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BIO:  
Luis A. Colón is President and CEO of 
MGE Management Experts a nation-
wide leader among executive training 
and seminar firms and is listed in the 
Who’s Who of American Business. 
 
Mr. Colón began his career as a pro-
fessional management trainer after his 
service as a member of our armed 
forces during the Vietnam War Era. 
After many years in the consulting and 
training field on his own and as a 
member of two other firms, he joined 
the MGE Management Experts team 
in 1991 and shortly thereafter became 
a partner. In 1997 he became the 
CEO and President. 
 
As a seminar speaker, Mr. Colón’s 
dynamic and information packed deli-
very is fascinating and entertaining, 

yet down to earth. It has an enormous 
impact on business owners, profes-
sionals and employees alike making 
him one of the most sought after 
speakers in his industry today. Over 
the course of his career as a public 
speaker and management trainer, Mr. 
Colón has helped several thousand 
business owners, CEO’s, executives 
and professionals to increase busi-
ness efficiency, income and organiza-
tion. His genuine care for others and 
ability as an organizer and communi-
cator makes him a natural when look-
ing for someone with the ability to pick 
apart a confusing or difficult situation 
and make sense of it. In addition to 
his business contacts, religious lead-
ers, political consultants, and leaders 
in the field of social reform have 
sought Mr. Colón out for advice. 
 
Social reform and issues relating to 
our well being as a nation are also 
important to Mr. Colón. As such, he 
has been called upon as a fundraiser 
and organizer for various organiza-
tions, specifically ones dealing with 
issues relating to children, criminal 
reform and education. 
 
Additional honors include: The Presi-
dents Award from an international 
human rights organization, and an 
advisory board membership from The 
Hubbard College of Administration. 
 
Mr. Colón splits time between homes 
in Fairfax, VA and Clearwater, FL. He 
lives with his wife of thirty-five years, 
Judy, and has four children and six 
grandchildren. 
 
About 
MGE: Management Experts, Inc.: 
MGE: Management Experts is a 
management training organization 
located in Pinellas Park, Florida, 
which is dedicated to the training and 

education of health care practices 
around the country in the subjects of 
management, sales, new patient 
acquisition, case acceptance, 
marketing and organization. We 
believe that the only way to create 
lasting results in practice 
performance, statistics and profitability 
is through training. After all, it is 
through training and the practical 
application that follows that makes an 
expert in any given field or profession. 
 

Interview conducted by: 
Lynn Fosse, Senior Editor 

CEOCFO Magazine 
 
CEOCFO: Mr. Colón, what is the 
concept at MGE: Management 
Experts? 
Mr. Colón: We train the owners. We 
really emphasize training as opposed 
to just consulting or giving advice. We 
would like to get the owners and their 
top execs educated on basic 
management skills. I can go and 
consult somebody and they will do 
well, but later on, they will ask what 
happened and why they did 
something. We like to give them the 
basics so they can continue on 
independently. It is almost like 
teaching them how to fish instead of 
selling them a fish. So we really 
emphasize the training aspect, and 
we do that with seminars and 
coursework. Right now, we focus on 
the dental industry. That is our main 
focus at the moment, and we have 
future plans to expand from there. 
That is the mainstay right now. The 
whole emphasis is in improving their 
management and communications 
skills. 
 
CEOCFO: What are some of the 
challenges in the dental industry that 
the dentists or their management 
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might not understand initially or 
realize they need to consider? 
Mr. Colón: It is very interesting. I am 
not a dentist, but I am a consultant 
and my partner is a dentist. He is a 
very good technician and he is a very 
good manager. But that is not the 
case for most dentists. In dental 
school they learn all about health care 
and how to handle the patient 
technically as far as their health and 
dental hygiene—but when they finish 
their school training, they have no 
clue how to set up a business. They 
walk out of there with hundreds of 
thousands in debt after eight years or 
so of schooling. They have school 
debt and then have the debts incurred 
after opening up a practice. They are 
wondering what to do, having no 
business knowledge, they end up 
simply hanging up sign and hoping 
people come in. They do not know the 
basics and that there is marketing 
involved, selling involved, and building 
a management team together that 
really works with you. Who not to 
hire is probably more important 
than who to hire. There are these 
factors to consider so that they can 
take off immediately and start 
producing, making a profit, and 
expanding. 
 
