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Cruise and Content Notes
Recently a group of ROI employees and
vacationing Canadian dentists along with
their spouses went on a cruise in the
Mediterranean. It was a blend of professional
development, team building, friendship and
pure leisure. What a great way to unwind,
socialize and learn at the same time!
Several Canadian and a few American
dentists shared common experiences,
best practices and career concerns.

What follows is a summary of some of their
wisdoms learned over the years:

On Health, Habits
and Holidays
	It is necessary to get away from the office
and simply recharge, rethink and relax.

Dentistry in 1956 and received D.D.S.
training in Prosthodontics at Fort Bragg,
North Carolina. He served 35 years in the
Army Dental Corps. His last military
assignment was Assistant Surgeon General
and the 20th Chief, Army Dental Corps.

For the past 16 years he has practiced
privately along with his dentist son, Thomas
and Dr. Edward E. Blaine in Hot Springs
Village, Arkansas.
Dr. Bill Lefler is a dynamic and engaging
speaker. He related both practical advice and
humourous accounts experienced in his many
years in dental practice. He has agreed to write
an article for a future issue of the magazine.
Some of the advice the Major General
offered follows:

	Socialize and work with positive,
upbeat people.

	Dental graduates should never
stop learning.

	If you have a problem, do not
procrastinate - take action.

	It is difficult to practice alone. Practicing
with other dentists gives you flexibility to
attend courses and reduces your everyday
stress levels.

	Laughter is truly a very fine medicine.

On Practice Management
	Professionals can never underestimate the
importance of their staff to the success of
their practice.
	Focus on and build a team you are
proud of.
	Customer service and patient education
should be a priority.
	Develop a financial plan with achievable
goals and employ an accountant who
understands dentistry.
	Professional Development for practitioner and staff alike is a major building
block of a successful practice.
	There have been significant advances in
all aspects of dental software from sophisticated imaging tools, account keeping
and patient follow-up procedures.
	Most practices would benefit from a
treatment coordinator.

On Retirement
	A retirement plan can take many forms
and should suit the individual. There is
no one-size-fits-all.
	Retire early enough to enjoy it.
A surprise guest seminar speaker on the
cruise was Major General Bill B. Lefler.
The Major General graduated from the
University of Tennessee College of

	Dentists should not retire unless they
become disabled.
	Dentistry is a wonderful profession
that allows you to continue to grow in
knowledge and experience.
	Dentists should take cruises/holidays that
allow for both leisure and learning.
In this issue of Profitable Practice –
Dental Edition, a number of topics related
to practice management and professional
care concerns are addressed. For example,
one of this issue’s articles deals with treating
patients with cancer. Safety issues and
compliance in the dental office are examined in relation to the Health and Safety
Act. Leadership qualities as they relate to
dentists and their practices are identified.
In addition, a dentist and his spouse relate
their journey into retirement with all of
its emotional ups and downs.
As always we welcome your comments and
suggestions for future issues.

Profitable Practice
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editorial

ROI Corporation

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

Employer Awarded
$11.4 Million
from Employees
It Seems the Tables
Have Turned, Mr Powers…

Profitable Practice

by Mariana Bracic
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Employers often rightly bemoan the different and inequitable
duties on employers and employees respectively when it comes
to the requirement of each to provide notice to the other before
terminating the employment relationship. The law typically
requires employers to give dramatically more notice to
employees in advance of firing them than it requires employees
to give in advance of their quitting.
The various provincial employment standards legislation typically
contains a remarkably tepid section imposing a duty on employees to
provide two weeks’ notice before quitting, which section invariably
has no corresponding enforcement provision (in other words, if the
employee fails to comply, nothing happens). In Ontario, the section
was removed altogether recently, which is at least less hypocritical.
A recent case, however, shows that in the right circumstances,
employees may be punished severely for failing to give reasonable
notice to the employer before quitting. In GasTOPS Ltd. v. Forsyth,
four employees resigned from the company and started a competing
business. Each gave two weeks’ notice of their intention to quit. When
they did so, the employer told two of them to leave immediately. Those
two started up a competing business and successfully solicited twelve
other employees to leave GasTOPS and join their new company.

The Court found that the amount of notice the employees
gave was wholly inadequate, that the employees knew it,
and that their intention was actually to destroy their former
employer’s technology business. They knew that their hasty
and group departures would leave the employer incapable of
fulfilling its existing contracts or pursuing an important business
opportunity that it was developing with the U.S. Navy.
The Court found that the employees owed a fiduciary duty
to their employer which they breached, especially in the
manner in which they departed and in what they did after
departing. Specifically, their fiduciary duty was breached by
their leaving without giving adequate notice, knowing that
other employees would follow them, and that this would have
devastating effects on their former employer. They also
used confidential information acquired from their former
employer, actively solicited customers of the former employer
and competed unfairly with GasTOPS. The failure to give
reasonable notice prior to quitting was, the Court found, a
breach of contract. For all of these breaches of contract,
fiduciary duty, and confidentiality, the Court awarded the
former employer over $11,400,000.
The Court stated: “Failure of an employee to provide adequate
notice will entitle the employer to an award of damages.
Generally, reasonable notice is meant to give the employer
time to hire and train a replacement... In determining the time
required to hire and train a new employee, one must look at
the nature of the employee’s position and the area of work
that the employer was competing in... How long would it
take the [former employer] to recruit, train, and familiarize
new employees to [its] products and their clients? How does
the simultaneous departure of 75% of the [the employer’s]
employees affect this timeframe? These factors will contribute
to what constitutes ‘reasonable’ notice.” Under the circumstances of this case, the Court held the employees ought to
have given the employer ten months’ advance notice
before quitting.
The Court considered it significant that the employees were
able to compete unfairly as a result of failing to give proper
notice. The employees argued at trial that their former
employer waived its entitlement to a longer notice period by
demanding that they leave its premises immediately when the
employees had given two weeks’ notice. The Court rejected
this argument. The Court said that the notice given by all of
the employees individually was insufficient and was therefore
a breach of the employees’ obligations to give reasonable
notice of termination of their employment. GasTOPS
attempted to persuade the employees to either withdraw their
resignations or in the alternative provide more reasonable
notice. The Court concluded, “GasTOPS was entitled to
accept as it did the breach of the employment contract by
[the employees] and ask them to immediately leave the
premises. It appears that GasTOPS probably paid [them] to
the end of the notice period.”
For those of us working on the employer side, this is an
excellent case as it shows that the law will protect employers’
reasonable expectations that they will not be left in the lurch
by an employee’s sudden departure. It is a good idea for you,
as an employer, to consider how much notice in advance you
would reasonably require in order to transition smoothly for

each of your staff positions. At MBC, our standard starting
assumption when preparing a Practice Protection PackageTM
for our dentist clients is that an employee will need to give
four weeks’ notice before quitting. The employer may waive
that if they do not need it. And in appropriate cases,
a much longer notice period can be contractually imposed.
Bottom Line: An account of an employer who benefitted greatly
from a recent court ruling because employees did not give adequate
notice of their job departure.

Mariana Bracic
BA(Hons) JD
Mariana Bracic, BA(Hons) JD is the founder of
MBCLegal.ca and can be reached at 905-825-2268
or at mbracic@mbclegal.ca. She is proud of
the dramatic benefits that her unique, niche
specialization (employment law + doctors)
provides to her clients’ wealth and happiness.
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Partnership Advice

Valuable Lessons
Learned in the Battlefield
by Dr. Perry Shievitz

and their spouses are similar, the chances for successful cost
sharing are good. Conversely, when the risk tolerance range
is not similar, the chances of success decrease.

Enter With Eyes Wide Open
In any partnership, there will be good and bad times.
Legal advice is important, but all the initial good intentions
and contracts will not prevent disagreements and additional
legal costs, if the following issues are ignored.

The Spousal Influence
	Never underestimate the spousal influence. Even if one of
the practice owners is not married, consider that he/she
could be in the future.
	If both dentists have spouses, then it would be advantageous to have everyone meet before documents are signed
to see if even the first impressions are favourable.
	Spousal influence varies widely. A spouse who works in
the practice fulltime is very different than one that never
visits or visits infrequently.

Reasons for Forming a Partnership
If applicable, consider what the owner’s spouse brings to
the arrangement.
A partnership formed for additional cash flow is likely to fail.
If you are an established dentist, the initial warm, fuzzy feeling
of a cash flow infusion will dissipate when the cold hard reality
of daily conflicts arise and the partnership goes downhill.

