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Ralph Crawford is an Honours Graduate from the University of Man-

itoba and has enjoyed a varied dental career. Prior to being editor of 

the Canadian Dental Association Journal from 1989 to 1997, he oper-

ated a Winnipeg private practice concurrently with being a clinical in-

structor at the University of Manitoba. He served as President of both 

the Manitoba Dental Association and Canadian Dental Association. 

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.

Ron Weintraub is the founder of Innovative Practice Solutions (IPS) 

and former owner and founder of Bayview Village Dental Associ-

ates and Downtown Dental Associates. He practiced dentistry from 

1963-2004 and has consulted on behalf of major dental suppliers, 

manufacturing companies, as well as individual dental offices for 

over 20 years. In 2004, Ron gave up clinical practice in order to focus 

soley 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 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.

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 fac-

ulties of dentistry.

Mark McNulty is President of McNulty Group, a firm responsible for 

managing $200 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. Mark is the author of The Tran-

sition Coach 2.0–A Canadian Dentist’s Guide to a Perfect Retirement.
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S ome weeks ago we took a bus tour with a group of se-
niors — a break in routine that we always enjoy. Bus 

tours have, particularly for older folk, certain advantages. 
Someone else does all the driving, they tell you when to get 
on and off the bus, all your hotel accommodations and most 
of your meals are included, as are the sightseeing ventures 
and entertainment. This particular tour took us into Seattle 
Washington where we stayed at a fairly new, very fashion-
able, 375 room resort casino. The rooms were certainly above 
your average hotel fare and the all-you-can-eat buffet was 
certainly exceptional.

But what really fascinated us was the casino. Not being 
anything but occasional amateur gamblers we were over-
whelmed with the almost 2,000 slot machines and gaming 
tables – all on one floor –that were available 24 hours a day. I 
can’t verify how busy the slots were in the small hours of the 
morning but because we had to pass through the casino to ac-
cess the buffet I know they were well attended day and night. 
And as any of you who have been to casinos can attest, the 
makeup of those playing the slots come in all varieties of life – 
age, gender, race and probably  rich and poor. 

 Although I didn’t particularly stop and stare it seemed to 
me that some of the gamblers were glued to their seats by the 
hour.  

Our own gambling experience over the years is limited 
and brief except for the occasional visit to a casino a couple 
times a year and buying the odd lottery ticket.  Knowing noth-
ing about slot machine pay-outs, percentages, etc., and being 
somewhat money conscious, we allowed ourselves $40.00 
a day for gambling. As you have already guessed, we didn’t 
gamble long before the $40.00 was gone and came home win-
less. On the other hand, some of our friends did win with pay-
outs in the low hundreds. 

As noted above, for us the inexperienced, the whole busi-
ness of gambling is fascinating. I really can’t get my mind 

around those who willingly spend a great deal of hard earned 
money with no guarantee of a return. And when I turn my 
mind to our Professional Advisory I’m more convinced than 
ever that within its pages there is no gamble whatsoever and 
the potential for a valuable return is outstanding. When David 
Lind deals with Irrational Exuberance or The New Normal his 
outline of what is happening in the changing of the practice 
sales market isn’t about gambling, it’s sage advice on how to 
succeed. Likewise, in T is for Type of Income, David Chong 
Yen and Louise Wong suggest that understanding – not gam-
bling — the types of your income will help maximize the 
amount of dollars that reaches your pocket. 

And certainly there’s no gambling involved when Ron 
Weintraub outlines the benefits of Successful Dental Strat-
egies for a Rapidly Changing Demographic. Attention to the 
needs of the senior demographic offers benefits for them as 
well as to dental practices. In his article Real Retirement Con-
cerns, Mark McNulty advises dentists that there are real con-
siderations that can make and break retirement. Taking these 
realities seriously no doubt takes the gamble out of when and 
how to retire.  Ian Toms in his Tenant Representation tells us 
that over the past 20 years there has been remarkable chang-
es for tenants to manage locations. He suggests you don’t 
gamble with the process: “It boils down to one key issue. Is 
the person who will be completing the negotiation on your 
behalf be the right fit”?

