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I

joined a webinar with Timothy A. Brown, pet owner and publisher of this magazine and Dr. Philipp Schott, author and Winnipeg—based veterinarian. Mr.
Brown asked, “As a result of the limitations caused by COVID-19, have people
and families developed an even deeper bond and love for their pets?” The consensus was “YES!” they have, and are now more likely to treat their pets’ ailments
resulting in a decrease in euthanasia and an increase in veterinarian service in the
near future.
Dr. Schott indicated that in Manitoba new
puppy and pet rescue adoptions have
increased dramatically. This trend will lead
to a longer continuation of life for pets. He
cautioned that as COVID-19 restrictions
lessen, people might be less likely to
spend time with their pets and provide
the good care pets require.
A third discussion point was that
pet owners and professionals are
participating more than ever in
telemedicine conferencing and webinars
on treatment, training and best practices
for animal/pet care. This may translate
to a further need for veterinary services.
The counter point was whether or not
the economy rebounds substantially to
provide the dollars needed for more pet
treatment.
Dr. Schott’s clinic remained open through
much of the shut-down, operating two
limited shifts with two separate teams,
safely distanced and with the necessary
precautions being taken. Subsequent
to our conversation, The Globe and
Mail published on May 17, 2020 Dogs
in high demand as Canadians crave
companionship during COVID-19
lockdown. The column adds to what we
discussed above. To read the complete
article go to:

https://theglobeandmail.com/canada/
article-dogs-in-high-demand-ascanadians-crave-companionship-duringcovid-1/.
It comes as no surprise that Canadians
understand the value of staying
connected with friends, family and
pets. Some turned to music or art as
therapy. Others organized group “Zoom”
conversations to centre themselves.
The list of strategies used to offset the
anguish of this pandemic is long and
often very creative.
I Survived COVID-19 (The New Normal)
Many have welcomed the gradual reopening of the economy with cautious
optimism and a sense that things will
never quite be the same or “normal”.
COVID-19 appears to be here for the
foreseeable future. Let’s all use a scientific
and sensible approach in adapting to a
smarter new lifestyle.

James Ruddy

James Ruddy is the
editor of Profitable
Practice and can
be reached at editor@
profitable-practice.com.
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Dental Practice Sales Market Brief—June 2020
What's Going On?
BY TIMOTHY A. BROWN

F

or the last 2 1/2 months our
company has protected the value
of dental practices in Canada. As
appraisers and brokers, our job is to try
and uncover hidden value in a dental
practice and fight for value—
exclusively as an advocate for the
owner. Our company does not work for
purchasers or banks—solely for owners of dental practices. Today there is
a lot of mystery, myth, rumour, gossip,
speculation, fear, anxiety, opinions
and economic agendas. Buyers want
one thing, sellers another. Bankers are
nervous while accountants are overly
cautious and lawyers are writing clauses we have never witnessed before.
What is going on?

There is no script for COVID-19 and its
repercussions. This brief will ask more
questions than it answers. Let's attempt
to consolidate what is going on—if only
by asking questions. Also, here are our 1,
2, 3 pillars theory:
1.

Supply: High or low supply—scarcity or abundance. There are still
practices for sale on the market—
some were for sale before COVID-19
but for now it is safe to say that the
numbers of practices for sale is lower—many are pending‑sales, but for
today—it’s wait and see.

2.

3.

Demand: How much and who?
Those in the market for a practice
want a bargain—those selling aren’t
buying the bargain pitch. It’s still wait
and see. Foreign trained dentists and
some associates may be interested.
Interest rates: Today are low by all
former standards. Dentists are still
reliable (safe) in most bankers’ eyes.
Banks are in the mood.

If you are a disciple of Adam Smith,
the inter-action of these three factors
is enough to create a vibrant economy
where the savvy survive and thrive.
However, there are so many moving parts
today with the three pillars.
Let’s examine a few—yes—more questions.
Let’s say I am a dentist. I want to sell but
my sweat equity and the pride that comes
from many years of dedicated service tells
me NOT to undervalue my life’s work. It’s
wait and see.
Let’s say I am an associate. When I am
called back to work, it’s at a reduced
workload; I am no longer satisfied with
the income or security; I may be asked to
clean teeth for a period of time. Should
I be looking to buy a practice in order to
solidify my career and income?

