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Content Notes, Mentors And Patrons
This issue is packed full of interesting
interviews and articles. There are five
feature interviews with prominent
Canadian dentists who tell their story
and who all give back to the communities they serve.
Mentors give back to the profession
they cherish. Fathers are often mentors
to their sons. This is the case with the
Pedlars, a father/son dentist duo practicing in Burlington, Ontario. Their
interview reveals a unique bond found
in their professional partnership.
Mothers are often mentors to their
daughters. Mary Banford with two
prominent professionals, Drs. Marcia
Boyd and Myrna Halpenny, converse with Mary’s daughters, Taylor and
Chandler, on the issue of women in
leadership.
Dr. Michael Racich and former UBC
professor, Marcia Boyd advocate for
study groups and clubs as a way to
mentor dental students and practicing
dentists alike.
Dr. Kenneth Montague is a patron
of the arts scene in Toronto who also
promotes Black culture and causes
nationally and internationally. The
entrance to his dental office contains
portraits of smiling people from all
backgrounds and walks of life. His
commitment as a patron is reflected in
his office art and photography.
Todd Slater, The $imple Investor, assesses the relative merits of three forms
of real estate investment and is the subject of an author interview/profile.
Andrea Chan, a partner at MNP,
outlines and explains eight accounting
practices dentists should follow. Her
step-by-step process can easily be incorporated in any dental practice.
Wayne Laski, the prominent Toronto
lawyer, reflects on Roy Brown, his
long time friend’s character and the
impact Roy had on dental practice
sales in Canada.

Dental offices have come a long way in
reducing their patient’s apprehension of
the dentist and the dental environment.
Jackie Rudberg reminds us that despite
this substantial effort there are many
patients who continue to be fearful of
the dentist’s chair.
Daniel Pisek of Full Contact Marketing
explains why adding a sales culture to
your marketing plan can enhance your
bottom line. He uses everyday examples
to make his case.
David Bazak of Royal Bank of Canada
shares dental tips from four successful
dentists based on their experiences. This
article is of value to dentists at all stages
of their careers.
Timothy A. Brown and Dr. Dev
Mangat of ROI Corporation Brokerage
provide an analysis of the state of corporate dentistry in Canada.
Marian Bracic of MBCLegal.ca outlines three scenarios that are costly to
dentists and some tips on how to chose
the right advisors for their practices. As
an HR lawyer she has much to say.
Things to remember Readers are
reminded that for subscriber information and a chance to win the book
Profitable Practice, please go to the
inside back cover of this magazine.
Don’t forget to check out our
Page from the Past ad there as well.
As always we welcome your comments
and suggestions for the magazine or
if you would like to write for the
magazine and have a story to tell that
would interest our dental professional
reading audience, please contact:
editor@profitablepracticemagazine.com.

PROFITABLE PRACTICE

PROFITABLE PRACTICE

EDITORIAL

ROI Corporation Brokerage

James Ruddy
James Ruddy is the Editor of
Profitable Practice Magazine
and can be reached at
editor@profitablepracticemagazine.com
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HR LAW

3 Disastrous Decisions
by Mariana Bracic

from someone who is acting outside the scope of their
expertise, no matter how well meaning they are, can be
disastrous as the following case illustrates.

PROFITABLE PRACTICE

In Dechene v. Dr. K-- Dentistry Professional Corporation1,
a dentist relied on his ‘human resources consultant’
to implement written employment contracts for his
staff, including a hygienist who had been employed by
the dentist for six years. However, rather than using a
process that has been approved by the Courts as being legally effective, the consultant demanded that the
hygienist sign the contract by the end of the day or face
termination. The hygienist refused to sign the contract
and, as promised, was provided a termination letter the
next morning. The termination letter did not provide
the hygienist with the appropriate amount of notice
and she later sued the dentist for wrongful dismissal.
Not surprisingly, the hygienist was successful and was
awarded six month’s pay in lieu of notice. As we have a
‘loser pays’ legal system, Dr K also faced tens of thousands of dollars in legal fees for both his own case and
his former employee’s lawyer.

2

As a busy dental practice owner, among
the most important decisions you make
are those related to hiring advisors.
There are three significant dangers when
doing so that you should carefully avoid.
Three cases that we have come across in
our practice recently illustrate each of
the dangers, and show how each can be
disastrous for the dentist.
1. The Con Artist
In a shockingly brazen case, we discovered that
one of our clients was being duped by someone
posing as a ‘management consultant’. The facts
are still under investigation by the police and
hence we can disclose only limited information at
this time. However, it seems the ‘consultant’ had
embezzled funds from our client, misappropriated
confidential practice information and engaged in
identity theft of the practice’s staff. Upon further
investigation, we discovered that the so-called consultant had a history of committing fraud and was
wanted by the police in connection with prior
similar activities.

2. T
 he Well-Meaning but Incompetent
Advisor
Being a practice owner is somewhat like being a
new parent in that you are on the receiving end
of advice from every passerby who believes that
they are qualified to give it to you. Sometimes
the key determinant of success in business (and
in life!) is simply knowing to whom to listen and
when. In our own micro-niche practice (HR law
for employer-doctors) we are amazed on a daily
basis at how much misinformation is bandied
about out there on employment law including by
people who do not have the remotest pretension
to expertise in the area. We live in an age of what
the Harvard Business Review calls ‘hyperspecialization’. An important test of the quality of your
advisors is whether they carefully circumscribe
the area of their purported expertise. The prudent
businessperson will always ensure that anyone on
whose HR law advice they rely (1) is a lawyer;
(2) who practices exclusively in employment law;
and (3) who works extensively with health-care
employers. Similar principles of specificity apply
in every field for which you need a trusted advisor: accounting, corporate law, banking, practice
management, practice sales, etc. Following advice

The situation faced by Dr K in this case--the trap into
which he fell--was completely avoidable. If he had
worked with a lawyer who specializes in employment
law, and, ideally, has expertise specifically with healthcare employers, he would have easily been able to transition his staff to proper written employment contracts
and actually add value to his practice. Instead, he not
only failed to increase the value of his practice, but
actually lost many tens of thousands of dollars, entirely
needlessly. Transitioning your staff to proper, written
employment contracts is definitely invaluable to your
practice but, as this case demonstrates, it is imperative to
work with a specialized employment lawyer to ensure
that it is done right.

Tips for Hiring Advisors:
i.	Ensure the advisor has specialized expertise in the
specific area for which they are hired, and does not
exceed the proper scope of their advice. In my practice, because we have such outstanding relationships
with our clients, our doctors often ask us for advice
(e.g. accounting, corporate law, divorce, wallpaper design, etc) that is outside of our area of expertise. We
always make it clear that we are outstanding at what
we do (HR law for employer-doctors) because that
is all we do. And then we refer them to an expert in
the area they need. In an age of hyper-specialization,
that is what any expert advisor should do for you.
ii.	Ensure that the advisor is well-known and wellrespected in the industry. One of the warning signs
that tipped us off about the fraudulent consultant
discussed above is that they had absolutely no Web
presence, no LinkedIn account, and no one in our
extensive network of advisors-to-health-care-professionals had ever heard of them.
iii.	Among the best tips for hiring anyone is to ask for
referrals from your friends and colleagues. Reputable
advisors will always be happy to provide references
of other doctors they have served with whom you
may speak.
Bottom Line:The quality of your advisors and your relationships with them can make or break your success. Ensure that
you surround yourself with the right advisors in each key area,
for your financial well-being and your peace of mind.
1 12012 ONSC 4594 (CanLII)

3. The Advisor with a Conflict of Interest
Another client of our firm recently approached us with
a concern about a practice management consultant she
had hired. While the consultant did have expertise in
the area, she is intimately involved in the growth of a
competing local practice. Our client expressed concern,
rightly, about whether her other client was actually trying to appraise her practice from the inside. She felt that
she had “opened her kimono” under false pretences.

Mariana Bracic
BA(Hons) JD | Founder, MBCLegal.ca
905-825-2268 | mbracic@mbclegal.ca
Mariana is proud of the dramatic benefits her
completely unique, niche specialization
(HR law + doctors) provides to her
clients’ wealth and happiness.
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FEATURE INTERVIEW

What is your position on the
issue of spousal exemption from dental
treatment?

Feature Interview
With
Drs. Larry
And
Patrick Pedlar

In 1991 in an effort to protect the public, the government took away an exemption granted to dentists by
reinstating a regulation that stated no health professional
could care for a spouse. They did it mainly because of
physicians and their intimate relationship with patients.
They forgot that for 100 years dentists have been treating spouses. I have been working to get this legislation
changed since about 1995. It is draconian… if you treat
your spouse and a complaint is filed, it’s an automatic
five-year license suspension. Should your readers wish
to learn more about this issue, they can visit
http://restorativedentistry.ca/news.html.

PROFITABLE PRACTICE

What do you do to unwind?
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Drs. Patrick and Larry Pedlar bring
a wealth of experience to their areas
of interest – restorative dentistry and
prosthodontics. They are licensed specialists with three years of specialized
education beyond dental school and
dedicated to the highest standards of
care in the restoration and replacement
of teeth. We chatted in their Burlington
office where they recently celebrated
their 50th anniversary.
Your reception area is quite
different…homey. How did this
come about?
We wanted our reception to look like a front room,
a living room. When our guests arrive we don’t
like to keep them waiting; we also get them out as
quickly as possible. We try to be on time and we
expect them to be also! It works quite well.
Dr. Larry answered the following questions.

