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President’s Message
Kyle Bogan, DDS, FAGD 
North Orange Family Dentistry

I bring you mid-year 
greetings from the 

Columbus Dental Society Executive 
Committee and Board of Directors. 
The year 2020 has not been the 
year that we anticipated on many 
levels, and organized dentistry 
has not escaped the effects of 
COVID-19. I want to give all of you 
an update on the ways in which 
your society has been nimble 
in responding to the operational 
challenges that have accompanied 
this global pandemic.

The American Dental Association 
has compiled and created a 
wealth of information on navigating 
COVID-19 as practices across the 
country are navigating re-opening. 
If you haven’t visited www.ada.org/
virus, I encourage you to do so. 
There you will find a wide variety of 
information ranging from practice 
operational resources to regulatory 
information. 

The Ohio Dental Association has 
been advocating on our behalf 
throughout the pandemic. Never 
has the value of being a member 
of organized dentistry been more 
apparent than during the first half 
of 2020. Not only was the ODA at 
the table to help shape the “new 
normal” for dental office amid the 
pandemic, but they also continued 
to provide outstanding benefits for 
our members. From CE webinars, 
to assistance with locating PPE 

through ODASC-endorsed 
providers, to assistance with new 
regulatory compliance requirements 
– the ODA continues to support our 
profession. If you know a colleague 
who is not a member of the ADA/
ODA/CDS, please encourage them 
to join. By continuing to represent 
the majority of dentists in Ohio, 
we can ensure that our voice will 
remain a respected one in Ohio.

Most importantly for us, the 
Columbus Dental Society has 
continued to represent our 
members and to responsibly carry 
on the business of the association. 
This has not come without 
challenges, and I want to update 
you on the happenings over the 
past few months.

(1) Out of an abundance of 
caution we have moved our 
Board of Directors Meetings to 
a virtual format.

(2) In light of the ongoing 
pandemic and in order to 
remain cognizant of our 
fiscal responsibilities to the 
Columbus Dental Society, we 
have decided to cancel the 
remaining in-person continuing 
education programming for the 
remainder of 2020.

(3) The radiology courses that we 
provide have been reschedule 
and re-tooled in a manner to 

comply with health department 
regulations for in-person 
gatherings and will proceed. 
We are also prepared to 
change the format of these 
courses if needed.

(4) Due to the necessity of 
cancelling the remainder of our 
general membership meetings 
for 2020, I will be working 
with the Board of Directors to 
implement an electronic voting 
format for our membership 
so that we can continue to 
carry on the business of our 
association.

I started out this year pledging 
to plan for the long-term stability 
of our organization through 
a comprehensive analysis of 
operations, membership, and 
finances. While 2020 has had 
other plans for the year thus far, 
I can confidently say that due to 
the nimbleness of our society as a 
result of our leadership including the 
executive council, executive director 
and board of directors, we remain 
strong and stable. 

 
Kyle Bogan, DDS, FAGD 
President, Columbus Dental Society

How CDS is Responding to COVID-19
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https://success.ada.org/en/practice-management/patients/infectious-diseases-2019-novel-coronavirus?utm_source=adaorg&utm_medium=VanityURL&utm_content=covid-19-virus&utm_campaign=covid-19
https://success.ada.org/en/practice-management/patients/infectious-diseases-2019-novel-coronavirus?utm_source=adaorg&utm_medium=VanityURL&utm_content=covid-19-virus&utm_campaign=covid-19
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Back in January, 
who could have 

imagined what life in 2020 was 
going to evolve into? We started 
the year like most, full of hope, 
full of enthusiasm, and a renewed 
energy that comes with the 
promise of a new year.

The first quarter of the year 
seemed like we were on track. 
But the first quarter took an abrupt 
turn in mid-March. As we all know, 
we were introduced to a new, 
unforeseen enemy. One that would 
change the course on life as we 
know it. Its far reaching tentacles 
crawled into every aspect of our 
lives. 

The attack was swift. Record 
numbers of people were getting 
sick, rapidly infecting others. Some 
of the carriers weren’t even aware 
they were spreading a deadly 
virus. The public panicked. The 
media was full of speculation and 
misinformation. 

