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A s we welcome the start of a new year, on behalf of 
the entire team at the Professional Advisory, I’d like 

to wish you all a very happy, healthy, prosperous and suc-
cessful 2019! It’s no secret that a New Year brings renewed 
enthusiasm, refreshed outlooks and revitalized aspira-
tions. As you move forward this year towards achieving 
your goals, please give careful consideration to planning 
ahead. Benjamin Franklin once said, “By failing to pre-
pare, you are preparing to fail.” Fortunately, our team of 
trusted advisors has sound advice for you as you plan to 
succeed in the future. 

In the article, “Dental Market Update-2019”, David Lind 
shares his insights into the dental marketplace, as it stands 
currently, from both the purchaser and vendor perspec-
tive. Even though market conditions may be changing, a 
little foresight and thoughtful planning can create favour-
able opportunities for both parties.

David Rosenthal’s article, “Legal Estate Planning”, is a 
good reality check for us. It reminds us that estate plan-
ning is a must and can simplify complex matters for griev-
ing spouses and family members during a difficult time. 
Careful consideration of your legal estate planning can 
prevent headaches for your loved ones.

Speaking of loved ones, “My Mother’s Portfolio Revis-
ited” by Mark McNulty provides valuable information for 
all of us interested in growing and protecting our long-
term investments. Mark shares the strategies he has used 
successfully to plan a thriving portfolio for his mother, his 
most valuable client. 

Ian Toms demonstrates through “Tenant to Landlord 
Transition – A Case Study” just how important strategic 

planning is to a dental practice. He walks us through the 
shift in mindset and responsibilities from tenant to owner 
to landlord in this example. In addition, we gain an under-
standing of the various decision factors the dentist would 
have faced during this evolution.  

As dentists in various phases of our careers, some of 
us may be looking to wind down and potentially sell our 
labour of love. Dr. Weintraub’s article provides us with 
“Proactive Measures to Optimize the Mature Practice”. 
After spending valuable time and energy providing care 
for patients, it is gratifying to be able to maintain and grow 
the value of the practice by following the advice outlined 
in this article.

Last but not least, “Tax Checklist to Avoid the Post-Hol-
iday Blues” by David Chong Yen gives us a few surefire tips 
to plan and stay ahead of tax season to avoid unnecessary 
stress or surprises at the end of the tax year. 

As you will find, this issue of the Professional Advisory 
is invaluable in helping you plan for your short-term and 
long-term success. Happy New Year to you from the Pro-
fessional Advisory! 

Dr. Suham Alexander
B.Sc., DDS, MBA 
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Dr. Suham Alexander obtained her dental degree from the University 
of Toronto and her MBA from the Telfer School of Management. She 
has had a successful career in dentistry as both a clinician, practice 
owner and part-time faculty member at Algonquin College in Otta-
wa, Ontario. She currently works part-time with the Canadian Dental 
Association as clinical editor of Oasis Discussions. Suham is also the 
founder of Dream Business Consulting Group, Inc., a coaching com-
pany geared to working with entrepreneurs and small business own-
ers to achieve their goals.
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Mark is President of McNulty Group, a firm responsible for $350 
million of Ontario dentists’ retirement savings. In addition to 
multiple television and radio appearances, Mark is the author 
of The Transition Coach 2.0 – A Canadian Dentists’s Guide to a  
Perfect Retirement, and his new book The $6Million Dentist. 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

Ian D. Toms is a nationally recognized real property lease consultant 
with over 27 years experience. He is considered an authority on tenan-
cy issues, lease features, facilities and technicalities, and the art of ten-
ancy negotiation. Ian has drafted and negotiated thousands of lease 
arrangements for national retail and medical professional tenants in 
16 states and 8 provinces, with a specific emphasis on the GTA.

Dr. Ron Weintraub is the founder of Innovative Practice Solutions 
(IPS) and former owner and founder of Bayview Village Dental  
Associates and Downtown Dental Associates. He practiced dentistry 
from 1963-2004 and has consulted on behalf of major dental suppli-
ers, manufacturing companies, as well as individual dental offices 
for over 20 years. In 2004, Ron gave up clinical practice in order to 
focus solely on Practice Management.

