"ENDOINC

ROOT CANAL SPECIALISTS

NORTH SHORE
A publication of Drs. Maloff, Makkar, and Tsai

Issue 06
Sept/Oct 20129

www.endoincrootcanal.com

The

by Jay Geier

"Work like you don't need the money. Love like vou've never
been hurt. Dance like nobody's watching.” When Satchel Paige
said this now famous quote, he was in the midst of what would
hecome a stellar and historical baseball career. Life was good and
he was probably living just as he deseribed — free of financial and
emotional constraings.

Since I'm not an cxpert on love, dancing or basehall, I'd like to
forus om something I have spent the last three decades of my life
culrivaring — the “work like you don't need the money” pare of his
recommendation — [ do know something about thar.

I also know that when you can work like you don't need the
money, vou approach business — and life — a lirtle differencly. You
are no longer held by the confines and responsibilities of income
building. The pressures. The stress. The sleepless nights! That
freedom allows you to make decisions based on whart's “right.”

It readjusts your focus to whar really marrers. When you work
solely for the money, your hands grip a little tighter around it and
your mind narrows hath its focus and its ability to think beyond
anything bur your bottom line. This causes you to make decisions
that, well, aren't always “right” for you, your staff ot vour parients.
Let me explain.

There are two types of people: Competitive and Creative. We are
all “pre-wired” to be comperitive; we're programmed and trained
thar way from the time we're born, And it’s everyone’s default
position, especially when it comes to money. So as refreshing

as Mr. Paige’s sugpestion is, it's not easy w naturally achisve —
cspecially if we are dependent on our income. My guess is thar

as a private practice owner, you too fall to the competitive side.
Afrer all, how else would your practice thrive if you weren't up for
a little friendly marketplace competition, tight! Not so fast...

/002 v COMPETITIVE Denis:

Feople often assume rhar comperition in life is good — healthy
even. But when compétition eclipses your primary mission — and
it often docs — it can become destructive to vour end goals. Whar
is the primary mission for your practice? Is it to make as much
money as possible, no marcer whar? Or is it to serve and provide
the best experience w your patienes, allowing them to live
healthier lives?

The most fundamental difference berween a competitive and a
creative practice owner is casy to identify: if you

sell something to someone and give them less in value than they
paid, you are being competitive. That's called under-delivering.
Your success and profis will be temporary, at best. You cannort be
uber profrable unril you learn to do just the opposite — for every
rransacrion, you provide more value to the person than they pay
vou for. That's is being crearive and over-delivering — the formula
tor inancial success.

Virrually all our clients come to us as very competitive rypes.
They are stressed out, overworked and not gerting ahead. Their
otily goal is to make more money because they think thar will
solve all their problems and make their lives all betrer. It never
oceurs o therm 1o invest in amazing client appreciation events
or do mission work - things that actually support their primary
mission or end goals. Why! Because their competitive nature is

hyper focused on tightening the financial reigns.

So what if vou did work like vou don't need the money? Whar if
vou actually woke up one day and decided you weren't going o
let competition drive your decisions any more? Whar would you
do differently? How would you run your practice or trear your
staff! A bit more creatively, [ would imagine.
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Greg/iie vs COMPETITIVE .recsnone

For a crearive practice owner, it's more about experience than money. You can leave a person better than they were by teaching them
something, providing them with valuable advice, offering encouragement, or just by being sincerely nice to them. For patients, this
means creating the best experience possible, Updare your space, provide refreshments in your waiting room and give new patient gifts.
Offer incentives for referrals or specials for out of pocket treatments. [ have clients who hirc on site massage therapists and provide
parafiin treatments to their patients while they wair. They invest in their patient experience because they know the return will be
substantial in rerention and referrals.

And speaking of investments, consider the impact of investing in your human capital - your staff. While a competitive pracrice

owner avoids formal staff training (can’t see the ROI), a creative practice owner invests in a comprehensive staff training program - a
minimum of 40 hours per year for every cmployee. If that's you, you know that your investment in your people will guarantee you get a
tremendous return. Your team appreciates that you care enough to invest in them so they want to perform at the highest passible level
— an attitude nor tied directly to wages. You inspire their crearive narure to over-deliver.

In fact, the right team is absolutely essential. Each one of them needs to be over-delivering for their own paychecks. In uther words,
you need to get mote from them in value than you're paying them. If you don't, it’s a guarantee that your practice asa whaole is not
over-delivering to your patients. So how do you get hourly employees to over-deliver? In two important ways:

By over-delivering to your staff; by training them more, encouraging them more, providing a great office environment, hosting
memorable parties and sppreciation events, doing nice things for them as individuals...

By giving your business a real purpose that your people want to get behind; something they can be passionate about. They will over-
deliver as a ream because they fecl they are collectively working to accomplish something significant; they will over-deliver for the sake
of ‘the cause”.

Learn to tap into your creative nature so you can over-deliver. Very few other people ever do, so you will complerely eclipse the
competition. Compertitive people consistently under-deliver on patient expectations, so they don't get repeat business or new referrals
from satished patients, because their patients aren't satished!