Finally, as we recall the tremendous contributions of 
Barry Spiegel over 36 volumes of The Professional Advisory 
and are sadly aware of his passing last July, we know that 
as we read the reprint of his last article Do As I Do or Do As 
I Say, there was no gamble in planning his retirement. His 
life was based and lived on the surest things of value and 
doing what was right.

“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.”

Gambling !?

Ralph Crawford
BA., DMD 
crawford@dccner.com

Notes from the editor:
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I will shortly be retiring from the practice of law, and 
thought this would be a good opportunity to say farewell 

to my readers. I also thought that you might find it interest-
ing and helpful to read about my experience in preparing for 
the transition of my practice and my imminent retirement. 
Some day, you, too, will head into retirement. For many 
years, I have been advising dentists about how to approach 
retirement and the transition from the life of a principal to 
that of an associate or “retiree”. So my question to myself is 
“Did I really do what I have told my clients to do?”  You can be 
the judge, and, remember that the jury is still out until I have 
been fully retired for at least a few months.

It has taken eight years from the planning stage to today. 
Proper (and lengthy) preparation is the key to success. In 
the year 2000, I began looking for my successor – someone 
who shared a passion for the law, had a common philoso-
phy of practice, had the necessary technical skills and cre-
ativity, and finally, someone who would truly care for and 
understand the clients’ needs. Five years ago, I thought I had 
found the right person.

My spouse was an integral part of the equation. For vari-
ous reasons, she knew relatively little about my professional 
practice, our assets, investments, prospects or net worth. (I 
knew very little more.) So we spent many hours informing 
and updating ourselves. We then revised our wills to take our 
current situation into account and to achieve the appropri-
ate tax advantages. Had I not been a lawyer myself, I would 
have consulted a wills expert. Had I been wiser, I would have 
retained a financial planner.

Transition   
— Do As I Do  
Or Do As I Say?

Barry Spiegel
LL.M., Q.C.
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In Memoriam: This article was 
written by Barry A. Spiegel, Q.C. 
in September, 2008 in Volume 36 
of The Professional Advisory. This 
was Barry’s last article in the PA.  
Sadly, Barry passed away in July, 
2014. He was a founding mem-
ber of The Professional Advisory 
and co-founder of our law firm, 
Spiegel Rosenthal Professional 
Corporation. We shared the same 
passion for business law and  
advising dentists throughout 
Ontario. Barry was my mentor 
for many years. He will be sorely 
missed. Our deepest condolences 
to Barry’s family and loved ones. 
With the permission of his wife 
Joyce, as a tribute to Barry, his 
article is reprinted below. 
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Having found my 
intended successor, 
we worked closely  
for almost three years 
to ensure we met 
each other’s goals.

Barry Spiegel, Q.C. was a senior lawyer with Spiegel Rosenthal Professional Corporation whose practice was devoted to corporate 
commercial and business law, with special emphasis on advising dentists. His successor, David Rosenthal, can be reached at (416) 
865-0736 or e-mail to david@drlaw.ca

Please send comments to

I then prepared a list of things I have always wanted to do 
but never seemed to have the time for. To retire without any 
forethought of how to occupy your time can be dangerous. 
My list was lengthy and included many activities that were 
both intellectual (to keep my brain functioning) and recre-
ational (to keep my heart functioning). I had never realized 
how much I had deprived myself! However, to this date, I 
have not prioritized these plans preferring to let time tell me 
when to act.  But I am ready--.

Having found my intended successor, we worked closely 
for almost three years to ensure we met each other’s goals. 
Full and open disclosure was paramount since it created a 
mutual feeling of trust and respect. We then carefully nego-
tiated his purchase of the practice with each of us obtaining 
independent advice before signing a binding agreement.  
The law practice was incorporated as a professional corpora-
tion and I agreed to remain as a shareholder so that my name 
could remain as part of the practice name. Since that time, 
we have worked closely to ensure, as much as possible, that 
my clients knew who would take over the practice and that he 
had my complete confidence.