David Chong Yen and his chartered accounting firm currently advise 
hundreds of dentists and healthcare professionals on tax, estate and 
financial planning, valuations and accounting. David obtained his 
Bachelor of Arts degree from the University of Toronto, attained his 
Chartered Accountant’s Designation while working at an international 
firm and has subsequently completed the CICA In-Depth Tax Courses.

David Rosenthal is a senior lawyer whose law practice is devoted to 
business, corporate and healthcare law for dentists. David advises 
dentists on a broad range of legal matters, with particular empha-
sis and legal advice on purchases and sales of practices, corporate 
reorganizations and professional corporations. David also speaks 
frequently about such matters, including guest lectures at the  
faculties of dentistry.

David Lind is the Principal and Broker of Record at Professional 

Practice Sales Ltd., which was established in Ontario in 1991 and is 

a leader in dental practice valuations and sales. Prior to joining PPS, 

David lead the healthcare business for CIT Financial Ltd. This gave 

him a strong understanding of the personal and professional needs 

of dentists as they entered and exited the profession.
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W hen you read this, we will have finished celebrating 
the holiday season with family and friends. The be-

ginning of a New Year is often a time of reflection. We look 
back on our accomplishments of the previous year while 
we look ahead and set goals for what we hope to achieve in 
the coming year. 

I consider it a privilege to be a veteran in the dental busi-
ness and am grateful for all the friends, clients, co-workers 
and colleagues that I have the good fortune to work with in 
this industry. On a personal note, I would like to take this 
opportunity to wish all in the dental community a happy, 
healthy and prosperous 2019. 

The start of the New Year is a good time to take stock of 
what has happened in the practice sales market over the 
past year. I would suggest that the period of “irrational exu-
berance” is now well behind us. I say this despite the fact 
that one of Canada’s biggest dental practice aggregators 
was acquired in 2018 at historic valuation multiples. The 
transaction was more a reflection of the appetite of the pri-
vate equity market for strong sustainable cash flows, than 
it was a reflection of the value of a single (or a few) dental 
practice(s). It spurred some individuals and smaller groups 
to consider their options. Some even tested the market, 
only to learn that the market differentiates based on the 
scale of the offering, and that no matter how you package 
things, it always comes down to numbers, particularly cash 
flow. Nobody will pay for something that doesn’t give them 
an adequate return. This is true for 1 practice, 100 practices 
or for General Motors. While the market is still very strong, 
buyers, supported by their advisors, are being careful to 
choose the right practice and pay the right price. 

This measured approach is also being reinforced by the 
banks active in dentistry. Interest rates have increased. At 
the beginning of 2018, the prime rate was 3.2% and, as of 
this writing, it currently stands at 3.95%. On a $1 million 
practice acquisition loan, that 0.75% rate increase would 
add $625 monthly to a buyer’s borrowing costs. Stated 
in another way, the rate increase would mean the buyer 
could only afford to pay $965,000 for the same $1M prac-
tice without negatively impacting the cash flow. We can’t 
predict with certainty what will happen to interest rates 
in the future. In October, the government stated that the 
“interest rate will need to rise to a neutral stance to achieve 
the inflation target”. While there are many factors that 
influence the rates, it does not appear that they will be fall-
ing anytime soon.

Does this mean that the market has peaked and sellers 
need to act quickly or they’ll miss out? Or, does it mean 
buyers should wait until prices start dropping so they don’t 
overpay? No, absolutely not in either case! It simply means 
the market, which is very efficient, is now in a period of 
steady strength. There are still far more buyers than sellers. 
However, the buyers are well-educated, know what they 
want and equally important, know what they do not want.

