


WHO WILL TAKE ADVANTAGE OF YOU?
1. You will never make enough money to pay off your 
student loans by working as an Associate. You will only
find yourself going deeper into debt each year trying
to live a “Doctor’s lifestyle” … on an Associate’s income!

2. Purchasing a prac�ce is not a couple of hundreds of
thousands of dollars decision. It is a mul�-million dollar 
decision! If you are interested in a smaller prac�ce 
that is grossing $500,000, and you expect to prac�ce for
approximately 35 years, then without adjus�ng for
infla�on or prac�ce growth, it becomes a $17,500,000 
decision!

3. When you purchase a prac�ce you acquire rela�onships 
with employees who don’t know you, and who may
or may not trust you as the new Doctor and their new
boss! The dream of owning your own prac�ce can 
become your worst nightmare if not handled properly. 
Who will be your guard dog, watchdog, and bulldog 
during such a cri�cal transi�on stage in your professional 
career?
 
4. Most important is the a�tude, ego, and tenure of the 
Seller … before, during, and a�er the sale, because
the major value of a prac�ce is its goodwill. 

5. More o�en than not, the wrong CPA or lawyer you
may hire will step in like a “bull in a China shop” and do 
more irreparable harm than good. Be sure that you go with 
“a guide that knows the territory!” 

6. The moral of the story is that the prac�ce you end
up with is largely a func�on of the process you use to 
acquire it.  It’s not what you pay, but what you
get … that counts! 

“Exceptional transition service is not expensive ... neglect 
of it is!”  Dr. Lyschik

Be concerned when mee�ng the broker, lawyer, CPA, 
equipment and supply salesman! And yes, the banker 
you may use, the landlord, and even the Seller, will not 
be looking out for your best interest! Landlords and 
bankers are experts at manipula�ng documents. Don’t 
be fooled by an ini�al reduced rent, or a low interest 
rate.   How will the landlord and the bank make up for 
their lost revenues? We know the tricks!  

1. When you have found a prac�ce you are considering 
purchasing, DENTAL OFFICE NETWORK assists you with 
your due diligence inves�ga�on. You are new at
this; we are not!

2. DENTAL OFFICE NETWORK seeks all facts relevant to 
the merit and value of a par�cular prac�ce, with
unparalleled encyclopediac knowledge of the healthcare 
industry.

3. DENTAL OFFICE NETWORK’s Transi�on Specialists use 
sophis�cated nego�a�ng strategy calculated to get you 
the right prac�ce for the right price. 

4. With decades of dental business and personal clinical 
experience, a well-structured transi�on can be expected. 

5. Common sense, and the law, dictate that you have the 
right to choose your own representa�on.

6. When you take advantage of us, NO ONE will take 
advantage of YOU!

“Expect to be impressed with Richard’s commitment to 
his dental profession. In addition to being a premier 
Transition Specialist with DENTAL OFFICE NETWORK, 
Richard has shown to be an inspiring mentor, coach, 
and successful facilitator in this extremely complicated 
transition business.”  Nancy Bahr, Dental CPA  

ARE YOU AWARE THAT:

BUYERS BUYERS