I was not ready to retire, and did not think I had passed my 
“due date”, so we agreed that I would remain as an associate 
for at least one year to continue to assist in the introduction 
of clients and consultants. After one year, I would remain un-
til either of us gave adequate notice to the other.

Nothing you have read so far, while important, is extraordi-
nary. However, I was not fully prepared for the raw emotions 
that I am feeling as I say goodbye to my persona as a lawyer, 
and to the clients and friends I have made over my 46 years of 
practice. The detailed preparation seems to have paid off.  My 
eight years of planning have made this into an exciting time for 
both my wife and me, which it should be, with just a touch of 
sadness as I embark on the next stage of my life.

5
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I work with dentists nearing retirement, and I 
can tell you that this stage of life can be a very 

worrisome time for many of your colleagues. 
Despite all the happy seniors you see in finan-
cial commercials, many financially successful 
dentists feel a high level of stress during this 
period of their lives. The first step in managing 
any stress is understanding the cause. What 
are the real concerns you should have when it 
comes to planning for your retirement?

I first witnessed this stress when I was my 
father’s assistant planner back in the 90s. We 
had been working with a couple for several years, 
helping them to plan and save towards their retire-
ment. I remember looking forward to our upcom-
ing meeting where I would experience the joy of ad-
vising this great family that their plan had come to 
fruition. They had achieved financial independence 
(the ability to work out of desire rather than need). I 
remember smiling at this couple, expecting an expres-
sion of joy to be reciprocated, only to observe an expres-
sion of fear on both of their faces.

Why were they so reluctant to retire? For some very 
real reasons, most of which I take for granted be-
cause I deal with them daily. Below are some of 
the real concerns that can make or break your re-
tirement:

} Longevity—how long will you live? This is the greatest un-
known. Whether you live for another 15 years or 30 years 
makes a big difference to your planning. There is a good 
chance you will have to finance your retirement lifestyle into 
your 90s. According to Moshe Milevsky, an associate pro-
fessor of finance at Toronto’s Schulich School of Business at 
York University, there is a 41 per cent chance that at least one 
member of a 65-year-old couple will live to age 90. 

} After-tax spending—how much will you need to spend every 
year of your life? Will you spend the same amount each year 
for the rest of your life, or will you spend more in your healthy 
early years and less when you are 85? The timing of when you 
spend your savings will affect how long your money lasts.

} Inflation—how much more will your life-
style cost in the future, simply because the 
prices of everyday items have increased? 
Too little attention is being paid to the 
topic of inflation right now because it is 
currently low. Do you remember the 80s? 
Just like the clothing, I’m afraid inflation 

will be making a comeback. 

} Health care—how much will your health 
care cost? Will you need in-home care some 

day at $150,000 per year? As we all know, 
there is going to be a great strain on the health 

care system as we have more seniors needing 
support every day. How will this affect costs in 
the future?

} Income taxes—how much of your savings 
must you withdraw each year in retirement 
(and from which accounts) to receive enough 

money after-tax to live? When do you withdraw 
funds from each account so you pay as little tax 

as possible? Remember that term tax deferral? 
Well, the government now wants that tax you 

saved by deferring all your money in RRSPs and 
corporations.

} Interest rates—how will interest rates affect your re-
tirement savings? How can you grow your savings faster than 
inflation when the average bond is paying less than three per 
cent today?

} Market bubbles—how would another stock market decline 
like we had in 2008 affect your retirement? How can you 
build your portfolio to withstand this type of event?

What are the costs of retiring early or of waiting too long 

to retire?

The result of these very real concerns is that most dentists 
I know work longer than they have to. They want to build a 
cushion into their plan. The reality is that for every year you 

Real Retirement 
Concerns

Mark McNulty
BA, CFP®, CM®
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Whether you live for 
another 15 years  
or 30 years makes 
a big difference to 
your planning. There 
is a good chance you 
will have to finance 
your retirement lifestyle 
into your 90s.

Please send comments to

retire early you pay three penalties: you lose a year of poten-
tial savings, you lose a year of growth for your retirement sav-
ings, and you gain one more year of retirement expenses.

