
[image: img419f23916704]





GROW YOUR CLINIC


THE 7 DEGREES TO 

GROW
YOUR
CLINIC

AND AMPLIFY YOUR IMPACT
AS A CLINIC FOR GOOD®

BEN LYNCH

& THE CLINIC MASTERY TEAM


[image: ]




To the good people of the Clinic Mastery community: thank you for inspiring more health professionals to build Clinics For Good. We hope this book helps you to grow your clinic as sustainably as possible (ASAP) and amplify your impact.






First published in 2022 by Ben Lynch

© Ben Lynch and the team at Clinic Mastery 2022
The moral rights of the author have been asserted

All rights reserved. Except as permitted under the Australian Copyright Act 1968 (for example, a fair dealing for the purposes of study, research, criticism or review), no part of this book may be reproduced, stored in a retrieval system, communicated or transmitted in any form or by any means without prior written permission.

All inquiries should be made to the author.

A catalogue entry for this book is available from the National Library of Australia.

ISBN: 978-1-922553-45-4

Project management and text design by Publish Central
Cover design by Pipeline Design


Disclaimer: The material in this publication is of the nature of general comment only, and does not represent professional advice. It is not intended to provide specific guidance for particular circumstances and it should not be relied on as the basis for any decision to take action or not take action on any matter which it covers. Readers should obtain professional advice where appropriate, before making any such decision. To the maximum extent permitted by law, the author and publisher disclaim all responsibility and liability to any person, arising directly or indirectly from any person taking or not taking action based on the information in this publication.




CONTENTS






	About the authors



	Introduction



	Milestones of growing Clinics For Good



	7 Degrees to Grow Your Clinic



	


	Degree 1: Personal mastery


	Core element: Mindset


	Core element: Genius


	Core element: Habits


	


	Degree 2: Purpose


	Core element: Your core



	Core element: Causes



	Core element: Strategy



	


	Degree 3: Team


	Core element: Attract



	Core element: Mentor



	Core element: Nurture



	


	Degree 4: Systems


	Core element: Schedules



	Core element: Systems



	Core element: Structures



	


	Degree 5: Finance


	Core element: Generate



	Core element: Allocate



	Core element: Accelerate



	


	Degree 6: Brand


	Core element: Publish



	Core element: Partners



	Core element: Paid



	


	Degree 7: Experiences


	Core element: Milestones



	Core element: Moments



	Core element: Multipliers



	


	Conclusion



	About Clinic Mastery



	Keep in touch







ABOUT THE AUTHORS


Ben Lynch is a creator and big picture thinker. His genius is being able to distil complex systems into easy-to-use frameworks so that health professionals can experience more meaningful work. As a podiatrist, Ben understood that a common thread connected all health professionals: wanting to help more people. As a result, Ben co-founded Clinic Mastery in 2015 alongside Daniel Gibbs and Shane Davis before Jack O’Brien joined the director team in 2017. Their mission became helping more clinic owners lead inspired teams to transform client experiences so that they could grow their clinic as sustainably as possible and amplify their impact as part of the Clinics For Good® movement.

The Clinic Mastery team quickly grew beyond the co-founders to a selection of passionate, purpose-driven and successful clients of our Business Academy. Those early clients who had a desire to educate and contribute to the stories of other clinic owners joined the team as a way to amplify their impact in creating more Clinics For Good®. Their contribution to the Clinic Mastery community has enabled the brand to evolve beyond any one person and remains a core driver in allowing us to help more people through cultivating a collaboration of different perspectives, professions, experiences and geniuses. The team has contributed in direct ways through their edits and through indirect support by providing their insights, stories and expertise from resources built over time that have contributed to this book.



INTRODUCTION


The ones who are crazy enough to think that they can change the world are the ones who do.

Steve Jobs

Aligning with good people

Why do you do what you do? When we ask health professionals this question, at the core of every response is a version of, ‘I love helping people’. Whether that means connecting families at the dinner table through speech therapy, helping everyday athletes achieve a personal best after injury using physical therapy or helping those with mental health challenges through psychology to better integrate their work and life, health professionals just love helping people live a better life.

