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| EDITOR’S PAGE

2020 - The Year In Review
BY JAMES RUDDY 

A

s this year comes to an end, we have asked a number of magazine contributors to review the year and share a
personal silver lining they experienced in 2020.

COVID-19 has altered our lives in so
many ways, often tragically, and yet there
have been some positive outcomes.
We do not wish to diminish the negative
impact of the pandemic but for this issue
we have chosen to focus on the positive
and perhaps provide us with a glimmer of
hope.
There is no doubt that there is an
overwhelming movement toward a digital
economy where people increasingly
work from home or cottage and establish
new/different links with their business
partners. Online consumer transactions
have multiplied and home deliveries have
increased dramatically. Families have

found interesting and unique ways to
connect and build tighter bonds to lessen
the impact of social isolation.
Pets are now, for many more of us, an
integral part of the family experience. New
hobbies, games and crafts have emerged
along with music and art appreciation.
In many communities, neighbours who
rarely communicated with each other in
the past have often found a meaningful
way to relate and connect. We have
gained an overdue recognition of how
important our essential workers are and
how much they sacrifice for our wellbeing.

These are just a very few observations of
what is currently transpiring. Finally, there
is good news regarding vaccines and rollout plans in the coming weeks. On the
next pages are some reviews of the year
with a positive focus.

James Ruddy

James Ruddy is the
editor of Profitable
Practice and can
be reached at editor@
profitable-practice.com.
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2020 - The Year In Review

My 2020 Silver Lining
On March 20, Manitoba declared a state
of emergency in response to COVID-19.
Our veterinary clinic locked its doors and
began to only accept urgent cases, bringing the pets in from the parking lot without
their owners. Nobody had any idea how
long this would go on for or whether we’d
be forced to close completely. I called a
staff meeting and, fighting back tears,
vowed I’d do everything possible to avoid
laying anyone off.
But the phone kept ringing. Almost any
medical need for their beloved pet was
viewed as urgent by the callers. We were
still down 20 per cent in April by turning
away the truly non-urgent, but once we
were able to move out of lockdown in
mid-May, our revenues rocketed to well
above pre-pandemic levels. To date, we
are almost 10 per cent ahead year-overyear.
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It turns out veterinarians are like the bike
shops, garden centres and home renovation contractors—taking care of pets
is a feel-good priority for people who are
forced to spend more time at home. We
have seen literally double the number of
puppies we normally do. If that is not a
silver lining, then I don’t know what is.
Dr. Philipp Schott

Dr. Philipp Schott is the
owner/practitioner of
the Birchwood Animal
Hospital located in
Winnipeg, Manitoba and
author of The Accidental
Veterinarian and can be
reached at 204.832.1368 or google Birchwood
Animal Hospital.

My 2020 Silver Lining
Can you retire (or could you have retired)
at age 65 and maintain/ed your living
standard? The Monday Morning
Millionaire Program shows you how, using

an evidence-based approach to effective
investing.
Thanks to COVID-19, many people
saved money: no travel, no dining out, no
concerts, no sporting events, no theater,
no opera, not much driving to work, no
need for working clothes, not much fun
and more.
Silver lining for the Monday Morning
Millionaire Program? The overall result was
greater interest from investors in getting
us to help.
Dr. Milan Somborac
Milan Somborac DDS,
FAGD is the CEO of
Monday Morning Millionaire Inc. Contact him at
milan@drmilan.com or
call 705.441.4566.

My 2020 Silver Lining
The year 2020 is straight out of a science
fiction movie or for many, unfortunately out
of a horror movie. Everyone is affected.
I lost a dear elderly relative because of
COVID-19. But there are rainbows behind
dark clouds.
This year has confirmed what I already
knew—I am grateful to be living in
Canada. With my family all working from
home, we spend more wonderful time
together. Regular family dinners have
become even more special.
In my interview last year in Profitable
Practice, I noted commercial rents are
rising. This year resulted in commercial
rents actually declining, so tenants may
benefit from lower occupancy costs. In my
interview I also discussed the importance
of properly written staff agreements. This
year has confirmed the critical importance
and value of employers having proper
legal written agreements with staff.

My business law practice for dentists has
moved away from physical paper. Lawyers
historically are notorious for printing
volumes of documentation. This year has
resulted in a drastic reduction of paper
and a move closer to digital documents
only. My law practice has been extremely
busy this year. Each day is a gift and I am
grateful every day.
David Rosenthal

David Rosenthal is a
lawyer practising in
Toronto and can be
reached at 416.865.9677
or david@drlaw.ca.

