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Health Care Professionals’ Comments On COVID-19
BY JAMES RUDDY  

|  EDITOR’S PAGE

As COVID-19 moves toward 
fewer restrictions and in-
creased openings, we chatted 

with a dentist who recently re-
opened a practice and a sales repre-
sentative for Patterson Dental. 

Dr. Ghada Ibrahim was born in Palestine 
and unlike many Arab women was able 
to come to Canada as a teenager for a 
better life. Ghada had family in Toronto 
who were able to provide sanctuary and 
support through her early years.

Ghada trained and worked as a dental 
hygienist into her late 20s and on the 
advice and support of a dentist and her 
family, she entered dental school and 
graduated in the top of her class. The 
path after that was filled with ambition 
and dedicated hard work—sometimes at 
the expense of her personal life but never 
her family.  
 
Now years later she helped to re-open 
a practice in Thunder Bay, Ontario. 
The demand for care was high—and 
protocols aside—she helped service the 
patient backlog with her usual willingness 
to work long hours; once again the 
practice is thriving as before. 
 
Ghada’s options are wide open. She 
can stay in Thunder Bay, consider a 
move back to Toronto to practise, or find 
a new path perhaps with a retirement 
destination in mind. Spain and Sardinia 
have been calling her name, but nothing 
is definite yet. One thing is certain: 
her family will always be present and 
foremost in her decisions.

Dave Love is a territory representative for 
Patterson Dental. Like so many other 
dental industry professionals, he was 
prevented from visiting his client base 
because of COVID-19. The good news is 
today’s smartphones can provide so many 
avenues to communicate (e.g., phone, text 
and email, etc.) to stay in touch and talk 
with his clients, provide updates and hear 
their concerns. He was surprised by their 
ability and willingness to do so. 
 
Patterson Dental insisted that their 
representatives maintain stringent social 
distances with clients. If a client visit was 
absolutely necessary, strict protocols ap-
plied. These restrictions also pertained to 
Patterson's technical representatives who 
serviced any office equipment or special 
needs.

Dave stressed that nothing will ever re-
place a one-on-one conversation with his 
clients but the alternatives are not as bad 
as expected. In some ways because all 
sides were equally affected by COVID-19 
he established a greater bond with his 
clients. 
 
Patterson will continue to monitor the 
heath care industry’s re-opening and make 
the necessary adjustments to serve their 
clients effectively while ensuring the safety 
of their representatives and clients.

Dave Love is a 
practice builder with 
Patterson Dental 
Canada, and has 32 
years of sales expe-
rience. He believes 
in building strong, 
trusting business 

relationships with dental professionals to 
help their businesses grow and prosper. 
He can be reached at 905.598.1521 or email 
to dave.love@pattersondental.ca

Dr. Ghada Ibrahim
Dr. Ibrahim can 
be reached at 
vivadentalthunderbay@
hotmail.com

In addition to Dr. Ibrahim and Dave Love, 
Profitable Practice asked the following 
health care professionals to comment on 
the impact of COVID-19.

From your observations as a prac-
tice sales representative who is in 
contact with numerous health care 
clients, how are they coping with the 
COVID-19 re-opening of their practices?

COVID-19 has induced health care profes-
sionals to act on thoughts and concerns 
held prior to its onset. Those looking to 
buy/sell practices are taking actionable 
moves. Principals who have associates 
who they felt were overly entitled and self-
ish are now acutely noticing these traits. 
Driven owners are acquiring new patients 
and watching their practices dramatically 
grow. Health care professionals have really 
held up remarkably well during this storm; 
however, all those who practise have been 
forced to look at themselves in the mirror 
and make some big changes. 

~ Rob Spillane – a ROI practice sales 
representative and consultant for this mag-
azine - rob.spillane@roicorp.com

Practice owners braced themselves for the 
worst and asked: “Will my patients come 
back?” “How will I provide a safe environ-
ment to ward off this virus?”  

Practices re-opened on June 1st. Within 
six weeks, I've been told by clients that 
revenues for some ranged from 83 per 
cent to 96 per cent of revenues pre-
COVID-19. Patients of all ages came back. 
The future has delivered on what history 
has taught us about health care: it’s a vital 
part of our needs so we will remain loyal to 
our health care providers despite untimely 
events.

~ Pascale Guillon – a ROI practice sales 
representative and a regular contributor to 
this magazine - pascale@roicorp.com
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James Ruddy
James Ruddy is the  
editor of Profitable  
Practice and can  
be reached at editor@
profitable-practice.com.

How are you managing in the present 
COVID-19 environment?

