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ADS Florida’s specialized network includes
relationships with the leaders in the dental
transition industry including:

y Lending Sources
y Legal Counsel
y Accounting Advisors
y Technology Consultants 

CONNECTED

Matt Adrian – 877.598.0152
ADS Preferred Lender

When you are considering selling your practice, any
purchaser is going to be looking at your core
technologies – practice management, imaging, and
I.T. For this segment, let’s focus on what you can do
to make the imaging portion as attractive as possible.
These are great guidelines, not only if you are thinking
of selling your practice, but for anyone looking to
invest in digital imaging.

1. Run with the group
When discussing practice management software in the
last issue, I outlined the advantages of going with a
mainstream product. The same advantages apply to
imaging. There are some great choices available:
Schick, Dexis, Carestream, Gendex, etc. These are all
high-quality products, supported by excellent companies.
The initial cost may be a bit higher, but you need to look
at the total cost of ownership (TCO) of these products.

We have a motto at Advantage Technologies that we
repeat to our customers over and over during the design
of any I.T. (and consequently imaging) system: “Nothing
is as expensive as downtime.” The savings that you can
experience with a cheap sensor purchased online will
very quickly be eliminated the first time there is a problem.
At that point, you would gladly trade the money you
saved for the phone number of a local representative
who can help you get a sensor overnighted (or better)
to your practice, with minimal hassle.

2. Stay with support
Question: Should you pay for imaging support (sensors,
PSP, pan, etc)? Answer: Absolutely! These devices are
critical to your practice, and protecting them is a sensible
and sound investment in your practice. 

Another consideration regarding support: it is not just for
the device itself. Support includes all the future updates
to that imaging software. As new technologies emerge,
operating systems are updated and bugs are fixed, as
well as a multitude of other issues. It is imperative that
you have these updates. As an example, a few years
ago I had a customer who was using a digital system
on the Apple Mac OS. Apple released an update,
but the new update was incompatible with the four-
year-old version of his imaging software. Had he been
on the most current version, this would never have been
an issue. 

3. Watch for upgrade opportunities
Imaging devices such as pans can last 20+ years.
Sensors and intraoral cameras can last 10+ years, but
you would normally want to look at an upgrade prior
to that. Newer designs, simpler interfaces, improved
reliability and image quality, and patient comfort are just
some reasons. Watch for “upgrade” pricing available
through your local representative. This is an occasional
event, but if you are looking for the opportunity, it can
save you some time and money.

Bryan Currier is president of Advantage Technologies,
a computer and networking company dedicated to
serving dental practices. Bryan has 13 years in the
industry and has assisted nearly 1,000 practices with
various IT needs throughout his career. He has spoken
at various events, including the Carestream Users Group
and Microsoft Worldwide Partner Conference, and has
been published in various trade journals. He resides
in Florida with his wife and four children.

How to Keep Your Imaging 
System Marketable:
Buy Quality. Invest in Support. 
Look for Upgrades.

by Bryan Currier, Advantage Tech
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Recently, we were contacted by a dentist looking for an expert witness to
assist in a legal dispute with a former partner. Several years ago, she had
reached out for assistance in forming a partnership, but when confronted
with having to pay for the services, chose to do it herself. She now admits
that she went to the Internet, old employment contracts and dentist friends,
and patched together an agreement with her partner. She sold him a portion
of the practice, and they practiced for almost four years before they began
to experience personal and professional disagreements. The problems
escalated until the partner left the practice. He then filed a lawsuit demanding
the return of his investment/purchase and additional money for damages.

The end to this sad story is that eventually both parties filed for bankruptcy,
the practice closed and the litigation escalated into a very costly battle that
continues to this day. The original owner estimates that over $200,000
has been spent to date, and they are just now preparing for their final
arguments in court.

Unfortunately, this is not a unique or extreme case. Over the years, we have
served as expert witnesses in similar partnership dissolution or other transition-
related litigations. In truth, there is nothing that can prevent partnerships
from failing. However, anticipating the possibility of failure and building
the remedies and provisions into the partnership agreements that allow for
dissolution without the distress and cost of extended litigation is very doable.

Similarly, in a practice sale where the seller will be leaving, there are things
to look for, representations and warranties that are important to consider,
as well as steps to take during the process to minimize the possibility of
future trouble.

Are your economic expectations realistic?

In any type of transition, it is important that the parties understand what they
are getting into and understand the ECONOMICS of the transaction and
relationship. The above relationship came apart because there was a
misunderstanding of the economics. Neither party understood the impact of
having two dentists in the practice, and each had greater expectations than
were realistic. When their expectations were not realized, the differences
grew and eventually led to the breakup of the practice and accusations
against the other to the point of filing lawsuits. 

In a multi-doctor practice, even if the economics are detailed, understood
and accepted by all parties, additional discussions are necessary to review
all the other elements of running a practice with more than one owner. This
is where a transition consultant familiar with partnership relationships can be
of great assistance. Some issues that should be discussed are management
of the practice, fee schedules, staffing requirements and compensation,
clinical philosophy, work schedules and new patient assignments, but
also many more. 