Maslow, Me And The Year 2020
I wonder what Maslow would do this year.
Absolutely everything in our lives has simply been uprooted and our way of life has
drastically changed. We have never felt so
insecure about what tomorrow may bring;
will this pandemic really end? If we are not

being simple and ignorant, and we truly
understand the colossal amount of work
ahead of us so life can return to normal, it
is very easy to despair, get angry or revel
in sadness. If there is one thing that I will
remember about this year, it is that I am
grateful. I am grateful for being alive. I am
grateful for my family and friends. I am
grateful for the human spirit that will drive
forward no matter what the odds. We will
survive this, as human history shows we
have survived before. My advice: Reinvent, have purpose and enjoy the simple
things in life.
Dr. Dil Hirji

Dr. Dil Hirji is a practicing
dentist, with a special
interest in aerosols. She
is a CBCT sales representative for J Morita,
and Clean Rooms with
Protect Air. Contact her at drdilhirji@gmail.com.
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COVID-19 And Me

The Year 2020 In Review

COVID-19 has been a mixed blessing
for me. Initially, I closed my business and
applied for the CERB, which lessened the
impact. I am now using ZOOM for group
training and I'm moving to a larger space,
which will permit training in socially distanced groups. I have taken the available
time to go back to school. No, I am not
overwhelmed with COVID puppies. The
area I live in is urban and has traditionally
always been overwhelmed with puppies. I
will probably continue to use ZOOM where
appropriate.

This year has provided us with an opportunity to redefine our futures. Many
of us have been forced to change. We
have been made to look at what we have
always done in completely new ways.
When I think back on the year, resilience
is perhaps the word that stands out the
most. When I say that, I’m thinking of a
specific approach to resilience. For many,
resilience means bouncing back. Strictly
speaking, of course, resilience describes
the capacity to adapt or transform. When
I come across the word resilience, I
somehow think both about bouncing back
and adaptation. There’s no going back to
normal after the year we’ve had. We really
only have two options if we’re to gain the
most out of this year: Go forward or go
nowhere. Questions to ask others that
come to mind include:

Yvette Van Veen

Yvette Van Veen is a
trainer and owner of
Awesome Dogs located
in London, Ontario.
She can be reached at
519.268.7886 or email
yvette@awesomedogs.ca
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1. How are you going to bounce
forward?
2. How will you adapt to what comes
next?

3. How might you transform both
professionally and personally?
COVID-19 has changed the world forever
and we cannot simply bounce back. We
can only bounce forward. This year has
taught me, above all, that our future drives
our present.
Dr. Keita Demming

Keita Demming PhD is
the head of development
& innovation at
The Covenant Group.
Contact him at
keita@covenantgroup.com.

Looking Forward To 2021
It is safe to say our plans and expectations for 2020 came to a grinding halt. The
world changed. Business changed. Some
of these changes will be permanent.
It is also safe to say that people will gather
again, hug, travel and global economics
will rebound. There was pent up demand
for health care and the evidence was plain
to see when dental and optometry practices opened again.
Positivity in life is the key to success,
happiness and a sense of fulfillment. It is
difficult to be positive after 2020 has given
us so much pain and deprivation as a result of the pandemic. Like our forefathers/
mothers we adapt and continue to go on.
Many of us are improving our communication skills; we are turning to fact-based,
scientifically-proven solutions; increasing
our technological skills and relating more
effectively with our family. Finally, we are
encouraging and supporting those who
daily bring us closer to a new yet familiar
normalcy.

In 2021, let’s continue to be beacons of
hope and positivity.
Jackie Joachim

Jackie Joachim is the
COO of ROI Corporation,
Brokerage. Contact her
at (844) ROI-2020 or
jackie.joachim@roicorp.com.

COVID-19 And A Silver Lining For
Professionals
COVID-19 taught us as professionals
that in order to acquire or sell a practice
you must assess your business objectives. What is your line of sight—buying
your first practice or selling your tenth?
No matter where you are in your career,
COVID-19 has necessitated both a period
of self-reflection and promoted critical
thinking. All practice owners have had to
identify their practices' strengths, weaknesses, opportunities and threats.

From the purchaser’s point of view,
COVID-19 (while causing a temporary
slowdown in acquisitions) promoted a
closer examination of a practice’s metrics
and suitability for the potential new owner.
From a seller’s point of view, COVID-19
has promoted critical thinking about the
transition from practice ownership to a
new life and work styles. COVID-19 may
have been the cherry on the cake that
helped you realize it’s time for you to move
on to another chapter in your life.
Kathryn Buis

Kathryn Buis is BMO’s
regional market leader,
health care, greater
Toronto area. Contact her
at 416.557.2024 or
Kathryn.Buis@bmo.com.
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| ACCOUNTING

Planning Ahead For Your Estate
BY MICHAEL SAXE, CPA, CA, LL.M. AND MARTY CLEMENT, CPA, CA

H

ow do you get from where
you are today, to where you
want to be tomorrow with your
estate planning? Your family will have
enough to deal with on your passing; the foresight to plan ahead will
provide much-needed relief during a
very difficult time.
Here are some questions to review to get
you on the right track.
Do you have a will?
A will documents how you want your assets distributed when you pass away. The
instructions in your will should be consistent with your current wishes and capture
your entire estate. If you die without a
will, provincial legislation may dictate the
distribution of your assets.
Certain assets can be distributed outside
of your will. For example, you can designate specific beneficiaries for a Registered
Retirement Savings Plan (RRSP), Registered Retirement Income Fund (RRIF),
Tax Free Savings Account (TFSA), and life
insurance policy.
Alternatively, you may want to consider
transferring your assets prior to death.
Do you have two wills?
Many provinces allow for multiple wills.

