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Tips for Practice Management 

Dr. Shoeb Shaikh - Consulting Periodontist & Implantologist, Mumbai 

1. Be passionate about what you do, and do what you are passionate about. 

2. To survive competition, be yourself. Be innovative in your strategy of work .Don't try 

to copy any other practice. 

3. Learn to build a team & a system. No organisation can ever grow if its staff keeps on 

changing .Retain people who like to work for you.  

4. Remember enthusiasm is contagious .Take good care of all your patients & staff 

members and you will see how well they work in return.  

5. A patients experience begins with their first point of contact, which is most often a 

receptionist. In fact, your front desk team is your practice to new patient caller’s .Their 

professionalism, attitude & communication skills all leave a lasting impression on 

patients - an impression that can make or break your dental practice. 

6. COMMUNICATION: Open multiple pathways for your patients to communicate with 

you. From your traditional phone calls to electronic messages through whatsapp, email, 

text messages etc. Patients these days look for different modes of communication, so 

try accommodating their preferences.  

7. Automate as much as your practice as possible, so that your staff gets to spend more 

time with your patients instead of filling forms and doing paperwork .Try using the 

available software to streamline your office management.  
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8. DELEGATE.DELEGATE.DELEGATE: Don't spend time in tasks that do not require 

your skills. Ask yourself "Can i pay for this & get it done". Is my time worth it? Try 

examining these activities frequently & get your staff inputs about ways to do it more 

efficiently.  

9. Improve patient flow: Regardless of the number of patients in your practice, the goal 

should be to have an efficient schedule .Focus on providing appropriate oral care to as 

large community of patients as possible. 

10. To grow your patient base, nothing beats a word of mouth referral. A trusted 

recommendation from a friend, family member, colleague or even the internet can be 

the sole reason why a patient chooses your dental practice over another.  Remember 

existing patients are busy with their own lives & don't often think about supporting and 

growing your business. So, be proactive in asking for patient referrals by giving referral 

cards, offering a referral bonus, providing them with quick links to online review sites, 

or even incentivize the employees to motivate them to grow your practice.  

11. Confirm Appointments: If you cannot do it for all the appointments, try to make this 

work for your selected appointments -mostly the ones that require long time blocks & 

new patient appointments. Time slot of 15 min allotted to a new consultation, if not 

confirmed, doesn’t allow you to utilize the time for any form of constructive work .It 

creates idle time & wastes resources. 

12. It is imperative to look at stresses and frustrations in your practice as opportunities for 

learning and growth. Too often ,dentists & their team get so caught up in the emotional 

side of daily challenges that they lose sight of how to strategically create a better flow, 

when things don't work the way you want them to , consider as a team what policies 

and systems could be clarified or refined in order to become more effective. 

13. Humour has a unique way of bonding team members & patients alike. If tensions exist, 

it erects barriers. If your patients can hear laughter echoing from your chambers amidst 

the sound of drills & ultrasonic -chances are good that they will refer family & friends. 

Even team members will always contribute to a culture where humour & jokes are as 

common as perfect fitting dentures.  

 