For many health professionals, showing how much they care is often a driving force for going into private practice, where there’s often greater scope for more personalised and progressive delivery of care. It’s often also for the same reason that they decide to start their own business. For most health professionals, running their own clinic gives them abundant opportunities to help more people, help them more often and add more value to their lives – through having greater agency and autonomy to design great healthcare experiences to facilitate meaningful outcomes for patients.

Indeed, when health professionals share their journey into being a private practice owner, they usually mention one or more of the following as contributing to their decision:

• They saw no opportunities at their current role (and perhaps felt they weren’t being listened to).

• They didn’t see any pathways for progress in their current practice.

• They had a vision or an inspiration for what the practice could be like.

• They wanted to explore the commercial and creative opportunities for offering evidence-based practices with a modern healthcare experience.

• They didn’t feel they had appropriate support, mentoring or guidance from those more senior in the practice.

If you’re reading this book you likely run your own clinic, and perhaps one (or more) of these reasons sounds familiar to you. Clinics are a real force for good in this world and no doubt you started your business to do more than just breakeven; you started because you wanted to make the world a better place, and live in alignment with your mission by becoming what we call a Clinic For Good.

In an attempt to do work that matters for people who care and change the world by starting a private practice, however, we often see clinic owners wrestle with burnout, as the day-to-day demands of business overwhelm their ability to bring to life the vision they had at the start.

Perhaps this is you. Perhaps your challenge has been finding the support, guidance and connection you need from a community of good people, to help you navigate the journey of being a health professional and business owner. Perhaps the options you have been able to find have only reinforced your sense of overwhelm and burnout by emphasising accelerated growth, and making money the goal.

The purpose of a car is not to buy gas.

The purpose of a company is not to make money.

The purpose of a car is to go somewhere and fuel helps you get there.

The purpose of a company is to accomplish something, to advance a greater cause.

Simon Sinek

To grow your clinic sustainably, it’s important to identify and amplify the meaning behind why you do what you do for yourself and all members of your team.

Infusing meaning is central to aligning with Clinics For Good, a movement of health professionals playing a bigger game and amplifying their impact through collaboration and conscious business practices.

Here’s why we think finding your ‘why’ is so important:

• Infusing your ‘why’ into what you do will create more meaningful work for you and give you (and your team) greater fulfilment.

• Purposefully designing your business to make an impact attracts like-minded partners, team members and clients.

• Clients are more socially conscious in the market today, creating an attraction advantage that positions you as a business to trust.

Knowing what to do

Being a clinic owner can be tough. Typically, health professionals go to university to study health because they had a passion for helping people, for the human body, or both. No doubt you were the same. As your journey progressed, you likely found yourself in a variety of different settings and environments working as a health professional, and perhaps then the opportunity to purchase or start a clinic came up. This is a natural progression. Unfortunately, our university and tertiary education institutions leave us health professionals underprepared for the realities of the private practice environment.

A university degree for health professionals can’t cover everything. By necessity, degrees have to focus on the healthcare aspects – rather than potential business aspects – of getting students ready to start seeing patients. Typically, the education provided doesn’t cover being in private practice. So many professionals graduate with a lack of preparedness around time management, mindsets and systems around money and fees, marketing yourself to attract more clients and human resources to manage a growing team. And this just scratches the surface of what it means to be a practitioner – let alone a business owner.

You also have to be on top of leading a team, handling a payroll and the ensuing salary and wage discussions, taking care of substantial overheads and tax obligations, and working out cashflow issues that arise when third parties pay on their terms (not yours). And you have the constant pressure of ensuring a flow of new clients to satisfy your team members – who may or may not treat them in the same way that you would, or nurture them to continue to provide value over the long term. No wonder you can start to feel overwhelmed!

However, despite all these pressures, I am confident a deep desire still exists in all of us – we want to help people. In our experience of working with thousands of clinic owners, that is a sentiment that continues to ring true, regardless of the journey or path towards clinic ownership.

Here is what else we know to be true about clinic owners. We have all come to the realisation that, despite our desire to help more people, we are often limited by the number of patients (or clients) that we can physically see each day. Our impact is capped by our capacity to fit clients into our diaries. And so we recruit and hire other team members to allow us, by extension, to be able to help more people.

This is why we fundamentally believe clinic ownership to be a noble pursuit. For sure, private practice comes with commercial realities, and these are multifactorial. But we know that inherently, intrinsically, clinic owners do good work, for people who matter. In fact, we believe that private practice health clinics play a huge, and vital, role in communities globally.