8
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Multiple wills have been utilized as a
technique to minimize probate fees in
certain provinces. A probate fee is based
on the value of the estate’s assets and it is
separate from income tax.
When was your will last updated?
It is a good idea to regularly review and
update your will as your family circumstances and wealth could change over
time. Further, tax laws are constantly
changing and legislative amendments may
render results that are not compatible with
your original wishes.
Have you thought about the tax
implications on your estate when you
pass away?
For income tax purposes, you are deemed
to dispose of your assets at fair market
value immediately prior to death. An
income tax liability is generated on the
deemed disposition of the assets. One exception is a spousal rollover, which allows
assets to transfer to a spouse or common-law partner on a tax-deferred basis.
Often overlooked are the income tax
implications and complexities of owning
private company shares on death. For
example, if you are a professional, you
may have operated your practice through
a professional corporation. When you die,
you are deemed to dispose of your professional corporation shares and will be

required to pay income tax on the capital
gain arising on the deemed disposition
of those shares. A double tax issue may
result when your professional corporation
later distributes its assets. A well thought
out income tax strategy can minimize the
double tax issue.
You should also consider that the allocation of your assets to beneficiaries may
have different income tax implications
because each asset could be taxed
differently.
Will your estate have the cash to fund
the tax liability on death?
Ideally, your estate has access to enough
cash to pay the income tax liability arising
on your death without causing financial
issues. Otherwise, you need to determine
how to fund the income tax liability.
For example, you may need to borrow
against real property or sell certain assets.
If neither borrowing money nor selling assets is viable, purchasing a life insurance
policy to fund the income tax liability on
death could be an option.
Are you concerned about any of your
beneficiaries receiving assets on
your death?
You may have family members who are
not able to assume and manage the
responsibility that comes with inheriting

wealth. Family members could have health
concerns and/or be in an unpredictable
marriage. There are mechanisms available in these circumstances, such as the
establishment of a trust that may allow
control of your assets by others (at your
direction) after you pass.
Are you concerned about privacy
and the administration of your estate
after you pass away?
Generally, property that is placed into an
alter ego trust (AET) will not pass through
an estate on the death of an individual as
the assets are not legally owned by the
testator at the time of death. As a result,
benefits of an AET include minimizing
probate fees, maintaining confidentiality
of assets owned and the value of such
assets at death, expediting distribution
of assets on death, and management of
assets in case of future mental incapacity.
An AET may also avoid complications
arising in the administration of an estate in
some jurisdictions. Talk to your tax advisor
prior to transferring the ownership of
assets to an AET.
Have you thought about transferring
assets during your lifetime?
You may want to transfer assets to family
members or others during your lifetime.
This can provide you with certainty that
your assets are being transferred according to your wishes and will allow

you to support others in your lifetime. Be
aware there may be income tax and other
implications of transferring or changing
ownership of assets. Talk to your tax
advisor prior to transferring or changing
ownership of assets.
Do you have a power of attorney?
A power of attorney is a legal document
that gives authority to another person to
act on your behalf for financial decisions.
It becomes important if you become
physically or mentally incapacitated. In
some provinces, you may need a separate
document (similar to a power of attorney)
for personal care/health decisions.
How do I get started on formalizing
my estate plan?
Estate planning is much more than implementing strategies to minimize income
tax. A good starting point is undertaking a
fact-finding mission to confirm your assets
and liabilities and summarizing this information in a net worth statement.The net
worth statement can be used to estimate
your estate’s income tax liability.
Tax planning solutions can then be contemplated to defer or minimize income
tax. A holistic approach to estate planning
must consider non-tax objectives, such
as maintaining a desired lifestyle and
deciding how assets should be distributed
amongst family members.

Your estate plan must also consider family
dynamics and other areas of law such
as estate and family law. To ensure your
estate plan is meeting all your objectives,
it is prudent to periodically review the
plan, especially if your personal or financial
circumstances change.
MNP can help. We have a team of
experts who work together to help you
navigate through your estate planning.
We have income tax specialists, succession planning experts, and a family office
practice – all available to help you reach
your goals.

Michael Saxe
CPA, CA, LL.M.