Let’s say I am a hygienist. Do I even want
to go back to work given the risks? Is it
time to look elsewhere?
Let’s say I am a recent graduate. First
of all, who is hiring and what are the
expectations? Is there a future for me? I
have debts to pay off and want to start
my career.
Let’s say I am a foreign trained dentist
who has qualified to practice in Canada.
In some cases, I have owned a practice
elsewhere and want to buy one in Canada.
What are the relevant price points and
practice locations?
These are just a few of the important
variables that have resulted because of
COVID-19. Our company will monitor
and report the Revenue Recovery Rate
(RRR™ pending) as we progress through
the days ahead. Stay tuned.

Timothy A. Brown is
available at
timothy@roicorp.com
or 416.520.7420
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| A PROUD CANADIAN

Why I Became A Canadian Citizen
BY ROB SPILLANE

M

y wife and I moved to Toronto
from Dublin in February 2011.
We experienced trying times
due to the socio‑economic constraints
that had befallen Ireland as a result of
the austerity measures brought about
by the financial crisis of 2008/2009.
We had youth and mobility on our
sides and families who would always
support us if our Canadian adventure
went sideways. That said, neither of
us had a secure job, a place to live or
significant contacts in our respective
fields; however, we had a conviction
in our abilities and a preparedness to
do what it takes. We embraced a new
culture and way of life that I am happy
to report, has been so good to us.

we bond over a shared understanding of
what it means to come here as a foreigner
and the transformative effect that it can
have. Struggle (relative) builds character
and can lead us to personal and profession growth—allowing for experiences that
we may not have had the opportunity to
explore otherwise.

Canada made sense as it is geographically close to Ireland plus we had heard
numerous positive reports about the way
of life and open society. We are now approaching a decade here in Toronto. There
have been some trying times that we look
back on and laugh, but also acknowledge
that these tough times have made us
stronger people. People often refer to an
immigrant mentality. I for one can say I
benefited from embracing a new challenge
and stepping into the unknown. In my
role as a sales representative with ROI
Corporation, Brokerage I have the good
fortune of calling doctors from all over the
world my clients. Many of these individuals
were not born in Canada. I often find that

feelings about our longevity here. Canada
is the place that we trust with the future
of our child and it gives us an immense
sense of pride to be able to call ourselves
Canadian. I am blessed to have two places to call home.
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Our little family is now arguably more
Canadian than it is Irish. We have two
dogs that are native of Thunder Bay and
the newest member of the family our little
girl Kerry Bea. Having a child changed my

western society. Canada is a society that
for the most part is free of a class system
and a meritocracy that allow men and
women an opportunity to work hard and
carve out a life that rewards the sweat of
their brow. It is however, far from perfect
and we should protect and hold dear the
blanket expectation of mutual respect that
is enshrined in the law.
Now that I am a Canadian citizen and the
residual culture shock has worn off, I feel
more comfortable spending too much on
my phone, bank fees, seasonal wardrobe

There is a new significance as we celebrate this
Canada day. It reminds me that my newly minted citizenship papers afford me the right to get involved in the
society where my child will grow up.

There is a new significance as we celebrate this Canada day. It reminds me
that my newly minted citizenship papers
afford me the right to get involved in the
society where my child will grow up. I
am not naïve enough to think that my
background is not privileged in its own
way and I know that the road I travelled
would look significantly different if I hadn’t
spoken English or come from a first‑world

and tipping expenses. All of this is easily
offset by the amazing health care, cultural
freedom and society that holds manners
and an insistence on helping one's neighbour so high.

Rob Spillane

Rob Spillane is a ROI
Corporation, Brokerage
sales representative and
a consultant for this magazine. He can be reached at
rob.spillane@roicorp.com
or at 647.622.5102.

