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by Richard V. Lyschik, DDS, FAGD

practice transitions

The procedure for selling a dental practice is very complicated under the
best of circumstances; selling the practice of a deceased doctor is many,
many times more difficult. The appraised value of a practice will decline
by about ten percent per week for the first six weeks (this is considering
an already depreciated appraised value because of the death of the
owner).  After that, you will have little value left but its scrap value. 

Estate Sale of a Dental Practice

DO get the practice appraised
immediately.The appraisal should be
completed within three working days –
if not, get another appraiser. 

DON’T get the office supplies
inventoried. It takes too much time
and does not affect the practice value.
The value of a dental practice is based
more on its business, not the equip-
ment and supplies. Equipment, furniture
and supplies usually account for about
twenty percent of the value of the prac-
tice. If you wait for an appraisal of these
items, you will possibly lose tens or
even hundreds of thousands of dollars
in value.

DO get copies of the last three
years of tax returns. Also, get the
office lease and employment contracts
with associates (if any). Have these
ready to be reviewed by a potential
purchaser. Talk to the landlord to deter-
mine if the lease can be assigned. If you
own the building, have a five-year lease
prepared. 

DON’T have another doctor or
group of dental colleagues cover
the practice until a buyer is
located. This presents a conflict of
interest. Too many colleagues will pass
out their business cards to patients
informing them that if they don’t like
the new doctor they are welcome to
come to their practice located nearby.
Potential buyers are scared off by the
presence of other competitive doctors
who will take patients away from the
practice. Most of the patients will stay
with the “temporary” doctor and your
practice will lose more value.

DON’T send a letter to the
patients informing them of the
doctor’s demise until you have a
buyer to introduce to them at the
same time. There is no sense in mak-
ing patients feel that they need to find
another doctor.

PLEASE CONSIDER 
THESE SUGGESTIONS

DON’T forward patient calls to
another doctor’s office. It makes
patients feel that there will be no con-
tinuity to the practice. Don’t worry if
there is no doctor coverage for two or
three weeks. 

DO’s & DON’Ts
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DON’T allow a potential pur-
chaser to work in the practice
until the contracts have been
signed and the transaction has
been completed.Many potential pur-
chasers have gone into practices,
obtained a list of patients and then
opened up in another office nearby, 
taking the staff and patients with them.

DON’T wait for the practice to
clear probate to get it sold. Agree
on the purchase price and have the pur-
chaser sign the contract to purchase
the practice and pay some of the down
payment as earnest money, and then
have the purchaser work in the office
as an independent contractor (for the
estate) until title to the practice can be
conveyed (following probate). Once the
practice clears probate, the purchaser
then pays the balance of the down 
payment and the title can be conveyed
at that time. Don’t let anyone work  
the practice until a contract has been
signed and money has been paid by the
purchaser.

DO keep the staff employed
and assure them that they will be
needed by the purchaser of the
practice. Keep the phone answered,
accept condolences and assure patients
that another doctor will soon be in the
practice to take care of their needs.

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 practice! Dr. Lyschik has
broken numerous industry records as the highest producer 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, contact Dr. Lyschik by email at 
info@officenetworkusa.com or call (214) 893-0410.

“I am extremely thankful to have partnered with Structures and Interiors for the construction of my new office. The finished product is stunning!
Not only did they stand up to their reputation of excellence, they were also a joy to work with. Their patience, professionalism, and expertise
gave me complete confidence throughout the entire process. They truly brought my vision to life with an office that is unique and custom-
 made. Thank you to the entire S&I team for your dedication to excellence, integrity, and friendship.”

– Shane Rex Tolleson, DDS, MSD

Structures & Interiors proudly specializes in helping Healthcare
Professionals like you to design and build your dream office. With
over 19 years of experience, we can help you build the office of
your dreams! Call us today at (817) 329-4241.

We hope you will use this information and heed our advice – it is given
with the best of intentions and in consideration of the interest of the
family.  This also applies to a pending or serious disability that may be
setting in – plan your practice transition NOW!


