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Recruiting associates  
and locums for rural and  
remote areas
One of the common themes found in 
this magazine from issue to issue is the 
promotion of young and old dentists 
practicing in rural and remote areas of 
Canada. Many of these areas are  
underserved and there are advantages 
for a dentist to consider practicing in 
these locations. Dr. John Joseph Wilson 
graduated from the University of  
Toronto in 1899 and chose to prac-
tice in the small town of Burks Falls, 
Ontario. What was his motivation for 
doing so? His story (to the best of our 
knowledge) can be found on page 16. 
Lawrence Levy lives in Iqaluit on Baf-
fin Island in Nunavut. He provides in-
sights into the recruiting of professionals 
for Far North communities (see Recruit-
ing For Remote Areas on page 23). On 
the same topic Nicky Saini relates the 
story of a young dentist who is excited 
about locating to a rural area and gives 
his reasons as to why he is enthused to 
do so (see page 21).

Suicide rates of dentists— 
high or not?
In conversation with dental profes-
sionals and dental industry people in 
recent days, the topic of suicide often 
presents itself. It is not too many years 
ago that there appeared to be evidence 
that dentists were at risk of being 
suicidal—more than any other health 
care professional. In recent years, it has 
been my experience that most dentists 
I see with regularity are anything but 
in this destructive mood. In my view, 
dentists have much to live for and as 
was reported recently in this magazine 
and others, dentists are at the top of the 
heap when it comes to job satisfaction 
in North America at the moment.  
This is in part due to comfortable  
incomes, limiting hours of work, better 
procedures and a diminished fear factor 
of the dental chair and the higher  
dental IQ of their patients.

Dr. David Kenny, a professor at the 
University of Toronto, recalled that 
there were more suicides amongst med-
ical doctors than dentists in the years he 
was at The Hospital for Sick Children 
in Toronto. Timothy A. Brown, CEO 
of ROI Corporation, Brokerage, suggests 
that the perceived high rate of suicide 
in his experience was a myth—he did 
hear from time to time of a tragic case 
of someone he knew but this was not 
a frequent occurrence. Others I have 
talked to concur that the issue may have 
been overblown in years past. While 
this is not intended to be a scientific 
study, recent research reveals that 
dentists do in fact have much to live 
for. For a more scientific analysis go 
online to the following site: Lange BM, 
Fung EY, Dunning DG. Suicide rate in 
the dental profession: Fact or myth and 
coping strategies. Dent Hypotheses  
[serial online] 2012 [cited 2015 Sep 18] 
;3:164-8. Available from: http://
www.dentalhypotheses.com/text.
asp?2012/3/4/164/106845

ROI People
Profitable Practice will profile from time 
to time some of the people who work 
for ROI Corporation, Brokerage—the 
publisher of this magazine (See pages 25 
and 26).

 

Recruiting, Suicide Rates, Content Notes  
And Much More
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by Milan Somborac DDS

Editor’s Note: We asked Dr. Milan Somborac to provide his 

analysis of a roundtable discussion and article entitled, The 

Perceived Issue of Oversupply of Dentists, that was published in 

Oral Health’s May 2015 issue. Here is his response. 

“Perceived” as opposed to real?  
R.K. House and Associates Ltd. in  
their Economic Report to the Dental  
Profession, Ontario Dental Association, 
November 2014 reported the following:
1.   In Ontario, the ratio of population to GP den-

tist plus hygienist went from 1052 to 675 over 
the course of the last decade.

2.   Not surprisingly, the number of dentists who 
claimed to be busy during that period declined, 
going from 30 per cent to 15 per cent.

3.   Also not surprisingly, the number of dentists 
who claimed to be slow during that period 
rose, going from 30 per cent to 45 per cent.

These three points are facts regardless of provider 
distribution.  “Perceived” oversupply? The over-
supply is real and growing.

A classmate of mine, an oral surgeon practicing in 
remote Saskatchewan tells me that he sees emer-
gencies right away but for an elective procedure 
it takes one year to get an appointment with him. 
Note “one year”—note “remote Saskatchewan”.

At the other end of the scale, all of us have seen 
cases like the following. A 20-something young 
lady whom we have been looking after for her 
entire life is a student in Toronto. She notes a  
“free cleaning” prominently displayed at a dental 
office so she goes in. The office takes her imme-
diately, provides the “free” cleaning and offers a 
“free” examination and “free” x-rays. They detect 
12 areas of decay! “Fortunately for her”, they 
have the time to treat her right away. Her built-in 
“crap detectors” (we all have them) are activated 
and she declines. She makes an appointment with 
our office; we are unable to find any decay!

To quote  
Harry Truman, 
“The only thing 
new in the world 
is the history 
which we don’t 
know.” Medical/
dental economic 
history is replete 
with cases like 
the two described 
above. In areas 
with provider 
shortages like in the Saskatchewan example,  
patients suffer, often tragically. On the other hand, 
with provider oversupply, patients suffer in a  
different way, also, often tragically. 

Nevertheless, dentistry remains an attractive pro-
fession. Canada Revenue Agency reports that we 
are the top income earners in this country. In its 
latest rankings of careers, U.S. News places den-
tistry in the number one position. A comfortable, 
secure income combined with a good work-life 
balance gives the profession its appeal. 

If the ratio of population to GP dentist plus  
hygienist continues to decrease, dentistry will  
lose its attractiveness as a career choice and its  
effectiveness as a health service to society.

Editor’s Note: Please note that the above article was sent  

to Oral Health August 2015 as a Letter to the Editor.  

We encourage dental professionals to email their comments 

to the editor of this magazine on this “perceived” issue  

of oversupply.

RESPONSE TO ROUNDTABLE DISCUSSION

The Perceived Issue of 
Oversupply of Dentists

Milan Somborac DDS
Milan Somborac practices dentistry in  
Collingwood, Ontario and is the author of  
Your Mouth, Your Health .  He also serves as  
the editorial consultant for this magazine.  
He can be reached toll-free at 1.866.445.0551  
or by email at milan@drmilan.com.

En Français
Timothy A. Brown gives our Francophone readers  
advice on how to personally prepare and what to do  
in order to sell their practices.

Feature interviews
This issue features interviews with Dr. Charles Shuler 
and Nicky Saini. Dr. Charles Shuler is the dean of 
the dental school at the University of Western Ontario 
who provides insights into today’s dental students 
and the state of dentistry as a whole. Nicky Saini, 
Broker of Record for ROI Corporation, Brokerage 
reveals what has changed in the dental practice market-
place and her role over the past year.

Content notes
Milan Somborac, an editorial consultant for this  
magazine, provides two major articles. As the author  
of Monday Morning Millionaire he gives us more invest-
ment advice and in his response to the debate regarding 
The Perceived Issue of Oversupply of Dentists, he comes 
to a personal conclusion on this issue. Readers are 
encouraged to email the editor of this magazine with 
their comments on this issue of “oversupply”. We will 
publish your comments in order to continue discussion 
on this issue.

Jeremy D. Behar of Cirrus provides readers with an 
article about office lease management and what dentists 
need to know.

Andrea Chan of MNP explains some of the intricacies 
of cybercrime and how you as a dental professional can 
guard against it happening to your practice.

Pino Loverro of BMO provides our readers a primer 
on understanding credit in our present economy.

Ken Goldstein informs readers on the benefits of  
behavioural profiling when dentists are adding staff  
to their practices.

Dr. Ron Brown provides readers with the pros and 
cons of being a locum

In addition, there are dental news stories and views 
provided in the last few pages of the magazine.

 
 
 
 
 
 
 

Yogi Berra
Recently, the baseball community lost one of its great 
players,Yogi Berra. He is legendary because of his play 
on the field and his wit and humour off the field. Here 
are a sample of some of the quotes attributed to Yogi 
Berra.

 “A nickel ain’t worth a dime anymore.”

 “Nobody goes there anymore. It’s too crowded.”

 “It ain’t over ‘til it’s over.”

 “When you come to a fork in the road, take it.”

 “Ninety percent of this game is half mental.”

 “Always go to other people’s funerals. Otherwise, they  
  won’t go to yours.”

We’ll miss you Yogi! 

Recording the history of dentistry  
at Western
In our next issue of Profitable Practice we will have a  
feature interview with Dr. David Kenny. Dr. Kenny 
along with Dr. Shelley McKellar are compiling data 
that includes interviews with Western dental school 
alumni in order to write a book on the history of  
dentistry at Western. The university is presently celebrat-
ing its 50th anniversary of dental school instruction.

