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As I write this issue’s editorial, we are in the midst of 
a pandemic, Ontario is in a state of emergency, and 

our professional and personal lives are disrupted. Life, as 
we know it, has stopped. Now, we have two choices. We 
can either become unravelled during these unprecedent-
ed times or we can use this time to reflect, to reset and to 
prepare for the time our lives resume some degree of nor-
malcy. Reflection gives us the opportunity to see what’s 
working, not working and reset our personal and profes-
sional priorities. This issue of The Professional Advisory 
helps us to re-evaluate our practices and our goals.

First, Dr. Weintraub’s article, “Purchasing Protocols of 
an Existing Dental Practice” discusses metrics we should 
evaluate when we are looking to buy an established prac-
tice such as team and practice culture. The better the fit 
of these factors, the better the alignment will be with 
our goals. Ultimately, this will lead to the success of our 
investment.  

“Lessons from Covid-19 That We Can Apply on an 
Ongoing Basis” is a timely refresher of what we can do to 
protect ourselves and our practices in situations that we 
are facing, currently, and that we may find ourselves in at a 
future point in time. David Chong Yen’s sage advice helps 
us plan now to prevent similar issues down the road.  

Colin Ross presents his perspective on “When is the 
Right Time to Sell Your Practice and Why”. In today’s mar-
ket, dentists are often approached directly by purchasers. 
Colin walks us through considerations to help us make 

wise decisions that will help safeguard our biggest asset. 
In the previous two issues of The Professional Adviso-

ry, David Rosenthal gave us advice on selling our practices 
to a corporate entity. “Corporate Dentistry - What Vendor 
Dentists Need to Know – Part 3” provides us with a check-
list of items to bear in mind and evaluate when consider-
ing this type of sale.  

“How Does Investing Change in Retirement” by Mark 
McNulty provides us with information on how to outpace 
inflation and make our retirement years more enjoyable. 
His guidance and expertise also help to reassure us about 
the trends of financial markets. 

Last, but not least, “Reducing Rent or Overpaying – The 
Choice is Yours” by Ian Toms gives us helpful tips on how 
to minimize this particular expense. The responsibility of 
ensuring that we are not overpaying rents lies with us. As 
such, we need to understand our lease agreements and 
the clauses within and take advantage of opportunities to 
negotiate or re-negotiate leases when they present. The 
key is to work with experts in this field to get the most bang 
for our buck.

The extraordinary circumstances we find ourselves in, 
presently, will not last forever. It is my hope and wish that 
all of us emerge from this situation healthier, wiser and 
better prepared to handle unforeseen events with as much 
grace and strength as we are exhibiting now. Let’s use the 
time to reflect, refresh and reset our priorities. Stay safe 
and well everyone! 

Dr. Suham Alexander
B.Sc., DDS, MBA 

Notes from the editor:
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Purchasing Protocols  
Of An Existing  
Dental Practice 

The Professional Advisory | VOL. 90 May 2020

Buying a practice that is a successful fit requires assess-
ing often-overlooked criteria.  Prospective practice pur-

chasers must do their due diligence to evaluate the culture 
of the existing patient base and the demeanor of the entire 
practice team.

Prospective Practice Purchasers (PPP) often do not real-
ize the responsibility and importance of determining the 
values of the existing patient base that will be transferred 
to them as the new owner.  Patients have been immersed in 
and have reacted to the unique manner of the current own-
er/dentist known as the practice personality.  Recognizing 
the constructs and behaviours of the current team and their 
effect on patients requires consideration by following estab-
lished protocols; thus, maintaining the goodwill within the 
purchase.  As a PPP, there is wisdom in confirming that the 
culture of the patient base and practice is aligned with his/
her practice style and priorities before financial negotia-
tions take place.     

ANALYZING PERSONAL PRACTICE STYLES
PPPs need to analyze themselves and their dominant prac-
tice approach to determine whether the patient population 
will reflect and be receptive to the PPPs’ personality and pro-
fessional style. Two of the more predominant styles are (a) 
Personal Relatable Practitioner Style and (b) Significantly 
Results-Oriented Practitioner Style.