New York Times and #1 Amazon Bestselling Author
Reaches Out to Profitable Practice
BY KAREN HENDERSON

S

imon Gervais (www.SimonGervaisBooks.com) is a retired
RCMP officer and best-selling
author who spent almost 20 years in
the military and in law enforcement
all over Europe and the Middle East.
He lives in Ottawa with his wife, Dr.
Lisane Paquette, an endodontist, who
was interviewed in Profitable Practice’s
last issue.
Lisane asked Simon to read the story of
Colin Leishman in the Fall 2019 issue of
the magazine. Colin suffers from retinitis
pigmentosa which has left him legally blind
for the past 15 years and now unable to
read physical books or even work on his
computer using Zoomtext. Simon was so
impressed with Colin’s positive attitude in
spite of his genetic disorder that he volunteered to send him some audiobooks.

Simon wrote: “I am moved by people who have lost their sight so I was
pleased to send him copies of two of
my audiobooks—Hunt Them Down and
Trained to Hunt—which should provide
him with about 25 hours of entertainment. I write action-packed thrillers
based on my career in the military and
in the RCMP as a counter‑terrorism
officer. I enjoy reading Profitable Practice
articles that Lisane pointed out to me. I
don’t have anything to do with the dental
world, but I do spend 10-20 hours a
week taking care of Lisane’s legal, financial and accounting issues, so I do a take
an interest in the magazine and enjoy
learning what can help make health care
professionals more successful. I was so
pleased that I was able to help Colin,
and also want to thank Profitable Practice
for giving him a voice.”

Simon Gervais

Speculation and the New Normal
BY GRAHAM RUDDY

Much has changed since Canada locked
down in March. While the future is uncertain, most nations will have to adapt going
forward. The workplace will change as
employers scramble to create a safe place
for themselves, employees, and clients.
As people return to work, the challenge
to find a workable “new normal” will be
ongoing.
In Canada, a study by Research Co.
found that 73 per cent of Canadians
expect to continue working from home
after restrictions on workplaces and social
interaction are lifted. Additionally, 63 per
cent say the use of video communication
is preferred to travelling for business.
Though workers are accepting of alternative work styles, 67 per cent stated that
they missed their co-workers—but not
surprising only 44 per cent missed their
commute.
Many industries (including health care) will
be forced to operate beyond the nine to

five and adopt new protocols. Video links
and working from home could increase
employee monitoring to ensure productivity and result in privacy issues. When work
life and personal life meld, the management of the resulting stressors to health
and mental wellness will be formidable.
Rumblings of a 4-day workweek and
workplace reorganization to meet the
demands of social distancing, automation
and artificial intelligence technologies are
all intriguing and could lead to unique
innovations.
At this time, the world is at a relative
standstill until further notice. Society is
poised to see what will come as people
re-enter the workforce. Speculation about
the new normal can be interesting and a
little intimidating but we may find some
silver linings.
Sources and for more information go to:

•

•

•

Canadians think they'll continue working from home when pandemic ends:
poll. Retrieved May 30, 2020, from
https://globalnews.ca/news/6836113/
canadians-think-theyll-continue-working-from-home-when-pandemic-endspoll/
Glowacki, L. (2020, May 27). Working well at home takes, well, work,
experts say | CBC News. Retrieved
May 30, 2020, from https://cbc.ca/
news/canada/ottawa/working-fromhome-1.5585474
Friedman, Z. (2020, May 6). How
COVID-19 Will Change The Future Of
Work. Retrieved May 30, 2020, from
https://forbes.com/sites/zackfriedman/2020/05/06/covid-19-future-ofwork-coronavirus/#1b8492a573b2

Graham Ruddy

Graham Ruddy writes
and reports for the magazine regularly. He can
be reached at graham@
profitable-practice.com

Crawford, R. (2020, April 18).
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Addressing Financial Challenges in Your Dental
Practice as We Begin Phase One of Reopening

BY TIM DAWSON AND HALL MURDOCH

W

hile the COVID-19 pandemic
had been keeping practices
shuttered, dentistry is now
reopening in Canada. Now is the time
to consider steps that will optimize
your practice finances, preserve cash
flow and protect your practice as you
work toward returning to full scale
operations.
Maximize cash coming in

Manage your personal cash needs

Anything you can do to keep money
flowing into your practice right now will
be critical. The return to full dental and
recall services will take time. We recommend reviewing opportunities available.

