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Wealth Management for Dentists

INTRODUCTION
I wrote this book to help dentists and their families develop a financial 
plan that creates the opportunity for them to achieve financial well-
ness. It is our hope that by using the recommended solutions and the 
investment process I suggest, they will discover a sense of freedom 
that can untether them from their chairs when they are ready to be-
come work optional.

In 2014, I began interviewing many family practice dentists and dental 
specialists from the different specialties to determine the challenges 
they were facing in the world today and to offer ways to help. After 
a number of interviews, I found so much commonality in their com-
ments that my project grew into a book that I believed was important 
to share. 

One of the surprising things I discovered was that many of the dentists 
I interviewed, including family practice dentists as well as specialists, 
came from working-class backgrounds. Because they grew up with-
out much money, they learned to do many things for themselves. As a 
result, they tend to be independent and self-reliant—which is a good 
thing—but sometimes they undertake important things that require 
skills and expertise they don’t have. It is my goal that this book will 
accomplish two things: 

1. Help dentists identify the personal or practice issues they can take 
care of themselves.

2. Help dentists recognize the need for assistance with the more criti-
cal challenges of financial planning and wealth management. 

I realized early on that there are three well-defined phases of a dental 
career. Those include the start-up phase, a successful operating phase 
and, eventually, a transitional sale or retirement phase. Each phase has 
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its own distinct and very different needs. 

Start-up dentists are now faced with an average school debt of more 
than $300,000. Because of this large potential financial burden, den-
tists today have a significantly different approach to starting a practice 
than the one used by the previous generation. New dentists today will 
have an immediate need for a significant amount of cash flow just to 
make their monthly student loan payments. As a result, they often can-
not afford to start a practice until after they have worked for someone 
else for a certain length of time in order to accumulate the necessary 
business capital. They can take on a role as an associate or a corporate 
employee, or work in the military. 

Technology in both its current and ever-changing state is an ongoing 
challenge for dentists, whether they are just starting or whether they are 
practicing successfully. It is a challenge both financially and personally. 
The costs of technology include the ongoing commitment to continually 
evaluate the efficacy of the technology, the new technology compared 
to the old way, plus the up-front cost of acquisition and implementation. 
Beyond that is the professional responsibility that dentists have to com-
mit to the training and education to properly utilize the new equipment 
and techniques at the highest professional levels.

An area where technology can be a big help to dentists is in com-
municating with patients. The way patients want to communicate 
has changed significantly. The traditional post cards and phone calls 
are becoming less effective as patients demand to communicate elec-
tronically via mobile, emails, or social media. This is an increas-
ingly distinguishing factors seen in the field between growing and 
stagnant practices.

Profitability is another ongoing challenge in the dental profession. 
Adding new services and conveniences for patients who are demand-
ing more from their dentist than ever before will cost more and need 
to be evaluated. The foundation of dentistry has always primarily 
focused on providing the dental health needs from a prevention and 
restorative basis, but the new consumer is becoming more focused 
on the “want” factor as well. Patients are willing to pay for a whiter, 
brighter smile, but in the most convenient way possible. The corporate 
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dental model has put lots of focus on attracting new patients by cater-
ing to their conveniences. 

Revenues are continually being hurt due to the fee reductions demand-
ed by the insurance industry. Normal costs continue to increase with 
inflation, including wages, supplies and rent, and that is even before 
considering the cost of implementing new technology. It is becom-
ing increasingly important to manage practices and select insurance-
program participation very carefully. 

One of the dreams of dentists has always been that the eventual sale 
of their practice would fund their retirement. However, the time frame 
and probability of that dream coming true are changing because of the 
dearth of buyers, declining net incomes and the fact that many practic-
ing dentists have deferred retirement due to the economic challenges 
of the mid-2000s. As a result, the average sale prices of mature prac-
tices have continued to decline. This is simply the law of supply and 
demand. I believe properly planning for all of the various phases of a 
dental practice, as well as personal financial planning for the dentist 
and his or her family, is paramount. This can be done through collabo-
ration with a skilled and experienced wealth manager and a team of 
professional advisors. 

This book will help guide you as well as underscore the importance of 
the Wealth Management Process. When followed, your goal of finan-
cial wellness has the best opportunity of being achieved.

uuu
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chapter one

Being Financially 
Responsible

What do you want to accomplish by practicing 
dentistry, in addition to your professional 
achievements? It’s safe to assume that you 

want to accumulate sufficient wealth for yourself and 
for your family so that you can eventually retire when 
the time is right. There are several important steps you 
must take in order to achieve that goal, but the first 
thing you need is a plan. 

My definition of being financially responsible is to 
develop and begin implementing a financial plan early. 
Helping you to become financially responsible is a 
major cornerstone of this book. Whether you are in the 
process of growing your practice or thinking seriously 
about your retirement and transitioning from the 
practice, I believe the information I share will help you 
navigate the sometimes turbulent waters of financial 
planning and wealth management. 

There is a large amount of advance preparation needed 
to implement your financial plan, especially in terms 
of developing successful retirement strategies when 
you transition from your practice. You may be able 
to handle some parts of your plan on your own, but 
I believe there are significant areas of the plan you 
absolutely should have help with—you may not realize 
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it now. Do not wait until you are too close to transitioning; I suggest 
waiting no later than the five years leading up to your transition, but 
even 10 to 15 years earlier is not too soon. That's when you should have 
your team together to ensure your transition is as smooth as possible.

Some of the most significant elements of your financial plan, when 
followed, will present the opportunity of achieving financial wellness 
and a sense of holistic freedom—now and when you retire. If you 
put your plan in place and begin funding it early for retirement, you 
have the potential to receive the benefits of both the savings and 
compounding growth rates. 

If you take some time to envision what you want your retirement to 
look like, you may imagine your life to be free of financial worries 
and finally being able to spend more time with family, and just 
relaxing. Remember, it’s all about the ROYL (Return on Your Life), 
not the ROYI (Return on Your Investment). But the ROYL as well 
as the ROYI can be all of this and more if you work with a wealth 
management team that can give you guidance and expert advice about 
accumulating and preserving your wealth when the time comes for 
you to begin your “retirement paycheck.” 

Transferring your implicit trust and confidence to a skilled and 
experienced wealth manager who exemplifies a level of professional 
competency, objectivity, experience and absolute integrity, while 
demonstrating the highest degree of personal care and concern, will 
give you the peace of mind you need and deserve. Your advisor and his/
her team in collaboration with other professionals should have a well-
defined Wealth Management Process to accomplish your objectives. 

The Wealth Management Process
Sometimes the term “wealth management” can be misunderstood. A 
comprehensive wealth management approach not only helps your advisor 
analyze and recommend investments for you, but it also introduces a 
dynamic planning process that makes it easier for successful families 
and dental practice owners to simplify and organize their financial lives. 
This all-encompassing and inclusive process helps you make smart 
decisions about your money as well as your future.
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Specifically, there are four dynamic elements of the comprehensive 
Wealth Management Process. The four components are integral to the 
overall success of your plan. They are:

1. Financial Life Planning

2. Investment Consulting, which focuses on managing capital.

3. Advanced Planning, which consists of wealth enhancement, 
wealth transfer, wealth protection and charitable giving.

4. Relationship Management, which involves the Wealth 
Management Process itself, as well as managing and integrating 
the professionals who coordinate and collaborate to bring the 
best solutions for you, your family and your practice. 

Another aspect of the fourth component, Relationship Management, 
focuses on your wealth manager working closely with you to 
explore seven key areas to determine what's important to you. The 
seven key areas are: your values, your goals, your relationships, 
your advisory experiences, your assets, your liabilities, your 
personal interests and, of course, a thorough explanation of the 
processes to measure your progress.

It is about understanding your story and connecting to what you value the 
most before taking any action. When caring for the family, I have learned 
in many cases, clients base their decisions on what they feel rather than 
what they think about. It is a paradigm shift I have come to value. 

You will be reading more about the details of the four components as 
I describe the Wealth Management Process and the formulas on the 
next page.

Before delving into the process, I must say that as a wealth manager 
myself, I also need to be “financially responsible” and one of my 
responsibilities is to help my clients make sure that they do not outlive 
their money. This is one of the most challenging dilemmas for post- 
and pre-retirees today. Financial advisors and wealth managers who 
use a Wealth Management Process with the four basic components 
are well-suited, capable professionals and worthy of the opportunity 
to work with you.
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Many wealth managers in the financial services industry today excel in 
certain areas of the business, for example, in investment management 
consulting. But they do not utilize a proven process or system. There 
is a distinction among wealth managers who use the comprehensive 
Wealth Management Process, and it is a unique identifier.