Personal Relatable Practitioner Style
If purchasers have a Personal Relatable Practitioner Style as 
a strong part of their leadership, they should attempt to pur-
chase a patient base that will respond to this type of inter-
face positively and avoid a hyper-kinetic downtown practice 
with a significant millennial population who may not view 
personal attributes as being important. Oftentimes, a heav-
ily focused downtown practice precludes the opportunity of 
treating a number of family members which mean that the 
owner is unable to capitalize fully on the goodwill generat-
ed by a successful personal engagement with patients.

Results-Oriented Practitioner Style
Results-oriented practitioner style dentists derive their 
primary professional satisfaction by focusing mainly on 
effective treatment modalities without too much interper-
sonal interface.  This type of practitioner might look for and 
find the most convenient location with compatible hours to 
accommodate their busy schedule; therefore, personal con-
nectivity with the team is not “first order priority”.  Location 
would be a great fit and allow for a satisfactory career in 
practicing in multiple locations. 

DETERMINING FACTORS
These factors, while seemingly of lesser importance to find-
ing “the ideal profitable practice”, in fact, play a large role in 
the successful purchase and transition of a practice. 

Dr. Ron Weintraub
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With the current difficulty in finding a practice for sale in 
today’s environment, the often-overlooked aspect of analyzing 
a practitioner’s style has potential financial ramifications.   The 
majority of capital outlay for purchase is for the opportunity to 
acquire a viable, stable patient base that can successfully transi-
tion from the current owner to the purchaser.  When prepared, 
most patients are willing to give the succeeding dentist the 
opportunity to maintain the status quo with the patient’s hope 
that things do not change dramatically.   

Change is inevitable, and transitioning patients know the 
possibilities, which may lead them to re-examine whether 
they want to stay with the practice. One underestimated and 
important-factor for a successful purchase is the empathy of 
the practitioner. At times, the purchaser who replaces the for-
mer owner may be clinically sound and friendly but may lack 
the ability to project warmth and may not value this quality as 
a priority.  This may inadvertently cause patients to feel dis-
placed and seek care at another practice. 

UNDERSTANDING TEAM APPROACH TO PATIENT 
PERSONALITY 
After practice style, the second most important factor one 
must consider prior to purchasing a practice is the demean-
or of the total team and their understanding of the patient 
personality.   Typically, the owner-operator’s personality 
and practice demeanor set the tone for the team’s interac-
tions with the patient base.  Some practitioners recognize 
that they need a supportive team who will stay on after 

closing. Those with the potential to contribute to a positive 
patient experience are the following:  

•  Treatment Coordinator
•  Receptionist 
•  Recare Coordinator
•  Hygienist
•  Clinical Assistant
Team members play a huge role in transitioning patient 

psyche and possibly influence them in the new environ-
ment.  Because purchasers need to know the patient per-
sonality, they need to determine the potential impact that 
transferring care to the new management will have on 
patient retention.  

Today, patients think of an office in terms of the total 
experience which includes everyone with whom they 
interface. As a result, PPPs must identify and codify the 
predominant practice culture needed to evaluate the 
desire of the potential owner’s dominant style and the 
existing staff’s strengths.  If the prevailing practice per-
sonality is one with which the owner-operator is happy 
and comfortable, proceeding with further due diligence to 
justify the purchase is wise.  

In buying a dental practice, many considerations 
deserve PPPs thoughts.  During the decision-making 
process, emphasis should be placed on the potential pur-
chaser’s practice style and the existing team’s demeanor 
as these are major contributors to the predicted financial 
success of the newly purchased practice.

Please send comments to drronips@rogers.com

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 
Dental, Ash Temple Ltd, Henry Schein Arcona, & the former Canadian Dental Co. have benefited from his insight. As owner of Inno-
vative 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.