Balancing the health and well‑being of
your practice and your personal financial
needs are always delicate, even more
so now that your practice will likely have
limited funds coming in. Review your
personal budgeting and try to eliminate
non-essential purchases and expenses.
Work with your bank to review your debt
load and make payment adjustments if
necessary.

Consider all sources of COVID-19
assistance—Government assistance
is available for capital investment, wage
support, rental relief, operating cashflow
and more. Have you investigated how
you can participate?
Minimize cash going out
Make a list of all your expenses—this
will help you get a global picture of where
your cashflow will be during the next
several months to identify potential cost
saving strategies.
Categorize your expenses:
1. Fixed expenses (regular contractual
payments such as rent)
2. Variable expenses (costs that
fluctuate with your revenue such as
wages/supplies)
3. Other/discretionary expenses (costs
that are likely not required to run the
practice)
Analyze new costs that are compliant
with COVID-19 and compliant with your
practice including additional personal
protective equipment (PPE), renovations
to premises, mandatory sanitation processes or additional training for staff.
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Other considerations
Plan to recover. Your success will be
determined by your preparation and your
ability to adapt to the unexpected.
Some factors you will want to consider
including:
1. Investigating new ways to run your
practice.
2. How to adapt and change scheduling of patient procedures for the new
safety protocols.
3. Providing a documented practice
health and safety policy for employees and patients.
4. How a staffing strategy can help
minimize costs and maximize flexibility over the next year or two and
enable you to best meet the needs
of your practice restart.
5. How your staffing strategy will also
manage your exposure to severance
liabilities.
6. Are your life, disability, critical illness
and business interruption insurance
coverages adequate, in force and up
to date?

7.

8.
9.

Project your expected revenue
including any government subsidies
to determine the impact to your
cashflows and make necessary adjustments to loan repayment etc.
How to access the expertise of
others to assist with the evolution of
your practice.
Prepare to be surprised. There
will be more to learn as we move
forward.

BOTTOM LINE: This column provides
financial tips to reopen your practice
after COVID‑19 pandemic.
To find out how MNP can help your dental
practice navigate uncertainty and persevere
during this unpredictable time, contact Tim
Dawson or Hall Murdoch or learn more at
MNP’s COVID-19 Business Advice Centre
mnp.ca/en/covid-19

Tim Dawson, CPA, CA,
Professional Services Partner
He can be reached at
tim.dawson@mnp.ca or
780.504.9155.

Hall Murdoch, CPA, CA,
Professional Services Partner
He can be reached at
hall.murdoch@mnp.ca or
403.536.5595.

Marketing Strategies Post COVID‑19
BY NATALIA DECIUS

safety measures and client success stories, plus any community initiatives your
team has been involved with.
Share Video Content
Short video messages, updates and
dental tips will help you grow your brand
awareness, build trust and connect with
the community. These can be easily
incorporated into your social media and
email communications.

N

ow more than ever, it is more important to connect with patients,
reminding them of the importance of their oral hygiene and letting
them know about the measures you’ve
taken to keep them safe in your office.

To deliver your message and ensure a
successful close to 2020, do the following:
Stay Visible
Be where your patients are—online—
and be there in a way that informs and
engages others.
Keep your website updated with the
latest information. Invest in online optimization to improve your website’s search

ranking. Ask patients to leave you
Google Reviews to improve your visibility
on Google Maps.
Consistent Communications
Regular email communication is one of
the least expensive marketing activities—so take advantage of it! Email your
patients regularly to share any news and
developments in your office. Continue to
grow your patient email list and include
an e‑newsletter sign-up feature on your
website.
Stay Social
Continue to grow engagement, boost
loyalty and grow your practice with a
strong social media presence. Share new

These are challenging times but remaining focused on your marketing is even
more important than ever. Simply adjust
your tone and message to be relevant to
our current situation and you’ll be able to
better connect with your target audience
and potential patients.

Natalia Decius

or.

