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Recently while browsing through the book section of a lo-
cal thrift shop I came across one of those miniature 8 x 

10 centimetre books titled Yes You Can. The title caught my 
eye and I became even more fascinated when I opened it and 
found that each of its little 67 colourful pages had a mean-
ingful Yes You Can saying from well- known individuals.  The 
book was authored by Marc Anello, a writer for the publish-
ing house Peter Pauper Press, Inc., of White Plains, New York.  
I couldn’t resist – both by the titled Yes You Can theme and 
its contained words of wisdom – so I reached into my pocket 
for the $1.00 asking price and brought the book home.  Listed 
below are just a few of the Yes You Can sayings that made me 
aware that I got a real bargain for my $1.00 purchase: 

▷  We must use time as a tool, not as a couch  
 – John F. Kennedy

▷  They are able who think they are able – Virgil

▷  The hardest thing is to get started but the really  
 hardest thing is to finish – Yogi Bera

▷  Life is to be lived not analyzed. Time is to be used,  
 not wasted – Lauren Bacall 

▷  Never mistake motion for action – Ernest Hemingway 

▷  You have to be very clear what you want in order  
 to succeed – Hazelle Goodman

As we reflect upon the publication and purpose of The 
Professional Advisory we quickly realize that by following the 
sage advice of its authors that Yes You Can succeed in your 
dental practice. Within this issue consider Ian Toms telling 

us that losing your premises is not a question of if, it is a 
questions of when but that Yes You Can succeed if you Are 
Prepared For When Your Lease Music Stops. And how about 
Tax Risk: Staying Out of the Tax Department’s Radar? David 
Chong Yen and Louise Wong say Yes You Can keep out of the 
CRA’s radar if you know what they are looking for. When Mark 
McNulty deals with the problems associated with There Are 
Far Too Many Financial Advisors it boils down to Yes You Can 
find a good financial advisor to bring you maximum benefit. 

David Lind clearly outlines that you will know, and that 
Yes You Can, determine the time that is right for you sell your 
practice and plan for a different future. That life event or goal 
will arise and you will decide that it is your time to start Buy-
ing Time. Ron Weintraub’s article clearly says Yes You Can 
take part in Enhancing Our Profession’s Public Image by ex-
ploring the attitudinal change, considering an antidote, and 
implementing them. Wills says David Rosenthal are critical 
legal documents and Yes You Can, and should, review your 
will at least every five years to ensure they reflect your chang-
ing life circumstances. 

Yes, there is no doubt that there is page upon page of wis-
dom and advice within this issue  and all issues of The Pro-
fessional Advisory that call out to readers the possibility that 
Yes You Can improve your practice, your life and the lives of 
others around you. 

“The Professional Advisory consists of a group of six independent professionals who provide services  
to the dental profession, each of whom specializes in a different field. They have gathered to keep each 
other informed of the latest developments relating to the profession, and to produce this publication 

which is designed to provide expert information and advice solely for dentists and their advisors.”

Ralph Crawford
BA., DMD 
crawford@dccnet.com

Notes from the editor:
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Filing your taxes doesn’t mean 
you are out of the woods just 

yet. Every year, the Canada Rev-
enue Agency (CRA) targets specific 
areas that they wish to take a closer 
peak at. Keeping out of the CRA’s 
radar is easier if you know what 
they are looking for. 

▶ Real Estate Sales: The CRA tar-
gets industries that have done excep-
tionally well. The idea is that where 
there is money to be made, there are 
likely taxes to be paid. Canada’s housing 
boom is a prime example. If part of your 
investment portfolio includes real estate 
ventures such as flipping homes and 
condos, you may be on the CRA’s ra-
dar. With real estate sales, there are 
generally three possible tax outcomes, profit 
can be:

Tax exempt; 
50% taxable or;
100% taxable.

▶ Tax-exempt sales: If you are selling a property which 
you personally lived in and designated as your principal resi-
dence, then there could be no taxes to pay on the sale of your 
home. The profit could be covered by the principal residence 
exemption. 

