands for 

strengths, weaknesses, opportunities 

and threats analysis. Essentially, a 

SWOT analysis is an examination of 

the internal and external factors that 

impact our clinic and its strategies. 

The internal factors are strengths 

and weaknesses; the external factors 

are opportunities and 

threats. A SWOT analysis gives us a 

clear picture of the “situation” in 

which it operates and helps us 

identify which strategies to pursue 

exactly. The concept was coined and 

developed by Prof. Albert 

Humphrey, who led a research at the 

Stanford University; the purpose of 

the research was to identify the 

reason behind the failure of 

corporate planning.  
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SWOT analysis is the procedure by 

which an organization takes the 

initiative to identify its internal 

strength and weaknesses and also 

the external factors like opportunity 

and threats.  

 

SWOT matrix is an easy one to 

make and is used as an important 

tool used by managers in 

combination with a few other tools 

to analyze the positive and the 

negative of a business or an 

organization.  

 

Many prominent researchers have 

the opinion that SWOT analysis 

alone is meaningless but if we go 

deep into the subject, we would 

realize that the conclusion drawn is 

true and empirical.  

 

Conducting a SWOT analysis of our 

own clinic and yourself is a lot more 

fun than it actually sounds.  

 

It doesn’t take much time and doing 

it, forces us to think about our 

business in a whole new way.  

 

The point of a SWOT analysis is to 

help us develop a strong business 

strategy by making sure that we 

have considered all of our and our 

clinic’s strengths and weaknesses, as 

well as the opportunities and threats 

we both face in the marketplace. 
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(Image Courtesy: Google) 

1. Strengths: characteristics of 

your clinic/setup that give it an 

advantage over others 

2. Weaknesses: characteristics of 

your clinic that place your 

clinic/setup at a disadvantage 

relative to others 

3. Opportunities: elements in the 

environment that your 

clinic/setup could exploit to its 

advantage 

4. Threats: elements in the 

environment that could cause 

trouble for your clinic/setup 
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What makes SWOT particularly 

powerful is that, with a little 

thought, it can help us uncover 

opportunities that we are well-placed 

to exploit and by understanding the 

weaknesses of our clinic/setup, we 

can manage and eliminate threats 

that would otherwise catch us 

unaware. More than just looking at 

strengths and weaknesses as internal 

to our clinic and opportunities and 

threats generally relating to external 

factors and comparing ourself to our 

competitors using the SWOT 

framework; rather we can start to 

craft a strategy that helps us 

distinguish or say, differentiate 

ourselves from our competitors, so 

that we can compete successfully in 

a healthy way with our competition. 

One way of utilizing SWOT is by 

matching and converting. Matching 

is used to find competitive 

advantage by matching the strengths 

to the opportunities. Another tactic 

is to convert weaknesses or threats 

into strengths or opportunities. If the 

threats or weaknesses can’t be 

converted, we should always try to 

minimize or avoid them. We have to 

look for external market influences 

and how they might affect our clinic 

and the competition whilst also 

considering the political, economic, 

social and technical issues 

surrounding our clinic setup.  

Are economic factors like inflation a 

major concern to your patients?   

What the current situation demands 

is that we follow a set template. We 

have the example of demonetization 

(done on 8 Nov. 2016) which like a 

venomous snake started affecting the 

OPD’s of dental clinics in the 

financial year 2017-18 (April 2017 – 

March 2018) followed by a few 

other new developments which are 

sure affecting all of us in a big way 

viz. the Clinic Establishment Bill 

ready to go guns blazing, the Bio 

Medical Waste management 

penalties strictly started being 

applied on dental clinics, the AERB 

Licensing going full Monty, the 

Medico-Legal hassles of running a 

dental practice, the frequent violence 

and vandalism against doctors in 
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clinics and many more ready like a 

venomous snake to raise its hood 

against us. Presently, the COVID-19 

is raising its fangs like a Python 

Viper and I am sure, it would be a 

bigger challenge than all the above 

mentioned in coming weeks and 

months to overcome it.  

        Coming back to SWOT, we 

some times get too busy in cribbing 

over wastage of ‘little’ material by 

our dental assistants (of putting a 

drop of liquid extra in the GIC mix 

and wasting ‘so much material’) that 

we forget to realize that there are 

bigger and worse problems waiting 

outside to raise their head against us. 

