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March 1, 2025

If you don’t know 
where you are going, 
any road will get you 

there!!!!!
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Your Broker Will Ask For: 

 2 years of tax returns

 2 years of P+L Statements

 The DMSO will ask for: 

 A balance Sheet 
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I Would Ask For: 

 Payroll Summary

 Production By Procedure (Last Year) 

 Credit Balance Reports

 Provider Credits

 A/R 

 Outstanding Insurance Claims over 60 Days

 Patients with Offsetting Debits and Credits

 List of Insurance Carriers

 Outstanding Treatment Plans

Financial Data Your Buyer *Will See* Could Scramble 
Your Deal

Your P+L and tax returns only tell one part of the story

Be sure the prospective buyer only uncovers data that makes the sale look like a 
great idea
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Payroll Summary = Staff Salaries and 
Benefits

 My whole career has been focused on getting staff salaries to 20%.  
Then along came Covid. 

 I’m now focused on getting staff salaries to 25%, through collections 
growth. 

 Staff salaries are up industry-wide 9%. 

 Doctor salaries are NOT UP. 

 Pay staff well over bonus if that environment doesn’t exist for your practice 
at the moment. There’s nothing wrong with that trade. 

Staff Salaries and Benefits

 These Are Obviously Up After Covid. 

 But What If they’re So High, YOU CAN’T SELL? 
 TRUE STORY
 Collections $1,673,288
 Staff Salaries: $647,744 39.7%
 “Staff Appreciation”: $135,767 8%
 Salaries and Benefits – 47.7 % of collections. 
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Staff Salaries and Benefits    

 Every single employee is paid 4 more hours than they 
work, per pay period

 2036 PTO hours versus the normal 720 (13 employees) 

 I suggested cutting 3 employees, keeping the wages the 
same, and cutting PTO by 1316 hours – 4 weeks paid to 
2 weeks paid. This would take the staff salaries to 33%. 

 They Declined This Option. 

 The Practice Eventually Sold at FULL PRICE  
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LossYear

-7,5832009

-8,4292010

-11,6122011

-23,2432012

-29,4502013

-80,317Total

What Is the #1 Reason to Buy? 

13

14



3/3/2025

8

Cash Flow IS IMPORTANT. It 
Can Also Be Inflated. 

Buyer Beware. 

Here’s an Example (Names Withheld) 

At a Value of 65% of Last Year’s Production, This practice is Worth $562,900
At 63% its Value Is $546,033

This Practice Produced $1,387,924 = 62.4% NET 
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Here’s an Example (Names Withheld) 

This was the ACTUAL DENTIST SALARY
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Buyer/Seller Assessment

Credit Balances
This is money YOU (The Seller) OWE 

PATIENTS
Credit balances are not normal
 Accounting Errors
 Keystroke Errors – good example $1,756,371
 Patients with Offsetting 
 Signs of Embezzlement

How Do I Set the System to Prevent 
Embezzlement? 

 Permissions

 Logins
 Signing Privileges
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This is an Actual Credit Balance Report 

Buyer/Seller Assessment

Provider Credits
 If You Have a Zero Balance on Your Credit 

Balances, Check Your Provider Credits. 
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Same Office, Different Report

As a Buyer, You Must Also Look at These 
Metrics. As a Seller, You MUST Hit These 

Numbers

Accounts Receivable

Should be less than 1.82 times average 
monthly production

Fun fact: This has increased
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Reports That Show a Lack of Training or 
Focus

 Outstanding Insurance Claims 60+

 List of Insurance Carriers

 Treatment Manager (Dentrix) or Outstanding Treatment 
Plans (all others) 

 Continuing Care  - How Many Patients are Overdue for a 
Prophy? 

 Recare Effectiveness – How Many Patients Are Seen Twice 
per Year Out of All Patients? 

I Would Ask For: 

 Payroll Summary

 Production By Procedure (Last Year) 

 Credit Balance Reports

 Provider Credits

 A/R 

 Outstanding Insurance Claims over 60 Days

 Patients with Offsetting Debits and Credits

 List of Insurance Carriers

 Outstanding Treatment Plans
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Principles:1. Transition is inevitable2. Travel the pathway with a guide3. You can’t predict the future, but you can plan for it4. Be on the same page5. Hope is not a strategy6. Timing is everything7. Pigs get fat, hogs get slaughtered
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Please Feel Free to Contact 
Either of Us

Bill Davis 
Cell: 865-599-9889

Angie Skinner
Cell: 828-301-3885
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