This type of market rewards sellers that take the nec-
essary time to prepare their practices for a smooth sale 
and an orderly transition of the goodwill. The distinction 
of time here is important because there are two types of 
sellers presently. One seller makes (or is forced to make) 
a quick decision that the time to sell for some reason is 
now. The practice then goes on the market, with little or 
no preparation, potentially in a state of flux, and without 

Dental Market  
Update - 2019

fine-tuning the operations of the practice. It is also likely 
that this vendor will either not want to stay after the sale, 
or will only stay for a very short time. This is the equivalent 
of buying a boat “as is” in January when you can’t be sure it 
floats! Obviously, the seller will not receive maximum value 
for this practice.

The second type of seller has planned for the eventual sale 
and orderly transition of his/her practice for many years. It 
runs efficiently with a good, committed and engaged team. 
This seller will want to stay for at least 6 months or a year 
after the sale because he/she is passionate about finding 
the right buyer to carry on the legacy and care for patients. 
These vendors will receive maximum value for the practice, 
and will really enjoy “passing the baton” to the new owner, 
while helping to ensure an orderly transfer of the goodwill.

For buyers, this market offers great opportunities to 
acquire well-managed practices that may need some tweak-
ing but not fixing. Pick one that “feels right”, where the num-
bers make sense, and where the value is based on what the 
vendor has done, not on what you might do in the future.

Here’s to a great 2019 for all!

The start of the  
New Year is a good 
time to take stock of 
what has happened 
in the practice sales 
market over the 
past year. I would 
suggest that the 
period of “irrational 
exuberance” is now 
well behind us.”

David Lind is a Principal and Broker of Record 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: david.lind@ppsales.com

David Lind
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‘Nothing is certain except death and taxes’ is a well-
known and old adage. Wills are critical legal docu-

ments and very important for tax, estate and family plan-
ning. It is recommended that you review your wills at least 
every five years to ensure your wills reflect your changing 
life circumstances. 

If you die and do not have a will, the Ontario Succes-
sion Law Reform Act dictates how your estate is distribut-
ed. Your spouse is entitled to the ‘preferential share’, which 
currently is the first $200,000 of the estate. If your estate 
is larger than $200,000 and you have children, then your 
spouse and children share the excess above the preferential 
share. The amount of such sharing depends on how many 
children you have.  

If you do not have a surviving spouse or children, 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 a properly drafted 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 that they accept the 
responsibility. A will also identifies the estate trustee, the 
person who administers and distributes the estate. Typical-

ly the estate trustee is your spouse.
There are very specific requirements relating to wills.  

To have a valid will you must sign it in the presence of two 
witnesses, both present at the same time, and they must 
also 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. In the event of 
divorce, the appointment of your spouse as an executor is 
revoked as is a bequest to your spouse of a beneficial inter-
est 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 wherev-
er situated. That tax is about 1.5 percent 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 included in the 
list of assets attracting estate administration 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 exclu-

David E. Rosenthal
BA., LL.B.

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.

Legal Estate  
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sively 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 
exclusively with assets where probate is not required. 
Shares of a dentistry professional corporation fall into this 
category. In the example above of a $3,000,000 estate, if the 
shares of your dentistry professional 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 administration tax on these 
assets. In this example, your estate will save $30,000 in 
estate administration tax.  Having a secondary will for your 
shares of your dentistry professional corporation can result 
in substantial tax savings.

Wills are an essential component to tax, estate and fam-
ily planning. Such planning can take time and there are 
often many factors to consider.  

Do not delay. Time is not always on someone’s side.
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M y mother is retired, in her late sixties, and is the defi-
nition of a snowbird as she is currently living at her 

Florida home. As her son, portfolio manager and retire-
ment planner, it is my firm’s job to make sure her money 
lasts as long as she does. So, if you want a true view of how 
our firm manages our most important client, my mom, 
then, here it is. 