Profitable Practice

If you are not an established dentist, there will be no cash
flow savings from expenses if the arrangement goes bad,
revenues decrease and legal fees escalate.
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This is an account about the pitfalls of
a dentist partnership.
A Soap Opera Entitled
“As The Practice Turns”
Take one established dentist with a large practice with
patient/cash flow who is absent daily for postgraduate
studies, but who worked on weekends and summer
breaks. Add his wife, an experienced manager and
principal hygienist who would work full time in
the practice.
Take another experienced immigrant dentist/specialist
with a different cultural mindset, who purchased 50%
ownership of the aforementioned practice. Add his wife
to this partnership, also an immigrant dentist/specialist
with a different cultural background.
Mix all four together with initial good intentions, add
a dash of legal representation for each owner and let
simmer in a practice oven for approximately 2 years.
Warning: Do not over-heat, as it may be dangerous
to the health of the practice.
Result: The original owner dentist buys back the
practice and abandons postgraduate studies.

The Important Lesson Learned
While there were many lessons learned, the most
valuable was…there are no guarantees that any
arrangement or partnership will work.

Would I ever undertake another cost
sharing arrangement?

Other than cash, if the prospective partner does not bring
something that you lack or admire, then ask yourself why that
partner is needed in the first place?
Associates can suit many needs, including vacation fill-in for
the principal dentist, as well as providing new services that
the owner/principal dentist does not provide—all without
loss of control.

NO! - Even though there are many good dentist
partnerships. If I ever entered another partnership,
I would know the following:

In my opinion, even though a partner provides better cash
flow than an associate, control is more important than the
cash flow improvement of an owner versus associate,
especially if things deteriorate.

Business Principles Learned

Good Reasons for a Partnership

Cash flow. This practice survived the partner’s disputes

because it was established and generated very good
patient/cash flow. It was resilient enough to recover from
low staff morale and the high legal fees that resulted.

Control. In hindsight, the central issue behind the

disagreements between the owners and their spouses
was control over staff, appointment bookings, patient
flow and other day-to-day procedures. Many obvious
and hidden agendas came into play.

Leverage and Risk Tolerance. Costs related to
financing, staff, systems and equipment are examples of
leverage costs. When the risk tolerance range for owners

Be There
An absentee owner is not a good thing long term. As a
postgraduate student, I received many late night phone calls
that caused me grief but rarely resolved the problem.

The Issue of Control
I learned that when the practice is going well, both owners
feel they have some control.
Conversely, when the practice experiences hardships, both
partners loose control and do much to undermine the control
of the other partner. This was a reality in my arrangement
when cheques requiring two signatures were not signed, staff
loyalties were so divided that the performance of daily duties
was jeopardized to the detriment of owners, staff and patients.
Eventually, my partner and his spouse abruptly left the practice,
never to return. My purchase of his share took place in an
attorney’s office without either of us present.

In The End
As I reflect on my experience, it was like living in a T.V.
soap opera where I hoped a Hollywood producer converted
my practice into a reality show (with all royalties paid to
me). Those two years were certainly not boring as every day
brought a new challenge. Ultimately, I learned much about
human nature and business practices that have made me
wiser today.
Bottom Line: A personal account of a dental partnership that
ended badly.

	different types of dental services performed by
each owner dentist
admiration on a personal level of the other owner dentist

Dr. Perr y Shievitz

different business skills brought by each owner

Business Lawyer

different experience levels of the owner dentists

Dr. Perry Shievitz has practiced dentistry in
Toronto and Miami. His current practice is located in
Woodbridge, Ontario and he can be reached at the
following: Phone: 905-850-9864, Fax: 905-850-1704
or info@vaughan-periodontics.com

Good reasons involve something of value that one owner
does not have or feels inadequate about, that the other dentist
has and is willing to share.
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Accounting

Seven Hot Spots
to Find Profits in
your Practice
by Andrea Chan

Incorporating a dental practice, for example, can improve
profitability by providing more flexibility with remuneration
and tax planning.You can defer tax and claim the small
business deduction, resulting in a tax rate of 15.5% on the
first $500,000 of the corporation’s income.You can also use
additional funds for investments or debt repayment, pay
dividends to your spouse, children over 18, and parents,
establish an Individual Pension Plan, and have an opportunity
to claim the $750,000 capital gains exemption.
Regular review of your business structure, including the ways
in which you are using the tools available to you through
these entities, can help to ensure optimal results.

casts for the fiscal year, provides an efficient framework
to proactively manage income and expenses – and
enhance profits.
To be effective, however, it is important to review the budget
regularly – ideally monthly. This allows you to assess performance, control resources and make informed decisions.
Effective cash flow management is another important benefit
of frequent budget reviews. For example, by identifying
potential cash flow slowdowns in sufficient time, you have an
opportunity to reduce cost overruns or accelerate receivables
to prevent serious gaps.

6. Performance Measurements
Do you measure the financial performance of your practice?
Key indicators enable you to establish goals, measure the
performance of your business, and make appropriate
decisions to improve profitability.

Profitable Practice

A diverse range of benchmarks can be used to assess
the performance of a practice. These can relate to overhead, fees, productivity, collections and a range of other
measurable aspects of the business. Ask your accountant
to help you select appropriate benchmarks and assess the
progress of your practice in order to ensure continuing
profitability improvements.
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As your business grows, you must solve more
challenges, make more decisions, handle more details.
So when it comes to building profitability in your
dental practice, it can sometimes be difficult to find
time to identify the areas that will deliver results.
To help you focus on those with the most potential,
the following are seven “hot spots” that can often
yield significant extra profits.
1. Business Plan
A business plan is one of the most effective tools for maximizing profitability. If you do not have a plan or haven’t updated yours in several
years, make this a priority for leveraging profitability in your practice.
The process of developing or updating a business plan generates
multiple benefits. Understanding competitive position, identifying
goals and risks, anticipating problems and developing effective
operational strategies are just a few.
Developing a business plan involves creating financial forecasts and
break-even analyses. This equips you with tools you can use to identify
the key profit drivers for your practice, analyze financial performance
and measure progress.

2. Business Structuring
The way you structure your business addresses not only ownership and
liability, but also profits. The structure you select – sole proprietorship,
partnership, cost-sharing, corporation – determines tax rates and rules.
Thus, as your business changes, it is important to consider whether the
structure continues to best serve your interests in order to avoid paying
significantly more tax than necessary.

7. Exit Plan

3. Taxes
Income taxes are typically a major expense for dental practices.
Thus, reducing taxes payable is crucial to maximize profitability.
Meet with your accountant through the year – not just at
income tax time – to strategize ways to reduce taxes.
These can include claiming all available deductions as well
as bad debt expenses, paying salaries to family members
for services provided to your dental practice, timing capital
expenses, establishing a health spending account, structuring
contracts to allow faster write off of leasehold improvements,
and much more.

4. Financing
The way you finance your business can significantly impact
its profitability. Buying or establishing a practice; acquiring real
estate; constructing, expanding or relocating offices; making
leasehold improvements; purchasing equipment – these
endeavours typically require substantial capital. Careful
matching of your requirements with the most appropriate
form of financing, terms and payment options can optimize
both cash flow and tax deductions.

5. Budget
A budget is a powerful profitability lever – the efficient management of cash flow is key to the health of your practice.
A budget, which typically includes goals for future revenue
and spending, cash flow projections and profit and loss fore-

When you launch your dental practice, you should also have
a plan for exiting the business. An exit plan addresses ways
to maximize the value of this asset and to minimize taxes
payable in the event you need or want to sell it.
An exit plan also sets out what should be done to build value
in the business – every dollar of profit the practice generates
can yield up to three dollars of proceeds in a sale. Exit planning
generally involves estimating the value of the business and
identifying the elements – such as financial management,
benchmarking, and human capital - that will drive value.
The more time available to build value, the more opportunities
available to build profits.
Make enhancing profitability a priority. Meet with your
accountant on a regular basis to look into these seven hot
spots in your business and identify the best ways to continue
driving your profit potential.
Bottom Line:This article contains an accountant’s advice on
how to maximize profits by examining seven key elements of your
professional practice.

Andrea Chan, C A
Andrea Chan, C A, is a Par tner at M NP who
specializes in providing tax, consulting,
accounting, and buy/sell advisory solutions
to dental professional clients.
You can reach Andrea at
1.877.251.2922 or andrea.chan@mnp.ca.
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Preventing Fraud in your Dental Practice
Think It Can’t Happen To You? You’re Not Alone.

by David Bazak

According to a recent survey by PricewaterhouseCoopers,
one of the top three reasons for committing fraud is “insufficient internal controls”. When an employee realizes there
are loopholes to exploit within the business, it can present an
opportunity that’s too tempting to resist. And findings from
the Association of Certified Fraud Examiners find that fraud
can continue up to 18 months before being detected.
Experts estimate fraud can erode up to six percent of a
company’s annual revenues. Because it can be so difficult to
detect, it’s essential that companies know the warning signs
and establish clearly defined fraud prevention procedures –
particularly in relation to anyone who handles cash.