Natalia Decius is the
Marketing Director
at Vitamin D Marketing & Design. She
can be reached at
289.245.1150 or
vitamindmarketing.com

A Dentist's Lament
Before the covid I used to work
Six days a week without a perk
Staff to manage and patients to see
Work to the bone to make money
What a life, living the dream
Fancy car, my wife a queen
Freedom 55, how good it sounds
My life progressing in leaps and bounds
Oh covid, what have you done to me
My dreams are dashed, my agony
Staff are gone and patients too
Office closed, what can I do?
Call the bank to extend my line
No money left but they draw the line

RCDSO where are you now?
I pay my dues and to you I bow
Please let me have my life again
My patients wait alone in pain
Mr. Ford, please hear my plea
I need to work and make money
Oh covid, covid, what have you done
My life seems over before begun
I’ve had a break, so now what then?
Just have to wait until the end
I tell myself do not despair
But happy thoughts, they seem so rare
Oh covid, covid go way
And let us return to work and play.
~ Bill Alton

Bill Alton
Bill Alton is a sales
representative at
ROI Corporation,
Brokerage and can
be reached at
bill@roicorp.com or
416.731.6535.
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How Dentists Thrive in a Time of Adversity
BY KEITA DEMMING, PHD

“Two weeks before we closed, the atmosphere in the office was completely toxic,” says Dr. Venus Sobhi, owner of King
West Dental. She took early preventative measures and asked staff who had recently travelled to stay home for two weeks.

T

his felt unreasonable to some staff
members. At the time, neither the
Royal College of Dental Surgeons
of Ontario nor the government were
recommending any action. Venus has
spent years building a thriving culture.
Now, beyond the financial strain of the
pandemic, she has to figure out how to
continue with a fractured team. Dentists
across the country are scrambling
to navigate a world filled with new
assumptions.
Like other professionals, dentists were
sold a dream. Go to school. Build a
practice. Live happily ever after. It’s

Practices were built on drilling and filling
before dentists disrupted themselves
through the success of their own
hygiene campaigns. Today’s public
knows how to care for their teeth.
Dentists wanting to redefine and
redesign their work and lives today need
to consider a few key things.
First, a resilient practice is one that can
bounce back from unexpected events.
There are three types of unexpected
events: things you thought would
happen but didn’t; things you thought
wouldn’t happen but did; and things

High performers tend to redefine their business every
five to ten years, depending on their industry.
easy to get caught living in a world of
illusions. Disrupting deeply ingrained
beliefs is no easy thing to do.

you didn’t think about at all that came
to pass. The third scenario is the most
challenging, but you can plan for each.

Yet, disruption isn’t new to dentistry. It’s
no longer a given that a dental school
graduate will enjoy a certain lifestyle. In
the past, a dentist put up a shingle and
built a practice. Today’s graduate faces
a high cost of entry into an increasingly
crowded and competitive market space.

The second thing to consider is the
viewing of your work and life as if you
were a tourist. Examine these as though
looking upon them for the first time.
Questions we often ask include: if new
management came in tomorrow, what
would they do? How have the rules
changed in the new paradigm? How
are resources now flowing? Once you
understand the rules of the new game
you can play to win.

Venus generates the lion’s share of
her revenue from elective visits. Since
physical distancing isn’t possible
the way it is for other professionals,
Venus and her peers will soon face the
question: how can I work to build a
resilient practice?
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One of our clients did just that. When we
began working with Dr. Harman Mangat,
he didn’t see his practice as a business.

He has since transformed that practice
into Simply Wellness, a business
housing dentists, physicians and
pharmacists under one roof. Harman
even leveraged his real estate to create
equity in the business. He reimagined,
redesigned, and redefined his work
and his entire life. Harman successfully
diversified his risk.
Future success depends upon the ability
to adapt to the demands of an everchanging present and an ever-emerging
future.
Some will respond to the most recent
unexpected event of the COVID-19
threat by playing the game they know
and are comfortable with. A savvy few
will choose to redefine the game.
High performers tend to redefine
their business every five to ten years,
depending on their industry. Our
tagline is Redefining Performance to
accomplish our mission of enabling
dentists and other professionals to
sustain their practices through change.

