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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 



Dr. Ahuja: Never Ever Open a New Dental Clinic in a Rush 

 

WWW.WJASR.IN  World J Adv Sci Res Vol. 3 Issue 1 January – February 2020 Pgs. 187-209 

 

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. 

 

ABSTRACT 

The present era is very competitive. 

In today’s times, opening a dental 

clinic is a very complex and an 

extremely time consuming project. 

We are just not the dentists or 

doctors; we have to don so many 

other hats along with it. There are 

way too many problems to 

overcome, it is expensive and has a 

long gestation period before we can 

boast of a good regular income. For 

opening a new dental clinic, only 

finding a good premises and zeroing 

down on equipment and materials to 

be bought is not enough as the same 

requires too much to ponder on 

many other aspects as well.   

Is the word ‘saturation’, a reality 

now at least in urban areas?  

The answer is a resounding YES.  

There are too many clinics of the 

same kind (Sorry, no disrespect 

intended to anyone) without offering 

anything unique. So, the practice 

proposition you are thinking to offer 

has to be really differentiating from 

everybody else in your area (at 

least), be easily understood and 

preferably be appealing and 

compelling to everyone (well, most 

of them in your area). Dentists are 

health care practitioners first; we are 

experts in oral health, delivering 

care to patients ranging from 

education to treatment of all kinds. 

Dental colleges teach us how to be 

health care providers. After the rosy 

college life is over, dentists have 

access to great continuing education 

opportunities which further help in 

sharpening our clinical skills. There 

are a lot of clinical aspects which 

create a successful practice: being 

painless, punctual, updated, 

dedicated, one-stop solution, kids 

and family friendly, transparent 
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pricing and affordability along with 

easy access to the dentist and last of 

all, trustworthy. Unfortunately, the 

clinical or logical side of dentistry is 

only half of what we have to do in a 

private dental clinic. To be 

successful in private practice, we 

must not only have great clinical 

skills, but we must also understand 

the business side of dentistry. 

Unfortunately, in our current 

economy, financing a clinic is not 

that easy as the cut-throat 

competition for patients is much 

higher than before, the legal 

paradigms have shifted drastically 

and management of a clinic’s cash 

flow is particularly important as 

well.     

 

REVIEW 

I am often asked in my 

seminars/lectures/workshops about a 

new practice setup.  

How to actually open up the same 

and what factors need to be taken 

care of? 

In today’s saturated market for 

upcoming dentists in urban areas, 

we really need to search a place for 

clinic set up as it is an investment of 

lacs. If we really start deliberating, it 

becomes quite a worrisome point to 

think on how to build a new practice 

in present times. Opening Practice 

in today’s times is a real big task; 

but can be easy if we use our wit 

and wisdom, of course with help 

from peers, seniors and well-

wishers. While opening private 

practice, we have to always think 

like a patient.  

Opening Clinic might seem like 

wool at start, but it is outer shell of 

coconut later on, which rarely opens 

up itself. 
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(Image Courtesy: Google) 

The first thing you have to think 

(Very Strongly) is  

Are you ready to take the plunge? 

This roughly means – Are you ready 

to open up your practice – because 

opening clinic these days is no 

longer a profit making exercise at 

the startup (from Month One) – An 

absolute brutal truth for the 

majority.  

There are two reasons for the same: 

1. If you open in a small way – 

nobody notices and you have 

lesser patients although your 

initial costing and running 

overheads are less. 

2. If you open in a big way – 

Investments are major and 

running overheads are too 

escalated – Patients may be 

many but still might be good 

enough to cover only the 

running costs in the beginning.  

Either way (out of 1 and 2 above), 

you have to keep loads of patience 

plus a lot of other headaches – Govt. 

Regulations, Bio Medical Waste 

Paper work, AERB regulations, 

Corporation by-laws/nuisance, 

Record-keeping, Managing staff, 

Managing clinic profitably, 

Managing Bank and Finance etc. 

There are many things which you 

can't can't (deliberately twice) 

delegate and have to do them 

yourself. 
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Gone are the easy-peasy days of 

Practice. Dentistry today is a full 

fledged business and we have to be 

really devoted to run the shop whole 

heartedly – half measures won't do 

at all for sure. 