Preventing fraud in your dental practice
While fraud can originate from outside your business, it’s
often perpetrated by individuals within the organization.
There are a number of ways to help minimize the potential
for fraud and its effects on your practice. One of the first steps
is to understand the different types of fraudulent activity and
educate yourself and your employees on how it occurs and
how to identify it. From there, you can incorporate a system
of checks and balances to help prevent fraudulent activity.

Profitable Practice

“There are some simple but effective things dentists can do to
help reduce the likelihood of fraud in their businesses,” says
Dana Goldhawk, Cash Management Specialist with RBC
Royal Bank. “These include establishing authorities that
clearly separate the duties of staff members, reconciling bank
statements on a more frequent basis and safeguarding your
client records and financial data. We also recommend dental
practice owners sign up for electronic reporting services that
allow multiple users, but require individual password access.
This can help management to clearly identify who can do
what – from ‘read only’ to actual disbursement authorities.”
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As she recalls the time when her family’s
dental practices were affected by internal
fraud, there’s still a trace of disbelief in
Lorraine Spence’s1voice.
“We always treated our staff like family,” she says.
“Tony and I had absolute trust in all our employees.
All of that changed when we learned one of our staff
members was robbing us.”
The discovery of the thefts was made almost by accident.
Lorraine, who served as the office manager for the
couple’s three profitable dental practices, stopped by
one of the offices late one night to pick up cheques for
deposit. While there, she noticed the credit card terminal
was still open and that the screen showed a negative
balance of $750. The transaction was peculiar, but she
thought there would be a simple explanation.
Lorraine closed out the machine, the refund was completed and the next day, she called their former bank to
investigate. It took a lot of time and persistence but in
the end, the explanation for the odd credit card transaction was anything but simple. One of their employees
had processed the $750 “refund” to her personal bank
account. As they began checking their statements, they

realized these fraudulent transactions had been taking
place for months, to the tune of many thousands of
dollars. And when the bank statements arrived the
following month, Tony and Lorraine were appalled to
learn the same employee had written herself a sizable
cheque using the chequebook kept in their private office.

Goldhawk also says that when they’re hiring new employees,
dentists might want to consider conducting background or
criminal checks on prospective employees. “It’s a good idea
to contact personal and professional references, to conduct a
check for known criminal activity and to consider bonding
associates who will be handling funds,” he says.

Tony and Lorraine were devastated to learn they had
been betrayed by one of their employees. Now, the
couple is doing everything they can to share their story.
And they want owners of other dental practices to
know how easily fraud can occur, how difficult it can
be to identify and how prevention is the best approach.

“We never thought this could
happen to us.”

Fraud’s hefty price tag
Fraud is a serious problem that affects companies large
and small. In addition to the financial losses, there are
associated implications, including the cost and time to
find the fraud and the cost of external professionals
to deal with it (e.g. forensic accountants, computer
experts, lawyers, etc.). Those left behind after a trusted
colleague has taken funds are often devastated and at a
loss of who to trust anymore. And in some cases, fraud
can negatively impact a business’ reputation.

In the wake of their run-in with fraud,Tony and Lorraine made
a number of changes to the way they operate their business.
After a thorough review of their accounting practices, they
implemented a number of new fraud prevention measures
and closed a number of loopholes. Thanks to those changes,
the type of fraud committed by their former employee would
be virtually impossible to pull off in their business today.
“We never thought this could happen to us,” says Lorraine.
“It’s not only the hard costs of the theft, but the anger,
betrayal, energy and time and other associated costs. It doesn’t
matter who your staff are or how long they’ve been around,
you have to protect yourself. Now, we’re doing everything
we can to spread the word to the owners of other dental
practices to tell them not to wait to be a victim, but to take
steps now to prevent and detect fraud.”

The best approach is to engage the cash management experts
at your financial institution, who will be able to review all
the collection and disbursement processes carried out within
the office and determine the best options to help you
fraud-proof your business.

Indemnification
Often overlooked, these provisions are designed to protect
a buyer from any matter for which indemnification has
been obtained. Indemnification provisions typically address
breaches of any of the seller’s representations and warranties
and any pre-closing covenants. A buyer should also ensure
that they are indemnified for any issues arising from dental
work performed by the seller prior to closing but which
may not arise until after closing. Where shares of a dentistry
professional corporation are being purchased, a buyer will
also need to make certain that a seller remains liable for and
agrees to indemnify for any taxes payable.
Bottom Line:This article contains advice on how to prevent fraud in
a dental practice.
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.
®/™	Registered trademarks of Royal Bank of Canada. RBC and Royal Bank are
registered trademarks of Royal Bank of Canada.
1	Names and situation have been changed to protect the identities of the
individuals in this story

David Bazak

Vice President, Health Care, GTA
David leads the Health-Care Professionals segment at
RBC. 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 and
visit www.rbcroyalbank.com/health-care-prof
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Leadership

What it Takes
to be a
Leader in
Business!
by Anita Jupp

As a Top Leader you have to be brave
The success of any business depends on the attitude and
enthusiasm of the business owner. You have to be brave
because you often will not win a popularity contest with
your team. Nevertheless, there have to be policies and
guidelines for your team to follow.

Top Leaders never underestimate
the power of the right team

Leaders may be excellent motivators and give their team
members opportunities for wonderful careers. They may
encourage them to excel and yet still some of the team
members will not take full advantage of the opportunity.
Leaders are brave because sometimes life seems unfair.

It takes more than excellent clinical skills, to build a successful
and profitable dental practice. The key factor is to hire, train
and encourage the best team you can. Professional patient
care with a team offering five star services, along with
excellent clinical skills will truly bring you success.

Top Leaders are communicators

Above all, Top Leaders are
truly dedicated

Communication requires listening, as well as talking. Leaders
must be willing and able to hear ideas and suggestions from
the dental team and not dismiss them out of hand. Great
ideas can often come from any team member, and leaders
provide opportunities for others to present their thoughts.

Profitable Practice

Top Leaders think outside of the box
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Team practice building does NOT have to be difficult. Leaders are able to look at what works for other service industries
and apply it to their own practice. Also, they do not dismiss
ideas out of hand because they are unusual or just because no
one else has done it before. In the end, they carefully weigh
the pros and cons of each idea before proceeding.

I have had the opportunity to work with many successful people in
dentistry over the years, I believe they had all the qualities that I have
written about below. I am pleased with the success I have had, and
I am pleased with the support of the team I worked with and the
professionals who have been a great support.
Successful people are leaders and share several common characteristics
in what they do.

Top Leaders are passionate!

Success comes with hard work, knowledge, creativity and
dedication. A positive attitude and a willingness to share your
vision with your team, along with a great business plan, are key
ingredients to successful practice building in dentistry.

Some business owners talk about being a great boss, but often
do not walk the walk. Lead by example, be enthusiastic, know
how to energize your team.

Leaders know what they want and are able to share their
vision and their action plan with their team. They have
answers. They communicate and outline their business plans
clearly and then delegate responsibility to the team to get
things done. As leaders, they follow up, provide feedback and
assistance where needed, but they do NOT stand in the way
and micromanage.

As a business owner for over 25 years, I offered continuing
education programs and in-office coaching for dental teams.
I had the opportunity to meet some amazing people that
have built a successful business. Working with these people
and sharing our common frustrations and ideas has given me
insight into why people reach their goals.

Business Success is
Not Dependant Upon Luck

Top leaders have clear goals and are willing to work hard
to achieve those goals. Strong leaders are fair people who
don’t jump to conclusions with staff or patients. They
listen and hear people out. They know that people who are
treated fairly and with respect are more dedicated and loyal to
their business. Top leaders are respectful of others and always
choose the path that is ethically correct.
The biggest mistake business owners make occurs when they procrastinate and do not deal with problems.They wait, often thinking and
hoping it will get better on its own.The best advice I can give is to be
proactive, even when it can be painful dealing with difficult situations.
Success is having all your dreams come true. Be the sort of
person that people want to do business with and success is
inevitable.
Bottom Line:This article identifies leadership qualities that are
specific to dentists.

Assertiveness is a must for any
Top Leader
Leaders must be willing to take action and that includes
directing people and budgets. Leaders must not be afraid to
let people know what needs doing and then follow up to
make sure it all gets done. Great leaders are not bossy and
demanding, but they are clear that they want tasks done and
done properly. They make sure that their people are responsible
and accountable by only hiring the best.

Top Leaders know their business
inside and out
Leaders read widely and especially in their field.
They attend continuing education programs. They watch
what the competition is doing and are aware that a dental
practice is a business and a commodity. In short, they know
their business inside and out.