This is important for you to know because managing just your 
investments is simply not enough. The critical areas of wealth 
enhancement, tax and cash flow planning, wealth transfer and other 
areas need to be addressed to preserve and protect the wealth of your 
family and your practice. I believe these and other areas are essential 
to address, and in doing so it leads to instituting and following the 
Wealth Management Process. My team and I are proficient in the 
process, and acknowledge that industry research states that less than 
6% of financial advisors provide comprehensive wealth management 
beyond investments.1

Here is what the Wealth Management Process Formula looks like and 
what services it encompasses:

WM=FLP+IC+AP+RM means Wealth Management equals Financial 
Life Planning (FLP) plus Investment Consulting (IC) plus Advanced 
Planning (AP) plus Relationship Management (RM). 

Here is the interpretation of the formula:

FLP = FINANCIAL LIFE PLANNING 

We have learned families base their financial wellness on what they 
inherently value. It is less about their investments and more about 
their lives that drives their decisions. We must prove an abundance 
mentality through our financial planning process; however, until we 
understand what our clients value and what concerns them, investment 
planning serves little purpose. When combining both financial life 
planning and investment planning, our approach becomes intentional 
when caring for these families. 

1 According to proprietary empirical research by CEG Worldwide, a financial services industry 
research and coaching firm, less than 6% of financial advisors provide comprehensive wealth 
management beyond investments according to this definition.
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IC = INVESTMENT CONSULTING

The management of investments over time helps you to achieve your 
financial goals. It requires your advisor to deeply understand your 
most important challenges and then to design an investment plan that 
takes your time horizons and tolerance for risk into account and one 
that describes an approach to help you achieve what is important to 
you. It also requires the advisor to monitor your portfolios as well as 
your financial life over time so that he or she can make adjustments to 
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the investment plan as needed. 

Investment Consulting includes:

•	 Portfolio	performance	analysis
•	 Risk	evaluation
•	 Asset	allocation
•	 Assessment	of	impact	of	costs
•	 Assessment	of	the	impact	of	taxes
•	 Investment	policy	statement

 AP = ADVANCED PLANNING

This component goes beyond investments to look at all the other 
aspects that are important to your financial life. Your advisor will break 
the planning down into five parts which include: Wealth Enhancement, 
Wealth Transfer, Wealth Protection, Tax Management and Charitable 
Giving. Here are definitions of the five parts:

1. Wealth Enhancement is interpreted as tax mitigation and cash-
flow planning.

2. Wealth Transfer means transferring wealth effectively; may or 
may not be within a family.

3. Wealth Protection signifies risk mitigation, legal structures and 
transferring risk to an insurance company.

4. Tax Management includes the long-term control of the timing and 
amounts of both income and estate taxes for you and your heirs.

5. Charitable Giving is maximizing charitable impact.

To further explain the five elements of Advanced Planning, let’s 
first describe the Wealth Enhancement considerations. You and your 
advisor should start with a review of recent tax returns to determine 
a baseline and then perform a current year tax assessment. Your 
benefits plan should then be evaluated. At this point, your education 
funding plan for your children or for your grandchildren should be 
assessed as well. 
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Next, let’s describe what I mean by Wealth 
Transfer. You need to identify how to 
pass on your wealth. You can determine 
your preferences by asking yourself these 
questions: Where do you really want your 
money to go? Are there special circumstances 
within your family? Do you have any children 
who may need financial assistance or who may 
have special needs considerations? Then it’s 
time to review the estate planning documents 
that you have in place and to confirm that 
you have correct titling of your assets. Also, 
confirm that you funded the trusts that were 
intended to be funded, and make any titling 
changes. This is also the ideal and logical 
time to document your wishes regarding end-
of-life issues. 

Wealth Protection is about protecting 
yourself and your loved ones, protecting 
your confidential information, your financial 
assets, your practice and your property from 
being wrongly or improperly taken. Verify 
that your life insurance is adequate, evaluate 
your property-casualty insurance, and confirm 
that your health and disability coverage is 
adequate. You will want to consider long-term 
care insurance and evaluate your commercial 
insurance coverage. 

Tax Management includes both estate and 
income tax planning. Your wealth management 
firm, who knows your story, should assist 
in the coordination of estate planning with 
qualified legal counsel, taking full advantage 
of the current estate planning laws. Periodic 
reviews confirm there is an intelligent design 
in meeting the objectives set forth by the 

“Wealth Protection 
is about protecting 

yourself and 
your loved ones, 
protecting your 

confidential 
information, your 

financial assets, 
your practice and 
your property …”
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family when distributing wealth in a responsible, organized and well-
structured strategy. Changes will take place within the family structure 
as well with estate tax laws. Remaining both consistent with family 
objectives and current with tax laws brings value to the process.

Income tax planning is ongoing with personal investment portfolios to 
maximize what families net versus what they gross when reviewing 
annual performance. This requires the selection of highly qualified 
third-party asset management firms who work closely with your 
wealth management firm. It is also important when coordinating 
periodic distributions in the most tax efficient manner.

Now, determine your charitable intent. This is part of the Charitable 
Giving step of Advanced Planning. A very meaningful way to make a 
charitable difference is by volunteering your time and/or by making 
direct donations. You might want to consider more sophisticated 
strategies in conjunction with the donations. Look into community 
foundations, private foundations, donor-advised funds, as well as 
charitable gift annuities, Charitable Remainder Trusts or Charitable 
Lead Trusts. Your wealth manager, CPA, estate planning attorney or 
other professional can help you with these options. Some of these 
techniques are so powerful that even if you don’t have a strong 
charitable inclination, the wealth enhancement aspects (tax savings) 
may still be valuable to your personal financial plan.

RM = RELATIONSHIP MANAGEMENT

This is the final element of the Wealth Management Process. I believe 
that true wealth managers focus on building relationships with three 
groups: their clients, their own network of financial professionals to 
help with specific client needs and their clients’ attorneys, CPAs and 
other professional advisors. Of course, to address their clients’ needs 
effectively, they must foster solid, trusted relationships with all of them.

Now that I’ve outlined the elements of the Wealth Management 
Process and the formulas, I will offer you advice on working with 
an expert team. Then I will discuss various family and practice 
protection documents and what they entail, including debt, liability 
risk, insurance, accumulating wealth and other issues. 
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At that point, you will see how the Wealth Management Process ties 
into everything you need to do for your financial future. So let’s first 
discuss the aspects of the team you will need to help you navigate 
through the maze of personal and professional challenges you will 
encounter and then I will suggest solutions.

uuu
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Working With an 
Expert Team

You are a busy professional, and that's why 
I’ve recommend that you work with an expert 
team. The members of the team will offer 

advice and investigate and recommend options, then 
take care of putting things in place for you at your 
direction and approval based on what you believe is 
the best thing for you, your practice and your family. 
Your expert team should consist of at least a CPA, an 
estate planning attorney an insurance specialist and a 
wealth manager.

I recommend that you first work with a skilled and 
experienced wealth manager who can act as your 
“financial quarterback” and give you the broad view of 
a plan, and hand off the ball to other members of the 
team who are the best at dealing with the various details 
of the legal, accounting and insurance aspects. That is 
one of your wealth manager’s core responsibilities.

A CPA will help you manage your cash flow planning, 
your debt management and other funding to help you 
control the financial aspects of your practice. He or 
she will also help you to control your tax costs. You 
should thoroughly understand your cash flow and 
debt situation and how you are managing them. You 
may have various types of debt, including business 
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debt, home mortgage debt and some long-term student loan debt. It's 
important to know which one you should pay first, because in some 
cases you may receive a significant tax advantage for those interest 
deductions. In other cases, you get virtually none. This is one way 
your CPA will be invaluable to you.

Then, of course, your insurance professional will discuss your transfer 
of risk through the appropriate insurance coverage. 

Assuming you have 
personal health insur-
ance, you will need 
additional coverage, 
including various types 
of disability protection 
such as short-term dis-
ability, long-term dis-
ability and office-over-
head disability to pay 
another dentist to work for you temporarily if you become disabled. 
You may also want to consider the benefits and costs of purchasing 
Long-Term Care insurance. Beyond that coverage, in addition to fam-
ily protection life insurance, your insurance professional will suggest 
you have life insurance to cover the debt on your practice. You don't 
want your family to be burdened with that debt if something unex-
pected were to happen to you. 