Enter COVID-19
By the end of March, we were 
quickly learning this was no 
ordinary virus. We needed correct 
information to protect our patients 
and ultimately our businesses. 
Schools shut down and ended 
the school year. As people started 
quarantining themselves to protect 

their families, more and more 
businesses shuttered.

The daily news broadcast was full 
of gloom and doom every night. 
We all knew the months ahead 
were going to be a rough. This has 
proven to be true.

As we have seen in the last few 
months, our lives have been 
turned upside down. Many of our 
fellow members are struggling 
to survive and stay afloat. Have 
you considered checking in with 
some of your fellow members? We 
need to remind each other that 
in times of panic and confusion, 
association members look towards 
their association for clarity, support 
and guidance. 

Why you pay dues
In times of crisis like this, you 
learn quickly why you belong to 
your professional association. The 
ODA swiftly jumped into action, 
providing up-to-date information 
on COVID-19, disseminating 
information and sharing it with 
members as fast as possible. 
This also included how to find 
reliable sources for PPE and how 
to prepare your staff once they got 
back to work.

In fact, ODA arranged to get face 
shields at no cost to members. If 
you need some for your staff, you 

can contact us here at CDS or  
the ODA.

Here at CDS, we have changed 
the way we do business as well. 
While we have had to postpone a 
lot of our CE programs, we are still 
offering our educational courses 
for your staff. Both the 2-hour and 
7-hour radiology courses are still 
being offered. We have initiated 
COVID-19 protocols which include 
face masks must be worn by all 
attendee, including the instructor, 
all attendees must have a 
temperature check before entering 
the class, and seating is set at 6 
feet apart. We have had to move 
classes off site to accommodate 
the space distancing requires.

Moving beyond 
COVID-19
Now, we have reopened our 
practices in a brave new world, 
living with the virus. While science 
still works on a vaccine, we move 
on. Though we are not sure at 
this point if and when things will 
get back to normal, you can be 
assured that we are here for you to 
help you and your practice thrive in 
this uncertain time.

We hope you stay safe and 
healthy, and look forward to seeing 
you in person in the not too distant 
future.

2020 - What a year its been (so far)

Executive Director’s Message
Michael O’Toole, CAE



Anger and confusion. Those are the first emotions 
that I felt while watching Governor DeWine’s 
conference on Monday, April 27 when he 
announced the reopening of dental practices. Why 
are we reopening in the first wave? Aren’t we 
considered one of the highest risk professions? 
They expect us to all wear masks in public, yet 
I’m expected to not only be within 2 feet of an 
open mouth, but also create an aerosol of the 
saliva! Do we even know enough about this 
virus to confidently make this decision? What 
is the governor thinking?!? Within the first few 
hours, I processed and I grieved. I grieved for the 
loss of my “safety bubble” in which I had lived my 
life the past few months. Having been on maternity 
leave since mid-February, I had not stepped foot in 
a public place in months. In that time, the world had 
changed. And being in quarantine with a newborn, 
I found myself cut off from almost everyone I knew, 
relying on the news and social media to fuel my 
knowledge and emotions during the pandemic. My 
perspective was derived from fear and confusion. 
Needless to say, I was not “on board” with returning 
to practice when the governor’s announcement was 
released.

However, being an associate dentist, I was in a 
unique situation. Since I didn’t have to deal with all 
of the financial, legal, and practical responsibilities 
of having a practice closed for eight weeks and 
attempting to reopen amidst this novel situation, it 
was easy to fall into the mindset that it would be so 
much safer and more convenient for my new little 
family of three if the governor continued to postpone 
all elective dental services. While the original intention 
in suspending elective dental care was to conserve 
PPE, the unintended consequence of this directive 

was that I began to devalue my own profession. I 
deluded myself into thinking that I wasn’t essential, 
that our services were purely a luxury. And it 
allowed me to have a “me-first” attitude, being more 
concerned with the health and safety of myself and 
my family rather than the service-based mindset that 
called me to this profession in the first place.