Anita Jupp
Dental Speaker/Transition Specialist
Anita Jupp’s career in dentistry spans 30 years.
She is known and respected internationally as a practice management expert. Anita has lectured for the
world’s leading dental associations in the UK, USA,
Asia and Europe, including the BDA, ADA, AGD and
FDI. She has written four books and has developed
a series of training tools on CD. Recently, Anita has
helped dentists transition the difficulties of a practice
sale or retirement planning and can be reached
at 905-339-7843 or www.roicorp.com or
www.anitajuppdental.com

They know what they want for their business and they positively share
that vision to make things happen. They are passionate, dedicated,
strong and clear.
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Marketing

Marketing As A Team Sport
Is Your Team Ready To Compete?

was good, but our conversion rate was only 14 percent.
For each of the next three mailings, we were ready, and
the conversion on average rose to a very healthy 72%.

Putting marketing meetings into play
Good teamwork starts with good communication. Many
practices I meet already have regular team meetings to discuss
everything going on with the practice. However, it’s time to
make the marketing of your practice part of these meetings as
well.You would be amazed at the benefit realized by simply
committing a 15 minute block every month to this discussion.

by Dan Pisek

Regular team marketing meetings are a must.
Here are five big ideas to help you make the most of
these sessions together:
1.
2.

LEAD BY EXAMPLE: Walk your talk. Practice what
you preach. Set the tone. Communicate well.
PUT THE RIGHT PEOPLE ON YOUR TEAM:

All it takes is one bad player to upset the chemistry of
what we are trying to do. Sometimes changes to the team
lineup are required.
3.	APPOINT A TEAM

MARKETING LEAD:

They are playing in the game themselves, and have the
initiative and trust from the team to lead the charge.

4.	SHARE

RESULTS WITH YOUR TEAM:

Track the metrics. Get testimonials. Get feedback and
share with your group.

5.	
STUDY THE

COMPETITIVE LANDSCAPE:

Have everyone engaged on your team keep an eye on
what your competitors are doing - so to best differentiate
and position the brand of your practice.

Profitable Practice

The Dreaded “S” Word
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With dentistry becoming more
competitive every day, you need to be
running your practice more and more
like a business. After all, along with
being a health care provider, you are
also an entrepreneur who has a vision
for achieving success.
Get a winning game plan
I can tell you from my own experience that success
in business starts when you have the right game
plan and the right people around you. As an avid
sports fan, I’m amazed by how many times the
team with the most individual talent does not win
the championship. The Boston Bruins, New York
Giants, Dallas Mavericks, St. Louis Cardinals are the
defending champions in their respective sports.
But in each of their league finals, these teams all
beat opponents that had superior lineups on paper.
How did they do it? They had a winning game plan
and a great team to make the game plan happen.
I enjoy taking the role of a practice marketing coach
with my clients. First, we create a winning game plan

together, and then bring the team together to really
“work” the plan. This “bringing together” usually
begins with a marketing team rally, where my goal
is to begin instilling more of a sales and marketingminded culture in the practice.

Play with a team system
While this team sport analogy may seem like a basic
enough concept, I am amazed at how few practices
actually work their practice marketing with any
kind of team system.
I have a client where the doctor made a significant
marketing investment in transitioning his newly
purchased practice. The project involved brand and
logo design, a new website design and a patientdirected newsletter to inform customers about the
exciting changes happening at the practice. Then it
was time to begin marketing externally to attract
new patients with a professional mailer program.
The piece looked great and went out as planned to
the targeted local community. Everything was in
place - except the team piece. No one had informed the front desk that these pieces were about
to land and to be ready for the incoming calls. The
phone rang, but the front desk was not ready. With
the first mailing of that campaign, our response rate

The first thing to understand is that at some level, we are all
already sales people, actively selling something every day.
For example, I am a sales and marketing professional who
deals with many existing clients and new business opportunities every day. Still, on many days, my best selling happens
at home, at about 8:15am, when I am trying to convince my
two-and-a-half-year-old daughter to wear sneakers to school
instead of princess party shoes.

Proactive Selling =
“communicating softly”
The second thing to understand is that the selling that we are
doing here is not to be confused with the selling that happens
at your local A-1 Fine Motor Sales. The selling here is about a
soft approach that is all about leveraging the great relationships
and trust that are already in place with our clients.
Once things really get rolling and your team has embraced
this new idea of proactive selling, it is really interesting to
watch how every team member develops their own unique
style. One of the easiest ways to observe your team in action
is with a referral program. Set a target for everyone to ask
one patient for a referral per day and see how they go about
making this happen.

Spark selling opportunities
Selling is about everyone finding their best opportunities to
spark a discussion - and then making the most of that opportunity. Here are a few big ideas to help spark selling opportunities
and then make the most of them:
1.	
BE

CONFIDENT IN WHO YOU ARE AS
A PRACTICE: See yourself as the best practice around.
Be confident when trying to grow the practice – you are
not desperate.

2.	
HAVE A

REFERRAL PROGRAM: This is the easi-

est way for your team to get involved.

3.	EMBRACE THE

POWER OF GOOD
QUESTIONS: Use open-ended questions to get a

conversation going. Make the effort to really listen for
opportunities to sell dentistry.
4.	KNOW YOUR

ELEVATOR PITCH: Know why
someone should choose you. Have a list of the three
biggest reasons why someone should join your practice.

5.	
REMEMBER TO A.B.C.: “Always Be Closing” is a

great philosophy to keep top of mind. With every new
opportunity discussion, always be thinking about the next
step in the sales process - and how to get them there.

Preparing your team to
achieve extraordinary wins!
As dentistry businesses become more competitive, the
value and potential of team performance to drive organizational and sales and marketing success grow significantly.
Equally important, disciplined team choices and behaviours
improve the quality of a sales and marketing culture as
well as encouraging, collaborative thinking, leadership
skills, engaged and motivated workers.
As you’ve learned, the three prerequisites for a winning team
include clear objectives, communication, and a team sales and
marketing approach. Working groups that rigorously apply
these fundamentals will tilt the odds of success greatly in
their favour.
I recommend unleashing the power of your team to
come together with these principles. It’s sure to be a WIN
WIN for everyone.
Bottom Line:This article outlines a team marketing approach to
ensure success in a dental practice.

Daniel Pisek
Daniel Pisek is the owner of Full Contact
Marketing, which specializes in health
practice marketing. He can be reached at
1-800-728-6651 ext.24 or
dan@marketingfor vets.ca
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INVESTMENT ADVICE

Making the Right Moves
To Get To The All Star Game
by Jacqueline Rudberg

	Like professional athletes, health care professionals are
highly skilled and trained experts in one specialty area.
	Health care professionals directly engage in entrepreneurship
by owning and operating their own practices, and often
participate in other business activities outside of the health
care sector.
	Health care professionals represent their own individual
brands and develop a personal image reflected in the type
of practice they own and operate.
	Both professional athletes and certain health care professionals suffer from abnormally high bodily injury as a
direct result of repetitive movements and intense training.
Consequently, exit strategies should be considered at an
earlier stage and financial needs addressed early on.
Health care professionals also benefit from two major
advantages that escape many professional athletes: they begin
their careers formally educated, ready to be pillars in their
communities, and their earning potential spans a much
wider horizon.

Profitable Practice

Whether you are buying, selling, owning and operating a
health care practice, or considering alternative investments
to create diverse revenue streams, dentists have a need to
surround themselves with trusted and dedicated advisors.

14

In the last several years, I’ve acted as general counsel and
small business advisor for a firm in Washington D.C. that
oversees the financial portfolios of high-net-worth
individuals. These high-net-worth individuals require
a specialized approach when it comes to overseeing their
interests; they are professional athletes commanding some
of the highest salaries in the NFL, NBA and tennis.
These athletes are brands in and of themselves, as well as commodities
to be capitalized on in the marketplace, targets for unsavory individuals, and sometimes an ATM machine for family members. This
environment, coupled with bad investments, poor financial literacy, and
the common belief that careers are everlasting can result in irreversible
personal and financial downfall. The NBA Players Association estimates
that 60 percent of NBA players are bankrupt within 5 years of retiring
and according to a recent study in Sports Illustrated, 78 percent of
NFL players experience financial reverses two years after putting down
the football.
Nevertheless, a minority of athletes achieve sustainable success; success
that outlasts their time on the court or in the field so that they are
financially intact long after their departure from the world of
professional sports. What accounts for this significant difference?
It’s the athlete’s own accountability, understanding and willingness to
invest in trusted, professional advisors committed to preservation of
capital, but also concerned with managing their relationships vis-à-vis
the media and commercial partners.

