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Happy Patients: How To Reduce Post Op
Problems & Grow Your Pro�table Practice

The Challenge For Medical Practices
In the 21st century physicians are facing greater dif�culty with the rapidly changing
economic climate, increasing overhead and shrinking reimbursements by the insurance
programs.   Sustaining a healthy practice that enjoys yearly growth above and beyond
in�ation is increasingly more challenging.  
 
Technology has made the world smaller, and in doing so has also made patients consumers
who can seek multiple options for their healthcare by a click of a button, making the
physician’s task of attaining and retaining new patients quite more dif�cult.   So what does
the physician and his or her support team do to navigate this �uid environment? 
 
Every physcian must determine for his/herself how to address the sustainability of their
practice, optimize the level of care, and if done well continually improve patient satisfaction. 
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How To Ensure Your Practice Sustainability
Differentiation is the key!   While there are always standards and policies that must be
adhered to, ensuring that the standard of care is maintained, the patient experience provides
that opportunity to create the ideal healthcare home for each individual, consistently
exceeding their expectations.  

Can you consistently and with conviction answer the following questions:

1. What do we provide in our practice that makes us better than the practice down the street?

2. What services or advantages do we offer that others do not? And if you do, does the patient

experience clearly demonstrate those differences?

3. Do the services or advantages we offer lead to regular word-of-mouth referrals?

4. Are we paying attention to the details when addressing patient’s needs and desires?

5. Are we a well-oiled-machine with internal systems that maximize our use of time?

6. Are we innovative in our methods of healthcare delivery?

7. Do we implement a good balance of the “3 C’s” - cost, convenience and consistency?

8. What do other of�ces provide that we don’t?

9. Do we have a vision statement? And, does our whole team know that vision?
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How To Differentiate  
& Become The Go-To Physician/Practice

So what can you do to set yourself aside from the masses?
1. Excellent customer service - Patient satisfaction is not suf�cient, you must consistently “wow”, from the

initial contact on the phone to the end of the initial appointment and follow-up communications.   I have

found that a quick call at the end of the day, checking on patients that have undergone an invasive

procedure earlier in the day, elevates the level of perceived customer care and patient satisfaction.  In the

majority of cases the discussion is less than 1 minute yet the bene�t is immense.

2. Make each patient feel valued and appreciated, not only focusing on the day-to-day procedures required to

make the day �ow.  Interaction of a more personal nature not only provides the patient with a more caring

environment, it can create a clearing for a more intimate relationship, assisting you in treating each patient

in their entirety.   Educate your staff how to listen and connect with your patients, which may include

continuing education opportunities that focus on interpersonal skills and gaining a greater sense of their

role in your practice. Empowering your staff with these skills will not only improve their interactions at

work, they will unconsciously and easily apply those newly acquired tools outside of the of�ce, becoming

your shining ambassadors. Dr. Roger P. Levin, a well-renowned practice management consultant, when

asked what is the quickest way to lose a patient, states: “That’s an easy one––don’t listen to them .... During

interactions with dentists and staff, patients want to feel they are your #1 priority. They don’t want to repeat

things two or three times, be put on hold endlessly, or be left in the treatment room unattended for 10

minutes. All of these are great ways to lose patients quickly.”

3. The “better service” you are working so hard to provide must be evident in every interaction the patient has

in your practice, including the front and back of�ce personnel.  35% of patients are lost not due to the care

the physician provides but the lack of care or service they receive by the front of�ce staff. Your of�ce

policies and systems must be clearly spelled out and your team must act as a well oiled machine.  To take this

point to even a higher level, the referrals you provide your patients should be to practitioners that practice

in a similar fashion, providing the same level of patient care and experience. Creating a network of high

quality healthcare providers further differentiates you as a league above the rest.   

4. Effectively get the word out about your value. Providing care to patients in a more advanced, effective and

hopefully less invasive manner is extremely valuable, but have you been successful in getting that

information out to the public?  Your uniqueness must reach your targeted population, whether it is through

word-of-mouth from your current patients or your online marketing presence, i.e., social media. Your

message must connect, interact and engage potential new patients, not a traditional marketing message

that most of us will just tune out.   Educate them about your treatment philosophy and why it is superior,

including innovation you implement that sets you apart. For example, start a quarterly online newsletter

that discusses a single topic of your choice. You will need to designate one staff member who will be

responsible for putting it together. They can add additional material that may be related to the current

holiday, fun facts or maybe sharing about patient accomplishments reported in the local news.
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5. Publish clear and consistent communication in your community. Differentiation does not mean complicated.

 Simple changes in your communication can make huge changes in your patient’s experience and attitude.