As the reopening of our office drew nearer, I felt a 
moral obligation to my patients. During our closure, 
our office received so many calls that didn’t quite 
constitute a dental emergency, but were truly a 
concern to us and our patients. Unfortunately, 
our hands were tied with the restriction on non-
emergency dental treatment, and thus, those 
patients were not able to receive the care that they 
wanted and needed. With each of these instances, 
my viewpoint on returning to work, and my 
profession as a whole, slowly began to change. As 
long as we could provide dental care safely during 
this pandemic, then that is where we were called to 
be. As we have begun to practice again, I have felt a 
renewed sense of purpose in my chosen career. We 
are truly an essential service to our patients.

An Associate Dentist’s Perspective on  
Her Role in a COVID-19 World
By Cindy Ellinger, D.D.S. North Orange Family Dentistry
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www.pmagroup.net

“I thank PMA for its relentless efforts and help in organizing and guiding us through the sale  
of our dental practice. Their knowledge of the intricacies and vital aspects of the sale were  

so important. I strongly urge those looking to sell their practice to seek PMA’s help.”   

                                                                                                          — Dr. Merle Frankel

Ensure your

FINANCIAL FREEDOM
Ensure your

FINANCIAL FREEDOM

Will you be financially ready 
when you want to retire?  

Having financial freedom when you retire requires  
knowing what your goals are in advance, proper  
planning, getting the most for your practice and  
finding the right buyer. Fortunately, the consultants  
and PMA Practice Transitions can help you through  
each phase of the process. You should allow at  
least 3-5 years of planning before you want to sell  
your practice. The earlier you start, the better off  
you will be. 

It is liberating to know a team with decades of  
accounting, banking and transaction experience is  
there to guide you through one of the most important 
decisions of your life. 

Start your sparkling future with a visit to  
www.pmagroup.net/videos to view our library of 
helpful videos for dentists. Check out the rest of 
our site to learn about our services/team,  
complete a seller (or buyer) profile or read our  
articles and e-books.



Surcharge programs labeled as cash discount 
programs have begun popping up. Misleading and 
non-compliant with card brand guidelines, they are 
creating confusion about the difference between 
surcharges and cash discounts. Unfortunately, that’s 
also putting businesses at risk.

Whenever you post a price and then add a fee at the 
point of sale, it constitutes a surcharge under law. 
The term surcharge means increasing the regular 
price to a cardholder which is not imposed upon 
customers paying by cash, check or similar means.

Some restaurant and retail businesses have started 
offering “cash discount” programs that are actually 
surcharge programs in disguise. Here’s a look at the 
most common:

“Non-cash adjustment” or “service fee”

A business may charge a “non-cash adjustment” 
or “service fee” at checkout for non-cash paying 
customers. But regardless of what the business calls 
it, this is a surcharge, because it’s adding a charge at 
the point of sale beyond the posted price.

Additionally, surcharges are never permitted on 
debit or prepaid cards. This is true even if cards are 
“run as credit” and even in states where surcharge 
is legal. If you are adding a surcharge to a debit 
or gift card transaction and calling it a “non-cash 
adjustment,” you’re non-compliant. You cannot apply 
a fee above the listed price to a debit or prepaid 
card, no matter what the fee is called.

Posting “cash prices”

The posted price refers to prices posted on shelves, 
menus and in advertisements. Some businesses 

may, however, claim the posted price is the “cash 
price,” and then charge non-cash paying customers 
more at checkout. This again is a surcharge.

A true cash discount must be a reduction in price. 
If the posted price is the cash price, then no cash 
discount on the posted price is being offered. If a 
business posts a $10 price on the shelf, it would 
need to charge cash paying customers less than 
$10 at the register in order to be offering a cash 
discount.

Implementing a true cash discount program is fine, 
but keep in mind that to do so, you need to list 
credit card prices on the shelves. Otherwise, it’s a 
surcharge program.

Visa clears the air

In response to misleading cash discount programs 
that violate its rules, Visa has provided some clarity. 
The company reiterates that a discount for cash is 
different from a surcharge, and charging a fee for 
paying with cards is, by definition a surcharge. It 
adds that its cash discount rule prohibits programs 
where businesses add a fee on top of the normal 
price of the items being purchased, and then give 
an immediate discount of that fee at the register if 
the customer pays with cash, debit card or prepaid 
card.