COVID-19 has definitely impacted our 
ability to provide optimal patient care. Op-
tometrists were mandated to discontinue 
all routine eye exams for approximately 11 
weeks with the exception of emergencies. 
Although this appears very simple, in reali-
ty the originally requested employee 
lay-off left us short-staffed (i.e., NO staff) 
then followed by the sudden change in 
direction requiring us to service emergen-
cies. With no staff, this made it difficult to 
manage/triage patients, send referrals and 
manage cancellations as lock-down con-
tinued indefinitely. Direction on proper PPE 
use and procedures was very vague with 
no government assistance on obtaining 
the very short-supplied but required PPE. 
Referrals to specialists (ophthalmologists) 
were next to impossible because of the 
communication breakdown resulting from 
sudden practice closures.
  
I believe this is the first time in history that 
health care was deemed a “non-essential’ 
service with such a long mandated lock-
down resulting in consequential disruption 
of patient care; now the current backlogs 
in the system are further delaying more 
urgent optometric/medical treatment.

~ Dr. Malini Varshney  – optometrist, 
Burlington, Ontario

It has definitely been challenging. We have 
had to make many adjustments to our 
day-to-day operations but thankfully we 
have had the support of our clients. Staff-
ing has proven to be extremely difficult 
and as a result, we have chosen to work 
with minimal staff to ensure our safety as 
well as the safety of our clients. We have 
had to discontinue some non-essential 
services such as boarding and grooming. 
Our hours have been reduced; however, 
the number of patients requiring care 
is the same as ever, resulting in some 
extremely exhausting days. But this is the 
nature of the business, pandemic or not. 
In spite of everything, we have continued 
to provide the best to all our clients. The 
challenges have just confirmed what we 
already knew—we love what we do!

~ Tracey Cole – practice manager – 
Davenport Road Animal Hospital (inde-
pendent), Toronto, Ontario

The majority of my patients are very 
grateful to be able to resume their dental 
care. A few, especially the older patients, 
are still uneasy about coming in for now 
and are delaying their appointments, even 
though we are following the recommend-
ed protocols and guidelines as set out 
by our regulatory dental college and the 
Ministry of Health. I will admit to some 
concern about my U of T teaching. Much 
of the teaching will now be done online; 
however, the clinical teaching may be a 

challenge. I'm sure the clinics will only be 
re-opened with much planning and proce-
dures in place to assure the safety of the 
patients, the students and staff.

~ Dr. F. Simone – DDS, Toronto, Ontario

The Most Popular Hobbies During 
COVID-19 Outbreak

1. Watching TV Shows & Movies
2. Reading
3. Working Out
4. Arts & Crafts
5. Board Games
6. DIY projects
7. Yoga
8. Baking
9. Gardening
10. Video Games
11. Meditation
12. Audiobooks & Podcasts
13. Writing
14. Learning a Language
15. Learning an Instrument

Source: NerdBear.com
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Why Dental Pracitice Valuations Will Continue To Increase
BY TIMOTHY A. BROWN

FEATURE COLUMN  |  

There are three empirical pillars that 
support a mature economy:

1. Supply, in this case, dental practices 
for sale.

2. Demand, in simple terms, the num-
ber of buyers ready, willing and able 
to invest in a practice. 

3. The cost of borrowing.

If you are a disciple of Adam Smith, 
the interaction of these three factors is 
enough to create a vibrant economy 
where the savvy survive and thrive.

For the last 10 years and for the next 3-5 
years at least, a short supply of dental 
practices for sale will persist. The primary 
reason is that baby boomers, or as I prefer 

Because of national lockdowns, legions 
of previously passive dental associates 
decided to investigate ownership options. 
Many have yet to be called back to work 
and there are thousands of dental asso-
ciates right now who are under-employed 
or even unemployed, the primary reason 
being that the principal dentists have 
decided to increase their hours and treat 

other alternatives, the first being to wait for 
their associate position to return to normal 
hours, or they can enter the practice pur-
chase and acquisition marketplace, which 
is evidenced by the incredible volume of 
new subscribers to our new listing service.

Considering the incredible revenue recov-
ery rate of our dentists since re-opening, 
validated through the hundreds of surveys 
my company has performed, dental 
practices are performing exceptionally well 
since re-opening. Many have reported that 
their June, July and August numbers are 
the highest they have ever experienced 
compared to previous years.

Therefore, it is my prediction that the value 
of a Canadian dental practice that has 
successfully re-opened is likely to increase 
in value by five to ten per cent in the fall of 
2020.

Timothy A. Brown 
Timothy A. Brown is the 
CEO of ROI Corporation, 
Brokerage and can be 
reached at
timothy@roicorp.com or 
call 416.520.7420.

In the spring of 2020, Canadian 
dentistry came to a screeching 
halt. This had never been wit-

nessed before in the history of the 
profession.

Another leading indicator is that the chartered banks of 
Canada are significantly reducing their appetite to finance 
brand new practice startups.

to now call them baby zoomers, are not 
ready to transition. Our research indicates 
that there are roughly 15,000 dentists over 
the age of 50 in Canada. Time will march 
on and sooner or later they will sell their 
practice. Increasing supply is inevitable, 
but it is yet to materialize in significant 
numbers. 