Keita Demming, PhD
Keita Demming, PhD

is the head of development & innovation at The
Covenant Group. He can
be reached at keita@
covenantgroup.com.

Optometrists‑Is It Time for a Change?
BY LANCE EDWARDS

C

OVID-19 has changed and will
continue to change both the
face and practice of optometry
in Canada. New protocols will certainly
reduce the number of patients seen
per day and increase costs in hygiene
and air filtration. Income could become
significantly lower and the costs of operating in a major city centre are likely
to go up. Is it time to consider another
way to do what you love and still make
a comfortable living?
The thought of practising in small town
Canada may cause you concern and
apprehension. But consider this—you can
enjoy lower overhead costs, less competition, reduced taxes and reduced stress in
patient management.

case are still within easy travelling distance. They often have a charm and social
warmth not found in big urban centres. In
addition, your service will be highly valued
and you will be considered an important
part of a vibrant community. Given time,
you should have a steady flow of clients
and be able to charge reasonable fees for
service.
Adequate office space and lower rent are
readily available and housing, whether for
an individual or family, is more than likely
to be within your income range. These are
just of few of the advantages of practising
in a small town. This career choice may
not be suitable for everyone but it might
be a welcome change for many.

Many small towns have many of the
amenities found in the big city and in any

SMALL TOWN CANADA

Lance Edwards
Lance Edwards is
a business development consultant
at ROI Corporation,
Brokerage. He
can be reached at
lance@roicorp.com
or 416.474.9741.

How Has Your Practice Changed Since COVID‑19
BY KAREN HENDERSON

Recently I interviewed Dr. Nancy Tucker,
Service Chief – Oculoplastics*, Assistant
Professor Ophthalmology & Vision
Sciences at the University of Toronto.
Dr. Tucker reopened on June 1. Here
are the changes recommended by her
professional college to inhibit the spread
of the virus:
•
•
•

•
•

Scheduling fewer patients each day.
Restricting seating to maintain social
distance.
Asking that patients come alone to
the appointment; if they need someone with them, this person is asked
to wait outside the office.
Requiring patients to wear masks and
have their temperature taken.
Asking patients to refrain from unnecessary conversation.

She explained telemedicine and used an
example. A patient has a growth on her

eyelid; makes an appointment with her
doctor (she probably has to wait). Her
doctor, unsure, sends her to an optometrist or ophthalmologist who suspects
a problem. She is referred to a surgeon
like Dr. Tucker and again waits for an
appointment. Time-wise her condition
may worsen. Since COVID-19 if someone
needs to see Dr. Tucker urgently, they can
make a virtual appointment quickly; Dr.
Tucker requests a picture of the eye, and
a phone call—she evaluates the problem
and determines the need for immediate
attention. It’s relatively low tech but fast
and effective. The patient is cared for and
Dr. Tucker who spends a third of her day
on the phone now can bill for this time.
She feels telemedicine helps everybody
win and she is able to see patients
promptly. Telemedicine has taken years to
be a viable reality for medicine, but is now
an integral part of her practice because of
COVID-19.

*Oculoplastics, or oculoplastic surgery, includes a wide variety of surgical procedures
that deal with the orbit (eye socket), eyelids,
tear ducts and the face.

Dr. Nancy Tucker

Dr. Nancy Tucker can be
reached at 416.586.4800
Ext.6757 or
nancytucker@mac.com
PROFITABLE PRACTICE
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Virtual Confidential Opens
BY DAVID RABORN AND DR. WAYNE RABORN