Visa goes on to say that merchants who engage 
in this type of cash discount program are subject 
to non-compliance action, which can have serious 
repercussions, including hefty fines and having your 
merchant account shut down.

Continued on next page

Beware of Surcharge Programs  
by Any Other Name
By Gina Linert, Senior Product Advisor, Heartland Payroll Services
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Know the rules

Nothing is inherently wrong with cash discounts or 
surcharges, but any card-accepting business must 
abide by payment card network rules. State laws also 
come into play. Six states ban surcharging: Colorado, 
Connecticut, Kansas, Maine, Massachusetts and 
Oklahoma.

A legitimate surcharge program:

 ■ Must disclose surcharge to customers at business 
entrances and point of sale.

 ■ Does not use creative terms to label a surcharge 
fee, such as non-cash adjustment, non-cash fee,  
or service fee.

 ■ Complies with card brand rules of applying 
surcharge to posted price

 ■ Applies surcharge to all card brands equally

 ■ Distinguishes between credit, debit cards and  
prepaid cards

 ■ Cannot exceed 4% of the total transaction cost

 ■ Discloses the surcharge on the customer’s receipt

 ■ Only surcharges U.S. transactions (international 
transactions are exempt)

No restaurant, retailer, or doctor’s office wants to wind 
up in court because of credit card fees, or have its 
card processing privileges taken away. Heartland’s 
Credit Surcharging Program protects businesses 
from potential scenarios like this by keeping you 
100% compliant. Its all-in-one service allows you to 
collect surcharges quickly and accurately to help your 
business offset the cost of payment acceptance. For 
more information, contact Gina Linert at Heartland for 
more information. 

Gina Linert, Senior Product Advisor 
Heartland Payroll Services

330-787-4137 
gina.linert@e-hps.com

A Global Payments Company

Continued from previous page
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Obstructive sleep apnea (OSA) is a condition 
afflicting millions in the US, with the majority of 
cases undiagnosed and untreated. OSA contributes 
to many possible comorbidities, including 
cardiovascular and cerebrovascular disease, 
metabolic issues, neurocognitive and memory 
decrements, mental illness, insomnia, sexual 
dysfunction, and increases risk for premature death, 
especially if left untreated. Dental professionals 
are well-suited to screen for OSA in their patient 
population, especially given that many people see 
their dentist more regularly for recall appointments 
than they do a physician.

OSA at any level of severity can be effectively 
treated with the Mandibular Advancement Device 
(Metz Appliance), even in the presence of obesity 
or an apnea hypopnea index (AHI) of greater than 
30 events per hour. Age and horizontal protrusion 
have emerged as the only two predictive factors 
associated with complete responders to the 
treatment. During the course of their research, the 
group led by Metz, utilized high-resolution pulse 
oximetry to adjust patients’ mandibular advancement 
appliances (MAD) to a high degree of accuracy. The 
outcomes of the study show the best performance 
of the oral appliance for the treatment of obstructive 
sleep apnea and snoring published to date. 

To conduct their research, the team used the 
Minolta 300i with SatScreen software to monitor the 
pulse oximetry of the patient and titrate the MAD 
accordingly. This software is a simple and low-cost 
method that allows multiple nights of home study. 
In addition, the SatScreen Respiratory Disturbance 

Index (RDI) indicator correlates with the final device 
efficacy, allowing for straightforward interpretation 
and adjustment of the MAD accordingly. When 
titrating the MAD to optimize the response of the 
patient, careful attention must be paid to both the 
standardized lateral cephalometric images and 
Minolta 300i with SatScreen software. During the 
study, the Respiratory Disturbance Index on the 
SatScreen report indicated even milder desaturation 
events as the MAD titration changed events’ 
frequency and severity, and as such, resulted in 
no further MAD changes being necessary after 
the second polysomnogram (PSG). The software 
and method used by Metz and his team exhibits 
a closely related final efficacy study to that of 
the polysomnogram (PSG). Using the described 
method as a clearing study for the MAD could 
save costs and time while potentially allowing for 
similar quality of care. Mandibular advancement is 
an important option when positive airway pressure 
therapy is either unsuccessful/rejected, or if the 
patient would prefer an MAD initially. The use of 
a MAD for resolving symptomatic joint pain/TMD 
could also be of benefit to the patient. Furthermore, 
based on the fact that 89 of 101 patients self-
reported that they were using their MAD nightly after 
one-year post-clearing, the adoption and adherence 
rates seem to be favorable. The method allows 
for the MAD to be considered a true and reliable 
medical device for the treatment of mild, moderate, 
and severe OSA.