Canada continues to witness an incredible 
influx of dentists from our traditional dental 
schools and those who graduated over-
seas, as well graduates of the National 
Dental Examining Board of Canada whose 
pass rate continues to increase at a rapid 
pace. Estimates suggest that 1,800 den-
tists will obtain a dental license in Canada 
in 2020 and that will likely increase in 
2021. 

more patients. Therefore, previously busy 
associates are restlessly sitting idly by.

These three pillars of the economic 
formulation continue to suggest that a 
dental practice is indeed an exceptional 
investment.

Another leading indicator is that the char-
tered banks of Canada are significantly 
reducing their appetite to finance brand 
new practice startups. They are nervous 
about the ability of a new practice to 
attract patients in what is already a highly 
competitive market nationwide. In my 
discussions with top-tier dental suppliers 
we previously had 300-400 new dental 
practices established annually. If these 
dentists are unable to secure new startup 
financing, that suggests they have two 

mailto:timothy%40roicorp.com?subject=
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I nervously adjusted my white medical coat with the snake medicus symbol. My fingers slithered along my name 
embroidered under my dental school’s emblem, hoping it would form a protective shield as I stood, hands constrict-
ed, head drawn—bewildered, confused and baffled. Dr. Fogleman, a stalwart teacher, started to lecture loudly in a 

repetitious, stern monotone on the first commandment of bonding—not to etch the dentin.

As a neophyte, wide-eyed dental student, 
I was stricken with pure, naïve anguish 
and guilt that I had committed a tooth 
to pulpal necrosis, most likely needing a 
root canal. Years later, as an experienced 
and sophisticated veteran dentist, able to 
swiftly cut class 2 preps with one hand, 
and a devout, dentin bonder having 
survived with over thousands of resto-
rations, the science of bonding had flip 
flopped from routinely etching dentin to 
not etching dentin. These paradigm shifts 
were a result of advancing technology and  
a basic understanding that this would not 
lead to any pulpal pessimism.
 
The only truth about science is that it is 
ever changing like life itself, breathing 
and exhaling falsehoods and truths. The 
discovery of the new is only evident when 
it is possible. As humans, we do not in-
vent but merely reveal what is possible or 
made possible for us mortals to discover, 
and that journey is riddled with error. The 
search for a valid hypothesis—even the 
sheer existence of this exercise—is innate-

ly marred in falsehoods. Many inventions 
are discovered through failure and these 
misfires, only if realized, reveal new dis-
coveries.

As a young student, I always pondered on 
Galileo’s fate and how just and noble men 
failed to see the obvious. The possibility 
of falling off the earth is such an egre-
gious lack of judgment but yet was the 
strict, common observation of science of 
the time, much like Dr. F’s judiciousness 
or what we are currently experiencing. 
There is much unknown about COVID-19, 
accompanied by its paralyzing high rate 
of discovery of new knowledge about 
unknown symptoms, transmission routes 
and drug treatments. Aerosol science has 
been rediscovered, made prominent by 
the world’s attention as we are desper-
ate to obliterate the new norm of death, 
despair, suffering and anguish.

Aerosols are dentistry’s worst kept secret 
but as of yet they have not been our 
Achilles’ heel. Much of dentistry’s progress 

has been made possible by combining air 
and water to drive dental hand pieces or 
ultrasonics, inadvertently creating a mist 
of fine particles enveloped in corpulent, 
bursting water droplets. The mouth is a 
host to a complex and diverse microflora 
ecosystem of over 700 species unique 
to each person, dependent on their age, 
immune system, diet and environment. 
A bioaerosol is the propulsion of these 
microorganisms on steroids into the dental 
operatory air, where they sit idly suspend-
ed reaching into the small crevices of our 
treatment rooms, and mercilessly con-
taminating every micrometre of our hair, 
loupes and bodies. Size matters and as 
we sit in this invisible, putrid soup of sali-
va, bacteria, fungi, virus, blood, teeth and 
restoration fine particulate, anything less 
than 2.5 microns directly enters the alveoli 
in our lungs and hence our bloodstream.