The book should provide interesting insights into the 
provision and evolution of dental instruction over the past 
50 years and provide valuable memories for the dental 
alumni. The dental museum at Western will also benefit 
as a result of memorabilia and dental paraphernalia the 
authors are asking the alumni to donate to this project.

Things to remember
Subscription information can be found on the inside 
back cover of the magazine. Profitable Practice encour-
ages our readers to send us comments and suggestions; 
if you would like to write for us or have a story to tell, 
contact: editor@profitablepracticemagazine.com.

For back issues of the magazine go to  
profitable-practice.com/magazine/dental.

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



54

•  Assess the scope of information systems infrastruc-
ture and hardware and software. 

•  Evaluate the current approach to information 
security and risk management, focusing on criti-
cal systems such as billing, customer relationship 
management and human resources. How is data 
handled? Who has access to data and under what 
circumstances? How is data protected? What are 
your privacy policies? Do you have a plan for  
data loss or theft?

•  Evaluate financial, legal and reputational risk exposure. 
This requires understanding the threats and  
vulnerabilities, both intentional (such as a targeted 
attack) and unintentional (such as loss of data), 
potentially facing the practice. The consultants 
can then determine the risks for specific threats 
and vulnerabilities in terms of their likelihood, 
the magnitude of adverse impact if they occurred, 
and the adequacy of existing security controls for 
reducing, mitigating or eliminating these risks.

The consultants will then recommend appropri-
ate strategies which will address not only potential 
threats and vulnerabilities, but also any regulatory 
requirements as well as your own expectations 
and needs. These strategies can range from making 
changes to policies and procedures to implementing 
new technology. 

Eli Robillard, who as leader of MNP’s national 
Knowledge Management consulting practice has 
worked with many business owners to develop tech-
nology risk management plans says, “A security risk 
management plan will take into account not only 
risk priorities but also your budget and the comfort 
level of you and your staff in adopting new practices 
and technology. This allows for implementation to be 
phased in as needed to accommodate financial and 
human resources. The end result should be strategies 
that are secure, practical and affordable.”  

Once completed, proper execution of the risk man-
agement plan is required to ensure an optimal level 
of security. This requires relevant staff awareness, 
orientation and training. Consultants can also provide 
support with these tasks.

Since cyberthreats continue to evolve it’s also impor-
tant to review and update your security system on a 
regular basis and to ensure your staff remain vigilant. 

Executing a proactive risk management plan can 
dramatically reduce the potential for a damaging and 
expensive data breach in your practice. Keep in mind, 
it’s always better to be cybersafe than cybersorry!

by Andrea Chan

We hear about new cyberattacks every 
day—the news regularly features stories of 
huge companies whose customer data has 
been compromised. 
But are you aware that professional practices are 
also attractive targets for cybercriminals? In fact, 
dental and medical practices are common targets 
because so many don’t have sophisticated fire-
walls or information security strategies in place. 
And they do have potentially valuable patient 
data like names and addresses, health history, 
birth dates and credit card information. 

Does your current system protect you and your 
patients against cyberattacks? What might  
happen if a hacker stole your patient data? 

We’ve heard of situations where a single patient 
dental record fetches more than $200 on the 
black market. Consider how many records your 
dental practice has in its database. This bounty 
could be very lucrative for cyberpirates. 

If your practice is not fully protected, you could 
be the victim of blackmail, or your entire  
system might be shut down by a hacker.  

Your patients could be subject to theft or  
identity fraud. Your business could face significant 
expenses, penalties or lawsuits. Your reputation 
could be irreparably damaged. What’s more, 
your professional liability insurance may not 
cover a cyberbreach.

The good news? Most of these scenarios are 
preventable. So if you aren’t sure that your system 
is cybersecure, you should take steps immediately. 
This is especially critical in light of the fact that 
health care sector is frequently targeted  
by cybercriminals and the sophistication,  
volume—and success—of cyberthreats are on 
the rise. Moreover, if you plan to purchase or 
to sell a practice, you want to be sure that  
patient records are safe and secure.

Experienced technology consultants can help 
you develop a security risk management plan to 
establish a secure digital environment. Following 
are the general steps involved.

•  Identify the kind of data in the practice, 
focusing on information that is personally 
identifiable like patient and staff records. 

CYBERCRIME

Is Your Practice Cybersafe?

Andrea Chan
Andrea Chan, CPA, 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.
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attitude in the educational environment—our job is 
to help them to get better. We have 56 students who 
will graduate this year. I know them all by name and 
I want them to fully extend their education for their 
own professional accomplishment down the road and 
to develop a sense of collegiality with their classmates 
and professors.  

Practicing dentists often tell us they 
wish they had more business instruction 
at university. What is your response to 
that concern?
All faculties of dentistry have practice management/
business courses/content integrated into their cur-
riculum, which is required by accreditation. In most 
cases students who graduate do not rate these courses 
very highly because they do not have a chance to use 
the material and so it seems quite dry. When they start 
to practice they are most often an associate and the 
principal takes care of all the business matters. When 
they begin to think of buying a practice three to five 
years after graduation, they have forgotten the dental 
school content and most often conclude that they did 
not receive any. It is really a “use it or lose it” type 
situation on practice management content in a  
dental curriculum.

By the time your students graduate, 
what is the most important thing—
knowledge, skill, perception etc.  
that you hope they take away?
A strong sense of professionalism and ethics with  
respect to their profession. Also a strong sense of  
social responsibility with respect to their patients.  
Finally, a commitment to life-long learning and  
critical thinking for themselves.

From your perspective, what lies ahead 
in the near future for Canadian dentists 
and Canadian dentistry?
I think dentistry in Canada is still a great profession and 
will remain so for a long time. The biggest challenges 
facing the profession are limited access to care for a 
large proportion of the population, and a population 
demographic that will have greater numbers of geriatric 
patients who will have much more complicated medical 
histories, complex lists of medications and oral compli-
cations of systemic diseases.

From your perspective, is there much 
of a difference between Canadian and 
American dental training? 

Not really. Both countries have very similar accredita-
tion standards.

What do you do to unwind?
I read a variety of books. I am married with five  
children and four grandchildren so my family life 
helps me unwind and keeps me busy.

What three words would your family 
and friends use to describe you and your 
lifestyle best?
Intelligent, focused and goal oriented. My lifestyle— 
I believe they would say I am focused on my work.

We know you like to read. What do you 
like to eat?
Living on the west coast, I enjoy fish but I often  
order steak. 

Do you have a favourite quotation,  
expression or mantra that you try to  
live by day-to-day?
No, not really. I have a kind of a “go forward and get 
things done” with a “damn the torpedoes” philosophy.

Do you have any pet peeves?
Passive aggression. People who say they will do  
something and don’t.

Where do you see yourself in five  
years time?
Hopefully, still in dental academics at UBC.

Any regrets or last comments?
I sometimes think I would like to live a little closer  
to my family who are mostly based in California.  
But, they are really not that far away.

Bottom Line: Dr. Charles Shuler reveals a little about  
life at the University of British Columbia Faculty of  
Dentistry for both himself and the dental students, and  
adds his perspectives on Canadian dentistry.

with Editor

What is your official title at UBC?
Dean and Professor, University of British Columbia 
Faculty of Dentistry

Tell us about your academic 
background.
I am the Dean of the Faculty of Dentistry at UBC. 
Prior to being appointed at UBC I was a faculty 
member at the University of Southern California 
for 18 years. At USC I served as the Director of the 
University of Southern California Center for  
Craniofacial Molecular Biology, holding an  
endowed chair position as the George and  
Mary Lou Boone Professor of Craniofacial  
Molecular Biology.

I also served as the Director of the Graduate 
Program in Craniofacial Biology and the Associ-
ate Dean for Student and Academic Affairs at the 
USC School of Dentistry. I received my BS in 
Biochemistry from the University of Wisconsin, 
my DMD from Harvard School of Dental  
Medicine, my PhD in Pathology from the  
University of Chicago and my Oral Pathology 
education at the University of Minnesota and the 
Royal Dental College in Copenhagen Denmark.

I have been active in assessing and managing 
clinical oral pathology patients with soft and hard 
tissue lesions. I am active in a research program 
funded by the United States National Institute 
for Dental and Craniofacial Research that is 
focused on evaluating the molecular regulation 
of the secondary palate to better understand the 
etiology of cleft palate birth defects. 