Michael Saxe CPA, CA, LL.M.
Partner, MNP Tax Services
647.943.4120
Michael.Saxe@mnp.ca

Marty Clement
CPA, CA

Marty Clement CPA, CA
Partner, MNP Tax Services
250.979.1742
Marty.Clement@mnp.ca
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| PRACTICE MANAGEMENT

Managing Your Practice During The Next Wave
BY JACKIE JOACHIM

M

any of us believe that we
are already seeing a second
wave of COVID-19. We feel
it is here, now that we have seen a
continuous rise in cases; we feel we
should also try to be prepared for
potentially a third and fourth wave.
The COVID-19 crisis found the world
unprepared, but despite this, the reaction
was both rapid and responsible. Nonetheless, challenges remained–especially
as practices moved from initial response
to living with the pandemic longer-term.
Health care has proven its resiliency to
both recessions and now a pandemic, so
now is the time to plan and not simply react. The best we can all do is take the lessons we learned from how we responded
to the first wave. I am a firm believer that
history truly is a great teacher. The first
thing every practice owner needs to do is
talk to other practice owners. Don’t use
the time to complain and fear the worst
but rather, ask people what they did the
first time. What did they feel worked well
and what would they do differently if they
had to? Now is the time to do a review
and see if your business plan requires a
revision or modification. People will always
need health care—that is a fact. But there
is nothing stopping you from ensuring
your practice operations are fine-tuned in
order to manage future waves.
An important measure to take is to
improve your communication with staff
and prioritize their concerns. Despite all
the protocols implemented in offices,
staff are human. Many are anxious and
as numbers of infected increase, so does
fear. Taking time to listen and not dismiss
is critical. Addressing their concerns in
an open and transparent manner will go
a long way in keeping them engaged. As
the owner, providing confidence and reassurance is key. Offices have gone to great
lengths to ensure all the steps are in place
to ensure the safety of both staff and patients within the practice. Being that calm
voice in the storm is so important. Human
nature is such that people will make
decisions on their own, if a clear strategy
is not presented for them to follow. This is
where your leadership matters.
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This may sound very simplistic or even
obvious but ensuring that you have a
proper supply of PPE, hand sanitizer,
and cleaning supplies will avoid any
scrambling or being caught in a rush that
could result. Another tip is to continue to
manage your cash flow – both in the office
and at home. I sincerely do not believe
a second closure of offices will occur,
but from the various practice owners I’ve
spoken to, those who could weather the
storm the first time were people who were
not overleveraged. It is easy to engage
in retail therapy or home renovations (I
certainly have) in lieu of not taking a formal
vacation or just managing stress. Do your
best to create a financial cushion. Also,
one of the best things you can do to help
calm yourself during times of uncertainty is
to prepare regular budgets and stress test
them. This knowledge will give you better
clarity and an important sense of control.

If this pandemic has taught us anything,
it should be that we need to prepare for
future pandemics. Infectious disease
experts warn that COVID-19 may not be
the only global pandemic we experience
in our lifetime. Some of the changes we
have had to roll out may now become part
of the ‘new normal,’ such as physical distancing in reception areas and PPE during
patient visits. After all, it was the care of
patients with HIV that led dentists to start
wearing masks and gloves.

During the lockdown, I was so impressed
to see practice owners take to the
Internet—whether it was accessing videos, email messages or Facebook posts.
Keeping patients connected is so critical.
Now, more than ever, is the time to be an
informative and calming voice to patients.
Do not be afraid to invest wisely in your
online presence.

Keep staying safe and healthy!

COVID-19 has taught us that even in
volatile times, it is possible to manage and
maintain your practice. Some have even
been able to grow. While we all had to
adapt on the fly earlier this year, this time
around we can turn to the good habits
we adopted and lessons learned during
the first wave to get ourselves through the
ones to come.

Jackie Joachim

Jackie Joachim is the
COO of ROI Corporation,
Brokerage. Contact her
at (844) ROI-2020 or
jackie.joachim@roicorp.com.

BOOK/BLOG REVIEW |

Lifespan: Why We Age and Why We Don’t Have To
By David Sinclair
REVIEWED BY GRAHAM RUDDY

D

avid Sinclair’s Lifespan: Why We
Age and Why We Don’t Have To
details Sinclair’s lifelong pursuit
to stop aging and extend human life.
The book has three parts featuring
knowledge of the past, present and
examines where we are heading. At
times the book outlines the doom and
gloom of aging but the reader is soon
convinced that Sinclair is very much an
optimist. He presents scientific content
(biological data, molecular structures,
genetic theories, etc.) which he condenses, simplifies and adds anecdotes
of his own experiences growing up in
Australia and his life and research in
the USA.
Part I illustrates Sinclair’s research, and
his appreciation of the work of Claude
Shannon, an American engineer, mathematician and the father of “information
theory”. Shannon was the influence for
Sinclair’s digital model of genetics related
to the analog model of epigenetics that
led to understanding how aging occurs.
For Sinclair aging is a loss of genetic
information. He describes the analog
processes of gene expression as prone
to “noise” or disruption while undergoing
replication. This noise accumulates and
eventually begins to change the digital
portion of our genetics resulting in instability and mutation—what we call aging.
This dysfunctional behaviour of sirtuins
(Sir2 proteins) at our primordial level is ultimately a mechanistic issue and correcting it should technically be possible.
The analogy used to describe this
process in the book is a DVD. Imagine
the digital information on the DVD as the
DNA and any scratches or damage to the
DVD as affecting the analog information.
The scratches disrupt any signal being
read on the DVD and there is a break
in the signal, the same thing occurring
when there is a disruption at a genetic