In my times, people opened up 

practice (I opened up on 

01.01.2000) for time pass; Yes, I am 

not joking, I have examples of 

colleagues who used to do a job in 

morning in 1999/2000/2001 and 

said they were bored in the evening, 

so they opened up the clinic in back 

corner of the house in evening (even 

I did the same – of course, not by 

choice but not by boredom at least). 

Remember, there were no social 

media and no multiplexes either. 

Only Single Screens were there in 

the name of entertainment where 

getting a ticket for a blockbuster (if 

you didn’t have any contacts) was 

akin to winning a Medal at the 

Asian Games.  

I have always believed that a 

dentist’s practice life is tough like 

our education. We are often 

considered inferior to our same 

batch MBBS colleagues as they put 

in 4.5 years rather than our 4 years. 

But in my opinion, a Dentist’s Final 

year (4
th

 Year) is the toughest UG 

curriculum for any education in 

India where you have to study so 

many subjects for the exams along 

with fulfilling patient’s work credits 

side by side jostling with lab work 

and scouting for typical patients (for 

e.g. Class II Cavities), first for send-

ups and then for final exams and all 

this, in practically less than a year 

(9-10 months). No UG 

curriculum/year is so much full of 

adventure, struggle, fear and 

excitement as our final year BDS. 

So, my advice to fellow colleagues 

(youngsters) for opening clinic in 

present times is doing the same 

when you are prepared for it in 

below written 10 aspects: 
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1. Mentally – Maturity to handle 

a tough situation and not 

panicking in case of an 

eventuality. Mental Strength is 

the capacity of an individual to 

deal effectively with stressors, 

pressures and challenges and 

perform to the best of their 

ability, irrespective of the 

circumstances in which they 

find themselves (Clough, 

2002). Just like, it takes time 

and practice to become 

physically strong, building 

mental strength takes 

dedication as well. Building 

mental muscle is the key to 

feeling your best and reaching 

your greatest potential and is 

fundamental to living your best 

life. 

2. Financially – Ability to bear a 

loss or may be break even for a 

few months initially. When you 

are financially stable, you feel 

confident with your financial 

situation as you don’t worry 

about lack of in-flow of money 
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and paying your bills because 

you know you will have the 

funds. You may have some 

money saved for your future 

goals and you also have saved 

some to cover emergencies. 

Financial stability isn’t about 

being rich; infact, it isn’t a 

number at all, it is more of a 

mindset. When you have 

financial stability, you don’t 

have to stress about money and 

you can focus your energy on 

other parts of your life and in 

this case, your new clinic. 

3. Socially – A few people know 

you in your area so that it is a 

good ground for referrals in 

vacant times. If you feel like 

you are the awkward person at 

social events or you struggle to 

enter into conversations 

because you are a shy 

personality, it can impact your 

social life and your career. You 

have to behave like a more 

social creature, even if you 

don’t feel like it. Don’t allow 

anxiety to hold you back. Make 

the decision to talk to new 

people and to enter into 

conversations even when you 

are feeling nervous about it. 

Over a period of time, it will 

get easier and you will quickly 

start improving your social 

skills and build up your 

contacts. 

4. Psychologically – Nil patients 

initially should not dent your 

confidence. Some people seem 

to quickly bounce back from 

personal failures and setbacks, 

while others find it much more 

difficult. When life knocks you 

down, you have to be quick to 

pick yourself up and adapt to 

the circumstances. It is 

imperative not to be 

overwhelmed with little 

confidence in yourself to deal 

with the challenge. Building a 

mental resilience is a quality 

that can be learned and honed 

through practice, discipline and 

hard work. Our resilience is 

often tested when life 

circumstances change 
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unexpectedly and for the worse, 

but on the contrary, these 

challenges present us with the 

opportunity to rise above and 

come back even stronger than 

we were before. 

