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Prologue: Book Introduction

As a dental practice owner, you have worked hard to build a successful business. Whether you
are considering retirement or simply looking for new opportunities, selling your practice can be a
daunting process. One option to consider is selling your practice to a dental service organization
(DSO).

DSOs have become increasingly popular in recent years, with many dental practices choosing
to partner with them to gain access to resources and support they may not have had otherwise.
However, selling to a DSO is not without its challenges. It requires careful planning, negotiation,
and a deep understanding of the process.

This comprehensive guide is designed to help dental practice owners navigate the process of
selling to a DSO. We will cover everything from preparing your practice for sale to negotiating
the terms of the sale agreement. We will also explore important legal, regulatory, and tax
considerations, as well as address the emotional aspects of selling your practice.

By the end of this book, you will have a clear understanding of the pros and cons of selling to a
DSO, and be equipped with the knowledge and tools you need to successfully sell your practice
and move on to the next phase of your career.

Chapter 1: Introduction to DSOs

In this chapter, we will provide an overview of dental service organizations, including their
history and growth in the dental industry. Dental Service Organizations, commonly known as
DSOs, have emerged as influential entities in recent years, transforming the landscape of dental
practice management. We will explore the different types of DSOs, ranging from small regional
organizations to large national chains, and examine the benefits and drawbacks of partnering
with a DSO.

DSOs have gained traction due to their ability to offer comprehensive support and resources to
dental practices. By joining forces with a DSO, individual practices can tap into a wealth of
expertise and guidance that may not be readily available to them otherwise. These
organizations often provide assistance in various areas, such as marketing and branding,
staffing and training, and operational management. The support offered by DSOs can help
practices enhance their revenue streams, streamline operations, and improve patient outcomes
through optimized administrative and clinical processes.

Another significant advantage of partnering with a DSO is the potential for economies of scale.
By leveraging their size and collective bargaining power, DSOs can negotiate favorable deals
with suppliers and service providers, allowing member practices to access essential resources
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at lower costs. This can include significant savings on supplies, equipment, lab services, and
other overhead expenses. By reducing overhead costs, practices can allocate resources more
efficiently, invest in advanced technologies, and enhance the overall quality of patient care.

However, it is essential to acknowledge that partnering with a DSO may not be the ideal choice
for every dental practice. Some practitioners prefer maintaining complete autonomy over their
clinical and operational decisions. DSOs typically involve a level of partnership or shared
governance, which may not align with the preferences or goals of every practice owner. It is
crucial to carefully weigh the benefits and drawbacks, considering factors such as professional
autonomy, patient relationships, and the long-term vision for the practice.

In the subsequent sections of this chapter, we will delve deeper into the different aspects of
DSOs and their impact on dental practices. We will examine how DSOs differ from traditional
dental practice models and what this means for practice owners considering a sale or
partnership. By exploring these topics, we aim to provide valuable insights and guidance to help
dentists make informed decisions regarding their practice's future.

Chapter 2: Understanding the Pros and Cons of
Selling to a DSO

Before deciding to sell your dental practice to a DSO, it's important to understand the pros and
cons of this decision. In this chapter, we will explore these in more detail to help you make an
informed choice.

Pros of Selling to a DSO:

Access to Resources and Support: One of the most significant advantages of partnering with
a DSO is access to resources and support that can help you run your practice more efficiently.
This includes assistance with everything from staffing and training to marketing and branding.

Economies of Scale: DSOs can leverage their size to negotiate better prices on supplies,
equipment, and other overhead expenses. This can result in cost savings for your practice and
increased profitability.

Reduced Administrative Burden: By partnering with a DSO, you can delegate administrative
tasks such as billing, insurance claims, and human resources to the organization. This can free
up time for you to focus on patient care and other aspects of running your practice.

Professional Development Opportunities: Many DSOs offer professional development
opportunities for their affiliated dentists, including continuing education courses and mentorship
programs. This can help you improve your clinical skills and stay up-to-date with the latest
industry trends.
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Cons of Selling to a DSO:

Loss of Autonomy: By partnering with a DSO, you may be required to follow certain protocols
and procedures that are mandated by the organization. This can limit your autonomy as a
dentist and may not be suitable for those who prefer to have more control over their practice.