▶ 50% taxable: If you are selling an investment or rental 
property then the profit on sale of the property would be treat-
ed as a capital gain meaning it is 50 per cent taxable. Some of 
the sales prices may be 100 per cent taxable if you have claimed 
depreciation expense in the past on the rental property.  

 
▶ 100% taxable: If you demonstrate a pattern of buying 
and selling property, the CRA could treat the property as in-
ventory and assess the sale of property as business income. 
This means the profit on the sale is 100 per cent taxable. 

In recent years, the CRA has been reassessing taxpayers and 

moving them either from tax-ex-
empt to 50 per cent taxable or in 

some cases even 100 per cent tax-
able. Be ready to defend your position if 
you fall into one of the following scenarios:

You purchased a pre-construction prop-
erty and sold it before or even shortly after 
taking possession. 

You bought and sold many properties in 
a short period of time. 

 You are claiming the principal resi-
dence exemption on a property you rarely 
lived in.

To prepare yourself, you should always 
keep documentation supporting the intent 

of your purchase. If you intended to live in the 
property, change your driver’s license, health card or other 
identification to the address of the property. Keep utility, 
phone or other bills that show you lived in the property. If you 
intended to rent the property, keep documents showing your 
attempt to secure a tenant. Properties sold as speculative 
investments are generally considered 100 per cent taxable 
whereas properties sold as rental properties are generally 50 
per cent taxable. If a change in your personal circumstances 
forced you to sell your property before living in or renting the 
property, document the events and time. A family emergen-
cy, deteriorating health or divorce could force you to sell a 
home before it could be used as intended. 

▶ Shareholder loans: If you have a habit of using your pro-
fessional corporation’s (PC) bank account as your own per-
sonal bank account, you could attract unwanted attention. 
Money inside your PC has only been taxed at the corporate 
level of 15.5 per cent in most cases. To use it personally, you 
have to pay personal taxes first. This means paying dividends 
or salaries.

Shareholder loans allow you to take money out of the PC 

David Chong Yen
CPA, CA, CFP

Louise Wong
CPA, CA, TEP

Tax Risk: Staying Out of the Tax 
Department’s Radar
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and avoid personal taxes, but the balance has to be repaid 
within one year of the fiscal year-end of the PC or declared as 
income in the year the loan was received. Even if you repay the 
balance, taking out a low-rate or interest-free loan from the PC 
may trigger income in your hands.  The CRA wants to ensure 
you or your family are not receiving any special benefits.

Imagine being able to borrow money from your PC for 
personal use without ever having to repay it or including it 
in income. Every taxpayer would setup a corporation and ef-
fectively convert the Canadian tax system into a flat rate sys-
tem with taxes of only 15.5 per cent. Ensuring your “Due from 
shareholder” balance on your corporation’s balance sheet is 
cleared out annually will help you and your PC from being 
under the CRA’s radar. 

▶ Auto expenses: If you have been claiming a large amount 
of auto expenses even though your drive consists primarily of 
going from home to the clinic, you may be at risk for a closer 
inspection. Whether you are receiving an auto allowance from 
your PC or claiming auto expenses directly as a sole proprietor, 
it is important to keep a log book documenting the business 
kms you travelled. This would include the date, starting loca-
tion, ending location and business purpose for travelling.

▶ Meals and entertainment: A perennial favourite of the 
CRA audit team is meals and entertainment. In general, ex-
penses can only be claimed if they were incurred for the pur-
pose of earning business. Daily lunches at work and dinner 
with your family usually don’t count. Meals with staff, sup-
pliers or patients for the purpose of earning income would. 

▶ Donations: Receiving a donation receipt for an amount 
greater than what you had actually donated is a red flag that 
the charity you have donated to may not be completely hon-
est. The CRA has been targeting various charities for differ-
ences between the amounts being received and the dona-
tions being claimed. If a charity approaches you with an offer 
that is too good to be true, it probably is. 

To prepare yourself, 
you should always 
keep documentation 
supporting the intent 
of your purchase. 