health? He suggests societal hierarchies
and the socio-economic impacts that
medical breakthroughs could produce. It
will not be easy to regulate what we do
with the ability to extend our life expectancy.
Sinclair promotes biometrics and biotracking as being useful tools for managing health and ultimately our lifespan. He
believes everyone should be accessing
this information in some way, in order to
treat/prevent negative health issues.

level. This portion of the book contains
scientific, educational insights as to how
biologists do their research.
Part II focuses on how we can reverse
the aging process. Diet and exercise (for
calorie restriction/reduction) are the two
main combatants of aging. A third is the
benefits of a cold shower (scientifically
anything you do outside of your thermo-neutral zone). The real key seems to
be what occurs at a cellular level when
the body is regularly in stages of caloric
deficiency. Autophagy* and the cellular
survival instincts are activated during
restrictive periods and the benefits of
a day or two of hunger/deprivation are
surprising.
Part III addresses the societal impacts of
extending our lifespan and provides scenarios of the world of tomorrow. Sinclair
states the previous century was about
combating sickness and the next will
be about improving health. But whose

Lifespan is as informative as it is thought
provoking. Sinclair grounds the reader
in a world of concepts that challenge
what we know and understand. This
approach makes research using science
the essential element to understanding
our own aging. It is an entertaining read
for scientist and non-scientist alike; let’s
hope Sinclair continues to do research to
know what seems to be the impossible
to know… time may be on his side.
*The cleansing of dead/damaged cells for the
creation of new cells.

Editor's Note: Graham Ruddy will review
Michael Greger's book How Not To Diet in
our next issue. Greger is a science-first
researcher who supports many of
Sinclair's findings from a nutritionist's
perspective.

Graham Ruddy

Graham Ruddy is part
of Profitable
Practice's staff. He can
be reached at
grahamruddy@gmail.com.
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| FEATURE INTERVIEW

Dr. Lois Calder, OD – Director of Community Outreach
Services, Vision Institute of Canada
WITH KAREN HENDERSON

T

he Vision Institute of Canada is a registered charity providing clinical services to underserved communities and at-risk
patient populations since 1981. It also offers education programs for professionals, public information services and
clinical research into vision and vision care delivery.
The Institute acts as an externship site for final year optometry students from the University of Waterloo School of Optometry and Vision Science, the New England College of Optometry and the State University of New York, providing an
exceptional learning experience for the interns.

Dr. Calder, please tell us about your
community outreach program which
provides mobile primary eye care.
We visit approximately fifteen long-term
care facilities monthly and have been
serving most of these for over thirty
years. Early on, these homes had recognized the unmet need for on-site eye
care for their frail and at-risk residents,
and as a result, we have established
what remains a fulfilling relationship with
our service. During the first few months
of COVID-19 lockdown, family visits to
long-term care residents were strictly
prohibited. During this period, I was able
to act as an ‘eyewitness’ for concerned
families, by interacting with their loved
ones in person, both professionally and
socially, and then reporting back. It was a
great privilege to do so.
A second arm of our service involves eye
care for people who are unhoused or at
risk of homelessness. This takes the form
of mobile eye care at events such as
Homeless Connect and Out of the Cold,
and at a monthly clinic for street-involved
youth.

PHOTO PROVIDED BY DR. LOIS CALDER

What services do you provide?
We provide comprehensive eye examinations using portable instrumentation.
There are no barriers to this care. For
example, examinations can be done at
a bedside, or for patients with advanced
dementia. Eyewear or low vision aids can
be provided when necessary.

Dr. Calder with a patient at eye care clinic for the homeless
How has the outreach process
changed as a result of COVID-19?
COVID-19 stalled our service only temporarily. Shortly after Ontario allowed health
care providers to resume operations, we
were invited back into our partner facilities, with new infection prevention and
control protocols in place. These include
personal COVID-19 tests every week for
our optometrist, all required PPE, and
extra disinfection for the portable equipment. As well, our major annual clinic as
part of Homeless Connect Toronto has
evolved into a series of smaller ‘pop-up’
mobile clinics which have taken place in
October.
After COVID-19 has run its course,
how will the Outreach Program have
changed?
After COVID-19, I expect that our
Outreach Service will continue to thrive. I

12
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have always enjoyed the interprofessional
working relationships involved in our outreach work. During this COVID-19 crisis
my respect for the front-line workers in
long-term care has risen exponentially. I
will always be grateful for their dedicated
care of our mutual residents.