Describe a typical day for you.
I am involved in administrative activities, in 
fund raising and in meeting with a wide range 
of different people. I teach in the diagnosis and 
treatment planning clinic serving as the oral 
medicine/oral pathology consultant at UBC. 

What are some of the common  
misconceptions about UBC and  
mistakes made by first year  
dental students?
First year students are always encouraged to take 
advantage of all the great opportunities that exist 
at UBC but some students resist stretching to 
get the most from their education. I often hear 
that many of them want to fly under the radar 
and not be noticed. This is a counter-productive 

FEATURE INTERVIEW

Feature Interview: 
Dr. Charles Shuler

Dr. Charles Shuler
Dr. Charles Shuler is the Dean and Professor  
at the University of British Columbia,  
Faculty of Dentistry.
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Dr. Shuler with students in clinic Dr. Shuler with students baking cake for  
a BCDA cake auction
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disallow you to grow and expand your service  
offering (e.g. a general dentist expanding their  
services to include a dental spa).

•  If you’re planning to start a practice in a dense urban 
area, a detailed exclusivity clause will be an asset as it 
will prevent your landlord from moving competing 
dentists into the building or centre.

•  What does your career trajectory and timeline look 
like? If you’re close to, or are planning to retire or sell 
your practice in the next five years, the last thing you 
want is any legal obligation or financial penalty as you 
transition into retirement. Assignment provisions in 
your lease should be written in detail to support your 
future transition plans, protecting you from continued 
personal and financial risk.

Create a plan that will clearly define your budget, 
timeline and long-term business and professional 
goals. The office lease should support your objec-
tives, not hinder your ability to achieve them.

The plot thickens…
The dental office lease is a legal agreement, often 30 
to 60 pages or more, containing technical jargon and 
harmful clauses that can pose significant and expensive 
risks to a dentist. While it may seem like an onerous 
process, the review and negotiation of your lease can 
either set you up for success or drive your practice  
the ground.

What to look for in the lease
•  Liability: Who is guaranteeing the lease, you or your 

incorporated business? If you are personally named  
as the tenant, your landlord can hold you financially  
liable for defaults of the lease, even after you  
transition and sell.

•  Practice expansion: Every dentist wants their 
practice to grow, and sometimes that means expand-
ing into a larger space. Ensure you have the “right of 
first refusal” to expand into the space adjacent to you 
should it ever become available.

•  Growing your business:  You’ll want to ensure that 
the lease allows you to bring in associates and expand 
your service offering.

•  Practice relocation: A surprise practice relocation is 
a very real occurrence that can be financially devas-
tating to a business. Ideally, the “relocation clause” 
will be structured to prevent a move by your land-
lord. In the event that a relocation does occur, set up 
this clause to ensure your landlord is required to pay 
for all moving and build-out expenses, and that the 
new premises are comparable in size, location, etc., 
to your current space.

 
•   Selling the practice: Does your lease permit you to 

sell the practice and retire? Many leases can prevent 
a dentist from selling their practice, or entitle the 
landlord to proceeds of the practice sale, as a form of 
“consideration”. Ensure you have the flexibility to 
transition and retire seamlessly and profitably out of 
dentistry with a properly set up “assignment clause”.

Happily ever after
Before you commit to a new practice location, ensure 
that the details in the dental office lease are right for 
you. Landlords write the terms of the lease in their 
favour, giving them a villainous advantage over you, the 
tenant. By reviewing the terms of the lease in the early 
stages, a dentist can write their own happy ending and 
set themselves up for long-term practice success.

by Jeremy D. Behar

We’ve all heard this bedtime story.  
The one about the dentist who after years 
of dental school and associating, decided  
to start his/her own practice.
Eager to get their practice underway, they go 
through the necessary steps to select a location, 
secure financing, and happily sign off on a ten year 
dental office lease provided by their landlord. But, 
they miss the critical and most important stage that 
ensures the protection of a healthy and success-
ful dental practice — reviewing the details of the 
dental office lease.

The fairytale starts to go south when the dentist  
realizes that the office lease they were so eager to 
sign initially is now impeding the growth and  
security of their business. They find themselves 
buried in clauses and legally binding obligations 
that hinder their ability to practice alternative 
forms of dentistry, bring in associates, expand  
the practice, or eventually sell it.

Having incurred significant financial loss due  
to unreasonable rent escalations, a forced and  

unplanned office relocation (at the dentist’s  
expense), and a decline in business, our dentist  
is forced try and sell the practice and return  
to associating.

The moral of the story? Because the dental 
office lease is the longest lasting contract you 
ever sign for your practice, starting a practice 
requires planning, long-term thinking and a 
thorough understanding and review of the 
dental office lease.

The storyboard: Outlining the plot
Before starting a dental practice, it’s important 
to understand your current situation and what 
your career goals are as a business owner. A young 
dentist fresh out of school will have different needs 
and goals than an established, end-of-career dentist. 
Identifying your needs and career goals will clarify 
what your dental office lease should do for you. 
For example:

•  Consider what type of dentistry you will  
practice down the line. Many leases contain 
limitations in their “use” provisions that  

LEASE MANAGEMENT

Once Upon A Time… 
A Dentist Signed A Lease
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Jeremy D. Behar is the President and 
CEO of Cirrus Consulting Group. With 
over 100 years of combined experi-
ence, the Cirrus Consulting Group is 
the pre-eminent leader in office lease 
negotiations and commercial real estate 
in North America. Since founding Cirrus 
Consulting Group in 1994, Jeremy has 
expanded the company from its sole  
focus on office lease negotiation ser-
vices to a broad line, world-class class 
health care consulting organization.  
For a complimentar y lease consulta-
tion, please visit http://www2.cir-
rusconsultinggroup.com/PP-lease-chat 
or contact Cirrus at 1.800.459.3413 and 
mention Profitable Practice.
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Good examples are ETF’s representing the S&P 500 
(symbol SPY), or the Nasdaq (Symbol SPY) index. 
When the index goes up by a total of 10 per cent or 
so, they sell enough of their ETF to bring their ac-
counts back into a 50/50 alignment.

Going in the opposite direction, the suggestions which 
follow are pure L. D. Pankey. The distinguished clini-
cian who also was a hugely successful investor recom-
mended that when the index drops by 10 per cent,  
investors should move a third of their cash into their 
ETF of choice. I described this method in greater detail 
in the summer issue of the Profitable Practice magazine. 
Investors who follow this method made 8 per cent 
return on the cash they committed to their ETF of 
choice at the end of the turbulent week beginning  
August 19, 2015. Annualized, that works out to  
416 per cent!

Speaking at an investment meeting two years ago,  
I drew attention to the fact that the market was in 
dangerously oversold territory. That is, the price level 
was not supported by fundamentals. Two years ago! 
The predictable regression to the mean just occurred 
this August, underscoring the statement attributed  
to John Maynard Keynes that the market can stay  
irrational longer than investors can stay solvent.

What if the market drops further? Well, Pankey  
recommended that if the market drops by a total of 20 
per cent, investors should move the rest of their cash 
over. And if the market drops by a total of 30 per cent, 
brave investors could borrow all that their margin limit 
allows and move it into their index fund. This last step 
needs to be done cautiously and only by those who 
have an investment horizon of five years or more.  
Investors who are not comfortable with it can skip  
this step entirely. They will still do well.

How often do market drop buy  
signals occur?
Studying the graph shows that 5 per cent drops hap-
pen more than twice a year, or not enough to trig-
ger the method described here. A 10 per cent drop 
known as a correction, occurs twice within three 
years, a 20 per cent drop, about once every 3 1/2 
years and 30 per cent, once every five years. Seasoned 
investors love these market drops.  
 
Notwithstanding predictable fluctuations, simply  
buying and holding a low-cost, broadly-based ETF 
will provide good returns to investors over the long 
term. During the 20th century we have seen reces-
sions, depressions, world wars, many other wars, 
currency devaluations, bank closings and countless 
different economic calamities. Nevertheless, the  
Dow closed above 17,000 recently. It started the  
20th century at 66. That is a compound annual 
growth rate of 9.5 per cent. Investors using the timing 
method described here did even better. By compari-
son, the median price of houses in the 26 markets 
around the globe that are followed by The Economist 
appreciated at 5.5 per cent. That matches the Toronto 
market over the years.