 Developing a clear and consistent communication both at the of�ce and online can enhance and increase

your word-of-mouth referral base and in turn lead to a steady increase in practice growth, and ultimately a

much happier and healthier environment to work in.  One such example is Facebook, as Dr. Levin points out.

“Think of Facebook as the technological equivalent of walking around your community, shaking hands,

meeting and greeting people, sharing information and stories, and, ultimately, building relationships and

rapport. Facebook allows you to do all of this online.”  It provides a space to share information regarding 1)

Medical breakthroughs, 2) Testimonials, 3) Patient contests, 3) Appointment alerts, 4) New procedures your

of�ce provides, and 5) Fun information about staff members or people in the community.

6. Create a well-thought-out vision statement  that encompasses the your desired goals keeps the practice

moving in the right direction.   But, if that vision statement is not shared with the whole team, or, it is not

frequently and consistently reviewed (i.e., during monthly staff meetings), it becomes just another task you

can check off from your list with little bene�t.  A vision statement lays out the goals of the practice, which

can relate to customer service, employee relationships/satisfaction, or production. And, as with our

personal goals, we must review and modify them as needed, whether that is once a year or every 5 years.  As

your practice grows and matures, as you will, you will be presented with different challenges that may

require a pivot in your direction and vision. Failure to keep an eye on those key periods of time can lead to

stagnation and possibly a decline. Dr. Levin comments that the practice of medicine or dentistry “... is only

one part of the job. The other part––being the CEO––nearly always gets short-changed.”  Physicians don’t

graduate with an MBA, “... so it seems only right that they spend most of their time focused on their patients.

Yet, if little or no time is devoted to being the CEO, production will eventually stagnate or, worse, decline.

Then, what?... Playing catch-up isn’t any fun, especially in the current business environment. Avoid that

scenario by doing everything you can to be the best CEO right now.”

7. Stay current and offer better guidance and solutions to patients. With today’s patient population searching

the web for answers to their medical problems, the need to guide patients is even more crucial.  They get

just enough information to be dangerous, believing that they can drive the bus on their way to healing.

  Unfortunately, many times they end up going down the wrong road and spending much more time and

money than necessary.   With �nesse and professionalism, we as practitioners must be ready to assist and

guide our patients, educating them about the proper thought process with regards to their particular

situation.  The practitioner must educate him- or herself about the various treatment modalities available

within the scope of their practice, including out-dated forms of treatment,   culture-speci�c

treatments/beliefs, and alternative medical protocols, always applying the scienti�c method to the analysis

of each and appropriateness for implementation.

At the root of the different topics aforementioned is the ability to provide exceptional care to your
patients in a manner that routinely and consistently reassures them that the care they are receiving
is second to none.  
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Incorporating advanced treatment modalities and technologies such as The TYGON™ Lyte Ultra
into your practice provides a level of differentiation that can energize you and your staff, while
providing a level of care patients will have a hard time �nding elsewhere.   
 
The TYGON™ Lyte Ultra incorporates speci�c scienti�cally proven light therapy protocols that
perfectly complement a physician’s or surgeon’s therapeutic goals, providing their patients a
simple-to-use non-invasive mode of therapy at the tips of their �ngers.   
 
 

Avoid The Practice Growth Pitfalls
Much of what I have covered in this short introductory piece may seem simple or obvious, yet
most of us do not set aside enough time, consistently, to make sure that we don’t lose focus of
these crucial pieces to a well-run practice. We learn really well on how to work in our practice but
lose sight of the importance of having the time to work on our practice, ensuring its continued
growth and our continued satisfaction with our chosen profession.  
 
Most importantly, as you differentiate yourself and provide the advanced level of care and 
technologies  that exceed patients expectations your practice will thrive.

Enhanced Healing With Advanced Technologies

Page 6

Happy Patients: How To Reduce Post Op Problems & Grow Your Pro�table Practice

https://tygonlyte.com/about/
http://tigonlyte.com/


About Dr. Shaul Yehezkel, DMD
 
Dr. Shaul Yehezkel is passionate about the
development of new technologies ever since his days
in aerospace when he focused on electronic and
hardware design. Since then, he has developed
multiple software programs in the orthodontic and
dental �elds.  
 
Dr. Yehezkel attended the Harvard School of Medicine
(HMS) and Harvard School of Dental Medicine
(HSDM), earning his DMD and graduating Magnum
Cum Laude. He practices in Southern California in a
multi-specialty private practice, providing care to
patients of all ages and those with special needs.
Making a difference for patients has always been a
priority for Dr. Shaul which has differentiated him and
his practice for years. Dr. Shaul has served as Co-
Founder and CEO of TYGON™ since October, 2015
and holds a part-time faculty position at UCLA and
USC.
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