Dr. Lois Calder

Dr. Calder is also the Director
of Low Vision Services, assisting the growing population
of those with partial sight. Her
interest extends internationally, including regular participation on volunteer eye care
projects in the developing
world. She can be reach at
visioninstitute@rogers.com.

FEATURE INTERVIEW |

Where Are They Now? - Dr Janice Van Wyngaarden
WITH JAMES RUDDY

P

rofitable Practice interviewed Dr. Van Wyngaarden for the Summer 2017 issue. At that time, at the age of 51, she just
sold her optometry practice but stayed on to be an associate with the new owner for two days a week. She also
chose to be an associate at another practice in Dundas one or two days a week.

How would you describe your transition from practice owner to associate?
The lifestyle change it allowed me was
fantastic. I had more time for my husband,
family and friends not to mention my
dogs. It allowed me to be outside and do
activities I love to do. I no longer had the
burden of having to make business decisions daily—in a word I gained “freedom”.
At the same time, it was not without
challenges. The practice I started and
nourished was now in the hands of someone else. It was at times difficult for both
of us to make the necessary adjustments
and be sensitive to each other’s needs.
Eventually it was time for me to leave and
it turned out to be a blessing as my aging
parents needed care and I was able to
step in.
Janice and husband in Cambodia

How would you review the year 2020?

Janice in the temple with monks
Being an associate in the practice you
previously owned is not for everyone.
Some are able to thrive and grow for years
and others should spend only a short time
and then move on to another location or
find another life or work style. It is a very
individual choice.

When I graduated optometry school, I
travelled in India, Nepal and Thailand. My
travels made me keenly aware of how
privileged some of us are. Cambodia and
COVID-19 reinforced my earlier belief
about how spoiled we are and how much
we take for granted.
In Cambodia, we developed some
long-lasting friendships with our fellow
travellers and especially with our

What does the future hold for you?
I plan to practice optometry two/three
days a week as an associate in Dundas
for at least five more years; spend time
with my parents, family, friends; and continue to enjoy the outdoors and my many
hobbies.When COVID-19 allows it, there
will be many more travels in Canada and
abroad, and some volunteer eye work in
underprivileged countries in need. It is the
basics in life that bring us the most comfort and that we should value most.

Dr. Janice Van Wyngaarden is an
associate optometrist working in Dundas, Ontario.
Contact her at janvanw2020@gmail.com or
905.978.3938.
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What a crazy year! When COVID-19
struck I was on a Mekong River tour in
Cambodia with my husband. Some of our
tour mates became infected and we were
quarantined in an abandoned, rundown
hotel. Luckily after 14 days and negative
COVID-19 tests, the tour company was
able to fly us home by private jet. When
we arrived, we were quarantined again.
Being safe and at home, despite the shutdowns and restrictions, I appreciated how
lucky we are to be living in Canada.

Vietnamese tour guide whom we converse with regularly to this day.

| PRACTICE MANAGEMENT

Who Is Your Banker?
BY ROB SPILLANE

A

t ROI Corporation, Brokerage
we have been in the very fortunate position of representing
our clients in the sale of their practices through the fall of this year and
into early 2021. Like most sellers they
want to understand the buyer mix that
is out there, and who their potential
successor might be. While the eventual
purchase price will always be an overarching factor, so much more comes
into play when finding an appropriate
successor.
More than ever, as brokers we need to
know that potential buyers have the financial wherewithal to complete a transaction.
Many buyers in today’s diverse buyer-scape are being financed by third-party,
less traditional non–bank lenders and
private equity.
Private equity demands a quick and hefty
return on investment and the money is not
subject to the very reasonable prime-lending rate that we are seeing at our large
Canadian institutions. Remarkably, banks
are lending today’s private purchasers
money at 2.45 per cent. Most of my clients are blown away by these rates, when
compared to the rates they paid in the 80s
and 90s to finance their own practices as
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startups. I wonder what today’s buyers will
look back on and think when they look to
sell in 20 or 30 years’ time.
Some of our more discerning clients have
correctly identified that electing to sell their
practice to an associate/partner using
the private equity model needs to be
closely compared with selling to another
dentist looking to work at the practice
him or herself. The debt servicing costs in
the corporate model necessitates much
tighter margins owing to the necessity
that there must be a much higher debt
servicing ratio. Those looking to go down
this route should speak with their peers

be reduced in order to meet the demands
of the private equity lender.
There is just no easy way to square the
circle. If you are dealing with a buyer who
is only bringing operational wherewithal
and has no control over dental capacity
and the working hours required to drive
the bottom line, please know that there
will be a long-term onus on you as the
selling/retiring principal to shoulder this
burden. If this is something that you want,
this kind of transaction just might work for
you.