Evidence-Based Market Timing
by Milan Somborac DDS

Editor’s Note: Profitable Practice is pleased to serialize chapter 

summaries of Monday Morning Millionaire previously avail-

able online and written under the pen name Friedrich the 

Austrian. As indicated above the author’s real name is  

Dr. Milan Somborac, a Collingwood, Ontario based  

dentist. He has removed the book’s availability online,  

as he believes its investment advice will be adversely affected 

if it is in wide circulation. Profitable Practice will continue to 

serialize Monday Morning Millionaire in future issues.

Using the key words “market timing”,  
a search engine will come up with nearly 
23 million hits. To get the right perspec-
tive on the importance of market timing 
for the long-term investor that a true  
investor should be, let us take a look at 
the following example. 
Each year for 30 years, Lucky Lou is able to 
invest at the very bottom of the market, the best 
time to invest. The market is at its cheapest for 
the year. His cousin, Hapless Harry invests the 
same amount of money each year at the worst 

time—at the very top of the market. How would 
their portfolios compare after 30 years? Well, 
Lucky Lou would be ahead, by enough to buy 
him a weekend in Detroit. (He would have to 
cover the travel costs.) This example shows that 
of the 23 million hits, nearly all are noise with 
someone trying to sell something.

Nevertheless, there are opportune times and  
dangerous times to be in the market.

As the chart below shows, market tops always 
regress to the upward trend-line that represents 
the tops/bottoms mean. Market bottoms regress 
similarly. Regression to the trend-line is as  
certain as death, taxes and a dental extraction 

How can investors use this certainty 
to their advantage?
When the market is near its trend-line mean, 
knowledgeable investors keep half of their money 
in cash and invest the other half in a low-cost, 
broadly-based index exchange traded fund (ETF). 

MONDAY MORNING MILLIONAIRE
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Milan Somborac practices dentistry in  
Collingwood, Ontario and is the author of  
Your Mouth, Your Health .  He also serves as  
the editorial consultant for this magazine.  
He can be reached toll-free at 1.866.445.0551  
or by email at milan@drmilan.com.

With permission of Advisor Perspectives Inc.
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Got Credit?

repayment history, banking information, insufficient 
funds activity, history of collections or bankruptcies 
and a listing of those organizations who have requested 
copies of the report. This information is gathered by 
a credit reporting agency from those companies with 
whom consumers have credit relationships, plus court 
records and collection agencies. This together with a 
purging of most information older than six years en-
sures that the credit report is both accurate and current.  

Information in the credit report is used to create a 
credit score which has proven to be an accurate  
predictor of financial risk. While not the only factor 
used by credit granters in making credit decisions, 
in general the higher the score, the more favourably 
lenders look upon an individual as a credit risk.  
As the credit report is continually updated, the score 
also changes to properly reflect any new information.  

While sophisticated formulas calculate the score, it is 
useful to understand some of the key influencers on 
the score: 

•  Pay all bills on time as paying late has a negative 
impact;

•  Apply for credit only when needed as each credit 
application has an impact;  

•  Type, limit and outstanding amounts of credit im-
pact the score. A mix of credit accounts and loans 
will aid in improving a score;

•  Only establish the credit you need and can com-
fortably carry. As a general guide, no more than 35 
per cent of your gross income should be used to 
repay debts, including items such as monthly credit 
card payments, loans and mortgages;

•  For credit cards or lines of credit, carrying a balance 
above 50 per cent of the limit can have a negative 
impact;

•  An established, good credit history improves a 
score, so consider this carefully before closing old 
credit accounts. 

Understanding and monitoring your report helps 
provide insight as to how your credit looks from a 
creditor’s perspective and ensures that the information 
is accurate. You can access your credit report for free 
with the credit agencies via mail or for a fee can access 
various versions on line, including ones that contain  
a credit score. More information can be found at 
equifax.ca or transunion.ca.  

While no one can access your credit report without 
your consent, it is a requirement for a wide array of 
reasons beyond borrowing money. They are used 
by some landlords, utility companies, mobile phone 
companies and employers. Familiarizing yourself with 
your credit report and monitoring it on a regular basis 
will help you have greater control over your financial 
well-being.

by Pino Loverro

If you are like the majority of consumers, 
chances are you have utilized some form 
of credit, in the form of loans, mortgages, 
or credit cards. Credit can be a conve-
nient method for purchasing goods and 
services and if used wisely it can also assist 
in attaining many personal goals earlier in 
life, such as a home purchase or making 
investments. So with credit forming an 
important component of an individual’s 
financial situation, it only makes sense that 
one should understand how to maintain a 
healthy credit profile.
One of the tools that credit granters use in their 
decisioning process is a personal credit report. 
This report provides a historical summary of 
how consistently an individual meets their  
financial commitments and includes information 
such as: details of an individual’s credit accounts, 
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Pino Loverro is the National Director, Health 
Care Professionals at BMO Bank of Montreal, 
which provides banking and financing solutions 
for dental practices. Pino can be reached at 
1.877.629.6262 or pino.loverro@bmo.com.
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How To Use Behavioural Profiling (DISC) 
For Effective Recruitment And Retention

Here are some basic traits that  
Behavioural Profiling will help to identify:
1.  Some people need individual success; some need 

to be part of a team.

2.  Being around people and action energizes some 
people; being alone energizes others.

3.  Some people need time to finish a task completely 
before moving on to a new task; some people need 
many and varied tasks going on at the same time.

4.  Some people need rules and regulations; some 
people need to always find ways to work outside 
the rules.

Research has consistently shown that behavioural 
traits can be grouped together into four styles.  
These styles measure Dominance, Influencing, 
Steadiness and Compliance, thus the acronym DISC. 
People with similar styles tend to exhibit specific 
types of behaviour common to that style—that is just 
who they are.

There are many Behavioural Profiling tools available. 
I prefer to use the DISC Assessment, which produces 
a comprehensive multi-page report about the candi-
date, based on answers given by the candidate, to be 
used as part of the hiring process. The DISC assess-
ment highlights the potential hire’s value to your 
practice, how to and how not to communicate with 
them, and what kind of environment they will flour-
ish in, amongst other variables.

The Behavioural Profile model, using DISC, analy-
ses behaviour styles or patterns. There is no right or 
wrong, good or bad Behavioural Profile. The profile 
that will fit the best will depend upon the position  
itself and the culture within the practice.

Once you understand a person’s Behavioural Profile 
it will help you to decide, skill sets aside, (Behav-
ioural Profiling does not measure clinical or skill sets), 
if they will integrate successfully into your office and 
the position they have been hired for. 

Behavioural Profiling can also be an effective tool for 
use with existing employees as part of team building 
or help with goal setting and performance reviews. It 
should lead to better and more effective communication.

Positively understanding and valuing yourself  
and your staff’s wants and needs should lead to a  
successful and sustainable practice.

 
 
 
 
 

Whatever your process for recruitment and retention 
of staff, make sure that it is done consistently  
regardless of the position. 

The financial effect of a bad hire, the negative impact 
on patients and on existing staff should always be  
considered when hiring. Nothing happens in a vacuum. 
I encourage you to use all the resources available to 
make the right hire. 

Successful practices make successful practices!

Bottom Line: One of the most challenging tasks you as a 
practice owner have is to hire the right person for a your 
health care practice. Slow down, decide which human 
resources assessment tool(s) you will select and use them 
consistently. Your team will thank you. 

by Ken Goldstein

Every time that I meet someone, inevi-
tably the subject of what I do comes up, 
and I let him or her know that I am a 
Behavioural Profiler (CPBA). They  
quite often respond with the same two  
questions: Are you like the guys on 
Criminal Minds? Are you profiling  
me now? Obviously they have some sort 
of notion that all profiling is like what  
they see on television, so this becomes 
their perception.
How often when you are hiring a new employee 
do you make the decision whether or not to hire 
based on your perception that they are who they 
say they are in the interview? Can you tell just 
by talking to them? Behavioural Profiling as part 
of your hiring process can help affirm what you 
felt, heard and observed during the interview.

 

Behavioural Profiling (DISC) will help you  
understand how people consistently behave.  
A person’s behaviour is a fundamental,  
ingrained and important part of who they are.

Have you ever had the experience that someone 
you had hired turned out to be completely  
different on the job than they were in the 
interview? You needed a team player and got 
someone who just could not work as part of a 
team? You needed someone who had attention 
to detail and you got someone who was all over 
the map? Did you wonder why it did not work 
out? If you have had this happen, you are  
not alone.