Your lawyer will help you set up the various legal documents that are 
appropriate for your practice continuation plan. He or she will also 
make sure that whatever ownership structure you’ve chosen to have 
is appropriate, whether it's a Corporation or an LLC, or even if you 
are a sole practitioner. Then, ultimately, your lawyer will help you put 
your estate planning documents in place to help your loved ones if 
something were to happen to you.

Your team should also help you protect the value of your practice in 
the event of your death or disability. It is important to preserve the 
value of your practice by having a contingent buy/sell agreement, 
even if it may never become active. If you did pass away 
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unexpectedly, or suddenly become unable to work, you should 
already have another dentist ready to step in and ensure that the 
value of your practice would be retained for your family. This 
would be accomplished by either the dentist buying your practice 
or just by helping to run it for a period of time until it can be 
transferred or sold for a fair value. You don’t want the value of 
your practice to suddenly evaporate, which is what can happen 
with a professional service business such as a dental practice. 
Your contingent plan may include working with dental business 
brokers: another possible expert team member in the dental field 
who can sell a practice and recover its value for your family.

A good wealth manager will ask you if you're happy with your CPA, 
attorney and/or insurance professionals. If you're happy with them and 
if they're doing a good job for you, your wealth manager should be 
eager to collaborate with them on your behalf. 

If you are not happy with your current relationships, your wealth 
manager should be in a position to refer you to other professionals 
who have the expertise to help you in the specific ways appropriate for 
your dental practice and family circumstances.

uuu
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chapter three

Basic Family/Practice 
Protection Documents

Some of the key documents I will discuss include: 
Wills, Trusts, Durable POA, Healthcare POA 
and Advanced Healthcare Directives (often 

called Living Wills), and DNRs.

Separately, I will discuss Life Insurance, Disability 
Insurance, Property/Casualty Insurance and the effective 
use of an Emergency Fund.

Wills, Trusts, Insurance
Properly putting in place trusts and wills, insurance, 
durable powers of attorney and healthcare powers of 
attorney (POA), and Advanced Healthcare Directives 
(Living Wills) will help your family as well as those in 
your practice. These tools enable you to give them a 
road map for what to do in a crisis.

Insurance
I briefly mentioned the importance of having disability 
insurance above and, of course, life insurance. Most 
fundamental is property insurance, so if you have a 
fire or other damage you can get your dental practice 
back up and running quickly. You will insure whatever 
you are at risk for, whether you choose to self-insure, 
partially insure or fully insure. 
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There are many basic business policies to protect you from liabilities. 
Dental professional malpractice liability insurance, also known as 
errors and omissions or E&O insurance, protects you from the financial 
damages of lawsuits by paying for your legal defense, as well as any 
judgments or settlements you may be obligated to pay, up to the limits 
of your policy.

Life insurance in a business or practice may be purchased to offset 
obligations, i.e., debt, and it may also protect your contingent partner. 
Your partner may own life insurance on you, so that if something 
happens to you they automatically pay the proceeds of the life 
insurance policy that they bought to your family to buy your practice. 
In that model, the dental practice becomes your contingent partner’s 
responsibility when they buy your practice by paying the insurance 
proceeds to your family. Then your family no longer needs to worry 
about the practice, having already received the negotiated value for it. 

Durable POA, Healthcare POA, Advanced Healthcare Directives, 
Living Wills and Do Not Resuscitate (DNR) Orders 
Powers of Attorney (POAs) allow you to transfer your decision-making 
authority to a person or persons whom you trust, in the event that you 
are unable to make decisions or otherwise communicate. A Durable 
POA is principally used for financial purposes, and a Healthcare POA 
for health issues. You can name different individuals for each, if you 
wish. These provide the people you select the flexibility to manage 
circumstances as they arise, and as they change over time.

Advanced Healthcare Directives, Living Wills and Do Not Resuscitate 
(DNR) Orders establish your wishes without flexibility.

You need to know, if you haven’t already had the experience, that 
Advanced Healthcare Directives or Living Wills can be a two-edged 
sword. You have to be certain that they say exactly what you “intend” 
for them to say. This is why it’s important you have a competent 
lawyer draft them for you. 

Let me tell you about my experience.

My father had a “fill in the blanks” Living Will that included a Do Not 
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Resuscitate (DNR) Order, and he always made it clear to me that he 
did not want to be kept alive by artificial means. But when he became 
ill, he was admitted to the hospital and eventually needed to be put on 
a ventilator. After several days on the ventilator, he recovered and was 
able to breathe on his own. I explained to him that if I had handed his 
DNR to the doctors when he checked into the hospital they wouldn't 
have been allowed to use the ventilator to save his life. So I asked him, 
"Do you want me to hand your DNR to them immediately, or would 
you rather I kept it in my pocket until I decide that it’s the right time?" 
He replied, “Well, I think I’d rather you kept it in your pocket.”

If your Advanced Healthcare Directive or Living Will is drafted 
properly, your medical treatment will match with your wishes. 
Sometimes people will say, “Well, if I'm ever unable to live on my 
own without mechanical support I don't want it." But the fact is there 
are many things that can happen to a person where they need to be 
helped for a short time, and then they can recover and get back to 
their lives. Of course, you don't want to be a vegetable attached to a 
machine. However, if a machine can get you over a hump and back 
to health, that's something completely different. But if all the Living 
Will states is “I do not wish to be kept alive by any artificial means,” 
this is basically a DNR (Do Not Resuscitate Order), and the healthcare 
providers will not be allowed to resuscitate you.

So if you choke on a fish bone, they are not supposed to help you. It is 
important that you're very clear in your own mind and especially clear 
in your documents. 

Succession/Continuation 
There are two parts to a business succession or business continuation 
plan. As mentioned above, initially, there's the contingent plan in case 
something happens unexpectedly, and you want to protect the value 
of your practice. If you become disabled or pass away, you need to 
preserve the value of the practice for your family and your heirs. 

Generally, it's best if you can structure your contingent plan that it is 
also an operating plan, but that may not be practical, especially if you're 
in the middle of your career and not approaching retirement. You may 
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need to utilize more of a mutual “emergency” 
buy-sell relationship with a colleague, which 
I believe is a minimum to protect your family. 

If you're working as a solo practitioner, you 
might want to find another solo practitioner 
whom you have something in common with. 
Though you may never, ever intend to either 
buy or sell each other’s practice as a matter 
of course, on an ongoing basis you want the 
contingent plan in place, just in case of a crisis 
situation. In that case, you would probably 
structure it in such a way that they’ll either 
buy it or they'll help operate the practice for 
a brief interim period until they can negotiate 
transfer for your family. They can help 
shepherd a transition and keep the practice 
functioning for a period of time so that it 
doesn't just disappear. On the personal level, 
you want to make sure you have everything 
in place behind your business succession/
continuation documents so your family isn't 
left scrambling to determine what to do next. I 
discuss business continuation and succession 
in Chapter 5 in more detail.

Trusts
Basically, in today’s world, the term “trust” 
can be confusing. There are many different 
types of trusts, and their names are often 
similar but may have different meanings. 
For example, a Living Trust is also called a 
Revocable Trust and is created during your 
lifetime. 

In other words, while you are still alive, you 
transfer title to your property from your name 
to that of the trustee (generally you) of your 

“… you want to 
make sure you 

have everything in 
place behind your 

business succession/
continuation 

documents so 
your family isn’t 

left scrambling to 
determine what to 

do next.”
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Living Trust. You can use the trust to gather your property under one 
document, so that the property is distributed efficiently after your 
death. Even though you are no longer the legal owner of the assets, 
you still are in charge of the property. A Revocable Living Trust is an 
efficient way to organize your assets and manage them as a single unit. 
Most importantly, a trust allows for an efficient property distribution 
when you die.

A Revocable Living or Grantor Trust can take the place of a will in 
many cases with your financial assets. 

The two main reasons why you might choose a trust over (or in addition 
to) a Will are cost and privacy. One, if you transfer your assets to a 
trust structure, it doesn't go through probate court at your death and 
two, it remains private for your family. So by not going through the 
probate court, you don't incur the probate costs, although there may 
be some similar costs for trust administration. Two, anything that goes 
to the probate court is public information and anyone can look up the 
assets that were administered through the court, including what your 
heirs receive. That's one of the reasons Revocable Living trusts have 
become more popular. Even if you have a trust, you should also have 
a Pour-Over Will. What this does is capture any assets that were not 
included in the trust. Basically, the Pour-Over Will states that anything 
that wasn’t included in this trust and should have been is going to go 
through this will and then “pour over” into the trust, which will then 
control it by the trust’s provisions.

