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Recently, | needed help with the cable signal to my house.
In calling to get the problem fixed, | was passed through an
automated system fo attempt to solve my issue. This process
only reminded me how frustrating it is when I try o get help
with a product or service and am unable to speak with a
qualified representative or professional. What should your
expectation be when you engage a person or company to

provide you with transition services?

1. Qualified Expertise

Your representative must have the education, experience
and expertise fo provide you with the service for which you
engage them. Just because someone says they offer a service
does not mean they are qualified to provide it. In fact, they
may not actually be providing i. Ask whether the individual
personally does the appraisal/financial analysis, draft
documentation and representation, or are these services
completed elsewhere? If the individual does not personally
provide all of these services, their ability to understand and

represent you is greafly diminished.

2. Clarity in Representation

When engaging someone to sell your practice, you should
be sure the person you engage is representing YOUR
interests, not dual party or transactional. Dual representation
is nof just unethical, but, in Florida, illegal. Transactional
representation means there is no true responsibility to your
interests, just those of the fransaction. Your interests are not held
as paramount, and discussions with you are not necessarily
held in confidence. Ask for (demand?) personal fiduciary

responsibility.

3. Face-to-Face Relationships

Shouldn't you know what your representative looks like? If
your representative is not willing fo meet with you person-
ally, how can he/she represent your best interests? You
should be able to meet and discuss your expectations and
needs with your transition specialist o know that he/she is

committed fo you.

4. Personal Contact

If your fransition specialist is sending potential buyers to
your office and is not there fo assist and answer questions,
what are you paying them fore Potential purchasers
need to understand what they are buying and why it is
a good opportunity for them. Further, it is important for
your representative to assess and evaluate each potential
buyer, along with you, in order to insure a measure of
confidence in compatibility with your practice philosophy,
patients and staff. This cannot be achieved without the

personal "hand-holding” that you should expect.

5. Supporting Networks

Does your fransition specialist have a network of supporting
specialistse Do they work with the major bankers, accountants
and atforneys, or do they expect you to seek out and provide
your own? A sure sign of a good transition specialist is that
they work personally, one-on-one, with the leaders in the

industry.

At ADS Florida we are committed to personal service and
representation. We work with dental-specific accountants
and CPAs as well as the finest attorneys specializing in dental
practice fransitions. We work with the major lending
institutions on a personal level, providing your potential
purchaser with the best possible opportunities for financing.
Our firm has been in the business for over 35 years and
has affiliated with industry’s best-something no other

company can boast.

We pledge our personal service and attention to your
practice transition needs with exclusive representation. We
will not compromise our business ethics with “loss leaders”
and “blind mailings” that suggest a potential buyer for your
practice when, in fact, it doesn't exist. We will meet
with you face-fo-face and personally address your issues
and concerns and will never send a client to your practice
without our presence. We will provide you with the service
you expect! Find out more about our professionalism at
professionalism. ADSflorida.com. See how our extensive

marketing stacks up at marketing. ADSflorida.com

ADSflorida.com
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Our entire team at ADS Florida is fortunate to have the opportunity fo put a
considerable number of practices through our rigorous review process on a
consistent basis. Whether for outright sale or appraisal, our team reviews
financial data for a large number of practices in Florida and nationwide,
providing us the unique ability to see local, regional and national trends. That,
combined with our exclusive partnerships with the best of the industry nationwide,
enables us to bring the highest level of expertise and experience to you, our

local doctors.

Just a few weeks ago, members of our team were able to spend considerable
time with these industry leaders. One topic of particular interest focused on
how the transitions market has changed due to the recent economic difficuliies.
While the discussion from our original article is still valid (visit http://articles. ADS
florida.com to read “Practice Values in Decline?”), we felt it would be beneficial

to provide a few specific updates:

Declining Three-Year Revenues

It's the case all over. Practice collections have been declining for many reasons.
To purchasers, this downward trend generally indicates that a practice is dying
on the vine. Since they are looking to spend as litle money to get as much practice
as possible, and since they have heard many times over that “three years of
declining revenues indicates a practice in decline,” their immediate inclination
is to significantly discount their offer-if not walk away all together. Beyond that,
once a deal has been made, it has become increasingly difficult to convince credit

analysts with lending institutions that a practice is truly viable going forward.

What does this mean for you? You have to be on top of your game with analytics,
reporfs and practice management. If you're not tracking details of your practice
with practice management software, reviewing reporfs and,/or using an overlay
product like Sikka Software to track your practice stafistics, you need to do so.
When it comes to your fransition, it's that much more important to have an
educated, experienced advisor. Even CPAs and attorneys (but particularly the
local equipment rep) are not trained in this type of analysis. As transifions experts,
it has become particularly vital to us to peel back the leaves and find out what is
truly going on in the practice. In doing this, we can find the right answers to a host

of questions, thereby ensuring the highest possible price and level of financing.

Location, Location, Location

Unfortunately, this is one piece you really have litlle control over. When you
started or acquired your practice, you acquired the location as well, whether it

be the city or areq, or specific building or rental space. This is affecting value.