Behavioural Profiling can also help you identify 
what kind of employee you need and want for a 
particular position in your practice.
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by James Ruddy
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DR. JOHN JOSEPH WILSON

Dental History and Mystery in 
Burk’s Falls, Ontario

Profitable Practice has advocated in favour 
of dental graduates, as well as all dentists 
at all stages of their careers, moving or 
re-establishing their practices to a non-
urban setting. Rural Canada has much 
to offer and less competition. As Alexis 
Sweetnam pointed out, small towns and 
rural communities welcome dentists  
with open arms and beaming smiles  
(see Summer 2015 Profitable Practice,  
The Dental Profession From A Small  
Town Perspective).
Dentists usually become major players in these 
communities and find professional and personal 
good fortune. This pleasant circumstance is true 
today but was also true in the early 1900s when 
Dr. John Joseph Wilson practiced dentistry in 
Burk’s Falls, Ontario. While not much is known 
about Dr. Wilson, he certainly was the only  
dentist in that small town. One can speculate that 
people travelled considerable distances for his ser-
vices and paid him in various forms of payment. 

•   Did he marry and raise a family there?

•   Was he part of that group of itinerant dentists 
who travelled extensively by rail to provide 
their service?

•   Where did he live?

•   Where was he buried and what was written  
on his tombstone?

•   Where are his descendants today?

These are but a few of the questions to which we 
have no answers. However, we do know of one 
other piece of information about Dr. Wilson. He 
was made Justice of the Peace for the town of 
Burk’s Falls in 1923. This fact confirms that he 
was a prominent and respected member of the 
town’s leadership core. But it does lead to more 
questions.

•   How does a dentist become a law enforcement 
agent—a sheriff if you will?

•   What special qualities did he possess? 

•   Who were the criminals and what crimes did 
they commit?  

Continued on page 31

Par: Timothy A. Brown |  Catégorie: Articles, Courtage, dentaire, gestion de la pratique.

Typiquement, nos clients nous deman-
dent quelles mesures ils devraient prendre 
pour préparer leur cabinet pour la vente. 
La sagesse commune suggère qu’un peu 
de planification peut générer de grands 
résultats si le propriétaire d’une pratique 
est engagé dans le processus de planifica-
tion de la relève. Même si vous envisagez 
de vendre à l’intérieur d’un an, les étapes 
suivantes, si implantées, peuvent générer 
un prix de vente plus élevé et une transi-
tion plus souple.

1.   Confirmez vos options de  
renouvellement de bail

La plupart des baux contiennent une option de 
renouvellement à la fin de la durée du bail, mais le 
locataire doit confirmer la présence d’une telle op-
tion sinon il risque de vivre l’expérience suivante:

Le locataire n’avait pas remarqué que le bail-
leur avait volontairement supprimé la clause de 
renouvellement du bail. Le bureau était situé dans 
un endroit idéal et la relocalisation du cabinet était 

très certainement nuisible à son intérêt futur.  
Le dentiste avait néanmoins mise en vente son 
cabinet mais n’avait pas encore approché le bail-
leur pour régler la question de l’option de renou-
vellement. Une offre fut présentée sous condition 
que le bailleur confirme, par écrit, que le bail 
puisse être renouvelé. Suite à des longs délais, à 
des coûts supplémentaires et à une grande frus-
tration vécue par les parties impliquées, ce fut 
accompli. Cette circonstance aggravante aurait pu 
être facilement évitée si notre client avait soigneu-
sement examiné le premier bail qu’il avait signé 
(cinq ans plus tôt) - une tâche facile et relative-
ment peu coûteuse. Dans le cas où le bailleur 
n’aurait pas été aussi coopératif, cette situation 
aurait pu s’avérer beaucoup plus couteuse et aurait 
possiblement empêché une vente. Les acheteurs 
d’aujourd’hui (ou plus souvent, leurs banquiers) 
exigent le droit de rester dans les locaux existants 
pour un minimum de sept ou huit ans. Les 
banques sont réticentes à financer la vente d’une 
pratique si le cabinet doit être relocalisé à court 
préavis. Si votre bail ne comprend pas des options 
de renouvellement adéquates, contactez votre 
propriétaire et demandez une confirmation écrite 
de même. Il est à votre avantage de consulter 
votre évaluateur ou votre avocat avant de le faire.

Se Préparer Pour La Vente 
De Sa Pratique
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2.  Préparer vos dossiers financiers
La plupart des pratiques utilisent un logiciel informa-
tique qui permet de suivre les statistiques de produc-
tion chaque mois. Cependant, nous constatons que 
certains de nos clients ne sont pas familiers avec leur 
logiciel et n’ont pas à portée de la main des systèmes 
de reporting adéquats pour connaître leurs revenus, les 
heures travaillées et les différentes procédures effectuées 
ou même les patients référés. Les acheteurs souhait-
ent comprendre le caractère unique d’une pratique 
et peuvent souvent demander pour une analyse des 
procédures afin de déterminer si leurs compétences sont 
compatibles avec celles du propriétaire. Si vous ne dis-
posez pas de système informatisé (oui, environ 20 à 30 
pour cent des cabinets dentaires utilisent des systèmes 
manuels), je vous suggère de conserver les feuilles de 
jour pendant au moins six mois afin de démontrer vos 
protocoles de rendez-vous et les procédures prévues 
dans votre pratique.

3.   Protégez votre pratique du 
détournement de fonds

Malheureusement, une tendance croissante dans le 
monde des affaires est la fraude en entreprise. Alors que 
les dentistes ne sont généralement pas victimes de ce 
crime en comparaison avec les commerces de détails, 
il est évident que de plus en plus, le personnel décou-
vre des façons d’exploiter les faiblesses inhérentes aux 
systèmes de gestion au sein d’une pratique dentaire. Des 
employés de longue date et de confiance ont été impli-
qués dans des cas de fraude sérieux. Le détournement 
de fonds causé par un employé au sein d’une pratique 
dentaire semble être une tendance croissante – circon-
stance qui peut nuire à la valeur de votre achalandage. 
Voici quelques façons de rendre votre pratique moins 
vulnérable aux malfaiteurs: 

•   Demandez une copie du rapport de fin de journée et 
comparez-le à vos factures et à vos dépôts

•   Comparez la facturation journalière aux rendez-vous 
de vos patients

•   Examinez le carnet de dépôt pour les chèques reçus 
et comparez-les aux bordereaux de dépôt bancaires 
et/ou aux entrées informatiques

•   Examinez au hasard les dossiers des patients et com-
parez les procédures ci-inscrites avec celles trouvées 
dans le grand livre du patient

•   Les rapports de fin de journée peuvent être modifiées 
à tout moment – faites un recoupement avec les rap-
ports de fin de mois afin de vérifier qu’il n’a pas eu 
d’antidatage ou d’extourne effectué.

L’arrivée de logiciels sophistiqués a par défaut fourni 
aux malfaiteurs un moyen complexe pour masquer ou 

effacer des données et faciliter l’acte de fraude com-
mis par le personnel. À leur crédit, les grands fournis-
seurs de logiciels ont actualisé leurs programmes pour 
empêcher la modification de données financières, mais 
ils ne sont tout de même pas infaillibles. Tout dentiste 
qui ne sait pas comment utiliser son logiciel dentaire 
est susceptible à la fraude. Pour protéger votre inves-
tissement, pensez à embaucher un expert-conseil en 
détournement de fonds. L’entreprise canadienne Pros-
perident peut vous aider ( www.prosperident.com).

4.   Étudiez et actualisez vos contrats 
et vos accords

Les acheteurs exigent des détails précis sur les contrats 
que vous avez mis en place. Demandez à votre as-
socié (s), partenaire (s), bailleur et autres fournisseurs 
de vous fournir une version récente ou une copie de 
votre contrat (s). Nous recevons souvent des copies 
de contrats importants qui ne sont pas signés, à jour, 
datés ou valides. Le propriétaire a joui d’une relation de 
travail positive avec l’autre partie pendant de nom-
breuses années et personne n’a pensé à revoir l’accord 
pour être sûr qu’il reflète fidèlement la relation actuelle. 
Les avocats, les comptables et les banquiers sont de plus 
en plus sceptiques et donc, quant aux intérêts de leur 
clients, plus méfiants. Ils ne profitent pas des bénéfices 
qu’offrent la familiarité et la confiance que vous vivez 
avec vos fournisseurs et vos autres parties. Des contrats 
désuets peuvent réduire considérablement le prix de 
vente d’un cabinet, et, dans certains cas, ils peuvent 
même empêcher une vente.