However, there is another reality that you must weigh as 
well. For every year you work, you lose another year of be-
ing a healthy, active individual with freedom. As my father 
always says, no one lies on their deathbed wishing they had 
worked more. While it is true you may live into your 90s, how 
many of those years will be healthy?  

Do these considerations pull you in different directions? 
Regrettably, both realities are true and accurate. But there is 
another reason some dentists work even though they have 
achieved financial independence. They simply don’t know 
they already have enough. So how much is enough for you?

You are the only one who can make the final decision 
about when you are ready, given all these variables and risks. 
But make sure you know what number you should be work-
ing towards. It would be a shame to have already reached it 
and never get to enjoy it.

Mark McNulty is President of McNulty Group, a firm responsible for managing $200 million of Ontario dentists’ retirement sav-
ings. McNulty Group helps professional families transition from a life of successful practice to a stress-free retirement by using 
a holistic approach of practice and personal retirement planning. Mark is the author of The Transition Coach 2.0–A Canadian 
Dentist’s Guide to a Perfect Retirement. Mark may be contacted at 1‐866‐261‐4768 ext 209 or at mark@mcnultygroup.ca
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Y our practice location is your most valu-
able asset, providing permanent access to 

your patient population and infrastructure for 
your fixed assets. Most dental clinics are locat-
ed in leased space which is dependent on a land-
lord-tenant relationship.

Over the past 20 years, a number of remarkable 
changes have permanently changed the tenants abil-
ity to manage its location. A savvy tenant must recog-
nize and respond to the changes.

The commercial real estate industry has changed sig-
nificantly – Times were when your landlord was a per-
son who owned a building with a relatively small num-
ber of tenants. You knew the landlord personally, and 
knew that the landlord needed your tenancy. Now 
the large community of small landlords have sold 
their holdings to a small community of very large 
landlords who have accumulated vast real property hold-
ings which has a number of effects for tenants. 

} First, your negotiating power is now significantly reduced 
because in many cases you are just one in thousands of ten-
ancies – in short, many current landlords could not care less 
if you threaten to leave. For example, Manulife Real Estate 
controls 38,700,000 square feet of real property; a 1,500 sf 
tenancy represents .0039 per cent of their portfolio.

} Second, large landlords set their rent on the basis of invest-
ment return rather than what the market bears, knowing that 
in many markets tenants have nowhere else to go. 

} Third, contemporary plaza design favors large “big box” 
style regional plazas which provide little or no space for den-
tal clinic tenants.

} Fourth, instead of dealing with the landlord, you now have 
to call leasing managers who don’t even return your calls be-
cause you are only one of thousands of tenancies for which 
they are responsible. Know that your leasing manager has a 
budget for vacancy and may not be motivated by your call. 

The tenant community has changed significantly 
– Times were when your co-tenants were private 
owner-operated enterprises with bargaining pow-
er equal to small private landlord ownership. No-
tice that many independent tenants have been re-
placed by chains with hundreds if not thousands of 
locations which are able to pay a higher rent and 
are supported by in-house real estate professionals 
who deal with sophisticated leases and landlords. 

Secondly, almost every real estate development has 
at least one dental clinic tenant. Often several clinics 

bid for space creating a demand that results in a neg-
ative negotiating position which landlords translate 

into difficult lease terms and conditions. 

Tenant representation has changed significantly – Times 
were that your real estate agent “found you a spot”, you had a 
chat with your new landlord to agree on tenancy terms, your 
lawyer reviewed the proposed lease, and you signed and 
were on your way. 

Just as the leasing industry has changed, so has the tenant 
representation profession. Tenants are no longer able to “do 
their own lease”. To choose who should represent your inter-
ests, you need to understand your options. 

} First, boutique consulting firms are small, specialized lease 
consulting firms providing professional services to a limit-
ed number of clients who expect superior performance and 
service based on professional qualifications and personal 
experience of many thousands of files. These firms typically 
operate under an ethical and professional corporate philos-
ophy, providing excellent results while keeping client costs 
to a minimum. Office overhead is often minimized through a 
referral network of experts instead of carrying in-house staff.

