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17. Rule 17: Never Jump to 
open up a new clinic in a rush 
(Contd.) Special Thanks for 
some contributory text for this 
issue: Dr. Vandana Dhameja, 
Ahmednagar, Maharashtra 
Dr. Akshat Sharma, Indore, 
Madhya Pradesh

Applying the same on to us, we 
all are qualified and trained 
and have all the positives, so we 
just have to be smart and use 
our strengths and not worry 
about the weaknesses.

As Jeff Keller puts it

Attitude is Everything

All of us can take at least some 
inspiration from the above 
restaurant success story and 
pick and choose a few things 
(in fact, every one of us). We 
all learn everyday and even, I 
actually also did apply a point 
or two as well in my practice 
learning from their success. 
The reference point behind 
all this is that we search day 
in and day out; all around for 
people (Read: Dental Practice 
Management Gurus) who 
can tell us their experiences 
which we can blatantly copy 
and apply in our practice and 
hope to achieve an overnight 
growth in our practice; whereas 
in actuality there are 100's of 
examples in front of us in a 
month and, if we want, we can 
learn from them and, using our 
own minds, apply the same in 
our practice to achieve success.

The above Punjabi quote 
unabashedly means that 
opening clinic is a big 
responsibility and should never 
be taken lightly. The process 
starts with a proper scouting 
for knowing the area fully 
and as I mentioned in those 
10 factors / aspects (in the 
February 2019 edition), which 
I expect all newcomers to have 
a look into (Read: be prepared 
for) before taking a plunge into 
clinical practice. 

Let’s further add on to that. 

Are you optimistic that you 
are ready to open a clinic 
(remember those 10 aspects)? 
As I mentioned in the last 
edition, many colleagues start 
clinic as a back up, which is 
sometimes not very fruitful in 
the first 5-6 years at least, some 
open just to experiment; before 
marriage or while preparing to 
go abroad / higher education. 
We personally feel that it is 
a very wrong approach. On 
the contrary, opening and 
establishing a clinic is like 
having a baby, which needs 
a lot of undivided attention 
as you nurture it slowly as it 

grows. A responsibility 
should be envisaged 
as a responsibility and 
dealt with in a similar 
manner. 

Are you confident about 
running the clinic with 
the skills you possess? 

If the answer to the 
above is Yes, then you must 
have good reasons to start 
the clinic because apart from 
the dental skills, you need 
patient management skills, 
soft (communication) skills and 
financial management skills 
alongside the acumen to walk 
on a straight path accorded by 
the dental ethical guidelines. 
You need to be super-confident 
about the treatments you can 
render and also embrace what 
you are not very comfortable 

with as you might need 
visiting consultants for these 
treatments. In short, doing a 
SWOT Analysis for yourself 
first and analyzing where you 
excel and where you falter 
clinically and all this to be done 
honestly.

A Few Issues Vis-À-Vis 
Location Before you Begin 
Scouting
Up Next, since you are confident 
to start a practice; now assess, 
what treatments will be your 
strengths and then choose 
location accordingly. The 
primary thing in mind is that 
it should be chosen based on 
the demographic composition 
of the area where your target 
group of population falls (the 
patient strata you would like 
to treat). A few other things 
should also be kept in mind 
such as, the space accessibility 
to the patients, parking issues, 
emergency care facilities of 
patients in the vicinity to the 
clinic, competition or other 
dentist/s nearby and lastly, the 
target patient group. 

