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Making the Decision to Sell Your

Practice in 2026

Selling your dental practice is one of the most significant
decisions of your career. It's a choice that requires careful
thought and planning to ensure a smooth and successful
transition. Whether you're seeking to retire or move on to
the next phase of your professional life, understanding
both the financial and emotional implications is crucial.
Here’s a comprehensive guide to help you prepare for
this life-changing step.

Key Considerations When Selling
Your Dental Practice

Financial Considerations

For most dentists, the sale of their practice represents a
significant portion of their retirement funding or future
investments. Maximizing the value of your practice is
essential, and understanding the influencing factors will
position you for a successful transition.

Factors Impacting Practice Values in 2026:

« Revenue & Profitability Trends: A consistent or
growing revenue stream is more appealing to
buyers than declining profits.

+ Patient Base & Demographics: Practices with loyal
patient bases and desirable demographics, like
families or professionals, are more marketable.

+ Location & Visibility: Urban settings or practices
with high visibility and accessibility hold higher
appeal.

+ Technology & Equipment: Modernized and well-
maintained equipment signals a thriving practice.

« Overall Curb Appeal: Clean, updated office spaces
help create an attractive offering.

While the 2025 average U.S. dental practice sale price
remains around 65-70% of the most recent annual
revenue, these factors can significantly impact valuation.

Next Steps: Begin by contacting a reputable local practice
broker for a professional valuation. This will provide a
starting point for determining whether you're financially
ready to sell. Remember, selling your practice doesn’t
necessarily mean retiring. Many dentists continue
working as associates within their sold practice or
explore opportunities beyond the non-compete radius
to continue generating income.

Emotional Considerations

Beyond the financial logistics, selling a practice can be an
emotional process. Over time, our work becomes tied to
our identity, patient relationships, and the teams we've
nurtured. Facing this transition is often harder than it

seems. Continued on Page 2
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Before listing your practice, ask yourself the following
questions:
« Canlseparate my identity from my role
as a practice owner?
« Dol have hobbies or interests to enjoy
post-sale?
« Am I ready to relinquish control of daily
operations?
« If I plan to stay as an associate, am
| comfortable adapting to changes
or working under another owner?

Workingthroughtheseemotionsinadvancewill helpyou
approachthesalewithconfidence.Acceptingthepotential
for feelings of loss or anxiety and addressing these early
ensures a smoother transition during and after the sale.

The Importance of Planning Ahead

Many practice owners make the mistake of waiting
until the day they're ready to sell before seeking help.
This reactive approach often results in limited options,
and lower valuations due to rushed preparations or
transitioning under unfavorable conditions. Instead,
experts recommend planning your sale at least three
years in advance. This preparation allows you to
focus on enhancing the practice’s value and strategic
marketability. Start by building a relationship with an
experienced broker who understands the evolving
dental practice market.

Benefits of Advanced Planning:

+ Customized Transition Strategy: Tailored plans
ensure the sale aligns with your financial goals and
timeline.

« Office Updates: Implement improvements like
updated technology or aesthetic enhancements
to boost practice value.

+ Avoiding Common Pitfalls: Diminished revenue,
outdated equipment, and other issues are easier
to address with time.

Why 2026 Is a Pivotal Year for Sellers

The dental industry continues to evolve, and the market
conditions in 2026 will present both opportunities and
challenges for practice transitions.
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Market Shifts That Will Impact Practice Value:

1. Supply and Demand Changes

The aging baby boomer population is entering
retirement, leading to an influx of practices hitting
the market. While this creates more competition
among sellers, practices with strong financials, high-
quality equipment, and seamless operations will
stand out.

2. Interest Rate Adjustments

Banks are likely to continue offering 100% financing
options for buyers, but high interest rates may reduce
buyers’ purchasing power. This makes practices
with strong profit margins and fair valuations more
attractive.

3. Additional Market Pressures

+ Increased student loan debt may limit the
pool of potential buyers.

« PPO involvement continues to drive down
service pricing while practice overhead
costs rise.