The full research article “High-resolution pulse oximetry and 
titration of a mandibular advancement device for obstructive 
sleep apnea” was recently accepted for publication by Frontiers 
in Neurology.

High-Resolution Pulse Oximetry and 
Titration of a Mandibular Advancement 
Device for Obstructive Sleep Apnea
By James Metz DDS (Columbus), Hrayr Attarian MD (Northwestern), Mickey Harrison DDS (Columbus), James Blank DDS 
(Columbus), Christopher Takacs (Columbus), Dale L. Smith PhD (Olivet University), David Gozal MD (University of Missouri)
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The 2-hour review meets OSDB biennial licensure 
requirements. In addition to an overview of 
fundamental concepts in dental radiology, the 
review will highlight updates in digital radiography 
and technology.  
CDE - 2 Hrs.

These will be live lectures by  
Jamie Carpenter, EFDA, CODA or  
Sheri Sauer, CODA, CDA, EFDA.

EVENT TIMES (Unless otherwise noted)

Registration: 5:30pm-6:00pm  
Seminar: 6:00pm - 8:00pm 

JULY 23 - HILLIARD 
Makoy Center

JULY 30 - SPRINGFIELD 
Clark State Community College 
Brinkman Center for Education & Innovation

AUGUST 25 - ZANESVILLE 
Muskingum County Convention  
Facilities Authority

SEPTEMBER 3 – GROVE CITY 
Mid-Ohio Food Bank

SEPTEMBER 10 - COSHOCTON  
Village Inn

OCTOBER 6 - PICKERINGTON 
Ohio University Pickerington Center

OCTOBER 13 - CHILLICOTHE 
Christopher Conference Center

OCTOBER 15 - MARION 
Holiday Inn Express                                    

NOVEMBER 19 - WESTERVILLE 
Everal Barn 

DECEMBER 18 - WESTERVILLE 
Columbus Dental Society  
*Morning Session 
Registration: 9:30am - 10:00am  
Seminar: 10am - 12pm

2020 2-HOUR DENTAL  
RADIOGRAPHY REVIEW
Keep your staff certified!
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For detailed information and to  
register online, go to  

www.columbusdentalsociety.org

http://www.columbusdentalsociety.org/2hr-Radiology-Review


While your entire practice was turned upside down in 
the past few months by COVID-19, cyber-criminals 
were taking every advantage of the situation. As you 
tried to navigate the CARES act and PPP loans, they 
were crafting phishing emails. As you struggled to 
find PPE and new equipment to increase team  
and patient safety, criminals deployed their arsenal  
of scams.

Phishing is simply the act of sending an email hoping 
to get victims to open an attachment containing 
malware/ransomware or clicking a link that asks 
for credentials to the victim’s bank, credit card, or 
other account in hopes of capturing the account 
information to utilize for fraud.

We began to see COVID-related phishing emails 
as far back as late January of this year. Initially, 
these were very obvious and silly, with promises of 
coronavirus cures and emails direct from the chair of 
the World Health Organization. Like many phishing 
attempts, these included bad grammar, and generic 
greetings. And like all attempts to phish the victim, 
they offered the “Carrot” or the “Stick”. In other 
words, they were promising to help you in some 
manner or threatening to hurt you in some manner.

For example, some initial Covid-19 Phishing emails 
were offering safety guidelines and “how to prevent” 
information to help your practice stay safe in the time 
of pandemic. In each case, the emails contained 
an attachment or a clickable link that initiated 
ransomware on the victim’s machine. 