How did you get into dentistry and
this specialty?
I wanted to be an artist but my dentist took me
to the dental school and showed me how creative
dentistry could be. I have always remembered
what he said; we have plenty of artists and builders
but we need more good dentists. When I started

in the 60s the specialty of prosthodontics did not
exist in Canada. As a result I did my post-graduate
training in the U.S. as did Patrick. We do have the
teaching here now but in my opinion the U.S.
remains the leader in this specialty.
There aren’t many of us - because you really have
to like to do it, be creative, be a builder. We always
start with orthodontics; if there is no solution
available, we move on to prosthodontics, a rebuild.
In our practice we do implants, crowns, bridges
and complicated rebuilds resulting from congenital defects and/or trauma. We have a small restorative practice and a referral practice from other
dentists; we work with other specialists when necessary. We also work with Sick Children’s Hospital
through the province. It’s a rewarding balance.

What was your reaction to
Patrick wanting to become a dentist
and eventually the two of you
working together?
I brought Patrick into the office as often as I
could over the years and was absolutely thrilled
when he came home one day after he completed
his Masters of Science degree and said he wanted
to be a dentist!

If you had one sentence to describe
your son as a dentist, what would it be?
He is great with his hands and has become better
than I was… as it should be.

Golfing, skiing with my wife and fishing. My wife and I
try and always have our five o’clock cocktail chat before
dinner to discuss the state of the world!

What are your thoughts on retirement?
I am semi-retired I guess but I would like to practice
another five years. We do about ten days of education a
year and we are resources for each other…Patrick benefits
from my experience and I benefit from his education and
current ties with the industry.

What advice would you offer to
recent dental graduates regarding
their chosen career?
If you love to work with your hands and you love
dentistry, it’s the greatest career in the world. When I
started out, dentists shared information and expertise.
Now the business model has changed and practices
want to keep everything in-house for revenue reasons;
the sharing approach has disappeared which I think is a
shame. It was a tremendous help for me; for us synergy
is important in a shared practice.
Dr. Patrick answered the following questions.

Did you enter dentistry because of
your father?
I was artistic as a youngster; I loved to build models and
had a natural interest in sciences.When I got into dental
school it was clear I had an affinity for dentistry. My father
was of course an influence but I never felt any pressure
that I had to go into the field… I just ended up being
good at it! I entered this practice in 1998 and took it over
in 1999. Dad works a day or two a week… depending on
his golfing, skiing and fishing schedule… it’s a great setup.

Dentistry continues to fascinate me. Technical and
material components have continued to evolve and
improve, while the artistry of sculpting beautiful teeth
and surgery have become second nature to me.
I approach each patient with no preconceived bias;
I am always open to the opportunity to provide the best
single tooth or complex rehabilitation solution.

How would you describe your relationship with your father?
I am part of a unique dental family; in addition to
my father, my wife Cindy studied dental assisting and
hygiene while I was in dental school. My father and I
had our challenges in the beginning but it’s been solid;
we disagree of course but never about dentistry and our
patients are amazed how much alike we are. We have
moved from a parent/child relationship to a colleagueto-colleague relationship. Dad has challenged me on a
lot of different levels and although he may know the
answer to a question I have he let’s me discover things
myself.

If you had one sentence to describe your
father as a dentist, what would it be?
Hard working, a consummate professional, a great role
model who consistently does the best job that can be
done.

What do you do to unwind?
I love to ski with Cindy and the kids, ride bikes and
work out regularly. We have two children and spend
a lot of time running around taking them to various
activities. My wife Cindy really supports me and comes
into the practice where she keeps an eye on the flow
and organization of the practice.

How would you describe the state of
dental care in Canada today?
I think the quality is fairly high; it’s quite accessible but
admittedly is expensive. There are programs that are
subsidized by governments which is great. Dentistry
is an amazing service that has such a huge impact on
patients’ lives. We are very fortunate to provide solutions
to improve their quality of life.

As a dentist in mid - career what advice
would you offer to young dentists just
starting out today?
The training is expensive; I think it’s important to manage
your expenses. I also would counsel newly graduated
dentists to take it slow; don’t be too eager to jump
(continued on page 28)
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Marketing Drives Response
A Selling Mindset Drives Revenue

PROFITABLE PRACTICE

by Daniel Pisek
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This summer, I had a very memorable car buying
experience that went way beyond the vehicle itself.
The chain of events with this purchase made me
appreciate the importance and benefits of having a
sales culture working for your business.
Many of the ‘Discovery Calls’ that I have with doctors or
practice managers include a discussion about return on investment. With marketing being an important investment in
your practice, you should understand the numbers. However,
in deriving theses numbers, there is usually a larger conversation that ensues. While the marketing piece including a
professional brand identity, progressive internet strategy, and
eye-catching mailer, will get noticed and drive response, it
doesn’t necessarily mean the cash register will ring.
Someone must demonstrate some selling skill to convert
the prospective opportunities–and close the deal.
The big question that every business and every practice must
ask is how effective they are at ‘closing’. As a marketing
company, we have been working with dental practices for over
13 years to drive response and get their phones ringing.
Our role has now evolved to helping our clients boost their

practice sales culture to increase the return of both
external and internal sales opportunities.
In a recent mystery call that I placed for a client office,
I witnessed an example of how dental practices really
need to commit to a sales culture. The call was placed,
Jenny was very friendly, engaging and spoke very well
about the practice and how the doctor was ‘family
friendly’. While she was very friendly, at no point in
the conversation did she attempt to make a close–book
me in for an appointment. Being friendly and serviceminded is great. But closing and converting the prospective opportunity is what makes the cash register
ring and helps the bottom line.
Conversely, last weekend I was trying to replace my
wife’s older Honda CRV with a new one. First I called
my regular dealership to discuss what I was looking for
and financing options. The process was taking quite
a while and we did find something close to what we
wanted, but let’s just say my wife was not jumping up
and down with excitement. On this particular Saturday
afternoon, I had a full agenda at home and I was not
able to get out anywhere. I was, however, able to take
a few minutes to try calling a few other dealers and
inquire about their options. The first call I made was to
the next most local dealer, in the neighbouring town.
What happened next was epic! After being pleasantly
greeted on the phone, I was connected with Jeff, a
member of the sales team. After a short discussion about
my desired vehicle and financial requirements, Jeff
informed me that they had the exact vehicle I wanted
on their lot. He then attempted his first close: “This
truck won’t last long. How quickly can you get here?”
he said. After explaining my inability to get there that
day, Jeff made his next move. “Where do you live?” he
asked. “If you can’t get here to see the truck and talk, let
me bring the truck to you!” Twenty minutes later, Jeff
was pulling into my driveway with a shiny new truck.
After a 15 minute discussion about the finances, and
some calls to the dealership, there was a handshake and
we made a deal. How is that for making the most of an
opportunity? Nicely done Jeff!
In any successful organization, good sales and marketing
work hand-in-hand to make the cash register ring.
With that being said, more and more of the Marketing
Action Plans we develop for our clients include a team
building session featuring a sales training component.
Initially this topic of selling gets people nervous. But
after exploration, everyone relaxes and gets quite excited about how they can become more engaged in the
selling process to drive revenue.

a hidden ability to sell-they just don’t know it. For
example, I am a sales professional and I do my best selling at 8:00 a.m. every morning, when I’m negotiating
with my kids on what they are going to wear that day.
On some days, they can definitely be a couple of tough
customers.
Today more than ever, you need to have a selling culture
working in your practice.Your professional marketing
plan sparks the interest that sparks the opportunities.
However, at the end of the day, they are still only
‘opportunities’. A professional selling approach will take
that opportunity and convert it into an actual sale. Let’s
face it, in any business you can think of, you don’t have
a business until something gets sold. It’s a competitive
world out there and you need to make the most of
every opportunity. And adopting a sales culture where
‘closing the sale’ is part of the everyday experience in
your practice can maximize your marketing program’s
return on investment.
Bottom Line: An interesting, personalized account of how
including a sales culture in your practice’s marketing plan helps
in ‘closing the sale’ and increases your practice’s bottom line.

Daniel Pisek
Daniel Pisek is the president of
Full Contact Marketing, a company that
specializes in health practice marketing.
He can be reached at 1-800-728-6651 ext.24
or dan@fullcontactmarketing.ca.

In most cases, the people working in a practice do not
have ‘selling’ backgrounds. I believe that everyone has
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FEATURE INTERVIEW

Feature Interview with
Dr. Marcia Boyd and
Dr. Michael Racich
The interview that follows is not only of
value to dentists considering retirement and
selling their practice, but presents advice on
many topics of interest to all dentists.
How did the two of you meet?

PROFITABLE PRACTICE

Dr. Racich: We met when I was a student at the
University of British Columbia (UBC) where
Marcia was a professor. As a student, I did not have
a lot of contact with Marcia. Nevertheless, I knew
Marcia was well liked and respected by my peers.
When it came time to seek a responsible consultant and then later sell my practice, and I learned
that Marcia was a broker and it was natural that we
would connect.
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Since ‘retiring’ from that part of my career my
interest is now focused on ethics and professionalism–which of course has significant relevance to
the brokering of a dental practice.