In the world of professional sports, a trusted advisor can
make all the difference between possessing critical defense
and/or exerting the necessary offence. This analogy is equally
applicable to health care professionals and their important
role in the for-profit health care sector.
Owning and operating a health care practice involves focusing
beyond the medical service being provided. Achieving success
in today’s demanding and competitive marketplace assumes
that health care professionals are good at providing high-quality
personal service in addition to ensuring that the foundation of
their practice is on solid footing.

1. The Strategic Side – Your Global
Infrastructure For The Entire Business
a.	Financial Management –
i.	Establish tight financial controls, good budgeting practices,
accurate bookkeeping and accounting methods
ii.	ability to acquire the money you need
iii. account for the money you receive

1. The operational side –
internal infrastructure for the day-to-day
a.	Labour –
i.	Ability to attract the skilled people you need,
establish personnel policies, training and
organizational development
ii.	Ensuring high competency, capability and integrity for
all staff

b.	Efficiency Quality of Service –
i.	Exerting good internal efficiency, time management
and clear and measurable output and responsibilities

c.	Sales –
i.	Developing effective advertising, promotion
and sales programs
ii.	Generating strong momentum by
continually marketing your services
It takes an entire team to win the Super Bowl. Successful
entrepreneurs are no different – a robust team is critical
to ensuring that both the global and internal infrastructure
are designed to outlast a season and developed for long
term sustainability.

Recap:
Your business is constantly growing and evolving; relying
on trusted advisors to continually monitor and bolster your
infrastructure in the pursuit of your long term goals could
mean the difference between you working for your money
or your money working for you.
Bottom Line:This article compares and contrasts the investment
needs and concerns of health care professionals with those of
professional athletes.

b.	Legal/Compliance –
i.	Maintaining corporate records;
ii.	Timely filing of taxes and
withholding correct amounts
iii.	Ensuring prompt payment of licensing fees
iv.	Staying on top of relevant government
regulations that impact your practice

Jacqueline Rudberg
Jacqueline Rudberg is Director of
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.

Although it may not seem this way on the surface, health care professionals share many similarities with professional athletes and require
the same level of professional advice.
15

Cancer and Dentistry

Dental Care for the Cancer Patient
by Amelia Chan and Yolanda Menshari

and/or withdrawal of blood for testing. Hickman lines
remain in place when long-term IV access is required.
You will be required to take antibiotics before commencing any dental treatment that may cause bleeding, such as
cleanings and extractions.

For preventative care, there are treatments such as fluoride rinses
and varnishes that decrease the risk of tooth decay and gingivitis
(gum disease), by inhibiting the growth of bacteria and decreasing plaque. In addition, it is possible to re-mineralize the enamel
surface and reverse the initial decay process. If you prefer an
alternative solution there are various toothpastes and rinses that
contain organic antimicrobial agents, and/or contain calcium
phosphates that have re-mineralizing properties.
Timing of necessary dental work is essential.You should have
a thorough dental examination, necessary dental x-rays and
complete the necessary procedures to achieve optimal health
of the gums and teeth, before chemotherapy, cancer related
intravenous (IV) bisphosphonate treatment and/or radiation
treatment. Bisphosphonates are a class of drugs used to treat
cancer related problems and oral forms are used in the
management of osteoporosis to increase bone density.
Dental infections and/or treatment such as extractions and
gum surgery after radiation to the head and neck area, and/or
cancer related IV bisphosphonate treatment can increase the
risk of a serious problem that causes rotting or necrosis of the
jawbone. In circumstances where the bisphosphonates are
responsible, the term BRONJ also known as Bisphosphonate-Related Osteonecrosis of the Jaw can occur. BRONJ
appears as exposed bone in the jaw that does not heal.
BRONJ is painful and difficult to treat, therefore prevention
of this condition is extremely important, by performing any
necessary extraction(s) and/or gum surgery before radiation
and/or cancer related IV bisphosphonate treatment.

Profitable Practice

Low levels of vitamin D and calcium are related to poor gum
health; however, please consult with your health care team
before you start taking any dietary supplements since they
can interfere with cancer treatments.
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Your doctor has delivered the news that
you have cancer.You may be experiencing
disbelief, numbness and fear.You are compelled to embark on a journey to manage
your condition and restore your health.
For many years, we have had the opportunity and
experience to treat patients and recommend a regime
of preventative procedures before and during cancer
treatments, resulting in little if any changes in the
general condition of their mouth afterward.

cavities and gum disease. Thus, dental care is a priority
before and during cancer therapy.
If you have had radiation treatment and/or are about
to undergo radiation treatment you may have concerns
regarding dental x-rays. The radiation emitted from the
new advanced digital dental x-rays is minimal compared
to the amount of the radiation from cancer treatment.
Digital dental x-rays emit less than half the radiation
of traditional x-rays. If radiation exposure from dental
x-rays are a concern, be sure to inquire whether your
dental office offers digital x-ray imaging.

We have also treated patients after they have had
radiation and/or chemotherapy. The condition of their
mouths would have been much better if they had the
necessary dental care before they started cancer treatment.
Many patients felt their dental care was not a priority
relative to their cancer diagnosis, and when they
returned after completing their cancer treatment
months later their mouth was in very poor condition
with new areas of tooth decay and gum disease.

Keeping track of your blood work from your oncologist,
surgeon and/or general practitioner is important and an
updated copy should be given to your dentist.
Your white blood cell count and platelets may be
abnormally low after chemotherapy; therefore, it is
probably best not to proceed with dental treatment
that involves any form of bleeding since your healing
capacity may be compromised. In many cases, it may
be wiser to wait until these counts are closer to the
normal range.

For those who have had chemotherapy, surgery, and/
or radiation, you may experience a host of side effects
in the mouth, such as dry mouth known as Xerostomia,

You may have a Hickman line, which is a special
IV tube inserted into a large vein near your heart.
It’s used for chemotherapy, other medications,

This decreases the likelihood of a blood infection originating
from bacteria in the mouth, which can be dangerous if your
immune system has already been compromised by cancer and/
or chemotherapy.
Radiation, chemotherapy and/or other medications can
decrease your saliva flow. Saliva acts as a natural buffer, which
neutralizes the acids in our mouth that occur each time we eat.
Saliva also helps clear food particles which linger in the mouth.

Finally, it is important to maintain optimal oral hygiene,
due to the increased risk of conditions such as gum disease,
tooth decay, ulcers and other conditions in your mouth.
You can benefit greatly from having a dental professional
closely monitor for changes in your oral health and
recommending the appropriate products.
Bottom Line: It is vital to your overall health that you receive
optimal oral health care before, during and after your cancer therapy.

One of the most common side effects in the mouth is
Xerostomia, also known as dry mouth. Xerostomia can cause
many symptoms such as ulcers, cankers of the mouth, oral
thrush (fungus/yeast infection), tooth decay, gum disease,
halitosis (bad breath) and overall discomfort of the soft tissues.
With so many products on the market, you can feel overwhelmed when making decisions regarding your oral care.
Products containing Xylitol are a very helpful adjunct in the
management of Xerostomia. Xylitol is a natural sweetener
made from vegetable sources that has very little effect on blood
sugar levels. Xylitol also elicits an increase in oral pH and
salivary flow. Tooth decay-causing bacteria such as streptococcus mutans, cannot digest Xylitol; therefore, bacterial colonies
are less likely to form. Xylitol can also help bad breath as well.
Breath mints, chewing gum and rinses containing Xylitol can
be purchased through your dental professional, health food
store or pharmacy.

Amelia Chan DDS
Yolanda Menshari RRDH
Both Toronto-based dentist,
Dr. Amelia Chan and restorative dental hygienist,
Ms. Yolanda Menshari can be reached at
416 977 8877 or at www.downtowndentistry.com.
Dr. Chan’s state-of-the-ar t practice is located
in the hear t of Downtown Toronto. She and her
highly trained staff offer a wide range of dental
wellness ser vices.
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Retirement Advice

Our Personal Journey
into Retirement
We wanted someone to talk to, but were afraid to call.

for change occurred a few years ago when I had suffered
an injury, and could not work for months. Although it was
unsettling at the time, it ended up being a very enlightening
experience. Our mindset was jogged, and we realized that
there could be a happy life, beyond ownership. It was time to
start seriously thinking about selling.
First, we endlessly explored our emotional readiness. We had
to be sure. We did not want to turn back, and we wanted
no regrets. This helped us come to our firm decision to go
ahead and sell.
At this point, we hit a roadblock. Now the question was how
do we quietly assess the reality of listing the practice for sale?