Please send comments to

  This article was prepared by David Chong Yen, CPA, CA, CFP and Louise Wong, CPA, CA, TEP of DCY Professional Corporation 
Chartered Accountants who are tax specialists and have been advising dentists for decades. Additional information can be obtained 
by phone (416) 510-8888, fax (416) 510-2699, or e-mail david@dcy.ca / louise@dcy.ca. Visit our website at www.dcy.ca.  This article 
is intended to present tax saving and planning ideas, and is not intended to replace professional advice.

▶ Salaries to family members: If you claim a tax deduc-
tion for paying your spouse or children to perform work for 
your business, you will want to ensure they are being paid a 
reasonable amount. $50,000 for working once a month filing 
paper work is generally not considered reasonable. If CRA 
doesn’t agree with the amount, you could be disallowed the 
deduction and your family member would still have to pay 
the taxes on the income. 

Work with your accountant to stay out of the CRA’s radar 
so you can make an informed decision before making any 
claims on your tax return. Even if you are under the micro-
scope, having supporting documentation and making truth-
ful and accurate claims will keep you out of any trouble.  
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We often consult with dentists about the 
ideal time to sell their practice. The con-

versation usually starts with an overview of the 
process and what the current market is like for 
their type of practice. We then delve into some 
postulation over what the future holds for the 
market. We try to relate other dentist’s experi-
ences, and arm them with data and information 
to help them form opinions and make good de-
cisions. Generally several months pass, and quite 
often years pass before the dentist actually decides to 
sell, no matter how robust the market might be.

The decision to sell a dental practice is most often 
predicated on some life event or goal that the selling 
dentist experiences or strives for. In the life event cat-
egory, there is a very wide range of things that happen 
that cause dentists to take action, pick up the phone 
and begin the process of changing their future. We 
have had things like:
▶    The worst Monday I’ve ever had 
▶    My staff treat me poorly and I need to get away  
 from them 
▶    A good friend just died and he never had a chance to  
 enjoy his retirement 
▶  My back is killing me 
▶  The commute to the office is getting longer every year 
▶  I still love dentistry but I no longer want the  
 responsibility  of being an owner, 
▶  The RCDSO won’t let me treat my spouse anymore and  
 that is ridiculous (this decision by the College, which has  
 since been reversed, was very good for the practice sales  
 business!) 

You get the point. There are all kinds of things that occur 
that make people pause and consider their options. 

ON THE GOAL SIDE, WE OFTEN HEAR:  
▷  I have other interests that I want to pursue
▷  My spouse has retired and we want to travel
▷  My kids are settled, so I don’t need to work as hard
▷  I want to go back to school
▷  Life is short, I want to really enjoy things 
▷  I want to move to a different part of the country

 Again, many, many different reasons, 
but the outcome is clear. A different future 

is in store. 
Each of these reasons boils down to one 

thing and that is time. In dentistry, it is very dif-
ficult (though not impossible) to prosper with-
out spending time doing it. Therefore, most 
dentists are left with the option of continuing to 

work or changing their professional life in order 
to have more time for the things they want to do. 

I call this “buying time” because that is what the 
decision to sell a dental practice means; you are 

trading future profits for more free time. 
I have often said that from a financial point 

of view, the best course of action for dentists is to 
work their practice into the ground and throw away 

the keys just before it’s your time. I say that because a dental 
practice is a great investment and provides a fantastic return 
on invested capital. Even taking into consideration, the ele-
vated prices that practices trade at now and the tax advan-
tageous a share sale structures, it is still better financially to 
hold than sell. This can be proven by the significant invest-
ment that multiple practice owners and more particularly, 
corporate owners are making in dentistry. These investors 
are very smart business people and they see the significant 
returns that dentistry offers. They are happy to pay the higher 
multiples that today’s market demands because the returns 
they achieve are still far greater than they could earn invest-
ing their capital in other businesses or public companies. So, 
if it is a great investment for them, it is also a great invest-
ment for you. The math confirms the theory. Practices trade 
at four to eight times adjusted net earnings. This is after the 
overhead, dentist (you in your own practice) and taxes have 
been paid. Therefore, you could earn money working in the 
practice (40 per cent of your production) and earn money 