What was special about Dr. Racich’s
practice that made it appealing
to buyers?
Dr. Boyd: Mike is a highly respected practitioner
and his strong work ethic and the quality of his
care was evident everywhere. The practice was
very well run and organized. Throughout the sales
process, Mike and I consulted and worked hard to
keep things moving and Mike trusted me and was
open to negotiation.

Dr. Boyd: After Mike graduated we began meeting
at seminars and continuing education events and became friends. It was clear that both Mike and I shared
a common belief in ‘hard work, intellect and ethics’.

Dr. Racich: My previous experience with dental
consultants was less than ideal. When Marcia and
I reconnected and consulted, initially on practice
and not sale matters, I received a lot of very good
advice on how to proceed.

How did you know it was time to sell
your practice?

What surprised you about the whole
process of selling your practice?

Dr. Racich: It was a combination of no longer
needing or wanting to be emperor and realizing
the need to stop chasing ‘2 rabbits’. By that I mean
how could I reallocate my time in order to still
practice to the level I aspire to and also be able
to devote appropriate resources for my other
professional endeavors.

Dr. Racich: No surprises as Marcia and company
were extremely professional and knowledgeable
about the B.C. marketplace, specifically the Greater
Vancouver area.

You both have strong academic
backgrounds and interests.
Can each of you focus on one
of your academic interests?
Dr. Racich: Empowering my colleagues via
my FOCUS study clubs, coaching, lectures,
friendship(s), etc.
Dr. Boyd: Mine have evolved over time… When
I was at the UBC my focus was on educational
research and how to assist and maximize student
learning and acquisition of psychomotor skills.

Can you describe the overall
emotions that you felt before you
sold compared to after you had
sold your practice?
Dr. Racich: It was difficult initially to change my
day-to-day relationships with patients and team
members after 30 years. As expected, it was the right
decision that has been reinforced as the weeks have
and continue to go by.

How would you describe your seller/
broker relationship both before the
sale and after the sale of the practice?
Dr. Racich: Before and after it was excellent. I had

no after sale expectations as Marcia is one very busy
lady professionally and outside of dentistry.

longer want to be involved in the profession. Regrets,
none. My glass, as always, is still ‘half full’.

Dr. Boyd: We worked very well together throughout
the process and it was very rewarding to find ‘the right
fit’ for Dr. Racich, his staff and patients. We are always
striving for a ‘win-win’ outcome for the vendor and
the purchaser. I was very pleased for all parties at the
conclusion of the sale.

Dr. Boyd: Regrets? None! I’ve enjoyed a very exciting
and fulfilling career. Now with ROI I have my ‘part
time job for life’–and love it!

You both continue to be very active in
the dental profession from writing, teaching and presiding in so many professional
organizations, what gives you the most
satisfaction professionally?
Dr. Racich: Empowering my colleagues to be anything
they want to be.
Dr. Boyd: Being engaged with colleagues, sometimes as
a mentor, and continuing to contribute to the advancement of the profession where I can.

What do you do to unwind?
Dr. Racich: I am very fortunate to have an amazing
family, I live in a great city/province/country, and I
work in a fabulous profession. I am sort of ‘living the
life’. I do not play at my work nor do I work at my play.
I just enjoy it all as it comes.

Any final thoughts?
Dr. Racich:We are involved in a great profession. However,
times continue to change as they do in all professions/
industries. Reorganization is inevitable in order to stay
current.Those want to stay involved and professionally
satisfied over the remaining decades of their careers will
have to be proactive to the changes/trends around them,
be it practice models, treatment options offered to patients,
or lifestyles. It’s literally ‘snooze you lose’.
Dr. Boyd: I highly recommend the study groups and
clubs that Mike referred to earlier. This allows for
consistent professional development, as well as camaraderie. I suggest that dentists get involved in organized
dentistry, which can open doors both professionally and
personally, and is extremely rewarding. Give back to this
wonderful profession in your own special way.
Remember,YOU are entrusted with the future!
Bottom Line: A feature interview with two seasoned professionals
who have much to say to our dental professional readers.

Dr. Boyd: I like to read, garden, cook, entertain and
travel. I am pretty enthusiastic about everything I do
and have fun doing it!

What advice would you offer to recent
dental graduates?
Dr. Racich: Live your dreams and do not let anyone tell
you anything different. Be a lifelong learner as ‘cream
always rises to the top’.
Dr. Boyd: Recent graduates should look for a mentor, keep growing and deal with the uncertainties to
become leaders with a strong sense of professional
self-esteem. As independent individuals they eventually
will want and be able to lead and manage their own
practice. Developing a life motto will serve as a guide in
personal and professional life. Mine is, ‘seek knowledge,
conquer fear, do justice’.

What is next for both of you… is it
business as usual or are there any new
thoughts about the future or any regrets?
Dr. Racich: Next, I have no retirement plans. I will
continue to be involved in the dental profession until
either I get shaky hands or I wake up one day and I no

Dr. Marcia Boyd
Dr. Marcia Boyd is a Senior Associate with
ROI Corporation Brokerage, a company specializing in practice appraisals, consulting
and brokerage. Marcia can be reached at
Marcia@roicorp.com or 604-220-2396.

Dr. Michael Racich
Dr. Michael Racich practices comprehensive restorative dentistry, prosthodontics
and TM D/ orofacial pain. He is a member
of many professional organizations and
has lectured on subjects relating to patient
comfor t, function and appearance. Dr. Racich
has published in peer-reviewed scientific
journals and has authored the books: The

Basic Rules of Oral Rehabilitation (2010),
The Basic Rules of Occlusion (2012) and The
Basic Rules of Facially Generated Treatment
Planning (2013) . Currently he mentors the

didactic/clinical FOCUS Dental Education
Continuum.
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ACCOUNTING

Never Leave Money On The Table With
These Rewarding Accounting Practices
by Andrea Chan

	If you are buying a building, by owning it in a
separate holding company you can sell your practice without having to sell the building.You can also
benefit from quick tax write-offs.
	If you want flexibility with your remuneration, as a
shareholder and an employee of a PC you have the
option of taking money out of the corporation as
dividends and/or salary, which enables you to reduce
taxes in various ways.

2.	Set up a reliable bookkeeping/
accounting/financial reporting system
The importance of timely, complete financial records
can’t be overstated. In order to understand how your
practice is doing and to make informed decisions that
will achieve your financial goals, you must have reliable and timely data. This requires investing in a capable
bookkeeper who is experienced with dental practices as
well as an accounting/reporting system that effectively
organizes and tracks your practice finances today and
meets your needs as your business grows.

3. Be proactive with tax planning

PROFITABLE PRACTICE

Leave money on the table?
Not me. No way.
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While none of us likes to believe we would walk
away from money that we could put in our pockets, it happens often. Here’s an example. A dentist
who owned two practices was experiencing health
problems and decided to sell one of the practices.
There was just one problem–his two practices
were in one professional corporation (PC)
because he had wanted to save costs for set up and
annual tax filings. Unfortunately, this meant he had
to sell assets instead of shares, forgoing the ability
to claim the capital gains exemption of $750,000
on the sale. A lack of timely planning cost him
$200,000 in taxes.
Be sure you don’t leave a heckuva pile of money
on the table with these eight enriching accounting
practices for every phase of the life cycle of your
business.

Start up
When you make the transition from associate to
business owner, the following accounting practices
can be particularly rewarding.

1. Structure the business properly
Sole proprietorship, partnership, cost-sharing
arrangement or corporation? While you should
discuss the advantages and disadvantages of each
structure with your accountant, here are a few
scenarios where establishing a professional corporation can offer valuable financial advantages.
	If you have practice debt that you transfer into
a PC, its lower tax rate gives you $0.85 on the
dollar to use for debt reduction versus $0.54
when your practice is unincorporated.
	If you can afford to save some income, the first
$500,000 of income earned inside a PC is subject to a corporate tax rate (15.5%) that is much
lower than the top personal tax rate (46.5%) for
a sole proprietor or partner.
	If you sell your practice as shares of a PC, each
shareholder can potentially receive $750,000
($800,000 in 2014) of the gain tax-free. If you
own more than one practice, holding them in
separate PCs allows you to sell each practice
individually, as a share sale, to claim the exemption.

Achieving optimal tax savings requires more than an
annual discussion with your accountant. Since your
circumstances change during the year, so should your
tax strategies. Therefore, meet with your accountant at
least two or three times through the year to strategize
opportunities for reducing taxes, such as the following.
Determining the amount and form of remuneration
Income splitting with family members
Maximizing potential deductions
Timing capital expenses
	Structuring financing and contracts such as
leases for optimal tax results

Growth

A budget generally includes revenue and spending goals,
cash flow projections and profit and loss forecasts that
you can compare against actual performance. By going
over the budget on a monthly basis you can identify
inefficiencies, manage resources and cash flow and make
timely decisions.

5. Review financial records
A monthly review of financial records is another
rewarding habit. Keep in mind that you don’t have to
spend hours with these tasks. Once you become familiar with the figures, a quick glance will enable you to
identify variances.
	Review the income statement and compare with
the budget to note profits/losses, assess how your
practice has performed over the last month and to
identify any unusual changes from previous months.
	Review the balance sheet to see the current financial
health of your practice–assets, debts and other liabilities–and to identify any negative trends.
	Review all monthly transactions; reconcile balances
of bank, credit card and loan statements with the
balance sheet.
	Take a look through accounts receivable to ensure
these are being collected on a timely basis.

