


THINKING OF SELLING 
YOUR DENTAL PRACTICE SOMEDAY ?
OR EVEN NEXT MONTH? ITS NEVER 
TOO SOON... OR TOO LATE... TO GET 
READY!
Hi, my name is Gene Amato, from Capital Biz 
Solutions. I help business owners like you find 
the capital they need - from both traditional 
and non-traditional sources - to accomplish 
their big goals and dreams.

If you are the owner of a dental practice, you 
know that someday you won’t be there to 
serve your clients any longer.

Will the revenue you receive from your 
practice sale provide you peace of mind, and 
allow you to “ride off into the sunset” with no 
regrets? Who will take over when you are 
ready to throw in your latex gloves?

If you are like most dentists, you are extremely 
busy servicing your clients. As well you should 
be. And you know it will definitely take time, 
effort, and preparation to be able to obtain the 
best return possible...



How do you run your Business every day, 
and still  prepare for your future?
This guide gives you a timeline for preparation, starting three years before 
you want to walk away. If you have less time than that, just accelerate the 
process, starting at the top of the checklist, and work through as much as you 
can.

The good news is, there is a system for getting ready to sell, and this is it! 
If you manage your time carefully, and even just put aside 30 minutes to an 
hour a week (depending on what your sunset goal is), you can easily achieve 
a profitable sale within the time you desire. 

How do I know this is possible? 
Because I’ve helped other dentists successfully sell their businesses, and 
I’ve also seen a dentist or two fail to sell their business because they didn’t 
follow the advice I gave them.



RICHARD - SUCCESSFULLY  
SELLING HIS DENTAL PRACTICE

Imagine you’re like Richard, who’s been a 

dentist for about 30 years. As he and his wife 

talk about what will come “next”, they make 

plans for a fun retirement, full of grandchil-

dren and visits to places on their “bucket 

list.”

But he has a problem. He’s so busy servicing 

his patients, he really doesn’t have the time 

to put together any type of exit strategy... It 

seems like an overwhelming task...

He is also concerned about the dental asso-

ciates currently working in his business, and 

how he will tell them he’s planning to leave. 

What concerns will they have, and will they 

want to stay on with the new owner of the 

practice?

At Captial Biz Solutions, I get to work with 
people like Richard all the time. I guide 
them in how to prepare a practice for sale, 
and help them find options that make it 
easy to sell!



There are no 
upfront costs or 
fees to work with 

me. I get paid when 
I help broker 
a deal for you.

So you can start thinking about the pro-
cess, this is the type of advice I give to 
people like Richard, and what happens 
when they follow my advice:

First, re-read all the lease agreements 
and speak with the landlord to inform him 
about your plan. Next, meet with your em-
ployees and give them the timeline for 
selling the practice. Also look over their 
non-compete contracts to ensure every-
thing is in order. 

Next, contact your CPA firm and review 
the most recent three years of business 
tax returns to reaffirm the business’ viabil-
ity. Your CPA should make sure there are 
no outstanding liens against the business.

By the time you hand over the keys at 
your farewell party, you’ll be emotionally 
and financially ready to close the door be-
hind you!...

What you’ll find on the next few pages 
is a 3-year timeline to help you plan to sell 
your practice. Even if you aren’t thinking 
of retiring for five to ten years, you should 
still read this document and see what you 

can do NOW to be fully prepared when 
the time comes. 

If you follow this plan, you’ll experience 
far less stress than those dentists who 
have no idea where to begin, and who 
end up floundering, staying years longer 
than anticipated, just because it’s easier 
to stay than to sell! 

Don’t let that be you.
You want to be the most prepared and 

informed dentist in your community, not 
only because it makes for a smooth tran-
sition, but because in the meantime, it 
makes your day-to-day work easier and 
more efficient as well. Your staff will also 
feel more confident in the services they 
provide, which means you’ll have hap-
pier customers who return and refer. All 
of which makes your practice even more 
valuable.

If you would like expert service to help 
walk you through the many steps that fol-
low, I hope you’ll give me a call so we can 
talk about where you are now, and how to 
help you get ready to sell your practice. 

You would be amazed by the number 
of businesses I’ve been able to help, who 
thought there was no capital available to 
do what they really wanted to do. 

I know how to help you find the 
cash you need - or the cash your buyer 
needs - to make big dreams come true.



Timeline from 36 months to 12 months
Have you been treating your dental 
practice as an investment? 
• Consider your personal goals and objectives 

post-practice
• Burnish your financial picture - increase  

production, tighten up collections
• Get professional help: CPA/Accountant;  

Attorney; Broker/Consultant
• Improve your team’s performance - secure  

employment/non-compete agreements with key 
associates

• Assess your company’s tax and other govern-
ment filings

• Be factual and accurate about your practice’s 

assets and liabilities

• What is the condition of the office space:  
furniture, fixtures and common areas 

• Has the office equipment and technology 
been updated: digital X rays, Cerec Machine, 
operatory updates, etc.

• Increase in office staff: new dental associates, 
hygienists, office personnel

• How are the associates performing? What is 
the status of their contracts? Do you have non-
compete clauses?

• What’s in the existing lease? Do you have per-
mission to sell?

• Are all government filings in order? Does the 
practice have any outstanding IRS liens or state 
liens?

• Has it paid dividends?  What is the ROI?
• Tax returns for 3 years, plus 3 years before - in-

crease in collections? Profitability?
• Are you seeing at least steady growth - or no 

• Demographics
• Easily accessible (location)
• Solid hygiene recall program
• Follow-up programs in place

Review the office aesthetics

What are the statistics and logistics about 
your practice?

Financially, where is the practice today, 
compared to where it was 3 years earlier?

losses - in collections?
• Are collections stabilized or even increased?

• Evaluate and update your record keeping, 
accounts receivable, and regulatory  
compliance.

• Get a professional practice evaluation from 
someone who’s familiar with the dental  
industry.

• Prepare a binder or presentation for  
potential buyers.

• Must be top performer 
• Have good relationship with patients
• Be a good producer
• Have a general knowledge of the  

practice itself
• Currently has all the skills the practice is 

marketing (eg, small cosmetics, bridge and 
crown, Invisalign, etc.), or knows a referral 
partner.

24 months before desired sale

Begin looking for a buyer; make sure they 
can obtain financing

• Capital Biz Solutions, Inc. can assist with 
the financing process to expedite the 
sale process for a practicing associ-
ate looking to purchase and own his/her  
first dental practice. 

• Identify your priorities before selling
• Solicit and accept a proposal

• Dental Service Organization (DSO)

• Outside dental broker

• Associate

• Review your office lease for the current term’s 
balance and any other options

• Request landlord approval and other relevant 
third parties

• This is your last year before moving on! You 
need to identify how you want to “ride into 
the sunset”

• Be aware: With a DSO, you usually stay on for 
a year or two, with payouts continuing after 
you leave.

12 months before desired sale