March 2016 - Portfolio Summary 
Below is a summary of my mother’s investment assets as-
suming she has a $1 million portfolio (it is not appropriate 
to share the true value of her portfolio, but you will gain an 
understanding of the investment strategy through the vari-
ous weightings of the investments):

Cash and Short-term GICS: $440,000 

Equities:
$190,000 split evenly between various Canadian stocks 
$200,000 Currency hedged S&P 500 (largest 500 companies 
in the US) 
$20,000 Berkshire Hathaway
$50,000 Edgepoint Global Portfolio
$50,000 Black Creek International Equity and 
$50,000 MSCI EAFE iShares (currency hedged)

November 2018
From December 31, 2015 to November 15, 2018, the aver-
age annual return for the portfolio has been 7.44%. This 
exceeds the goals set out in her retirement income plan 
and as such, we are in an enviable position of increasing 
her monthly draw.

So how are we positioned today? At the time of this writ-

ing, we just experienced an October selloff in equities of 
6.5% in Canada and 7% in the S&P 500. Below are the list 
of current holdings and reasons why we hold them today:

Cash and Short-term GICS: $365,000
Reasoning - This is the most conservative we can be in fixed 
income. We remained concerned about the risk investors 
are taking on in bonds and, as such, are for the most part 
staying away. 

The weighting in cash and fixed income has been 
reduced over the past few years. During stock market 
declines, we have taken the opportunity to buy into the 
positions we like the most. Fortunately, these sell offs have 
met our expectations of being temporary and the new pur-
chases have added to performance. 

Equities:
$160,000 split evenly between various Canadian stocks
Reasoning - The majority of my mother’s portfolio is invest-
ed in the stock market. While she is retired and withdraw-
ing money from the portfolio, she still has a long-term time 
horizon. The conservative nature of our fixed income will 
be available to fund her living expenses should stock mar-
kets decline. However, over the long-term stocks have the 
greatest opportunity to outpace inflation. Since the writ-
ing of the first article in March 2016, we have reduced our 
Canadian equity holdings in favour of US and international 
markets given their superior economic prospects. 

$155,000 S&P 500(largest 500 companies in the US) in US 
currency
Reasoning - The US economy is currently in the best eco-
nomic condition of any of the developed world. 

98

Mark McNulty
BA, CIM, CFP
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dentists’ retirement savings. McNulty Group helps professional families transition from a life of successful practice to a stress-free 
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$40,000 Berkshire Hathaway 
Reasoning - Warren Buffet’s company continues to benefit 
from global economic expansion. 

$105,000 Edgepoint Global Portfolio & $100,000 Mawer 
Global Small Cap
Reasoning - Both managers have strong track records of 
outperformance and primarily invest in stocks outside the 
indices we are already in, which provides further diversifi-
cation for the portfolio.

$70,000 MSCI EAFE iShares (currency hedged)
Reasoning - This adds to our diversification and ensures we 
maintain exposure to stocks outside of North America.

The discipline we employ for making investment decisions 
in my mother’s portfolio is more important than her cur-
rent holdings. Each quarter the portfolio weightings are 
balanced back to the current percentages. This allows for 
counter-cyclical buying and selling. No emotion involved.

The most successful investors I have ever met do not 
employ a buy and hold strategy. They employ a buy and buy 
more strategy. That’s why I do it for Mom.
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Many tenants, especially those faced with challenges in-
cluding high rent, a demolition clause or no options to 

renew, wish they had relocated into premises that they own. 
We say that the “grass is always greener”; just how green is 
that grass in terms of economics, administrative time and 
long-term investment opportunity?

This article presents an actual case study where an ortho-
dontic clinic relocated from leased space into owner occu-
pied space in Kanata, Ontario.

The Original Premises
An orthodontic clinic was built in 2000 in leased premises in 
a professional office building constructed in the mid-1980s 
in Kanata, Ontario. The 3115 sq.ft. practice was built to the 
standard of that time and was located on the second floor, 
with access by stairs or elevator.  The base rent was modest 
but was calculated on an inflated premises area measure-
ment, and additional rent was significant including allocat-
ed costs and an administration fee.  Free, but sparse, park-
ing was available. The building was not available to patients 
outside standard office hours. The signage was limited to 
standard podium style signage.