5.   Consultez votre comptable à propos 
de votre incorporation

La grande majorité des dentistes qui vendent 
aujourd’hui s’incorporent avant, et nous sommes 
parfois surpris de découvrir que nos clients n’ont pas 
eu cette discussion avec leurs conseillers de confiance. 
Bien que nous sommes très familiers avec les avantages 
et les inconvénients de l’incorporation professionnelle 
pour les dentistes, votre comptable est l’expert et la 
meilleure personne pour évaluer votre situation par-
ticulière. L’incorporation peut fournir des économies 
d’impôt substantielles à un dentiste.

C’est un article mis à jour révisé qui est paru la pre-
mière fois en Dentiste de l’Ontario - Mars 2007.

Timothy A. Brown
Timothy A. Brown est PDG de ROI corporation 
courtage, l’éditeur de la publication Profitable 
Practice  et l’auteur du livre Profitable Practice . 
Vous pouvez le rejoindre au 1.888.764.4145 
ou à timothy@roicorp.com.

Reviewed by Karen Henderson

On a recent visit to my dentist, I asked 
him about the role creativity plays in  
his work. He replied that creativity is 
involved in everything he does— 
from interpreting X-rays to redesigning  
a smile.
In researching this issue more fully, I learned that 
some dental schools are realizing that art and cre-
ativity are so important to dentistry that several, 
including Boston University Henry M. Goldman 
School of Dental Medicine (GSDM), teaches 
dental students art appreciation skills as a means 
to improve patient care. As part of their required 
training, each first year DMD student visits the 
Isabella Stewart Gardner Museum, where they 
examine and discuss works of art using a learning 
system called Visual Thinking Strategies (VTS). 
Through VTS, students cultivate a willingness 
and ability to present their own ideas, while 
respecting and learning from the perspectives of 
their peers.

21 Ways To Build Your Dental Practice 
With A Book  
by Adam Witty
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Why should a dentist consider writing a book?  
A book is another creative vehicle through which 
dentists can express their views and ideas about the 
business of dentistry, the role of holistic medicine, 
dentistry and chronic illness, nutrition, technology–the 
list is almost endless.

The author, Adam Witty, has outlined 21 reasons to 
write a book. I will not mention them all, but will list 
those that in my mind are most relevant to the many 
dentists I have met over the years through my work 
with Profitable Practice Magazine.

So you may be wondering: I like the idea of a book, 
but what would I write about? That depends on 
you—your personality and life experiences, and what 
you want to share with your patients and colleagues.

Some suggestions:
• Why you became a dentist.

• Why you chose your specialty.

•  How/why you choose the staff members you de-
cide on.

•  The role of your professional family, and the  
importance of team work and happy, fulfilled  
staff members.

•  Your thoughts on continuing education for both 
you and your staff.

•  How you use technology to better serve  
your clients.

•  The impact you have had on your patients ( 
testimonials).

•  The impact you have had on your community–
your community involvement.

•  The most valuable lessons you have learned and 
wish to pass on.

•  What you would do differently, if you were to  
start over.

As you can see, there are endless content possibilities. 
But according to Mr. Witty, as a business owner there 
are other valuable business-building roles a book  
can play:

1.  Give the book to clients as a thank you gift for their 
continued support, and of course ask them to hand 
it on to someone who might find it useful. Helpful 
hint: Mark the pages you wish clients/their friends 
to read that contain an especially important message

2.  Give the book to friends, colleagues or other  
specialists; you never know where the next referral 
may come from

3.  Give the book to staff; it can serve as an important 
training tool on how you think about your practice 
and on how you want your business to succeed

4.  If you speak at conferences or health care events, a 
book is a great way to be remembered by attendees

5.  The media always appreciate something to talk 
about… that could be your book

6.  If you have a charity, cause or worthy organization 
you support, a book can be the perfect way  
to draw attention to it

One interesting example of a book’s ripple effect is 
the story of Carl Sewell, the CEO of Sewell Automo-
bile Companies in Dallas, Texas. In 1990 he wrote a 
book outlining his company’s ten commandments of 
customer service. Anyone walking into his dealership 
is given a copy, whether they buy a car or not. After 
reading the book, they realize that Sewell offers the 
best customer service available, and invariably end up 
buying a car from him. In 1990, Mr. Sewell had three 
dealerships in Dallas; today he owns 17 dealerships in 
five Texas cities. Brilliant.

In this short, easy-to-read book Mr. Witty’s style is 
breezy as he describes other real life examples of den-
tists who have become extremely successful because 
of their books. But he clearly has a mission: To get 
the reading dentist to write a book. In the last chapter 
entitled How to Write a Book–Quickly and Easily– On a 
Dentist’s Schedule, Mr. Witty explains how his com-
pany, Advantage Media Group, supports authors with 
a variety of programs that enable dentists to be as 
involved as much or as little as they wish in the book 
creation/publication process.

My advice: If you think you have a book in you,  
and need help to realize this dream, purchase  
Mr. Witty’s book and explore the options both it,  
and Mr. Witty’s company offer budding authors. 

In his world, writing/publishing a book is no big 
deal… but can clearly have a big payoff. As Mr. Witty 
writes: A book is the ultimate business card.

Karen Henderson
Karen Henderson is the Managing 
Associate Editor of Profitable Practice 
and can be reached at 
Karen@profitablepracticemagazine.com

Profitable Practice first interviewed  
Nicky Saini a year ago when she had been  
appointed Broker of Record of a major 
practice sales company. Since then, she has 
transitioned into a full-time dental sales 
representative. She has an enthusiastic  
approach for what she does and a refresh-
ing and positive outlook of the dental in-
dustry and the practice sales marketplace. 

What was your role as the Broker of 
Record over the past year?
Being a Broker of Record is a management role 
to ensure a higher standard of business practices 
and ensuring that the changes made by the  
Real Estate Council of Ontario have been  
communicated to our associates.They in turn  
can provide our clients and customers the highest 
level of service based on up-to-date knowledge 
and professionalism.

With Editor

Feature Interview: Nicky Saini
FEATURE INTERVIEW
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What has surprised you the most at work 
in the last year?
In this unique marketplace of dental practice sales, the 
supply and demand component is interesting because 
it appears to stand apart from normal market factors 
unlike it would in a “normal” business real estate sale 
or purchase. This can cause regular sellers and buyers 
to become risk averse when considering, for example, 
a business investment; whereas, the high demand has 
produced a very competitive market for dentists that 
forces them to be aggressive when it comes to  
submitting offers.

What is the major difference between  
a dentist selling a practice and a  
traditional residential or commercial  
real estate transaction?
The major difference is the planning aspect of an  
anticipated sale. Prudent dentists plan two or more 
years ahead of time. This allows them to address factors 
that help them optimize the value of their practices. 
The most valuable service we provide as sales repre-
sentatives is in the preparation of helping our clients 
achieve this goal. The traditional real estate sale is less 
likely to involve as much preparation time. 

What are the pitfalls or problem areas 
both buyers and sellers should be aware 
of when selling their practices.
Purchasing or selling becomes complicated when a 
buyer searches for a practice without knowing the 
right questions to ask or a seller not knowing what 
information is important or valuable to share. Some-
times buyers do not consider their lifestyles outside of 
purchasing a lucrative practice and get disappointed 
if they are unable to sustain the business the way the 
seller did previously.

You recently had dealings with a young 
dentist who was excited about buying 
a practice in a small town in Ontario. 
What were the reasons for this dentist’s 
enthusiasm and what impressed you 
about his outlook and attitude?
Passion. As a young professional, my drive and cha-
risma for my work reflect the passion I have for sales.  
Similarly, this specific doctor expressed his love for 
dentistry and emphasized he wanted to mirror the 
years of enthusiasm and drive the seller had invested  
in his doctor-patient relationships. His outlook on 
dentistry was about the dedication to families and 

making a difference by providing long-term outstand-
ing care. His interest, as he put it, was to disconnect 
from aspiring to own, manage and operate multiple 
practices in order to pursue a career where he would 
know and grow with the families in his practice. 

As a former Broker of Record and a 
dental practice sales representative what 
advice would you give dentists who are 
buying or selling a dental practice?
Preparation is key—whether buying or selling.  
For sellers, an appraisal completed well in advance  
allows for time to enhance factors for a more  
profitable sale. For buyers, look ahead to determine 
how a practice fits their plans and goals and allows 
them to make their practices better.