Location
In bigger cities 
(metros), regarding 
location, the first 
thing is to scout for an 
optimum place where 
the clinic should be 
situated preferably 
on a 100 feet road 
with the next options 
being, a 80 feet road 
and comparatively 
smaller set ups on a 
60 feet road. Of course, finance 
does play a very important role 
in all this. There should be a 
landmark in the same premises 
or extremely closeby. There 
should be some establishment 
for foot falls but not to the 
extent that you are lost in the 
crowd. Parking is a must for 
any upscale practice because 
people riding two wheelers can 
park anywhere but we need 

to target and think about the 
same for people driving the 
cars. Easily accessible location 
with good parking and a central 
landmark is an interesting set 
of riddle to crack, sometimes. 
The approach to the clinic 
should be simplistic and not a 
puzzle to reach the entrance 
or the staircase. High rent (if 
they are high because of the 
location and standard of living) 
any day is better than a low 
rent (bad location leading to 
desperation and cribbing). Big 
cities have space, parking and 
many other statutory by-laws 
issues as well, so clinics are 
opened on different floors in a 
building and are acceptable to 
the patients also. Also the rent 
varies from floor to floor as 
well and people understand the 
limitation of space in a metro 
or a bigger city. So, the onus 
is on you to understand where 
your clinic would be most / 
better suited, for example, 
a Prosthodontist is best on 
ground floor, Pedodontist is 
best on 1st or 2nd floor with big 
area for kids. If you are an Oral 
Surgeon and near a school, then 
it is not the best place for you, 
you should be in the best of the 
market area / mall or industry.

Let's forget big cities for a 
minute. 

In smaller to medium cities, 
clinics are always preferred on 
the ground floor.
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It was an amazing and 
interesting feedback from some 
of you who happened to read 
the February 2019 edition early 
with the restaurant success 
story. Many of you will still 
be reading the same as I am 
penning down the article for 
the March 2019 edition. Via 
the restaurant success story, 
you might have got a good 
inkling of what I am trying 
to convey for the opening of a 
new dental clinic. The biggest 
carry home point in that story 
is that those young restaurant 
entrepreneurs did their SWOT 
analysis to perfection as much 
as they could do. They knew 
their strengths (foodie skills), 
never worried about their 
weaknesses (lack of business 
experience or any formal 
training), took advantage of 
opportunities (half rent and 
open market with almost 
nil competition) and never 
bothered about threats 
(opening the same in an 
area of an undeveloped 
colony and in the 
dreaded cold winters 
of North India where 
people don't get out of 
their homes after 9 pm). 
Opening up in winters 
will also make them 
much settled before the 
proper season binging 
time (March – October); 
another aspect of smart 
thinking, I would say. 
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An old quote goes

Winners focus on winning, 
Losers focus on Winners

Clinic Scenario
My boss, Dr. XYZ (at the 
Nursing home, where I worked 
as an In-charge from year 
2000-2003 in Morning OPD) 
once told me in crude Punjabi 
(my native language) which I 
am translating for you – Your 
office chair demands your 
buttocks, whosoever places his 
buttocks on his chair in his 
office (especially when free), 
will earn the greenery (cash) – 
Cash Notes used to be taken as 
green then, now they are pink, 
orange, grey, chocolate and 
almost every colour. 

(Image Courtesy: Google)
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In my town, Ludhiana (It is 
size wise no. 22nd city of India 
having a literacy of 85% and 
a low sex ratio of 845 with 
predominant mother tongue as 
Punjabi. We have a population 
of 35 lacs approx. out of which 
15 lacs are Punjabis and the 
rest {nearly 20 lacs} is migrant 