5. Skill-wise – You should be 

adept in most skills to handle 

tasks astutely. Hard work does 

pay off and Malcolm Gladwell, 

a famous Canadian Author 

popularized the theory 

that approximately 10,000 

hours of deliberate practice at 

something can turn you into an 

expert but remember 10,000 

hours is an average. Deliberate 

practice doesn’t mean just 

going through the motions like 

for e.g. if you have spent more 

than 10,000 hours driving on 

the road but that doesn’t make 

you ready for Formula One 

Racing. Deliberate 

practice means getting 

feedback and always pushing to 

improve. It is not flow and it 

is not fun but then that is what 

moulds champions. The 

formula for becoming skilled in 

any area usually involves these 

three basic factors viz. to learn 

what others already know 

(learning from their successes 

and failures), using your in-

born talent which will improve 

with use and finally taking your 

own time for a thing as the best 

way is to take advantage of the 

time by investing it. The 

shorter term your vision is, the 

more time tends to work 

against you. 

6. Contact-wise – You should 

have a good circle of dentist 

friends whom you can call for 

referral because you are not 

going to do everything in your 

clinic yourself. As regards 

networking with other 

professional colleagues for 

your specialty, if we hand out 

business cards through our 

representative like we are 

dealing poker, most 

participants will fold up. People 

don’t want to do business with 

a card thruster; a one to one 
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touch is always desirable. 

Speed networking probably 

does not always yield the best 

return on your investment of 

time. Quantity networkers are 

forgettable individuals and if 

you are a busy professional; 

one of the biggest challenges in 

keeping a network alive is to 

remember to reach out 

personally. You can choose the 

frequency of your interactions 

with your contact and send a 

message if you haven’t reached 

out in the selected time-frame. 

The idea here is to put your self 

in a “set it and forget it” mode 

while still staying on top of 

mind before actually meeting in 

person. 

7. Balance-wise – A new clinic 

demands complete undivided 

attention - no half measures – 

but still family is family and 

should always be first priority, 

no matter what. One should 

know how to balance personal 

and professional life astutely. 

To look at all the various 

aspects of our lives that we are 

constantly juggling, constantly 

trying to keep in balance like 

marriage and family, money, 

health, social circles, spiritual 

development, mental growth 

etc. What works for one does 

not necessarily work for other 

people and one person’s idea of 

balance may not constitute 

anything remotely balanced 

from another person’s 

perspective. As Thomas 

Merton said “Happiness is not a 

matter of intensity but of 

balance, order, rhythm and 

harmony”. Just try to imagine a 

tightrope walker in a circus, 

who is on a rope suspended a 

few feet above the straw 

covered floor and his purpose is 

to walk the rope from one end 

to other. He holds a long bar in 

his hands to help him maintain 

his balance and he has to do 

more than simply walk. 

Sometimes in a difficulty level 

enhanced show, on his 

shoulders, he balances a chair, 
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wherein sits a young woman 

who is balancing a rod on her 

forehead and on top of that rod 

is a plate. If at any given point 

of time, one of the items starts 

to drift off balance, he has to 

stop until he can get all of them 

in perfect alignment again. The 

bottom line is that the tightrope 

artist doesn’t begin until all the 

elements above him are aligned 

properly so that he again moves 

forward, carefully, slowly 

across the rope. In a similar 

way, life is very much a 

balancing act and we are 

always just a step away from a 

fall. We are constantly trying to 

move forward with our 

purpose, to achieve our goals, 

all the while trying to keep in 

balance the various elements of 

our lives. It is prudent to 

understand that we ourselves 

only have to do this and no one 

else can do this for us. No one 

can see, feel, think, breathe, 

experience, love or die for us. 

So, it is up to us to balance all 

the different aspects of our 

lives. 

8. Dedication/Devotion-wise – 

The free time should be used to 

update yourself in all spheres – 

Opening Clinic is like an 

intensive practice for 

atonement, loosely translated in 

Hindi as Tapasya. A person 

who is dedicated has to be 

devoted to this task, primarily. 

There are 8 key characteristics 

of dedicated people viz. 

commitment, belief, passion, 

planning, flexibility, self-

discipline, voice and 

inspiration. Honing the above 

skill will always involve 

changing your attitude, if you 

are not up to it and also by 

believing in your self, 

recognizing and making 

choices. Behaviors are habits 

that you can develop with a 

little effort and practice. 

