
Have Your Core Values Become White Noise to Your Team… 
and Your Patients? 

Core values are the road map to success of your company.  When correctly applied, they will also help 
your team members become active participants in achieving the vision you have for your business.  
Additionally, they can solve 90% of the interpersonal and management challenges that arise in your 
office.  
 
How often does your office experience office politics, insubordination, lack of productivity, or bad hires? 
The energy-sucking problems you deal with on a regular basis can be narrowed down to a specific 
problem… the lack of effective Core Values. 
  
Often times leaders approach their core values by choosing generic words their marketing person 
told them would look good on their business card or website. In doing so, they create a list of generic 
core values such as, Integrity, Honesty or Customer Service. Then they put this list on a poster that 
hangs in a hallway and never speak of them again. These generic core values, more often than not, 
become meaningless phrases with no real impact on your team members, or strength added to your 
leadership.  
 
Core values, done right, should touch every aspect of your business. For example, they should be the 
guidelines of your hiring and firing process and employee reviews, inform your marketing strategy, and 
even your disciplinary actions. 
 
Over the last three years I have surveyed over 500 team members about their office culture. When asked 
if they could list their companies specific core values off the top of their head, only 7% of participants 
could recite them correctly. Some team members responded that they did not think their office had any.  
 
This means that the core values of most companies are not leading the daily actions of their team 
members. Company values aren’t being utilized as expectations on how to behave or perform their jobs. 
It also indicates that the practice owner is not leading their team as effectively as possible.     
 
To stand out amongst your competition, and create raving fans out of your clients, developing REAL Core 
Values is the fastest path to your goals.  
 
R.E.A.L. Core Values are: Relevant, Engaging, Action- based and Leadership- led. 
 
The generic core values I mentioned earlier, like “Honest”, “Integrity” and “Customer Service” are 
simply the minimum requirements for anyone to have a business. If you want to stand out amongst 
your competition, and create raving fans out of your clients, developing a list of REAL Core Values is 
the fastest way to achieve your goals. 
 
How can you tell if the core values you currently have are REAL enough?  
Take this simple test I call the, “Well- I- would- hope- so” test. 
 If you can say, “Well I would hope so” after hearing it, it’s not strong enough. 
  
For example, if you say, "We are customer service focused". Your client will already expect that-it’s a 
basic business necessity, not a determining factor of whether someone buys from you. I guarantee that 
your competition says they focus on customer service too, so why should the potential client choose you? 
A stronger statement would be, “We are dedicated to be the best part of our patient's day”. 
Comparing the two statements, one clearly demonstrates an office striving to raise the bar on their 
patient’s experience. 
 
As a leader, strong core values also become an agreement between you and your team. It’s now an 
emotional contract that guides your team’s performance and how to correct negative behavior. 



 
My suggestion-read your core values. Pretend you’re a potential new client. Would you say to yourself, 
“Well, I would hope so!”? If you would, you have evidence that your core values have room for 
improvement.  
Clear, descriptive core values will inevitably elevate the energy and success in your business. 
Use the attached guide to create your REAL Values today. 
 
My hope is that you’ll challenge yourself to create new or refine your past core values. Allow them to be 
the foundation of your leadership, and to guide your decisions moving forward. Doing so will be the 
quickest path to increasing your fulfillment and success in your business. 
 
 
 


