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About Me

• Indiana
– BS Microbiology and Minor Studio Art (1988-1992)

– DDS IU School of Dentistry (1992-1996)

• San Antonio
– UTHSCSA GPR (1996-1997)

– UTHSCSA Periodontics (1997-2000)

• Dallas
– Itinerant Periodontist (2000-2003)

• Austin
– Private Practice in Austin (Westlake)

– Dr. Nicole Litizzette joined (2009)

– Texas State Board of Dental Examiners (2017-present)



The Practice

• 4201 Bee Caves Road, Austin Texas

Before After



Periodontist: What it means…

• Artistry

• Empathy

• Career Demands

• Cutting-Edge Field

• Unique Challenges

• Business Owner
• Sole Producer
• Supervisor
• Psychologist



Agenda

• Important points in starting a practice

• The culture

• Systems and Processes

• Essential marketing

• Identity



The First 
Years



Graduate Debt

2016 $262,119 $238,582 $291,668

2017 $287,331 $239,895 $341,190

All Schools Public Schools

Private and Private-

Stated Related 

Schools

2006 $162,155 $137,792 $196,636 

2007 $172,627 $148,777 $206,956 

2008 $187,394 $158,217 $222,944 

2009 $189,678 $162,377 $230,478

2010 $197,366 $174,967 $232,780

2011 $203,374 $177,795 $245,497

2012 $221,713 $192,199 $263,382

2013 $241,097 $209,150 $283,978

2014 $247,227 $216,437 $289,897

2015 $255,567 $219,116 $302,724

According to the American Dental Education Association (ADEA), the average 
debt per graduating senior is $285,184 (according to a 2018 survey).



Trickle Effects of
Reality

• Cash

• Competition

• Corporate

In-House Specialists (1/3 of GP’s)

In-House Specialty Procedures

Pressure to Diversify

Social Media Presence: Direct-to-Public

CE Availability

GP Push

Technology



Lean But Mean

• Be hungry

• Be unique

• Get your cases out there!*

* You’re only as good as your last case



Lean But Mean

“Champions aren’t made in the gyms. 
Champions are made from something they have deep inside them-

a Desire, a Dream, a Vision.”

Cassius Marcellus Clay, Jr.
“Muhammad Ali”



Mission Statement



Main Office



Yu and Co



Surgery Suite



Surgery Suite

• Recovery Area



The Culture



Gratefulness Kindness



Referrals are why we exist (because of our 

patients)

• Under-promise, Over-deliver

• Patients will tell us how to provide good care



The “WOW” Experience

• The doctor’s job
1. Be in relationship (patients and referrals)

2. Surgery

3. Lead



Culture



Every team member is important

• You can’t provide good care if you sell a lousy product

• Good systems to make days run smoother

• Your mom was right: manners are important

• Look around!

• As a team- there’s no such thing as after hours



As Stewards of Our Practice-

• Every team member is important

• Referrals are why we exist

• A partnership 



• Safe
• Empowered 
• Supported

“Show me an organization in which employees 
take ownership, and I will show you one that 
beats its competitors.”



- Buckminster Fuller

“Tensegrity”



You Set the Culture

• Tardiness

• Not responding to emails

• Outdated/Inappropriate voice mails

• Constant complaining

64% of workforce are ready to leave
75% of employees are disengaged and apathetic

Dr. Steve Cohen (Psychology Today 2014)



A partnership 

• Develop “Superstars”

- Positive Attitude

- Good people make fewer mistakes

- Need less supervision

- Greater efficiency (no “stand-around” or “Twitter” time)

- Unprecedented patient care, provide then the “extras”

- Serve the greater good and the doctors

• Return On Investment



A partnership

Partnership pay is based on sharing in our growth. 

It is based on previous years’ benchmark profits.  Potential for nearly 

unlimited compensation.

Disclaimers:

1) Compensation is based on NET profits

2) Partnership pay may draw from quarterly bonus



A partnership 

• Partnership pay

- Additional compensation based on benchmarked net profits

- Vested interest in cutting costs, increasing production, and 

improving quality care

- Parallel pay- every team member is expected to be superstars



Systems
Processes



• The initial contact
– Smile

– Introduce

– Never interrupt NP call

– Scheduling

• Sacred time
– Timeliness

– Consultation room

The “WOW” Experience



New Patient Intro



Block Schedule

Monday
Dr Yu Assistant Hyg 1 Hyg 2 Hyg 3

Surgery AM

New Patients PM

Dr L



Block Schedule

Tuesday

Dr Yu Assistant Hyg 1 Hyg 2 Hyg 3

New Patients

Dr L



Block Schedule

Wednesday

Dr Yu Assistant Hyg 1 Hyg 2 Hyg 3

Surgery AM

LNLs, Emergency Time, Catch-up 

Dr L



Block Schedule

Thursday

All Day Surgeries

Dr Yu Assistant Hyg 1 Hyg 2 Hyg 3Dr L



Block Schedule

Friday

AM Surgeries

Dr Yu Hyg 2



Most Important Room?



Consultation Room



Risk Management

• NP Interview



Use Your Team

• Delegate your time



Risk Management

• Prescription list



Risk Management

• Implant List



∆

Rule §110.13 Pre-Op Checklist Sedation Sheet



Risk Management

• Surgery Time-Out Note



Post-Op Call



Referrals: 
Post-Op Call



Get Well



Surgery Letter



Risk Management

• Post-op communication note



Text Follow-Up



Steps

• New patient intro call

• Block scheduling

• New patient interview

• Rx and Implants Lists

• Pre-surgery checklist and Pre-Op call

• Post-surgery and Referral call sheet

• Post-Op Note



Take-Aways

• Moral Compass

Integrity

is the Single Most Important Quality   Lisa Warren

“Steadfast adherence to a strict moral and ethical code”  American Heritage Dictionary

“A perfect balance of strength, honor, kindness, and purity of one’s soul”