Covid-19 has caused unprecedented closures and lock 
downs across the world. With viruses such as SARS, Eb-

ola, H1N1 and Covid-19 springing up more frequently, you 
can expect that office closures are probable. Here are some 
lessons we can apply:

TEAM
1) Have your team in place. A successful business is run by 
more than just the owner. To reduce stress, make sure you 
identify everyone on your team and their roles and responsi-
bilities. This past experience of closing your own office likely 
left you with questions you didn’t even know you had. For 
example, what are my obligations to my patients and staff? 
Do the staff still get paid? Do I still pay my bills and loans? 
What is a record of employment (ROE) and how do I file it? 
Am I covered by insurance? The team also includes your 
spouse, office manager, staff, accountant, lawyer, banker 
or insurance agent. Surrounding yourself with a team who 
responds during an emergency is the first step in planning 
for the worst. 

EMPLOYMENT CONTRACTS
2) Review and implement employment contracts for staff. 
Office closures means staff may have to be laid off. Your 
employment contracts may protect you and limit your lia-
bility if you are forced to lay-off and/or terminate employ-
ees. It will also enhance your practice’s value.

 
CONNECT HOME AND OFFICE
3) Make your office digital friendly. Working from home 
isn’t often associated with dental offices; however, there are 
many processes that can be performed remotely, including 
charting and documentation, bookings and scheduling, 
predeterminations and various administrative functions 
(eg. paying bills, bookkeeping, payroll, submitting EDI 
claims and emergency calls with patients). Having the abil-
ity to connect to the office so that you can access patient 
charts, appointment books and other data means these 
tasks can still be done even when the office is closed. It could 
also provide you more time with family and untether you 
from the office. New tax rules provide accelerated tax write-
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Please send comments to david@dcy.ca

This article was prepared by David Chong Yen*, CPA, CA, CFP, Louise Wong*, CPA, CA, TEP and Eugene Chu, CPA, CA of DCY 
Professional Corporation Chartered Professional 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 /  
eugene@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.

offs on equipment, software, hardware, etc. This means a 
reduced after-tax cost of these items due to the new tax rules. 

COMPLIANCE WITH INFECTIOUS DISEASE 
PROTOCOLS
4) Make sure you are compliant with infectious disease 
protocols. With viruses and infectious diseases making 
headlines globally, the general public is now much more 
aware and sensitive to the health risks associated with air-
borne bacteria and viruses. This means the repercussions 
of non- compliance with infectious disease protocols is 
heightened. Being shut-down in the past due to a public 
health infraction was bad enough but, being shut-down in 
a post-coronavirus environment for an infraction will be 
far worse. Upgrading and investing in equipment to com-
ply with infectious disease protocols will also save you taxes 
due to accelerated tax write-offs. See (3) above. 

OWN YOUR WORKPLACE
5) Invest in your dental building. An investment that serves 
more than one purpose reduces risk. Purchasing your den-
tal building allows you to protect your practice by avoiding 
demolition and relocation clauses, saves on rent and pro-
vides a future source of retirement income. Dentists spend 

less when they have less to spend.  The building mortgage 
payments remove cash which may have otherwise been 
spent on non-essential items (i.e. it is a form of forced sav-
ings, especially during good times).  During bad times, it 
provides a safe haven from a tyrannical landlord.  

CASH IS KING OR QUEEN
6) These closures show the reality of what happens when 
cash stops coming in completely. A profitable dental prac-
tice which generates a lot of cash flow can still be in a bad 
position if all that cash has been paid out to maintain a lav-
ish lifestyle leaving nothing for emergencies. Many dentists 
ask, “Can I afford to buy something?” (An article recently 
published in Vol. 88 of the Professional Advisory was ded-
icated to this topic.) Invariably, the answer is, “yes”. Most 
dentists should ask, “Although I can afford to buy some-
thing (a boat, cottage, plane, etc.), can I afford to pay for 
the maintenance of these items?”. You should have enough 
cash and/or a business line of credit to cover three months 
of expenses, even without any production/billings. On the 
personal side, if you have equity in your home, consider a 
line of credit secured against your home. You will only pay 
interest when you draw on it, but it will provide you and 
your family peace of mind during an apocalyptic world.