Another possible advantage of a Revocable Living Trust is that it 
may be disregarded for income tax purposes. When you file your 
personal tax return and have a Revocable Living Trust, it’s treated 
for income tax purposes as if the trust doesn't exist. As a result, 
it's called a “disregarded entity,” which is a term of art used in the 
income tax world. 

So the income from the assets in your Revocable Living Trust is 
still reported on your personal income tax return as if you owned all 
those assets yourself individually. There’s not a separate tax filing 
requirement and cost for the trust, although you can elect to file a tax 
return if you wish. 
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You may also utilize Irrevocable Trusts in your financial life plan. 
As the name indicates, these trusts cannot be revoked other than in 
circumstances that are clearly spelled out in the document, or by going 
to court to have a judge change them. They may be used for asset 
protection, estate planning transfers, charitable giving, as well as other 
reasons. Because they are irrevocable, it is important that you have the 
best advice and assistance from your expert team when you decide to 
use them in your planning strategies.

Re-titling Documents and Beneficiary Designations
One of the worst and most common problems for any trust is failing to 
fund it by properly re-titling the assets that are meant to be in the trust. 
After your trust is formed, you must re-title all of the chosen assets to 
successfully fund it. Until it is funded, the trust accomplishes nothing.

Many times, when you are on the road to becoming financially 
responsible, you will run into things you never thought of, which may 
be tricky. For example, if your beneficiary designations aren’t correct, 
you can destroy the effectiveness of your plan. So you want to make 
sure that the appropriate beneficiaries are named for your insurance 
policies as well as your pension and IRA accounts.

Here is something to consider: If you name an individual beneficiary 
to your IRA or Pension account instead of a trust or an estate, the 
person who inherits your IRA or Pension has the ability to do what 
is commonly called a “stretch IRA.” In other words, they can extend 
the IRS Required Minimum Distributions over their lifetime. But 
if you name a trust or an estate as a Pension or an IRA beneficiary, 
in most cases it must be paid out within five years, which results in 
accelerating all of the income tax on it as well. 

Stretch IRAs are a nice opportunity today for heirs. As you get older, 
you might even choose to bypass your children as IRA beneficiaries 
and instead name your grandchildren. If you think that your children 
are well provided for, and because your grandchildren are younger 
and, therefore, have a much longer life expectancy, they can stretch the 
IRA for a longer time and thereby delay paying the related income tax 
on it as well. It can be a really nice way to help the younger generation 



21

3. Basic Family/Practice Protection Documents 

make a good start in life. But you must understand that it's in their 
hands at that point. They can choose to spend it whenever they want 
to. If they are responsible and understand the value of what they have 
inherited, they can begin funding their own eventual retirement. They 
can manage the tax liability and preserve the assets. 

Do you have an estate plan? You might say, "Yes, I had a will made 
when my kids were born and we went on vacation." That is unlikely 
to be the best solution for you any longer. What happens if you get a 
divorce and you haven’t changed any of your documents? Then it’s 
possible that your assets could end up with your ex-spouse instead of 
where you’d like them to go. You must continually revisit your plans 
and documents on a regular basis. In as few as two years from now, 
your life will have changed enough that there’ll be something that 
you’ll want to change in your plan. If you wait five years later, there 
will be that much more to change, and after 10 years there’s a good 
chance that your documents almost completely fail to match your 
current wishes. In some cases, you may find your life has changed 
enough that your documents could do the opposite of what you’d 
like, especially if you are divorced or the nature of some of your 
relationships have changed. Let me give you an example.

I helped a woman who was divorced from her husband, and he was 
paying her a small amount of alimony. He retired and remarried, but 
then passed away a couple of years later. And it turned out that he 
never changed the beneficiary designation on his pension. The woman 
I was helping received his entire pension and the new wife received 
none of it when he passed away. This is an example of why it is very 
important that you review your beneficiary documents periodically. 

uuu
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Begin Planning and
Saving

Let’s talk a bit about debt and taxes now, and then 
I will discuss wealth accumulation. Included 
will be information on IRAs, 401(k) plans and 

additional retirement planning techniques.

Debt, Interest Expense and Taxes—If you are structured 
as a self-employed person, you are currently allowed to 
deduct the interest on your business debt against your 
income taxes and your self-employment tax (which 
includes your Social Security and Medicare Tax), so 
you may save almost 50% in Federal, State and Local 
taxes depending on which tax bracket you're in by 
keeping your business debt but paying off your student 
loan debt. Business debt interest deductions are even 
better than your mortgage debt interest deductions 
from the standpoint that your mortgage interest is an 
income tax deduction, whereas the business interest 
is also a deduction against self-employment taxes as 
well, if you’re subject to those.

If you are structured as a corporation, it still works out 
functionally the same, if you have a personal student 
loan debt and business debt inside your corporation. 
I recommend that you prepare a Cash Flow and Debt 
Analysis. From that analysis, prioritize the order that 
you want to retire your debts with the cash flow that 
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you have available. First retire your personal Consumer Debt (for 
which you receive no tax benefit), then your Student Loan Debt (very 
little tax benefit), and last your Business Debt (because the interest on 
it provides the greatest tax benefit).

Retirement Planning Solutions
It is my hope that 
you are work-
ing with a wealth 
manager (or plan-
ning on it) and al-
ready have (or will 
have) a team to 
advise you on the 
various practice 
protection docu-
ments you need. I 
think it’s important to repeat that I believe now is the time to begin the 
conversations with your advisor about your retirement. 

You may not be ready to retire for many years; but that’s an advantage 
for you because you have more time to develop your plan and begin 
funding it through one of the various retirement vehicles that are 
available. In my experience, the most functional are the IRA, SIMPLE 
IRA and 401(k) plan. As you progress through them, they get more 
sophisticated, become more costly and also provide a much larger 
tax deduction, and, therefore, become increasingly more effective at 
saving for your retirement.

Let’s go over a few points now.

Solutions
The correct Retirement Plan is relative to your circumstances, depending 
upon how much money you want to put away. The trade-off is increasing 
complexity and administrative cost as you benefit from higher 
contribution limits. It is conceivable that you could work through the 
retirement plan continuum during the life of your practice. Your savings 
may be limited at first, but at least you will have begun your plan.
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Let’s discuss the options here:

Regular IRA — For the dentist trying to save for retirement, the 
simplest plan level is the IRA. That could be a “Regular” IRA—either 
a deductible or a non-deductible or it could be a Roth IRA. The various 
types have different income tax and accumulation impacts. When they 
first were created they were considered favorable because you would 
receive a tax deduction for making the contribution, and that's still an 
attractive feature for all qualified plans. (Just so you know, the term 
“qualified” is used because it qualifies for special tax treatment under 
Section 401(a) of the Internal Revenue Code.) In 2015, your maximum 
contributions are $5,500 ($6,500 if you’re age 50 or older). The trade-
off is after you retire and you draw the money out of a deductible IRA, 
everything you take out is taxed as ordinary income.

Roth IRA — Now, with the Roth IRA, it is much like a Regular IRA 
except that you do not get a current tax deduction, but the money you 
draw out in the future is completely free of tax if all of the Roth IRA 
rules are followed. It can be a substantial advantage especially if you 
have a lot of time for the assets to accumulate and grow. The Roth IRA 
is considered more favorable today if you assume you're always going 
to have income tax at a rate similar to what you now pay. 

It is also more favorable because Roth IRAs don't have a required 
minimum distribution when you get older. With all qualified retirement 
plans—with the exception of your Roth IRA—the government 
requires you to take money out once you become 70 ½ years old 
at a government-mandated rate every year thereafter. One of the 
greatest benefits of a Roth IRA is that you can preserve it for the next 
generation, pass it on to your kids or grandkids and extend the income 
tax benefits for one more generation.

SIMPLE IRA — As a dentist in business you could sponsor a 
retirement plan as an employer. So this next level of sophistication 
and contribution limits is called a SIMPLE (Savings Incentive Match 
Plan for Employees) IRA. This is a type of traditional IRA for small 
businesses and self-employed individuals. SIMPLE IRA plans can 
provide a significant source of income at retirement by allowing 
both you and your employees to set aside money in IRA retirement 
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accounts. SIMPLE IRA plans do not have the start-up and operating 
costs of a conventional retirement plan. As with most traditional IRAs, 
your contributions are tax deductible, and your investments grow tax-
deferred until you are ready to make withdrawals in retirement. In fact, 
as an employer, you're still not even responsible for your employees' 
accounts after you fund them, because they're in an IRA that 100% 
belongs to the employee. There are various formats for the SIMPLE 
IRA. The employer contribution can be matching, or you can make 
contributions as a percentage of compensation. 