There are numerous studies on the gener-
ation of this bio-contaminant and yet most 
if not all conclude that the exposure is 
benign with little or no increase of risk for 

Respect For Doubt, Respect For Truth
BY DR. DIL HIRJI



PROFITABLE PRACTICE   7

“Aerosols are dentistry’s 
worst kept secret but as of 
yet they have not been our 
Achilles’ heel.”

respiratory infectious transmission. In fact, 
many dentists tout their superior immunity, 
proudly chorusing their years of inhaling 
this fog and never missing a day of drilling 
as evidence of their invulnerability and 
expertise regarding infection control. This 
belief is flawed as the US Centers for 
Disease Control and Prevention as 
recently as 2018 was investigating why 
dentists were 23 times more likely to die 
of idiopathic pulmonary fibrosis, most 
likely due to the ingestion of dust in the 
aerosol.1

It is undeniable that dentistry generates 
a potentially infectious, transmissible 
bio-aerosol; it is a high-risk profession 
because of the close proximity to the con-
tagion of the mouth and upper respiratory 
airway that serve as reservoirs of 
SARS-CoV-2 in infected individuals. Meng 
et al.2 reported nine among 169 dental 
practitioners (five per cent) had tested 
positive in China’s first wave and Izzetti et 
al.3 reported that eight dentists had died 
of the virus in Italy’s initial outbreak. There 
are also anecdotal reports on social media 
of transmission among the dental team 

and dental offices closed by the local 
health authorities across the US.

Infectious diseases or pandemics result 
in massive historical change equivalent to 
revolutions, wars, or economic uncertain-
ty. The current pandemic is unconditionally 
going to change the practice of dentistry. 
The generation of aerosol or bio-con-
taminant is instinctive in dentistry and 
hence proper environmental air controls 
designed to methodically remove infection 
in the dental operatory will need to be in-
stalled in dental offices. The gold standard 
used in hospitals has been negative air 
and this will be an eventual but necessary 
change in dentistry.

The safe practice of dentistry in a pan-
demic and a post-endemic world should 
be responsive, quick and built on rea-
sonable judgment that places safety as 
its guiding principle. Aerosols need to 
be at the forefront of infection control 
procedures and viable environmental air 
controls need to be implemented in every 
dental office. History repeats itself; the 
world is round and we should all ensure 
that dentistry remains at the cutting edge 
of this moment of time.

1 Nett RJ, Cummings KJ, Cannon B, 
Cox-Ganser J, Nathan SD. Dental Person-
nel Treated for Idiopathic Pulmonary Fi-
brosis at a Tertiary Care Center — Virginia, 
2000–2015. MMWR Morb Mortal Wkly Rep 
2018;67:270–273. DOI: doi.org/10.15585/
mmwr.mm6709a2external icon

2 Peng X, Xu X, Li Y, Cheng L, Zhou X, Ren B. 
Transmission routes of 2019-nCoV and controls 
in dental practice. Int J Oral Sci. 2020;12(1):9. 
Published 2020 Mar 3. doi:10.1038/s41368-
020-0075-9

3 Izzetti R, Nisi M, Gabriele M, Graziani F. 
COVID-19 Transmission in Dental Prac-
tice: Brief Review of Preventive Measures 
in Italy. J Dent Res. 2020;99(9):1030-1038. 
doi:10.1177/0022034520920580

Dr. Dil Hirji
Dr. Dil Hirji is a practic-
ing dentist with a special 
interest in aerosols. 
She is a CBCT sales 
representative for 
J Morita and Clean 

Rooms with Protect Air and can be reached at 
drdilhirji.com.

http://drdilhirji.com
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How Diverse Are We?
BY DR. DEV MANGAT

The Black Lives Matter (BLM) 
protests have focused our minds 
recently on the levels of discrimi-

nation ethnic minorities have experienced.

The medical/dental professions have not 
been immune to this. Having qualified 
thirty years ago and faced some of this 
discrimination at that time, it’s disheart-
ening to me that some of those elements 
appear to have surfaced here in Canada. 
My experience in England was differ-
ent, subtle. It was difficult to secure a 
good associate position, harder to prove 
myself, and more difficult to establish 
credibility even though I qualified at a UK 
dental school!
 
I recall it took several attempts to secure 
a decent associate position. There were 
excuses about the position being filled 
(and it wasn’t when a colleague of mine 
checked!) In other situations, I was simply 
told, “I wouldn’t fit”. Being politically 
correct in the early nineties wasn’t seen 
as a priority! Having eventually secured 

my first decent position I was regularly 
commended on how good my spoken 
English was…

The situation in Canada isn’t dissim-
ilar. Many non-Canadian grads have 
experienced similar problems and are 
perceived by some as inferior in terms of 
education and skill set.

As in any profession, the variance in apti-
tude and skill varies enormously, whether 
you qualified in Canada or outside. It 
seems fair to give everyone the same 
opportunity.

And for those of you out there who have 
experienced these problems, the most 
effective approach is to deal with these 
situations professionally with charm 
and humility. That’s what proves most 
disarming!

Dr. Dev Mangat graduated from 
University College, London England in 
1990. He has been a clinical research 
fellow and honorary assistant, has had 
a career in general practice and served 
as a company dentist for BP. In 2006, he 
was appointed as clinical lead and clinical 
cluster director for Oasis Dental Care, the 
largest corporate body in England. He 
moved to Calgary in 2009 and maintains 
his registration with the General Dental 
Council (UK) and attends courses world-
wide, with a particular interest in esthetic 
and restorative dentistry. In May 2010, 
Dr. Mangat joined ROI Corporation, 
Brokerage as an associate and has 
recently been promoted to the director of 
western Canada.