Many buyers in today’s diverse buyer-scape are being
financed by third-party, less traditional non–bank lenders
and private equity.
and acknowledge the presence of “golden
handcuffs” in these private equity offers.
Most clients who look to work with us
rightfully demand to leave on their own
terms and do not wish to be beholden
to revenue targets or be responsible, in
retirement, to service the debt of highly
leveraged organizations.
Accordingly, some of our clients conclude
that other operating costs would need to

Naturally, a buyer with multiple locations
would be able to achieve lower supply
costs because of bulk purchasing; no one
has an issue with this. It is important to
note that a buyer with multiple locations
and centralized supply chains can of
course leverage this procurement model
to achieve savings on dental supplies. The
hope is that the top down dictation in this
defined system that characterizes these
entities does not conflict with the products

that you have always gravitated toward
and trusted in private practice. What’s
good for the goose is not necessarily
always good for the gander.
However, things such as staff turnover or
corporate culture also come into the conversation. Some clients express concern
that a new purchaser who is affiliated with
private equity and/or partnered with a
corporate organization would likely seek
to reduce costs of the most significant
element of any dental practice—namely
human resources and staff wages.

That is not to say new purchasers, be they
individual or corporate, are foolish enough
to replace capable experienced staff in
order to achieve lower overhead, but it
has happened in the past.
The scene described above is not one
that new owners, corporate or private will
elect to chase but will arise in the pursuit
of lower overhead. When push comes to
shove, salaries are quite often one of the
big ticket items on an income statement;
an ability to tap into cheap untenured
labor will always look appealing to a CFO

It is all too common to see a new owner make minor cost savings by breaking up these partnerships through the substitution
of cheaper labour and thus upsetting the chain of productivity.
The main problem I observe as a practitioner moves from owner-operated to a
spoke–in–a–larger–wheel model is the demoralization of staff and chronic turnover
of the key stakeholders who were the soul
of the business. Patients usually don’t notice or observe if an office is using different
or cheaper supplies but as an appraiser
and proponent of goodwill in a dental
office, I attest to the detrimental effect that
this top–down, no attention–to–nuance
approach can have on a dental practice.

have the benefit of experience or
familiarity.
With respect to staff and the preservation
of goodwill my motto is always—if it’s not
broke don’t fix it!
Unfortunately, many stories have been told
where the incumbent, now in a position of
absolute authority, will elect for sweeping
personnel changes that hollow out the
heart of the practice. The relationships
that dentists have with their dental assistants are wonderful and very unique to
this business. It is all too common to see
a new owner make minor cost savings by
breaking up these partnerships through
the substitution of cheaper labour and
thus upsetting the chain of productivity.

who sits in a corner office and not in a
dental operatory.
Another concern of many of our purchasers is that if they were to remain as an
associate or junior partner with the new
purchaser, would the new owner have
the authority to make significant changes,
such as the dental assistants? Many of
our clients have worked with the same
dental assistant for many years and they
are very concerned about having a new
assistant assigned to them who does not

Rob Spillane

Rob Spillane is a regular contributor to this
magazine and a sales
representative for ROI
Corporation, Brokerage.
Contact him at
rob.spillane@roicorp.com
or 905.622.5202.
PROFITABLE PRACTICE
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The Letter Of Introduction When Buying A Practice

A

family member received a letter
last year announcing the sale
of the dental practice the family
had attended for almost 40 years. Our
company was not the broker for the
selling dentist although we were given
the chance to supply a quotation for
our service.

much better format. She conceded that
staff had made the arrangements and she
had let the process flow. I suggested that
she as the new business owner (who is
heavily indebted and invested) should take
the lead in these matters. I made it clear
that our firm would have recommended
strongly against the low-energy message
and the quality of the mailing.

I recognized the purchaser’s name
because I had met her earlier when she
was searching to buy a dental practice—a
lovely person with a great attitude. She
found the right opportunity through one
of our competitors and completed the
sale. When I saw the letter announcing
her as purchaser and the retirement of
the previous owner, I was shocked at its
terrible quality and the lack of sensitivity.
It was the traditional “Dear Patient” letter
photocopied on low quality paper with a
photocopied signature of the outgoing
dentist. The overall message was bland,
lacking energy and sincerity. No patient
could feel ‘good’ about the change especially long-serving, loyal patients who at
least were worth the effort of striking out
the “Dear Patient” and replacing it with the
client’s first name in hand-written text. An
opportunity missed.

Then, I stepped up and said “Dr. _____
cancel this event. We will find a better
facility and do a second mailing to your
patients announcing that “due to overwhelming demand, you had to delay and
move the reception to a larger facility.” I
offered to co-host this reception at the
Mississauga Golf and Country Club to
help her communicate to her patient base
that she is a classy individual and that her
patients were worthy of an event at a nicer
facility.