Dedicated people set goals to 

establish a plan and a path to 

success. They believe in 

themselves and their ability to 
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achieve their goals. Even on 

bad days, when they don’t want 

to study, work or exercise, they 

will still stick to the original 

plan and do things, they don’t 

feel like doing that day. 

Dedication is all about passion 

and the commitments you make 

and it is something that anyone 

can achieve with practice. 

9. Spirituality-Wise – Having 

faith in GOD and your luck is 

paramount.  If we allow our 

thoughts to habitually linger on 

the “what ifs,” we will surely 

cripple our ability to trust God 

during hard times. I mean, it is 

understandable that we struggle 

with this. We get lost in the 

sorrow and wander in the future 

without God (a place we were 

never intended to go) because it 

is really difficult to trust God 

for some of us through a trial. 

We play those damaging “what 

if” thoughts over and over 

again. Not because they are 

good, but, honestly, because 

sometimes it feels good to feel 

sorry for ourselves and 

repeatedly, meditating on the 

“what ifs” brings a bit more 

control to the chaos. Believing 

it does not mean that you sense, 

it is like that or that you 

understand it to be like that. 

Having faith means that you 

build your life on God’s Word; 

you conduct yourself according 

to HIM and reckon that God 

basically guides everything in 

life whether you believe it or 

not.  

 

Lastly but not least – Rather Very 

Important 

 

10. Emotions-wise – You got to 

have a control over your 

emotions very strongly. There 

may come a time in your life 

when your emotions have been 

depleted and you need to find 

ways to recharge yourself so 

you can continue to lead a good 

life. When you are emotionally 

exhausted, it is difficult to get 

anything done. We all have 
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transition times in our lives and 

when we are in the middle of 

one of them, it can be hard to 

see what is really going on 

actually. Becoming emotionally 

strong isn't something that 

happens overnight. If we can 

start seeing every curveball, life 

throws on to us as a chance to 

practice being stronger, we will 

begin accruing wisdom and 

clarity that we can put to the 

test when things really get hard. 

Being emotionally strong or 

resilient, means adapting well 

to things like stress, trauma, 

adversity or tragedy. Learning 

to manage your emotions is 

another important part of 

becoming emotionally and 

mentally strong. You may not 

be able to control what life 

throws at you, but you always 

have a choice about how you 

react. Again, this is something 

that is not innate; anyone can 

learn to manage his or her 

emotions productively. Many 

people have outbursts of 

emotion in difficult situations. 

They tend to become 

overwhelmed and face a lack of 

self- control. People who are 

more resilient in such situations 

are known as emotionally 

strong. These people face their 

life challenges directly and are 

able to endure stress and 

whatever else life throws their 

way. In your new clinic, 

sometimes you might sit idle 

for whole day without a single 

patient and the mind is really 

heated up and fumed and if, at 

the fag end of the day, ether of 

a denture sharp point patient 

turns up or a 5 Unit Bridge case 

enters in your set-up, you have 

to learn to control your 

emotions in both the scenarios. 

Never lose your temper in the 

first situation above but don't 

have a greedy tongue like 

situation (Mann mein ladoo 

phoota aka the Cadbury Ladoo 

advertisement approach) in the 

second scenario by starting 

work immediately bypassing all 
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the protocols – Medical / 

Radiographic etc. just to earn a 

quick buck. Don’t use a sharp 

tongue to the former and a 

sweet tongue top the latter 

instead use a silver tongue 

(eloquent and persuasive in 

speaking) to both and always 

remember the "If you set a bird 

free' idiom. 

 

NEW RESTAURANT CASE 

STUDY 

I recently came across a restaurant 

close to my area and just to 

exemplify the above points, I will 

narrate their success story as the 

same might give you an idea or two 

regarding opening up a new clinic. 