Who could help us figure out if we could retire?
Were we well positioned to live without the
daily income?
Were we ready to embrace the retirement lifestyle?
Did we have hobbies and plans that would carry us
happily into retirement?
Were dentists eager to buy into the market?
Beyond the assets, would we be emotionally ready to part with
the practice we worked so hard to build over the last 30 years?
For the sake of maintaining confidentiality, we wanted someone to talk to, but we were afraid to call. We were venturing
into unfamiliar territory, and needed professional input.

Profitable Practice

Feeling more certain that now was the right time for us, we
took the big leap, and placed a phone call to arrange a meeting
with a broker. Our trusted broker assured confidentiality
of our discussions. Finally, we were able to talk to a knowledgeable professional.
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Publisher’s NOTE: For confidentiality and privacy concerns
of all parties involved in this transaction, the publisher has
withheld the names of the dentist and spouse.
For decades we worked very hard, continually building and refining our
practice. Our goal was to enjoy many years of the ownership lifestyle,
and then one day, sell and retire.
In our later years, we spent time planning our exit from private practice,
but we were always wondering when it would be our time to leave.
We watched many colleagues not controlling their exit, with their
careers ending sadly. We wanted to control this very critical time in our
career. Young, healthy and with many other goals yet to be achieved, we
contemplated untying ourselves from the responsibilities of ownership,
and having the freedom to embark on the next chapter of our lives.
Timing our exit was about choosing our destiny, and not having it
chosen for us. We wanted our exit to be marked by happy moments
and not dire ones. Leaving with dignity and a sense of accomplishment
with our 30-year career was an important part of the planning.
Although the ownership phase of our career was a very rewarding
experience, it was time to explore other facets of life. Our catalyst

We had now embarked on a critical next step in our process.
Meeting with the broker was highly informative. He shed
important light on the happenings in the practice sales market
and how what we were selling fit into that. Based on this
information, we were now better equipped to firm up our
decision to sell. Our emotions were in the right place, the
progress of our practice was in the right place, and the time
was right. With confidence, we listed the practice for sale.
We had started the process that we had only imagined, and
did not know what to expect. All we knew now was that
the tasks ahead would be foreign to us. The broker guided us
in the process. We set out to surround ourselves with the
required professionals who would assemble all that was
needed, to ensure a smooth sale transaction.
As we became accustomed to the task of supplying our
professionals with the required items, we were surprised by
the emotional moments that we would encounter. After all,
we were so used to systematic routine for 30 years, and now
it felt like every task was totally new to us. We were like fish
out of water. Our professionals helped us reason with our
angst. And as panic would try to set through, the broker’s
professionalism enabled us to gain clear perspective. We were
now in his world, and relied on his experience to guide us.
We now faced a big psychological challenge.

How would we take on the sale process, while still
maintaining our ongoing commitment to caring for
our beloved practice?
During the selling period, we often struggled to keep our
minds and emotions focused on the daily running of the
practice, continually aiming to improve it. It was too stressful
to let our minds drift towards the retirement ahead of us; this
was not the time for that.
Also, maintaining confidentiality of the sale was critical not
only to prevent patient concern, but to also protect our
family and staff from unnecessary anxiety. This was draining on
our energy. But with professional guidance, we were able to
spare all those around us from the emotional ups and downs
we were feeling. Instead, we brought them into our venture,
once the happy ending was clearly in sight.
The sale process brought us a new perspective of our practice
as it brought years of accomplishment to the fore. It was like
being on the outside and looking in. It was validating and
rewarding, and made us proud of what we saw.
The professional broker was a critical element in supporting
the emotional highs and lows that we were poorly equipped
to deal with. We were extremely grateful to our broker,
who had decades of transaction experience that went well
beyond just “numbers”. After all, they were selling ‘our
baby’, and not just bricks and mortar. We were heavily
emotionally invested in our business, and appreciated a broker
who provided the sound guidance we needed to proceed
with confidence.
Once the practice was sold and we had reached our goal,
we set off on our new path. Again, we were headed into
uncharted waters. With all the professional help now in the
past, we were on our own to embrace our next chapter.
It felt strange to no longer do what we were trained
to do. Old routines were being carefully replaced with
productive retirement habits. After 30 years in the making,
we had finally reached our goal.

We were happily retired!
Bottom Line: A personal account of one couple’s transition
into retirement.
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Health and Safety Act

Safety and Compliance
In the Dental Office

Is Compliance Difficult to Achieve?
Dentists understand the problem and they know what they
have to do to protect themselves by achieving compliance
with current legislation.
Proper compliance with all legislation requires that they
conduct ongoing and up-to-date research, and that they
formulate best practice procedure and educate themselves,
and then educate and train their employees.

by Joe Zeisler

It is a time-consuming process and dentists already have a
full-time job, and with family and other obligations, they
have already run out of free time.
So, how can we help dentists achieve compliance when time
(and money) is at a premium?

Dentists Need Help
The Ontario Dental Association has done a wonderful job
of bringing together resources needed to achieve compliance
with legislative and regulatory requirements.
It is not the ODA’s mandate or responsibility to implement or
enforce compliance with all the acts, associated regulations and
guidelines that dentists have to comply with as a small business
and as a dental office.
Due to a so-called “disconnect” between the information and
resources that are available and the actual implementation of
these resources into the dental office, what dentists need is help
with the implementation of a system that will provide them
with a standard of practice as well as proof of compliance as a
defence in case of inspection, investigation, injury or complaint.

Profitable Practice

The Penalty – Under the Act
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A March 2011 editorial article by
Dr. Janice Goodman in Oral Health
Magazine brought forward again the
issue of safety and compliance in
dentistry. The article described what
another dentist had to go through
when a “random” (some say there is
no such thing) check of his office by
the MOL (Ministry of Labour) found
his conduct to be deficient in relation
to safety.
Compliance
Dentists sometime forget that a dental office
is viewed by all levels of government as a small
business. As we now see an increase in legislative and
regulatory requirements and a collateral increase in
enforcement, dentists have to find a way to comply
with legislation such as the Health and Safety Act.

A Mistaken Perception of The New
Infection Control Guidelines
Infection prevention and control (IPC) is an
integral part of safety in the dental office, but
many dentists think that the new IPC guidelines
published by the RCDSO at the end of 2010 are
unenforceable because all they are is a suggested
guideline. However, the guidelines are meant to
be a framework for best practices and conduct
based on the most recent knowledge available.
These guidelines form an integral part of the socalled “standards of practice for the dental profession” not only in Ontario, but in every jurisdiction
in Canada and the United States, as well as in other
countries around the world.
Because dentists always “have an obligation to maintain the standards of practice of their profession,” if
the guidelines are not followed the dentist may be
found not to be in compliance with the standards
of practice of the profession. Both the RCDSO and
“other bodies” may use the guidelines to determine
if standards of practice and professional responsibilities have been maintained, especially in case of
an inspection, investigation, complaint or injury
(read the guidelines).

The Health and Safety act states that the penalty that every
person found to be guilty of an offence under the Act is liable
to a fine of no more than $25,000 or to imprisonment for a
term of not more than twelve months, or to both. In case of a
corporation the maximum fine is increased to $500,000.

A Systematic Approach to Achieving
Compliance
Compliance is not as straightforward as one might imagine.
It is complicated by the human factor and the duties involved
in health care. Compliance is not defined as a point in time
but is an ongoing effort that has to be in place 100 percent
of the time.
Although dentists overall maintain a very good record of
safety, there have been sporadic instances of disease transfer in
the past, so it is not enough to “do the right thing.” Dentists
have to be able to show that they are doing the right thing.
Bottom Line:This article is a scholarly account
of the Health and Safety Act as it applies to
dentists and their practices.
Approved PACE Program Provider FAGD/MAGD Credit Approval does not imply acceptance by a state or provincial
board of dentistry or AGD endorsement.
6/1/2011 to 5/31/2012. Provider ID# 340209.

The Defence of “Due Diligence”
The Act also states that a defence for the accused would
be “to prove that every precaution reasonable in the
circumstances was taken” in order to protect a worker
(or a patient) from injury.
This is the defence of due diligence (also known as the
defence of “reasonable care”) which is the only defence in a
Strict Liability case (where only the “Guilty Act” is needed
without the requirement for a “Guilty Mind”) as is the case
here with convictions under the Health and Safety Act.
In a case like this, the burden of proof is with the accused
where he is guilty and has to prove otherwise by showing
that he or she has made every “effort” that is that they “took
all reasonable precautions under the circumstances to protect
the safety of all workers, patients and visitors to the dental
practice”.
Note that In order for the defence of due diligence to hold,
the due- diligence “effort” has to be in place prior to the
occurrence of the event (i.e. the accident, investigation,
inspection or complaint).