F

or the past ten years or so, ROI Corporation, Brokerage has utilized a unique way of showcasing professional practices. Once a listing is posted on our website, we advertise for a “Confidential Open”. An “Open” is usually held two
weeks after the posting, on a day that the clinic isn’t open. We schedule appointments for prospective buyers who
have signed a confidentiality agreement with our company. We strive to maintain the vendor’s confidentiality throughout
the process.
representative. Detailed presentations on
buyers, who are trying to be discreet
During the Open, the buyer(s) will have
our end, scheduling, preparing for and
about their interest.
15-45-minute showings depending on
following up after the webinar are critical
how many people are booked for viewand time-consuming tasks.
We strive to deal with any issue that
ings. We walk the buyer through the
impacts confidentiality and prevents an
clinic, providing details and answering any
We are thrilled to be able to use this
equal opportunity for all buyers to make
questions. We utilize the hard copy of the
exciting technology during these difficult
an offer.
appraisal for reference. Typically, we have
times! Obviously, offers are made condiabout 10-15 buyers through the practice;
tionally upon due diligence which includes
Because of COVID-19, ROI has pivoted
however, some appealing clinics will gara site visit to the office. We’ve used this
the way we show practices. We’ve been
ner up to 50 separate viewings over two
webinar Open procedure many times
encouraged by our team at head office
days. Legend has it that our CEO,
across Canada. Multiple accepted offers
to present our listings as live webinar
Timothy A. Brown, once ushered 64 buyhave resulted.
presentations. During these presentations,
ers through a desirable clinic in the GTA
we show dozens of potential buyers the
on a Sunday between 7:00 a.m. and 9:00
The many positive responses we have
highlights of the opportunity utilizing
p.m. He was most likely on roller skates!
received make us believe that this method
We strive to deal with any issue that impacts
of practice showing is here to stay.

confidentiality and prevents an equal opportunity
for all buyers to make an offer.

After the Open, we share the detailed appraisal (PDF) and video tour for the buyer
to share with their professional advisors
and family.

Nevertheless, issues occasionally arise
with this method. Although we strive to
protect our client’s confidentiality and
book with ten-minute gaps between
showings, some buyers show up late and
others arrive early. This causes an overlap
in showings, which is uncomfortable for
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PowerPoint and a video tour. We explain
the procedures ROI employs to help serious buyers draft an offer for the practice.
All buyers are given an equal opportunity.
We do not pick favourites, as we only
represent the owner.
Using these webinars has made a
smoother process that gives the same
information to a Canada‑wide audience.
The webinar has resulted in more preparation time for the individual ROI sales

David Raborn and Dr. Wayne Raborn
are both sales representatives at ROI
Corporation, Brokerage. David can be
reached at david.raborn@roicorp.com or call
780.222.9905. Dr. Raborn can be reached
at wayne@roicorp.com or call 780.699.5550.
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OVID-19 has made us all aware of how reliant we are on those we call frontline workers. Whether they are nurses
or truck drivers delivering food to grocery stores or a number of other essential workers, we are dependent on
them for our well-being and very existence. As this issue celebrates Canada Day let us reflect on how fortunate
we are to have so many dedicated people unselfishly putting their own well-being on the line for our benefit. Let's also
reflect on the turmoil that has been going on south of the border. While Canada is not without our share of racial discord,
we appear to be on a path that offers greater hope for the future. Canada is often praised as being one of the best places in the world to live based on a number of lifestyle and health care indicators.

Thank you frontline workers for all you do. Thank you Canada for being a country that so many of us cherish. Happy Canada Day.
Social Distancing

Anita Jupp
My old friend and colleague had
this to say ON RETIREMENT:

Source: Chattanooga Times Free Press
Illustrator Clay Bennett has
re-imagined 'Where'sWaldo' in light of
social distancing.
A Must Read
This book contains expert
advice for dentists who want
to improve their practices.

“The move to retire and sell my
business came at a good time.
While travelling to conferences
and speaking was exciting and
rewarding, it was also exhausting.
The time was right for me to sell.
I worked part-time briefly through
the transition period. There are
things I would do differently now
but retirement has allowed me
more time with my family, which
was a top priority. I enjoy volunteering at a women’s shelter.
These women are so brave,
have been through a lot and
taught me a great deal.

I miss the lectures, the consultations, the travel and of course,
the people. The good news is

As health care professionals,
entrepreneurs and investors,
do you enjoy reading
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people I met and helped along the way
have found me again and periodically invite me to give a lecture or consultation.
I love it and it suits my timelines.”

Timothy A. Brown, Publisher
CEO ROI Corporation, Brokerage

COVID-19 has caused many health care
practitioners to consider retirement and what
is the right time to do so. I am available for
discussion on this matter. Call 416.520.7420
or email timothy@roicorp.com.
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