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Have you ever questioned the neces-
sity of a mission statement for a
corporation, much less for a med-

ical practice? Have you ever wondered
if a mission statement is really vital to
the success of your practice?  To answer
this question, first ask yourself: “Do I
enjoy wasting so much energy micro-
managing and having my practice’s
growth restricted by my limited ability
to do it all?”

Let’s use the graphic at right to set
the foundation to answer these ques-
tions. It shows the waterfall effect your
vision and mission have on the rest of
your practice. Understanding the vision
you state up-front will set the direction
for all of your business activities. But
also realize that you can only have a
few priorities, because time and
resources are not infinite. Although
strategies and tactics go hand-in-hand,
don’t confuse the two as the same. Your
strategies describe the way in which
you will reach your goals, which are set
because they support your vision.
Tactics are the actual daily/weekly/
monthly/annual activities implemented
within a strategy.

This discussion will speak to the
critical Vision/Mission component
and its top-down impact. In the most
pure sense, your vision speaks to your
values and the community impact for
which you are ever-striving with
phrases like: greatest, best, cure-all,
leader, etc. Your mission speaks to
your business’s purpose, focus, and
intentions to achieve that vision.
Although we can debate the merits of

having both a vision and a mission
statement, this column will speak to
the undeniable correlation between a
mission statement and the decision to
work smart. 

Not “Fluff”
Mission statements are often over-
looked as “fluff ” that do nothing for a
company, much less for a medical prac-
tice. But it’s worth noting that 100 per-
cent of Fortune 500 companies have a
mission statement. Moreover, almost all
of them have a compelling mission
statement—a mission statement that
covers all the criteria of an impactful
statement. 

Employees may first take a job at
your practice for the opportunity to
earn a paycheck or benefits. But your
employees will become empowered and
motivated to work for you because of
the impact of and connection with
your vision and mission statement.
Mission statements give a direction and
framework for your employees to carry
out your vision and act as an invisible
hand guiding your employees in the

direction you desire. If your staff carries
out your vision without needing to be
involved in every action, then you are
free to build an even stronger and more
profitable business. This freedom may
also allow you to sit back and bask in
the operation of your well-oiled
machine.

If you do not wish to be part of
every single decision, create a guide-
line. If you want your patients treated
with a certain level of service and
respect by your staff, create a state-
ment that influences staff behaviors. If
you feel that it takes too much to
motivate the troops on a daily basis,
create a rallying cry. If you are not
afraid to set a baseline of your stan-
dards for excellence because you sin-
cerely want them to be achieved, dis-
play that standard. If you want to
make your employees know why your
practice is the premier place to work,
scream your advantage. If your prac-
tice is truly different than others and
you want your patients and referral
sources to know why, advertise your
uniqueness. These are just some of the
many reasons to write a mission state-
ment.

Since controlling each and every
patient-employee (and employee-
employee) interaction is impossible,
your mission statement will provide an
overall standard of practice that you
individually cannot. It is the first step
toward converting an owner-dependent
practice into a systems-dependent prac-
tice. It should provide guidance and
inspiration to your staff regarding the
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operation of your practice. That guid-
ance and action will, in turn, fulfill
your ultimate vision.

Building a Mission Statement
Before identifying the components of
the mission statement, realize that your
employees must buy into the mission
to effectively act accordingly. The mis-
sion must be compelling and thorough,
yet concise enough that it effectively

defines whom you are serving, how you
are serving them, and why it is impor-
tant to serve them.  

When management and staff
encounter a situation in which there is
no written procedure, the mission state-
ment should directionally provide a
guideline on how they should act. The
mission statement should provide this
empowerment so that you don’t have to
be the conduit for every decision.

Furthermore, note that you don’t just
have to have a single company-level mis-
sion statement. Encouraging and allow-
ing the creation of individual and/or
team mission statements in line with
your mission statement can be an equal-
ly important exercise (See sidebar for
examples).

A mission statement should cover
five basic components:

1. The basic service(s) and/or prod-
uct(s) your practice provides.
2. Whom your organization intends
to target—a geographic or other seg-
ment of the patient base.
3. Public image: Make it clear that
the only reason you are in business is
the customer’s trust that you will
serve their medical, emotional, or
professional needs (the term “cus-
tomer” is used here to refer to your
employees, your referral base, and
your actual patients).
4. Organizational philosophy—the
code of behavior that guides the
operations of the practice.  This phi-
losophy can also speak to general val-
ues, aspirations, and priorities.
5. Organizational goals of your prac-
tice—growth, profitability, stability,
or survival (may not be appropriate if
your mission statement is to be pub-
lished for patient viewing; see an
appropriate example at left).
Each of these components should

be covered in three to six sentences;
any more, and you run the risk of
being too preachy or trying to cover
too much.