.....Continued on pg.12
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population – labourers from 
UP or Bihar. Our cycle and 
hosiery industry which is world 
famous is 100% dependent on 
them as Punjabi youth is more 
interested in USA, Canada and 
Australia and till some time 
back drugs too, although it is 
much controlled now. There is 
no particular pocket of migrant 
population in Ludhiana, 
they are everywhere in all 
areas even posh ones and our 
Dentistry inadvertently is a 
lot dependent on them also), 
people rarely have clinics on 
first floor with no presence in 
any malls (we have nearly 8 
malls / multiplexes). A very 
few do have their clinic on the 
first floor and some of them 
run well whilst some don't. The 
logic of the same depends on 
the treating doctor and his way 
of working as well and not the 
floor alone. In towns like mine, 
which I call a medium level 
town, there is nothing called 
as a commercial road as such 
because almost all residential 
colonies have been converted 
to Commercial without CLU 
(Change of Land Use). In the 
90's my colony, BRS Nagar, 
Ludhiana, was Asia's biggest 
residential colony (Even, I was 
surprised how – but it was). 
When I opened up clinic on 
01.01.2000, my road, which is 
60 feet road, had 10-15 shops 
on the 1 km stretch from my 
clinic to entry point on one 
side and another 20-25 shops 
on 3 km stretch on the other 
side (I haven't taken horizontal 
stretches into account on that 
total 4 km vertical stretch). 
There was only one more 
dental clinic apart from mine 
at that time nearly 20 years 
back. Now, if I just talk of that 
1 km vertical stretch from my 
clinic that I have mentioned 
above – there are around 150 
houses on either side of the 
road (total 300 approx) and at 
present, only 30 houses must 
be residential with more than 
250 shops or complexes in that 
1 km stretch plus 13 dental 
clinics around my clinic (not 
only on the main road but 
inside the colony; total in that 
1 sq. km area – vertical plus 
horizontal stretch included). 
Everybody has literally torn 
apart the front portion of the 
house on the main road to 
make a shop or a commercial 
let out area. The MC Ludhiana 
sensed this thing (thankfully) 
in 2004-05 and issued notices 
to all shopkeepers including me 
to shut the commercial shop (at 
that time, the others had just 

started mushrooming). The 
matter is pending in Punjab 
and Haryana High Court 
since 2004-05 (courtesy, our 
judiciary) and, at that time, 
around 98 shopkeepers were 
party to that petition. 

Why I mentioned the above 
details is because of a few 
pertinent points:

1. Corporation by-laws don't 
permit any road less than 
100 feet wide to be declared 
commercial (and that's true 
in most states of India).

2. The moment you start a 
construction, the hungry 
mouthed MC inspectors and 
their sidekicks will come 
scouting in pursuit of a 
relentless appetite for greed 
which is purely personal in 
nature as nothing given to 
them goes to the MC fund 
pool.

3. On the flip side, a road, be 
it 45 feet or 60 feet or 80 
feet wide, can be declared 
commercial, if it has turned 
80% commercial meaning 
CLU will come into effect 
and everyone has to pay the 
difference in charges for land 
area turned commercial and 
corporation earns big bucks 
but even in those cases, the 
commercial shop owners 
have to ensure a decent 
parking space for their 
clientele. Recently, Punjab 
Govt. announced the same in 
the 1st week of January 2019 
and expects to do the same in 
the new fiscal (2019-20) year 
and mop up 700 crores just 
by CLU throughout Punjab 
(the above revenue is just an 
assumption and actual might 
be much higher though). 

always does help though if 
you are a skilled clinician 
and the word travels through 
shopkeepers very fast than the 
residential people since word of 
mouth referral is still the best 
marketing tool. Almost having 
a liaison with them (not always 
monetary) is always helpful 
initially and once settled, 
money begets more money. 

Another important aspect to the 
above referral part is a bitter 
but a harsh reality and a crude 
reflection of today’s society. 
People in big cities are rarely 
connected with each other as 
we all are getting isolated day 
by day. They really don't know 
their next door neighbour and 
his occupation. So practically, 
you can’t recommend your 
dentist to anyone around you in 
your area even if you are very 
happy with him. In this aspect, 
suburban and rural places are 
still good as people are still 
connected with each other 
socially and they respect each 
other's experiences too.

Size
The size of the clinic will depend 
on your confidence. Choosing an 
area which is upscale requires 
attractive clinic but middle 
class wants modest clinic 
otherwise they get scared for 
high prices. Don't invest heavy 
in aesthetics and in high-end 
equipment for the first year at 
least, gauge the response and 
then you can decide for a heavy 
investment. If you are good 
at something, then you must 
start a practice where you will 
be surrounded by colleagues 
and you may become a re-
treatment specialist. Patients 
coming for re-treatment will 

hardly bargain 
and will almost 
always have good 
things to say about 
you (if handled 
and treated well). 
Although, initially 
you may have less 
number of cases 
but these will be 
your trophies. You 
must have or create 
reasons for the 

patient to visit you again and 
prefer you over others. This 
could be achieved by aesthetics, 
performance or simply because 
of something extra that you 
offer.