6. Assess key performance metrics
Want to know whether you’re achieving the true
potential of your practice? Key performance indicators
can tell you. Selecting and monitoring the appropriate
benchmarks enables you to measure progress, how your
practice stacks up relative to others and to address any
challenges.
A diverse range of benchmarks can be used to assess
performance.Your accountant can help you select those
that are most relevant for your business. Here are some
financial indicators that can be particularly rewarding.

When your practice reaches the stage when start up
priorities shift to growth opportunities, it’s important to
get to know the numbers behind your business and to
use this information to strengthen your operation. Focusing on the following accounting practices can yield
invaluable payback.

	Annual increase in revenue

4. Budget

	Supplies-to-revenue ratio

Preparing and regularly reviewing a budget for your
practice is one of the healthiest financial management
habits you can adopt, equipping you with strong oversight and control of your finances.

	Lab fees-to-revenue ratio

	Annual average billing/patient
	Aging accounts receivable
	Salary-to-revenue ratio
	Rent-to-revenue ratio

Exit
While there’s strong demand for dental practices right
now, you still need to implement certain accounting
strategies to realize top dollar.
(continued on page 28)
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PRACTICE MANAGEMENT

The ‘Fang Shui’
of Dental Practices
by Jackie Rudberg

home to countless bacteria, protozoa and fungi that
dentists and hygienists jump into daily. Excitedly and
happily, I might add… even if they pull out a three day
old popcorn kernel or lettuce that’s fomenting inbetween molars.

	Consider giving hot towels to nervous patients-it’s
soothing to the touch and can have a very calming
effect, particularly if scented with lavender or other
soothing scents like jasmine and mint designed to
relax the senses;

And even though modern dentistry benefits from
present-day technological advancements, those of us
lying in the chair always feel as if we’re voluntarily
submitting ourselves to a form of torture familiar to
prisoners-of-war. As patients, many of us engage in all
manner of mental acrobatics to get through our dental

	Operatories should be inviting; many operatories
strategically place a TV in such a way that the patient
has something to focus on other than the fist in their
mouth; but any positive sensory distraction will accomplish this;
	Any successful attempt to employ feng shui demands
that old magazines and newspapers be discarded
along with any negative energy residing in clutter;
	Wall decorations should feature natural scenes
inviting the viewer to feel at ease through the
imaginary landscape;

PROFITABLE PRACTICE

	Lighting, particularly in the reception area should be
such that it creates a calming environment to eradicate the butterflies; dental offices should also try to
use less harsh lights in the operatories, if it doesn’t
compromise treatment capability.
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If you’re anything like me, going to the dentist for
any reason, including a regular cleaning, instills feelings of dread, anxiety and unprecedented weightloss that Jenny Craig could never rival. I can think
of any number of activities that once repugnant,
suddenly seem captivating… like adopting a pet
tarantula or preparing taxes.
No attempt on the part of dental offices is made to shroud what
awaits back there. The reception area greets you with gurgling
sounds of mouth-torture utensils coupled with the whirring
sound of the drill. Suddenly, a rabble of unsettled butterflies
make a home in your gut, forcing you to suppress a mild gag.
I liken a dental visit to standing at the edge of an elevated cliff
where objects below are the size of salt and pepper flakes.You
don’t need to look down to know how far you have to fall.
Efforts to furnish dental operatories with modern chairs, equipment and shiny new picks and hooks, sanitized and aligned on a
tray with military precision are mere attempts at masking surgical instruments to perform painful mouth architecture. Truth be
told, there’s a part of me that’s awed by someone who chose to
carve out a professional career by mining for plaque, scraping
tartar, and injecting needles to freeze gums so as to yank teeth
that went AWOL. I fail to understand the appeal of this profession; consider that the mouth is an active breeding ground and

appointments. Absorbed by self-induced efforts to calm
our nerves, it’s as if the dental office environment is a
separate by-stander, a mere parallel universe or pod that
we enter in location only and look forward to parachuting out of as soon as possible.
Given that dentists are aware of their patients’ nervous
and anxious dispositions, it’s always struck me as odd
that dental offices don’t make a concerted effort to create a Zen-like environment by channeling the calming techniques often found in spas. After all, a relaxed
patient makes for a more relaxed experience and by
extension, a more relaxed dentist. The world doesn’t
function according to me, but if it did, I would make
the following suggestions, which dentists should consider to lighten the mood:
	The reception area should create a feeling of calm
achieved through a combination of lighting, decor
and the colour of the walls; blues and greens are
often suggested for medical offices;
	The sound of trickling water or a gentle waterfall is
soothing and calming; there are indoor sculptures/
fountains that can be placed in the reception area to
channel a spa environment; alternatively, soft music
can help quell jumpy nerves;

I can only imagine the day when I want to arrive at
my dentist’s office early to enjoy the calming environment and even a hot towel. Patients may even submit to
have additional cleanings and undergo other cosmetic
procedures if they associate going to the dentist with a
Zen-like experience. But I’m not holding my breath.
In the meantime, I’ll still choose preparing taxes and
adopting a pet tarantula!
Bottom Line: An interesting look at the fears many patients
still have when visiting a dentist’s office and some suggestions
for alleviating these fears.

Jackie Rudberg
Jackie Rudberg is Director of Business and
Legal Affairs for ROI Corporation where
she provides a combination of legal and
financial advisory ser vices to instill and
sustain success.
She can be reached at jackie@roicorp.com.
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BANKING

My Best Advice:
Four Successful Dental Industry Veterans Share
Their Tips For Building A Successful Practice.
by David Bazak

Dr. Khan also advocates spending a bit more up front to
make the office look as inviting as possible. “The worst
thing you can do is think you’re saving a few dollars,”
he says. “If you’re financially able to do it, do it once
and do it right. It will pay dividends.”

“Build a great team and treat them well.”
“I believe what has sustained our practice over the years,
in addition to the honest and forthright relationships we’ve
established with our patients and referring doctors, is
the fact that we have cultivated an excellent team,” says
Dr.Victor Moncarz, who, in addition to operating two
locations in Toronto, also served as the former executive director of the International Association of Oral
and Maxillofacial Surgeons and the past president of the
Canadian Association of Oral and Maxillofacial Surgeons.
“We have a loyal and hardworking staff. We pay our
staff well and we have a profit sharing arrangement and
a benefits package,” he says. “We have had several staff
members who have been with us for over 25 years.
We are a team.”

PROFITABLE PRACTICE

Experience is life’s greatest teacher. But the lessons can
come slowly and the costs can be high. What if there
was a way to fast-track the process of trial and error?
What if you could convince a group of veteran
dentists to share their secrets to success?

14

We reached out to a group of incredibly successful dentists.
Each has been in business for decades. And as a group, they’ve
overcome just about every business challenge imaginable along
the way. Some own multiple locations. One just successfully sold
his practice. And each of them has spent years building a thriving
business. We asked them for their best advice for dentists looking
to build their practices. Here’s what they had to say:

“Never leave the project in somebody
else’s hands.”
If there’s one thing Dr. Imran Khan says he’s learned along the
way, it’s that a practice owner should be the project manager
in-chief when it comes to creating the look and feel of each
location. “If you don’t provide the overall direction, it’s the
contractors’ project, not yours,” says Dr. Khan, who has been
practicing for nearly 20 years and owns three dental offices in
Toronto and another in Mississauga.
“Be the designer. Get involved in every aspect of it. Leave the
technical side of things to the experts. But the entire vision
and focus should be based on what you want,” he says. “The
investment you make in terms of time and effort will pay you
back immensely.”

“Don’t jump in without doing
your research.”
“Don’t make the mistake of starting or acquiring a
practice without doing the required homework up
front,” says Ray Fadavi, who, along with his spouse,
Dr. Nicole Mirzakhani, operates the Aspen Springs
Dental Centre in Bowmanville, Ontario. “A lot of
people go into business and only later on realize they
don’t want to deal with all the headaches and the
responsibilities on the business side.”

school, we need to engage professionals who have the
experience to provide us with the correct guidance
from the outset.”
“Put your ego aside and listen to your trusted advisors,”
he says. “I’ve been through the school of hard knocks
and had amazing successes as well as failures. Looking
back, that’s what I would do differently.”
Each year, RBC Royal Bank® helps thousands of
dentists across Canada with the successful acquisition
and growth of their practices. Our financial experts,
with specialization in the health care sector, are
well-versed in the nuances and intricacies of the dental
industry. RBC Royal Bank is also there to provide
guidance around wealth management, estate planning
and succession planning along the way. And when it
comes time to sell your practice, our experts can help
ensure you realize the maximum return on your
investment. RBC Royal Bank provides valuable
guidance and advice for every stage of your career.
For more information, visit
www.rbcroyalbank.com/health-care-prof.
The information contained in this article is for informational purposes only and is
not intended to provide specific leasing, financial, business, tax, legal, investment
or other advice to you, and should not be acted or relied upon in that regard without
seeking the advice of a professional. Your advisor can help to ensure that your own
circumstances have been properly considered and any action is taken on the latest
available information.
® / ™ 	Trademark(s) of Royal Bank of Canada. RBC and Royal Bank are registered
trademarks of Royal Bank of Canada.

Bottom Line: Four successful dental industry veterans share
their wisdom after many years of dental practice.

