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Innovate, Share, Learn & Interact
Together

Care & Financial Success

" $ Better Way - Marriage of Clinical




“ To succeed, | have to be on purpose, persistent and
patient. In other words, | need to be consistently
persistent in what | choose to do and be. ”




Financial Security
Concerns
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A STAKE

IN THE

QUTCOME

Effingham, IL

BUILDING A CULTURE
OF OWNERSHIP FOR THE
LONG-TERM SUCCESS
OF YOUR BUSINESS

JACK STACK

AND BO BURLINGHAM
Authors of THE GREAT GAME OF BUSINESS

Springfield, MO

NEW ENTRODUCTHNN AND
INTERACTIVE “GET IN THE GAME® GLEDE
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“ Equity is the basis for all
long term thinking.

You still pay attention to

the day to day details, but
you are doing it for the
right reason because itis
the best way to achieve

lasting success. ”

Ownership Mindset
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One Source of Truth
Open Book Management



Customers ¢ Culture
Technology ¢ Vendors/
Competitors Suppliers/
Economy Partners
Industry e Regulatory

8 Domains of

External Environment



Top 10 Business Goals

|+ Write your top 10-15 Challenges &
Opportunities for the coming year

\  The goals must be SMART
\ (Specific, Measurable, Achievable, ROI,

Timeline)
Once the goals are SMART, make them

) actionable
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DENTISTRY DAY
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The Calling!




Continuing Education



Dentists are in the driver’s
seat of their own careers.

Autonomy
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Customers ¢ Culture
Technology ¢ Vendors/
Competitors  Suppliers/
Economy Partners
Industry e Regulatory

8 Domains of

External Environment
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Go It Alone

i ﬁ'#

-

v g g
Al

h.',_l.

Millennials

Wanting a Pathway for Success
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Mentoring
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DM

Doctor Mastery Program

Taking Our Commitment to Advancing
Dentistry Even Further

Doctor Mastery

Supporteﬁ)lixb)—g(etaé}lﬁnd Dental



Growing New & Experienced Doctors

This five year plan will take your career to the next level.

Lo

Year 1 Year 2 Year 3 Year 4 Year 5 MASTERY

Doctor Mastery

Supporte nd Dental
Prograr
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Regulatory



Association of
Dental Support
Organizations

DENTISTS FOR
Oral Health

Changing the Industry


Presenter
Presentation Notes
Transition: Excellent Examples of working harder, smarter and together. That is how you lead change.



You can take this example and implement that lesson in your own practice, your own team and own life.




TECHNICAL
*Work Hard

COMMITMENT
*Work Smart

PERSONALITY/

COMMUNICATION
*\Work Together

Three Skills Pyramid

of Success
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(1 If you change the way you
look at things, the things you
look at change.99

Wayne Dyer

Leading Change
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