This is important depending on how your employees are participating, 
because it controls what your costs are. For 2015, the maximum 
Elective Deferral to a SIMPLE IRA Plan is $12,500 (plus $3,000 if 
you’re over 50 years old), plus the employer Matching contribution.

Defined Benefit and Defined Contribution Plans: A Definition
Defined Benefit Plan — A Defined Benefit plan is basically a pension 
plan and promises a specified monthly benefit at retirement. The plan 
may state this promised benefit as an exact dollar amount, such as 
$100 per month at retirement. 

Or, more commonly, it may calculate a benefit through a plan formula 
that considers such factors as salary and service — for example, 1% 
of average salary for the last five years of employment for every year 
of service with an employer. As you are nearing your work optional 
stage of life, the amounts that you are allowed to fund to a Defined 
Benefit Plan are substantially larger than you are permitted to fund to 
a Defined Contribution Plan.

Defined Contribution Plan — Unlike the Defined Benefit Plan, a 
Defined Contribution Plan does not promise a specific amount of 
benefits at retirement. In these plans, the employee or the employer (or 
both) define annual contributions made to the employee's individual 
account. These contributions generally are invested on the employee's 
behalf. The employee will ultimately receive the balance in their 
account, which is based on contributions plus or minus investment gains 
or losses. The value of the account will fluctuate due to the changes in 
the value of the investments. Examples of Defined Contribution Plans 



27

4. Begin Planning and Saving

include 401(k) plans, 403(b) plans, Employee Stock Ownership Plans 
(ESOP) and profit-sharing plans.

Below are some brief descriptions of various types of Defined 
Contribution Plans:

Simplified Employee Pension (SEP IRA) — The Simplified Employee 
Pension (SEP) plans have higher contribution limits than a SIMPLE 
IRA but the contributions are entirely employer funded. You can 
contribute up to 25% of eligible compensation (up to a maximum 
of $53,000 in 2015). Similar to the SIMPLE IRA, the underlying 
accounts are individual IRAs of the employee’s and there are no tax 
filings for the plan so it is still relatively inexpensive, administratively 
speaking. The contribution amount is discretionary but is immediately 
vested to your employees, and the same contribution rate is applied to 
each employee, including you.

401(k) — You might 
want to consider the next 
level up, which is where 
the 401(k) plan model 
may be appropriate for 
your practice. 

A 401(k) Plan permits 
both employee and em-
ployer contributions and 
is the most flexible in 
getting you to somewhat 
higher contribution lim-
its permitted under the 
law. The trade-off for 
this flexibility is that they 
are more complex, do re-
quire annual tax filings 
and must follow compli-
ance rules. Besides em-
ployee contributions, the 
employer can also make 
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discretionary profit sharing and/or matching contributions to this plan. 
A very nice feature to the employer contributions is that they can be 
discretionary, thereby allowing you to decide from year to year how 
much you want to contribute into the plan. In the case of profit sharing 
contributions, those amounts are allocated to any eligible employee, 
while conversely, matching contributions are allocated only to those 
employees who contribute to the plan themselves. The reason you 
would step up from a SIMPLE to a 401(k) is because the individual 
contribution limits are $53,000, or $59,000 including catch-up contri-
butions for 2015.

With a 401(k) you must comply with non-discrimination rules that 
require you to make a certain amount of contributions for your 
employees based on how much you contribute for yourself. It really 
depends, though, on how your workforce is built: the composition, the 
age of the people who work for you and how many people are working 
for you. And depending on how old all the employees are, there can be 
quite a bit of disparity inside of those plans. You can get to the point 
where you can make about $50,000 annual contributions for yourself, 
and with the right age cohort with your employee base, you can make 
a contribution to your employees of about 5% of their pay. If you have 
older employees it is more difficult to make this work, specifically, 
the average age of your employees compared to the average age of 
the dentists.

When you've reached the point in your career where you are prospering, 
you now have sufficient income, and you realize you haven’t saved 
enough for retirement yet, that is the time that moving up to a 401(k) 
Profit Sharing Plan often makes sense. Again, your funding limits are 
higher, and they're slightly more expensive, primarily because at that 
point, I generally recommend my clients use the services of a Third-
Party Plan Administrator (TPA). 

Your TPA is an organization that is responsible to help you comply with 
the myriad of government regulations. At this point, you've reached 
the level where both the Internal Revenue Service and the Department 
of Labor have a responsibility under ERISA to regulate and monitor 
yours and all of the qualified plans in the country for compliance with 
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the ERISA “nondiscrimination” rules and IRS deductibility rules.

ERISA is the Employee Retirement Income Security Act of 1974. 
ERISA is a federal law that oversees the assets of millions of Americans 
so that funds placed in retirement plans during their working lives will 
be there when they retire. It also established many of the qualification 
standards for employee benefit plans in private industry.

In certain circumstances, 401(k) Plans can be very attractive in 
terms of being able to put a lot of money away and receive a large 
tax deduction. It helps subsidize the cost of funding your plan, so 
while you have to fund the plan, you're getting a little help from the 
government by reducing your tax bill. Of course, the tax laws, rules 
and regulations may change according to what Congress deems to be 
appropriate in the future.

SIMPLE 401(k) — With the SIMPLE 401(k), functionally you get a 
SIMPLE IRA but with a few more rules. I’m not sure why you would 
want to utilize the SIMPLE 401(k), because the limits are the same as 
for the SIMPLE IRA, but you will have to follow more rules. 

With those additional rules, you may as well implement a full-scale 
401(k) plan and have the benefit of the much higher contribution 
limits. You could put more money in a 401(k) plan than you could in a 
SIMPLE 401(k), where the limit for 2015 is only $12,500. 

Safe Harbor 401(k) plan — This is similar to a traditional 401(k) 
plan, but the employer is required to make additional minimum 
contributions for each employee. The safe harbor 401(k) eases 
administrative burdens on employers by eliminating some of the 
nondiscrimination rules ordinarily applied to employee salary 
deferral contributions to traditional 401(k) plans, possibly making it 
easier for you to reach maximum contribution limits while satisfying 
contribution requirements for your employee base. 

Incidentally, in these plans (various 401(k) and SIMPLE plans) you 
can also have a designated Roth contribution that provides tax-free 
earnings with no Required Minimum Distributions, if you roll the 
balances into a Roth IRA once you retire.
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Cash Balance Plan — A Cash Balance Plan is sort of a hybrid 
between a defined benefit plan and a defined contribution plan. It 
credits the account with a set percentage of the individual’s salary 
each year, typically 5%, plus a set interest rate that is applied to 
the balance. It is in between where you are allowed some of the 
Defined Benefit Plan provisions (see below) in order to decide how 
much contribution to make. It defines the benefit in terms that are 
more characteristic of a defined contribution plan. In other words, 
a Cash Balance Plan defines the promised benefit in terms of a 
stated account balance. The benefits in most cash balance plans, as 
in most traditional Defined Benefit Plans, are protected, within certain 
limitations, by federal insurance provided through the Pension Benefit 
Guaranty Corporation (PBGC). 

In my view, the highest level of qualified plans is the Defined Benefit Plan.

Defined Benefit Plan — A Defined Benefit plan is basically a pension 
plan and promises a specified monthly benefit at retirement. The 
employer generally funds these plans, and as you might expect, 
they are the most expensive both in terms of required contributions 
and administrative expenses. The benefits in most traditional 
Defined Benefit plans are protected, within certain limitations, by 
federal insurance provided through the Pension Benefit Guaranty 
Corporation (PBGC).

Because Defined Benefit plans are more costly for you as an employer 
than are defined contribution plans, most employers have scaled back 
dramatically or eliminated these plans altogether in recent years. The 
percentage of workers in the private sector whose only retirement 
account is a Defined Benefit pension plan is now 10%, down from 
60% in the early 1980s.

With the Defined Benefit plan, you need not only a Third Party Plan 
Administrator (TPA), but also a certified actuary to do the actuarial 
calculations for you. The TPA and the actuary help you comply with 
the Department of Labor and the IRS regulations that make them 
qualified. Once again, “qualified” means they're qualified for special 
treatment under the Internal Revenue Code and the Department of 
Labor regulations as an employee benefit plan.
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Important Last Word About Retirement Plans
You need to make your retirement plan fit what is appropriate for you 
and your practice at any given time, but remember chances are that 
throughout your career you're going to move up the retirement plan 
continuum, understanding that things will change. As long as you 
have regular savings, plus tax savings on contributions, as well as tax 
deferral on the earnings, it will help you accumulate more wealth for 
your own retirement.