Dr. Dev Mangat can 
be reached at 
dev@roicorp.com or 
403.607.1314.

mailto:dev%40roicorp.com?subject=
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COVID-19  |

Everybody’s doing it…virtual care 
that is. COVID-19 is moving—no 
shoving—health care profes-

sionals across Canada to adopt this 
technology that has been available for 
years. At its simplest, virtual health 
care, often used interchangeably with 
telemedicine or telehealth is the ability 
to connect patients and practitioners 
in real time over a virtual network using 
the telephone, video conference, audio 
or instant messaging.

Apart from the need for safety during this 
time of COVID-19, the benefits of virtual 
care for patients are obvious: improved 
efficiency, elimination of wait times and 
convenience. Health care providers can 
lower expenses and boost operational 
efficiency.

Let’s take a look at how you can take ad-
vantage of virtual care in your practice.

DENTISTS AND TELEDENTISTRY

This technology enables dentists to offer 
virtual appointments so they can continue 
to earn revenue during COVID-19 restric-
tions. There are different ways of delivering 
teledentistry; dentists need to decide if they 

want to create their own platform or part-
ner with an existing one. Appletree Medical 
Group www.appletreemedicalgroup.com 
offers Ontario dentists a virtual platform; 
Hellodent www.hellodent.com offers na-
tional service in both French and English. A 
Vancouver dentist has created P2PDentist 
https://www.p2pdentist.com and a group 
of Edmonton dentists developed 
780-DENTIST http://780dentist.com.

VETERINARIANS AND TELEMEDICINE

According to the CVMA there is no 
Canadian veterinary standard in terms of 
which platform to use. Telemedicine can 
include live video streaming via Skype, 
Facetime, Microsoft Teams or Zoom; more 
complete platforms are also available that 
have higher security and more tools. Plat-
forms include Smart.Vet 
www.smart.vet, Pawzy Telehealth for Vet 
Clinics https://pawzy.co/telehealth/clinics, 
GoFetch Health www.health.gofetch.ca 
and Kabo Health https://health.kabo.co.

EYE CARE PROFESSIONALS 
AND TELEOPTOMETRY

The Canadian Association of 
Optometrists (CAO) is encouraging optom-

Virtual Care: COVID-19's Silver Lining
BY KAREN HENDERSON

etrists to consider offering some teleop-
tometry services to their patients where 
possible. Optometrists can provide care to 
their patients remotely via telephone or can 
use electronic platforms such as 
EyeCareLive, Livecare, Doxy.me or 
Zoom Health. Virtual eyewear dispensing 
has also been developed. For more infor-
mation read the CAO position statement 
on telemedicine here: https://opto.ca/sites/
default/files/resources/documents/cao_po-
sition_statement_-_telemedicine_revised_
and_approved_by_council_2019.pdf. 

Whatever your relationship with technology, 
virtual care is the new normal and it’s here 
to stay. Many Canadians like the idea of 
being able to skip the waiting room and 
will come to expect virtual care from their 
health care providers when appropriate.

Karen Henderson is 
the associate editor of 
Profitable Practice. She 
has a special interest in 
long-term health care. 
She can be reached at 
karen@
profitable-practice.com.

http://www.appletreemedicalgroup.com
http://www.hellodent.com
https://www.p2pdentist.com
http://780dentist.com
http://www.smart.vet
https://pawzy.co/telehealth/clinics
http://www.health.gofetch.ca
https://health.kabo.co
http://eyecarelive.com/
http://livecare.ca/
http://doxy.me/
http://zoom.us/healthcare/
https://opto.ca/sites/default/files/resources/documents/cao_position_statement_-_telemedicine_revised_and_approved_by_council_2019.pdf
https://opto.ca/sites/default/files/resources/documents/cao_position_statement_-_telemedicine_revised_and_approved_by_council_2019.pdf
https://opto.ca/sites/default/files/resources/documents/cao_position_statement_-_telemedicine_revised_and_approved_by_council_2019.pdf
https://opto.ca/sites/default/files/resources/documents/cao_position_statement_-_telemedicine_revised_and_approved_by_council_2019.pdf
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|  BOOK REVIEW

Breath by James Nestor
REVIEWED BY GRAHAM RUDDY

James Nestor's book Breath 
reveals some overlooked 
things about the human body; 

examples are the difference between 
our ancient selves and modern selves 
and the way our skeletal systems 
have developed that has in turn 
affected how we breathe. The way we 
take in breath is central to Nestor’s 
message. We should breathe through 
the nose not through the mouth. His 
book reveals just how essential it is 
to breathe properly. His premise does 
not just apply to Olympic athletes, 
mountain-climbers, opera singers, 
or free divers—but to everyone and 
everything with a set of lungs.

