
Hick’s Law and Mastering Case Presentations: Why Fewer Choices Drive Better Patient 
Decisions
In clinical practice, we invest significant time diagnosing conditions, developing comprehensive 
treatment plans, and preparing to present them. Yet even the most thorough plans can fall flat if 
patients hesitate, delay, or walk away undecided. One powerful psychological principle explains 
much of this challenge: Hick’s Law.
Hick’s Law (or the Hick Hyman Law) states that the time it takes to make a decision increases 
logarithmically with the number and complexity of available choices. The more options we 
present, the longer it takes for someone to choose and the higher the risk of decision paralysis.
This principle applies directly to dental case presentations. Patients facing complex restorative, 
implant, or full arch options often encounter a wall of possibilities: multiple materials, timelines, 
financing paths, phased approaches, or alternatives. What feels like thorough education to us 
can overwhelm them, slowing acceptance and reducing confidence in moving forward.
The Connection in Practice:
Consider a patient needing full arch rehabilitation. Laying out every possible combination 
traditional dentures, various implant configurations, material options, staging sequences, and 
maintenance plans triggers Hick’s Law in real time. Their cognitive load spikes. They start 
comparing nuances instead of focusing on outcomes like restored function, confidence in 
smiling, or long term quality of life. The result? Longer consultations, follow up calls that go 
nowhere, or patients seeking second opinions simply to escape the overload. In referral driven 
or interdisciplinary settings this dynamic affects case acceptance and relationships with 
referring doctors.
Simplifying does not mean withholding information. It means guiding the conversation with 
clarity and structure:
•  Lead with the patient’s why. Anchor everything to their stated goals comfort, aesthetics, 
durability before introducing solutions.
•  Curate primary paths. Present a focused recommendation first (the best fit based on 
diagnosis and their priorities), with one or two strong alternatives. Avoid exhaustive menus.
•  Sequence the discussion. Use visuals, analogies, and phased explanations. Break complexity 
into digestible steps.
•  Reduce friction at decision points. Clear next steps, transparent timelines, and support 
resources help maintain momentum.
This approach respects Hick’s Law while upholding ethical, comprehensive care. Patients feel 
understood and empowered. Acceptance rates improve because decisions become faster and 
more confident.
Practical Takeaway for Your Presentations:
Audit recent case presentations. How many options did you typically outline? Could they be 
streamlined without losing value? Fewer overwhelming choices often lead to clearer decisions, 
stronger trust, and better long term results.