It is sometimes, really easy to get 

caught up in the internal perceptions 

of the competition. Maybe so, but it 

is a good idea to stick your head out 

of the window every once in a while 

and see if, what you believe is really 

true, otherwise, you might find 

yourself at a distinct disadvantage.  

 

(Image Source: Google) 

         

When you are too close to a 

situation, you do need to step back 

and get a little perspective. When 

you do so, you will notice that there 
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was a whole forest, you couldn't see 

before because you were too close 

and focusing on the trees. Simply 

translating, the above means that 

you might have focused on many 

finer and minute details but missed 

or failed to see the overall picture, 

view, impression and the key point. 

These are the moments when it is 

more important than ever to take a 

look around and see the forest and 

the trees. 

          In SWOT Analysis, for 

utilizing the technique for 

understanding, firstly the 

identification of SWOT’s is 

important because they can impede 

development later in planning to 

achieve the objectives. The first 

decision-maker (i.e. we) have to 

consider whether the objective is 

attainable, given the SWOT’s. If the 

objective is not attainable, we must 

select a different objective and 

repeat the process. Users of SWOT 

analysis must ask and answer 

questions that generate meaningful 

information for each category 

(strengths, weaknesses, 

opportunities and threats) to make 

the analysis useful and find their 

competitive advantage. Albert S. 

Humphrey originated this tool in the 

1960’s and this is as useful now as it 

was then. We can use it in two ways 

– as a simple icebreaker helping 

people get together to "kick off" 

strategy formulation, or in a more 

sophisticated way as a serious 

strategy tool.  

 

(Image Source: Google) 
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We can begin by asking a few 

questions to ourself like the ones 

demonstrated below:  

Strengths 

1. What advantages does your 

clinical set-up have over 

others?  

2. What do you do better than 

anyone else?  

3. What unique resources can you 

draw upon to offer better 

services that others can't?  

4. What do your patients see as 

your strengths?  

5. What factors mean that you 

impress upon your patient 

easily or as they say in 

marketing lingo; you "get the 

sale"?  

6. What is your clinic’s Unique 

Selling Proposition (USP)?  

 

Consider your strengths from both 

an internal perspective and from the 

point of view of your patients and 

your neighbours in your area. 

 

Weaknesses 

1. What could you improve?  

2. What should you avoid?   

3. What are your patients most 

likely to see in your clinic as a 

weakness?   

4. What factors cause you loss of 

patients or saying in marketing 

lingo; ‘lose your sales’?  

 

Again, consider this from an internal 

and external perspective:  

Do other people seem to perceive 

weaknesses that you don't see?  

Are your competitors doing any 

better than you?  

It is best to be realistic at the earliest 

and face any unpleasant truths as 

soon as possible and change and 

improve accordingly. 

 

Opportunities 

1. What good opportunities for 

growth can you spot?  

2. What interesting trends are you 

aware of existing in the market?  
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3. Useful opportunities can come 

from such things as:  

  

a. Changes in technology and 

markets on both a broad and 

narrow scale.  

b. Changes in government 

policy related to your field.  

c. Changes in social patterns, 

population profiles, lifestyle 

changes, and so on.  

d. Local events.  

 

Threats 

1. What obstacles for growth do 

you face usually?  

2. How much is your competition 

in the market?  

3. Are quality standards or 

specifications for your field or 

services changing?  

4. Is changing technology 

threatening your position?  

5. Any bad debts or cash-flow 

problems, you are facing 

regularly from your patients?  

6. Could any of your weaknesses 

(listed above) seriously threaten 

your clinical practice?  

 

 

(Image Source: Google) 

SWOT analysis can be used 

effectively to build organizational or 

personal strategy; for e.g. strong 

relations between strengths and 

opportunities can suggest good 

conditions in the practice and allow 
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using an aggressive strategy. On the 

other hand, strong interactions 

between weaknesses and threats 

could be analyzed as a potential 

warning and a strong advice for 

using a defensive strategy.  

                    SWOT Analysis, thus, 

serves as a simple but useful 

framework for analyzing and 

helping us to focus on our illustrious 

strengths, minimize threats, 

overcome weaknesses and take the 

greatest possible advantage of even 

the minimalist opportunities 

available around us. As I said, it can 

also be used to "kick off" strategy 

formulation or in a better way as a 

strategy tool to build up the 

clientele. We can also use it to get 

an understanding of our competitors, 

which can give us the insights; we 

need to craft a coherent and 

successful competitive position. 