Health professionals turned clinic owners often see it as their contribution to the world – and perhaps duty – to create, develop and grow a clinic that is able to help more people.

Think about it like this: if we are a part of a health industry that really cares to make a difference, if we have skills, knowledge and expertise that can help so many individuals to get out of pain, manage their disability, get on a pathway towards wellness, and rediscover their ability to achieve their meaningful goals and dreams as part of the human experience – we have a responsibility to deploy our skills, talents, knowledge and experiences to be able to help those people.

Escaping overwhelm and burnout

Of course, the pressures of owning your own clinic cannot be ignored. The rates of overwhelm and burnout in health professionals, and specifically in clinic owners, are at an all-time high. Certainly in an age of social media, comparing your reality with another clinic’s highlight reel means you can easily fall into the trap of anxiety and feelings of inadequacy.

Legitimate health and medical perspectives are available when it comes to burnout and overwhelm – you should seek support from your own healthcare team if you’re finding it hard to manage. However, we’ve also become aware of some things through observation and experience. Having to start from scratch and recreate the wheel to get a clinic off the ground is a tall order. When you consider that you likely didn’t learn the context, skills or capacities required to run a business when you were studying, having unrealistic expectations is simply unfair. Couple this with an often unconscious lack of holistic self-awareness and absence of conscious personal development, you might have found yourself in a place of simply being out of your depth when it comes to having the capacity to deal with the rigours and weight of clinic ownership.

However, it doesn’t have to be this way. A tried, tested and proven framework to growing your clinic is available, in the following Degrees in this book. The need to reinvent the wheel is a myth, often perpetuated by limiting beliefs or even pride. So many clinic owners have gone before you (and are still blazing a trail) who are abundant and open-minded enough to show others the way; you can piggyback off their hard work and knowledge (and mistakes) and make the progress you desire. Business is a skill that can be taught and learnt, and you can choose to do that in an effective or ineffective manner. Sometimes, this requires a solid dose of humility and swallowing your pride, and having the self-awareness to be able to see your blind spots and find the right mentor to guide you through the coming seasons.

You have a wonderful responsibility

Here’s our charge to you: you have a responsibility, and an opportunity, to grow your clinic. Growth may not come easily – you might not know what to do because you haven’t been taught how to do it as part of your training or study – but you can learn it. We will guide you through our 7 Degrees to Grow Your Clinic. We know that, in each degree, your level of mastery may be different – and that’s okay. In our experience of working with thousands of health professionals across the world, a few things are true:

• Passion, hunger, devotion and commitment are the fuel to help you achieve almost anything.

• The majority of skills related to being a business owner are transferrable, and can be learnt.

• You’ve likely invested at least three years and $30,000 on learning to be a health professional. Don’t expect it to be any different for learning the skill of becoming a business owner (even if you have been doing it already for years, or decades!).

A commitment to the process, and the journey, will see you achieve your desired outcomes. We hope that this book becomes a guiding light for you, one part of a lifelong learning process, and helps you to identify your opportunities and what you can do to grow your clinic with a higher degree of mastery (ongoing improvement).

Let us be clear, this book is simply a call to action to grow your clinic in a way that is meaningful to you and makes a positive impact on the causes and community that you care so much about. It doesn’t provide a definitive blueprint to follow or ‘cookie cutter’ clinic to create. Your focus should be creating a clinic with the greatest expression of the client care experience that’s evidence based, and meaningful for you, your clients, your team and the broader community. Our call to action to grow is all encompassing – from finances, to personal growth, team development, client experience and more. It’s about doing your life’s best work and using your clinic as a canvas to paint a picture of a better healthcare ecosystem.

‘Open your aperture’

As healthcare professionals, we can learn a lot from our own industry and peers – for example, from attending conferences, learning at workshops and connecting in social groups. Psychologists commonly think the same way as other psychologists. Physiotherapists commonly face the same problems as other physiotherapists. And speech pathologists commonly need to navigate the same challenges as other speech pathologists. The same is true for all other professions. You can find great support within your own industry – but you shouldn’t stop there. Just like opening the aperture of a camera in low light allows you to capture more colour, depth and richness in an image, opening your aperture to take in more than simply your own industry allows you to capture more insight and inspiration.