An important point is that these plans are complicated. I would not 
recommend anyone make a decision about them before talking to a 
skilled professional and/or members of your expert team to help you 
choose the appropriate plan for you and your practice.

You will hear a lot of terms and definitions that have specific meanings, 
but what it really boils down to is…there's a perfect fit for your dental 
practice at any point, depending upon how much you want to spend on 
the plan, and how much you want to do for your employees. You have 
to learn a lot, and there are a lot of balls to juggle, in order to find the 
perfect balance for your practice and your financial plan.

uuu
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Thriving

Your practice will one day reach the point where 
it is thriving. You’ve gone through stages of 
struggling and dealing with challenges during 

your career, and are finally able to successfully manage 
your practice. You are comfortable with the level of 
work you are doing and proud to be generating a very 
nice cash flow. It is at this stage where you have the 
opportunity to carefully implement and update your 
wealth management plan.

In addition, as you accumulate a substantial amount 
of cash you can deploy it opportunistically by adding 
certain amounts to your pension or other non-qualified 
funding accounts. You will also have the money to 
take advantage of other opportunities, like buying new 
equipment or technology for your practice. 

There are good reasons to maintain an emergency 
cash fund, but it’s also important to establish a 
liquid investment account that may dovetail with 
that emergency cash fund. As a rule of thumb, you 
should attempt to maintain about $100,000 in your 
combined emergency fund and liquid investment 
accounts. Of course, the exact numbers will vary 
based on each individual practice. That resource alone 
gives you a great deal of flexibility in managing your 
taxes and your cash flow, and also in managing your 
security against unforeseen short-term hiccups. It also 
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allows you to take advantages of opportunities as they arise for your 
investment portfolio. 

Now, as far as being proactive with the ongoing development of your 
plan, it should be evaluated at least on an annual basis with your wealth 
manager. The evaluation would include updating it and making sure 
you are on track for your long-term goals, as well as managing it for 
short- and intermediate-term goals, and then making changes if/when 
necessary. More details on the timing of the evaluation are discussed 
in the Wealth Management Plan Review and Evaluation section on the 
next page.

Optimizing Credit
Optimizing credit is a part of your debt analysis. Your debt becomes 
more discretionary when you’re at the point in your practice where 
you’re thriving and generating cash flow; then you have the choice of 
prioritizing. You should have more access to credit now, so your bank 
can help capitalize your practice with appropriate levels of debt. That 
could give you the opportunity to pay off all of your earlier student 
debt (if any) and your consumer debt. Of course, you may not be at 
the thriving point in your practice to do anything about it yet, and may 
be unable to make changes in a big way until it is at the thriving stage. 
That's when the banks are much happier to visit with you and arrange 
for more access to credit. You can then structure a more appropriate, 
dental-practice-specific capital structure.
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Assessing and Evaluating Your Benefit Plans
Assessing benefit plans includes the retirement plans you are funding 
as well as your insurance protection. For retirement, this may be the 
point when you go from having a SIMPLE IRA to the 401(k) or even 
possibly to a Cash Balance plan or a Defined Benefit plan. It may take 
until you are in your 40s or 50s before you have cash flow substantial 
enough to justify a Cash Balance or Defined Benefit plan.

At that point, you don't have as much time to save for your long-term 
retirement goals, so it's important for you to understand the various 
vehicles that allow you to optimize your funding. 

As you are now older compared to the age of your employees, the 
more sophisticated plans become more financially attractive. Please 
review the retirement section of the book for more information. 

So now that you have some discretionary cash flow, you can also take 
advantage of the vehicles the government provides for you to help 
fund your children’s education. 

Now is the time to fund plans such as Section 529 Savings Plans, 
Education IRA (also called a Coverdell IRA) or whatever vehicle fits 
your model most effectively. 

There is so much to evaluate and assess, which is why I believe it is 
crucial to rely on your wealth manager and your team of experts for 
guidance and continued support. This is where so much of the value is 
recognized when you're working with the wealth manager and a team. 
Engage their expertise.

Wealth Management Plan Review and Evaluation
I recommend you and your team review your wealth management 
plan every year to financially evaluate where you are currently and 
what you should do going forward. I normally meet with our own 
clients in the first quarter of the year to look at their annual plan and 
ask: "What do you have going on this year?" or "What do you want to 
accomplish?" and "What are some of the things we definitely want to 
get done this year?" I also ask them what they are doing to work toward 
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their long-term goals. That's an important part of the process. Always 
try to monitor where you are with your long-term goals—ultimately, 
your retirement plans. At this point, your retirement feasibility study 
should match your retirement funding.

Annual reviews give you and your wealth management team the 
chance to put forth the action steps for the year and to make sure 
you’re on track for your intermediate goals as well. These may be 
college funding, equipment purchases, a new house or anything like 
that. These may not be current issues, but you know you will be facing 
them in a couple of years. 

You should also be reviewing how you're doing quarterly on a cursory 
basis. Once a year, you should have an in-depth analysis of where you 
are in relation to your long-term plan and set forth your annual plan. 
When you do your planning in the first quarter, you have the rest of 
the year to implement it.

Your wealth manager and your team will also look at your plan 
whenever you experience any life changes, such as divorce, a death 
in the family, illness or disability, an inheritance, etc., to analyze if 
anything in your plan should be changed. They will stand by to help 
you adapt to whatever life throws at you. I tend to reach out personally 
to our own clients every quarter, because personal life transitions can 
flip a plan on its head in an instant! 

Become Work Optional
Health issues can be a significant factor in deciding when to become 
“work optional.” If you have a health issue yourself, it can change 
everything for you. That’s why it’s important to become work optional 
as early as you can possibly manage, because none of us know what 
will happen to us tomorrow. You may love your work more than 
anything in the world, but if you suddenly have a health issue—like 
a vision problem or losing control of your hands—as a practicing 
dentist, you now have enormous challenges. But once you achieve 
being work optional, it won’t be catastrophic financially for you and 
your family. Ultimately, being “work optional” means that you are 
financially able to retire any day, even if you plan to practice years into 
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the future. And one of the unexpected benefits of reaching this goal is 
that when you don’t need to work any longer, some of the daily petty 
annoyances have less impact on your attitude.

Continuation Plan
I talked earlier in the book about having a contingency plan for your 
practice. As you enter your work optional phase, you need to begin 
looking at your actual real-life business succession plan, or what I 
like to call a business continuation plan (which I briefly discussed 
earlier in the book). Your level of involvement will depend on your 
wishes and desires, and, especially, on your health. Then you structure 
it based on your own wishes. I know some dentists who are looking 
forward to the day they can retire. Others say, “Hey, I love what I’m 
doing. I could die chair-side as far as I'm concerned.”

Even if you want to work forever, you still need to put your successors 
in place. If you're counting on being gone at a certain date, it is a much 
more rigorous and time-sensitive issue. But if you feel you want to 
keep practicing even if you gradually phase down from working four 
days a week to three, two and maybe one day a week, you need to 
carefully consider your plan. You certainly don't want your practice 
to slowly decline and lose value. If you're working one day a week, 
you're clearly no longer supporting the practice that was once thriving. 
Over time, if you want to work forever, you should bring in your 
own home-grown successors. You will want to hire the right junior 
associates and, eventually, have a way to transfer ownership to them. 

Gradual Transition
There are many ways to structure your practice for continuation, 
especially if you want a gradual transition. With a gradual transition, 
you typically will bring someone in and gradually transfer a percentage 
of the ownership to that person. I believe that is the wisest way to 
transfer a practice. Alternatively, there are business brokers who will 
structure a cash sale and you can be gone in a few days. There are 
advantages and disadvantages to either structure. If you're the type 
who wants to keep practicing, you won’t want a cash deal because you 
prefer to slowly phase down your involvement.
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Most professionals I've known (that includes 
dentists, accountants, financial planners and 
others) do not consider the money as their 
biggest concern for their practice transition—
what they are really concerned about is 
making sure their patients are taken care of 
honorably.

If you are an independent self-starter, it may 
be difficult for you to find someone who can 
live up to your professional standards. It can 
be a challenge because the new dentist will 
have their own way of running a practice. 
Even the junior individuals will have their 
own confident attitude about how they should 
do things based upon what they’ve learned 
up to that point. Oftentimes, you may be 
separated by two or three generations. 