As the weeks passed and the world went further into 
lockdown, we began to see the tone of the phishing 
emails morph into a more threatening tone. Now 
these emails were cleverly threatening the potential 
victim with regulatory actions or checklists that 
were now “required” to reopen the practice! Again, 
these attachments and links initiated a ransomware 

process that would then encrypt victim data and 
hold it for a sizeable ransom amount.

How can your team defend against this type of 
phishing scam? Here are some tips:

 ■ Watch for the Promises and Threats (Carrot 
or Stick) in the email header. 

 ■ Right click on the sender’s name to reveal 
the actual email address.

 ■ Examine the email grammar.

 ■ Hover your mouse pointer over any link to 
see its destination.

 ■ Never open an attachment you are not 
expecting!

 ■ Never click on a link in an email unless you 
know it’s destination.

While the phishing attempts continue, another 
scam that our firm has seen in the past also made 
a COVID-19 comeback. Like a zombie stumbling 
along in a B budget movie, the “I have hacked you” 
email scam came back from the dead during the 
COVID-19 crisis.

The potential victim of this scam receives a very 
cordial email informing them that the sender (a self-
described, expert hacker) has hacked their system 
and as proof is providing their password. The sight 
of their actual password in the first sentence will 
get the victims attention, and the hook is set. The 
email goes on to state that after gaining access 
to the victim’s system, the hacker has recorded 
all of the adult and other sites that the victim has 
visited. In addition, the perpetrator claims to have 
turned on any microphones and cameras and made 

Continued on next page

Don’t let COVID-19 (Scams)  
Kill your Practice
By Russell Howell, CISSP
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recordings. The hacker then threatens to expose 
all of the victim’s information to not only their email 
contact list (also captured), but also to social media. 
Of course, for the small sum of $1900.00 in bitcoin, 
this will all go away.

So back to that password, the real password that 
somehow the hacker has? “This has to be real,” is 
what people who have fallen victim to this scam 
have told us. The password IS very real, but the 
hacking of that password was not on the victim’s 
local system. These passwords and their associated 
email addresses are from previous hacks of large 
organizations like Facebook and YouTube. After 
these large-scale hacks happen, the captured data 
is often sold on the Dark Web for a small fee in 
Bitcoin. The Criminal Hackers then use these lists of 
emails and passwords to craft and deploy thousands 
of scam emails to potential victims.

Why do educated, tech savvy people get caught 
in this scam and pay the extortionists? Because 
most people tend to use the same password/s 

for multiple accounts! And when they are notified 
that an account has been hacked, they change 
the password for that particular account but leave 
the same password in use elsewhere! So, when 
they receive the scam email, that password in the 
initial sentence IS one of their current passwords 
somewhere. The victims brain tells them that no one 
should have that piece of information so this must 
be “Real.”

Defeating the Password Hack Scam is a simple 
“one-two” punch that will also protect you in other 
ways:

Use Unique passwords

Change Passwords Often

Hackers and Criminals are not going away, and they 
will continue to be opportunist’s during any crisis. 
Stopping them and protecting your practice and 
your wallet only requires taking time to apply best 
practices and using a little common sense!

Continued from previous page

SDC remains as  

DEDICATED  
to our original mission today  
as when we were created— 

TO HELP PATIENTS 
afford quality dental care.  

| |



As a business owner, you’ve worked hard to build 
your dental practice. But what about the day when 
you might want to walk away from it all? Business 
transition planning is perhaps one of the most 
complex tasks a practice owner will encounter. 
Many owners have a substantial portion of their 
family wealth invested in the practice, a complexity 
that requires broader financial planning strategies to 
address retirement and estate planning needs.

If you lack a comprehensive plan to pass on your 
dental practice, now is the time to give serious 
thought to a formal business transition plan. A well-
crafted transition plan identifies a long-term strategy 
that can inform short-term decisions. 

Improve the Value of Your Dental Practice 

When the time comes to sell a business, many deals 
collapse during the buyer’s due diligence when 
problems come to light. So, start cleaning things up 
before it becomes an issue for a buyer. 

As you look to improve the value of your dental 
practice, think about what factors a prospective 
buyer will place the most value on. What will drive 
value for a buyer in the future? Will the practice 
continue to operate effectively and grow if you are 
no longer at the helm? What roadblocks should be 
addressed now, instead of closer to the sale? 