My Co-author Dr. Rajat Anand, 
fondly gives his own example 
here. He is a Punjabi, born 
in Punjab with schooling in 
Delhi and Faridabad. He 

had his graduation and post 
graduation from Mangalore, 
Karnataka. Presently, he is 
settled in Mysore where he 
has no relatives and no friends 
when he started the clinic with 
his wife. He first worked with a 
dental chain and gave himself 
5 years to make a base and 
understand the market trend. 

While starting the clinic, he had 
options to open the clinic in the 
outer country side area with 
rent Rs. 25,000 for 1500 sq. feet 
area or where he is right now 
with rent Rs. 50,000 for 1000 
sq. feet area. His vision was 
crystal clear that he didn’t want 
to have a mass practice. When 
he made the above decision, 
he found himself alone and 
cornered in his family. 

No one believed that his 
decision was correct including 
his parents, brother, in-laws 
except his wife. They all were 
scared of the high rent and the 
biggest problem of him, not 
being very well versed with the 
local language, Kannada. 

He learnt Kannada in 15 days 
before opening up the clinic 
and still was adamant about 
the location. He realized that 
sometimes you have to be firm 
and put the foot down rather 
than being confused because of 
the relatives. 

It is easy to break coconut and 
perform Pooja to start a new 
clinic but the real difficult part 
follows after that. 

However densely populated 
the area is, I have seen people 
flourishing in my town. In 
Ludhiana, in an area of 2 sq. 
km, there are 26 dentists which 
is really a lot and I happen to 
know more than 20 of them and 
as far as I know at least 18-19 
are doing well and the ones 
who aren't, have themselves 
to blame as I know their work 
ethics are poor. 

The day we let go of such fears 
that my neighbour will eat my 
share of pie; we can concentrate 
more and be successful from 
there on. I gave the example of 
scouting the area in restaurant 
story example. It is very 
important to know what kind 
of people you are going to cater 
to, what is their income, what 
is their awareness level. 

In this matter, semi urban 
areas are the second best place 
to start a practice as they have 
lesser awareness. It is easier 
to tackle the less educated 
than the one who has read and 
mugged up information from 

Dr. Google. The rich do have 
tantrums, and we have to be 
ready for the same, but the 
middle class is always ready 
to compromise and is very 
forgiving. 

For the set up of a new clinic, 
the primary important things 
are your confidence, clarity in 
thought backed by a proper 
planning. 

Dentistry has now turned into 
a business; isn’t it? 

So, professional business has 
to be envisioned, planned, 
started, ran and maintained in 
a professional manner. 

There are no two ways about 
this for sure. 

One must have some set of goals 
to achieve even before you start 
the practice like for example, 
marketing of your upcoming 
clinic. If you are unable to 
reach your set goals in a finite 
set time frame, then it surely is 
time for introspection. 

Our initial tips would be:

1. Be prepared with finance, 
even if it is by loan. 

2. Keep some amount separately 
as working capital. 

3. Initially invest in equipment 
which will enhance your 
treatment quality but 
don't overdo and invest in 
everything that you desire.

4. Start with minimum staff 
and bare minimum required 
overheads or expenditure so 
that you don't unnecessarily 
burden yourself. 

5. Networking with nearby 
business owners does help a lot.

Friends, I shall be continuing 
Rule No. 17 to give you further 
insights into the New Clinic 
scenario to help beginners 
chart out an eventful outcome 
in the practice sojourn.
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What I wish to convey is 
that people opening up in 
residential colonies might have 
to face a lot of difficulties until 
you bribe the hungry-mouthed 
or a CLU is done or the road is 
declared commercial because 
otherwise such roads will have 
huge parking woes. Having 
a clinic on a commercial road 
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