About some distance from my 

residence/clinic (roughly 2-3 kms), 

there is a colony supposedly, middle 

level posh but could not develop 

much due to surprising Govt. 

policies. There was supposed to be a 

Big CITY Centre coming up near 

that place about 12 years back 

(roughly 2.5 kms from my place and 

1 km from that colony's main 

market but otherwise in center of 

that colony) when the present 

Congress Govt. was in power. The 

City center was supposed to be 

equipped with Many Mega ventures 

including a Multi-dimensional Mall, 

Shopping area, Big Govt. Secretariat 

including CM's Helipad and much 

more. Vast land was acquired in the 

center of that colony and area dug 

up as deep as 20-30 feet below road 

level, boundaries marked for that 

area and construction started. Many 

people anticipating huge 

development bought SCO's and 

shops in the market extremely close 

by (1 km) to that dug out area. The 

land prices in my area also escalated 

to unprecedented levels. That place 

was actually just 0.5 kms from my 

place (so land prices in my area too 

increased) but an unmanned railway 

crossing which was the passage to 

that (shortcut) had seen one school 

mini bus crushed with few kids (due 

to driver’s carelessness) and 

otherwise also two deaths due to 

which that crossing was 
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permanently closed and now we 

have to take a slightly longer route 

to reach that area, hence 2.5 kms. 

Now those people who bought 

shops started building and investing 

in that market area and since shops 

and markets take lesser time to get 

constructed, they were functional 

within 1 year or even before that. 

 

(Image Courtesy: Dr. Bhavdeep S. Ahuja) 

After 1 year, Assembly Elections 

took place and the alternative 

option, Akali-BJP Govt. came to 

power and the City centre project 

was stalled citing lack of funds (God 

knows the real reason, why?). So 

every ‘investor’ started waiting for 

next elections for ‘growth’ of their 

investment. By next elections (5 

years), anti-incumbency had 

developed and even the in-power, 

Akali-BJP Govt. had almost given 

up hopes of coming back to power. 

Everything favoured Congress 

coming back to power for revival of 

stopped projects, but to everyone’s 

utter surprise, the Akali-BJP Govt. 

came to power again with a very 
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narrow margin (a rare surprise, 

because election results in Punjab 

are always with 2/3
rd

 majority either 

side and we have only two options 

for governance in Punjab unlike 

other states) and with that, all the 

hopes of revival of City Centre died 

down. All those who had invested in 

that main market either had closed 

down, sold at meager prices and left 

any dreams (in first 5 years) and for 

the remaining, hopes were further 

extinguished by another 5 years. 

Now after those 10 (5+5) years, the 

Congress Govt. came back to power 

(it's been almost two years plus 

exactly), but City Centre is lying as 

such dug up in centre of the colony. 

A little boring story but it forms the 

crux of the restaurant success story; 

as now comes the main interesting 

part. 

There is a Bank (BOM - Bank of 

Maharashtra) in that main market of 

the colony (1 km from the City 

Centre). I have 3 patients (Manager 

& 2 Employees) from that branch 

(very loyal since almost 15 years 

now and I had started my first 

investments with them only). Just 

below the bank in basement area, 

there is a newly opened up 

restaurant. Actually 2 restaurants 

have already closed down in the 

same location and now, a third one 

is there which styles itself as 

******* Da Dhaba – Ghar ka 

Swaad (name withheld 

intentionally). One of my BOM 

patients garnered lavish praises on 

this new restaurant, so I decided to 

pay a visit to that area; otherwise, 

we hardly go to that 'undeveloped' 

area of the city. I went there with 

my family and found good rush 

there but we did get a cozy corner to 

sit around. 3 young boys (aged 25-

27) were manning the service, 

reception, pantry, waiting area with 

the help of waiters, of course. Once 

we were done with our sumptuous 

dinner, one of the young boys came 

to us for a 'review' or rating without 

any paper or form. We appreciated 

the same as we had both Veg. and 

Non-Veg. food over there and had 

liked both the dishes vehemently, so 
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we reciprocated the same to the 

young owners. I curiously asked 

them what made them open the 

restaurant in that already jinxed 

place (where two had already closed 

down) and was an undeveloped 

market courtesy the City Centre. 

Then in talks, he started narrating 

the story (very interesting part). 