Has your competitive nature hijacked your ability to over deliver by providing the best patient care and experience possible? Take a
look ar the chart below and think about which side you are on... and which side you want to be on.

You prohably are a competitive person today (just hopefully not that bad!), and the good news is... you can change! You can develop
a creative nature. [t takes time and commitment to work all those bad habirs and negative thought processes out of your life, but just
imagine your life with unlimited money. That should be a strong incentive to change the way you approach your business, and the
people and the world around you. Then, eventually, you can actually work like you don’t need the money.

COMPETITIVE reive

Thinks incentives don't work Highly incentivized staff
Sees staff as an expense Sees staff as an investment
Doesn't believe in a staff training program Invests in comprehensive staff training
Thinks they have tried everything and it doesn't work Constant impravements in all areas
Doesn't have time Modifies time structure annually
| can't afford it | can't afford not to
Growth is limited You get what you deserve _
Thinks space and equipment is expensive Thinks space and equipment is easy and profitable
Limited future Future as big as you make it
Limited money Unlimited money

Jay Geier s the president end founder of the Scheduling Instinee and crearor of the ovigingl Neaw Paziene Cenerarion and Practice Expongion Program thar has revolutioruzed the way dentists
atrrart now pasienes co their practices and nermed teams all over the counry and cven abmoad inen s pariens pererating machines. He i offering a step-by-step description of how his system works
along awith o custom Tatimg of Your ouen ceam and fos abilisy 1 penerate new patients. For this free imfurmation package, g0t wew. 3 50 “hallenge com or coll 8559750455,

12 A rpicles reprinted with permission from Erocllence Tn Dentistry, LLC (1-800-337-8467), publisher af The Profitghle Dentist® Newsletter {wurw theprofitabledentist com).
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DENTAL TREATMENT &
ANTICOAGULANT THERAPY

= : PART Il

BLEEDING DURING TREATMENT

INVASIVE DENTAL TREATMENT THAT MAY RESULT IN MORE BELEEDING:

* Hoct canal therapy * Extractions (simple and muitiple) * PFeriodontal surgery
= Lesion or tumor rermoval * Liopsies * Subgingival scaling
* | ocal anesthesia (infiltrations, inferior alveolar nerve block, mandibular Blocks)

* Mincr oral surgerny (simple implant olacement)

DENTAL TREATMENT THAT MAY RESULT IN LESS BLEEDING:

Many procedures performed in the general dentist’s office are relatively non-invasive and would not,
therefore, require measurement of the INR. Such procedures would include construction of dentures,
supragingival scaling/polishing, restorations, crowns and bridges.

General dentists usually have the skills to perform any of the procedures listed above and, should it
occur, manage excessive bleeding. However, when INR levels are =4, or fluctuate (unstable), it may
be advisable to refer the anticoagulated patient to an dental specialist for management.

Peri-Treatment Bleeding Management:

Be prepared for mild to moderate prolonged bleeding in any patient requiring dental surgery. Avoid multiple inferior alveo-
lar nerve block injections and always aspirate to make sure larger blood vessels are not traumatized.

Have local hemostatic agents available in the office. They include:

Sterile gauze pads for pressure - Absorbable gelatin sponge (Gelfoam)
= Absorbable sutures - Avitene (Microfibrillar Collagen)
- Oxidized cellulose (Surgicel) - Topical thrombin
- Tranexamic Acid Mouthwash

Specific written and verbal post-operative instructions must be given to the patient including avoidance of rinsing immedi-
ately post-operatively, which can displace clotted blood and promote prolonged bleeding. Reassure patient that bleeding
may occur, advise on home care management, and provide a contact telephone number for after hours concerns.

Patients taking warfarin should not be prescribed non-selective NSAIDs and COX-2 inhibitors as analgesia following dental
SUrgery.

Liver clots can arise in the morning, or after resting or napping; if so:

1. Remove with moist gauze down to the gingiva in a sweeping motion.

2. Bite down on moist gauze for 30-60 min. with firm pressure,

5. Teabags (contains tannic acid) can be used to help accelerate coagulation.
4. Spitting, or constantly changing the gauze, is not advised.
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The doctorsat FndoInc.Root Canal Specialistsare dedicated tosavingteeth,andsavingyour natural
tooth is always your best option. We are honored to be awarded Boston Magazine’s Top Dentists
for three consecutive years. We provide exceptional root canal and endodontic services to our
patients in a caring, compassionate environment. We are specialists in diagnosing and treating oral
pain and experienced in performing dental procedures in away that eases patients’ fears and helps
them avoid pain. Modern techniques and specialized technology allow for accurate diagnostics,
effective treatment and a virtually pain-free experience. The team’s enhanced training, high levels
of expertise, use of cutting edge technology, and impressive success rales are the main reasons
patients and general dentists trust us to perform treatment. s

We are grateful to receive this award and privileged to help our patients relieve their pain, save
their teeth and restore their smiles!