Tenant 
Representation

Ian D. Toms 
B.Sc. (Hons)
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} Another option is large brokerage firms. But large real es-
tate brokerage firms do just that; they broker properties in 
exchange for a commission paid by the landlord which is 
based on what rent you pay. Not only is your representative 
paid by the “other side”, but the more rent you agree to pay, 
the more your representative gets paid, both of which are 
conflicts of interest. Representatives of these firms may sell 
their service on the basis of superior market knowledge, but 
it’s your lease terms and conditions and not the market that’s 
important here. Few if any representatives specialize in lease 
negotiation because their primary focus is brokerage. 

} Finally, a number of small to medium sized lease consult-
ing firms have formed. These firms are in growth mode, col-
lecting staff who may not have any particular experience and 
charging fees which appear to be related to high overhead 
and their company growth rather than what they accomplish 
for their client. They appear to be less specialized, attempting 
to be all things to all people all the time. More staff, a smooth 
intense sales pitch, and higher fees do not translate into ef-
fective performance. 

At the end of the day, regardless of which tenant representa-
tive you choose, it boils down to one key issue. Is the one per-
son who will be completing the negotiation on your behalf 
the right fit for you? Trust your instinct.

Mr. Toms has been creating and preserving realty leasehold value since 1986 and can be reached at (705) 743-1220, by e-mail at 
iantoms@pipcom.com, or through his web site at: www.iantoms.com. 
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A n aging Canadian population suggests the 
undeniable demographic shift towards more 

mature patient age groups that has implications for 
our dental practices. As our patient base ages, we 
realize seniors’ emphasis on their health needs to 
be reflected in the everyday practice of our offices. 
We need to consider corresponding adjustments 
to our treatment concentration.

GENERATIONAL CHANGES

As patients’ needs change, our often-perceived ob-
session with projecting an “image” of being totally 
esthetically focused must also change. This phenom-
enon is becoming apparent as one observes the many 
dental marketing venues. A casual glance at the signage 
at these offices announces the presence of a dental fa-
cility that sends a message with the primary focus 
on pictures of a “beautiful family” with dazzlingly 
attractive smiles. Such photos speak more to the 
younger generation of patients. Maintaining and 
providing a pleasing general aesthetic is legitimate as 
well as an important part of what we offer our patients. Where 
a harmonious aesthetic zone is built into the patient’s face, it 
benefits patients’ self-esteem and confidence 

For senior patients, however, the youthful model imag-
es lose out to their real health concerns that have proved to 
be an increasing preoccupation for them. With emphasis 
on aesthetics, we risk appearing to downgrade those of ad-
vanced years who need to have our concentration on phys-
iologic based dentistry. Our facilities and our commitment 
to being “physician of the oral cavity and regional anatomy” 
should be acknowledged in the signage to the public.

SHIFTING DENTAL OFFICE PRIORITIES

If we agree that the priorities of our current and potential 
patients may have shifted with time and maturity, then it 
benefits wise practitioners to project that focus to attract the 
increasingly mature patient base.  Having the title “Doctor” 
does not represent an honorific appellation, but rather it im-

poses many responsibilities to guard against 
pathology in the area of the body for which 
we are responsible.   

More focus should be placed on the bio-
logic treatments that dentistry provides and 

is of specific concern for older patients. For 
example, common needs of an aging popula-
tion are the following:

} sleep apnea 
} TMJ 
} snoring  
} oral cancer examinations 
} acute/chronic periodontics 
} dental malocclusion correction
} maxillary facial surgery
} implant placements 
} xerostomia  
} the effects of debilitating chronic disease

 
By refocusing our attention on changes currently 

occurring in the current environment, an aging patient pop-
ulation provides an opportunity to grow our practice.