These 3 guys were chuddy-buddies 

and were extremely foodies since 

the age of 18/19 (now around 25-

27). They said they were bored of 

eating outside so they opened up a 

restaurant. It amazed me and didn't 

sound to me as the real story. Still I 

didn't intervene as he went on. He 

said, one of them had dairy as 

paternal business, another one had 

chicken business and another one 

had a grocery store (their parents 

managed those businesses). So, it 

didn't seem to them as an outside 

business. He further said that they 

knew that odds were sacked against 

them in every matter (no one was 

chef or having any culinary 

experience with them for hospitality 

or any culinary skills or even any 

remote link pertaining to cooking), 

the area was undeveloped, the place 

was jinxed and they had limited 

investments.  

 

(Image Courtesy: Google) 
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But as they said, they approached 

the situation in a systematic manner 

(actually IDEAL in my purview). 

They surveyed the area, looked out 

for taste of people. They used free 

gifts worth Rs. 50 (Home made 

cakes or some grocery items) to get 

the survey results. Already they had 

supplies through their families 

(business), so they didn't incur much 

additional expenditure on that and 

used the same trustworthy delivery 

boys (from business) to get the 

feedback about the food choices 

from area residents. The feedback 

initially was intended from those 

only to whom their daily regular 

supplies were there, so that there 

was no bias or a customer end do-it 

and get-lost approach. Their 

feedback consisted of customer’s 

liking of Veg. or Non-Veg. food 

preparations generally with desired 

price of the same; they considered 

was justified (if quality given was 

good). They didn't force everyone 

for survey and tried to take the same 

from both male and female 

members of the family (after 

offering them a free gift of Rs. 50). 

As they further went on in this 

analysis, it gave them insight into 

this food business and also went on 

to design an economical decor for 

their place (they already zeroed in 

on the closed restaurant space below 

BOM). They took up half the 

portion of the original restaurant 

(the closed one’s area) to save rent 

but even that half could house about 

8-9 nuclear families for dinner. 

They negotiated with the owner to 

give them half the place as they said 

they could not afford full (it was 

their way of negotiation since the 

owner also knew half rent is better 

than Zero in that otherwise dead 

market, so it was a win-win 

situation for both). Much of decor 

was already done in that area 

courtesy the old restaurant runners. 

Then, they arranged Chefs from a 

known source but they used their 

own old foodie skills to the fore in 

that matter. They arranged the decor 

and started the restaurant for 

themselves (yes, for them only) for 
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more than a month. Every evening, 

they used to come to restaurant and 

told the chef to try them different 

things. Till next day, they 

deliberated on the taste and 

deficiencies in the same. The next 

day, either repeats of same dish with 

changes or a new dish.  Whatever 

dish was final; its recipe was coded / 

noted. This process continued for 1 

month and since supplies were from 

their own shops (family business) 

and in a limited quantity, so except 

rent and salaries, not many 

overheads were involved. They had 

also started with building perception 

of their restaurant in that area thru 

leaflets and announcements and 

local sign boards (all cost- effective 

and not flashy ones) of: 

 Opening Soon 

 Come and Try for Free 

 (Much like Aamir Khan styled 

Test Preview screenings of his 

films done 6 months before 

release) 

They styled their restaurant as a 

DHABA as I mentioned above since 

the general perception of public is 

that Dhabas are much cheaper than 

restaurants. They had been 

advertising the timings of the same 

as well which might interest some – 

6pm to 2am. My town is otherwise 

fast turning into JUNKISTAN 

courtesy Zomato, Swiggy and Uber 

Eats. Also along with that, there is a 

Night Factory which basically 

delivers home only (and is not a 

dine-in restaurant) is also there 

which serves food from 10pm to 

4am and they have been doing so 

since past 1 year. 

So, if you see the above story, a 

couple of Novices 'manufactured' 

their business from almost nothing 

to a good show. 

