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Made Simple.
Ownership



STEP 1 : 
FINANCING 

STEP 2: 
PRACTICE SEARCH

 

STEP 3 : 
LETTER OF INTENT

The first phase of purchasing a dental 
practice is to get prequalified for 
financing.  We make sure our clients 
get access to the best financing 
options from multiple lending 
partners.  We assist our clients in 
negotiating loan terms and walking 
them through lending conditions to 
ease the stress and workload. 

-

STEP 4 :  
DUE DILLIGENCE

STEP 5 : 
LEGAL FRAMEWORK
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to owning a10 STEPS
dental practice

 In this stage we want to be proactive in 
our approach and not reactive to what 
is listed on a broker’s website. We 
coach the doctor in how to go out and 
position themselves for the “pocket 
listings” these are the best listings that 
are purchased without ever going on a 
website or listing service. This saves 
the buyer valuable time in finding the 
right practice to purchase and puts 
them in the best negotiation position 
possible to start out.

 The letter of intent is still one of the most 
important documents because it's the 
first step in your negotiation with the 
seller. Without the proper experience, you 
can lose a lot of power and put yourself in 
a bad position to discuss the sales price 
and final terms of the sale even before 
you have done any due diligence. Mishan-
dling the letter of intent puts the buyer at 
risk for the entire negotiation of the sale. 

From the buyer’s side, this step is critical 
to understand the real value of the 
practice.  It is here that we go in and pull 
up to 20 reports out of the seller’s 
software to determine the best strategies 
for transitioning the practice and then 
position it for growth based on the new 
buyer’s vision for the future of the 
practice and team. 

Having the proper guidance and corporate 
structure needs to be established well 
before closing. The legal side of this 
equation needs to be done by a trusted 
attorney who has years of transition 
experience. Our role is to make sure the 
buyer gets the proper guidance, avoids 
paying for unnecessary documents, and 
can meet the deadline necessary to 
finalize the purchase. 



From Dreams to Reality
in less than a year.

STEP 6 : SIGNING THE LEASE
 

In this step, we verify the start date of 
the lease to ensure that there are 
proper tentant improvement allowanc-
es made so that the contractor has 
ample access to the space with limited 
or no restrictions.  Unless it is your last 
resort, we NEVER recommend using 

the landlord’s contractor.

STEP 7 : SELECT EQUIPMENT

We then, finalize what equipment the 
doctor needs and wants with known 
lending terms.   We introduce our 
clients to their territory representative 
that they will be working with after the 
project is complete.   We verify that the 
equipment representative and the 
contractor have successfully collabo-
rated together in the past to guarantee 

that mistakes are minimized.

STEP 8 : MARKETING

Marketing is what brings new patients 
into the practice and is responsible for 
its growth.   We make sure our clients 
create a brand and identity for their 
practice, and capitalize on organic 
marketing like social media, website, 
yelp, etc.).  Insurance companies are 
also considered as a tool for marketing 
as well as internal dental service plans 
to attract non-insured patients.  Then, 
we implement systems in the practice 
to keep patients coming back for life, 

not just for one or two visits.

STEP 9 : HIRE YOUR TEAM

The culture of a practice is paramount 
and most often overlooked.  The “team” 
is the engine that keeps the practice 
running in the right direction.  It is 
important to hire candidates based on 
personality profiles and values that fit 
the job description and needs of the 
office.  Having the right HR system in 
place ensures the employee and 

practice’s long term success.

STEP 10 : GRAND OPENING 

After all the anticipation, the excite-
ment is revealed with the Grand 
Opening to share our client’s dream 
project with their new community.  One 
week before the grand opening, we 
invite our client’s friends and family 
members for a soft opening and a dry 
run of the event.  The Grand Opening 
event welcomes the local community 
and potential referral sources for the 
doctor and team to connect with.   
Press releases and photos of the event 
are posted on all available social media 
platforms and community news 

outlets. 
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Transition to Ownership
the right way.

STEP 6 : 
CLOSING CRITERIA

 

-

STEP 7 : 
INSURANCE ANALYSIS

-

STEP 8 : 
MARKETING

STEP 9 : 
TEAM TRANSITION

STEP 10 : 
PATIENT RETENTION

-
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This step is all about making sure the 
buyer doesn’t lose the negotiation at the 
end of the close. In this stage it’s crucial to 
make sure that the doctor has met all 
requirements for both seller and lender to 
insure a quick close without any hurdles. 
It’s important that we insure the buyer 
has all of this completed so that the seller 
doesn’t change their mind or go with a 
backup offer should the closing deadline 
not be met. 

Continuing cash flow is vital to any 
successful practice purchase and transi-
tion plan. The only way to guarantee this 
happens is to have the practice insuranc-
es in place as close as possible to the 
closing deadline. Additionally, we recom-
mend using an expert in insurance negoti-
ations when raising fees to best position 
the buyer in retaining in network patients.

Marketing is always delicate when turning 
over ownership. In order to maintain the 
existing patient base that the buyer just 
purchased this needs to be handled by an 
experienced team so that the goodwill is 
still intact and the practice can start a 
new pathway to growth.  In most cases it’s 
important to have this plan set up before 
the loan is finalized so that the invest-
ment can be made out of the lending 
dollars and not out of practice cash flow. 
Making a mistake at this stage means 
that the practice will experience stunted 
growth for several months following the 
sale.

This is the make or break stage of being a 
practice owner. The buyer has to understand 
how to influence the team that the direction 
they want to take the practice, is in the best 
interest of the team that they just inherited. It 
is not uncommon for most buyers to 
experience push back and team members 
leaving the practice after the sale. Therefore 
the buyer needs a proven system to maintain 
the key team members and know what to do to 
replace those that decide to leave.

This is the area that most buyers lose 
sleep over and for obvious reasons. This is 
what you just paid for! It’s commonly 
known as Goodwill of the practice. Essen-
tially patient retention is top of mind and 
if you don’t know how to transition the 
practice from previous owner to new 
owner you risk losing patients with no 
way of stopping them from leaving. 
Naturally this will lead to loss in revenues 
and therefore a stressed out new practice 
owner. All the steps leading up to this 
stage are what need to be done right in 
order to insure a smooth patient transi-
tion and therefor a happy new practice 
owner.
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Speak with Jonathan today

614-406-4859

WWW.FORTUNEMGMT.COM | JONATHANMILLER@FORTUNEMGMT.COM

Jonathan Miller
First-Time Owner Specialist

Jonathan Miller has dedicated the past 12 years working with 
dentists exclusively in helping them realize their visions of 
practice ownership. During that time, he has helped open 
over 200 new dental offices from scratch working closely 
with nearly a thousand doctors. Utilizing Fortune Manage-
ment’s established network of over 90 Executive Coaches 
across the country, allows access to real-world experience on 
what makes a successful practice. Jonathan is an experienced 
public speaker and has been invited to speak year after year 
to some of the top dental schools in the country like USC, 
UCLA, University of Pennsylvania and Temple.

Fortune Management is the nation’s leading practice management company and 
has been supporting doctors for nearly 30 years.  Fortune provides an unparalleled 
combination of consulting and training through customized seminars, personal 
development, and coaching systems designed to enrich the professional, personal, 
and financial lives of dental practicioners. Our mission is to provide dental teams 
with management expertise, resources and solutions that will significantly improve 
their practice.

Fortune Management can show you how to:

Run your practice as a smart, successful business
Create staff accountabilty, letting the doctor focus on dentistry with less stress
Experience measurable improvements in your practice
Have a more satisfying personal and professional life
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