The practice was purchased, lease assumed, renewed 
and amended. Then, the clinic was extensively renovat-
ed in 2009.The decision was made in 2014 to relocate the 
practice, despite expenses associated with land purchase, 
building construction and relocation including new lease-
hold improvements due in part to frustration with high rent, 
impaired parking, lack of signage, building hours, long-term 
stability and a potential investment opportunity.

Transition
In 2016, a parcel of 1.75 acres (77,000 sq. ft.) of vacant devel-
opment land was purchased on the same street in Kanata, 
approximately 3 km by road from the existing location. This 
area was chosen because of the proximity to the original loca-
tion to minimize patient attrition associated with the move, 
and also to take advantage of the rapidly-growing and afflu-
ent potential patient demographic both immediately around 
the clinic and in the surrounding areas. Development plans 
for a 10,500 sq.ft building, parking and landscaping were 
drawn and development permits obtained. A business plan 
was developed to inventory, quantify and manage the origi-
nal land acquisition and construction costs to ensure that the 
fair market rent collected from the tenancies would provide 
an acceptable return on investment. A standard lease was 
developed for use by all tenants in the building. The build-
ing was constructed and completed in July of 2017. The land-
lord leased approximately 6,000 sq. ft. in the new building to 
his professional corporation as tenant. The tenant prepared 
plans and obtained permits for the new clinic which was 
constructed and opened in February 2018. Approximately 
2,000 sq. ft. was leased to a periodontal practice in March of 
2018. Approximately 2,500 remains available for lease, ide-
ally for a pediatric dentist, oral surgeon, or anesthesiologist.

The property is large enough for a total of 20,000 sq. ft. 
of office space. The decision was made to build the space in 
two phases. The total cost of the project is justified by the fair 
market rent paid by the tenants. 

There are advantages to being the landlord including 
tax and debt principle repayment. In short, part of the rent 

Please send comments to info@realtyleaseconsultant.com

payment becomes equity over time. Being an owner occupi-
er provides an opportunity to be immediately aware of the 
condition of the property and manage day-to-day affairs 
such as snow removal and landscape maintenance. How-
ever, disadvantages of being the landlord include managing 
tenants, operating costs, and knowing that in 40 years, the 
style of building will no longer be current.

The New Premises
The new building and premises present a new modern look 
and feel. The building is designed to current high efficiency 
standards effectively reducing operating costs and therefore, 
rental costs. More than one oral healthcare discipline prac-
ticing in the same building offers practitioners visibility to 
potential patients without an actual business relationship.

The convenient location with immediate access to the 
417 (Queensway) and close to the junction of the Queen-
sway and Hwy No. 7 provides access to a large and grow-
ing primary potential patient population within a 5-minute 
drive. The population is highly educated with an average age 
of 41 years, a median household income of $108,032 and a 
very high employment rate. The annual spending on dental 
services is $543.51 per household. The current total popula-
tion of 13,963 includes 3,544 people less than 20 years old. 
The population is projected to continue to grow at 19.67% 
per year over the next 10 years.

The potential secondary patient population resides with-
in a 15-minute drive of the property and consists of 259,493 
highly educated residents including 61,713 people less than 
20 years old. The median family income is $111,741 and the 
annual spending on dental services is $502.32 per house-
hold. The total population is projected to grow annually by 
5% over the next 10 years.

Future Plans
The first priority is to lease the remaining 2,500 sq. ft. to a 
tenant that is acceptable to the owner/landlord. The space 

is bright, with large windows, and ready for occupancy as of 
the date of this publication. 

The second phase of the project will include construction 
and tenanting of a separate two-story building, with 5,000 
sq. ft. per floor and additional parking to suit the future ten-
ants.  The landlord is currently considering proposals from 
“build to suit” prospective tenants. 