When carrying out the analysis, we 

have to be realistic and rigorous. 

Apply it at the right level and 

supplement it with other option 

generation tools where appropriate. 

 

 

(Image Source: Google) 
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Executing a SWOT Analysis 

 

Pre-SWOT Homework 

Before we set out to do a SWOT 

analysis with our staff, team or other 

group, there has to be some 

preparation. The first step is to take 

a stab at creating a clinic setup 

profile. This is simply a description 

of what our clinic does and who our 

primary target group patient is. For 

further simplified break-up, we can 

profile each segment (all categories 

of patients) to capture what value 

they add to the clinic. It also helps to 

outline strengths, weaknesses, 

opportunities and threats that we 

have perceived so we can prompt the 

discussing group, if needed. 

 

Leading the Process 

When performing a SWOT analysis, 

it is best to start with a clean slate. 

To start with, laying out all the four 

quadrants and outline the content we 

are looking to populate it with as 

above is a good option; but, it is 

even wiser to let others pour in their 

opinions freely as we prudently take 

the back seat. We will find it 

amazing to see that the third eye 

perspective (the staff) will probably 

give us much more inputs and 

insights than we can even perceive 

as they have that bird’s view to look 

into the strengths and weaknesses of 

the clinic (provided their opinions 

are not gagged or reprimanded) than 

us because of the obvious reasons of 

clouding of mind for our own setup. 

In scenarios, where we can’t go in-

depth, we may need to do a 

segment-by-segment SWOT and 

then feed it up into the larger one. 

For most middle sized clinics, 

however, a single SWOT chart is 

sufficient to capture the current 

condition of the clinic. 

                A common tendency is 

that at first, we would want to 

capture every single input; we can 

from the group in a rush. When the 

pace of input trickles off, we can go 

over the chart and eliminate 

duplicate / overlapping entries and 

ensure that each entry is in the right 
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category. We have to walk through 

the group via a proper reasoning if 

we are outrightly eliminating an 

entry or combining concepts. This is 

a basic courtesy and it shows that 

their (staff’s) input is being valued. 

The group can also help in adding 

and removing entries within the 

SWOT chart to distil it down to a 

mutually agreed upon core of issues. 

 

Working with the Chart 

At this point in the process, we 

would most likely have an 

imbalance between internal and 

external factors. People are much 

more aware of the current state 

within the clinic and less likely to be 

thinking of the direction of the 

business sector (dentistry) as a 

whole. If needed, we can prompt 

more entries under opportunities by 

encouraging them to think about 

how a current strength can be 

leverage to create new opportunities 

or how fixing a weakness could lead 

to a larger opportunity in the future. 

Likewise, in what situations (threats) 

will our current strengths and 

weaknesses endanger the clinic? 

 

(Image Courtesy: Google) 
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A typical example of a SWOT 

Analysis worksheet is as below: 

(Courtesy: Mindtools.Com) 

 

1. Strengths 

a. What do you do well? 

b. What unique resources can 

you draw on? 

c. What do others see as your 

strengths? 

 

2. Weaknesses 

a. What could you improve? 

b. Where do you have fewer 

resources than others? 

c. What are others likely to see 

as weaknesses? 

 

3. Opportunities 

a. What opportunities are open 

to you? 

b. What trends could you take 

advantage of? 

c. How can you turn your 

strengths into opportunities? 

 

4. Threats 

a. What threats could harm 

you? 

b. What is your competition 

doing? 

c. What threats do your 

weaknesses expose you to? 

 

Examples of SWOT Analysis 

Now, let us take a practical look at 

SWOT analysis by applying it to a 

fictional DENTAL CLINIC SET 

UP: 

 

Strengths 

1. What do you consider as 

strengths, as your competitive 

advantages in your dental 

clinic? 

2. Do you offer a large variety of 

services that fulfill your 

patients’ needs? 

3. Can your patients find you and 

book an appointment easily 

with your clinic? 

4. Is your clinic characterized by 

high-technology and do your 

patients appreciate this? 

5. Is your dental clinic in a 

convenient location, allowing 

your patients to find you and 

reach you with ease? 