Open your aperture to see how other disciplines work within healthcare – for example, a psychologist can learn from a physiotherapist about navigating diary utilisation of clinic therapists. A speech pathologist can learn from a psychologist about navigating burnout in the clinic team. A podiatrist can learn from an occupational therapist about patient compliance in home exercises and activities. These are just some of the insights that become obvious when you see a community of healthcare professionals interact.

Open your aperture further to learn from professions beyond healthcare – for example, to learn from the restaurant and cafe industry about creating welcoming experiences and memorable customer service. Or learn from the hotel and airline industries about making people feel comfortable in a foreign environment. These are some of the many potential insights and starting points for discovery that will help you bring a richness to the journey of growing your clinic and allow you an abundance of inspiration to create meaningful and memorable client experiences. All you need to do is open your aperture. Ask questions, take notes, document your own experiences, join different groups and learn from beyond your industry.

Opening your aperture means seeking to understand an alternative point of view and then using your beliefs, values, paradigms and methodologies (in other words, your filter) to process this point of view and use it to guide your next action points. Not everything you see, hear or experience (even from the people you follow) is going to resonate. However, you always have an opportunity to learn from different viewpoints – and gain from them by evolving how you do business.

Because we encourage looking beyond the healthcare industry for inspiration and believe innovation can come from anywhere, you’ll find a mix of healthcare stories and those from other industries in this book.

So open your aperture – and advance healthcare in a way that brings you joy and differentiates you so you attract more of your ideal people to work with, as part of your team, clients and partners.

The best time to plant a tree was 20 years ago. The second best time is today.

Chinese proverb

Building personal mastery

As we outline in this book, growing your clinic in a way that is meaningful to you, sustainable for everyone and makes a positive impact in your community involves continual improvement across the 7 Degrees. We refer to these improvements as levels of mastery. Self-awareness and personal mastery is such a vital key in navigating your growth experience. Self-awareness means really knowing yourself, how you learn and operate, and knowing how to embrace your inner genius to create more workflow and be the most resourceful, best version of you. This all contributes to your experience and personal mastery. Regardless of what has got you to where you are now, you always have the potential to grow and further improve. Our Personal Mastery Degree (the first of our 7 Degrees to Grow Your Clinic) will help show you how this can work. As you do build personal mastery, you’ll find yourself gradually identifying your underlying strengths and weaknesses, and how you can best operate in your workflow – and lead others to find their workflow.

Here’s the key: knowing what to do and doing what you know. You cannot begin if you first do not know what to focus on and where your strengths lie. You’ve invested tens of thousands of dollars and years into your clinical education – and you should also do the same for your business, leadership and personal education. Taking a deep dive and committing to learning the 7 Degrees to Grow Your Clinic throughout this book is an important next step in experiencing meaningful and measurable growth. Doing what you know comes later (and we cover this later in the book). Take the time now to prioritise working on yourself and working on your business by immersing yourself in the right information and getting around the right people – the ones who will challenge you to think big and support you to amplify your impact. We have seen this process work countless times, and we are excited to see and hear about your progress.

We have used the word ‘mastery’ because our process is about continued improvement. Just because you’re at this level of mastery today doesn’t mean you should rest on your laurels – the environment and conditions we’re exposed to are always changing, and so you should be constantly readjusting. Focus on taking action on what you know.

Our hope is that by engaging with us through this book, you will find some distinctions that help you know what to do and, more importantly, once you progress, do what you know so that you grow your clinic as sustainably as possible.

Build assets along the way

Your clinic is a business. A business is an asset. And an asset is something that creates and yields value for those who engage with it. In your clinic, that value comes in the form of delivering meaningful health outcomes for your community, providing career and personal development opportunities for your team, creating income and impact for your family, and providing many other positive experiences for everyone who engages with your clinic (such as partners and suppliers). When you start a clinic, you are choosing to invest in a small business as a way of creating something of value (that is, an asset) so that you can amplify your impact.

Importantly, your clinic is not one asset. Instead, your clinic is many internal assets that combine to create and deliver value. These internal assets are valuable on their own, but combined together they help grow your clinic to be a preferred place to work, the top of mind choice for healthcare, a vehicle for change in your community and a rewarding experience that makes the journey sustainable even in the face of adversity.

