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Introduction 

 

here are several alternative strategies that can be used to sell a dental 
practice.  All of these strategies, however, fall into one of two general 
methods of selling a practice:  1) selling the entire practice outright, or  

2) bringing an associate into the practice for a period of time and then selling 
all or a portion of the practice to the associate(s).  Each of these methods has 
advantages and disadvantages and the one selected will depend largely on the 
goals and preferences of the selling dentist and the characteristics of the 
practice.  One of the keys to successfully using either of these methods to sell 
a practice is careful planning on the part of the selling dentist and avoiding 
mistakes that others have made. 

The primary purpose of this publication is to provide an understanding of 
important issues relating to bringing an associate into a practice for the 
purpose of selling all or a portion of the practice to the associate and to offer 
recommendations that should assist sellers and buyers who are interested in 
using this approach.  The information and recommendations provided are 
based on the author's experience working with numerous established and new 
practitioners who were involved in associateship arrangements that were 
intended to result in the associate buying all or a portion of the practice.  It is 
important to note that some of these associateships resulted in the successful 
sale of the practice to an associate, but some did not.  The cases that resulted 
in the successful sale to an associate provide valuable insights concerning 
what should be done and the cases where the associate left the practice 
provide equally important lessons and information concerning mistakes that 
were made and that should be avoided. 

A final item that may help in gaining an understanding of the material in this 
publication and the recommendations provided relates to the author's strong 
belief that associateship arrangements and the sale of a practice must be fair 
and equitable to both parties.  It is the author's opinion that the major reason 
some associateships fail and that associates sometimes don't end up buying 
all or a portion of the practice in which they have practiced, even though this 
was the original plan, relates to issues of perceived equity and fairness.  Due 
to the importance of equity and fairness to developing successful 
associateships and to consummating the sale of a practice to an associate, 
issues of equity will be highlighted throughout this publication. 
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Alternative Strategies 
for Selling a Practice 

 

lthough the focus of this publication is on bringing an associate into 
the practice for the purpose of eventually selling all or a portion of 
the practice to the associate, it is important to first determine whether 

this method of selling a practice is appropriate for you.  It is putting the cart 
before the horse to move ahead with plans to find an associate before you 
have determined how you really want to proceed with the sale of your 
practice.  An examination of the advantages of bringing an associate into the 
practice and then selling all or a portion of the practice to the associate and 
the advantages of selling a practice outright should assist in determining 
which method may be most appropriate.  Knowing the primary advantages of 
these two methods will allow you to determine how consistent each is with 
your goals, preferences, and constraints as well as with the characteristics of 
your practice. 

Advantages of Selling 
the Entire Practice Outright 

Selling a practice outright has several advantages that may make this method 
of practice sale desirable.  First, it allows an owner to practice in the manner 
that he/she wants, right up to the time of the sale, without having to modify 
the practice's methods of operation or making other changes necessary to 
accommodate another dentist practicing in the same office.  Some owner 
dentists have operated their practices for years by themselves and are not 
comfortable with the thought of having to modify office operations to 
accommodate an associate or partner.  Although modifying the practice's 
operations to accommodate another dentist is not always as difficult or 
traumatic as some may think, this issue is one that should be carefully 
considered before selecting the method of sale to be used. 

Selling a practice outright does not require finding an associate who is 
"right" for your practice and for you.  Most dentists and management 
consultants recognize the importance of finding and selecting the right 
associate to the long run success of the associateship.  If the owner dentist 
and associate do not have compatible expectations, philosophies of practice 
and personalities, it can result in serious disagreements and an end to the 
association before any buy-in or buy-out occurs. 
 

A 


	Steps to Consider 2013 TOC1
	Steps to Consider 2013 TOC2
	Steps to Consider 2013 Intro
	Steps to Consider 2013 Intro2