8

Your dental practice may be your most important finan-
cial asset to provide for your lifestyle and retirement 

needs. Not only is it an asset that can be sold, it also pro-
vides a significant income stream that generates savings 
and supports living expenses. This income streams includes 
your “sweat” (40% of your production), and the net income 
(profit after paying your overhead), typically 15%-20% of the 
practice’s total revenue. The analysis of these factors, com-
bined with time considerations, is essential to maximizing 
your total return, both during ownership and when selling.  

We are all aware that the dental practice sales market is 
strong for good practices. This trend is influenced by eco-
nomics (supply and demand), favorable banking and insur-
ance, as well as the influx of more and different types of buy-
ers. The latter includes more buyers coming to Canada, and 
the recent phenomenon of “corporate” ownership.  

In the past, there was a natural process about the timing 
of a sale. The older dentist would typically work until he/
she was close to retiring, sell the practice, associate with the 
purchaser to help with the transition, and after a little time, 
retire completely.

Market conditions have changed. Now, some dentists are 
selling their practices earlier in their career than in the past. 
These changing conditions, may include additional stress-
es of ownership (staff, IPAC, patient demands, etc.), and/or, 
the opportunity of immediate or future financial returns.

In this new reality, purchasers have recognized that a 
dentist willing to continue to work in the practice long term 
is very valuable, and as such, have put together creative 
and/or attractive offers to address the objectives of a vendor. 

In addition, many purchasers have significantly ramped up 
marketing efforts to acquire practices that were traditional-
ly not ready for sale.  In many cases, rather than the owner 
dentist making the decision to sell, the purchasing dentist is 
now convincing the owner to sell.

Is this new opportunity a good thing? Perhaps, but it may 
not be optimal. The issue is that the selling dentist typically 
makes this decision without first establishing his/her per-
sonal plan. This decision should NOT be a kneejerk reaction, 
driven by the fear of missing out, or as one dentist told me, 
“It seemed like a good idea at the time”.  In many cases, the 
dentist only works with one purchaser and doesn’t obtain 
a proper valuation, hire an agent, create a long term finan-
cial plan or assess alternatives like keeping and improv-
ing the practice  (make it better, hire a manager to reduce 
stress, hire an associate, etc.). Without properly evaluating 
the practice and dentist’s own value, the owner may end up 
selling too early, leaving money on the table, undervaluing 
the practice or worst of all, agreeing to a deal that doesn’t 
suit his/her future plans.

Consider the benefits of advance and appropriate plan-
ning. Recently, a dentist in his mid 50’s called us to review 
his practice as he was approached to sell. The offer seemed 
amazing, well above market value, equity ownership in the 
company, lots of cash, and freedom in all operations. The 
caveat was there was a very long term commitment and 
an earnings guarantee. When we analyzed the practice, we 
discovered that there was considerable upside potential in 
the current hygiene program, and with some tweaks cash 
flow could be improved by over 30%. Despite the offer being 
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When is the Right Time  
to Sell Your Practice  
and Why? 

Colin Ross
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exceptional, the dentist decided to keep the practice, make 
the necessary changes to enhance the practice, and keep the 
income. He will now consider a sale closer to retirement.  

A few years ago, I spoke to another dentist who had just 
sold his practice. A strong purchaser approached the den-
tist with an offer with a quick close, and they didn’t need 
a valuation. Based on the net results, we estimated that the 
practice was sold for 1 million dollars less than its true value, 
and the associateship compensation was also below market 
value. When asked why the dentist seek a broker’s advice, he 
replied that he was told there would be a 10% commission 
rate. This myth is propagated by some purchasers who don’t 
want you to call a broker. The reason for this is that brokers 
will generate broad exposure and ensure you achieve fair 
market value in this efficient market, which is disadvanta-
geous for these types of buyers.  