These assets create structure, accountability and consistency; they guide workflows, generate cashflow, guide decision-making, foster personal connection, expand your network, boost your brand and so much more. At their core, these assets create value and yield value by delivering meaningful outcomes – whether that is for your clients, team, partners, suppliers, yourself or your community.

Throughout the book, you can find references to examples of assets you can create and use to help grow your clinic. You can also access real-world assets by following the QR codes provided throughout the book in the ‘Assets in action’ breakout boxes (see ‘Milestones of growing Clinics For Good’ for more on these boxes).
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Make it sustainable

Anyone can rapidly accelerate the growth of their clinic, but at what cost? How might growth affect the sustainability of your clinic financially, the connection of your team, your energy levels and health, the quality of your systems and the sustainability of your results? Looking outside your clinic, how might growth affect your lifestyle and relationships?

It’s likely you’re planning on being in business for many years to come and, even if you’re not, I’m sure you’d like to see your legacy and the clinic sustainably continue into the future. You want to build a good business, something that’s built to last and something that does good for your local and global community. You want a clinic that grows meaningfully and is sustainable.

Finding your own way

The knowledge provided in this book has formed from growing clinics and seeing the work of thousands of health professionals. What we’re providing here is not the only way. It’s one way, and it continues to evolve. This is an account of stories and lessons that have guided meaningful growth. You can take the wisdom from this book and apply it to your own situation – your own clinic, your team, and your vision of the future. We simply ask that you run it through your own filter to apply it in a way that’s meaningful for you.

How good are you at this?

It’s likely you’ve learnt many of the lessons detailed in this book already.

This book includes concepts you already know. Guaranteed. Many of the business principles we share are tried and true, even when applied in private practice. However, are you doing what you know? Better still, how good are you at the task you’ve taken on? Coming from this perspective is central to creating a high-performing clinic, and ensuring its growth is continued and sustainable. This perspective comes from a place of humility and lifelong commitment to mastery. To be better every day. So, even as you read familiar text about a familiar concept, ask yourself, ‘How good am I at this?’

Have we and others in the Clinic Mastery community made mistakes? You bet. But we got back up and we continued to learn how to be better. Through our own experiences and those of the clinic owners we’ve worked with, we’ve recognised some patterns for what works and gained lessons from the things that haven’t. As health professionals, we love helping people live a better quality of life. We hope that the ideas, principles and stories in this book allow you to find more meaning, joy, success and impact for yourself, your team, your clients and your broader community.



MILESTONES OF GROWING CLINICS FOR GOOD


You’re mad. Bonkers.

Completely off your head.

But I’ll tell you a secret.

All the best people are.

From Tim Burton’s Alice in Wonderland (2010)

Respecting the nature of business

Starting a business is a bit mad. The failure rates are high and, even if you’re ‘succeeding’, it takes its toll on you – including some sleepless nights, regular worry about who might leave the team, a healthy dose of constant chatter in your mind about what needs to be added to your to-do list and some more pronounced wrinkles. (Starting a business is certainly not the anti-ageing formula you might be looking for ...) And yet, we still do it, even though at some stage we’ve all no doubt said to ourselves, ‘I didn’t get taught how to run a business while studying healthcare at university!’

That’s alright, because how do you really learn anything? You learn through experience, by first practising the fundamentals in isolation and then bringing it all together in a holistic framework that results in good outcomes.

As a healthcare professional, you’re an intelligent person. You don’t get to practise without a license, and to get that level of expertise requires serious commitment and investment to learning. You likely had to ‘qualify’ to enter your field of study (through your high school results), and then invest at least three years and $30,000 just to be eligible as a health professional, let alone be any ‘good’ at it. To develop into a quality health professional usually then takes quality mentorship, hundreds of hours in post-degree courses, many mistakes, a lot of hunger and bucket loads of humility.

On the other hand, starting a business and opening a clinic can often be done a lot quicker and for a lot less money. Then, usually after a honeymoon period – once the excitement settles and the reality of bills, overheads and a variety of added demands hits – health professionals turned business owners often realise running a business also requires a serious commitment. They need to invest – again – in applied learning, quality mentorship, hundreds of hours in post-degree courses, many mistakes, and, yes, a lot of hunger and bucket loads of humility. It can feel like being in the first year of uni all over again!