Cultural Differences: Each DSO has its own culture and values, which may not align with your
own. This can create conflicts and make it difficult to work together effectively.

Reduced Flexibility: DSOs may have more rigid policies and procedures than traditional dental
practices, which can limit your flexibility to make decisions that are in the best interest of your
patients.

Financial Considerations: Selling to a DSO may result in a lower purchase price for your
practice than if you were to sell to an individual buyer. Additionally, there may be ongoing fees or
royalties that you will be required to pay to the DSO.

Chapter 3: The Vital Role of a Dental Lawyer -
Navigating the Complexities of DSOs

In this chapter, we delve into the crucial role that a dental lawyer plays when it comes to
navigating the intricacies of Dental Support Organization (DSO) transactions. Selling or
partnering with a DSO is a significant decision that involves multifaceted legal considerations,
and having a knowledgeable dental lawyer by your side becomes paramount.

A dental lawyer possesses a deep understanding of the legal landscape surrounding DSO
transactions. They are well-versed in the laws and regulations specific to the dental industry and
can guide you through the complex legal framework. By leveraging their expertise, you can
ensure compliance with state and federal laws, mitigating potential risks and liabilities that may
arise during the transaction process.

One of the key areas where a dental lawyer proves invaluable is in reviewing and negotiating
the terms of the DSO agreement. These agreements can be highly complex, covering a range
of critical aspects such as ownership rights, financial arrangements, non-compete clauses, and
patient care protocols. A dental lawyer will meticulously analyze the agreement, identify any
ambiguous or unfavorable clauses, and work to negotiate terms that protect your interests.

Additionally, a dental lawyer serves as your advocate throughout the entire DSO transaction.
They will work closely with you to understand your specific goals and objectives, ensuring that
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the agreement aligns with your long-term vision for your dental practice. Whether it's
maintaining a level of clinical autonomy, preserving the quality of patient care, or safeguarding
your financial interests, a dental lawyer will champion your cause and negotiate on your behalf.

Moreover, a dental lawyer can assist in performing due diligence, a critical step in any DSO
transaction. They will conduct a comprehensive review of the DSO's financial records,
operational practices, and legal compliance to identify any potential red flags or areas of
concern. This thorough examination helps you make an informed decision and minimizes the
risk of unexpected issues surfacing in the future.

By engaging the services of a dental lawyer, you gain peace of mind knowing that your legal
rights and interests are protected throughout the entire DSO transaction process. Their
expertise and guidance ensure that you are well-informed, enabling you to make sound
decisions that align with your practice goals and aspirations.

Their expertise and guidance ensure that you are well-informed, enabling you to make sound
decisions that align with your practice goals and aspirations. A dental lawyer can provide
valuable insights into the potential benefits and drawbacks of partnering with a DSO, helping
you assess whether this path is the right fit for your practice.

One crucial aspect where a dental lawyer can offer invaluable assistance is in evaluating offers
from DSOs. They possess the knowledge and experience to thoroughly analyze the terms and
conditions of the offers, considering factors such as financial terms, contractual obligations, and
long-term implications. By carefully reviewing the offers and conducting a comparative analysis,
a dental lawyer can help you determine which DSO provides the best fit for your practice's
needs and objectives.

Once you have selected a potential DSO partner, a dental lawyer plays a pivotal role in
negotiating the sale of your dental practice. They have the expertise to advocate for your
interests, ensuring that the terms of the agreement are fair, balanced, and protect your rights.
Whether it's addressing compensation structures, non-compete agreements, or operational
protocols, a dental lawyer will work diligently to secure favorable terms that align with your
desired outcomes.

Managing the transition process for staff and patients is another area where a dental lawyer's
guidance proves invaluable. They can assist in crafting clear communication strategies to
minimize disruptions and ensure a smooth transition for both your team and patients. From
addressing employment agreements and non-disclosure agreements to managing patient
consent and records transfer, a dental lawyer can help navigate the legal complexities involved
in the transition process.