CEOCFO: How do you reach potential 
customers? 
Mr. Colón: We do our standard 
marketing as far as a website, online 
advertising, and sending out 
newsletters and postcards. We have 
introductory seminars all over the 
United States, while the majority of 
them are actually pre-introductory 
seminars. They come in and learn 
about the basics. We get to find out 
who they are, they get to find out who 
we are, and we actually teach them a 
little of the basics on case acceptance 
and marketing. They start to get the 
idea that there is that something they 
can do something about in this area. 
Not everybody has the same problem. 
Somebody over here might have the 
problem of just getting in one new 
patient, while another person might 
have a problem with case acceptance. 
Patients are not accepting cases and 
they do not know what to do. Another 
person might have a problem with 
their staff. We have to go out there 

and do those interviews, and from 
there, we isolate what their incident 
situations are and then send them in 
for training over to the main office 
here in St. Petersburg, Florida. 
 
CEOCFO: How does it break down 
between new dentists and people who 
have established practices but realize 
there is more to be done? 
Mr. Colón: It is the full gamut. You 
have newer dentists who have a 
longer career ahead of them, and then 
you have those that have been in 
practice for decades already. Many 
are stressed out and are wondering 
how they can retire. We have a 
solution for that as well, which is a 
very out-of-the-box solution. We 
basically get the ones who are in the 
40s and 50s and show them how to 
build a real profitable machine. They 
get into a condition where they can 
step out of the machine, and because 
they are still the owner or the CEO, it 
will provide a steady income for them 

throughout retirement. They can go off 
and do other things and not be 
worried about their savings or 
investments continually. This is a 
common practice in other lines of 
business, but it is almost unheard of in 
dentistry. We do not get into the 
money management aspect because 
that is not my area. That is other 
people’s areas – what to do with your 
money, how you invest, and that sort 
of thing. I am more into how to create 
a business that can keep going in the 
future. If you sell your practice for one 
million dollars or $500,000, how long 
is that going to last? Our clients do 
really great once they get going. In the 
beginning, you get these newer 
people and they do not know how to 
communicate and sell their services, 
which kills their profit. They wonder 
how to present the treatment to the 
patient. They know how to make a 
crown, but the question is how to sit 
down with a person and say they 
need a crown. There are many 
schools of thought saying that you 
should not not sell dentistry…you 
should let your staff do it. The problem 

there is that say you hire a woman 
named Mary, who is very good at 
handling people while you are not, but 
then Mary leaves because she gets 
pregnant or something else happens. 
What are you going to do? You need 
to know how to communicate and sell, 
and you need to know how to hire the 
people who can do that. This is 
usually the first big step newer clients 
take towards building a more 
productive practice. The focus is 
always on genuine communication, 
caring for the patient, and helping 
them understand what they need to 
do to get healthy—and never trying to 
sell unnecessary treatment or 
overcharge their patients. They also 
do not know how to market. They just 
went to school to learn how to do root 
canals, crowns and bridges, but they 
do not know how to attract patients. 
They do not know the information 
about surveys and how to put together 
a machine that actually communicates 
to the public to then take over a five to 

ten mile radius around their office 
in their town. They are not into 
that, and that rely on other people. 
They are kind of the effect of what 
happens around them instead of 
being causative. There are two 

constants here when we train owners. 
The owner can be a cause, where 
they create, or they can be an effect, 
where they are waiting for things to 
happen to them. That is what we 
really emphasize. 
 
CEOCFO: Is there a trend toward 
group practices the way doctors have, 
or do you still see the individual 
practitioner continuing the way it has 
always been? 
Mr. Colón: I have a client who is 
actually creating a whole stream of 
practices up in the northeast. We do 
not really emphasize that, though, 
because there are about 180,000 and 
the majority are trying to have 
individual practices and trying to make 
it in this healthcare environment while 
providing good care. It can be tough 
to make it individually right now in 
dentistry because of the current 
insurance system. We have a scene 
where insurance companies are 
dictating what treatment a patient 
receives instead of the doctor, as well 
as determining the fee. So dentists 

“After more than twenty years in 
business, we are still on the Inc 5000 
list and growing at a terrific rate.” 
                                     - Luis A. Colón
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have less freedom and less profit. But 
the individual practitioners are still 
striving to survive nevertheless. Group 
practices are becoming a bit more 
common, but I do not see that as the 
major thing. 
 
CEOCFO: How do you help the 
dentists understand that they have to 
be honest and truthful while also 
being aggressive at promoting their 
business? 
Mr. Colón: Whenever you are dealing 
with any group or public, you are 
always going to have a 20% bracket 
that is a bit less honest. I can train 
somebody how to do something, but it 
is still his or her responsibility to do 
the ethical thing. That is one of the 
reasons we have ethics training for 
doctors. When people tend to solve a 
problem, they sometimes will take 
shortcuts or not be straight. That has 
no place in our training. You have to 
do well by being honest and straight. 
This is one of the points that we 
emphasize the most. It is okay to be 
aggressive if you are being honest 
about things. It is not where you are 
doing something with the sole 
purpose of making money. This is 
where we really try to emphasize 
caring for the person, not the money. 
There is no question about it.  
Everybody has experienced that when 
they have talked to certain car 
salesmen. You can tell that somebody 
wants the money and a commission 
versus what the best thing is for the 
person. We can teach somebody that, 
but then it is up to the person to really 
do it. 
 