“You also need a strong team of advisors along the way,
including a lawyer, accountant and a banker who had
expertise in the dental industry,” he says. “No one
can do this alone.You need to have the right team.”

“Put your ego aside and listen to
your trusted advisors.”
“The best piece of advice I can give to any dentist
looking to purchase or expand is to assemble a great
group of advisors and develop a plan. You need a
dentally-aware banker, accountant and lawyer,”
says Dr. Al Kwong Hing, CEO of Maritime Dental
Group, which owns and partners with dental practices
throughout Ontario and Atlantic Canada.
“Then, find a dentist who has gone through the process
and ask them for advice. Develop a list of questions and
seek out answers until you are comfortable and understand both the upside and downside. Unfortunately, as
dentists are not well-trained in the business aspects in

David Bazak

Vice President, Health Care
Royal Bank of Canada
David leads the Health Care Professionals segment at
RBC Royal Bank. The Health Care team includes commercial
account managers who have extensive experience helping
health care professionals at every stage of their career.
Please contact David at david.bazak@rbc.com or
call him at 416-974-0960

15

WOMEN’S ISSUES

Women in Leadership:
Care, Connect and Commit

Drs. Marcia Boyd and Myrna Halpenny
Part I with Mary Banford

leadership qualities. Both have worked for non-profits
and spearheaded philanthropic organizations at school
while maintaining academic standards and athletic interests. I am indeed a proud mom.

(Myrna) But you worked really hard too.You always
had something to say; you did your homework and you
did your job. To be granted leadership roles, you would
have had to be promoted by the guys.

In introducing my daughters to my role models, I
hoped to extend the gifts I have received by exposing
them to Marcia and Myrna’s experiences, perspectives
and wisdom. We all had much to gain.

(Marcia) Ah yes… “Look like a woman; think like a
man; act like a lady and work like a horse…” But seriously, I did develop a personal motto that served me
well: “Seek knowledge. Conquer fear. Do Justice.”

(Chandler) Both of you have successful
careers with extensive accomplishments
that far exceeded expectations of women
when you first began your careers. What or
who motivated you?

(Myrna) Initially I don’t think I saw myself as pursuing
my career for other women. I was doing it for myself as
it was who I was and I enjoyed the education and the
profession. I didn’t realize that I was also doing it for
other women until I got involved in organized dentistry
and I would look around the boardrooms and see that
I was the only woman. But it really wasn’t a negative
for me as I think men enjoyed being around me. As a
woman, sometimes it can work in your favour…
or not…

(Marcia) We were both influenced by our mothers.
They built us up and told us we could do anything we
wanted to. We were bright, able and they encouraged us
to set goals and work hard. My mother advised me to
consider doing something a little different, not to take
the ordinary path but to do something that might set
me apart.
(Myrna) I always thought that I could do anything as
well as the guys; it never entered my mind that I wasn’t
equal to them.

PROFITABLE PRACTICE

(Taylor) Why did you select dentistry as
a career?
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As a dental hygienist who worked in
education and management at UBC and
the CDSBC, I was exposed to many
outstanding men and women. Two of the
women, Drs. Marcia Boyd and Myrna
Halpenny, will be highlighted in this
interview.
I met ‘Professor Boyd’ when she taught restorative
procedures to my dental hygiene class. Marcia
was a polished professional with a down-to-earth
warmth and immense sense of humour. She
offered quick, amusing quips and provided numerous life-lessons applicable beyond the clinic
or classroom walls. I hung on her every word.
Her accomplishments in dentistry could fill this
publication and include serving as the first woman
Dean of Dentistry at UBC and as the first woman,
second Canadian President of the American College of Dentists. Fortunately, I now work with
Marcia, a Senior Associate of ROI Corporation
and its CEO Timothy A. Brown.
Dr. Myrna Halpenny is stylish and unflappable
whether as an organizer or commentator at a

charitable fashion show or as a boardroom member where her honesty and authenticity are highly
valued. As an endodontist with over 34 years in
clinical practice, she has served as the first, and to
date, only woman President of the CDSBC and is
a Fellow of the American College of Dentists. In
response to the growing number of new female
dental graduates requesting women mentors, she
founded, along with additional women dentists,
the BCDA’s Women in Dentistry Mentorship
Program, a group she continues to chair. In addition, both Marcia and Myrna co-chair the BCDA’s
Best Ethical Practices Task Force which develops/
promotes tenets and strategies that will encourage
practicing dentistry with pride. This program is
designed to counteract the serious erosion of the
public’s trust and perception of dentists as identified by CDA research.
This summer I introduced Marcia and Myrna to
my two daughters, Chandler and Taylor, who are
about to embrace careers of their own. Chandler is
completing a degree in Political Science at UBC
and Taylor has decided to attend UBC’s Sauder
Business School. At 21 and 18 respectively, both
have demonstrated a strong, altruistic affinity and

(Myrna) I was already teaching high school and I had
a colleague who was from Sweden where her Mother
was a dentist. I had never heard of a woman being
a dentist so I was intrigued by her stories. I also had
a great uncle, Dr. Joseph Johnson, who was an Oral
Surgeon in Toronto, so I contacted him to get more
information and find out what he thought my chances
might be of being accepted. He was very encouraging
to me as he had witnessed the important work women
were doing in dentistry in the Scandinavian countries.

(Taylor) Was it apparent to you at
the time that you were challenging
norms and perhaps paving the way
for other women?
(Marcia) I think I began to understand the business of
having to succeed as a woman once I got into dental
education. I was invited to sit on a number of committees as they wanted female representation and there
were not a lot of women around-I just couldn’t say
“No”. I did feel like I was representing women as far
as the profession was concerned. So I ended up doing
a lot, getting national and eventually even international
exposure, but it was also a good stepping-stone for me.

(Chandler) How did you manage when
being a woman wasn’t necessarily working
in your favour?
(Marcia) The best advice on that subject came from my
mother. I had grown up in a fairly privileged way and
at 17 years of age I was on my way to dental school in
Edmonton. My mother pointed out that I had always
been in the majority but that I would find myself in the
minority. The majority usually doesn’t come to the minority, she instructed, so go to the majority. Keep your
intellect intact and maintain your femininity and your
integrity. And remain calm through it all, nothing is the
end of the world... and you will figure it out.

(Taylor) Wow, pretty profound, she was a
woman before her time!
(Marcia) Yes, she was. She had her share of challenges
and I saw how she dealt with them and she was a real
role model. And mentor. I think we both had mothers
as mentors.

(Chandler) How did your success impact
your relationships?
(Myrna) It’s interesting that you ask that as I have been
thinking lately about this business of managing relationships. Looking back, I doubt I would have done
anything differently, but it did seem that as I grew and
increased my involvement in dentistry, my husband at
the time became less enchanted with me. And I think
it’s a result of maturity more than anything that now
I’m not afraid to let my husband hold me up where I’m
not strong and where he’s not, I’m there. We both have
our strengths and we’re one another’s best cheerleaders.
(continued on page 29)
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REAL ESTATE

To Buy Or Not To Buy:
That Is The Question

Cottage/Chalet
For the purposes of this article, we will discuss properties in Ontario. Some of our key areas are Collingwood,
Muskoka and the Kawartha’s.
To start, let’s talk about Collingwood, including the
Georgian Bay area for argument’s sake. Over the last 20

by Todd C. Slater

window for this to occur. Over the last few years, cottage prices have risen, but it has been the introduction
of the palatial monster cottages that has changed the
landscape of going to the cottage. The price-point over
a million dollars makes it tough to consider these rental
properties but they can be. Rental prices coming in between $2500 - $10,000 per week (yes, per week!) have
made this an interesting investment. One thing you
must consider is the short season.You have 8-12 weeks
and the rest of the year is at a much lower price. This
is not to say that there are no opportunities available in
the 300k to 900k price range; there are plenty and we
can discuss that later.
Todd’s Rating: Rental Property

Limited/Good

		

Good

Personal Use

Toronto new condo market

PROFITABLE PRACTICE

Finally, let’s talk about the Toronto new condo market.
I still think it is B.S. (Big Speculation). This is a tough
one. The volume of properties being built and the slight
increase still makes this a very speculative venture. If
you are looking at it as a flip, I would say no. As a long
term hold, I question the negative cash flow long term.
For personal use, dollar for dollar, you are better off
renting. So for me, I remain a non-supporter.
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Hi and welcome back! I hope that you
had a wonderful summer and are settling back into normal routines. I have
decided to get right to the point in this
article. If you have been thinking about
purchasing an investment property or
even a vacation property but have remained on the fence, then isn’t it time
to fall on one side or the other? For
most people, sitting on the fence becomes a way of life and indecision leaves
them wishing they had done something
earlier. I hear endless stories of people
saying they should have, could have, but
DIDN’T.
Let’s look at some basic options that are out there.
(I can only look at a few in this article. If I showed
you everything available this magazine would be
called The Profitable Investor, and I would take up
every page).