Remember that when you sell, you are giving up the net 
income or approximately 15-20% return per year based on 
the value of your practice. You are not likely to get that rate 
of return on the cash you have to invest. As a result, you 
must assess the benefits of what you are giving up (15-20% 
return on investment) versus gaining freedom from own-
er/management responsibilities. While the upfront money 
is alluring, you must consider the long term commitment 
you must make to receive it. It is not inconceivable that you 
may have to commit to working for the next 5-8 years, and 
you will be required to guarantee the practice’s income. 
While seemingly insignificant, there are huge risks with 

guarantees, as you are really not giving up equity responsi-
bility or management responsibility and the financial risk 
is significant. 

There are other stories where dentists have sold early, 
reaped financial rewards, continued to work, and are happy 
as they do not have any further management responsibilities.

Either way, prior to making a decision to sell, dentists 
should proactively create a personal plan with the help of 
their trusted advisors. The plan should include these details;

1. How long do you want to work?
2. How would you like to improve your work life? (I.e. reduce  
 management stress, focus on better dentistry, etc.)
3. Under what conditions do you want to work?  
 (Employee, partner, associate, owners, part- time)
4. What is the current market value of your practice?
5. What is the future of your practice? (opportunities  
 to improve, risks of decline, competition, etc.)
6. What are your financial goals? (Income today versus  
 later, retirement needs, taxation, investment strategy,)
If the outcome of your plan is that it makes sense to sell, 

do yourself a favor and don’t go it alone! It’s usually a once-
in-a-lifetime event and you don’t want to make a mistake. 
Use a good team of professionals to guide you.

Dental practices are an excellent investment and the 
owner is a very important asset of the practice. Whether 
you sell or decide to remain the owner, ultimately you have 
earned the right to transition your way, and the right to max-
imize your ultimate financial return.

Remember that when you sell, you are 
giving up the net income or approximately 
15-20% return per year based on the 
value of your practice.

Please send comments to colin.ross@ppsales.com

Colin Ross is a Partner in Professional Practice Sales Ltd. (www.ppsales.com), which specializes in the valuation and sale of 
dental practices.  He can be reached at (905) 472-6000 or 1-888-777-8825 or e-mail at: colin.ross@ppsales.com
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In volumes 88 and 89 of The Professional Advisory, I wrote 
about ‘dental service organizations’ (DSO) purchasing 

dental practices.  This is Part 3 of the article and will con-
tinue to explore what vendor dentists need to know when 
selling their dental practice to a DSO.  

From the vendor’s perspective, there are numerous 
matters to consider, including the following items.  Ide-
ally, these matters should be dealt with early in the sale 
process.  This will enable you to make informed decisions 
about the nature of the sale transaction and help to avoid 
costly problems later.

1. Retain an industry recognized professional appraiser to con 
 duct a detailed appraisal and valuation of your practice.
2. Review your cost share agreement or partnership  
 agreement, if applicable, and determine if you are  
 required to first offer to sell your practice to your cost  
 sharers or partners before you can sell to a third party. 
3. Review your existing arrangements with the current  
 associates working at your practice, including:
 a. The existence of proper written agreements 
 b. Non-solicitation and non-competition covenants  
 which bind current associates 
 c. Transferability of the associate agreements to the  
 purchaser
4. Carefully review your premises lease to determine:
 a. The term of lease is at least 10 years, including renew 
 al options (the purchaser and purchaser’s bank will  
 typically require 10 years).