Now the KEY TAKE AWAY bullet 

markers to success in the above case 

scenario are:  

 

1. Surveying and getting a 

feedback of the area 

2. Getting to know the pocket of 

your potential clients 

3. Knowing what you are going to 
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dish out 

4. Taking a pre-feedback 

5. Marking out your X-factor 

6. Differentiating yourself from 

the crowd 

7. Giving a good taste coupled 

with a brilliant service 

8. Banking on your skills and 

confidence 

9. Trusting your own abilities 

10. Always doing a SWOT 

analysis 

11. Playing smart 

12. Never losing hope 

 

Friends, I hope the above restaurant 

story analysis must have given you 

some insights into the New Clinic 

scenario. My endeavour here is to 

just help colleagues forge out a rosy 

path with a tentative solution to 

overcome all the obstacles in this 

supposedly ‘arduous’ journey. 

I am expecting some interesting 

feedback from you on the above story 

(real incident / happening, though) 

and you can use the details to reach 

me as mentioned in the disclaimer at 

the start.  

Via the restaurant success story, you 

might have got a good inkling of what 

I am trying to convey for the opening 

of a new dental clinic.  

 

(Image Courtesy: Google) 
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The biggest carry home point in that 

story is that those young restaurant 

entrepreneurs did their SWOT 

analysis to perfection as much as they 

could do. They knew their strengths 

(foodie skills), never worried about 

their weaknesses (lack of business 

experience or any formal culinary 

skills / training), took advantage of 

opportunities (half rent and open 

market with almost nil competition) 

and never bothered about threats 

(opening the same in an area of an 

undeveloped colony and in the 

dreaded cold winters of North India 

where people don't get out of their 

homes after 9 pm). Opening up in 

winters will also make them much 

settled before the proper season 

binging time (March – October); 

another aspect of smart thinking, I 

would say. Applying the same on to 

us, we all are qualified and trained 

and have all the positives, so we just 

have to be smart and use our strengths 

and not worry about the weaknesses. 

           As Jeff Keller puts it 

Attitude is Everything 

 

(Image Courtesy: Google) 
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All of us can take at least some 

inspiration from the above restaurant 

success story and pick and choose a 

few things (infact, every one of us). 

We all learn everyday and even, I 

actually also did apply a point or two 

as well in my two decade old practice, 

learning from their success. The 

reference point behind all this is that 

we search day in and day out; all 

around for people (Read: Dental 

Practice Management Gurus) who 

can tell us their experiences which we 

want to blatantly copy and apply in 

our practice and hope to achieve an 

overnight growth in our practice; 

whereas in actuality, there are 100's of 

examples in front of us in a month 

and if we want, we can learn from 

them and using our own minds, apply 

the same in our practice to achieve 

success. 

An old quote goes 

‘Winners focus on winning, 

Losers focus on Winners’ 

CLINIC SCENARIO 

My boss, Dr. XYZ (at the Nursing 

home, where I worked as an In-

charge, Dental Wing from year 

2000-2003 in Morning OPD) once 

told me in crude Punjabi (my native 

language) which I am loosely 

translating for you – Your office 

chair demands your buttocks, 

whosoever places his buttocks on his 

chair in his office (especially when 

free), will earn the greenery (cash) – 

Cash Notes used to taken as green 

then, now they are pink, orange, 

grey, chocolate and almost every 

colour.  

The above Punjabi quote 

unabashedly means that opening 

clinic is a big responsibility and 

should never be taken lightly. The 

process starts with a proper scouting 

for knowing the area fully and as I 

mentioned in those 10 factors / 

aspects above which I expect all 

newcomers to have a look into 

(Read: be prepared for) before 

taking a plunge into the clinical 

practice.  

Let us further add on to that in the 

next part of this article.  

 



Dr. Ahuja: Never Ever Open a New Dental Clinic in a Rush 

 

WWW.WJASR.IN  World J Adv Sci Res Vol. 3 Issue 1 January – February 2020 Pgs. 187-209 

 

 

We shall continue the same in the Part – II of this article. 

(To be Continued) 
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Dear Readers: Important Announcement 

 

The above article by Dr. Bhavdeep S. Ahuja will be published in 2 Parts. 

 

The above is Part I. 

 

Check out WJASR Volume 3 Issue 2 March-April 2020 for the IInd and 

Final Part of the above article. 

 

Dr. Bhavdeep Singh Ahuja graduated in 1998 from 
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