United States (especially Florida)
Yes, the great U.S.A. is making a modest comeback. It is a long way from the crazy prices of pre2007 but at least it has touched ground after years
of a free fall. The typical location for Canadians
to invest in is Florida. From an investment standpoint, I am NOT bullish on this. As a Canadian, it
is difficult to arrange financing in the States, and
the typical option is re-financing Canadian assets
to invest in the U.S. I do not like this for many
reasons, but the lack of tax write offs, the I.R.S.
and the sheer physical distance makes me very
cautious of this as a real estate investment. But, and
yes there is a but, now is a good time to buy for
your personal use.Yes, family and friends will love
to visit and you can have a place you can call your
own for a very good price. Keep it long term and
you can potentially see some substantial equity
growth.
Todd’s Rating: Rental Property

Poor

		

Good

Personal Use

years, we have experienced huge growth in the Blue
Mountain area. Interwest has changed the face of the
area and turned it into the little sibling of Whistler,
British Columbia and Mont Tremblant, Quebec. Again,
like Florida, I would say good for personal use but not
great as a real estate rental property. In Blue Mountain,
the management fees range from 30 to 50% of the rent
and there are no rent guarantees. Of course, if you own
a chalet on its own and not in the big developments,
you can do better. For personal use, it’s hard to beat.
Fabulous for both winter and summer, this is a great
location for a family. The values won’t skyrocket, but
they should remain stable in the future.
Todd’s Rating: Rental Property

Fair/Poor

		

Good

Personal Use

Moving on to the Muskoka’s and the Kawartha’s, I
should tell you that I am a huge fan of going to the
cottage. I was very fortunate to experience this my
entire life, but as a real estate professional I do know
where to exercise caution. The majority of cottage
owners do not rent out their cottages, but there is
money to be made. Unfortunately, there is a very small

Todd’s Rating: Real Estate Flip

Poor

		

Rental Property

Poor

		

Personal Use

Poor

		

Tenant (yourself)

Good

I know we have covered a lot of ground in this article
(geographically), but there are still great opportunities
out there. If you are going to pick a side when you fall
off the fence, don’t make it emotional, make it make
cents (and dollars).
Talk to you soon!
Bottom Line:This article rates three major areas of real estate
investment.

Todd C. Slater
Todd C. Slater is the President of The Simple Investor
Real Estate Group Inc. Todd has been one of
Canada’s top realtors as well as host of Realty TV
for 4 seasons. With his innovative approach
to managed real estate investment proper ties,
Todd educates and provides investors with solutions
and oppor tunities for investment real estate.
He can be reached at todd@thesimpleinvestor.com
or visit www.thesimpleinvestor.com .
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CORPORATE DENTISTRY

Corporate Dentistry
In Canada
by Timothy A. Brown and Dr. Dev Mangat

Should these dental corporate owners be
regarded as evil?
We don’t believe so.
Are these Investor Dentists™ (some might say small
players) in Alberta or British Columbia or in cities like
Halifax or Toronto, who own multiple practices to be
cast under the same corporate umbrella as the Heartland Dental Transaction?
In our opinion they are not the same for the reasons
discussed previously. These dentists should really be
classified as small business owners who, at substantial
financial cost and risk, employ other dentists and dental
staff to make a living managing dental practices rather
than being full time, hands-on dentists.

PROFITABLE PRACTICE

Erroneously, some owner/operator dentists see these
investor dentists in a denigrating way assuming they
can’t take the day-to-day commitment of clinical dentistry and have chosen this route as an easier option. As
good an argument as this may be, it does not take into
account that some of these dentists love clinical dentistry but for medical and physical reasons can no longer
do dentistry with the skill and dexterity required to be
highly competent and proficient; they still have the ability to make a very positive contribution to the industry.
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Corporate dentistry has become the focus
of discussion for many dentists in Canada.
Opinions vary but the whole concept is
regarded by many with suspicion.
What does corporate dentistry really mean?
A dental corporate can simply be the result of one or two dentists buying an additional practice or two. If the model becomes
successful, and they are willing to take additional risks, they may
buy three, five, or more.
Currently in Canada the corporate model consists of either
a single dentist or a group of dentists owning a few practices.
At present only licensed dentists can own dental practices in
Canada. This is quite different from the model in the U.S and
U.K. These large corporate entities own 300 or more practices.
Examples of this are Heartland Dental Centers (400+ practices)
in the U.S. and Integrated Dental Holdings and Dencare in the
U.K. This, to our minds, is corporate dentistry. In this instance, it
could be argued that patient care and return on investment play
equally important roles. Our belief is that this is exactly what
Canadian dentists see as the compromise.

Another important driving factor is the conviction that
by managing a number of practices, these clinicians can
greatly enhance the patients’ experience and produce
consistently good patient care. The goal in this case
appears to be in establishing a legacy and a reputation
for exemplary standards that says something about that
“brand” of practice. To the uninitiated, it seems relatively easy with a safe return on investment. Unfortunately
there are many variables that affect the profitability and
hence viability of these practices. For example, most of
these investors are self-funded and do not have access
to venture capital or secondary funding, as the larger
dental corporations do. In addition these larger organizations have access to skilled support staff in terms of
practice management and marketing.
Although many of these managing dentists are prudent
financially, they treat their staff well and are successful
because everybody wants to be a part of their ‘team’.
The Investor Dentists™ have to utilize existing staff,
many of whom do not have the specialized skill set
required. However, the biggest challenge is the ability to
recruit skilled and productive associates who are keen
to maintain continuity of treatment. Many of these productive associates will eventually want to leave to setup
their own practices.

elsewhere. One of the biggest advantages will come
from maintaining standards and implementing a clinical
audit to monitor this. This is already being undertaken
by some of these investor dentists. In theory, it should
mean that any patient visiting any practice within
the group should be able to receive the same quality
of treatment. Feed back forms carefully monitor the
patient’s experience. A lot of these smaller groups also
encourage mentorship of newer graduates so that they
are able to hone their clinical skills under supervision.
So often these young graduates are left on their own
and many feel isolated. The same groups provide the
opportunity for dedicated treatment planning sessions
and study groups, which is impossible to achieve in
solitary practices.
Should these managing Investor Dentists™ be treated
differently than those who love the clinical side of the
profession and whose forte is offering the best in patient treatment and care?
As observers of the profession, it puzzles us as to whose
interests are best being served when financial interests
are being debated.
Corporate dentistry is here in Canada and although it is
still in its infancy, it is here to stay and Canadian dentists
need to accept this fact.
If dentists deny it, it may come at a faster pace and
with the evil connotation that some forecast. If dentists embrace it, can find a way to envelop it and work
within its new spectrum, they will realize that corporate
dentistry can serve the public’s and profession’s interest
while at the same time serve the financial interests and
the profit motives of those who have an investment in it.
Bottom Line:This article examines the nature and impact of
corporate dentistry in Canada.

Timothy A. Brown
Timothy A. Brown is the Broker of Record and
CEO of ROI Corporation Brokerage, a company
that specializes in professional practice appraisals, brokerage, consulting, locum placements, associateships and practice financing
across Canada. Timothy can be reached at
905-278-4145 or timothy@roicorp.com www.roicorp.com

Dr. Dev Mangat
Dr. Dev Mangat was appointed in 2006 as clinical lead
and clinical cluster director for Oasis Dental Care,
a corporate body in England. In 2009, he moved to
Canada and is now an associate for ROI Corporation
Brokerage situated in Calgary. He regularly attends
courses worldwide and has a particular interest in
esthetic and restorative dentistry. He can be reached
at 403-607-1314 or at dev@roicorp.com.

In terms of serving the profession’s interest, some interesting parallels can be drawn with successful models
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Feature Interview With
Dr. Kenneth Montague

What are your major areas of
dental specialization?
I do it all but we have seen an increased focus on cosmetic dentistry–a direct response from people working
in the movies and the arts. For example, I was chosen
to work with Russell Crowe on the movie Cinderella
Man about ten years ago. I had to source materials such
as mouthpieces from the 1930s and work with older
materials to make him appear as a boxer from that era.
He did his own stunts so I had to maintain his teeth
during this very difficult shoot here in Toronto. It was a
fascinating experience to see how movies are produced
and because of that job I got to be the go-to dentist for
many actors.

What has changed the most for you over
your dental career?
The emergence of digital technology has been remarkable. I don’t know how we did it before the intraoral
camera or the CEREC machine, a CAD/CAM technology which allows us to prepare the mouth and
design and prepare the crown with our milling machine
the crown and insert the new crown while a patient
waits, in one appointment! Not all dentists have this but
we went ahead and purchased the technology because
we see it as a real benefit to our clients.

PROFITABLE PRACTICE

In your opinion what is the major
challenge facing dentists today?
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Let’s start at the beginning
Dr. Montague; where did you go
to school and where did you work
immediately upon graduation?

practice, working typically from 9am-1pm and
2pm-6pm. We work on some Saturdays. I usually
take Monday or Friday off to create time for my
art pursuits.

I graduated from U of T Dentistry in 1987. I then
worked for four and a half years as an associate in
a midtown Toronto practice where I got a sense
of what I liked in general dentistry and equally
importantly how to run a business. In 1992 I
purchased the practice where we are now in the
Annex; at that time I treated lots of students,
people from the Caribbean community as well
as people from a burgeoning arts community.
Working with these individuals made me feel at
home and comfortable with myself. There was
clearly a huge potential for growth.

How do you explain the amazing
growth of your practice over just a
few years?