 b. Whether rent will be fair market rent as mutually agreed  
 by  the landlord and tenant or failing agreement   
 by arbitration when the option to renew the lease   
 comes  up
 c. What ‘danger’ clauses exist in the lease including:
 i. Relocation – the landlord’s right to relocate the   
 practice within the building or plaza;
 ii. Demolition – the landlord’s right to terminate the  
 lease early if  the building or plaza is to be demolished  
 or substantially renovated;
 iii. Termination – the landlord’s right to terminate the  
 lease when the vendor sells the practice and requests  
 the landlord’s consent to transfer lease to purchaser;
 iv. Vendor liability after sale of practice – typically,  
 leases do not release the vendor from obligations in the  
 lease even on a practice sale.
5. Review your equipment leases to determine early  
 buyout rights and penalties (purchasers typically   
 acquire all assets free and clear of any lease obligations).
6. Carefully review all staff arrangements you have, including:
 a. Whether proper written agreements exist for all  
 staff, including dental hygienists, chairside assistants  
 and others working at the practice.
 b. Notice to terminate an employee limited to   
 Employment Standards Act (Ontario) minimums or  
 common law extended notice periods.
7. Consider introducing proper written agreements with  
 all staff at least two years before a sale if you have only  
 verbal agreements with your staff. 

The Professional Advisory | VOL. 90 May 2020

Corporate Dentistry –  
What Vendor Dentists Need 
To Know – Part 3

David E. Rosenthal
BA., LL.B.
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8. Determine if the purchaser will retain all staff after  
 closing and on what terms:
 a. Understand vendor legal obligations regarding staff  
 after closing.
 b. Typically, if a purchaser terminates any staff after   
 closing, the vendor is required to pay half of the staff  
 termination costs for three months after the closing date.

9. Consider what terms and conditions you require when  
 you become the purchaser’s associate after closing;  
 typically, a vendor is paid 45 per cent (not 40 per   
 cent) of collected billings. 
10. Hire industry recognized professional advisors   
 who focus on advising dentists in transitioning and  
 selling dental practices.

 | The Professional AdvisoryVOL. 90 May 2020

Please send comments to david@drlaw.ca

David Rosenthal is a senior lawyer with Spiegel Rosenthal Professional Corporation whose practice is devoted to corporate, commercial 
and business law, with special emphasis on advising dentists. He can be reached at (416) 865-0736 or e-mail to david@drlaw.ca.
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Of all the dentists I have met in the past twenty years, all 
but nine will be living from a portion of the capital in 

their portfolio. In other words, their nest egg will not pro-
duce enough income to finance their retirement lifestyle 
alone. They will also be “eating into” their savings. This 
isn’t necessarily a bad thing. You worked hard for the mon-
ey and should enjoy it in retirement.  

The issue is that in order for your nest egg to outpace 
inflation, you need exposure to the stock market. Bonds, 
GICs and annuities are simply paying too little to keep 
pace with inflation. Since you will have exposure to the 

stock market, there will be times your portfolio is down.  
This exposes you to the “Sequence of Return Risk”. 

What is the Sequence of Return Risk?
Sequence of return risk is the danger that while your invest-

ments may provide a good long-term average return, the order in 
which those returns are received annually has a negative effect.  

Take the chart below as an example. It would appear that you 
would have been better off investing in the stock market, the 
S&P/TSX Index – XIU with its average annual return of 8.06% 
rather than the bond market, the Bond Index – XBB with 6.16%.

The Professional Advisory | VOL. 90 May 2020

How Does Investing  
Change in Retirement? 

Mark McNulty
BA, CIM, CFP

 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 Average
S&P/TSX 

Index - XIU (14.90%) (14.00%) 25.30% 13.60% 26.10% 18.90% 11.00% (31.17%) 31.94% 13.84% 8.06%

Bond Index – 
XBB 5.80% 9.80% 6.20% 8.10% 6.10% 3.70% 3.30% 6.41% 5.41% 6.74% 6.16%
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However, look at the chart below. If you invested $100,000 in both securities and started withdrawing 8 percent of the 
portfolio annually, you would have actually been better off in the bond market, XBB.

After 10 years, the value of the portfolio invested in bonds 
is higher by $21,248
 
Why is that? 

If your portfolio declines and you withdraw money, there 
are fewer dollars available to participate in the recovery.

