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12. Rule 12: As we discussed in 
the last issue, SWOT Analysis is 
a simple but useful framework 
for analyzing our clinic’s 
strengths and weaknesses and 
the opportunities and threats 
that we can face. It helps 
us focus on our illustrious 
strengths, minimize threats, 
overcome weaknesses and 
take the greatest possible 
advantage of even the 
minimalist opportunities 
available around us. It can also 
be used to "kick off" strategy 
formulation or in a better way 
as a strategy tool to build up 
the clientele. We can also use 
it to get an understanding of 
our competitors, which can 
give us the insights; we need to 
craft a coherent and successful 
competitive position. When 
carrying out the analysis, 
we have to be realistic and 
rigorous. Apply it at the right 
level, and supplement it with 
other option-generation tools 
where appropriate.

Pre-SWOT Homework
Before you set out to do a SWOT 
analysis with your staff, team 
or other group, there has to 
be some preparation. The first 
step is to take a stab at creating 
a clinic setup profile. This is 
simply a description of what 
your clinic does and who your 
primary consumer target group 
is. For further simplified break-
up, we can profile each segment 
(all categories of patients) to 
capture what value they add 
to the clinic. It also helps to 
outline strengths, weaknesses, 
opportunities and threats that 
you have perceived so you can 
prompt the discussing group if 
needed.

Leading the Process
When performing a SWOT 
analysis, it is best to start with 
a clean slate. Lay out all the 
four quadrants and outline 
the content you are looking 
to populate it with as above, 
but let others pour in their 
opinions freely and you taking 
the back seat. You will find it 
amazing to see that the third 
eye perspective (the staff) will 
probably give you much more 
inputs and insights than you 
can even perceive as they have 
that bird’s view to look into the 
strengths and weaknesses of the 
clinic (provided their opinions 

are not gagged or reprimanded) 
than you because of the obvious 
reasons of clouding for own 
setup. In scenarios, where you 
can’t go in-depth, you may need 
to do a segment-by-segment 
SWOT and then feed it up into 
the larger one. For most middle 
sized clinics, however, a single 
SWOT chart is sufficient to 
capture the current condition 
of the clinic.

At first, you want to capture 
every single input; you can from 
the group in a rush. When the 
pace of input trickles off, you can 
go over the chart and eliminate 
duplicate/overlapping entries 
and ensure each entry is in the 
right category. Walk the group 
through your reasoning if you 
are out rightly eliminating an 
entry or combining concepts. 
This is basic courtesy and it 
shows that their input is being 
valued. The group can also help 
in adding and removing entries 
within the SWOT chart to distil 
it down to a mutually agreed 
upon core.

Working with the Chart
At this point in the process, you 
will likely have an imbalance 
between internal and external 
factors. People are much more 
aware of the current state within 
the company and less likely to 
be thinking of the direction of 
the business sector as a whole. 
If needed, you can prompt more 
entries under opportunities 
by encouraging them to think 
about how a current strength 
can be leverage to create new 
opportunities or how fixing a 
weakness could lead to a larger 
opportunity in the future. 
Likewise, in what situations 
(threats) will your current 
strengths and weaknesses 
endanger the company?

A typical example of a SWOT 
Analysis worksheet is as below:

(Courtesy: Mindtools.Com)

1. Strengths:

a. What do you do well?

b. What unique resources 
can you draw on?

c. What do others see as 
your strengths?

2. Weaknesses:

a. What could you improve?

b. Where do you have fewer 
resources than others?

c. What are others likely to 
see as weaknesses?

3. Opportunities:

a. What opportunities are 
open to you?

b. What trends could you 
take advantage of?

c. How can you turn 
your strengths into 
opportunities?

4. Threats:

a. What threats could harm 
you?

b. What is your competition 
doing?

c. What threats do your 
weaknesses expose you 
to?

Examples of SWOT 
Analysis
Now, let's take a practical look 
at SWOT analysis by applying 
it to a fictional DENTAL 
CLINIC SET UP:

Strengths
1. What do you consider 

as strengths, as your 
competitive advantages in 
your dental clinic?

2. Do you offer a large variety 
of services that fulfill your 
patients’ needs?

3. Can your patients find you 
and book an appointment 
easily with your clinic?

4. Is your clinic characterized 
by high-technology and do 
your patients appreciate 
this?

5. Is your dental clinic in 
a convenient location, 
allowing your patients to 

find you and reach you with 
ease?

Weaknesses
1. What are the areas that 

need improvement at your 
dental clinic?

2. Are your payment options 
inflexible?

3. Do patients have to wait for 
more than 10 minutes for 
their appointment in the 
waiting area?

4. Is the clinic decoration old 
and out of fashion? 

5. If Yes, should you change it?

Opportunities
1. What are current social, 

financial or other trends 
that you could benefit from? 

2. For example, the demand 
for invisible braces for 
adults could be useful for an 
orthodontist to explore, do 
you also think so? 

3. A patient can consider 
including an aesthetic 
treatment based on the 
latest trends, such as 
implants or whitening or 
restoration with highly 
aesthetic materials like 
veneers, are you doing 
them?

Threats
1. Is there anything happening 

in your environment that 
could be detrimental to your 
clinic? 

2. For example, a larger and 
newer clinic is to be opened 
in the neighbourhood or 
an existing competitor 
clinic is installing better 
technological equipment 
than that in your clinic. 

3. Other threats include 
political and environmental 
ones, such as an unstable 
political situation.

4. Did demonetization affect 
your setup?

5. Do you think GST has any 
role to play in clinic set up in 
wake of the fact that health 
care is exempted from GST?

The July issue, August and 
the September issue on SWOT 
would be particularly useful 
for the general practitioners, 
provided they are willing to 
read and apply it with an open 
mind in their practices. There 
is still much more to SWOT 
analysis which will be covered 
in the next issue.
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