Bottom Line: This interview features a former Broker of  
Record who is also a dental practice sales representative.  
She offers her insights about her work and the current dental 
practice sales marketplace.

“I really enjoyed the management side , and advancing the sales 

team’s understanding of better business practices in line with the 

company’s goal of being above the bar with our standards of  

professionalism. I have no regrets at all.  I love sales. I want my 

clients to achieve their goals… this is the reason i got into sales in 

the first place… to help people and make them raving fans about 

their experiences. 

NICKY SAINI

Nicki Saini
Nicky Saini is a sales representative for  
ROI Corporation, Brokerage. She can be reached 
at 647.502.9906 or email nicky@roicorp.com.

“PASSION FOR YOUR JOB IS SOMETHING I ADMIRE—

IN MYSELF AND OTHERS. IT IS ALWAYS REFRESHING 

TO FIND IT IN A YOUNG DENTIST WITH A STRONG  

DESIRE TO GROW A PRACTICE ON A LONG-TERM,  

CARING RELATIONSHIP WITH HIS/HER PATIENTS.”

~NICKY SAINI

by James Ruddy

One of the themes found in this magazine 
is encouraging health care professionals 
to settle and work in remote areas to bet-
ter serve the Canadian public. Recently a 
dental ad appeared in a dental recruitment 
agency (dentalgigs.com) that read as follows:
We are seeking a highly motivated individual to join our 
booming practice in Iqaluit, NUNAVUT. Full freedom  
of practice with very low stress. The position starts  
September 2015-2016. Qualifications include general 
dentistry with at least 6 months experience. We are  
willing to take a new grad, as long as they have graduated 
by June 2015. Experience in rct and exo is a must!  
The clinic will aide in finding living arrangements. This is 
a very full time position. Pay is 40 per cent commission.

About the Practice
Each DDS has his own room and assistant.  
Occasionally, an extra assistant and room can be used. 
Everything in the office is digital. Digital radiographs, 
panoramic, electronic charting. We have an intra-oral  
camera and apex locator. 

Recruiting For Remote Areas
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One of the two resident dentists in Iqaluit had retired 
and the need for a replacement dental associate was 
urgent. The likelihood of finding a suitable candidate 
quickly was slim—even with a lucrative remuneration 
package being offered. This is not an unusual circum-
stance as recruiting locums and associates for rural and 
remote areas can be a difficult task. 

Recent dental graduates prefer to practice in a major 
urban centre. Their perception being that this is where 
the action is and where opportunities abound. This no-
tion may be true for some but not for all.

Lawrence Levy lives in Iqaluit, Nunavut with his wife 
Sheila. He has spent 35 years in Nunavut as a teacher, 
an educational administrator and as a deputy minister 
for community and government services in the area of 
infrastructure management, maintenance and delivery 
for all of Nunavut. He is retired but does contracting 
work to recruit educators and construction professionals. 

Lawrence speaks of two major criteria for successful 
recruitment: a “cultural fit” along with a “work fit”. 
Candidates must possess not only the necessary work 
skills but also a willingness to fit in with the culture of 
Canada’s northland. A number of things have to mesh 
which includes the candidates have to be able to ac-
climatize themselves to the environment and weather, 
accept a new cultural way of life and maintain a strong 
professional work ethic. 

Lawrence admits that there are difficulties in attracting 
workers and professionals alike to practice their trades 
on Baffin Island. 

Many people (who are from “away”) often comment 
that it can be a “love it or hate it” experience. Those 
recruited have said you won’t know until you try it, and 
being open to differences and multiple ways of viewing 
and experiencing the world helps. Life in the north has 
been compared to “living in a fishbowl” in that com-
munities are small, and often “everyone knows or might 
like to know many things about you.” Lawrence advises 
candidates to watch, learn, avoid judgment and realize 
life is complex and not always what it first seems. 

The challenges are evident while the benefits of work-
ing and living in Iqaluit are not as obvious. Successful 
candidates who mesh and “love it” often experience 
the gratitude and acceptance of the local inhabitants 
along with an elevated feeling of belonging. The sense 
of community can be a part of their everyday experi-
ences from the mundane to major career achievements. 
There is no lack of things to do. There are service 
clubs, social and sporting events and a wide range of 
interest groups. For many who relocate, the new life-
style and the benefits would be hard to duplicate in any 
major urban centre.

Profitable Practice will continue to chronicle the stories of 
dental professionals (young and old) who attest to the 
fact that they made the right decision to practice and 
live in locations where their talents are appreciated and 
they are rewarded economically and otherwise.

Bottom Line: Dentists now and in the future should consider 
the benefits of practicing in rural and remote areas of Canada.

IqaluitNunavut

Copyright © Free Vector Maps.com

James Ruddy 
James Ruddy is the Editor of this 
magazine and can be reached at  
editor@profitablepracticemagazine.com

ROI People 
“The Best Serving The Best!”

From time to time ROI Corporation, Brokerage, the 
publisher of this magazine, will feature four of its  
valued employees who help ROI serve the dental  

professional community.

What are your main responsibilities/functions?

Managing the asset department, pricing, keying & proof-
ing, assessing and completing draft changes as well as any 
other tasks that need to be completed.

What do you like most about your function(s) 
within ROI?

I quite enjoy the level of organization and time-man-
agement it takes to get things done proficiently and on 
schedule. 

What were the main reasons for you becoming a 
ROI employee?

I was initially introduced to the company by another 
employee, but when I began to understand the nature 
of the business, and more importantly the values of the 
company, I knew it was something I wanted to be a  
part of.

What do you do to unwind?

To unwind I like to read, play with my cat, and if we’re 
being honest, watch a lot of reality TV.

Favourite saying/expression/quote. 

The only person you should try to be better than is the 
one you were yesterday.

Last words or thoughts? 

Working for ROI Corporation Brokerage for the past  
3 1/2 years has been wonderful. We all feel as though 
we’re part of the family, and that’s not something you 
find in just any job. Coming to work every day is some-
thing I truly enjoy.

What are your main responsibilities/functions?

I complete appraisal quotes and agreements and check 
in all documents in the client files as well as workbooks 
from Associate’s site visits. I also assemble and file  
appraisals, manage our client database and perform  
many other tasks.

What do you like most about your function(s) 
within ROI?

I like that it is a constant learning experience which is 
never ending.

What were the main reasons for you becoming a 
ROI employee?

I joined ROI nine years ago because it was already the 
leading dental appraisal company and was quickly ex-
panding into what it is today.

What do you do to unwind? Hobbies? Interests? 
Passions? 

I share my life with my son Michal, friend  Voytek  
and my lovely cat Valdy. I enjoy spending time in my 
backyard, listening to music, watching movies and  
reading articles.

Favourite saying/expression/quote. 

There are so many I just can’t narrow it down to one.  
Depends on the day! 

Last words or thoughts? 

I like my job, my bosses and my ROI team.

Amanda Kotchie 
Tangible Assets Coordinator

Beata Budziszewska 
Appraisal and Office Assistant

ROI EMPLOYEE PROFILES
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Sirima Wells 
Asset Processor

Corrine Lozada 
Office Helper

What are your main responsibilities/functions?

I am responsible for completing, proofing and pricing 
assets in a timely manner. I also assist in preparation of fi-
nancial information for the appraisals and act as a back-up 
for appraisal quotes and proof reading of final appraisals.

What do you like most about your function(s) 
within ROI?

I enjoy having the freedom of doing my job without 
undue pressure or criticism. Although I am quite expe-
rienced in working under pressure, it is a novelty to be 
able to do my work at my own pace and prioritize at 
will. The fact that there is always help at hand whenever 
required takes off any undue pressure.

What were the main reasons for you becoming a 
ROI employee?

I was attracted because of the flexible hours and ability to 
put my proficiency in Excel to use.

What do you do to unwind? 

To escape the mundane aspects of life, I do some sketch-
ing, oil painting and playing the electric organ. Needless 
to say, I love art and music.

Favourite saying/expression/quote. 

My life revolves around two statements: “You reap what 
you sow” and “Do to others as you would have them do 
to you.”

Last words or thoughts? 

I have always been fortunate to have good employers and 
peers. Therefore, it is no surprise that currently I have 
employers and peers who have been generous, kind and 
understanding. 

What are your main responsibilities/functions?

I am responsible for cleaning and dusting. I empty the 
recycling bins and shredding box and also help with 
mailings and filing appraisals.

What do you like most about your function(s) 
within ROI?

I like making sure that everything is neat and I like  
talking with the staff.