Nevertheless, if you want to keep working, 
the time will eventually come when you 
need someone to do the bulk of the work. 
The chances are that the earlier you have 
someone involved, a larger percentage of 
your patient base will stay with the practice 
as you gradually step away.

The advantage to the gradual transition is 
you can keep the practice going and continue 
growing it as you bring new people on. It’s 
better and easier for your patients if you can 
transition them smoothly and slowly to the 
new dentist; over time, they'll be comfortable 
with that individual. If they see the new 
dentist in the office from time to time when 
they have their appointments, you also build 
in a confidence factor. 

On the other hand, it may be at the risk of 

“The chances are 
that the earlier 

you have someone 
involved (with 

your practice), a 
larger percentage 

of your patient 
base will stay with 
the practice as you 

gradually  
step away.”
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owning a practice again, but if the person you initially chose doesn't 
work out you may have to give it more than one try. This is something 
that many dentists have been through. In fact, often the first associate 
doesn't work out. Sometimes, the “selling” dentist doesn’t really know 
what they want, or communicate it well. Perhaps the new person just 
came out of dental school or another dental practice, and they want to 
do things their own way. The more clarity you can communicate in 
the selection process, the more likely your practice continuation plan 
will succeed.

This is a uniquely individualized situation, so you have to decide what 
you really want your transition period to look like. 

That takes your contingency practice continuation plan and changes it 
to an actual practice continuation plan. And having your fully funded 
retirement plan in place provides you with your safety net and greater 
flexibility for both timing and financial terms in structuring and 
implementing your transition plan. 

Advantages/Disadvantages to the Cash Option
There is no doubt that the business brokers I visit say a lot of dentists 
choose the cash option. They don't want the day-to-day responsibility 
of a gradual transition. There's a lot of upside but also some downside. 
The cash-out choice is certainly neat and clean. 

The advantage is it's done, and you don't have to keep worrying about 
it. Typically, you will receive a smaller amount because there will be 
a discount to the buyer for paying cash. 

A disadvantage is if you live in a small community you probably will 
continue to see most of your patients around town, and if the new 
dentist doesn't do well it could reflect on you. People do understand 
that you're not there anymore and you've retired, but it still might be 
uncomfortable for you. If you're in a larger community and you want 
to cash out, you could probably not really change your lifestyle at all. 
There would be little worry about running into former patients and 
hearing stories about your successor. 

Nevertheless, there are brokers who do this for a living and handle 
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many of these transactions every week. They can help you determine 
the fair value of your practice and how you can structure yours for sale. 
That's one hard part with a cash sale—there's a pretty well-established 
range for the market price. In a gradual transition sale, it depends on 
whom you choose and how you structure it. 

Re-evaluate the Retirement Plans
With all of the options and decisions that you need to make, and the 
plans you need to assess at this time, it’s a good idea to evaluate them 
on a consistent basis. 

And don’t forget to periodically re-evaluate your investment risk 
tolerance and risk exposures. Determine how much risk is sufficient 
to get adequate returns so you can strive to accomplish your goals 
without losing sleep. Your risk tolerance is a crucial conversation to 
have with your wealth manager, because it can be misunderstood in 
changing market environments and as your life circumstances evolve.

Speaking of risk, you have to manage various kinds of risk in life. Your 
wealth management team will manage the risk for your investments, 
but you're dealing with risk in your practice every day. You manage 
your practice to minimize your professional liability. 

You manage your life to make sure you manage personal liability. You 
manage your investments to limit your risk of investment loss. The 
various risks are very intertwined. 

You also need to make sure your tax structure is appropriate. Some 
structures don't make sense today until you are making a substantial 
amount of money. You may start as a proprietorship, but later on you 
may determine that an LLC is a better structure. And if you begin 
making a substantial amount of money, the S Corporation might be 
a more attractive alternative. Structure manages your risk and also 
manages how your taxes are impacted. You're not married to any 
particular format for the life of your practice. It may be that the value 
of re-structuring your practice isn't justified until you are thriving.

Now that your practice has more resources, you might become more 
of a target. You want to make sure you've done everything that's 
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reasonably responsible to minimize the chance of your property 
and assets being unjustly taken from you. This is where your team 
members, such as insurance brokers, lawyers and CPAs, can help you.

You should also review your estate and trust plans on a five-year cycle 
at a minimum, barring a big life change. I mentioned these issues 
earlier in the book. If you get a divorce, if someone passes away and 
you receive a large inheritance, if you have a baby or children entering 
college, these are all significant life changes. Or you may be caring 
for a parent or a sibling. If significant life changes happen, your plan 
should be revisited. 

Reviewing and revisiting your various plans speaks to the dentist 
who doesn't want to retire and it also speaks to the dentist who does. 
It can be expensive each time you review your estate plan, so you 
need to balance the cost. Always know and communicate what your 
wishes are. You don’t want to have any “surprises” down the road and 
experience unintended consequences that might be very expensive or 
cause a catastrophic effect on your practice or your family. 

Two Estate Planning “Wake-Up” Calls
A friend of mine shared a story about his wealthy grandmother and 
his father, who was a financial professional. His father was a very 
organized, competent individual and was experienced with estate 
planning. However, as it turned out, after his grandmother passed 
away, the family incurred a substantial amount of estate taxes that 
could have been avoided. Why did this happen? My friend’s father 
knew there were things that needed to be done from an estate planning 
perspective, but he simply could not face the reality that someday his 
mother was going to die—even though she was nearing 100 years old. 
So he kept procrastinating on creating her estate planning documents. 
In the end, it literally cost him millions of dollars in estate taxes. This 
is the real danger of not doing an estate plan. 

A second estate planning story that another individual shared with 
me concerned an 80-year-old male family member who did, in 
fact, have an estate plan, but he died suddenly. When his estate 
plan documents were reviewed, his family was shocked to dis-
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cover that they had not been updated in a long time and now were 
completely inaccurate and not relevant. He was the type of person 
who took care of everything himself and wouldn’t always tell his 
family exactly what he was doing. Family members thought he 
had everything together. They were surprised to find that many 
loose ends were not tied up in his own estate plan. As a result, his 
family had to pay more than $100,000 just in legal fees to clean 
everything up. 

The legal fees covered cleaning up the outdated documents in order 
to protect the family from the possibility of having to pay millions 
of dollars of estate taxes. That's a tough trade-off. You need to pay 
hundreds of thousands of dollars that you shouldn’t have to spend in 
order to save millions of dollars that you didn't need to have spent if 
you would have done your work in the first place. 

In both cases, the families were stunned. In one case, the patriarch had 
passed away so he wasn’t around to feel ashamed of having messed 
up, but their kids were stunned because they thought, "Well, we always 
thought dad had it together." And it turns out he didn't. 

In the other case, it was the patriarch's mother who had passed away, 
but he was the one left to have to say, "Hey, I messed up. I knew I 
needed to do these things, and I just didn't get them done." 

As a result, both families were left in difficult positions. In the one 
case, they simply had no choice but to pay millions of dollars in 
estate taxes that they would not have had to pay if the appropriate 
legal steps been taken in the planning process. In the other case, they 
spent hundreds of thousands of dollars in legal fees cleaning up the 
documents that were either incomplete or inaccurate in order to avoid 
substantial estate taxes.

Also, in both cases the individuals just couldn't perceive mortality 
even though they both were elderly. In one case, the 80-year-old man 
couldn't perceive of himself passing away so quickly, and in the other 
case the individual couldn't perceive of his mother passing away so 
quickly even though she was nearly 100 years old. 
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To try to explain these 
scenarios, estate planning 
can be a very emotional 
subject for many people, 
but if the details are taken 
care of earlier on, it won’t 
be as challenging a task 
… and it won’t be as 
expensive in the long run. 

So if you review all plans 
properly and stay on top 
of them, keeping them up 
to date and making sure 
you have a professional 
helping you on a periodic 

basis, you avoid the risk of catastrophic failure. If something bad 
happens, we don't want our families trying to dig out from underneath 
the rubble of poor plan construction. I want to build a solid plan so 
it will also be organized and easy to follow when they need it. That 
is the value of working with a wealth manager and an expert team 
to help pull everything together for you. When you are thriving, you 
need everything in place … so you can continue to thrive now and 
into your retirement.

uuu
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Transitioning to 
Retirement 

At this point, your practice has been thriving, 
you have reviewed all of your plans with 
your wealth manager and team, and now you 

are ready to transition to retirement. You have been 
envisioning what you want it to look like—free of 
financial challenges, spending more time with kids and 
grandkids, traveling and participating in many other 
activities that you enjoy. 

