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Yesterday I spoke with a dental broker in 
London, England.

Andy Acton is the owner of Frank Taylor 
and Associates, the oldest and largest 
dental practice appraiser and broker in 
the United Kingdom.

He and I have recorded about 40 
podcasts together, each focusing on 
topics that impact dental practice 
economics. The similarities in our 
experiences are incredible.

Yesterday, we discussed the difference 
between income hours and ownership 
hours.

Let’s define income hours first. 

An income hour is the amount of time 
you have reserved in your schedule to 
be in-operatory/chair-side.

Also known as the time available when 
you are open to treating patients. 
Lunch hours or scheduled breaks are 
not income hours, but no-shows and 
cancellations are.

On average, our clients have seven (7) 
income hours per workday. 

If you have a four-day workweek and each day is identical, that gives you 28 income hours per week. Do the math based on 
your own schedule to calculate your number of weekly income hours.

Then move to annual hours. When calculating annual income hours, it’s important to remember that Canadian employers must 
provide two weeks for statutory holidays each year. You’ll also need to deduct each vacation day taken to determine the actual 
number of income days or weeks per year.

If you have seven income hours per day, four identical days per week, with four weeks of personal holidays and two weeks of 
statutory holidays, you’ll end up with 46 weeks with 28 income hours per week, for a grand total of 
1,288 income hours per year. 

Next, divide that number into your individual production to find the hourly value of your 
production.

For example:

$600,000 gross income divided by 1,288 income hours = $466 production per hour.

Include laboratory charges as they are a form of gross income even though you flow through the 
cost.
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This is not a perfect science, but it is dependable and the more thought you put into it, the 
better.

Remember not to deduct hours for no-shows and cancellations – every dentist has short-
notice cancellations and no-shows and while it is frustrating, it is a reality that diminishes 
your productivity per hour, so be realistic and leave that in the calculation.

Next, let’s add up your ownership hours and do the same calculation.

Ownership hours are the non-revenue-generating hours spent working on your dental practice.

Ownership hours could take place before patients arrive in the morning or after hours. They could include 
activities like administering charts, record keeping, catching up with specialists; anything to do with the dental 
practice itself. And while some of these non-billable activities do take place during the day or in the office 
environment, don’t forget about the time you spend working before and after hours, plus in the evenings or 
weekends from home. 

On average, I estimate most owners will invest between 300 and 500 ownership hours per year.

Who pays you for those hours? Do you pay yourself a management wage for those hours?

Many of our clients are drawing a salary or dividends from their practice and there are many other ways to extract economic 
benefits from the practice. Add it all up and then divide into your production.

Income hours are different from ownership hours.

The final tally of total hours and total economic benefits may be astonishing to you.

Some may discover they are not making as much as they thought.

Why does this matter? Because bankers, accountants, buyers and their many advisors want to know your numbers! So does 
your appraiser. It matters to all of us, and we use these figures to assign fair market value to your practice.

I have a client who went through this very tedious exercise recently and he drilled it down in a very precise manner. 

Then he did the same thing for his highest-producing associate.

Guess what? 

The associate was making more per hour than the owner because the associate did not invest any ownership hours into the 
business. 

This was very humbling, and I hope it does not happen to you. 
My client immediately called me to put the practice on the 
market.

She no longer wants to be an owner; she wants to be an 
associate.

Need help calculating your numbers?  
TEXT me @ (416) 520-7420BROKERAGE / COURTAGE 
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