Similarly, with a practice sale, if there are unrealistic expectations on the
part of either the buyer or seller, a fair transaction may not be possible. If
the numbers don’t really work, or are presented incorrectly, it is unrealistic
to believe that a practice’s financial picture will immediately improve just
by replacing the dentist/producer. When a bank says “no” and the seller
agrees to finance the transaction, similar outcomes, including bankruptcy
and closing the business, have been experienced.

In a practice sale, what are the responsibilities of each party before and
after the sale? What are the expectations of each party? Generally, without
an experienced consultant, the important questions of how the practice
operates before and after the sale may never be discussed, which can
lead to costly litigation in the event of contract breach(es). 

Once all of the basic issues and terms are agreeable to both parties, your
transition specialist may have “standard” draft documents that can be
provided as a template; or an attorney who has significant experience in
drafting legal dental agreements should be engaged. In the case of a
partnership, the attorney should memorialize your partnership agreement
to include any and all of the above as well as dissolution provisions in the
event the partnership fails.

Put it in writing

The dissolution provisions in most partnership agreements are usually the
most lacking. The provisions should include how the practice will continue
in the event of a partner’s death, disability, voluntary retirement, loss of
license to practice and, of course, incompatibility of the parties and a
decision to dissolve the partnership. These provisions should include the
financial terms of the dissolution, insurance coverage for death and/or
disability, and how one or the other party is to be compensated for their
interest in the practice if departing.

Without discussion and putting these provisions IN WRITING in the
partnership agreement, there will be misunderstandings, misinterpretations
and, very often, costly litigation to sort out a fair and reasonable solution.
That fair and reasonable resolution may not be fair or reasonable in the
eyes of one or the other parties, but that is what the courts are for, and that
is what will ultimately cost thousands (perhaps hundreds of thousands) of
dollars and untold grief to resolve.

Whether it be for a straight sale or more “complex” multi-doctor transition,
engaging qualified experts who understand dentistry and the nuances of
transitions is the best way to avoid the probability of finding oneself in a
very costly and distressful lawsuit that ultimately will cost many times the
cost of hiring qualified experts to assist in the first place.

But what
if it doesn’t 
work out?
Get Expert Help to Minimize 
Future Problems
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Q&A

Q&A
Q: Can you provide an overview of the 

transitions process?

A: For a general overview of the transitions process,
please visit www.adsflorida.com/psfc.pdf. Please note
that every transaction is different, and therefore the 
timing and actual progression towards closing may vary.
Many steps, if done incorrectly, can adversely affect future
steps, if not jeopardize the sale, so we always suggest
consulting with one of our experts to facilitate and guide
you through your transition.

For answers to more 
Frequently Asked Questions,
go to FAQ.ADSflorida.com

Phil LoGrippo, DMD, maintained a private practice in general
dentistry in Naples, Florida, for 22 years, selling it in 2011. A
two-time past president of the Collier County Dental Association
and current member of the Executive Committee, he has
served on the House of Delegates of the Florida Dental
Association and is a member of the ADA, FDA and WCDDA.
Phil is a Florida Gator and enjoys exploring the Everglades
by foot, bicycle, and car.

Dr. LoGrippo will work with ADS Florida and dentists in
Southwest Florida to plan and complete successful transitions
like his own.

[ Contact Phil ]

239.682.4339
phil@ADSflorida.com

“I have dealt with many transition brokers. All I can say is, 
 not all transition brokers are made the same. Paul Rang was
 very professional. One thing I have learned throughout this
 process is that it should be very detail-oriented and customized
 to your needs. I will recommend Paul to any of my friends
 and colleagues looking to sell or purchase a practice.”

— J. Dieter Burr, DMD

Thinking TRANSITION?
Call 888.445.8041 or Visit ADSflorida.com Today

What Our Clients Say

“ADS not only reaches prospects,
they deliver qualified buyers.”

— Robert Apfel, DDS

ADS F L O R I D A

Phil LoGrippo, DMD
Transition Specialist
Naples / Fort Myers  

[PROFile]

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

West/Southwest Florida
Greg Auerbach, MBA
(941) 746-7959
greg@ADSflorida.com

Southeast Florida
Stuart M. Auerbach, DDS
(954) 431-3624
stuart@ADSflorida.com

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

Naples / Fort Myers
Phil LoGrippo, DMD
(239) 682-4339
phil@ADSflorida.com

Meet the ADS Florida Team
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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

Practice Transitions Made Perfect™

Treatment fees directly impact your annual income, 
overhead and practice value. There’s no better time 
to review what you charge.

                     This report is free to ADS Florida newsletter 
                     subscribers.Visit FeeSurvey.ADSflorida.com
                   to request your localized report.

Are you chargingEnough?
Request Your Localized Fee Report today

y Asset or Liability?Safeguard Your Practice Imaging System
y Bad Break-Ups:Exiting without an Expert
y FAQ:Transitions Overview—The Same, but Different
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Hy Returns toFNDC
Save-the-Date: Saturday, June 16th 

ADS Florida’s Hy Smith will follow up last year’s successful,
three-part practice transition program with insightful strategies
for maximizing practice value. With his advice, dentists have
added thousands to their current income and retirement, so
stay tuned for more details.

2012 insight series