Reducing business risk is a top priority in a proactive 
transition strategy. When your business is perceived 
as a solid opportunity, it may create a competitive 
buyer environment, increase value, improve 
negotiation and deal terms, and minimize the time to 
close the sale. 

Preparing for the Future Sale of your Dental 
Practice 

Here are eight action steps to help get your dental 
practice market-ready. 

Get your business documentation in order. 
Start by making sure all your business 

operation and process documentation is up to 
date. Formalize and extend key customer and 
vendor contracts and confirm that well-documented 
processes and procedures are in place. 

Organize your financial statements. Make sure 
your financial record keeping and reporting are 

transparent and easy to evaluate. As you think about 
making your dental practice more professional, look 
for clear lines of separation between personal and 
business expenses. 

Develop formal strategic plans. Start with your 
dental practice’s core competencies. What 

is your long-term vision? What is your strategy to 
diversify your patient base? How will you continue 
to grow and expand? Have a strategic plan for 
each key area of your business, such as sales, 
marketing, operations, technology, finance and 
legal. Know how your business is valued in your 
industry and look to boost the key metrics. 

Create business succession and contingency 
plans. Prepare formal succession plans 

and communicate them to your leadership team. 
Decisions around who takes over and how can be 
essential to the survival of your business. 

See that legal records are in good order. 
Are your legal contracts in order? Are your 

employee procedures and agreements solid, 
with a change in control in place? Are there any 
environmental, compliance or regulatory issues that 
need your attention? Is there a chance to extend 
lease agreements or take a closer look at real estate 
holdings? Is your intellectual property adequately 
protected? 
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Secure your leadership team. Be certain 
you have a leadership team that is ready for 

a smooth transition when the time comes. The 
next owner of your practice will look for a strong 
leadership team that will stay with the practice 
through the transition period or longer.

Consider a formal board of directors with 
outside members. Establish an advisory 

council or a formal board of directors. Look to 
include outside members who own or have owned 
successful private companies. 

Minimize your practice’s reliance on you. Many 
business owners are justifiably proud to be the 

leading driver of production and revenue. However, 
to truly drive a growth strategy, you need to make the 
business less reliant on you. 

Each dental practice is different and preparing for a 
transition is a complex process. Start thinking about 
how you can maximize the value of your practice 
today.

Source: UBS Business Owner Insights Report, September 2018

This article has been written and provided by UBS Financial Services 
Inc. for use by its Financial Advisors.

UBS Financial Services Inc. and its affiliates do not provide legal or tax 
advice. Clients should consult with their legal and tax advisors regarding 
their personal circumstances and before they invest or implement. 
This report is provided for informational and educational purposes only. 
Providing you with this information is not to be considered a solicitation 
on our part with respect to the purchase or sale of any securities, 
investments, strategies or products that may be mentioned, including 
estate planning strategies. In addition, the information is current as of 
the date indicated and is subject to change without notice. 

Important information about Advisory and Brokerage Services: As a 
firm providing wealth management services to clients, UBS Financial 
Services Inc. offers both investment advisory services and brokerage 
services. Investment advisory services and brokerage services are 
separate and distinct, differ in material ways and are governed by 
different laws and separate arrangements. It is important that clients 
understand the ways in which we conduct business and that they 
carefully read the agreements and disclosures that we provide to them 
about the products or services we offer. For more information, visit our 
website at ubs.com/workingwithus. 

© UBS 2018. All rights reserved. The key symbol and UBS are among 
the registered and unregistered trademarks of UBS. UBS Financial 
Services Inc.is a subsidiary of UBS AG. Member FINRA/SIPC. Approval 
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• Find qualified associates
• Buy or sell a practice
• Relocate or add a satellite

• Begin exit planning
• Value your practice
• Sell your practice

• Buy a practice
• Startup a new practice
• Find a new associate's 

position

DRIVE into 
your early career

THRIVE through 
your mid-career

ARRIVE in 
your late career

Helping practitioners 
achieve their dreams 

since 2003.

practicendeavors.com
740.924.6294


