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Mikael Klint turned his CBA project 
into his own company that is 
helping dentists and veterinarians 
with business management.

ENTREPRENEURSHIP

By Martin Wex

W hen Mikael Klint joined the CBA 

program at AVT Business School, 

he was only planning to build on 

his resume to become more eligible for a 

new job. The education, however, took his 

career in a different direction that he had 

expected.

»I had been working as a sales director 

at Krak for five years, but after the 

company was sold I found myself out of 

a job. I felt that I needed a better resume 

and a stronger knowledge of business 

theory, if I was to advance my career,« 

says Mikael Klint.

It did not go quite as he had planned.

»I didn’t have a company that I could 

write my final project about so instead I 

came up with the idea of making a market 

The Stepping Stone for  
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Mikael Klint

Managing Partner

CleverDent &

Novopro Analytics



analysis to evaluate the viability of a new 

business venture.«

A friend of his had told him that at dentist 

offices there is a widespread problem of 

employees not working well together due 

to a lack of focus on leadership among clinic 

owners.

»Clinic owners really want to lead their 

clinics, but not all of them have the tools they 

need because management is not a subject 

that is taught at dental school. Dentists spend 

almost all their time attending to patients and in 

some cases it creates a management vacuum 

in which it is the employees that determine 

the culture in the clinic. It can lead to internal 

conflicts, loss of revenue, increased costs to 

replace employees etc.,« says Mikael Klint.

New Company

This also has an influence on the customers 

and Mikael Klint therefore came up with 

the idea to develop a company that would 



conduct customer and employee satisfaction 

surveys and offer courses in leadership to 

dentists and veterinarians. He got an A- on 

his paper and decided to try out the business 

model in real life, creating a company called 

Novopro Analytics.

»Dental patients are very loyal customers, 

however, 13.4 per cent change dentists every 

year. This means, that out of 20 new patients 

there are three that you never see again. That is 

a huge loss and I believe that I can help dentists 

retain and attract new patients by conducting 

thorough surveys and providing clinics with 

valuable advice,« says Mikael Klint.

»If you don't ask your customers’ opinion 

then you are just being guided by your own 

gut feeling and that can really steer you in the 

wrong direction.«

According to Mikael Klint, a satisfied 

dental patient is worth DKK 75,000-150,000 

in positive lifetime value while a dissatisfied 

KNOWLEDGE »40 per cent of Danes are 

afraid of going to the dentist and 10 per 

cent end up never going,« says Mikael 

Klint, partner of Novopro Analytics and 

CleverDent that specialize in leadership 

and business development for dental  

clinic owners. Foto: Sarah Bender/AVT

If you don't ask your 
customers’ opinion 

then you are just being 
guided by your own gut 
feeling and that can steer  
you in the wrong direction

>>



dental patient equals a loss of DKK 25,000-

50,000.

Mikael Klint has now teamed up with dentist 

H.C. Hidalgo Wulff and leadership expert 

Niels Frederik Holm to form a new company, 

CleverDent, which offers a wide variety of 

services and courses in leadership, business 

development and human resources.

Business Strategy

»We can, for example, set up an advisory 

board for clinic owners to help them with 

all matters that are not related to the 

specific treatment of patients. We offer 

recruitment services, personal development, 

teambuilding, operational excellence and 

much more to assist dentists in their day-to-

day business,« says Mikael Klint.

CleverDent offers a ‘No Cure – No Pay’ 

business scheme where clinics pay a 

percentage of their increased profits.

»We are able to look at dental clinics 

through a different perspective than the 

owners themselves and we strongly believe 

that we can add to the satisfaction of both 

employees and customers and make the 

clinics even more profitable.«

Mikael Klint is a graduate of the CBA Class 

of 2009.

Find out more about Novopro Analytics  

at www.novopro.dk and about  

CleverDent at www.cleverdent.dk
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A Complete Game-Changer
Flemming Bille joined the MBA program to find a new job, but 
ended up saving his company.

A Strategy for Success
The MBA was like rocket fuel for Christian Christiansen’s 
career and four years after graduating from AVT Business 
School he is ready to take on his first job as a CEO.

The Language of Business
The MBA is helping Henning Langberg to close the gap 
between science and business.

The Perfect Overview
The MBA gave Marianne Andersen the tools she needed 
to advance into senior management, but is also helping her 
business in becoming a success.
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