
One of our clients recently engaged our firm for a practice appraisal, and then decided it was time to 
relinquish ownership of their practice. We then began our usual method of confidential advertising via our 
new listing service and company website.

After that, several people inquired about the practice by contacting our Associates 
via the usual channels. At this early stage, we do not reveal the owner’s name and 
address. Instead, we issue a practice profile that provides the highlights of the 
opportunity and answers the top 25 questions that most purchasers ask.

Somewhere along the process, one of the corporate buyers determined the 
identity of the seller and assigned the deal to one of their newest team members 
who came to them from a financial background. Unfortunately, this individual 
was patently unaware of the confidentiality protocols for buying and selling 
professional practices, and he made a horrible mistake by reaching out to 
the adjoining practice with which our client was sharing space. The individual 
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identified himself, his company, and the reason for his call to a dental receptionist 
– one whom was working for a doctor that was not selling their practice! That’s 
when things got complicated. The adjoining dental office was unaware that their 
cost-sharing doctor was selling their practice, and the situation created serious 
tension between the two offices.

The staff on both sides of the equation were upset and began to 
gossip about the circumstances between the doctors.

Then, our client received threats of resignation from a staff member because they did not appreciate 
learning about the sale of the practice through these channels. They were shocked and began to 
consider moving to another practice that had been aggressively recruiting with higher wages and 
signing bonuses. 

Legal action was threatened that has not yet transpired, but it may eventually move forward.

The main problem here is that some of the people that are joining corporate acquisition groups may 
have incredible business experience, yet lack sensitivity or knowledge of the way a professional 
practice is appraised and sold. Sadly, this person’s genuine intentions backfired horribly, causing the 
company reputational damage within our brokerage, and our client may pursue legal action if damages 
to the goodwill are materialized.

The individual in question did sign a confidentiality agreement which expressly stated that they would 
not contact the staff of the dental practice owner. Contacting the adjoining practice and their staff 
implies that the confidentiality agreement was breached and the nondisclosure 
was not read or understood – but most importantly, it was not respected.

Sadly, this happens all too often in this ever-burgeoning world of corporate 
phenomenon where people are hired from other healthcare disciplines or financial 
backgrounds, with no understanding of the unique and highly sensitive nature of 
professional practice brokerage. These people are frequently barging into practices 
and speaking to staff or requesting meetings with owners via telephone or other 
means of communication, and they do not really understand how important it is to 
a seller that the entire process be managed in a highly-confidential fashion.
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