Buying Time

David Lind

MBA
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owning the practice. It is this ownership income that is at-
tractive to others. If we assume a six times multiple it would 
take six years of ongoing ownership to be even with what you 
got for selling the practice. It is highly unlikely that you could 
get anywhere near that return if you invested the proceeds 
from the sale in another kind of investment. It would still be 
better financially to work the practice as long as possible. If 
that is so, then why don’t more dentists do that? Simply, time. 

You will know when the time is right to plan a different fu-
ture. The life event or goal will arise and you will decide that 
it is your time to start “Buying Time”.

I call this “buying time” 
because that is what the 
decision to sell a dental 
practice means; you are 
trading future profits for 
more free time.

Please send comments to

David Lind is a Principal and Broker of Record in Professional Practice Sales Ltd. (www.ppsales.com), which specializes in the val-
uation and sale of dental practices.  He can be reached at (905) 472-6000 or 1-888-777-8825 or e-mail at: david.lind@ppsales.com
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Many people do not like to discuss the  
topic of wills as it requires them to face 

their own mortality. Nevertheless, wills are 
critical legal documents and very import-
ant for tax, estate and family planning. It is 
recommended that you review your wills at 
least every five years to ensure your wills re-
flect your changing life circumstances. 

If you die and do not have a will, the On-
tario Succession Law Reform Act dictates how 
your estate is distributed. Your spouse is entitled 
to the first $200,000 of the estate. If your estate is 
larger than $200,000, your spouse will be entitled 
to one-half of the excess. If you only have one child, 
she/he will receive the other half of the excess. If you 
have more than one child, your spouse receives 
one-third of the excess and the balance is dis-
tributed equally to your children.  

If you do not have a surviving spouse or chil-
dren, your estate is distributed to your next-of-
kin in a prescribed order, based on blood relationships. 
This may not be what you would wish, so it is important to 
have at least a basic will.  

Typically, a will leaves the estate to your spouse. If your 
spouse predeceases you then the proceeds go to your chil-
dren. If you have minor children (less than 18 years old), 
your will should state who you wish to be the guardian of 
your children and their property until they become of legal 
age. You should speak with this person before adding them 
as your guardian in your will to confirm they accept the re-
sponsibility. A will also identifies the estate trustee, the per-
son who administers and distributes the estate. Typically the 
estate trustee is your spouse.

To have a valid will you must sign it in the presence of 
two witnesses, present at the same time, and they must sign 
in your presence. The witnesses, or the spouse of a witness, 
should not be a beneficiary under the will. If they are then 
the bequest to that witness, or to his or her spouse, is void.

If you have a will, it will be revoked by a subsequent 
marriage except where the will specifically declares that it 
is made in contemplation of marriage. Furthermore, in the 

event of divorce, the appointment of 
your spouse as an executor is revoked 

as is a bequest to your spouse of a bene-
ficial interest in property. After a divorce your 
will is treated as if your former spouse had 
predeceased you.

When a person dies their will is, in most 
cases, filed at the Ontario Superior Court of 
Justice as part of the ‘probate’ process. There 
is an estate administration tax, which is cal-
culated on the total value of the deceased’s 
estate wherever situated. That tax is 1.5 per-
cent of the assets you are required to declare 
to the government. If your estate is $3,000,000, 

the tax will be slightly less than $45,000.
However, not all assets are required to be in-

cluded in the list of assets attracting estate admin-
istration tax. With only one will, most of your assets will 

have to be included in the government filing and you will pay 
the fees on the total of that amount. But, if you have two wills, 
one can deal exclusively with assets that must be probated 
and you will pay the tax on this amount only.  