SUCCESSFUL STRATEGIES

Some strategies appeal specifically to the enlarging Baby 
Boom demographic. Often with this cohort, liberal amounts 
of time expended by the office and practitioners are viewed 
as positive.  Although addressing the needs of multi-genera-
tions has its benefits,  some aspects of a practice are especial-
ly desirable by Baby Boomers who appreciate personalized 
attention and customer service from the administrative de-
partment and clinical area. 

A. Administrative Department

} Warm greeting of welcome to the office 
} Being offered coffee or other beverages in reception area 
and assistance in getting the beverage
} Introducing new patients by giving them a tour of the 

Dr. Ron Weintraub

Successful Dental 
Strategies For a 
Rapidly Changing 
Demographic
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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.

physical plant of the office and its facilities, restrooms, coat 
closet, and reading materials 
} Allowing sufficient time for designated staff member  
to “Take” a detailed medical history instead of handing out  
a clipboard and pen to check off a printed checklist history  
} Discussing the list of the many medications that senior 
patients are required to take and the medical challenges that 
many face.  

Most patients react favorably to the perception that their over-
all health and well-being are a particular concern of their 
dental office, but this message resonates well especially with 
seniors in our practice.

B. Clinical Area

Most senior patients appreciate the effort by the dentist and 
clinical staff when they carefully explain the long-term health 
benefits of a particular procedure necessitated by previous 
wear and tear of the existing dentition. An explanation helps 
to justify in their minds, the investment of time and resources 
that the sometimes-complex treatment plans for seniors en-
tail. This generation of patients does not accept the premise 
that being edentulous and wearing dentures is inevitable and 
acceptable at a certain age. Having looked after their mouth 
all through their lives, they are willing to commit some of their 
resources to maintain their oral cavity with intact dentition.

With the attentiveness of the administrative personnel and 
knowledge of the culture of an increasingly large proportion 
of available patients, dedicating time and energy to achieving 
their goals of maintaining oral health for this demographic of-
fer benefits for them as well as for our practices. As the pendu-
lum swings from our emphasis on cosmetic dentistry, which is 
of interest to a younger demographic, to the oral health of 
an aging demographic, we need a plan of professional priori-
ties that aligns with the increasing numbers of senior patients 
by expanding our emphasis toward addressing their goals and 
health priorities.  

 | The Professional AdvisoryVOL. 66 September 2014
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Not every dollar you earn is 
the same. When taxes are in-

volved, a dollar of income could 
be worth as little as 50 cents when 
it reaches your hands. An important 
factor in determining the amount 
of cash that reaches your pocket is 
the type of income you receive. The 
different types of income include:

Marginal tax rates in highest  

tax bracket 

Salaries 49.53% 
Dividends 
    Non-eligible 40.13%
    Eligible 33.82%
Capital Gains 24.76%

SALARIES
Salaries are payments to an employee for services 
rendered. Your professional corporation (PC) incurs an ex-
pense and the employee receives the income. Compared to 
other types of income, salaries have the highest tax rate in the 
employee’s hands.

Benefits of salaries:

} Income deferral: Corporate taxes can be deferred by de-
claring a bonus. The PC gets a deduction immediately, while 
the bonus including payroll deductions do not have to be 
paid until 179 days later.
} RRSP Contribution room: RRSP room is created when you 
have “earned income” which includes salaries but not inter-
est, dividends or capital gains. For 2014, the maximum RRSP 
contribution room is reached when your previous year’s sal-
ary is approximately $140,000.
} Canada Pension Plan (CPP): CPP is calculated based on 
pensionable earnings which includes salaries but not inter-
est, dividends or capital gains. If you wish to contribute to 
CPP and be eligible for CPP benefits in the future, you will 
need to receive salaries. For 2014, the maximum CPP contri-
bution is reached when your salary is $52,500. 

} $10,000 employee death benefit: 
As an employee, you can designate 
family members to receive $10,000 

from the PC tax-free upon your death
} Child care expenses: Deductions for 
child care expenses can only be claimed if 
you have earned income and you are the 
lower income spouse. 