Dr.Bhavdeep Singh Ahuja: SWOT Analysis in Dentistry 

 

WWW.WJASR.IN    World J Adv Sci Res   Vol. 3 Issue 2 March – April  2020  Pgs. 226-253 

 

 

Weaknesses 

1. What are the areas that need 

improvement at your dental 

clinic? 

2. Are your payment options 

inflexible? 

3. Do patients have to wait for 

more than 10 minutes for their 

appointment in the waiting 

area? 

4. Is the clinic decoration old and 

out of fashion?  

5. If yes, should you change it? 

 

Opportunities 

1. What are current social, 

financial or other trends that 

you could benefit from?  

2. For example, the demand for 

invisible braces for adults could 

be useful for an orthodontist to 

explore, do you also think so?  

3. A patient can consider 

including an aesthetic treatment 

based on the latest trends, such 

as implants or whitening or 

restoration with highly aesthetic 

materials like veneers, are you 

doing them? 

 

Threats 

1. Is there anything happening in 

your environment that could be 

detrimental to your clinic?  

2. For example, a larger and 

newer clinic is to be opened in 

the neighbourhood or an 

existing competitor clinic is 

installing better technological 

equipment than that in your 

clinic.  

3. Other threats include political 

and environmental ones, such 

as an unstable political 

situation. 

4. Did demonetization affect your 

setup? 

5. Do you think GST has any role 

to play in clinic set up in wake 

of the fact that health care is 

exempted from GST? 

6. What effect do you think 

COVID-19 will make to your 

set up? 
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The above questions and brain 

storming on SWOT when applied to 

a dental clinic set up would be 

particularly useful for the general 

dental practitioners and even 

specialist to an extent for that 

matter, provided they are willing to 

read and apply it with an open mind 

in their practices. There is still much 

that a SWOT analysis can offer to us 

in terms of benefits. 

 

(Image Courtesy: Google) 

So if we have to just analyze all that 

was discussed above in a 

summarized form just as an e.g. to 

show, it will be something like 

below: 

 

Strengths 

 

1. Easy appointment booking 

2. Good Parking 

3. Excellent patient education 

material in waiting area 

4. Technologically updated 

5. Loyal patients 
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6. Easy payment options 

7. Cordial behaviour and well 

mannered approach with 

excellent communication skills 

with patients 

 

Weaknesses 

 

1. Location not on main road 

2. Casual or a Mismanaged 

working approach 

3. Weak brand 

4. Not many patients know about 

it (not popular) 

5. Not giving patients their full 

value of money 

6. Online presence not there 

7. Lack of finances 

8. Not updating yourself regularly 

9. Negative mindset or approach 

 

Opportunities 

 

1. Manifold increase in awareness 

about dental health 

2. Innovative technologies coming 

up fast 

3. Educated people in your target 

group 

4. Online queries are coming thick 

and fast 

5. New dentists coming up 

thereby developing the market 

6. Chance to improve the clinic 

money circulation into digital 

after demonetization 

7. Good chance to improve 

treatment charges in wake of 

GST applied across the country 

8. Seventh pay commission rolled 

out which means, people have 

more money to spare for health 

needs 

 

Threats 

 

1. New clinics coming up with 

latest gadgets and technology 

2. Existing competition upgrading 

& updating regularly 

3. Volatile economy after 

demonetization 

4. GST roll out means spends are 

more costly than before 

5. Pay commission roll out but tax 

slabs are revised leading to a 

rise in cost of living and lesser 

money to spare for some for 

health 

6. New health laws like AERB 

licensing, modified Bio 
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Medical waste rules and the 

upcoming Clinic Establishment 

Bill which are likely to cause 

more of monetary investments 

7. Covid-19 making PPE suits and 

other armamentarium 

mandatory 

8. The way of working in clinics 

will change post COVID-19 

9. Appointments systems post 

COVID-19 will have to be 

shuffled 

10. Costs are going to increase 

definitely post COVID-19 

11. Indian dentistry COVID-19 is 

going to be expensive as well 

like the European World post 

Covid.  

 

(Image Courtesy: Google) 

The above is just a random 

illustration to illustrate the SWOT 

findings of a dental clinic. All the 

clinics may have different answers 

as points in these above four 

sections. What is strength for a 
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clinic might be a weakness for other 

and what is an opportunity might be 

a threat for another and vice versa. A 

true analysis always shows the real 

picture and paves the path for 

growth provided we maintain our 

strengths, overcome our weaknesses, 

take advantage of the opportunities 

and demolish or negate our threats 

with ease. We have to be receptive 

as what we think as our opinion 

might not necessarily be the opinion 

of the other people.   