How the Wise Dentist Invests …
These charts illustrate two important tenets that should be at 

the foundation of your investment strategy. 
1. Investing at this stage is not about getting the best return, it 

is about getting the most consistent return.
2. The greatest risk you face isn’t that the stock market will 

decline. It is that the stock market will decline and you will need 
to sell out to fund your retirement. 

Introducing the 4-year Rolling Reserve
Here is the conundrum;  
a. With interest rates at historic lows, you cannot buy an annu-

ity or invest in a GIC or government bond and expect to outpace 
inflation. As such, you need to have exposure to the stock market. 

b. However, it is a well-known fact that at certain times the 
stock market will decline and even crash. Remember 2008?

c. You need to take a consistent dollar amount out every 
month to finance your retirement cash flow. 

At McNulty Group, our clients have faced this prob-
lem for decades and it is the reason we created the 4-year 
Rolling Reserve. To do this, we looked at the rolling annu-
al returns of various stock markets since 1950. By rolling 
annual returns we mean January 1, 1950 – January 1, 1951, 
January 2, 1950 – January 2, 1951 etc. There were many 
corrections and crashes in this period. However, we found 
that the times that the various stock markets remained in 
a negative position for more than four years amounted to a 
miniscule percentage. 

The wise dentist knows which account his/her retirement 
spending money is coming from for years to come. If you ensure 
that the money is set aside for four years in those accounts, then 
you mitigate the risk that you will retire during a bear stock mar-
ket. You will also realize that the money that is invested in the 
stock market has years to recover from any potential correc-
tions or stock market crashes. 

Granted, you will earn very little interest on the money set 
aside in money markets or short-term bonds for four years, but 
we consider this lost earning ability to be an insurance premi-
um so that you will always have your retirement paycheque.

Feedback can be sent to info@mcnultygroup.ca

Mark McNulty is President of McNulty Group of Raymond James, a firm responsible for managing more than $375 million of Ontario 
dentists’ retirement savings. McNulty Group helps professional families transition from a life of successful practice to a stress-free 
retirement. 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 2017 Mark was chosen as the Canadian Financial Advisor of the Year at the Wealth 
Professional Awards.  For more information please visit www.mcnultygroup.ca

Information in this article is from sources believed to be reliable, however, we cannot represent that it is accurate or complete.  It is provided as a general source 
of information and should not be considered personal investment advice or solicitation to buy or sell securities.  The views are those of the author, Mark McNulty 
and not necessarily those of Raymond James Ltd.  Investors considering any investment should consult with their investment advisor to ensure that it is suitable 
for the investor’s circumstances and risk tolerance before making any investment decision.  Raymond James Ltd. is a Member Canadian Investor Protection Fund.

  Stocks XIU Bonds XBB 

Year Annual Return Portfolio Value at Dec 31st Annual Return Portfolio Value at Dec 31st
     $100,000    $100,000 

2001 -14.90%  $78,292 5.80%  $97,336 
2002 -14.00%  $60,451 9.80%  $98,091  
2003 25.30%  $65,721 6.20%  $95,677  
2004 13.60%  $65,571 8.10%  $94,778  
2005 26.10%  $72,597 6.10%  $92,072 
2006 18.90%  $76,806 3.70% $87,183  
2007 11.00%  $76,375 3.30%  $81,796  
2008 -31.17%  $47,063 6.41%  $78,526  
2009 31.94%  $51,539 5.41%  $74,341  

2010 13.84%  $49,565 6.74%  $70,813  
      Better off  $21,248  
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In today’s day and age, your landlord will not call you and 
offer to reduce your rent. Here are five key rent-saving 

opportunities every tenant should know.