So your first step as a clinic owner is to respect the nature of business – it’s the only way for you to truly grow yourself and your clinic sustainably.

7 Degrees are your real-world university learning

You didn’t learn how to run and grow your clinic at uni, so in the following Degrees we’ve codified everything we can to break down the ‘degrees’ you need to qualify in to be successful as a health professional in business. This framework represents the real-world 7 Degrees of Clinic Mastery you need to sustainably grow your clinic and craft a well-rounded business and life.

Degree of difficulty

The first time I (Ben) learnt about the varying types of ski slopes was when travelling to Switzerland in 2015. Being a complete skiing novice, I thought just one type of slope existed – the ski slope. Of course, it turns out you can choose from several types of slopes, and each has a rating indicating its degree of difficulty – meaning a different level of skill is needed to be able to safely ski each one. I had a choice of slopes rated Blue, Green, Black Diamond and one scary, thrill-seeking, ‘hope your life insurance covers you’ slope called the Double Black Diamond.

I was told trying to ski a slope beyond your skill set could lead to real harm to yourself and others. I needed to get the fundamentals down pat first before progressing to the other more difficult slopes. In fact, I had no chance of getting to the more advanced slopes without months of advanced training and practice ... probably alongside the mentorship from a ninja ski master.

A good parallel exists here with being able to navigate the different degrees of difficulty on the slopes of business.

The temptation is to grow your clinic as quickly as possible, and perhaps implement more advanced strategies before grounding your growth in the fundamentals.

We commonly hear clinic owners say one or more of the following:

• They’ve tried something but it didn’t work for them.

• What they tried worked for a while but the growth or success wasn’t sustained.

• Any changes they attempted only increased the sense of chaos and overwhelm with so many other things to manage.

Business is always going to present challenges – not every slope is perfectly smooth and flat. However, knowing the stage of business you’re in helps you know what you need to focus on as you navigate the degrees of difficulty in growing your clinic.

The key point is to establish your fundamentals as you grow and respect that, as you progress, you’ll always face new challenges and difficulties – and awesome new slopes to experience.

You’ll also have the ride of your life.

Milestones of growing Clinics For Good

At the core of building Clinics For Good are two central intentions. The first is to build a good business – something that is robust, resilient and gets results for team members, clients and yourself. The second intention is that your business does good – by contributing to the causes that matter to you, and allowing you to amplify your impact for good.

Through our own experience and having walked alongside many clinic owners in building Clinics For Good, we’ve identified and characterised different milestones. These milestones are reflective of the common narratives, challenges, opportunities and strategies that a clinic owner will be presented with as they progress and grow.

Within each of the stages, these specific milestones characterise when you enter the stage, when you hit a maturity or stability point and then when you’re about to transition into the next stage.

Comparison is the thief of joy.

Attributed to Theodore Roosevelt (26th president of the United States) and others

Age for stage

A paediatrics class at university introduced me to a concept called ‘age for stage’. We learned about what stage of development a child should be at for any given age – for example, what was the general age range for a child to crawl, sit or walk. These specific stages were called milestones, and the meeting (or otherwise) of these milestones helped identify if a child was advanced, on track or delayed in their development. Tracking these milestones, therefore, then guided any required treatment or intervention.

This useful concept can be applied in clinic ownership.

Just like you wouldn’t expect a baby at three months of age to be able to walk, or a two year old to speak in full sentences, you need to appreciate the age and stage of your business so you know what the next steps are for sustainable development. You can understand where your business is at now, and what you should be aiming for. If you’re an early stage clinic, you likely don’t have your business operations systemised into a central intranet hub. However, if you’ve been in business for over three years, we would expect you to have standardised operations procedures for running the clinic in a centralised, mobile and global intranet hub. You must understand where you are at in your business’s development so that you can grow your clinic in a sustainable and realistic way.

Compare yourself to who you were yesterday, not to who someone else is today.

You need to be aiming for something; you need a hierarchy of improvement.

Dr Jordan Peterson (professor of psychology and clinical psychologist)

Knowing the ‘age for stage’ in your clinic ownership journey can help you:

• Compare like with like: A relevant peer comparison will help you understand how you’re advancing. So many clinic owners unfairly and inaccurately compare their current business with that of a variety of their colleagues, even though they have no understanding on what stage of business they are comparing with.