Dr Joseph Zeisler
Dr Joseph Zeisler is a dentist with extensive scientific
research background in the area of biotechnology
(utilizing bacteriology, virology and recombinant
DNA technology), he is the research coordinator and
CE program developer for Health Control Systems Inc.
And he is responsible for the Dental Safety Initiative
(DSI), intended to help dentists meet their professional
and legislative obligations in relation to safety.
For more information or consultation
please contact Dr. Joseph Zeisler at
healthcontrolsystems@gmail.com or
at 416 949 5751.
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Managing your
#
1 Asset

Profitable Practice

by John Vander Velden
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Many retiring dentists indicate that staff management
issues far outweigh clinical dentistry issues as a reason
for selling or transitioning their practice. There are
four distinct skills required for running a practice:
clinical, business, marketing and leadership.
Leadership is the most ignored and may very well be
the most important. It is extremely rare to lead a team
if your clinical and business skills are poor. First and
foremost, team members need to believe in you.
Most dentists invest very little in their careers on
leadership however a highly motivated, functioning
team may be the single biggest key to success.
Dentists spend small fortunes on consultants and all
kinds of substitutes for leadership skills. For most of us,
these skills do not come naturally.
When I work with practices I find that the team is willing to follow
the leader but often they don’t know what the leader wants or where
he/she wants to go. Remember doctors, that unlike most jobs there
is little room for career advancement in a dental office, and most of
your employees have peer groups outside of your practice where they
compare work environments, pay scale etc. This means that you will
need to instill a sense of community for your team, one where they are
serving each other and you, and not just the patients. This community

has shared goals, and experiences and is crystal clear on why
this is such a great place and where they are headed. If I were
to ask one of your team members about your environment,
what would they say? Take the test; does your entire team
bring ALL of their family and friends into your practice? If
not, it may be because they do not believe in something and
that could be the vision or the dentistry.
So how then do you get your team behind you, pushing and
pulling you where you want to go? The secret of course, is
to ensure that you are serving them. Have you created an

environment where your team believes in you the dentist, as
well as you, the person? For one thing, you need to engage
in shared experiences. Doing charity work together, having
fun together, and attending seminars together are some ways
to bond through shared experiences. Does your team have
everything it needs in order to be fully engaged in
this community?
Leadership is defined by helping those around you get what
they want. Do you know what they want? I believe that
when you help them get it, they will help you. Many dentists
get so frustrated attempting to lead, they hire office managers to handle all the disciplinary tasks they hate dealing with.
Often this occurs even in small offices. This potentially large
salary can often be directed somewhere else.
The most effective offices I have seen are where the leader/
dentist is more like a pilot. Pilots have all the systems in
place; not necessarily developed by them and they only need
to follow a precise order with quality monitors, gauges and
checklists. In fact, most of the functions on calm days are
handled by automatic pilot. It is when the turbulence comes
that it is the pilot’s job to smooth out the plane and return
the passengers to calm safety. That’s why he or she gets the
big money! Does this describe you? Or are you the one who
is causing the turbulence? Does your team know that when
it gets bumpy that you will lead them through to the calmer
times ahead? If so, they will follow wherever you lead them.

To help you it is important to surround your self with partners that contribute to the health and wealth of your practice.
Your banker, insurance broker, accountant, lab person and
dental supplier should all be helping you build your systems.
Search for partners who provide value. If the ones you are
using being nothing but the promise of a low price, then
search for someone who can contribute to your business.
An old saying states: “there are three things to consider when
buying—quality, service, and price. Pick any two because all
three cannot exist together.”

Someone told me once that you cannot be a provider
of a valued service if you are not a buyer of one–it is
indeed incongruent.
Surround yourself with partners who are leaders and they
will help you on the path to a long and healthy dental career
and practice, while also increasing the value of your business
and helping you focus on the most important people in your
business, your team.
Bottom Line: A personal and professional account of the importance
of leadership and staff relations in a dental practice.

John Vander Velden
John Vander Velden is the Calgary Branch Manager
for Patterson Dental where he has worked for the
past 28 years. He has a passion for helping dental
practices succeed. He is also sits on the board for
The Tooth Fairy Children’s Foundation that provides
dental services/toothbrushes to underprivileged
children around the world.
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What happens
to the staff when
a dental practice
is sold?

Profitable Practice

by Timothy A. Brown and Mariana Bracic
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Whether you are considering buying or selling
a practice, you need to know what happens to
the staff. A key question is this: will the purchaser
employ the vendor’s employees? If yes, then the
purchaser assumes (some possibly very expensive)
obligations toward those employees. And the
employees will get credit for their prior seniority
with the vendor. If not, then the seller must deal
with terminating the employees who will not be
hired by the purchaser (again, potentially a very
expensive exercise).
By law, if the deal is an asset sale, neither the purchaser nor the
employee is obligated to enter into an employment relationship.
However, from the vendor’s legal perspective, it may be safest to
provide written notice of termination under employment standards
legislation even if the purchaser intends to keep all the employees.
This is because, if the purchaser reneges, or if the employee rejects
the offer, the vendor continues to be liable under most provincial
legislation. This is sometimes dealt with by providing an indemnity
clause in the agreement, but as a vendor, ask yourself whether you
want to be in the position of having to chase the purchaser (who

is probably somewhere in the Caribbean!) after the sale to
recover this money. If the purchaser does employ any former
staff, the legislation will deem that employment to be simply
continued giving the employees credit for past service. As
a purchaser, consider this potential liability when deciding
whether to keep an employee on. Mariana suggests purchasers negotiate this with the vendors, who are often justifiably
desirous of having their employees kept on.
Employers must consider not only the minimum standards
imposed by the legislation, but also their common law duties
that are extensive and expensive. As an employer, the most
important thing for you to realize is that it is open to you to
rebut the common law presumptions. That leads to what may
be the most valuable legal advice you ever receive: implementing proper, written contracts with all your staff well in
advance of a potential sale, may save you tens of thousands of
dollars, possibly even six figures. That is because terminating
with common law pay is enormously expensive. By transitioning your staff to effective contracts, you can obviate the need
for common law notice and limit your obligations to the
statutory minimums.

Notice should always be delivered to staff in writing.
While business interests may militate in favor of delaying
advising employees of an impending sale, there are competing legal considerations. A vendor who does not provide any
notice to employees in advance of closing faces a potentially
significant expense in the form of termination pay in lieu
of notice.
In summary, dentists selling their practices should carefully
weigh the sometimes competing business and legal interests
in determining when to notify their staff of the sale.
Purchasing dentists should carefully weigh the advantages
and disadvantages of hiring the vendor’s employees.
Both should seek business and legal advice from experts
knowledgeable about these issues. When it comes to staff
issues on the sale of a practice, the stakes are enormously
high for both seller and purchaser!
Bottom Line:This article contains business and legal advice for both
buyers and sellers as to the best way to deal with staff in a practice
sale transaction.

Timothy A. Brown
President & C.E.O. of ROI Corporation

Mariana Bracic

Timothy A. Brown is the Broker of Record and
CEO of ROI Corporation, 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

Mariana Bracic, BA(Hons) JD is the founder of
MBCLegal.ca and can be reached at 905-825-2268
or at mbracic@mbclegal.ca. She is proud of
the dramatic benefits that her unique, niche
specialization (employment law + doctors)
provides to her clients’ wealth and happiness.

BA(Hons) JD
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Defensive Strategy for Dentists

An illness can ruin your future happiness.
Now is the time to plan for…

A Rainy Day
by Mark Halpern

Consider these 3 reasons for you and your spouse to add
Long Term Care insurance and/or Critical Illness insurance
to your retirement portfolio:
1.	Don’t count on publicly-funded support. Many Canadians

mistakenly believe that the government will assist us in
our retirement and care for us through any illness.
Public healthcare is already severely strained.
Statistics Canada projects that by 2021 there will be seven
million seniors, representing 19 per cent of the total population; by 2041, more than nine million seniors will comprise
an estimated 25 per cent of the population.
The demand for care facilities and home care is already
growing rapidly and will be huge. The cost burden to
support family members will continue to rise. Most Canadians
prefer home care to facility care–and statistically, care-giving
becomes the responsibility of women in the family.
This creates a tremendous emotional and financial burden.
Do you have a plan that takes this into account?
2.	Canadians are living longer due to healthier lifestyles and

Profitable Practice

medical advancements in treatments for many chronic
illnesses. Our increased life expectancy comes with a
financial cost; there will be a lot of people long on life
and short on money with the false expectation that their
quality of life will be good. We’ll have to provide financially
for ourselves and our loved ones much longer than we
may have anticipated. We will need funding for ongoing
care, treatment and medications.
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There’s never been a better time to be a successful dental
professional.You feel great, your family is healthy, and you are
achieving your earnings potential.You are travelling for fun,
enjoying life to the fullest, and celebrating your successes.
Life is good.
Aging and illness are probably not your foremost thoughts. Most people
simply don’t plan for the financial impact of a sudden or prolonged
illness. It’s so easy to ignore. They don’t even have a current will and
powers of attorney in place. So, what’s your plan?
We are living in the midst of a global economic event. The downturn
has jeopardized or postponed retirement plans for most people.
And the challenges are even greater for those nearing retirement age,
given the short time horizon for recovery. An unexpected illness can
ruin your plans.
Your family’s financial future can now be secured with a defensive
asset preservation strategy that includes Long Term Care insurance
(LTC) and Critical Illness Insurance (CI). The best and only time
to protect yourself is while you are healthy. If illness strikes, it will
be too late.