 

SWOT APPLICATION 

The dentist or the clinic has to 

provide its patients with a wide 

selection of options as flexibility of 

the service offerings allows us to 

gain a good market share of our 

area. The SWOT application has to 

be towards the targeted patients for 

proper passing on of the full 

benefits. I am just illustrating a few 

examples below: 

1. Selection: Patients do appreciate 

a wide range of choices viz. 

various types of crowns, so the 

SWOT should take care that 

multiple option providing is your 

strength. 

2. Flexibility: A wide range of 

business hours which can 

accommodate patient's varying 

schedules also sets us up 

different from competition and as 

I always quote, “Start Early, 

Plan Well and Finish Early & 

Well”. 

3. Patient Service: A superior 

patient service where all of the 

needs of the patient are met, 

including providing the patient 

with as much information they 

need about the procedures for 

them to feel completely at ease in 

the dentist’s presence should be 

the topmost SWOT priority of 

the clinician. 

 

When to use SWOT analysis 

The uses of a SWOT analysis can be 

done to organize information, 

provide insight into barriers that 

may be present while engaging in 

any change processes and identify 
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strengths available that can be 

activated to counteract these 

barriers. 

 

(Image Courtesy: Google) 

 

Summarizing, thus a SWOT analysis 

can be used to: 

 

1. Explore new solutions to old 

problems  

2. Identify barriers that limit 

objectives  

3. Decide on direction that will be 

the most effective  

4. Reveal possibilities and 

limitations for change  

5. To revise plans to best navigate 

systems & organizations 

6. As a brainstorming and 

recording device as a means of 

communication 



Dr.Bhavdeep Singh Ahuja: SWOT Analysis in Dentistry 

 

WWW.WJASR.IN    World J Adv Sci Res   Vol. 3 Issue 2 March – April  2020  Pgs. 226-253 

 

7. To enhance “credibility of 

interpretation”   

 

Advantages of SWOT Analysis 

 

1. A SWOT analysis is a great 

way to guide growth strategies. 

It can be very powerful to have 

to discuss amongst the staff and 

us, the core strengths and 

weaknesses of the clinic and 

then, move from there to 

defining the opportunities and 

threats and finally to 

brainstorming ideas. Often, the 

SWOT analysis that we 

envision before the 

brainstorming session changes 

throughout to reflect factors we 

were unaware of and would 

never have captured, if not for 

the group’s (staff’s) input. 

2. SWOT can be used for overall 

strategies, but it can also be 

used for a specific segment like 

marketing, patient management 

or facilities’ betterment as well. 

This way we can see how the 

overall strategy developed off 

the SWOT analysis will filter 

down to the segments before 

committing to it fully. We can 

also work in reverse and do 

segment specific SWOT 

analysis that feeds into an 

overall SWOT analysis. 

3. What we might be thinking 

before the analysis is not 

always right or wrong. I would 

like to convey this point 

vehemently (although similar to 

this but otherwise situations 

also). I have learnt in a very 

hard way over the past few 

years; a very small but a valid 

point – there is nothing 

WRONG or RIGHT in this 

world – it is just the audience's 

PERCEPTION or 

PERSPECTIVE. Some of you 

may disagree with this (but, it is 

strictly my opinion). What 

might be right for me seem 

wrong to you and similarly 

what is right for you might 

seem wrong to me or vice versa 

as well. So, it is just the outlook 

or perception. The person who 
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is in that condition will best 

know why he did this which 

was his 'right' approach whilst it 

is very easy for others across 

the road to criticize the same 

easily and say ‘aap galat ho’ or 

you are wrong. Similarly in 

SWOT analysis, the staff 

perception to look at any aspect 

might be different than us. You 

have to understand how the 

situation might look a lot 

changed when viewed from a 

different perspective. We 

should not be in a hurry to 

analyze their opinion or label it, 

rather view the same as an 

opportunity to change, if 

necessary and thereby, grow. 

