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“I’ve been in practice for 10 years, and it’s grown 
every year and we were doing really well until we 
observed market changes the end of last year.  We 
had not been aggressive on marketing over the 
past ten years.  We just set up shop and by word-
of-mouth we got patients who referred other good 
patients, and it was great.  But then we saw we 
were not attracting the right kind of patients, the 
phones were not ringing as much, and we had to 
up our end game, really reach out to the kind of 
consumer that we wanted to see in our office.” 

         — Dr. Meenakshi Balakrishnan

Dr. Meenakshi Balakrishnan’s 
business has changed, 
for the better!
Burleson Seminars did that for her by teaching her how to 
always be ready to adapt her business to inevitable change 
in the market.   

Read on for information from Dustin Burleson regarding 
“Adapting to Change” to make your business the most 
successful it can be.
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EMBRACE TECHNOLOGY
First and foremost, you want to be sure that you are embracing technological change and learning how to 

use it for your own benefit. This is the day and age of technology.  Do not run from new technologies! Some 

business people are afraid to try anything new. If you are uncomfortable with the newer technology, try 

it out in the privacy of your own home, or have someone teach you, but never run from it.  It is extremely 

important to your success. 

“After coming here, earlier this year I did implement some things and we’ve seen good changes so far and 
hope to continue to see that trend going forward.  My mindset has changed dramatically over the last six 
months.  When I came here, I was green about marketing and it took a little bit of time for that to change, and 
testimonials from other orthodontists was key.  Hooking us up with, or connecting us, with service providers 
was huge because the more time it takes for you to find your own service provider who will help you implement 
change is really hard.  It’s a lot of time.  But this was as easy as it’s going to get.  I would recommend Dustin to 
other orthodontists I know that are looking to grow their practice or even sustain and adapt to the change in 
the consumer, because my short experience with this has been that if you choose to implement this and have 
the mindset to implement the changes, it works.  It’s as simple as that.  You know, it’s a continuous change.  
You have to keep reinventing yourself as a practice, and I didn’t realize the need for that before I came here, 
but I do realize the need for that now.  And that’s what brought me here.  I was looking to solve changes in 
practice trends.” – Dr. Meenakshi Balakrishnan

INCREASE YOUR SPEED 
Bigger prospects come to businesses that are 
able to respond swiftly. Customers nowadays are 
looking for speed in providing services and are, 
more often than not, willing to pay extra for that 
fast response. Staff who is trained to be fast and 
flexible commonly decrease costs by lessening 
their time on certain projects. You, or a staff 
member who you appoint, must constantly be 
reviewing how you can decrease the time spent 
on certain jobs, either in increments or in quantum 
leaps. Continuously search out innovations, 
specifically, as stated above, in information 
technology.  This will allow you to get more done 
quicker and with a smaller amount of people.
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“The biggest thing for me is ‘there’s hope’.  At one point before starting here, I didn’t know what to do.  
 I didn’t know if there was hope and there is, and there’s a way to go about doing it, and here I feel I am getting 
the tools to do that.  So that’s a big win.  Having hope is a big, big win for me.  Knowing what to do next, 
knowing the changes the market is going to see, knowing how to differentiate myself.  These are not things 
I think of on a daily basis because I am a busy mom, and I work and I see patients, and so I’m not really able 
to come up with these solutions myself.  So, here, I think it’s a beautiful forum to bounce off ideas with other 
orthodontists who are from different parts of the country and to share ideas openly so that you ensure success 
for everybody.”   – Dr. Meenakshi Balakrishnan

LEARN TO LIVE WITH UNCERTAINTY
Most business people do not like uncertainty. The truth is uncertainty is a major cause of anxiety.  However, 

it is also a fact of life in this fast-changing world. Frequently you are going to have to make decisions on 

the fly, without knowing all of the facts or being sure with any certainty what will happen. If you accept 

ambiguity and uncertainty, and not let them stop you from trying new things, you, in the end, can only 

enhance your practice. Knowing how to improvise and adapt to unforeseen circumstances will, without a 

doubt, provide you with significant skills to grow.

KNOW YOUR NICHE
As an orthodontist, your job is to provide specific orthodontic services to customers. It is vital that you 

understand your customers’ needs and then go out of your way to fulfill them. It is hence imperative that 

you keep in close contact with the customers you serve. As their needs change, and they will, be sure that 

you are aware of those changes immediately and endlessly improve and expand your delivery of services, 

reliability, quality, and cost. 

BE THE FIXER, NOT THE BLAMER
In any practice, there are always going to be problems which arise from changing conditions. This is 

where you will find the individuals who are whiners instead of individuals who solve problems. Those 

who whine, complain and blame are not serving the practice successfully. Be the fixer, not the blamer.  

The bottom line is this - change is not optional to keep pace with business. All establishments, at one time 

or another, are subject to substantive adjustments to some facet of their practice and must learn to adapt 

to that change and learn, more importantly, to adapt to market change.  

“When you’re finished changing, you’re finished.”   –  B E N  F R A N K L I N
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Is Your Practice a Good Fit
for Burleson Seminars?

Take the Free Practice Growth Assessment
at DustinLovesResults.com


