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Achieving the highest practice
values short and long term

The custom structures of IDSO partnerships 

to achieve your goals

Chip Fichtner, Founder and Principal of Large Practice Sales

Growing practices can still achieve record values in Invisible Dental 
Support Organization (IDSO) partnerships today. Doctors sell 51% to 
80% of the value of their practice for cash up front at today’s low tax 
rates creating valuable diversification and liquidity. They continue to lead 
their practice as owners for years or decades with their brand, team and 
strategy. And if doctors choose their IDSO partner wisely, they will have 
full, not just clinical autonomy and benefit from their larger silent 
partner’s resources. 

IDSOs’ size provide partner
practices with lower costs and
higher reimbursements, which
immediately impact profitability. 
They also reduce the admin head-
aches of banking, accounting, pay-
roll, benefits, compliance,
credentialling, and vendor and
payer negotiations. But in the
looming economic challenges, an
IDSO's recruiting teams, market-
ing resources, and capital can
empower their practices to grow
faster and more profitably. Now
more than ever, doctors should
understand the details of IDSO
partnership.

The key is choosing a partner
which has the resources and capi-
tal structures which are most ben-
eficial for the doctor’s personal
goals. Every one of the 1,000-plus
IDSOs are different. Some have
dozens of partner practices region-
ally and others with over 800
nationally. In a professionally
advised process, LPS clients will
typically choose the best partner
for their goals.

The three basic IDSO 
partnership structures
Understanding partnership struc-
tures, initial values, and long-term
upside potential for retained own-
ership are critical for overall suc-
cess. Each structure has unique
risks and rewards. Some offer ongo-
ing cash flow distributions in addi-
tion to doctor compensation and in
others the future value of the equity
can increase dramatically.

Joint venture, direct practice
ownership: In a joint venture
structure, doctors retain from 20%
to 49% ownership directly. They
typically receive monthly or quar-
terly profit distributions based on
the practice’s success. Doctors are
betting on their own performance,
not necessarily the performance of
the overall IDSO.

IDSO parent ownership: In lieu

of direct ownership in their prac-
tice, doctors may choose to take
equity in their parent IDSO. In this
structure the doctor forgoes prac-
tice profit distributions and is then
reliant upon the overall success of
the group. Historically, thousands
of IDSO doctor partners have seen
the value of their parent company
ownership increase by two to ten-
plus over time.

Combination of practice own-
ership and parent ownership: A 
structure growing in popularity
entails a doctor retaining direct
practice level ownership and some
parent company ownership. In this
structure doctors continue to
receive profit distributions based
upon the success of their practice
but also participate in the long-
term equity value increase of their
parent IDSO.

Options for ultimately 
exiting ownership

All three IDSO partnership
structure options will include a
negotiated mechanism for the doc-
tor to ultimately monetize the
ownership they retained in the ini-
tial partnership. For some doctors
this may be decades in the future
and for others it could be within a
few years. Every IDSO partnership
can be customized for the doctor’s
personal and financial goals.

Today, younger doctors with

Chip Fichtner, Cofounder and Principal of Large Practice Sales,
has completed more than $1.0 billion in IDSO partnerships in the last 24 months
with dozens of IDSOs nationally. He has built, bought, and sold companies in a
variety of industries and has been featured in numerous media outlets. His
tolerant wife of 34 years allows him to live on airplanes visiting clients every week.
Learn more at largepracticesales.com.
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ANTERIOR CROWNS

continued from p. 32

HIGHEST PRACTICE VALUES 

continued from p. 39

• More difficult to adjust after
fabrication
• Less ideal for high-esthetic-need

anterior crowns

Zirconia (“Esthetic Zirconia,” 4, 5, 
and higher molar percent yttria)
What to expect from well-
fabricated 4, 5, and higher yttria
content zirconia crowns (based
on CR Foundation in-vivo
research):

When more yttria is added, the
material has the following
characteristics:
• Lower strength than 3Y
• Reduced or absent transforma-

tional toughening; “healing” of
small cracks
• Some wear of opposing teeth

more than 3Y
• Improved esthetics when com-

pared to 3Y
• Use of this type of zirconia is

growing rapidly.

Other ceramic crowns
A small percentage of other crowns
are available such as yttria-based
ceramic crowns, but these are used
infrequently. Zirconia in its

numerous forms and lithium disili-
cate are the most dominant.

Summary
Currently, lithium disilicate (IPS
e.max) is still the most preferred
anterior single crown by dentists,
but “esthetic” zirconia— 4Y yttria
and higher—is now growing in use

and appears to be the future.
Internal staining of 3Y zirconia is

available for improved strength and
has very good to excellent esthetics,
but it is not available from some labs.

Ceramic anterior crowns can be
excellent, but numerous improve-
ments are still awaiting long-term
research.

Author’s note
The following educational materials from Practical Clinical Courses offer
further resources on this topic.

One-hour videos:
• Foolproof, Fast, Single Crown Procedure (Item #V1980)
• Strong, Comfortable, Esthetic Rehabilitations with Zirconia (Item #V1942)

Two-day hands-on courses in Utah:
• Fixed Prosthodontics Simplified with Dr. Gordon Christensen
• Restorative/Esthetic/Preventive Dentistry with Dr. Gordon Christensen

For more information, visit Practical Clinical Courses at pccdental.com 
or call (800) 223-6569.

Gordon J. Christensen, DDS, PhD, MSD, is founder and CEO of Practical
Clinical Courses and cofounder of Clinicians Report. His wife, Rella Christensen,
PhD, RDH, is the cofounder. PCC is an international dental continuing education
organization founded in 1981. Dr. Christensen is a practicing prosthodontist in
Provo, Utah.

ADINDEX

COMPANY PAGE

index XXrapidly growing practices will have the
best options for high initial values and
lucrative partnership structures. IDSO 
partnership is not a short-term retire-
ment plan, but rather a long-term
wealth building opportunity. IDSO
partnership is not for every doctor, but
over the last 35 years, tens of thou-
sands of doctors have enjoyed the
liquidity, support and the reduced
financial risks of IDSO partnership.

To discover if your practice will
qualify for a high value IDSO partner-
ship, contact us... the key is discover if
you qualify.  
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