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Y
our dental practice is a perishable commodity. When you
are no longer practicing, the value of your dental business
will decline from its peak value to the value of used dental

equipment in about six months. (It is no relief to know that
equipment is usually only 8-15% of your total practice’s value!)
To ensure the continued high-quality care of your patients, and
to provide for your staff, it is imperative that you have a succes-
sion plan that can be quickly activated if something happens to
you. 

Your succession plan is only as strong as your relationships. You
may choose to bring on an associate, a partner, or establish an
incremental plan for turnover to another doctor. You can create
a group of supportive colleagues who may act as interim
replacements for your practice, and you can offer to be the same
for them. (Be cautious when choosing your supporting doctors.
It would be wise to team up with a doctor who practices at least
10 miles away from your office.  This way, your patients will not
permanently gravitate to another local practitioner, and the
value of your practice will remain intact!) 

Always remember that the goal is to find another dentist to take
responsibility for the practice ASAP. The value of the practice is
in a steep downward spiral should something unexpected hap-
pen. You need a streamlined process in place so decisions can
be made quickly to preserve the value of your practice.
Whatever your plan is, make sure you put it in writing!

Good recordkeeping is an essential component to any successful
business. If the doctor dies, it can sometimes take weeks just to
find the most important paperwork. 

At any time, you, your accountant, and your practice manager
should be able to easily locate the following items:              

Profit & Loss records 
Tax Returns (past 3 years) 
Production & Collection Reports                                                                            
Fee Schedule                                                                                                        
Up-to-date equipment list                                                                                         
Employee information:  
* Employee hours
* Benefits
* Insurance benefits
* Child care
* Sick days
* Vacation
* Cafeteria plan savings
* Incentive program summary
* Retirement plan

contributions   
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practice transitions



The other “DDS” in the family:

“The Devoted Dental Spouse”.

If the Dentist in your family was injured

and could no longer practice, or if he or

she died, what would happen to your

families? These are sobering scenarios,

but they are not out of the ordinary.

Doctors are happy, successful – and sur-

prisingly vulnerable. It is not unusual that

when doctors die, their families lose their

loved ones… and their lifestyles! If the

doctor died yesterday, could the spouse

easily find these items?

Estate Plann
ing 101 for a

ll 

of the DDS’s
 in the family

Few people are e
ager to ponder t

heir 

own death or its
 aftermath. As a

 practice

transition speci
alist, for many 

years the

author has seen 
the unfortunate 

effects of

doctors’ relucta
nce to ponder – 

and plan 

for – their sudd
en death or disa

bility.

Hopefully, you f
eel empowered wi

th the 

information pres
ented, and you w

ill act 

on these recomme
ndations.

You need to crea
te immediate acc

ess to the

practice and its
 documents so as

 to consid-

erably increase 
the likelihood o

f selling

the practice und
er the most unfo

rtunate of

circumstances. S
tart your binder

 of practice

and personal inf
ormation today a

nd label it:

PRACTICE VA
LUE PROTECT

ION.

If you answered “no” to any of these

questions, it is small comfort to know

you are not alone.  We’re not trying to

scare you.  Rather, we simply want to 

illuminate the difficulties you may be

heading for by failing to have a plan.

Dr. Richard V. Lyschik’s transition, management and coaching experiences
go beyond the traditional single general dental practice sale. His Dental Office
Network Team has helped thousands of dentists acquire, expand, merge
multiple practices, build from the ground up, as well as guided older, disabled
and “burned out” dentists sell with dignity. The Practice Rescue Department
has resurrected practices in demise, saving them from imminent disaster.
Over 40% of dentists return 2-3 years later to invest in another dental prac-
tice! Dr. Lyschik has broken numerous industry records as the highest pro-
ducer in the country! Just ask any major lender – they all know him! To
discuss your transition plans with a seasoned fellow dentist and a recognized
Premier Transition Specialist, or to schedule your free appraisal, contact 
Dr. Lyschik by email at info@officenetworkusa.com or call (214) 893-0410.
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