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OUR BACKGROUND (A LITTLE ABOUT US)

Å Justin: 5 years as a Former Naval Officer and 13 years in Dental 
Business Space:  Dental Transition Broker and Director Special 
Markets (Ivoclar Vivadent and Air Techniques)

Å Jessica: 12 years in Healthcare Law:  Dental Transition Law, Defense 
of Complex Medical, Dental and other professional malpractice, 
Nursing Home and Long-Term-Care Negligence, Class Action 
Defense, Federal and New York State Statutory and Regulatory 
Violations and Compliance against Healthcare Entities.
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with people - helping them find solutions and meet goals.



OUR MISSION: SUCCESSFULLY PASS THE BATON WHILE PRESERVING YOUR 

LEGACY, PATIENTS, STAFF AND PROFITABILITY OF YOUR PRACTICE

VTransparency ðNo Dual Representation and Third-Party Valuations

VTechnology ðRobust Website with Global Reach

VProfessionalism ðCommunication, Expertise and Thoroughness 

VCollaboration ðWe Work Closely with Your Trusted Advisors

VThe transition, not just the transaction

VFinding the right fit for each situation



DDSMATCH ðAT A GLANCE

ÅRepresented by 32 owners

Å632 Years of Combined Dental Experience

ÅCovering 41 states and growing

ÅGuided over 500 practices through successful transitions 
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Phase 1:

Planning 

and Design

Phase 2:

Transition 

Management

Phase 3:

Transaction/ 

Transfer of 

Ownership

ÅVision, Goals, 

Outcomes

ÅValuation

ÅBusiness Readiness

ÅIdeal Candidate 

Profile

ÅMarketing the 

Practice

ÅFinding 

Opportunities

ÅQualifying 

Candidates

ÅManaging Offers

ÅFrom LOI to Closing

ÅReal Estate

ÅFinancing

ÅStaff/Patient 

Communication

ÅClean Transfer

Three Transition Phases



START THINKING ABOUT TRANSITIONING

ü Ideally, start planning 3 ð5 years before your transition

ü Financial considerations (sell & retire OR sell & work) 

ü Transition before your production/collections start to drop

ü Asses your personal situation ðready to cut back, burned out, want to keep working?

A SUCCESSFUL TRANSITION IS A PROCESSNOT AN EVENT



WHAT ARE CURRENT MARKET CONSIDERATIONS?

ü Private practice acquisitions are in high demand

ü Currently inventories are on the rise

ü More than 50% of dentists are 50 or older

ü Financing is available for buying dentists



WHAT ARE THE YOUNG DENTISTS LOOKING FOR?

ü Profitability/Cash flow 

ü Lifestyle

ü Location

ü Practice culture and personality match

ü Well trained staff that are willing to stay

ü Clinical alignment and/or opportunity -procedures youõre doing 

and NOT doing



HOW DO I GET STARTED?

ÅMeet with a trusted transition specialist

ü Representing ONLY you, the seller

ü Confidentiality is key

ü Get to know you and your vision

ü Strategize and make an action plan

ÅAssemble your team

ü Attorney

ü CPA

ü Financial Planner



HOW DO I KNOW HOW MUCH MY PRACTICE IS WORTH?

ÅAppraisal vs Valuation

ü Appraisal can be done by anyone ðsimplified

ü A valuation is typically performed by a professional

ü Should be certified (CVA, ABV, etc.)

ü Should be independent, 3rd party

ü Income Approach (cash flow) ðmost common

ü Clinical Treatment Analysis ðby Dental Intelligence