3.	You need to plan now. This is the time to prepare for life’s
uncertainties by gathering accurate information based on
evidence and facts. An Ipsos-Reid study revealed that
42 per cent of Canadians are concerned that they will
have to care for their parents when they get older.
You may be caring for a parent right now. But despite
such concerns, we don’t like to think about what the
future could hold for us -- and we don’t make plans to
give ourselves financial independence if something
bad happens.
The good news is you don’t have to do it alone.You need
help to navigate through the abundance of information
and misinformation online and offline. Certified Financial
Planners (CFPs) with expertise in insurance matters are
well-trained professionals who can ask the tough questions
you need to consider. They will present various scenarios to
help you make informed decisions about your future.
Get the information before you make the decisions.
You need the straight facts about plans to protect you and
your family against the escalating costs of long-term home
care and facility care. Those costs can vary today from
$4,000 to $10,000 per month and can rapidly deplete your
retirement savings, causing financial strain on your spouse
and children. With health care inflation rising quickly, these
monthly costs will likely double in the next 10 to 20 years
to a range of $8,000 to $20,000 per month. Even wealthy
Canadians will have to pay attention. It will be a big black hole.

A small investment today can eliminate that uncertainty forever.
Wouldn’t it be comforting to know that’s taken care of?
Now is the time to get the information you need.
Long Term Care insurance and Critical Illness Insurance are
often overlooked simply because it isn’t the happy future we
want to consider for ourselves. But as government support
declines and as we live longer, we must ensure we have a
realistic plan to deal with the costs of care and illness in our
retirement years. After a lifetime of hard work, safe investing
and careful tax planning, it’s a tragedy to see savings depleted
and estate values diminished by illness.
Some policies (both Long Term Care Insurance and Critical
Illness insurance) can return all of your premiums if you don’t
make a claim and just stay healthy. It’s a winning combo of
forced savings and big protection. If you own a company or
professional corporation, additional benefits may be available.
For those who prefer to self insure by financing their health
care with after-tax dollars, consider this better option: purchase
an inexpensive joint last-to-die life insurance policy to replace
the money spent on your healthcare. It will guarantee that
you enjoy your retirement years without worrying that you
won’t be leaving something in the estate for your children or
for your favourite charities. It’s a very inexpensive and taxefficient way of creating wealth that will likely be needed to
pay for future tax liabilities.

Why every dentist needs
critical Illness insurance What are your odds?
Winning the 6/49 lottery

1 in 14 million

Getting diagnosed with		
cancer, stroke, heart attack

1 in 3

If you are one of the lucky two…you get back all
of your premiums just for staying healthy

With this in place, you will face the future with peace of
mind. Planning for a rainy day allows you to enjoy the
sunshine now with confidence.
Bottom Line:This article offers sound advice and statistical evidence
that it is prudent to prepare for a ‘rainy day’.
Mark Halpern
Certified Financial Planner, is the President and
Founder of illnessPROTECTION.com
Mark Halpern, CFP, is the Founder and President of
illnessPROTECTION.com. Mark is one of Canada’s top
life insurance advisors with special expertise in living
benefits (critical illness insurance, long term disability
and long term care).
For your free, no obligation consultation, please
contact Mark at mark@illnessPROTECTION.com
or call him at (905) 475-1313 and
visit www.illnessPROTECTION.com
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Dental Practice Sales Advice

Third Party Interference
in a Dental Practice Transaction

If they are instructed to do so, lawyers can make things “work”
to satisfy both legal requirements and the buyer and seller.

BANKERS
Presently, bankers are more than willing to assist with any
sale/purchase. Purchasers should take advantage of this
“climate” by comparison shopping for rates and/or terms.
Occasionally, “difficulties” occur and practice sales fail whenthe buyer’s financial history (often not related to the practice
of dentistry itself) is considered so negative that financing
approval is denied.

by Dr. Roger Ellis

In some cases financial arrangements can be made through
sources other than banks.

LANDLORDS
Landlords can be instrumental in a transaction delay or failure.
Sometimes, controversial clauses such as a “demolition clause”
or other excessive demands made by a difficult landlord occur
despite the seller having a reasonable assignment clause in his/
her lease.
It is important that the seller assures a successful transfer of
the lease by consulting with the landlord before the purchaser
commences his/her negotiations.

ASSOCIATES

Profitable Practice

It is important to have a written agreement in place to avoid
complications with an associate engaged by the practice at
the time of sale. A non-solicitation and a restrictive covenant
clause that would carry over to a purchaser should be in
place if the associate does not stay. A clause continuing terms
should be made if the associate remains with the practice.
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The word “Interference” in a dental
transaction might be interpreted as
harsh by some. However, NOT SO
for those sellers/purchasers whose
prospective transaction did not materialize or was unnecessarily delayed,
even though both parties wanted an
expedited and successful outcome.
During my twelve years of appraising and selling
dental practices, I have encountered dentists with
well defined objectives for either selling or purchasing a practice. In most cases, I have managed to
match up a willing seller to a willing buyer.

Why is it then, that sometimes the sale is
delayed for an inordinate period of time, and
sometimes it doesn’t even close at all?
From my experience, it is a result of the actions or
lack of action on the part of third parties –
accountant, lawyer, banker, landlord, associate,
hygienist or receptionist.
Let me explain.

ACCOUNTANTS
While it is necessary for both seller and buyer to
employ an accountant to assure the financial viability
of the practice being bought or sold; sometimes,
their advice is so conservative that a serious doubt
festers to the degree that one party or the other
hesitates or walks away.

Many dentists offer their practice for sale to their associate
before even approaching the market. Not letting an associate
know beforehand can cause ill feelings and result in
behaviour detrimental to a successful close.

HYGIENISTS
Most dental hygienists are anxious to continue working with
the new owner under the previous terms and conditions, .

Is it not possible for a seller or purchaser to reach
their own financial conclusion and still ‘listen’ to the
cautions raised by their respective accountants?

Since dental hygienists are now regulated by their own
College, they are allowed to notify their clients (the
dentist’s patients) about them moving to a new location.
For this reason, many dentists have their hygienists sign
a similar agreement to that signed by an associate.

RECEPTIONISTS
While receptionists do not have their own College, they are
often the practice’s ‘”ace and continuity,” especially in the
minds of the patients if the owner dentist is not remaining
with the practice. Usually, the receptionist is the longest
serving employee and expects to be informed of something
as important as a sale (but only once the sale is unconditional)
and be assured of continuing employment under similar
terms and conditions.
Employment obligations on the sale of a dental practice is
a sticky question. This matter should be addressed through
proper legal advice from a specialist in this area.

SUMMARY
After reading the above, you might wonder why any sale
goes through. My advice to sellers and buyers is to choose
carefully your advisors in terms of “listening to and telling”
what has to be done. Most brokers have a list of experienced
individuals to help you, if you do not know who to contact.
Bottom Line: An informed and candid account of why a dental
practice sale can be unnecessarily delayed or terminated.

Dr. Roger Ellis
Dr. Roger Ellis has had a distinguished career
as a dentist, a professor and a registrar with
the Royal College of Dental Surgeons of Ontario.
He is presently a senior consultant with
ROI Corporation and can be reached at
roger@roicorp.com

A book That every
Dentist Should Read...

LAWYERS
Lawyers often have the reputation of being “deal
makers” or “deal breakers”. In some instances, delays
result when undo demands are made by one or
both of the respective lawyers. Complex contract
wording difficult to understand and other legal
regulations imposed on either or both parties result
in more delay and sometimes the failure of a sale
transaction for both parties.
It is important that seller and purchaser direct their
respective lawyers as to what they want rather than
the reverse.

If such an offer is not forthcoming, a hygienist could cause
some concern by leaving the practice after the sale and
relocating in a nearby dental office.

“The invaluable advice and guidance was instrumental in the successful
purchase of one of my most profitable assets.”
JORDAN SOLL BSc, DDS

$69*
per copy

Purchase Profitable Practice book by Timothy Brown
Online: www.roicorp.com Or Call: 1-888-764-4145
*Plus tax and shipping
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