« The complexities of practice management
are growing, meaning inefficient systems
may become a liability in the eyes of buyers.

Given these changing dynamics, the earlier you start
preparing, the better positioned you’ll be to maximize
your practice’s value and attract serious, qualified
buyers.

Take Control of Your Transition

Selling your dental practice represents the culmination
of years of dedication and hard work. By taking the
time to understand the financial and emotional factors,
partnering with experienced professionals,and planning
ahead, you can make this transition a rewarding and
positive experience.

Consulting with a local, knowledgeable practice broker
will provide you with the tools to plan effectively,
maximize your returns, and ensure your practice’s legacy
is carried forward. Whether your goal is a seamless
transition, financial security, or personal fulfillment,
careful preparation today paves the way for a successful
tomorrow.

Start today. Contact us to explore your options and
secure the bright future you deserve.
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A well-executed dental practice transition requires
careful planning—ideally, yearsinadvance. Unfortunately,
many dentists delay this process, only seeking guidance
after they have begun reducing their work hours,
unintentionally diminishing the value of their practice.
While it is natural to want more personal time for family,
travel, and other pursuits, these aspirations can be
fulfilled without negatively impacting practice value—
provided early planning is in place.

The Importance of Early Planning

To maximize the value of a practice, transition planning
should begin 3-5 years before retirement. Selling a
practice at its peak value—rather than after it starts to
decline—is crucial for financial security. For instance,
if a dentist aims to retire at 65, the planning process
should ideally start by age 60. Many practitioners
mistakenly view transition as a singular event rather
than an ongoing process, which can lead to missed
opportunities and financial setbacks.

Conducting a Professional Practice Valuation

The first step in any transition is obtaining a professional
valuation.Once a dentist commits to exploring a practice
sale, a thorough financial analysis is conducted to
determine its market value. This independent valuation
serves several critical purposes:

- Validates the asking price — Buyers are unlikely to
accept a seller’s price without professional verification.
- Facilitates financing - Lenders require a reliable
valuation to approve loans for potential buyers.

« Ensures fair market positioning — A proper valuation
provides clarity on where the practice stands in the
marketplace.

Currently, 100% financing options with competitive
interest rates are available for qualified buyers. With
extensive experience in dental practice financing, we
assist buyers in navigating the loan application process.

Selecting a Trusted Transition Consultant

Choosing the right transition consultant is vital to a
smooth and successful sale. A seller should evaluate
potential consultants based on their reputation,
experience, and client satisfaction. Seeking referrals
from colleagues or reviewing testimonials from past
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clients can provide valuable insight. Our firm encourages
prospective clients to contact previous sellers and
buyers we've assisted.

Marketing the Practice Confidentially

Once the valuation is complete and the seller is ready to
list, we actively market the practice to potential buyers.
Our approach includes:

« Reaching out to prospective buyers who have
previously expressed interest in similar opportunities.

« Advertising the practice through targeted email
campaigns and website listings and various social media
platforms.

« Ensuring absolute confidentiality—before any
practice details are shared, prospective buyers must
sign a strict Confidentiality Agreement outlining their
legal obligations.

Comprehensive Support from Start to Finish

With a deep understanding of dental practices, we
guide clients through every stage of the transition
process with expertise and empathy. We recognize the
challenges sellers face and provide tailored solutions to
ensure a seamless transition.

Start Planning Today

Successful practice transitions begin with thoughtful
planning. If you are considering your future transition,
start by discussing your options with family, financial
advisors, accountants, or attorneys. Then, reach out to
us for a complimentary consultation to explore your
transition strategy.

A practice transition is not just a single event—it’s a
carefully managed process. Selecting the right transition
team is essential to protecting the legacy of your life’s
work.
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What Our Clients Have To Say About Us Matters

“Kim’s understanding of all aspects of our transition was invaluable. She understands
the financial and clinical aspects of a dental office. She also provided guidance through
the legal aspects needed for closing. She was considerate of both buyers and sellers

throughout the process.”

- Dr. Dan Twillman

Contact us TODAY to schedule a free consultation!
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