What were the main reasons for you becoming a 
ROI employee?

ROI asked Community Living if they had anyone who 
would like to work at their location and I was asked,  
and accepted.

What do you do to unwind? Hobbies? Interests? 
Passions?

I read, I like going out with my friends, I like animals 
and I like to go on the computer. I like being with  
family and love music.

Favourite saying/expression/quote. 

You can’t judge a book by its cover.

Last words or thoughts? 

Being included in a workplace makes your adult  
life complete. 

ROI EMPLOYEE PROFILES

by Dr. Ron Brown

Editor’s Note: Dr. Ron Brown practiced dentistry as an 

owner practitioner for 38 years. For the past four years he has 

accepted many locum placements and takes the experience 

and knowledge he gained to provide our readers with some 

of the good and not-so-good aspects of being a locum.

PROs
•  Locums are asked to join a team to treat their 

patients.

•  Locums are invited into offices to share ideas 
regarding treatment.

•  Locums can observe and learn alternative ways 
and methods used by skilled practitioners.

•  Locums are often brought into stressful situ-
ations and help both staff and clients work 
through their issues and are usually appreciated, 
receiving smiles and hugs when they leave for 
the day.

•  Locums often have to travel to new locations 
for their placements. As a result they often find 
a new environment in which to run, walk, 
meet local people, tour, shop and eat at the 
restaurants in the office area.

•  Locums are often presented with the oppor-
tunity to suggest changes to emergency proto-
cols, improve the WHIMIS book, and update 
MSDS sheets and many other practice manage-
ment tools the ODA personnel can help with.

CONs
•  Locums often have to travel to areas they have 

never been to and may not be very appealing. 

•  Locums can be placed in awkward situations 
with patients and staff especially in estate sales.

•  Locums are often called upon to answer ques-
tions that are difficult and that they may not 
know the answers to or know the correct way 
to respond. Locums should answer honestly but 
must do so tactfully and maintain the necessary 
degree of confidentiality.

•  Locums must work 
within the existing 
situation as presented, 
of which they have 
little or no control.

ESTATE 
ISSUES
Locums are often 
requested when a dentist 
passes. For the patients of 
the deceased dentist, it is 
important that the office 
phone lines remain open and any questions are 
answered. As soon as an interim dentist is in place, 
patient care can be continued and maintained. 
Staff members are generally relieved to have the 
office open and they remain employed. The hours 
may vary but consistency is the key. By doing the 
above, the value of the practice is maintained and 
possibly enhanced—as the practice has a function-
ing office, a stable staff and income.

In many cases, locums are also asked for direction 
by the spouse and team members. In Ontario, we 
can use our ODA/CDA membership for member 
assistance through CSDPI. The Royal College of 
Dental Surgeons of Ontario needs to be notified 
of the death and the dental practice continues to 
be under the watchful eye of the RCDSO.  In 
many cases, RCDSO personnel can offer guid-
ance as well.

Bottom Line: A straightforward pros and cons report on 
being a locum. 

LOCUM ANALYSIS

The Pros And Cons  
Of Being A Locum

Dr. Ron Brown
Dr. Ron Brown sold his practice in 2011 after 38 
years as an owner practitioner. Since then he 
has worked as a locum and he can be reached at 
905.793.1472 or at rbrown1472@rogers.com.
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A Florida children’s dentist accused of  
running a “house of horrors” that included 
performing surgical procedures without  
anesthetic agreed recently to stop  
practicing dentistry.
Dr. Howard Schneider of Jacksonville faces multiple 
lawsuits and his office has been picketed in recent 
weeks by parents carrying signs as a growing number 
of ex-patients complained about his practices. In ad-
dition, Florida officials launched an investigation and 
attorneys said the state was working on an emergency 
order to shut him down. The Florida Department 
of Health said Schneider voluntarily relinquished his 
license to practice in the state.

Last November, Sarah Phillips of St. Augustine took 
her two-year-old son Mason to Schneider after the 
boy fell from his bike and cracked his two front teeth. 
When Mason came out of Schneider’s office he was 
missing four teeth — but there had been no consulta-
tion on that decision, Phillips said.

On a follow-up appointment Mason came out of the 
office with bruises around his neck and gauze around 
his lower teeth, even though he’d come in for work 
on his uppers. Phillips took Mason to his pediatrician, 
and they were startled.

“The pediatrician the following day discovered a 
scalpel slice from ear to ear on Mason’s gum,” Phillips 

said. She is among dozens of people suing Schnei-
der in a complaint filed by attorney Gust Sarris. 
Another woman in the suit says her daughter was to 
have one tooth removed and ended up with seven 
extractions.

“What appeared from the outside to be an unremark-
able pediatric dentistry practice, on the inside was a 
house of horrors... where the most defenseless mem-
bers of our society, indigent children ... are regularly 
assaulted,” plaintiff’s attorney Gust Sarris wrote in the 
complaint.

So far, Sarris’s complaint claims that more than 60 for-
mer patients have joined the lawsuit. Another attorney 
representing dozens of other patients has also sued 
Schneider for medical malpractice.

Schneider has faced two previous medical malpractice 
lawsuits. Both were dismissed after mediation, one 
with a settlement.

Meanwhile, Phillips said she has been reassured, but 
also saddened, by the stories of so many other parents 
who have come forward. “It’s helped in some ways, 
and in other ways made me only sicker because there’s 
obviously worse stories,” she said.

To read the complete article, go to:  
www.cbc.ca/news/world/florida-dentist- 
accused-of-running-house-of-horrors-agrees-to-
quit-1.3084073

Florida Dentist Accused Of Running 
‘House Of Horrors’ Agrees To Quit

MORE DENTAL NEWS

Continued from page 16 
This story and the subsequent unanswered ques-
tions resulted because of Chris Hundley, a real estate 
broker based in South River, Ontario. When Mr. 
Hundley operated out his company’s real estate of-
fice in Burk’s Falls (formerly the office of the old 
Almaguin Newspaper) he discovered in the basement 
some documents and ads related to Dr. Wilson. In 
the hopes of giving these documents to Dr. Wilson’s 
relatives if they could be found, Mr. Hundley con-
tacted Timothy Brown, a dental practice sales broker 
and the publisher of this magazine. This led to more 
enquiries and eventually to Robert Lees at the Royal 
College of Dental Surgeons of Ontario (RCDSO). 
He researched the records but unfortunately could 
not answer any questions about Dr. Wilson’s career 
in Burk’s Falls. He did provide proof of Dr. Wilson’s 
dental credentials (see RCDSO registry on page 16). 
And so the mystery of Dr. Wilson’s story remains.

Timothy Brown, who collects dental memorabilia and 
paraphernalia, had the photo of the dental graduates  

 

of 1900 restored and framed along with Dr. Wilson’s 
dental degree.

Many years ago, Timothy Brown wrote a column 
entitled, North of the 401, in which he passionately 
outlined the sensibilities of life, practice and prosperi-
ty found in non-urban centres. To this day he contin-
ues to do so with his clients. As he puts it, “Move to 
where you are needed, welcomed and enjoy practice 
in communities that will admire, respect and value the 
dental profession.”  

Profitable Practice, Chris Hundley, Timothy Brown and 
Robert Lees would welcome any information our read-
ers can provide with regard to Dr. John Joseph Wilson. 

In Our Next Issue
In the Winter issue of Profitable Practice, we  
feature a group of dentists who participated in  
the Mercedes Driving Academy day (sponsored  
by ROI Corporation, Brokerage) at the racetrack 
formerly known as Mosport. Among others  
Dr. Andrew Meilkle, co founder of Dental Corpora-
tion of Canada, will talk about his experience and 
what he learned from the driving pros at Mercedes.

In addition, Dr. Meikle will provide insights into 
his company and the dental industry and practice 
marketplace.

The Winter issue will also highlight the history of 
the Railway Dental Car in Ontario, some of the 
dentists who served on the car and the remarkable 
dental care they provided young school children in 
very rural areas in northern Ontario.

James Ruddy 
James Ruddy is the Editor of Profitable  
Practice  Magazine and can be reached at  
editor@profitablepracticemagazine.com
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More Quotes From Yogi Berra
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UNLESS IT’S NOT WORKING.”

“ IF YOU DON’T KNOW WHERE YOU ARE GOING,  

YOU WILL WIND UP SOMEWHERE ELSE.”

“THIS IS LIKE DEJA VU ALL OVER AGAIN.”