• Focus on fundamentals: Getting the basics right for your stage allows substantial growth and development into the future.

• Do the right thing at the right time: To minimise the overwhelm, you need to list tasks in order of priority, and implement the changes correctly and thoroughly. Knowing what’s needed for right now means you can operate by design not default, and realise the opportunities to transform your clinic into the business asset that you deserve for your hard work and to bring your vision to life.

• Create sustainable change: Knowing your level of mastery in each of the functional areas of business means you can make the right decision and take the appropriate action at the right time, based on your circumstances, not what you think you ‘should’ do or what you see others doing. This leads to changes that are sustainable, because you’re allowing the right amount of time, space and resources to learn, do, track, review and innovate.

For the reasons just listed and many more, knowing the ‘age for stage’ in your clinic ownership journey can take a lot (although not all) of the uncertainty out of what to do and when. This is why the ‘age for stage’ concept has guided and inspired the creation of our 7 Degrees framework.

Settle the symptoms and correct the cause (assess, diagnose, treat)

Your clinic is similar to the human body. Many vital systems need to work together for your health – and the health of your business – to thrive. When the underlying systems are not working as well as they should, you become out of balance and symptoms arise.

Looking for a bandaid approach to settle the symptoms may seem like the easy option, because life is busy and business moves fast! However, addressing the underlying problems is what’s really needed – and having the 7 Degrees framework to assess your clinic means you can correct the cause to enjoy more balance.

As a health professional, you learn about different conditions, their underlying causes and their resulting symptoms so you can sustainably solve the problem for a patient. Simply put, your ideal approach is to settle the symptoms and correct the causes to produce sustainable change.

Often this treatment plan takes weeks, maybe months to complete.

A great parallel exists here in growing your clinic.

Symptoms might present in your business, indicating an underlying issue – for example:

• tasks being missed

• gaps in the appointment diary

• patient complaints about their experience

• team member conflict

• lack of money in the bank to pay the team and bills

• appointments not running on time

• the financials of the business not being under control.

Often, many symptoms (also known as ‘spot fires’) present all at once, and focusing on just trying to settle the symptoms with short-term solutions seems to be the best option. For example, you may try to:

• throw more money at the problem or hire more people

• fix it yourself instead of delegating or creating a system

• fix the immediate problem in front of you without finding the cause.

These responses are understandable, and we all try them. Sometimes, there doesn’t seem to be enough time to critically think, plan, prepare and implement something more substantial to correct the causes. If you’ve ‘been here before’, perhaps it’s time to slow down and correct the causes for sustainable change.

To be able to create the ideal outcome for your patient, you need to complete an assessment, create a diagnosis and then devise a treatment plan. This is also a useful framework to help you grow your clinic. Start by assessing your clinic, discovering the problems (or opportunities), and then transform your clinic, remembering that a one-size treatment plan doesn’t fit all.
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One size doesn’t fit all

As health professionals, we might laugh to ourselves when a patient says they’ve googled their condition and trialled possible treatments – without an assessment or diagnosis to guide their treatment first.

However, we often do a similar thing in business: we see a colleague or competitor do something and we try to copy it without first having determined if it’s the right thing for us or without knowing all the other contextual factors that might support it to actually work.

You do you

Comparing yourself to other clinics is easy. But it’s also unfair. You don’t know the challenges or dynamics going on in another clinic. It’s okay to be inspired by others, and to be inspired to create or refine what you do by other clinics. However, you do you.

You’re not better than. You’re not less than. You are in the right place, right now, for what’s about to come if you do you.

Learn from other clinics, ask questions, seek guidance and pay it forward when it’s your turn. Abundance creates abundance, especially when you do you. You’ll make growing your clinic an enjoyable and meaningful experience – and a profitable and sustainable one when you do you.



7 DEGREES TO GROW YOUR CLINIC



Embrace a holistic approach to integrating business and life to create a well-rounded experience.

Ben Lynch

Crafting a well-rounded business and life

Assessing your clinic provides a clear roadmap for navigating the next stage of growth. Our 7 Degrees model represents the anatomy of your clinic as a business. You need to understand the anatomy of your business and how each system interacts with one another before diving into the pathologies of business and the treatments to help build a robust clinic.