The other will (often called a secondary will) can deal ex-
clusively with assets where probate is not required. Shares of 
a dentistry PC fall into this category. In the example above 
of a $3,000,000 estate, if the shares of your dentistry profes-
sional corporation are worth $2,000,000, then they can be 
dealt with in the secondary will. By doing so, the shares are 
excluded from the probate process and there is no estate ad-
ministration tax on these assets. In this example your estate 
will save $30,000 in estate administration tax. Having a sec-
ondary will for your dentistry professional corporation can 
result in substantial tax savings.

This discussion of wills is quite brief and not detailed.  
Please seek the advice and guidance of a knowledgeable ac-
countant and lawyer when you are ready to draft your will.

David E. Rosenthal
BA., LL.B.

Wills
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Please send comments to

David Rosenthal is a senior lawyer with Spiegel Rosenthal Professional Corporation whose practice is devoted to corporate, commer-
cial and business law, with special emphasis on advising dentists.  He can be reached at (416) 865-0736 or e-mail to david@drlaw.ca.

If you die and do not 
have a will, the Ontario 
Succession Law 
Reform Act dictates 
how your estate is 
distributed. 
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I have heard some good debate over the 
past couple of years about the potential 

oversupply of dentists in Ontario. In ad-
dition, there has been some discussion as 
to how this intensifying competitive envi-
ronment, coupled with a decreasing sup-
ply of patients, may negatively affect the 
dental profession as a whole. Along that 
line of thought, have you ever considered 
how the oversupply of financial advisors 
may be affecting the advice the public re-
ceives? According to a 2012 report by Ad-
vocis –The Financial Advisors Association of 
Canada – Ontario has over 38,000 financial 
advisors. 

When my wife Krystyna and I became en-
gaged, she decided she wanted to have her own 
financial advisor. At the time, I was already a 
Certified Financial Planner in my father’s busi-
ness providing financial advice to dentists. How-
ever, and rightfully so, she felt she should get ad-
vice from someone other than me so we could be 
on a level playing field when it came to managing 
our finances. The only thing I insisted on was 
that she not buy insurance through this ad-
visor. The reality of the financial advisory 
world is that young professionals just start-
ing their careers should focus on paying down 
debt or buying a home. Neither of these strategies pays 
the financial advisor very well. I had seen some advisors 
make money by selling this cohort life insurance. In my 
opinion, Krystyna did not have an insurance need. She was 
26 with no dependants. 

Krystyna was in advertising at the time and many of her 
colleagues were using the same financial advisor. She met 
with this person and started a savings and investment pro-
gram. When the first statement came from the company 
the financial advisor had put her with, I asked to see it. 
To my disappointment and her surprise, the savings were 
taking place in a universal life insurance policy. Krystyna 
had expressed to this financial advisor that she wanted no 
insurance, but she was actually sold permanent life insur-

ance. Coincidentally, this is the high-
est commission-paying product in 
the financial industry.

I wish this was an isolated inci-
dent. However, a good 50 per cent 
of the dentists I meet with have had 

negative experiences with financial 
advisors. Can you imagine if half the 

patients you meet every day had been 
taken advantage of by their previous 

dentist?  Fortunately, that doesn’t happen. 
Ontario dentists do a great job of putting 
their patients first. Unfortunately, I am reg-
ularly discouraged the financial advisory 
industry does not do the same.    

One problem: Low barriers to entry

In Ontario, anyone can call themselves 
a financial advisor, and even those 
who hold a professional designation 
can get into situations beyond their 

expertise.  According to an article in the 
Globe and Mail by Preet Banerjee in 2013, 
“Different financial adviser licensing bod-

ies have different licensing requirements but 
compared to graduating medical or law school, 

they are all about the equivalent of one semester in 
summer school.”

Problem two: Financial institutions

The big financial institutions do not build prod-
ucts they think will perform well over time. 
They create products they think you will buy. 
Actually, they create products they think finan-

cial advisors can sell to you. “Nervous about retirement? 
How does income forever sound?” It sounds great, except 
upon further analysis of the product it turns out you are 
just returning me my own money for the first twenty years.  

