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FROM THE OFFICE

National Election 
We all have just a few months to fig-
ure out which candidate to support 
for President. I’m sure many of you 
already have decided, but if you’re 
like me and a large number of Ameri-
cans in 2016, there’s a chance you’re 
undecided.  
 
	 One thing is for sure: Regardless 
of whom I vote for, it will be a can-
didate I have sworn I would NEVER 
vote for!! Admittedly, I’m a little frus-
trated by our choices for President in 
2016. 
 

	 For those of you that are pas-
sionate about either Hillary or 
Donald, it’s nothing personal, but, 
frankly, neither does much for me. 
There’s no one like a John F. Ken-
nedy or Ronald Reagan who could 
really generate excitement with the 
masses. To me, this is more like 
Walter Mondale or Gerald Ford...
Hell, I’d love to have a chance to 
vote for either of those two this 
year! 
 
State and Local Elections 
	 Regardless of my frustration 
about my choice “at the top of the 
ticket,” I will certainly vote on Tues-
day, November 8, 2016 and con-
tinue to support my local legislative 
choices. There are many important 
legislative races in Kansas. 
 
	 The August primary elections in 
Kansas have promised significant 
change on the political landscape 
in our state. This creates both dis-
appointments for our friends who 

Kevin Robertson, CAE
KDA Executive Director

I was recently asked to serve on the 
“Sustainability Task Force” at my 
church. It seems many organizations 
are asking shareholders to review 
factors which may influence their 
long term survivability. It occurred 
to me that dental practices could 
benefit from a similar process. I see 
two views regarding sustainability in 
a dental practice – the first center-
ing on the career of its current owner 
and the second, the focus of this ar-
ticle, the ability of the business to be 
transitioned to the next generation of 
ownership.  
 
Real Estate 
	 In its simplest form, a prospective 
buyer must be able to get a market 
rate lease or purchase price on the 
practice space. If the landlord will 
not offer the buyer a suitable lease, 
your practice value may evaporate. 
Complications may also arise if the 
seller owns the real estate. The loca-
tion of the building may no longer be 
desirable, which will reduce practice 
value. We find, too, that buildings 
purchased or built in the last fifteen 
years are often not worth what the 
owner paid for them and an “upside 
down” mortgage is tough to swal-
low for a prospective buyer. Finding 
out that their building is not worth 
what they had projected has caused 
more than one doctor to take the 
practice off of the market. Ultimately, 
the space cost overhead target for a 
general practice should be in the five 
to eight percent range. 

“Sustainability” and Dental Practice Transitions 
Provided by Dr. Steve Wolff ,  DDS

Patient Base and New Patients 
	 Practices that do not have an adequate number of 
loyal patients along with an ongoing stream of new pa-
tients to replace those lost to attrition may have a hard 
time being transitioned to a new owner. We like to see 
somewhere around fifteen percent of the active patient 
base coming into the practice as new patients. 
 
Physical Facility 
	 Dated practices with antiquated equipment are a 
tough sell. If you don’t have digital technology it is al-
most a direct deduction in value. Likewise, curb appeal 
matters. Today’s buyers have little stomach for taking on 
rehab projects.  
 
Staff 
	 Without a trained staff to assist the new owner, your 
“practice” is basically a client list and a building full of 
used dental equipment. Your staff is a valuable asset and 
should be kept well trained and productive – but be care-
ful to maintain a balance between affordable overhead 
and the possibility of jobs having to be eliminated.  
 
Location 
	 This is a tough one. The current reality is that practic-
es in metro areas are more desirable and will sell in less 
time. Even if you have an otherwise marketable practice 
in a rural area, there is a good possibility that no buyer 
will come along before you decide to just lock the door 
and leave. Sorry. There just are not enough new docs to 
replace all those from the large UMKC and UNMC class-
es of the 70’s who spread out across the rural Midwest.  
 
Revenue 
	 Of all the factors we have discussed, this may be the 
800-pound gorilla. In our Midwest market, if you are a 
solo practice, general dentist and your collections are 
less than $400,000 annually, your practice as you know it 
may not be sustainable into the next generation.  Below 

this level there is simply not enough 
money to pay the overhead, taxes, 
student loans and acquisition debt 
and still have money for the buyer 
to cover living expenses. Today’s 
transition sweet spot seems to be in 
the $600,000 to $800,000 range. For 
those not reaching this figure, if there 
are enough other positives about the 
practice, it can possibly be sold as a 
satellite location or a merger target. 
When we have seen buyers struggle 
with their new practices, the problem 
generally stems from them getting a 
bargain price on a practice that was 
just not big enough.   
 
	 You should begin now to maxi-
mize the positives of your practice 
and minimize the shortcomings in 
order to move closer to the day when 
you successfully trade the practice in 
for cash. If the harsh reality is that it 
cannot be sold, you should do what 
you can to get the most out of your 
efforts, make solid retirement plans 
and enjoy it while you can.

Dr. Steve Wolff, DDS, is the co-owner of ADS 
MidAmerica Dental Practice Sales in Kansas 
CIty, Missouri. He is a contributing guest author 
for Dental Economics Magazine and Midwestern 
Dentist. He blogs at ads-midamerica.com. 

will not be returning to the legislature but also opportu-
nity to start with some fresh faces.  Like a new student 
approaching the first days of school, many of these new 
candidates have very limited knowledge about the many 
issues they will face in the Kansas Statehouse…including 
dentistry. 
 
KDA Member Involvement 
	 The KDA will be reaching out to discuss many dental 
issues with new candidates, but we need your help mak-
ing a connection with those candidates as their local “go 
to” constituent on dentistry and dental issues. There are 
many legislators and new candidates who need den-
tistry’s support. I encourage you to be involved in your 
local legislative elections. Get to know your legislator or 
candidate and discuss dental issues with them. The KDA 
will be sharing the names of the candidates our Kansas 
Dental PAC supports as a reference as the election ap-
proaches. 
 
	 A list of candidates in the general election for national 
and state offices is available on the Kansas Secretary of 
State’s Office web site. To view this list and learn more, 
visit kssos.org, click on the Elections & Legislative tab, 
and select Upcoming Elections from the drop-down list. 
 
Remember … Vote on Tuesday, November 8!  