 

(Image Courtesy: Google) 

Limitations of SWOT Analysis 

Some findings from Menon et al 

(1999) and Hill and Westbrook 

(1997) have suggested that SWOT 

may harm performance and that "no-

one subsequently used the outputs 

within the later stages of the 

strategy". 
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            Other critics include the 

misuse of the SWOT analysis as a 

technique that can be quickly 

designed without critical thought 

leading to a misrepresentation of 

strengths, weaknesses, opportunities 

and threats within an organization's 

internal and external surroundings. 

               Another limitation includes 

the development of a SWOT 

analysis simply to defend previously 

decided goals and objectives. This 

misuse leads to limitations on 

brainstorming possibilities and 

"real" identification of barriers. This 

misuse also places the organization’s 

interest above all. The design of a 

SWOT analysis by only a few 

involved limits the realities of the 

forces, specifically external factors 

and devalues the possible 

contributions of team members. 

SWOT TIPS  

If we are using SWOT as a serious 

tool rather than as a casual "warm 

up" for strategy formulation, the 

only thing needs to be assured is the 

way it is applied clinically in your 

practice:  

1. Only accept precise, verifiable 

statements for e.g. cost 

advantage of Rs. 200 per 

restoration in buying a new 

material rather than statements 

of the company representative 

as "good value for money" or a 

tall claim that the new one will 

last us longer than our previous 

material.  

2. Ruthlessly prune long lists of 

factors & prioritize them, so 

that we spend our time thinking 

about the most significant 

factors.  

3. Make sure that options 

generated are carried through to 

later stages in the strategy 

formation process.  

 

4. Apply it at the right level – for 

example, we might need to 

apply the tool at patient vs. 

material utilization level, rather 
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than at the much vaguer whole 

clinic level.  

 

CONCLUSION   

A SWOT analysis identifies your 

strengths, weaknesses, opportunities 

and threats to assist you in making 

strategic plans and decisions. It is a 

valuable tool for analyzing any 

business’ (in our case: clinic) 

external and internal environment. It 

denotes the strengths, weaknesses, 

opportunities and threats an 

organization encounters in the 

course of its operations to achieve its 

objectives/mission. While 

environmental aspects such as 

strengths and weaknesses are 

internal, opportunities and threats 

are external factors that affect our 

operations. Using our clinic as a 

case study for ourselves utilizing the 

above mentioned cues, we can 

outline our brand strength, service 

paradigm and rapid penetration and 

growth as its strengths (for e.g.), the 

weaknesses can include negative 

word of mouth from patients, lesser 

patient performance outcome 

(results) and declining patient foot-

fall (for e.g.). Conversely, 

opportunities are coined around 

rapid population growth in the area, 

charitable hospitals opening up in 

your posh area etc. (for e.g.). 

Finally, antagonizing threats include 

high competition, reduced paying 

capacity due to pandemic like 

COVID-19 etc. (for e.g.). A realistic 

recognition of the weaknesses and 

threats that exist is usually the first 

step to countering them with a 

robust and creative set of strengths 

and opportunities. SWOT is a simple 

yet comprehensive way of assessing 

the positive and negative forces 

within and outside our clinic, so that 

we can be better prepared to act 

effectively. The more stakeholders 

we involve in preparing the SWOT, 

the more valuable our analysis will 

be. Whatever course of action is 

finally decided upon; the four-

cornered SWOT analysis prompts us 

to move in a balanced way 

throughout. It reminds us to be more 

marketable by building on our 

strengths (utilizing them with 3 E’s 



Dr.Bhavdeep Singh Ahuja: SWOT Analysis in Dentistry 

 

WWW.WJASR.IN    World J Adv Sci Res   Vol. 3 Issue 2 March – April  2020  Pgs. 226-253 

 

– efficiently, efficaciously and 

effectively), minimizing our 

weaknesses (by identifying them and 

coming face to face with them), 

seizing opportunities (by taking 

advantage of the same) and 

counteract threats (by demolishing 

them, if possible or at least, negating 

them). A SWOT analysis will be 

most helpful if we use it to support 

the vision, mission and objectives 

we have already defined. The 

SWOT will at least provide 

perspective and at best, will reveal 

connections and areas for action. As 

a conclusion, it is evident that 

performing a SWOT analysis for our 

dental clinic will allow us to be 

proactive in our marketing 

strategies, since we will have the 

information necessary to develop 

effective strategies for the promotion 

of our clinic. 
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