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@realtylea-
seconsultant.com
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W hen contemplating the future of a dental practice, 
several steps are essential to this long-range plan-

ning. Dentists of mature practices need foresight and a clear 
strategy to optimize the financial potential of practice that 
will undergo transition in the future. Therefore, taking posi-
tive measures to enhance the mature practice requires a real-
istic analysis of the brand and the ultimate goal. 

Influence of Patient Population on  
Stabilizing Mature Practices
Mature practices have unique features. Often, these prac-
tices have had only one owner since the early 70’s and fre-
quently exhibit these common characteristics:
1. A declining patient base in general health and number; 
2. Patients may not be geographically close to the office 

but, they are loyal, content, and make regular visits to 
their “dental office”. This scenario can have negative 
repercussions in evaluating the practice for a future sale. 
Extremely loyal patients may be reluctant to transition 
to another practitioner’s style of practice and may ulti-
mately decide that the trip to the office is unjustified if 
their former dentist is unavailable. 

The majority of the purchase cost of an existing practice is 
the successful transfer of the viable patient base. The rest of 
the valuated assets may comprise a much smaller portion of 
the price and include, the following:

• Fixed assets
• Favorable rent
• Accessible location
• Staff of long duration, if retainable
• Transition assisted by the selling dentist

The existing long-standing team is key. Dentists often 
assume that they are the greatest reason for patients’ loyalty 
to the practice. The reality is that patients have an affinity 
to all the team members of the practice. A potential down-
side of having long-term employees is their resistance to 
change. This may include balking at a more contemporary 
approach to growing the essential new patient component 
of the practice.

Counter-productive Solutions to the  
Diminished Patient Flow
When some practitioners adjust to the diminishing demand 
for appointments, they sometimes employ counter-produc-
tive strategies. 
1. By decreasing office hours (e.g. 4.5-5 days/week to 3.5 

days/week) to accommodate the diminishing demand 
for services, they lose the potential for walk-in and emer-
gency patients to access care and services. This also neg-
atively impacts revenues. 

2. Cutting back on hygiene services while the dentist takes 
on this role also affects production adversely. Patients 
used to having 45-60 minute hygiene appointments 
often perceive this as a diminished service.

3. Eliminating the introduction of more contemporary pro-
cedures because of investment costs also hurts the prac-
tice. It makes the practice seem less modern and up-to-
date and is a disincentive for loyal patients to refer their 
family and friends. 

Strategies to Assure Protecting Value  
of Our Aging Practices
The need to step back and take stock of the existing operation 

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.

is undeniable. Bringing in an outsider with a strong knowl-
edge of dental office operations to obtain an unbiased 
assessment of the present status is valuable. This evalua-
tion should begin as soon as production and the ability to 
acquire new patients begins to decline. Generally speaking, 
this would be 5 to 7 years before one would be planning to 
place the practice on the market. What should this exercise 
yield? A sense of what makes this practice different from all 
other practices. 

The Brand
What is the practice’s unique essence? The Brand. 

Each office has a unique brand that should be communi-
cated to its community of potential patients. A web designer 
or marketer can develop an effective website to tell the story 
of your personal practice which will resonate with the inter-
net-friendly potential-patient-user. Those who scan web-
sites before calling the office to get more information about 
the practice generate the majority of new patient referrals; 
therefore, it is essential to develop a positive online pres-
ence. If patients are reluctant to commit on the basis of view-
ing the website or getting a personal referral, an invitation to 
visit the office for a more in-depth explanation of the opera-
tion on a pro bono basis could be considered. Additionally, 
further steps to make inexpensive cosmetic improvements 
to the physical environment of the practice is an option. 

Another positive improvement is to add a coffee and 
drink station in the reception area to create a more hospita-
ble and contemporary feel. Signs placed in the waiting area 
indicating that new patients are always welcome also helps 
to create a warm, comfortable, and inviting atmosphere. 

The mature practice, with some updates and upgrades, 
can ensure that you have a valuable asset upon transition 
to sale. Choosing the status quo and allowing the practice 
to atrophy and decline is less than ideal. However, by taking 
initiatives to arrest the decline can lead to enhanced pro-
ductivity and increased professional satisfaction. Which 
would you prefer? I strongly recommend the latter. 