10
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Feedback can be sent to info@mcnultygroup.ca

Problem Three: You don’t have time

Dentists are not poor investors. However, just 
like any other professional you are pressed for 
time. The financial industry knows this, so will 
offer to provide quick and easy solutions to your 

financial needs. But here’s the problem – successful finan-
cial management takes time. It demands a dynamic model 
that quantifies where you are today, developing strategies to 
get you where you want to go, and then implementing those 
strategies. Successful financial management is 99 per cent 
perspiration. 

When my father started this company, he provided fee-
for-service practice and personal financial plans. When 
I joined on in ’98, we started looking at what we were do-
ing right and where clients were getting the biggest bang 
for their buck. This is what we realised: we were designing 
great plans, but the dentist was too busy to implement them. 
Imagine creating a treatment plan for a patient, but not pro-
viding the treatment. This is what we used to do. Many of 
our clients would end up going with something easier and 
less time-consuming instead of the right financial move. We 
realized early on that financial success is not the result of a 
financial product. It is about creating targets and constantly 
monitoring your progress towards those targets. 

Problem Four: Most financial advisors don’t 

have time

In my experience, the main focus of many people 
in the business of providing financial advice is 
revenue. New clients are hard to come by since 

everyone and their brother is a financial advisor. When ad-
visors do get a new client, they get the client to commit to a 
product that will be maintained by a big financial institution 
as opposed to dedicating the time required to deliver value 
annually on their own. 

Mark is President of McNulty Group, a firm responsible for $250 million of Ontario dentists’ retirement savings. McNulty Group 
helps professional families transition from a life of successful practice to a stress-free retirement by using a holistic approach of prac-
tice and personal retirement planning. In addition to multiple television and radio appearances, Mark is the author of The Transition 
Coach 2.0–A Canadian Dentist’s Guide to a Perfect Retirement and The $6 Million Dentist: Successful Succession in 7 Modules.

In Conclusion

I am not saying all financial advisors are bad. However, it is 
widely acknowledged by the dentists I talk to that not all fi-
nancial advisors have their best interests as their top priori-
ty. A good piece of advice came from one of the dentists who 
contributed to our new book, The $6 Million Dentist: “Seek 
out good financial advisors, the bad ones will find you”.

3
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Perhaps you are familiar with the child’s 
game of musical chairs – where children 

move around a group of chairs and when the mu-
sic stops each child dashes for a chair leaving the 
most unprepared child without a chair and out of the 
game. As a tenant, you need a chair at your practice 
premises. Unless you are prepared, you will lose your 
premises when the music stops. 

Losing your premises is not a question of if, it is a 
question of when. The time line you care about is the 
number of years remaining in your career, plus 10 years, 
which gives you and your practice purchaser an econom-
ically viable time line. This time line could be 10 years if 
you are retiring now and only need 10 years for your 
buyer to amortize loan financing, or 50 years if you 
are 25 years old expecting to practice for the next 40 
years before you sell.

Property owners will not compromise the value of their 
real estate to make you happy. Commercial properties have 
a defined economic life (40 years for example), a limited use-
ful life (after which repair costs more than replacement), and 
a “highest and best use life” (which is when the property re-
turn is at its highest). Any one or combination of these time-
line changes will provide incentive for the landlord to end 
your tenancy – stopping your music. 

THE KEY ISSUE HERE IS TO BE PREPARED FOR 
WHEN THE MUSIC ENDS. 
In most cases, a landlord will not tell you the exact moment 
they plan to end your tenancy to administer their real estate 
– because they do not know themselves. Therefore it’s really 
a matter of managing your own timeline.

You have a number of choices.

First, you can buy your own property. Think this through 
carefully. Will you come out ahead going through the ex-
pense and effort of ownership compared to moving at some 
point?

Second, in theory you can set up a lease which 
gives you unconditional control of the premises for a 

period of time you need which could be as long as 50 
years, but it’s very unusual.

Third, you can hope for the best, which really means that 
you have to understand when it’s likely that the music will 
stop and you will have to move. Understanding when this is 
likely involves a firm understanding of the terms and condi-
tions of both your lease, and the real estate market as it af-
fects the building within which your premises is located.