Making Your Statement
If your mission statement comes from
the heart, it is more likely to create an
emotional connection.  When you have
touched on the emotions, then you
have achieved true influence. I don’t
believe that getting in touch with your
deeper purpose should be too difficult
since most healing practitioners already
have an altruistic sense about them.
Above and beyond financial gain, you

Sample Mission/Vision Statements
Anonymous Dental Practice
The purpose of XXX (hidden) dental practice is to eradicate dental disease in all of our
patients. To educate them on prevention and home care resulting in "dentally aware" patients
that maintain good dental health. To be operating at full capacity with no compromise of qual-
ity or service to our patients. Currently servicing the XXX area, including XXX. 

Link Community School
Link Community School seeks to provide an outstanding independent middle school educa-
tion for Newark adolescents of all academic abilities from economically disadvantaged fami-
lies.  Link endeavors to create a powerful learning community built on a collective commit-
ment to excellence and enduring core values.  By building a strong academic foundation and
instilling life long values, Link aims to develop students who will be successful in higher edu-
cation and responsible and resourceful citizens who give back to others.

Northwestern Memorial Hospital
Our Mission: Northwestern Memorial Hospital is an academic medical center where the
patient comes first. We are an organization of caregivers who aspire to consistently high stan-
dards of quality, cost-effectiveness and patient satisfaction. We seek to improve the health
of the communities we serve by delivering a broad range of services with sensitivity to the
individual needs of our patients and their families.

We are bonded in an essential academic and service relationship with the Feinberg School of
Medicine of Northwestern University. The quality of our services is enhanced through their
integration with education and research in an environment that encourages excellence of
practice, critical inquiry and learning.

Our Vision
To be the regional hospital of choice that is recognized as having the most satisfied patients,
the best possible clinical quality and outcomes, and the best physicians and employees.  To
be, with the Feinberg School of Medicine of Northwestern University, a nationally acclaimed
academic medical center.

Mayo Clinic (website staff)
Our mission is to empower people to manage their health. We accomplish this by providing
useful and up-to-date information and tools that reflect the expertise and standard of excel-
lence of Mayo Clinic. A team of Web professionals and medical experts working side by side
produces this site. Through this unique collaboration, we give you access to the experience
and knowledge of the more than 3,300 physicians, scientists and researchers of Mayo Clinic.
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chose your field for other reasons. You know the benefit of
your services to your community and each individual
patient’s sense of pride, well-being, and self-esteem. You also
know how you will better serve your patients because there
is a lack of your unique service whether this is due to geo-
graphic, service, quality, or cost benefits. 

Beware of simply creating a mission statement based on
the perceived current state of your practice. Do not simply
evaluate where you are today compared to your competitor’s
strengths and weaknesses, or current industry opportunities
and threats. The focus of your mission statement should real-
ly be on where you want to be in the future, and how you
plan get there.

The book Strategic Management of Health Care
Organizations1 states that “mission statements are…the super-
ordinant goal that stands the test of time and assists top man-
agement in navigating through periods of turbulence and
change.” However, it goes on to say “the organization has to
adhere to the mission and regularly review it to be sure it
remains relevant in changing times.”  The mission statement
should be well-conceived before it is released, but it should be
viewed as dynamic.

Your staff must embrace, understand, and be able to
recite the mission statement so it is not just a script on a
piece of paper. Instead, it should be a part of the internal
fabric guiding their daily operating habits. You must
express the importance of acting in accordance with the
mission statement in order to harness its power. It will
become the practice’s guideline for customer satisfaction, a
rallying cry and motivation for the troops, and a statement
of competitive advantage and uniqueness to patients and
referral sources. 

A good mission statement will free you from the micro-
management that is all too prevalent within practices that
do not commit to the development and reinforcement of a
mission statement. Work smarter, not harder. n

1. Strategic Management of Health Care Organizations, Fifth Edition; Linda E. Swayne, W. Jack
Duncan, Peter M. Gitner

“If your practice is truly 
different than others and you

want your patients and referral
sources to know why, advertise

your uniqueness.” 