I reached out the purchaser to say I was
disappointed in the letter and that it could
have been written and presented in a

She agreed with most of this, but decided to let the reception proceed in the
small practice office. It happened some
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Also, the letter announced an open house
at the practice office. I had visited the
practice in the past and cautioned her that
it was quite small, very dated and unsuitable for a reception. I asked if she had
renovated it recently, which might have
changed my opinion, and she said “no”.

time ago. Afterward, she sent a message
saying, “It went very well today, but Tim
I’m really looking forward to a bigger and
better event that you can help me plan for
the fall of 2020.”*
My firm did not sell the practice to this
young professional. But I want to work
with doctors like her in the future. She
accepted my advice and now we will help
her deliver a message worthy of her style
and show some respect for the outgoing
dentist.
Paying it forward, I believe she will tell
others that the broker who sold her the
practice offered little help or advice on this
very critical message and event. Do not
underestimate the significance of a Career
Celebration. My company will help cohost an elegant function at the
Mississauga Golf and Country Club that
will allow a new owner to properly honour
the departing dentist and show their
appreciation to a well-established patient
base.
*Publisher's Note: Because of COVID-19,
the reception has been postponed until
larger gatherings are allowed to take place
safely.

The Silver Linings Of The Pandemic

S

ix months after re-opening our data reveals that professional practices in all segments are performing better than
comparable periods of 2019. No one predicted this. I am amazed at how well the industry has recovered by regaining
consumer confidence almost instantly after re-opening was permitted; the monthly gross income reports and forward-looking appointments are stronger than ever.
What this has revealed is that a professional practice is an exceptional investment. There are very few businesses that
are pandemic and recession proof. The
health care industry has proven to be one
of the most resilient.
Canadian financial institutions have always
had confidence in the health care professions and they have allocated more
resources towards financing established
practice acquisition. They are reluctant to
approve loans for a new practice but that
has not dissuaded them from continuing
to finance acquisitions. A continuation of
low interest rates adds stimulus to the
market.
Prediction: The year 2021 will continue
to reveal which industries are the most
resilient—veterinary, optometry and dental
practices will be proven, yet again, as safe
investments. Therefore, practice values
may increase in the next 12-24 months—
an unforeseen silver lining for practice
owners.

Another phenomenon is the migration
to rural and remote areas. Many urban
professionals are seeking a new lifestyle
in areas that were typically considered too
‘distant’ from urban centres.

Baby Boomers in particular have chosen
to exit their urban homes and relocate
away from cities. I did just that and moved
permanently to my lake front cottage, now
my home. The air is cleaner, the pace is
slower and I feel safe and ‘isolated’ from
the risks of urban living. Rural living has
been a dream for many and this global
threat has prompted many to re-evaluate
what matters most, which may be peaceful living in a quiet setting.

As health care professionals,
entrepreneurs and investors,
do you enjoy reading

Profitable Practice?
THE YEAR 2020 IN REVIEW

Timothy A. Brown, Publisher
CEO ROI Corporation, Brokerage
COVID-19 has caused many health care practitioners 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.

SUBSCRIPTION FORM
NAME
ADDRESS

CANADA DAY CELEBRATION ISSUE
PROFITABLE-PRACTICE.COM

A HELPFUL RESOURCE
FOR YOU, YOUR BUSINESS
OR YOUR PRACTICE
Winter 2021 - digital edition

July 2020—digital edition

Healthcare Practice ValuesWhat is going on?
by Timothy A. Brown

The magazine is FREE and
to request an email subscription
go to: subscription@
profitable-practice.com

10 pages,
2 minute read or

Why I Became a
Canadian Citizen

less per page

by Rob Spillane

Back issues are available online at

profitable-practice.com/magazine

CITY/PROVINCE/POSTAL CODE
EMAIL
Please select your email preferences by checking the corresponding boxes below:

Newsletter

Future Events

Practice Opportunities

SEND FORM TO:
Profitable Practice
1155 Indian Road, Mississauga, ON L5H 1R8
Fax: 905.278.4705
Email: subscription@profitable-practice.com
PROFITABLE PRACTICE

17

PRACTICE VALUE

DOCTOR
REVENUE
(50-70%)

100%

HYGIENE
REVENUE
(30-50%)

STAFF WAGES
(25-35%)

SUPPLIES AND LAB
(10-20%)

RENT
(5-10%)

ACCOUNTANT
(1%)

LAWYER
(1%)

BANK FEES (DEBTS)
(2-10%)

ALL OTHERS
(5-15%)

WHERE DO YOU FOCUS YOUR TIME AND ENERGY?
BROKERAGE / COURTAGE

Discretion, Privacy, Practice Preservation

1.844.ROI.2020
BROKERAGE / COURTAGE