Covid–19
Most leases have three provisions and a collateral facil-
ity that come into play in a situation like the Covid-19 
pandemic. The first provision is a “continuous operation” 
clause which says that your clinic must be open contin-
uously and actively. Under this clause you cannot close 
without landlord consent, not even in a pandemic. The sec-
ond provision is a “force majeure” clause which says that if 
you or the landlord are prohibited from doing something 
by circumstances beyond your control (such as a Covid-19 
pandemic), then you or the landlord may be relieved of 
some responsibilities under the lease one of which may be 
rent payment. The third provision is a “notwithstanding” 
clause that says that the lease is valid and binding regard-
less of any governmental legislation to the contrary, such 
as whether the provincial government requires the tenan-
cy to close. The collateral facility is that most leases require 
tenants to carry business interruption insurance which 
may pay losses and/or ongoing expenses under certain cir-
cumstances similar to a closure of the during a pandemic.

In a pandemic or other similar situation, the first step is 
review your lease to see if one of these clauses is present.  

Then, if you need relief from lease provisions and/or rent 
relief, contact the landlord and make arrangements to defer 
rent until after the pandemic is under control. 

This is not new to our company.  In both 1990 and 2008 
economic downturns, I negotiated many rent deferrals 
and abatement arrangements, including relief arrange-
ments for my own tenancies which, in part, saved me 
from bankruptcy.

Offer to Lease
Offer to lease negotiation is the first and most important 
step in a tenancy, but most tenants think that the lease 
is the most important document! Know that more than 
90% of the tenancy terms and conditions are negotiated 
during the offer to lease negotiation – waiting to negotiate 
until the lease negotiation is too late. The offer to lease is 
the time to negotiate what rent is payable, immediately 
and in future lease years. Tenants have the best leverage 
position they will ever have for the entire tenancy during 
the offer stage. 

For example, we recently completed an offer to lease 
negotiation for a new location during which we saved our 
client – net of our fees – over $110,000 which works out to 
over $8.50 psf or $900 per month! We also reviewed all the 
terms and conditions to protect the tenant and his opera-
tion throughout the coming years.

Reducing Rent or  
Overpaying –  
The Choice is Yours!

The Professional Advisory | VOL. 90 May 2020

Ian D. Toms  B.Sc. (Hons)
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Lease Term Renewal
Most lease terms renew every five or ten years. Handled 
properly by a very skilled and experienced lease negotia-
tion expert, the lease term renewal negotiation can be a very 
powerful time to reduce rental payments and amend other 
lease terms and conditions. Handled improperly, they can 
spell disaster. Most tenants underestimate the opportunity 
lease term renewal brings.

Recently, we completed a lease term renewal on behalf 
of one of our tenant clients which resulted in a rent reduc-
tion of $1,035.83 per month. We also extended the time he 
had control of the premises for 15 years (enabling a sale) 
and added a death and disability provision. All of these 
terms added significant value to his practice.

Additional Rent
Every year, landlords forward annual rent statements to 
tenants that must be checked to determine if the calcula-
tions are correct and that the items charged for are permit-
ted under the lease. At least 40% of the statements that we 
review are incorrect. Most tenants simply look at the bottom 
line of the statement to see what they owe or are owed.  Why 
not look at the rest of the statement to understand whether 
you are overpaying?

In one situation, we reviewed an additional rent state-
ment compared to the lease for one tenant client and noticed 
that the lease did not permit a significant cost the tenant had 
been paying for years. One phone call to the landlord saved 
our client over $4,000.00 in rental overpayment for the lease 
year we were looking at. With the newly found savings, our 
client had a great week in Cuba!

Hiring an experienced and capable professional can and 
will save you rent dollars.

 | The Professional AdvisoryVOL. 90 May 2020

Please send comments to info@realtyleaseconsultant.com

Ian D. Toms, B.Sc. (Hons) is President and Broker of Record, Realty Lease Consultants Inc. He has more than 30 years of  
lease negotiation experience, has been a multi-unit tenant and is a landlord. He can be reached at 877.216.1013 or at iantoms@
realtyleaseconsultant.com

Hiring an 
experienced and 
capable professional 
can and will save 
you rent dollars.  
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