As far as the property containing your premises is con-
cerned, property redevelopment is very unlikely in a proper-
ty less than 30 years old, or a property with an atypical zon-
ing, such as a historical designation, or a retail development 
in a residential subdivision.

As far as your lease goes, leases are set up to protect the 
economic value of the property by giving the landlord the 
ability to end your tenancy on the landlords’ timeline. Many 
tenants are lulled into a false sense of security if they do not 
recognize or have an obvious form of lease termination. 

Even if your lease has a “term plus option” total of 20 
years, your lease has on or more of the following flaws and 
you will have to spend the money to relocate your practice.

Are You Prepared 
For Your Lease 
Music To Stop?

Ian D. Toms 
B.Sc. (Hons)
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you can adjust your 
lease and tenancy in 
concert with your long 
term strategy to mini-
mize both the risk and 
economic impact of 
the music stopping.

Please send comments to

YOUR LEASE MAY CONTAIN ONE OR MORE OF 
THE FOLLOWING:

▶ an option to terminate your lease on short  
 (often  six months or less) notice if it wants to:

▶ demolish, 

▶ renovate, 

▶ redecorate or 

▶ sell the property. 

▶ an option prohibiting you from transferring your 
 options to renew to a practice buyer, effectively  
 shortening the lease time line to the current term if  
 you wish to assign. 

▶ an option to terminate the lease as an alternative to  
 assignment.

▶ a relocation clause forcing you to relocate, possibly  
 at your expense, to undesirable premises,

▶ an option permitting the landlord to change the 
 lease at renewal time giving the landlord the  
 opportunity to add one or more of these clauses.

Even without any of the above, your landlord may refuse 
to provide additional options to renew, in which case you will 
have to relocate at the end of the last renewal term. 

All of these scenarios limit the life span and therefore the 
value of your practice by the cost to relocate.

There is hope – if you plan your affairs carefully under the 
guidance of an experienced professional you can adjust your 
lease and tenancy in concert with your long term strategy to 
minimize both the risk and economic impact of the music 
stopping.

Mr. Toms has been creating and preserving realty leasehold value since 1986 and can be reached at (705) 743-1220, by e-mail at 
ian@realtyleaseconsultant.com, or through his web site at: www.realtyleaseconsultant.com. 
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“Public trust in dentists is at an all-time low 
and near the bottom of the entire profes-

sional population” according to my colleague on 
The Professional Advisory, Colin Ross, who pro-
duced an excellent piece in which he stated the 
results of a current IPSOS’ poll.  The highlights of 
this shocking perception are at odds with the re-
ality that a vast majority of practitioners have the 
highest moral and professional ethical standards. 
However, it is necessary for us as a profession to 
reverse this apparent public attitude if we wish to 
regain our standing from the inception of dentistry 
by exploring the attitudinal change, considering an 
antidote, and implementing them.

Exploring the Attitudinal Change 

Exploring what changes appear to have negatively 
impacted our standing with the general public is 
the first step. Colin has highlighted some of them 
and I would like to expand on this premise.

By happenstance while in a store next to a large 
multi-provider practice, I overheard a cell phone conversa-
tion of a woman whose voice level had reached an obvious 
degree of agitation. She apparently was seeking advice as 
to whether to proceed with the treatment suggested by the 
newer dentist who had been assigned her care.  In no uncer-
tain terms, she expressed the opinion that the new dentist 
was more interested in financial gain of the procedure when 
suggesting three crowns that the previous practitioner “was 
watching” than in a long-term benefit to her.  Although diffi-
cult, I restrained myself from intervening.

Ironically, those of us who have long advocated for sound 
business practices to be applied to normative dental opera-
tions suggested that perhaps the pendulum has swung too 
far and could be perceived as “commercializing the dental 
experience”. The pendulum analogy is often employed in 
times of seeming significant change over a relatively short 
time span, and it seems to fit our current situation. We have 
definitely seen major alterations in the way many dental fa-
cilities deliver care as well as recognizing the necessity to 

protect our core values and remain viable in to-
day’s enhanced competitiveness.  