As mentioned earlier, practices in rural areas or in dilapidated or out-of-date
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facilities are deemed less valuable in the current market. Purchasers are looking
for opportunities to pay as litile as possible, and this is a point you cannot patch
over. What you can do is take advantage of the market yourself. Are you three to
five years (or more) from a transitione Take a look at your facility and equipment,
and consider an upgrade. Do you own your building? Fix it up to like-new standards,
as much as possible. Are you leasing? Ensure your lease is assignable and
the rate is well-negotiated. This will make things easier not only on your bottom
line, but on a potential purchaser’s, as well. If you're a few years out, and your
equipment, furnishings or décor are out-of-date, consider a refresh or upgrade
with new flooring or paint or even quality used equipment. Bring in a set of fresh
eyes and ask them to look around and give some feedback. A litfle time and

money goes a long way and can most certainly help.

General Scarcity

With the shrinking of retirement funds over the last few years, the number of
pracfitioners fransitioning to retirement has declined. Realizing that there is not
enough remaining in their invesiments fo sustain a desirable lifestyle for 20-30
years of refirement, the phenomenon of “I'll just work one [or two or even five|
more year(s)" has ruled the marketplace. As a result, there has been a persistent
scarcity of strong practices on the market. While some brokers may 'list' a large
number of practices that they insist are for sale, this simply is not the case.
A good number of pracfices that have sold recently have been due fo the seller's

disability, death or relocation.

This current scarcity could be a boon to you if properly planned. If you are one
of those who have looked and said you may extend your career, particularly
another one or two years, it may be worthwhile to look closely at your refirement
egg and see where a sale may put you. Your practice may sell for a ‘premium’
right now, if priced and represented properly. This could be an opportunity to
seize, but it will take your team of advisors-CPA, financial manager and transifion

specialist-fo cooperate in developing an overall strategy with you.

These are just a few of the many factors currently in the marketplace. Generally
speaking, the market for practice sales is still strong, and financing is still readily
available for purchasers with good credit history. Dental practices have been
recession-proof over the long term as dentists provide services that cover not
only cosmetic needs, but health care needs, as well. Owning a practice not
only provides job security, but a business that has inherent confrol, lifestyle and

economic benefits that do not come with working for someone else.

Think you may be within a few years of a transition2 Now is the time to
talk. Contact us at 800.262.4119, visit us at ADSflorida.com, or email us
at transition@AD Sflorida.com.
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Gaylord Palms - Orlando | June 9-11
See us in Orlando -for your present...and your future.

ADS Florida’s Hy Smith will be presenting two
valuable seminars for practicing dentists and
those preparing for transition...

In Flight: Managing for Maximum Value
June 10, 8:30-11:30 am
Learn important practice management skills to keep your practice
flying high as well as what you can do to prepare for your transition,

even if it is years down the road.

Approach & Landing: Exit Strategy Planning
June 11, 8:30-11:30 am
Considering refirement or a transition out of practice within the next
five, even ten yearse This course will start fo gef you prepared,
regardless of your timeline. We'll focus on preparation for exiting the
dental profession, optimizing the value of your practice, practice

valuation issues and postpractice options. Don't miss out on valuable

information that could dramatically increase proceeds from a future sale.

Q: How can | make my practice more valuable?

A: There are lots of things that can be done to make a

pracfice more valuable, some aesthetic, some
procedural and some financial. If you're considering
selling your practice in the very near term (within two

to three years), be sure that your office is up-to-date with
its infernal furnishings. While you may not realize the
refurn to make an investment in brand new dental
equipment worthwhile, ensuring that flooring, wall paint
and other accents are mostly current will go a long way

in the sale of your practice.

Some procedural and nearly all financial modifications
fo increase value may necessitate longer range planning
for the changes to provide a return (usually they need to
be implemented three to five years out). That said, these
changes can prove much more important in overall
practice value and should not be overlooked. It's never
too early fo start thinking about increasing your

pracfice's value.

For more information or to register,
For answers to more Frequently Asked Questions,

go to ADSflorida.com

contact the Florida Dental Association at
800.877.9922, e-mail fndc@floridadental.org
or go to www.fndc.expoplanner.com

Meet the

What Our Clients Say ADS Florida T
orida leam

“Don’t waste your time.
Talk to ADS first.”

Michael K. Willis, DMD

Hy Smith, MBA
(239) 262-3077
hy@ADSflorida.com

Southeast Florida
Stuart M. Auverbach, DDS
(954) 431-3624

stuart@ ADSflorida.com

“ What could have been a daunting task became a

North / Central Florida
Paul Rang, DMD, JD
(407) 671-2998
paul@ADSflorida.com

manageable experience due to Stuart's efforts.
| would highly recommend anyone interested in

selling their practice contact Stuart.”

GOI"Y M Stein, DDS West / Southwest Florida
Greg Auerbach, MBA
(941) 7467959

greg@ADSflorida.com

Miami

Olga Rodriquez, RDH
(305) 9686542
olga@ADSflorida.com

_ Thlnklng of TRANSITION?
Visit ADSflorida.com Today

ADSflorida.com
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Practice Transitions
Made Perfect"

Licensed Real Estate Broker
Exclusive Florida Broker for ADS

999 Vanderbilt Beach Road,
Suite 200
Naples, Florida 34108

Visit our website at:

ADSflorida.com
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