 Caveats of salaries:

} Payroll deductions are required to be 
withheld from every pay cheque.
} Salaries paid to family members must 
be reasonable (i.e. comparable to what a 

stranger would be paid); otherwise CRA 
could disallow the salary deduction. This 

would result in taxes for your family member 
but no deduction for the PC (i.e. double taxation). 
} Employer Health Tax (EHT) is required when total gross 
payroll (including payments to casual labour but not inde-
pendent contractors) exceeds $450,000 in a year. 

DIVIDENDS
Dividends are payments to shareholders from funds available 
in the PC after paying corporate taxes. Your PC does not re-
ceive a deduction for dividends paid, but the shareholder re-
ports the dividends received as income. Since the PC paid cor-
porate taxes on these dividends, the shareholder gets a special 
tax credit which reduces the effective tax rate on the dividends 
received. See Table 1 for an illustration of the differences be-
tween how salaries and dividends work. 

Benefits of dividends:

}  Simple: No payroll deductions; write a cheque to the share-
holder for the dividend

}  Income splitting: Dividends are fully discretionary. No test 
for reasonableness.

} No EHT: Dividends are not subject to EHT

T is for Type 
of Income

David Chong Yen
CPA, CA, CFP

Louise Wong
CPA, CA, TEP
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Caveats of dividends:

} No RRSP room is created with dividends
} Not eligible to contribute to CPP 
} No $10,000 tax-free benefit to loved ones upon death
} No child care expenses may be claimed

13

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.

CAPITAL GAINS
Capital gains arise from the sale of capital property (i.e. your 
PC shares, stocks, bonds, real estate and other assets). His-
torically, the tax laws have given capital gains favourable tax 
treatment over other forms of income. Both the principal res-
idence exemption on the sale of your house and the $800,000 
lifetime capital gains exemption on the sale of qualifying small 
business shares (i.e. your PC shares) are examples of such pre-
ferred treatment. Only 50 per cent of capital gains outside of 
these two exemptions are included in taxable income, the re-
maining 50 per cent is tax-free. 
Here are some ways to take advantage of this favourable tax 
treatment. 

1) Purchase your dental building: Instead of issuing divi-
dends, purchase your dental building and use the accumulat-
ed profits in your PC to pay down the mortgage on your dental 
building. You save on rent, secure your lease premise and can 
sell the building in the future for a capital gain.
2) Pay down debt: When you sell shares, you sell both the as-
sets and liabilities of the corporation. Any liabilities remain-
ing as of the date of sale reduces both your proceeds/selling 
price and capital gains. If you pay down debt instead of issuing 
dividends to yourself, you maximize the proceeds and capital 
gains upon sale while minimizing dividends. 
3) RRSP investment mix: All withdrawals from an RRSP plan 
are 100 per cent taxable even if the investment income earned 
is a capital gain. Consider speaking to your investment advi-
sor about the appropriate mix of growth-oriented and fixed 
income investments held in both your registered and non-reg-
istered investment accounts. 

CONCLUSION:
Understanding the types of income will help you maximize the 
amount of dollars that reaches your pocket. Each form has its 
purpose and when used effectively, the 50 cents in your pocket 
may just turn into a dollar. This concludes our DENTIST Ap-
proach to Tax Planning series. In using our approach, we hope 
you understand that while tax planning may not be easy, it 
doesn’t have to be scary. 
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Table 2: How should you pay yourself?

Do you believe 
in CPP?

Pay only dividends to 
yourself and/or other 

shareholders.

Do you believe 
in RRSPs?

Pay yourself $140,000 in 
salaries. Pay dividends 
to yourself and/or other 
shareholders if you need 

additional funds.

Pay yourself $52,500 in 
salaries. Pay dividends 
to yourself and/or other 
shareholders if you need 

additional funds.