Considering the Antidote

What is the potential antidote to counter the neg-
ative impression some segments have absorbed?  
In order to regain the stature and trust accorded 
to us by previous generations of patients, we have 
to project more strongly the message that den-
tists’ perceived difference of contemporary care 
is designed to accommodate patients’ needs and 
constraints, but the object, as always, is to protect 
their health and well-being.  This is easier said 

than done.

Implementing Suggested Antidotes 

We have to build into existing and new patients’ perception 
that their medical, clinical, and financial needs are fore-
most in clinical and administrative interactions with our 
dental offices.  

Spend more time performing a careful recare exam by the 
dentist with an explanation to patient and hygienist using on-
screen x-ray as to the necessity to remediate a tooth/tissue is-
sue in the oral cavity.  The newer patient demographic wishes 
to be included in the decision making by health professionals 
regarding their welfare. This is an opportunity to display that 
the office focuses on their health needs.

Inform rather than justify reasons for treatment to in-
crease their perception of value and the appreciation of the 
interaction within the office. With many of the existing pa-
tients, a diminishing number of them display the attitude of 
“you’re the doc; go ahead and do what is necessary”. Even 
with that wonderful cohort of long existing patients, we 
should make the effort to explain the need for treatment, the 

Dr. Ron Weintraub

Enhancing Our Profession’s 
Public Image
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Ironically, those of us 
who have long ad-
vocated for sound 
business practices to 
be applied to norma-
tive dental operations 
suggested that per-
haps the pendulum 
has swung too far and 
could be perceived as 
“commercializing the 
dental experience”. 

Please send comments to

Ron Weintraub is a founding partner with the Bayview Village & Downtown Dental Associates and brings over thirty-five years of 
knowledge and experience in the practice of general dentistry to the Professional Advisory. Large companies such as Patterson Den-
tal, Ash Temple Ltd, Henry Schein Arcona, & the former Canadian Dental Co. have benefited from his insight. As owner of Innovative 
Practice Solutions, Ron advises dentists on practice enhancement, practice purchases, sales, location evaluations, associate buy-ins, 
and business mergers. Dr. Weintraub can be contacted at (905) 470-6222 Ext. 221 or drronips@rogers.com.

benefits, and the opportunity for success.  
During a careful recare examination, highlight the  

pathology to show why treatment is necessary, beneficial, 
and financially advantageous to remediate a dental issue 
now rather than forestall and increase the cost with the pos-
sibility of a diminished outcome.  

Include patients in the decision making process where the 
long-term benefits are accentuated. Present costs in terms of 
financial, timeline, and potential discomfort as well.  The role 
of a treatment coordinator is particularly helpful in this regard. 

Dealing with New Patient In-Take

Approximately 30 per cent of new patient demand is made 
up of those who have previously shopped the Internet, and, 
therefore, present without a level of comfort that comes from 
being referred by a trusted friend or colleague. The onus, 
therefore, is on us to carefully introduce this cohort to the 
fact that we are happy to provide them insight and hear their 
input to their particular treatment needs. A cautionary note:  
Be certain that your website accurately reflects the reality of a 
new patient’s experience.

If significant treatment is necessary, we will prioritize it, 
and, if possible, stage it to fit the patient’s ability to handle 
the interaction by offering payment plans by optimizing fam-
ily dental benefits for the treatment plan that is designed to 
minimize extensive remedial treatment in the future by judi-
cious intervention now.

Although unpleasant to contemplate, some patients har-
bour unflattering views as to how we conduct ourselves. It 
behooves us to confront this perception and deal with revers-
ing this unfounded view by implementing the suggested an-
tidotes in an effort to return to the time when people thought 
of themselves as dental patients rather than clients.  In the 
process, we must dispel the feeling that they are being pro-
cessed as opposed to being treated. The concept is about ALL 
of the team in CONNECTING with the evolving patient base 
populating our offices.
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