We commonly hear clinic owners say they feel like they’re juggling many balls at once or wearing many different hats when running a business. Our 7 Degrees model is the structured framework that represents those balls or hats. Each Degree represents a functional area of business that you need to work on if you’re looking to grow your clinic in a sustainable way over the long run.

We’ve worked with clinic owners before they’ve opened their doors for business to those generating $10 million (and above) revenue per year with investors and 150-plus team members – and everyone in between. We help clinic owners to start up, grow up, scale up and exit out of their clinics. Our 7 Degrees approach, shown in the following figure, works for all of them.

[image: ]

Mastery in each of these Degrees is not a one-off thing; instead, you will fluctuate in your level of mastery and will need to continually improve. We’ve called them ‘Degrees’ for a reason – not only do they represent the real world university ‘degrees’ (functional business units) you need to understand and influence to grow your clinic, the Degrees also serve as a unit of measurement to understand how good are you doing at any given time. Nothing is ever fixed, so your degree of mastery will fluctuate based on many internal and external factors including your stage of business, new philosophies, methodologies, technologies and so on. Therefore it’s about playing the infinite game and embracing ongoing improvement.

The following sections take a closer look at each of the Degrees.

• Degree 1: Personal mastery

Objective: Your best self

You’ll enjoy more success and greater fulfilment when you commit to your own journey of self-awareness, sustainability and mastery.

• Degree 2: Purpose

Objective: Amplify your impact

To have a bigger impact, you need to clarify where you’re going, who you’ll be along the way and how you’ll get there.

• Degree 3: Team

Objective: Lead inspired teams

You need to attract, train and nurture quality team members so you can help more people.

• Degree 4: Systems

Objective: Reduce reliance on you

You need quality systems and structures to reduce the reliance of your business on you or any key person.

• Degree 5: Finance

Objective: Grow profitably and sustainably

Understanding your numbers helps you to make better decisions and reap the financial rewards of owning your clinic.

• Degree 6: Brand

Objective: Attract ideal people

You can create a framework that supports a consistent stream of ideal new patients, team members and partners.

• Degree 7: Experiences

Objective: Create raving fans

You need to create raving fans by delivering personalised, engaging and memorable experiences for better health outcomes.

Within each Degree are three core elements (strategic), and within each of these elements are three key focuses (operational) that you can implement to grow your clinic. We’ve included a Venn diagram with each Degree to capture and communicate these elements and key focuses.

In the following Degrees, you can read about the principles behind each element and each key focus, along with the practices to action so that you can make sustainable changes in your clinic.

Bonus elements

Insights + Intelligence + Implementation

Along with a breakdown of each Degree and its core elements and key focuses, we’ve also provided some bonus elements to help you relate the provided information to your particular experience and put the ideas into practice in your clinic.

The following sections highlight these bonus elements included throughout the book.

• Relatable experience

Insights

The ‘Relatable experience’ boxes provide real-world stories from the good people of the Clinic Mastery community. These people have also navigated the highs and lows of being a health professional in business and can provide insights to use in your own journey.

• Mentor session notes

Intelligence

The ‘Mentor session notes’ boxes provide frameworks for simplifying your growth approach by providing you with some intelligent solutions to frequently asked questions about growing your clinic.

• Activity to amplify

Implementation

The ‘Activity to amplify’ boxes provide something for you to use as a reflection or guided implementation of a particular system that you can use to grow your clinic. This allows you to tailor the activity for yourself and your business.

• High-impact action

Implementation

In the ‘High-impact action’ boxes, you can find clear ways to make meaningful, substantial or sustainable progress in growing your clinic. These are the actions you should prioritise to help you create a momentum of progress.

• Tools and techniques

Implementation

The ‘Tools and techniques’ boxes provide useful ways to fast-track results, automate processes and leverage your time for greater consistency. These are the sometimes subtle yet usually significant resources to use in order to create sustainability in your growth.



Assets in action

Implementation

In the ‘Assets in action’ boxes, you can find something that adds value to your clinic now and into the future. Included here are resources, strategies, intellectual property, policies, procedures and many other things that make your clinic more robust. By implementing these assets, you can help grow your clinic sustainably by creating repeatability, consistency and structure. 
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DEGREE 1:

PERSONAL MASTERY

Your best self
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