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THE SCOOP 
DENTAL SCHOOL 

Fai~eigh Dickinson 

ACTIVE 
PATIENTS 
1,500-2,000 

NEW PATIENTS 
PER MONTH 

15-20 

OVERHEAD 
40-45% 

STAFF 
3: office manager, 

hygienist, assistant 

TECHNOWGIES 
Intraornl camera, 

fiberoptic hampieces, 
in-office wh~ening 

America's 
GREAT SMALl.. PRACTICES 

• Building abusiness from the ground up takes smarts, fear­
lessness and a fighting spirit Doing it in the heart ofNewYork takes an intan­
gible it, that mysterious amalgam of style, business savvy and fierce 
independence. 

Dr. Kara Mason has it in spades. 
After four years as an associate, the Manhattan dentist and mother of 

two decided to be her own boss. She rented a space nearby, and worked 
there for 11 years. Then, two years ago, built her own office. 

Dr. Mason wanted her new practice to reflect her sense ofstyle and com­
fort She wanted it to make her patients feel that this was the place to go for 
high-quality dentistry."I looked through books to see other office spaces, 
not just dental. I tried to incorporate a lot of high-tech style into it;' she 
explains. "I use a lot of rounded curves in my office. Everything really flows:' 

She has no formal business training, but as an associate she paid atten­
tion to her employers. "The 
dentists I worked for were 
very good business people, Dr. Kara Mason, 43 
so I tried to learn on the NEW YORK CITY 
spot;' she explains. 

Early on, Dr. Mason realized that she had to play it smart when it came 
to money. "I had to really look at the numbers and work with myaccoun­
tant on what 1could afford, and not get in over my head;' she says. 

Dr. Mason's staff of three are cross-trained. "My dental assistant does 
know how to run the front desk and my front desk person knows how to 
chairside assise' 

More importantly, she trains them to focus on the patients. "When 
you walk in here nobody's head is stuck in a computer, ever. You always 
get a greeting. The personalized level of care is very high;' she says. "You 
make it a great experience for patients, so they come back and refer more 
people to you." 

So, what's the secret to her success? "Keep it simple. The more you com­
plicate things, the harder it gets. 1keep my overhead low. 1don't over-order. 
1don't overhire. I work a three-day week and don't feel stressed out. That's 
important, especially when you have kids. You want to spend time with 
them and not miss their childhood:' Matt SChlossberg 
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