Finally, a dental lawyer can provide insights and support for post-sale considerations. They can
assist you in understanding your legal obligations after the sale, such as ensuring compliance
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with any ongoing contractual obligations or regulatory requirements. Additionally, they can
advise you on matters related to business structure, tax implications, and future professional
endeavors.

Chapter 4: The Different Kinds of DSO Models

Practice Management DSOs: These DSOs focus primarily on providing business support
services to dental practices. They handle administrative tasks such as staffing, billing,
marketing, and operational management. Practice management DSOs aim to streamline
operations, increase efficiency, and enhance the overall business performance of dental
practices.

Equity Partnership DSOs: Equity partnership DSOs involve a joint ownership structure where
the DSO and the dental practice partner together. In this model, the DSO typically provides a
range of support services, including business management, marketing, and financial assistance,
while the dentist retains partial ownership and clinical autonomy. This type of partnership allows
dentists to benefit from the DSO's expertise and resources while maintaining a degree of
ownership and control.

Dental Service Organizations with Professional Management: These DSOs combine the
clinical expertise of dentists with professional management practices. They aim to optimize both
the business and clinical aspects of dental practices by implementing efficient operational
processes, marketing strategies, and administrative support. Dental service organizations with
professional management focus on creating a collaborative environment where dentists can
focus on delivering high-quality patient care while leveraging the management expertise of the
organization.

Hybrid Models: Some DSOs incorporate elements from different types, resulting in hybrid
models. These models can vary significantly and may involve combinations of practice
management support, equity partnerships, or specialized services. Hybrid DSOs tailor their
approach to meet the specific needs and goals of the dental practices they partner with,
providing a customized blend of services and support.

Chapter 5: What to Look for with Potential Partners

Once you have decided to sell your dental practice to a DSO, the next step is to choose the
right partner. This decision can have a significant impact on the success of your practice, so it's
important to take the time to research and evaluate potential partners. In this chapter, we will
discuss some key factors to consider when selecting a DSO partner.
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Reputation and Track Record: One of the most important factors to consider when choosing a
DSO partner is their reputation and track record. Look for a partner that has a proven history of
success and a strong reputation in the industry.

Culture and Values: It's important to find a DSO partner whose culture and values align with
your own. This will help ensure a successful partnership and minimize conflicts.
Clinical Support and Training: Look for a DSO that offers clinical support and training for their
affiliated dentists. This can help you improve your skills and provide better patient care.

Marketing and Branding Support: Another important factor to consider is the level of marketing
and branding support the DSO offers. Look for a partner that can help you build your brand and
attract new patients to your practice.

Financial Terms: It's important to carefully review the financial terms of any agreement with a
DSO partner. This includes the purchase price for your practice, ongoing fees or royalties, and
any other financial considerations.

Legal and Regulatory Compliance: Make sure that any potential DSO partner is in compliance
with all legal and regulatory requirements. This includes state and federal regulations related to
dental practice ownership and management.

Geographic Coverage: Consider the geographic coverage of the DSO partner. Look for a
partner that has a strong presence in the areas where you operate, or that can help you expand
into new markets.

Patient Care Philosophy: Finally, consider the patient care philosophy of the DSO partner. Look
for a partner that shares your commitment to providing high-quality patient care and has a
patient-focused approach.

By carefully considering these factors and evaluating potential DSO partners, you can choose a
partner that is the right fit for your practice and will help you achieve your goals. It's important to
take the time to do your research and make an informed decision to ensure a successful
partnership.

Chapter 6: Due Diligence and Closing the Sale of Your
Dental Practice

Once you have negotiated the terms of the sale of your dental practice to a DSO, it's important
to proceed with due diligence and prepare for the closing process. In this chapter, we will
discuss what to expect during the due diligence process and how to prepare for a successful
closing.
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Due Diligence: Due diligence is the process of conducting a thorough investigation of the
practice to ensure that all aspects of the business are in order and there are no hidden issues
that could impact the sale. This may involve reviewing financial records, patient charts,
contracts, and other important documents. You should work with your lawyer and other advisors
to prepare for due diligence and ensure that you are fully prepared to answer any questions that
may arise.