Our nasal cavities have been shrinking 
over millennia, impacting negatively on 
our skeletal structure—especially our 
face. According to Nestor, 90 per cent 
of us suffer from misaligned teeth as a 

Graham Ruddy
Graham Ruddy is part 
of Profitable 
Practice's staff. He can 
be reached at graham@
profitable-practice.com.

solutions, to aid in healing his physical 
shortcomings. 

His journey started with a fascination 
with free diving, a niche sport he 
previously investigated as a journalist. 
Nestor experimented with multiple 
exercises and therapies revolving around 
the activity of breathing. But the true 
origin of his journey started in a free 
meditation class at his local community 
centre. At first Nestor was not convinced 
but after his second visit, which left him 
awkwardly covered in sweat from simple 
breath-work exercise, he was hooked.

Breath is full of anecdotes about 
interesting characters, all fascinated with   
breathing and who share their collective 
successes and failures. One such story 
involved interviewing monks who had 
mastered a secret eastern breathing 
technique. Other stories related 
mysterious philosophies—one involved 
teaming up with a Swedish millionaire 
software developer to take on a 10-day 
experiment that blocked participants’ 
nasal airways.

All these tales and characters feed into 
Nestor’s passion for discovering just 
how important breathing can be for the 
well-being of the human body and mind. 
Breath is an excellent, accessible book 
and at its core a very entertaining read. 
If you're interested in self-improvement, 
meditation, health sciences, or how 
to have perfect teeth (sorry-you need 

James Nestor

Breath is full of anecdotes about interesting characters, all 
fascinated with breathing and who share their collective successes 
and failures.

direct result of shrinkage and change in 
the angular structure of our skulls.
This change has taken place over the 
last 400 years, causing our jaws to sink 
back, creating less space for a proper 
sized airway. The research he conducted 
was personal as Nestor himself suffered 
from a number of breathing problems as 
a child that followed him into adulthood. 
These ailments made him seek 

to have been born 3,000 years ago), 
Breath is worth your time.

mailto:graham%40profitable-practice.com?subject=
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Don Murdoch, CPA, CA, 
CFP, CPA (MT), is a partner 
and leader of MNP’s Pro-
fessional Services Partner 
in BC. As a trusted advisor, 
Don works with health care 
professionals at all stages 
of their career to help them 
achieve their financial 

goals. Don.Murdoch@mnp.ca or 250.979.1734.

Lessons From A COVID-19 World
BY DON MURDOCH CPA, CA, CFP, CPA (MT)

It might be a bit premature to think 
that we have learned all the lessons 
that living in a COVID-19 world will 

provide, but perhaps we can take a 
look at what we have learned so far.

1. LEMONS AND LEMONADE.

Prior to COVID-19, most of us likely drew 
comfort from what we considered to be 
the predictable path that our lives were 
following, including the sense of control 
that we felt over how our lives and careers 
would unfold. And then along came 
COVID-19.

As professionals, we have all likely felt 
that our confidence has been shaken 
by COVID-19. Our staff and patients are 
experiencing similar uncertainty. We have 
an opportunity to help each other through 
this and build stronger relationships with 
our teams and patients.

2. THERE IS TRUTH IN “FAILING TO 
PLAN IS PLANNING TO FAIL”.

Your practice operating plan is your best 
tool for enabling your expected success 
in re-establishing your practice. For most 
of you, your banker’s confidence in your 
planning for success is critical to justify 
their lending support of your practice. 

Don’t let the uncertainty of COVID-19 lead 
you to a conclusion that practice planning 
is without value.

3. DON'T LET YOUR GUARD DOWN.

Unfortunately, as we are experiencing the 
distraction of dealing with COVID-19, there 
are a few opportunistic people trying to 
separate you from your money. Whether 
it might be fraud within your practice, “too 
good to be true investments”, or cyber 
attacks from outside of your team, now 
is the time to ensure that your common 
sense, systems, and procedures are pro-
tecting you from their efforts.

4. THE RULES ARE CHANGING RAPIDLY.

Government legislation at all levels is 
changing in response to COVID-19.

Employment law and human rights legisla-
tion are part of these changes. While these 
changes are not wide spread, it is hard to 
envision an employee situation that should 
NOT consider input from an experienced 
labour lawyer.  

Having access to an experienced team of 
professionals who help keep you informed 
about the matters you need to know is 
important to your practice’s success.

5. YOU WILL STILL BE ABLE TO SELL 
YOUR PRACTICE.

This might not be the right time to sell but 
it is the right time to focus on getting your 
practice ready to sell. The steps you can 
take to improve the efficiency and profit-
ability of your practice will always help to 
increase the future value of your practice 
as well as your current cash flow.