The mature 
practice, with  
some updates  
and upgrades, can 
ensure that you have 
a valuable asset upon 
transition to sale.

Dr. Ron Weintraub
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Review your expenses
If you have donations, medical expenses, child care expens-
es and other tax-deductible expenses, you should see if you 
have the corresponding receipts. If not, you still have time 
to ask the particular organization to reproduce a receipt. 
Charitable receipts are not always available right away, but 
at least you will know what receipts are still outstanding. If 
you want to get a tax break on your personal tax return by 
making a donation, make it before December 31st so that it 
will count for your upcoming tax return. If you have a corpo-
ration, you might consider donating via your corporation.

For child care expenses, make sure the lower income 
spouse has a salary or business income so that they can 
deduct child care expenses. Depending on your situation, 
you may have to issue a salary to the lower income spouse 
before December 31st.

A little work now will help you avoid the sticker shock of 
an unexpected April 30th tax bill. Enjoy your holidays, but 
do take some time to get your financial house in order to 
make the following months a lot less stressful.

The holidays are a busy time of the year, but don’t forget 
that tax season is just around the corner. To help you 

prepare for the upcoming tax deadline, review our holiday 
tax checklist to make sure you haven’t missed anything. 

Sign up for an online account with Canada Revenue 
Agency (CRA). 
If you haven’t already done so, sign up for online access to 
your tax file with CRA. Your individual login will provide you 
with lots of useful information such as access to prior notice 
of assessments, RRSP limits, TFSA limits and more. 

Review your tax balances and limits
With online access to your tax account, check the following 
balances:

RRSP limit - The deadline for contributing to RRSPs is March 
1, 2019, so if you intend to contribute to an RRSP, review 
your contribution limit now and start budgeting for it. 

TFSA limit - You can contribute up to $5,500 ($6000 starting 
January 1, 2019) each year to a TFSA starting on January 1st. 
If you have made withdrawals in the past or haven’t always 
topped up your TFSA annually, check how much you can 
contribute now and take advantage of the tax-free savings. 
If you have money or other investments earning interest or 
investment income sitting outside your TFSA, you may want 
to transfer them into your TFSA if you have the room. There 
could be a tax bill on the transfer, in cases where the invest-
ments have appreciated. 

Tuition credits - If you have recently graduated, check 
to see how many tuition credits are remaining. The larger 

the number, the less tax you will have to pay. If your tuition 
credits are low (under $100,000), start putting money aside 
now for a larger tax bill than prior years. 

Installments - Check your installment balance against the 
required payments. If you are short on installments make 
sure you top up as soon as you can to avoid interest.  

RESP - RESP contributions are not found on CRA’s website, 
but you may want to double check to see if you have made a 
contribution for your child. For annual contributions of $2,500, 
the government will provide your child a top up of $500.  

Estimate your income
If you receive a salary, you can look at your latest pay stub to 
get an idea of what your expected salary will be for the year 
before you even receive your T4. 

If you receive associate/business income, you may want 
to start tallying up your income to get an idea of what your 
total annual income will be. 

If you pay yourself a dividend, tally up the money you 
have taken out of your corporation. You will need this infor-
mation to prepare tax slips soon, so it doesn’t hurt to get a 
head start now. Remember that the new tax rule changes in 
2018 mean dividends paid to family members that do not 
work 20 hours or more per week throughout the year for 
your business may be considered unreasonable and subject 
to a much higher tax rate. 

Finally, if you have an account called “Due from share-
holder” or “Shareholder advance/loan,” on your corpo-
ration’s financial statements, speak with your accountant 
now to see if this might affect your upcoming personal 
income taxes. 

A little work now 
will help you avoid 
the sticker shock of 
an unexpected April 
30th tax bill.

Please send comments to david@dcy.ca

David Chong Yen
CPA, CA, CFP

Louise Wong
CPA, CA, TEP

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 / eu-
gene@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.
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