What does a typical day look like?
Well, I can say each day begins typically! Along
with my fantastic associate Dr. Aman Mangat,
three hygienists, and a full staff we run a five-chair

We have seen a rewarding growth in our business, including a steadily increasing number of
new patients from the arts community–I guess
one passion feeds the other! People see me at arts
events and sense they will be able to share similar
ideas and be comfortable in my office…the ‘he is
one of us’ sensibility. We have people in advertising, the movies, musicians and media people. Nelly
Furtado is a patient as is George Stroumboulopoulos (TV host), George Elliot Clarke (celebrated
author and currently Toronto’s Poet Laureate), as
well as members of several popular bands; it’s a
cool, young practice.

It may sound strange, but trusting your dentist to guide
you through the necessary preventive care throughout
your lifetime is really the challenge–especially with all
the distractions that exist regarding disposable income.
It’s not like the wonderful 1950s or 60s when there
were lots of cavities, not so many dentists, and insurance
covered everything…it’s now more about relationship
building. In an era when insurance is paying less and
people have less income for procedures, I want people
to consider the dentist as a necessary part of their life
where they come on a regular basis–more than once a
year-and they feel that the relationship is truly beneficial. We don’t want people to come only in pain, when
something hurts or is broken…we don’t like this. We
prefer to have a hygiene-driven practice where patients
see the hygienist regularly and only see the dentist to
maintain the work we have done. If one of my patients
comes in with an emergency, we see this as a failure; we
should have caught the problem before it happened. In
fact our philosophy is to maintain existing dentistry and
reduce the need for future dental work.

Do you have any final thoughts about
the status and well-being of dentistry
in Canada today?
Some of the advances I have discussed give me hope
that dentistry is moving into a post-decay/cavity age
where there will be fewer cavities to fill and we will
have the time, skill and equipment to concentrate more
on the things that may not have been important or even
possible before. For example, if I’ve got teeth that aren’t
so perfect, the colour isn’t so great… can I get the work
done in an efficient, cost-effective way? Invisalign is a
viable option now instead of fixed braces, and bonding
materials have improved so much that a white filling
in one’s front tooth can last for years, reducing the
necessity of replacing it with a more expensive crown.
We will be doing less invasive procedures, and the
dental office will be seen as a place where treatment
isn’t always expensive and painful. In my 21 years in
practice I have witnessed a great evolution in dentistry.
I think it’s a harbinger of things to come as the result of
the digital age.

Let’s switch gears and move to your
other love, the arts. You have accumulated
some wonderful works of art. How did
your interest in art begin?
I was lucky enough to have parents who valued going to museums and the theatre as much as going to
baseball games so we had a nice balance in our lives;
as well we all had music lessons. My parents moved
from Jamaica to Windsor where I was born the youngest of three, so my siblings and I used to spend a lot of
time in Detroit where there was a rich cultural centre.
I remember going to the Henry Ford Museum–where
I discovered how cars were made–and the Detroit
Institute of Arts. I remember seeing a beautiful fresco
of local autoworkers done by Diego Rivera at the DIA
which was burned into my brain at the tender young
age of ten; I think that it boils down to seeing artwork
that expressed the hopes and aspirations of African
Americans. We were a very small black community in
Windsor so these experiences helped me to develop my
own identity; it made a life long impression on me. But
I will admit (laughing) there was also the conversation
around: “You’ve got to be a dentist; the arts are great
but we are immigrant parents so you need to become a
dentist, doctor or lawyer!”
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cine. We started a summer mentorship program where
two students come into my office every Tuesday in July;
they get to see someone like them running a successful
business…the program has been very successful.
Internationally I have been asked to join the Africa
Acquisitions Committee at the Tate Modern Museum
in London, England. Roughly 30 collectors from
around the world meet annually in an African country
of our choice to debate and discuss which works of art
the Tate should acquire.

They Don’t Make
‘Em Like That Anymore
Editor with Wayne Laski

It’s a busy life but I must say it would not be possible
without the support of my wonderful staff.

Are you more dentist or art collector?

How do you unwind?

I have to say both! It’s an important and necessary
balance in my life. It’s in my blood to help people so
choosing a career in health care made sense, along with
a love of science. But I also had buck teeth and went to
the orthodontist where my smile was transformed, so by
the time I got to grade nine where I was meeting girls,
I was able to smile with confidence and it was a transforming thing in my life; I saw the power of dentistry
early on. On the other hand art was already in my soul
but it took a few years to figure out how to integrate
the two into my life.

I’m getting married in July! Can we call that unwinding??!
My partner Sarah is a museum consultant, so as a
couple we do a lot of travelling, which can dovetail
with our love of art; we also work out together in our
home which we love.

I don’t think so; again this balance is essential for my
contentment. I need a creative and caring environment,
something that dentistry provides-but I also need to
give back to the arts community that has given so much
to me.

Part of our mandate at Profitable
Practice Magazine is to reveal how
dentists are giving back to their communities–and to applaud them for doing
so. You are known for ‘giving back’ to
the community and being involved in a
number of charitable organizations.
Can you outline some of these for us?
I’ll outline a few for you. I founded Wedge Curatorial Projects, a not-for-profit organization dedicated to
investigating black identity and bringing young people
into the realm of contemporary art.
I am also a volunteer mentor for the Association for the
Advancement of Blacks in the Health Sciences (AABHS); it was started at the U of T medical school because
of the dearth of young black students going into medi24

In a recent conversation with Wayne Laski, the
noted Toronto lawyer who for many years acted
for numerous clients from the shining to the shady,
much was discussed about the trait of integrity.
Wayne has seen it all when it comes to personal
integrity. His long-time friend and fellow sailor,
Roy Brown, was the main subject discussed.

What three words best describe you?
Energetic, expressive and empathetic…

What are three things on your bucket
list to do?
So many with me…I would like to continue visiting
countries in Africa; I would also like to take the
Wedge project and broaden it into a more international
organization to reach more people. Finally, I would like
to find more time for myself and a new life with my
lovely wife.

Any final thoughts?
Anyone entering dentistry should remember that you
can do more than one thing in your life! All the things
attached to dentistry are important but I am living
proof that another career is possible. It’s all about passion. It’s not about money…happiness should be the
guide and the goal. It’s about prioritizing and bringing
excellence to all your activities.
Bottom Line: Dr. Montague shows that as busy as dentists
are, they can integrate another passion into their lives–and do
both with excellence.

Dr. Kenneth Montague
A graduate of the Faculty of Dentistry at the
University of Toronto, Dr. Kenneth Montague is
a full time dentist – as well as an art collector,
curator, and music producer! Toronto NOW
magazine readers have consistently chosen
him as their favourite dentist; he has won their
annual ‘Best of Toronto’ readers poll multiple
times over the years.
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Do you think you would give up
dentistry for art?

“We all start out on the same sea dealing
with the same waves and wind, but we
end up in different places.”
– the muse of many old sailors

Wayne revealed that J.J. Robinette (a renowned
lawyer) gave him some advice years ago when
Wayne was a law student. Robinette stated that
professionals who focus on their clients’ pocket
books rather than their needs would never be
successful. On the other hand if they look after
their clients’ needs, they’ll never have to worry
about money. Wayne offered that his friend Roy,
who started selling dental practices in 1974, was an
example of Robinette’s credo. In the 1970s dental
practices essentially sold for a dollar in goodwill.
Today many practices sell for over a million dollars.
What bridged the gap?
Wayne said that Roy was like the ‘Pony Express’
back then. He travelled between practices all over
the country and became a ‘voice’ for the dental
community. He presented the news and views on
practice management and sales. He looked after
needs.
With perseverance and family support, Roy helped
the dental industry flourish. His groundbreaking approach helped create the market for dental
practices that exists today. Throughout the entire
process he stayed low-key and focused on the welfare of his clients. Today, his company is the leading
dental practice sales brokerage nationwide.

outset. On the third day of the trial, the plaintiff
came to the same realization and the case was settled. Wayne recalls that throughout the entire procedure, Roy remained a ‘gentleman’. He refused
to point fingers and stayed quiet and calm. He was
confident that this was the best road to take. In the
final meeting, Roy silenced the courtroom audience who were captivated by his compassion and
integrity as he settled the case.
Where does personal integrity come from? Is it
genetic or learned or both? How does one acquire
it? Roy’s grandson David says his grandpa got it on
Lake Ontario when learning to sail and race. Seasons of hard sailing and a determined doggedness
when the winds and the competition were against
him had taught Roy well. Eventually he became a
first class sailor and racer. David suggests that this
experience coincided with his grandpa’s business
success.
Wayne was a teenager racing sailboats when he
met Roy at regattas and competitions. He witnessed the grace and drive that kept his friend at
the top of the fleet. Roy would be embarrassed by
any homage to his character, for him it seemingly
came naturally.
Roy Brown will be honoured by family and
friends at a family function in the near future.
Wayne feels privileged to attend and concludes,
“They don’t make ‘em like that anymore.”
Bottom Line: Wayne Laski’s reflections on Roy Brown
and the role that integrity plays in life’s successes.

Wayne Laski
Wayne Laski is a highly respected
Toronto lawyer who can be reached at
416-229-1166 or at wlaski@wlaski.com.

Years ago, Wayne defended Roy in a court case
that was without merit, a fact known to Roy at the
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Feature Author Profile/Interview
with Todd C. Slater
Editor with Todd C. Slater

What was your proudest career moment?
I have been so fortunate to have had numerous highlights in my life. Naturally, the day I became a father
was the proudest moment in my life. Having been
recognized as one of the top realtors in the world was
definitely a source of pride, but I would have to say that
helping my investors that had thought they could not
create a future for their families and actually make it
happen has truly been the most satisfying.