6. ACCURATE INFORMATION SHOULD 
BE VIEWED AS A NEW “CURRENCY”.

The value of accurate information within 
your practice planning and operational 
decisions is critical to your success.
As a dentist, you have access to current 
critical information from the 

Canadian Dental Association (CDA), 
including current COVID-19 program 
information to assist you. At MNP, we 
are pleased to be assisting the CDA with 
updates to this critical information.

7. HELP IS ALWAYS AVAILABLE.

In uncertain times, the decisions you make 
today are critical to your future success. 
Now is the time to plan accordingly and 
remember you do not have to go it alone.

For more insights and strategies to guide 
your dental practice forward, visit MNP’s 
Business Advice Centre at MNP.ca/
COVID-19.

mailto:Don.Murdoch%40mnp.ca?subject=
http://MNP.ca/COVID-19
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Sniffing Out COVID-19
BY GRAHAM RUDDY

Coping With COVID-19: Is The NBA Showing The Way?
BY DAVID ROURKE

The UK and Germany are making testing 
easier than the two methods mentioned 
above by training dogs to sniff out 
COVID-19 infected people.

In the UK, scientists take 6-8 weeks to 
train their canines, while in Germany the 
same results have been achieved in a 
matter of days. After training, the dogs 
simply walk by any questionable person 

For a bunch of guys making on average 
$12M a year, some making over $40M, 
that’s a substantial sacrifice in the name 
of safety.

But the restrictions have been in place 
without an issue. Baseball took a much 
more lax approach; it’s been a disaster 
resulting in the possible cancellation of the 
season. The NFL may be a bigger disaster 
than COVID-19 itself when they start up 
in the fall. The NHL has so far come the 

Testing for COVID-19 is generally 
reliant on two methods. The first, 
a nasal swab, involves inserting 

a swab into the nose and pushing it 
to the back of the throat to collect a 
sample of secretions. The second, an 
antibody test, requires undergoing 
blood work, which can be unpleasant if 
you don’t like needles. The real setback 
from the tests is the time it takes to 
get the results and the fact they mostly 
show evidence of prior infections. 
Researchers have a plan to make test-
ing easier; but it requires collaboration 
with man’s best friend. 

As professional sport leagues 
start to open up, the NBA has 
been the most aggressive and 

strict with their plans. All players and 
league employees are isolated in a 
bubble in Disney World with their only 
contact to the outside world being 
Disney employees who cook the food 
and clean the rooms.

and identify COVID-19’s signature odour. If 
a person is in fact positive, the dog simply 
stops and looks towards the person in 
question. After five days the military-trained 
dogs are tested at the University of 
Hanover. Out of a thousand saliva sam-
ples, (some infected and some not) the 
dogs accurately identified the infected 
samples 94 per cent of the time.

The University of Pennsylvania is test-
ing and training COVID-19 –indentifying 
canines much like the procedures being 
used in Germany. Unfortunately, according 
to Canadian sources no such tests have 
begun in Canada—anyone suspected of 
being infected will deal with the uncom-
fortable business end of a swab or provide 
a blood sample.

Graham Ruddy is part of 
Profitable Practice's editorial staff. He can be 
reached at graham@profitable-practice.com.

closest to the NBA in finding the safe way 
to go forward.

The point is that the NBA took the most 
difficult and restricted approach and it 
looks like they will be rewarded for it. I 
think the same applies to our overall ap-
proach to the pandemic.

David Rourke is a ROI 
practice sales represen-
tative who writes regularly 
for this magazine. He can 
be reached at 
647.519.5775 or 
david@roicorp.com.

Those NBA owners and operators were 
smarter than most, saw the pandemic 
coming before most and reacted more 
effectively to it.
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Supporting Marginalized Groups Is Key To Canada's 
Economic Recovery: Report
AS COMPLIED BY KAREN HENDERSON

ROI Corporation, Brokerage And COVID-19
BY SANDY EVANS

In the midst of the pandemic, the employ-
ment rate has declined twice as much 
for Canadian women in the 25 to 54 age 
range compared with men; Blacks, 
racialized immigrant women are much 
more likely to be personal support work-
ers, cleaners, and work in other “essential 
but low-paid occupations” that lack paid 
sick days or family leave policies.

Some have asked why our appraisals 
take longer. Our appraisals are not just a 
formula based, cookie cutter approach. 
Each office is unique and we try our best 
to capture this in a fair and accurate way.  

Although it was a difficult transition, we 
now support a digital office environment 
so our staff can work at home if required. 
This has taken significant effort and 
slowed our timelines somewhat but we 
are adjusting and are now fully adaptable 
to the changing work environments.