Closing Documents: Once due diligence is complete, the DSO will prepare a set of closing
documents that outline the final terms of the sale. These may include the purchase agreement,
non-compete agreement, and other legal documents. Your lawyer will review these documents
to ensure that they accurately reflect the terms of the sale and protect your interests.

Payment and Closing: Once the closing documents are finalized, it's time to prepare for
payment and the closing of the sale. This may involve transferring ownership of the practice,
transferring patient records, and other administrative tasks. You should work with your
accountant and other advisors to ensure that all financial aspects of the sale are handled
properly.

Post-Closing: After the sale is complete, there may be additional steps to take to ensure a
smooth transition for patients and staff. This may include introducing the new owners to staff
and patients, setting up new contracts or agreements, and managing any ongoing legal or
financial obligations.

Chapter 7: Evaluating Offers from DSOs

When you decide to sell your dental practice to a DSO, it's essential to take the time to evaluate
the offers you receive. Although it can be tempting to accept the first offer that comes your way,
it's crucial to ensure that you're making the best decision for your business and your future.

When evaluating offers from DSOs, there are several factors to consider. One of the most
important is the financial terms of the offer, including the purchase price and any contingencies
or earnouts that may be included. You'll want to compare offers from different DSOs to ensure
you're getting the best possible deal.

It's also essential to consider the cultural fit between your practice and the DSO. You want to
make sure that your team and your patients will feel comfortable with the new management
structure and that the DSO's values align with your own.

Another factor to consider is the level of support the DSO will provide after the sale. Will they
take over all the administrative tasks, such as billing and collections, or will you still be
responsible for some of these duties? Will they provide marketing support or other resources to
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help you grow your practice? Make sure you understand what kind of support you can expect
from the DSO.

In addition to evaluating the offers themselves, it's essential to do your due diligence on the
DSOs making the offers. Research the company's history, financial stability, and reputation in
the industry. Talk to other dentists who have sold their practices to the same DSO to get a sense
of their experience.

Chapter 8: Negotiating the Sale of Your Dental
Practice

When selling your dental practice to a DSO, negotiating the terms of the sale is a critical step.
The negotiation process can be complex, and it's essential to understand the key elements
involved to ensure that you get the best possible deal.

One of the most critical aspects of negotiating the sale of your dental practice is understanding
your priorities. What are the most important aspects of the sale for you? Is it the purchase price,
the terms of the sale, or something else? Understanding your priorities will help you to negotiate
more effectively and ensure that you achieve your desired outcome.

Another important factor to consider is the leverage you have in the negotiation. If you have
multiple offers from different DSOs, you have more leverage than if you have only one offer.
Similarly, if your practice is highly profitable and in high demand, you may have more leverage
in negotiations.

It's also important to understand the negotiation process itself. Negotiations typically involve
several rounds of offers and counteroffers, with each party trying to find a mutually beneficial
agreement. It's essential to have a clear understanding of your bottom line and to be willing to
walk away from a deal that doesn't meet your needs.

Throughout the negotiation process, it's important to communicate clearly and effectively with
the DSO. Be transparent about your needs and priorities and make sure you understand theirs.
If you have any concerns or questions, don't be afraid to raise them and seek clarification.
In addition to negotiating the financial terms of the sale, you'll also need to negotiate the legal
terms of the agreement. This includes issues such as non-compete agreements, employment
contracts, and other legal considerations. It's essential to work with an experienced attorney
who can help you navigate these complex legal issues and ensure that your interests are
protected.

Chapter 9: Managing the Transition
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After you've negotiated the sale of your dental practice to a DSO, it's important to manage the
transition process effectively. The transition period can be challenging, and it's essential to take
steps to ensure that your patients, staff, and business continue to thrive under new ownership.
One of the most critical aspects of managing the transition is communication.

You'll need to communicate effectively with your patients and staff to ensure that everyone is
aware of the changes taking place. This may involve sending out letters, emails, or making
phone calls to inform your patients that you'll be selling your practice and that it will be acquired
by a DSO. You'll also need to communicate with your staff about the changes and how they will
be affected. This is particularly important if there will be changes to employment contracts or job
responsibilities.