Table 1: illustration of how dividends and salaries work:

(assuming top tax rate and no CPP)

 DIVIDENDS SALARIES

Professional Corporation
PC’s income $150,000 $150,000
Less: Salaries (0) (150,000) 

PC’s taxable income 150,000  0
Corporate taxes (15.5%) (23,250) 0

Cash in PC available to distribute 126,750 0
Personal
Salaries received  150,000
Dividends received 126,750
Personal taxes – Dividends (40.13%) (50,865)
Personal taxes – Salaries (49.53%)  (74,295)

Cash in your pocket $75,885 $75,705
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The dental practice sales market, particularly 
in the large urban centres has experienced 

a prolonged period of growth in practice val-
ues. When compared with even a few years ago, 
practices now sell for between 20 and 40 per 
cent more on a relative basis. It is common to 
receive multiple offers for good practices, which 
leaves both vendors and purchasers struggling 
with how to deal with it. We are constantly queried 
by both sides of this unbalanced market with, “when is 
it going to change”?

When we hear that from Vendors, they are probably 
really asking, “should I sell my practice now because the 
market has peaked?” My standard answer is quite bluntly, 
no! The decision to sell a dental practice should be driv-
en by the dentist’s personal circumstance not because 
they may or may not catch the top of a market. It is 
not like a stock where you can get in and out mul-
tiple times and generate profit if you get the tim-
ing right. Frankly, from a financial point of view, the best 
strategy is to work until the day you stop working. You will 
make far more working a few more years than you will sell-
ing. Dentists sell for various reasons; freedom, health, time, 
stress, and other interests. When the time comes, you will 
know and it won’t be based on money.

When the question comes from purchasers, they are prob-
ably really asking, “If I wait a while longer will practices be-
come more affordable” or “when will the bidding wars sub-
side.” To answer this I will turn to a quote from Warren Buffet, 
“It is far better to buy a wonderful company at a fair price 
than a fair company at a wonderful price”. In other words if 
you find a practice that is suitable for you and it is run like “a 
wonderful company” than you should buy it and never look 
back. This is a life decision that will have impact on your life 
for 20 years or more. Therefore, getting the timing exactly 
right is somewhat irrelevant. Find the right one and go for it! 

So will the market change? Of course that is asking me to 
predict the future which I do not have the clairvoyance to do. 
However there are some compelling reasons to believe the 
market is going to stabilize. 
} The aging population of dentists has been written about 
over and over again. According to the CDA, the average age 

of a dentist in Canada increased from 46.8 to 
47.9 over the five year period from 2007 to 2012. 
This modest aging is not going to have a dramat-

ic effect on the number of dentists who want to 
sell. As I mentioned earlier, it is not age that mo-

tivates a dentist to sell, it is other things. So while 
I expect the choices buyers have will grow over the 

next few years, I do not expect a glut of practices to 
come onto the market that would increase supply 

enough to cause prices to drop. 
} The oversupply of dentists in Canada has been the 

single biggest factor that has contributed to the heated mar-
ket. CDA stats show that from 1997 to 2013 the population to 
dentist ratio shrunk from approximately 1,900:1 to 1,700:1. 
Fewer dentists are retiring, more dentists are graduating from 
Canadian dental schools and more foreign trained dentists are 
choosing to immigrate to Canada. All of these factors contrib-
ute to this statistic continuing to shrink.
} The purchaser population continues to be strong. Recently, 
several purchasers have given up finding a practice to set up 
instead. If a fantastic location can be found with a reasonable 
lease negotiated, this can be a successful path over the long 
term. Otherwise it can be very challenging to find enough 
patients to cover the overhead, let alone provide a reason-
able income for the dentist.
} There are several Canadian banks that are very active and 
very talented at lending into the market. They are pleased 
with their portfolios of loans to dentists. These banks are his-
torically well capitalized and are earning record profits quar-
ter after quarter. There is no reason to think their appetite for 
these loans will wane. 

Irrational 
Exuberance 
or The New 
Normal?
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} Corporate dentistry continues to put high values on the 
cash flow dentistry provides. This has also had a stabilizing 
impact on the market.

Overall, I believe there has been a slow steady paradigm shift 
in how both vendors and purchasers assess the market. We 
as dental practice brokers are living and breathing that shift 
every day and I believe what we have now is The New Normal 
and not Irrational Exuberance.

The oversupply  
of dentists in Canada 
has been the single 
biggest factor that 
has contributed to the 
heated market.

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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