We wish our clients well in these difficult 
times and will continue to make ourselves 
available to assist you in any way we 
can. We have launched a podcast series 
titled: On Air with ROI Corporation, which 
features leading business and health 
care professionals discussing a variety of 
topics.

Tune in and Stay Healthy!

Canadians cannot expect the 
economy to fully recover from 
COVID-19 without helping those 

most affected by the downturn—in-
cluding women, people of colour, and 
the LGBTQ+ community, according to 
the recent report “A Feminist Economic 
Recovery Plan for Canada: Making the 
economy work for everyone.”
https://www.huffingtonpost.ca/entry/can-
ada-economic-recovery-feminism_ca_5f-
21d585c5b66a5dd638a22e

Like most companies, ROI was 
forced to make changes through-
out the course of the pandemic. 

I am proud to say that we were, and 
are, able to serve our client base and 
offer guidance as to the best course of 
action, given the information avail-
able. Our COO, Jackie Joachim, spent 
tireless hours contacting clients with 
industry and market updates via phone 
calls or our Work From Home webinar 
series. Our CEO, Timothy A. Brown 
was on the phone constantly and 
participated in countless Zoom calls/
webinars assuring practitioners that 
not all was “doom and gloom”. On May 
9th, ROI held a very successful Virtual 
AGM-Business of Dentistry, which 
comprised both dentists and dental 
team programs.

Karen Henderson is the associate editor of 
Profitable Practice. She has a special interest in 
long-term health care. She can be reached at 
karen@profitable-practice.com.

Sandy Evans
Sandy Evans is the proud 
co-owner of ROI Corpo-
ration, Brokerage and a 
licensed broker. She works 
primarily with managing 
the corporate governance, 
marketing and appraisal 

departments of the company. Sandy recognizes, as 
a female in a leadership role, that there is significant 
diversity in the clientele who use ROI Corporation’s 
services. She believes that ROI’s team should 
reflect our clients and actively promotes initiatives to 
achieve this inclusivity across the organization. She 
can be reached at sandy@roicorp.com.

“COVID-19 has not been the great 
equalizer, it has been the great revealer of 
existing inequalities,” says the report.

Some policy recommendations focus on 
increasing wages for childcare work-
ers and creating an expedited path to 
permanent residency for migrant childcare 
workers.

Other suggestions call for updates to 
legislation regarding paid sick days and 
paid family leave for all workers, lowering 
the eligibility requirement for employment 
insurance to 360 hours and raising the 
benefit rate to 75 per cent of earnings.

“A paradigm shift is afoot. A broader 
range of people across Canada are 
now seeing the importance of feminized 
and racialized labour for our health and 

well-being—where women, especially 
women of colour and recent immigrants, 
are leading the response to a major health 
crisis and preventing further economic 
and social fallout,” the report said.

Source: HUFFPOST Canada 
https://www.huffingtonpost.ca

https://www.huffingtonpost.ca/entry/canada-economic-recovery-feminism_ca_5f21d585c5b66a5dd638a22e
https://www.huffingtonpost.ca/entry/canada-economic-recovery-feminism_ca_5f21d585c5b66a5dd638a22e
https://www.huffingtonpost.ca/entry/canada-economic-recovery-feminism_ca_5f21d585c5b66a5dd638a22e
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COVID-19 has caused many health care prac-
titioners to consider retirement and when is the 
right time to do so. I am available for discussion 
on this matter. Call 416.520.7420 or email 
timothy@roicorp.com.

Generation Wealth Transfer

The transfer of wealth from generation to 
generation has occurred over centuries. 
The legacy of a parent or grandparent 
transferring financial support to a child 
or grandchild for education, weddings 
or homeownership is a pillar of today’s 
global economy. My parents were born in 
a post–depression era and lived through 
post–war poverty. They took great risks 
and started a company when the odds 
were against them. Many such pioneers 
often failed. My parents' passionate belief 
was that health care professionals de-

served to retire with dignity and profitably. 
The risks they took were enormous but 
the rewards are now evident decades 
after they started the company. Today our 
family’s second generation is flourishing 
and will assure that the third and fourth 
generations will continue to benefit from 
my parents’ vision of the future.

Like me, many baby boomer profession-
als owe a great deal of gratitude to their 
parents and grandparents who struggled 
through recessions and then prospered 

from the bounty of the economic recovery. 
In the year 2020, the world entered anoth-
er global recession. The recovery should 
prove that the risk-takers and those who 
have persevered through the current glob-
al pandemic will hopefully provide for the 
generations that follow.

Handing down a legacy is a privilege that 
many baby boomers will soon provide 
to their children/grandchildren as the 
greatest wealth transfer ever recorded in 
global economic history unfolds over the 
next decade.

Watching a grandfather reach out and touch his granddaughter touched my heart. This 
photograph reminds me of when my father passed the baton to me 25 years ago. 
Generational wealth is created by great leadership and my father is a great leader.
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