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Silent Partner Allows Specialist
to Focus on Patient Care

any dentists enjoy the clinical aspects of owning a practice
butdo not necessarily enjoy the business and administrative
functions. This was the case for an oral and maxillofacial
surgeon who came to the decision to sell part of his practice.
After careful consideration, the doctor chose Large Practice Sales as his advi-
sor for this process. LPSis a dental practice advisor that assists dental profes-
sionals of all specialties in monetizing their business. The company’s unique
niche ismatching doctors who are notyet ready to retire with “invisible” dental
supportorganizations (DSOs), which become silent partners in the practice.
This allows dentists to receive a substantial amount of cash up front, especially
at today’s high valuations, while continuing to operate their practice under
their brand and with their team for many years to come. The doctor benefits
from the new silent partner’s capital and support to accelerate growth. As in

the case of this oral and maxillofacial surgeon, it allows practitioners to focus

on their favorite part about practicing dentistry: their patients.

What made you decide to sell
part of your practice?

I considered many factors when deciding to
sellmy practice. I followed trends inboth the
medical and dental sectors as well as the
current state of the economy. Additionally,
with the level of motivation of many private
equity company-backed DSOs to invest in
larger practices, it seemed like the right time.
There are definite advantages to being early
indeals of this nature versus waiting too long.

How did you hear about
Large Practice Sales and why
did you choose them?

An orthodontic colleague referred me to
LPS. After researching the company further,
Ilearned that LPS has years of experience in
these types of transactions. Competent nego-
tiators who have your bestinterestinmind are
crucial in establishing the value of your prac-
tice. Because LPSis paid onlybyits clients, the
doctor eliminates potential conflicts with advi-
sors who are paid by both buyers and sellers.
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Did you consider other types of
dental practice transitions?

I considered an associate to partnership
structure, but today’s associate student debt
levels and high practice values really pre-
clude a traditional associate buy-in transac-
tion for a larger practice.

What changes have you seen
since affiliating with the
“invisible DSO”?

We are still in the early stages, but so far it’s
been great. While there have been challeng-
es that are natural when going through this
kind of process, I greatly value having a silent
partner who is willing to communicate well
and work through these challenges with me.
We expect to gain a 25% or greater increase
in production due to the synergies with our
new partner’s other affiliated practices.

Do you think LPS achieved a
higher value for your practice?

Ibelieve LPS was able to achieve the highest
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value possible. I'm sure I would not have
been able to accomplish this without them.
Additionally, LPS was extremely helpful in
the due diligence process and helping navi-
gate the sometimes stressful and detailed
waters of the closing process.

How has having a silent
partner changed
administrative workflow?

Having a silent partner who is extremely
competent at taking over the administra-
tion—accounting, human resources, and so
on—has allowed us to solely focus on patient
care, which, ultimately, is what I enjoy the
most about practicing dentistry.

How has your practice changed,
both clinically and business-wise?
Our silent partner allows us the freedom to
make our own independent clinical deci-
sions. They do not dictate our level of care
atall. We are able to leverage their business
expertise and extensive resources for our
continued growth, while still controlling
the clinical side.

Does anyone other than your
team know that you have sold?

Our staffwas informed prior to the sale. Re-
ferring general dentists in the community
are aware that we have affiliated with a si-
lent partner. Itis imperative that we control
the message and that people know this will
absolutely not adversely affect patient care.
Patients do not appear to have any knowl-
edge that we have a new partner.

Do you think you will grow your
business next year?

The synergies with our new silent partner’s
nearby doctors will certainly increase our
referral base and prepare us to open ad-
ditional offices in the region. We antici-
pate continued growth and profitability,
because, as a partnership, we are all highly
motivated to continue growing together.
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