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1.

Complete the enclosed Post-Test. For each CE Video Purchased, one test is included. If
additional tests are needed, the following fees will apply: $25 per test per dentist (limit 1
additional dentist per video purchased); $10 per test per auxiliary (dental assistants,
hygienists, lab technicians - no limit on auxiliary tests). Fees can be paid either by check or
credit card when tests are submitted to Practical Clinical Courses.

2.

Complete the demographic information located at the end of the test.
Type of Credit:
a. If the applicant selects “AGD,” PCC will send notification to both the applicant and the
Academy of General Dentistry. (The AGD will also notify applicant of credits earned by
printout information.)
b. If the applicant selects “State,” PCC will send a certificate of verification to the applicant.
The applicant must then submit this certificate to his/her state board to obtain credit.
c. If the applicant selects “Both,” PCC will complete a. & b. above.

3.

Return the Post-Test portion via mail, fax, or email. Our contact information is as follows:

Practical Clinical Courses
3707 N Canyon Road
Suite 3D
Provo, UT 84604
Fax: (801) 226-8637
info@pccdental.com
4.

Practical Clinical Courses will correct the Post-Test. Passing scores are 70% or higher.
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1.

Transition Articles
Thomas M. Cooper & Associates
26433 N. 115th Street
Scottsdale, AZ 85255
(480)247-3090
www.thomasmcooperandassociates.com

Product names, the products themselves, and company names change rapidly. Please
contact the companies shown to confirm current information.
Gordon J. Christensen Practical Clinical Courses, 3707 North Canyon Road, Suite 3D, Provo, UT 84604
Toll Free (800) 223-6569 or Utah Residents (801) 226-6569
The techniques and procedures on this videotape are intended to be suggestions only. Any licensed practitioner viewing this presentation must make his or her own
professional decisions about specific treatment for patients. PCC is not responsible for any damages or other liabilities (including attorney’s fees) resulting, or claimed to
result in whole or in part, from actual or alleged problems arising out of the use of this presentation.
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GOALS & OBJECTIVES

At the completion of this video presentation, viewers should be able to:
1. Define optimum transition planning.
2. Define the normal type of transition planning.
3. List transition pitfalls.
4. Discuss some techniques to increase productivity of hygienists.
5. Describe some techniques to increase practice productivity with an associate.
6. Describe valuation methods to determine the value of a practice.
7. Describe the “myth of 60%”.
8. Describe the asset approach to practice valuation.
9. Describe the income approach to practice valuation.
10. Describe discount rate.
11. Discuss a “letter of intent.”
12. Describe the pre-partnership phase of practice transition.
13. Discuss allocation of profit methods for partners.
14. Discuss entity planning.
15. Discuss and compare asset purchase or stock purchase.
16. Compare employee status with independent contractor.
17. Discuss management fees.
18. Discuss tax effects of the various types of partnerships.
19. Discuss how the transition can be a win-win relationship.
20. Discuss some creative tax planning ideas.

OVERVIEW
V4790 Preparing for an Easy Practice Transition

Transitioning from one practice owner to another can be a daunting challenge. However, it
should not be so. The following topics included in this presentation will make an easy
transition:
• What transitions planning is NOT

• Discount rate

• What transitions planning IS

• DCF calculation example

• Rationale for a transition

• Bulletproofing your transition

• The business marriage

• PFA presentation

• Transition pitfalls

• Letter of intent

• The proper way

• Closing documents

• How are we different

• Transition path

• Practice values

• Pre-partnership phase

• Case study setting

• Allocation of profits between partners

• Case study assumptions

• Creative tax planning ideas

• Operational value: dental hygiene

• Entity planning

• Operational value: clinical

• Election to expense

• Transition value

• Stock purchase or asset purchase

• Emeritus partner

• Employee vs. independent contractor

• What is practice value

• Qualified retirement planning

• Valuation methodology

• Management fees

• The myth of 60%

• Tax effect

• Valuation standards

• Win-win

• Asset approach
• Income approach
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POST-TEST
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1. Optimum transitions planning is to:
a. sell to the highest bidder.
b. look only for a mature practitioner as an associate.
c. sell to someone and have them take over immediately.
d. plan years ahead for the transition.
2. An optimum practice transition should benefit:
a. primarily the seller.
b. primarily the buyer.
c. whichever needs the most financial help.
d. both seller and buyer.
3. A major transition pitfall is:
a. not placing the value of your practice at the average value of equivalent local practices.
b. waiting too long before planning the transition.
c. transitioning to a young practitioner.
d. transitioning to a mature practitioner.
4. Practices can be valued by the following method:
a. Asset Approach.
b. Income Approach.
c. a percentage of gross revenue.
d. any of the above, but they differ in their effectiveness.
5. Practice value should include strong consideration of:
a. the percentage of older patients.
b. the ratio of males to females in the practice.
c. the percentage and dollar value of net revenue.
d. the overall gross revenue amount.
6. Planning for transitioning can increase practice value by studying and changing the following:
a. decreasing hygiene activity.
b. optimizing dentist and hygiene clinical opportunity for increase.
c. including more PPOs in the practice.
d. all of the above.
7. The value of a practice can easily be determined by calculating:
a. 50% of gross revenue.
b. 40% of gross revenue.
c. 75% of gross revenue.
d. none of the above.

POST-TEST (CONT’D)
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8. Allocation of income for the dentist and the associate should be:
a. 50% of net revenue for each.
b. a percentage determined by production of total revenue produced.
c. 75% for dentist and 25% for associate.
d. none of the above.
9. Which is the most appropriate arrangement for the associate?
a. To be an employee of the practice with an agreed upon financial arrangement.
b. To be an independent contractor.
c. To be paid an hourly salary.
d. To be paid 50% of his/her gross revenue.
10. Planning for an optimum practice transition should be:
a. a win-win for dentist and associate.
b. started long before the actual transition.
c. a shared agreement satisfactory for both dentist and associate.
d. all of the above.
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