It's also important to work closely with the DSO to ensure that the transition is as smooth as
possible. This may involve providing information about your practice, including patient records,
financial data, and other important information. You may also need to work with the DSO to
ensure that your staff is trained on any new systems or procedures that will be implemented
after the acquisition.

Another key aspect of managing the transition is ensuring that your patients continue to receive
the high-quality care they're accustomed to. This may involve working with the DSO to develop
a transition plan that outlines how patient care will be managed during and after the transition.
You may also need to introduce your patients to the new owners of the practice and ensure that
they're comfortable with the changes taking place.

During the transition period, it's important to be available to your patients and staff to answer
any questions they may have. This can help to alleviate any concerns or uncertainties and
ensure that everyone is on the same page.

Finally, it's important to take care of yourself during the transition period. Selling your dental
practice can be a stressful and emotional process, and it's important to take steps to ensure that
you're taking care of your physical and mental health. This may involve taking time off, seeking
support from friends and family, or working with a therapist or other mental health professional.

Chapter 10: Moving Forward After the Sale

Once the transition period is over, and your dental practice has been successfully sold to a
DSO, it's time to move forward and focus on your future. Whether you plan to retire or start a
new venture, it's essential to take steps to ensure that you're well-prepared for what's next.

One of the first things to consider after the sale of your practice is your financial situation.
Depending on the terms of the sale, you may have received a lump sum payment or ongoing
payments over a specified period. You'll need to work with a financial advisor to determine the
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best way to manage your finances going forward. This may involve investing in stocks or other
assets, paying off debt, or setting up a retirement account.

If you plan to retire after selling your dental practice, you'll need to develop a retirement plan.
This may involve downsizing your living arrangements, adjusting your budget, and planning for
healthcare costs. You'll also need to consider how you'll spend your time in retirement, whether
that involves traveling, volunteering, or pursuing hobbies.

If you plan to start a new venture after selling your dental practice, it's important to carefully
consider your options. You may want to start a new dental practice or explore other business
opportunities. Whatever path you choose, it's essential to have a solid business plan in place
and to seek advice and support from other entrepreneurs and business professionals.

No matter what your plans are for the future, it's important to take care of yourself both
physically and mentally. You may want to consider pursuing new hobbies or activities that you've
always been interested in but haven't had time for in the past. It's also important to seek out
social support from friends and family and to maintain a healthy work-life balance.

Epilogue: Conclusion

Selling the business that you worked hard to build for years is a huge change. Preparing for it,
understanding what is happening, being realistic about the process, and involving a team of
professional experts can make a huge difference as you work through this process. Dental &
Medical Counsel would be honored to be a part of your “dream team” if you are considering
selling your practice. Call Ali Oromchian at 925-999-8200 or contact us using our contact form
to get more information about how we can help.

FAQ Section

What is a DSO?
A DSO (Dental Service Organization) is a management company that provides non-clinical
support to dental practices.

How do I know if selling my dental practice to a DSO is the right decision for me?
You should consider your goals, current financial situation, and long-term plans for your practice
before deciding if selling to a DSO is the right decision for you.

What are the benefits of selling my dental practice to a DSO?
Some potential benefits of selling to a DSO include increased access to capital, administrative
support, and potential for growth and expansion.
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What are some potential drawbacks of selling my dental practice to a DSO?
Potential drawbacks may include loss of autonomy, changes in management and staff, and a
potential impact on patient care.

How do I find the right DSO partner to sell my practice to?
Research potential DSO partners, consider your practice's needs and goals, and evaluate the
DSO's reputation and track record.

What should I consider when evaluating potential DSO partners?
Factors to consider may include the DSO's financial stability, management structure, support
services, and compatibility with your practice culture.

How does the valuation process work when selling to a DSO?
The DSO will typically conduct a valuation of your practice to determine its worth and negotiate
a purchase price.

What are some common contract terms when selling to a DSO?
Contract terms may include purchase price, payment structure, employment terms,
non-compete clauses, and transition support.

How can I negotiate the best terms when selling to a DSO?
Research market trends, consult with legal and financial professionals, and negotiate based on
your practice's value and potential.
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