CEOCFO: Is there much effect from 
the current Affordable Care Act? 
Mr. Colón: I cannot speak for the 
entire dental industry, but for the 
people I work with, they are more 
concerned about it from a business 
owner perspective then from an 
insurance perspective. As things 
stand now, the Affordable Care Act 
does not affect private dental 
insurance notably. 
 
CEOCFO: Would you tell us about the 
role of cosmetic dentistry? 
Mr. Colón: There is definitely a 
service there if one can do it well. I 
have a surgeon who does very well 

right now in D.C. and she is more into 
that sort of thing. There are certain 
people that say it is better to look 
good than feel good. There is a 
service, but I would not say it is a 
majority service. It is a niche that 
some people can do if they learn how 
to market that. They always have to 
come back to the bread and butter of 
general dentistry as well as the other 
parts. 
 
CEOCFO: You mentioned that you 
are going to be expanding. Why is 
now the right time for that? 
Mr. Colón: This is something I have 
been dealing with for well over 
thirteen years. I have actually been 
highlighting some points the method 
we have in training, which is the 
seminars and courses that work for 
any business owner. I have had 
owners of different businesses come 
in, such as bankers, who can gain 
from this. It is just a matter of staying 
with one niched industry or having a 
service we can market horizontal 
marketing for a lot of different CEOs. I 
am actually piloting it now. That was 
one reason I was interested when you 
contacted me, because CEOCFO 
Magazine involves many different 
industries. I can guarantee that I can 
sit down with any CEO from any 
industry, and after a while do a whole 
strategic plan on how to better 
organize that area. For me, I am 
working on methods for attracting 
certain CEOs from different fields and 
developing individualized seminars for 
them and ways to help them. 
 
CEOCFO: What is it that you 
understand about the whole process 
that others might not have figured 
out? 
Mr. Colón: When I sit down with 
somebody, there is just so much out 
there that can make it confusing for 
them. They do want to do better but 
they are stressed out and they do not 
know the true sources of that stress. 
They think it is work or money, or 
something else. What it comes down 
to is removing the real sources of 
stress. I lectured on this subject to 
one hundred legislators once, and 
they realized they had an anti-social 
type person in their group who was 
actually working behind the scenes to 

make it stressful for them; creating 
conflict and problems. They did not 
see it until I pointed it out. If a person 
understands where stress really 
comes from and how to remove that 
influence from his or her office or 
business, and then just concentrates 
on promoting and selling their 
services, they’ll build a nice entourage 
of a team around them. This team will 
help them achieve whatever their 
goals are, whatever they are trying to 
do day-by-day. They need to create a 
group around them that will really help 
them, because you cannot do it alone. 
They have to build a team in order to 
succeed in the industry. That is what 
we emphasize. 
 
CEOCFO: How is business these 
days? 
Mr. Colón: It is great. We will be over 
last year for sure. After more than 
twenty years in business, we are still 
on the Inc 5000 list and growing at a 
terrific rate. 
 
CEOCFO: Why pay attention to MGE: 
Management Experts? 
Mr. Colón: I know that we can set a 
good example on how to improve a 
business, how to improve an industry, 
and ultimately improve an entire 
economy. We take a look at the way 
people are talking about the economy, 
and it is all about high deficit. We 
know there is a way to handle this and 
it is to increase production. When you 
increase your production you help the 
overall economy to that degree. With 
our clients, we have proven it can be 
done despite a recession or any other 
barrier. We like to set that example or 
help set that example, because there 
are a lot of people working industrially 
to create something better, and we 
like that. We really admire the fact that 
you can go out there in the private 
industry to make it go right. It is like 
what your magazine is doing – you 
are really acknowledging people who 
are making it go right. This is a free 
economy. These CEOs are people 
who are creative, they do something, 
and they make it go right despite the 
hell or high water. They make it go 
right to help expand things. I admire 
those people who set the right 
example. The ones that will truly make 
it in this world will do so because they 
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are more ethical and they learn how to 
deal with the people who create 
stress. I have seen the flips side of the 
coin. I have seen people who appear 
to be doing well, only to crash and 

burn because underneath it all they 
did not hold onto their ethics and did 
things that were not honest and 
straight. I love the people who really 
work hard and show that production 

and private industry are what really 
pulls it off. I like that and I want to be 
part of that and acknowledge those 
people who are leading the way. 
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