What things give you satisfaction
personally and professionally?
My young daughter gives me the greatest satisfaction;
she is awesome and really puts life into perspective.
Creating The $imple Investor and educating people
through our seminars has been amazing.

If you could have dinner with anyone
in the world past or present, who would
that be and why?
For purely personal reasons, it would be my mother
who passed away when I was a child. I would want her
to know that the limited time she spent with me really
did prepare me for life. If I had to choose someone
else, it would be Steve Jobs. He was truly one of most
creative minds the world has ever known.

Do you have a favourite quote
or expression?
I have a few, my favorite is “The harder I work, the
luckier I get”. I believe you make your own luck in life.
I like this one from Steve Jobs, “That’s been one of my
mantras – focus and simplicity. Simple can be harder
than complex:You have to work hard to get your thinking clean to make it simple. But it’s worth it in the end
because once you get there, you can move mountains.”

What three words describe you best?
Driven, passionate and sincere. I believe in what I do.
There is never a hidden agenda; I mean what I say, and I
believe in being authentic.

Where do you see yourself in five years?
I will continue to grow my company and help as many
people as I can while maintaining a healthy balance of
family time. It sounds cliché, but family time is important to me… you have to find balance in your life,
whatever that may mean to you.
Thanks Todd for providing a window into your world.

PROFITABLE PRACTICE

What do you do to unwind?
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Todd C. Slater is a regular and highly
valued contributing author to Profitable
Practice. We asked Todd to answer a few
questions so that our readers could gain
insight into Todd’s successful career as
the president of The $imple Investor and
as an author.

In a sentence or two, how would you
summarize the importance of real
estate investment for today’s dentists
and their practices?

What led you to a career in real estate?

What do you like the most about
your business?

I have always loved buildings of any kind and
always believed it is the best investment of any
kind. I have always wanted to help and educate
people with what is for most, the most expensive
purchase they will ever make. I have seen the mistakes and heard the horror stories over the years,
and it means a lot to me to walk people through
this process. Having the pleasure of working with
thousands of clients over the years has truly been
a bonus. After food, shelter is and always will be a
basic human need. As an investment, real estate is
unrivalled.

Real estate can offer a secure financial base for a
dental professional’s future. It can be used for retirement or generational wealth but most importantly, it continues to work even when you don’t.

I truly enjoy working with the people and with
the buildings themselves. To help people create
an investment solution for their long term, future
security is extremely gratifying. So many people
struggle with investments, especially real estate,
and there is a lot of misinformation out there. We
hear stories all the time of people who have had
terrible experiences with real estate investment,
and the majority of the time it is because they
simply did not have the correct information. They
get caught up in the emotions of it all, and forget
to treat it like a business.

I love the outdoors, so just sitting out in the middle of
lake in a boat at the cottage calms my soul. I have been
told I bring an intensity to everything I do, and that
includes relaxing!

What was the best meal or restaurant experience you ever had?
I love to cook, so making wonderful seafood and my
signature Caesar salad with friends and loved ones is the
best meal every time!

What are three things on your current
bucket list to do?
That’s actually a tough one! I have been very fortunate
and have had opportunities for many worldly experiences. At this stage in my life, the things that come immediately to mind are taking my daughter to Whistler
on a ski trip, and of course, walking her down the aisle.
I would also love to take a road trip across the USA,
from one side to the other.

Todd C. Slater
President
The Simple Investor Real Estate Group Inc.
Head Office: 905-812-2524
Fax:

905-812-7760

Email:

todd@thesimpleinvestor.com

Website:

TheSimpleInvestor.com

Address:

287 Queen Street South

		

Streetsville ON L5M 1L9
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right in and buy a building or a practice and think you
will make a lot of money quickly.You don’t make a lot
of money quickly in dentistry; as my dad has taught
me, if you take your time and do a great job for every
patient, those patients will keep coming back to see you
and you will earn a good living.

7. Structure the business for sale

Are there any final comments you would
like to make?
Our patients and staff are like our family. Patients really
pay attention to service and technology. We believe very
strongly in service and the quality of our staff. We have
people working here since the age of 18; some have
been here for 20 or 30 years and one individual has
been with us for over 40 years. Patients are well taken
care of here because of the quality and continuity of
service.
The role of technology is very important. We adopt new
technology when it makes sense, proven and is a benefit
to us and our patients. We don’t adopt technology to
make it seem like we are on the cutting edge. Technology
has to serve a definite, cost-effective purpose.
Managing Associate Editor’s Note: The Pedlars took
me on a tour of their building which they designed
themselves. All offices and treatment areas have lots
of natural light. They do all their own technical work
in a lab downstairs where four technicians also work.
They showed me examples of their work and how
they rebuild and fit teeth–from one tooth to 28 teeth
– fascinating. I learned that each tooth we have is
worth about $4000; that means your mouth is worth
$100,000! As Dr. Larry said, that’s how important it is
to take care of your teeth!
Bottom Line:The Pedlars are a very successful example of a
father/son practice - two people with different personalities –
who love what they do and enrich each other’s lives every day
both professionally and personally, while providing state-ofthe-art care for their patients.

	If you wish to access capital gains exemptions for
family members, they must own shares of the PC for
a minimum of 24 months prior to a sale.
	At least 50% of the assets of a PC must be used
principally in an active business for a minimum of 24
months prior to a sale, therefore it may be necessary
to reduce the balance of retained earnings.
	The cumulative investment loss may also need to
be reduced so that it doesn’t restrict access to the
exemption.

8. Minimize complexity and add value
When selling a practice, it’s important to maximize
value for yourself and to minimize complications for
the buyer. Here are some accounting strategies that will
accomplish both goals.
	Prepare timely, accurate financial statements. Buyers
will expect to reconcile the practice valuation with
the current year’s income statement and tax returns
for the previous three years.

(Myrna) I think as a professional, it’s completing the
circle who you are with a focus on the person you want
to be and it’s also giving back to the profession and the
community. I think we’re all concerned about professionalism, not just in dentistry but in society as a whole
where there is more of an attitude that what you do is
‘just a job’.

Connect
Enjoy what organized dentistry has to offer and join a
study group, attend conferences etc. Be honest about your
practice’s shortcomings. Seek help when necessary.
Commit
Give back to something bigger than yourself and your
profession. It will likely be one of the more meaningful
things you do with your life.
Bottom Line:This interview features women in dentistry who
‘Care, Connect and Commit’ to the profession.

Mar y Banford
Mary Banford is an associate
with ROI Corporation and can be
reached at mary@roicorp.com or
604-537-3659.

From Oral Health March 1969 Volume 59 Number 3

	Ensure that employee contracts, payments, job descriptions and performance reviews are complete and
current.
	Update patient charts. Potential buyers may wish to
conduct a chart count to verify the number of active
charts and to review a representative sample in order
to assess the patient base potential.

As a dentist your subscription is FREE. To continue a new year
of issues, please request a subscription by mail, fax or email.
Or subscribe at: WWW.PROFITABLE-PRACTICE.COM

	Since a buyer does not want to pay for delinquent
accounts receivable, implement a collection strategy
to reduce aging receivables.

SUBSCRIPTION FORM
Send to: Profitable Practice
1155 Indian Road
Mississauga, ON L5H 1R8
Fax: (905) 278.4705
Email: subscription@
profitable-practice.com

	Eliminate potential liabilities by paying taxes, debts,
loans, leases and other obligations.
Leave money on the table? Not you. No way – not
when you adopt these rewarding accounting practices.

Drs. Larr y and Patrick Pedlar
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(Marcia) We have been blessed to have fabulous careers
and opportunities that we take advantage of … but we
worked hard for it, that’s for sure. However, we were
happy to have a life beyond our careers with supportive
relationships and strong friendships in addition to those
in our careers.

Be passionate about what you do and who you are as a
professional.

Do You Enjoy Receiving
PROFITABLE PRACTICE
Dental Magazine?

Bottom Line:This article outlines eight accounting steps dentists should take at all stages of their careers.

Drs. Larry and Patrick Pedlar operate a
Burlington-based prosthetic dentistry practice;
they specialize in aesthetic dentistry, implant
dentistry, complete dentures and par tial
dentures in combination with implants, bite and
jaw problems due to wear, missing and
misaligned teeth; they welcome referrals.
Contact them at mpatrickpedlar@gmail.com or
www.restorativedentistry.ca.

(Myrna) I think that is really key to consider the spiritual
side as well and think about the person you want to be.
I would have said that years ago and it’s still true for me
today.

Care
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NAME:

Andrea Chan
Andrea Chan, CA, (andrea.chan@mnp.ca /
416-596-1711) is a partner of MNP LLP
(www.MNP.ca) who works with dentists and
other professionals to enhance the profitability
of their practices and to achieve personal
financial wellbeing for themselves and
their families.

ADDRESS:

CITY:

EMAIL:

PROV.:

POSTAL CODE:
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It’s a slow, gradual road.

Most dentists are eager to capitalize on the lifetime capital gains exemption when selling their practice. To do
so, however, certain strategies must be timed properly.
Here are some examples.

(Chandler) And for me, I would rather be focused on
the person I want to be rather than necessarily the wife
I want to become… nor do I want to be completely
defined by my career.

Perhaps the take-away message from our conversation
with these women as role models would be:
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