But what will happen when the reality hits you that 
you don’t have to get up early for work anymore? 
Many times this can be very traumatic for people. I 
believe generally more so for men than for women. 
This may be because more women have a passion 
for other things in their life beyond their work, 
whereas many men have directed all of their passion 
entirely to their careers. What I have seen among 
successful businesswomen is that most have a 
passion for something outside of their work. If they 
have a family, certainly they have a real passion for 
their kids, and at retirement, their grandkids. For 
example, my wife loves her job as a dentist. In fact, 
she took a vacation this year and when she returned 
on her first day back she said, "I'm so happy to be 
back in the office because I love my work." But, 
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nevertheless, every chance she gets she will bring a grandchild 
home with her. She has the passion in her life for family, so she's 
not going to have an issue dealing with emptiness without her 
career when she retires. 

If someone asks her, "What do you do for a living?" she may say, "I 
have a dental practice." Whereas the men who identify themselves 
as their career will say, “I am a dentist.” Unfortunately, they may not 
have found themselves outside of their practice, and yet this is when 
they need to redirect their passion. If you've been a self-employed 
dentist running your own practice for a long time as a sole owner or 
partial owner, you’ve had a lot of responsibility. This takes a lot of 
passion. And you must have this in order to put the enormous amount 
of effort into your practice and your life. 

Retiring TO or Retiring FROM?
What I hope for my own clients is that none of them ever retire from 
anything, but instead retire to something. In addition to spending more 
time with family or traveling, perhaps they've always wanted to devote 
some time to artistic endeavors. I know a dentist who is heading into 
the fourth quarter of her life and enjoying her time as an artist. She has 
an art studio, and she can devote 
her passion to her art and sharing it 
with others. 

You need to have a positive 
attitude and energy, because 
there's a tremendous danger to you 
if you don't have a passion to do 
something else after you retire. 
Statistics have shown that the lives 
of many people who retire and 
haven't made any plans—other 
than just to get out of the rat race—
are significantly shortened. They 
have nothing else going on in their 
lives.
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A couple of my successful clients retired early, and both said all they 
wanted to do now is have fun! Well, having fun is fine, but after a while 
I believe that there is a risk that they will get bored. Both of them come 
from a sales background. They had a responsibility for promoting their 
businesses and were incredibly successful at it. I realize that they still 
put a tremendous amount of that energy into entertaining themselves 
and others. So it's not just for themselves; they also engage with all 
the people they care about. And while they're not doing “productive” 
work, they're actually creating a fun environment and activities for all 
the people around them. I realize they both seem very happy in their 
early retirement. 

It’s because they put their passion for entertainment into a format 
where they entertain themselves along with others, and they get a 
great deal of fulfillment out of that.

But I was worried about both of them, because they were such hard 
workers and very success-driven. I even suggested they take their 
lifetime of skills and at least do some consulting work or some 
mentoring. But the response from both was, “Well, no. I like what 
I'm doing. I’m having a good time, and so are the people around 
me.” For the most part, they really enjoy themselves almost all 
the time. 

It's not that they're devoid of activities; they're very focused on 
their social calendar and on keeping the activities scheduled on a 
consistent basis. They're having a great time, and that’s a good thing; 
they deserve it.

Now, that's a great retirement plan for those who have had financial 
success, but for others who may not have as much wealth I suggest 
there may be something they are passionate about and can also 
derive a financial benefit from. For example, if you love to fish 
there could be a way to work part-time at a sporting goods store, 
or at a marina, and do the things you love to do most and at the 
same time, earn a few bucks. You've engaged your passion and 
can use it if you need a few extra dollars. 

That’s what I mean by “retiring to something.” From a life planning 
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standpoint, I want my own clients to enjoy what they've worked their 
entire careers for. You can, too.

100-Day Plan: Helping Redirect Your Passion
Going through the process of actually retiring can be hugely 
psychological. It can be a very emotional time. Perhaps you can’t face 
the fact that you are actually retiring and are panicked because you 
have no idea what you are going to do. The first thing to do is develop 
what I call a 100-Day Plan.

The 100-Day Plan includes developing a new habit for yourself. 
Starting a new habit takes about 100 days of consistently doing the 
same thing. I don’t mean doing something like painting the house, or 
fixing everything around the house. You’ll probably be done in about 
two weeks. This is why with your 100-Day Plan you establish a new 
pattern for your life and engage a new “retirement” lifestyle.

 If you don’t have the passion that's going to drive the next phase 
of your life, at the very least develop a 100-Day Plan to help you 
transition…if you don’t, you may find yourself sitting in front of your 
television the whole time. 

And don’t forget about doing volunteer work—become more engaged 
in your church, for example, and if you love animals I guarantee there 
is an animal shelter near you that would love your help. Just being 
around the things that you care about will make you feel good and will 
add meaning to your life. 

Following Your Plan and Starting Your Retirement Paycheck
Of course, behind everything I have just discussed in the book is 
the financial plan that gives you the potential to accomplish your 
retirement goals. It will give you peace of mind knowing you don't 
have to worry about having enough money to eat the next day. By 
planning far enough ahead, you won’t have challenges that keep you 
from redirecting your passion. So even those who feel like they're 
trapped in their practices and don't have enough money to retire, there 
still may be a way to do it. The question is whether or not you can 
adapt your lifestyle into a model that still makes you happy. 
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Being happy doesn't necessarily include all 
the stuff that you may have accumulated 
over the years and continue to buy. Many 
times, we can mistake our “wants” for 
our “needs.” Now is the time to put those 
priorities in order, so you know you are 
spending your dollars wisely as you move 
into retirement. That's why it's important 
to make sure you're doing the things that are 
important in your life. 

Your wealth manager and team will strive to 
structure your investment portfolio with as 
low risk as possible to achieve your objectives. 
This should help alleviate your fear about 
your retirement plans not being realized.

Up to this point in your life, your portfolio 
most likely has been managed in order to 
accumulate the funds that you need to help 
you accomplish your retirement goals. There 
will be some changes when you begin your 
retirement paycheck, because now instead 
of primarily accumulating and growing your 
portfolio, you are primarily using it to pay for 
your ongoing needs and lifestyle.

Because we’re usually planning on a long 
and successful retirement, your portfolio 
will still have some growth components, 
but because you’re now withdrawing your 
retirement paycheck regularly, it will also 
need to provide a regular income stream. So 
the big picture is that even with the regular 
payments, your portfolio should continue to 
grow so that it will pay for your retirement 
as long as you live. That requires intelligent 
design so that your overall portfolio is 

“... the big picture 
is that even 
with the regular 
payments, your 
portfolio should 
continue to grow 
so that it will 
pay for your 
retirement as long 
as you live.”
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properly diversified in order to provide income, growth and 
protection.

Your wealth manager and team should structure your plan and 
portfolio so that you know you will receive a regular payment 
when you need it. It could be monthly, or quarterly, or on the 
schedule you need to live your life comfortably and know that it's 
going to last your lifetime.

uuu
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Working with a
Wealth Manager

With the complexity and volatility in financial 
markets, many investors are actively 
considering changing their financial 

advisors. Research shows that four out of five affluent 
investors are dissatisfied with their current financial 
advisors. Are they well-positioned to stay with their 
current advisor, or should they switch advisors? And if 
so, how can they find the most competent one?

If you want to work with a skilled and competent wealth 
manager, it’s important to research those who utilize 
the wealth management process described in Chapter 
1. After your search is over, and you have set interviews 
with the various wealth managers, remember that 
during your conversations it’s important to recognize 
the six core characteristics that clearly demonstrate an 
ability to build the professional relationship you need 
to help you achieve your goals.

Six Core Competencies of a Skilled Wealth Manager: 
The 6 Cs

1  Character. Character is what you should 
look for first. Since a person really can't 
“fake” character, it's important to recognize 
trustworthiness, honesty and integrity in an 
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individual. The best way to do this is to have detailed in-depth 
conversations with a wealth manager to determine if he or she 
understands what is truly important to them.

2  Chemistry. You have chemistry when you “connect” with 
a wealth manager. You need to see eye to eye on important 
issues. Chemistry either happens or it doesn't—you can't force 
it. Chances are if you wake up sweating in the middle of the 
night because you are worried your attempts to communicate 
effectively about some ongoing issue have failed—then 
chemistry is probably missing. And if chemistry is missing, 
it might not make sense to continue working with the wealth 
manager because it's unlikely that you'll ever be able to regain 
the confidence again.

3  Caring. Your wealth manager must be genuinely concerned 
about your well-being. They should be more important to you 
as a person than simply as a source of income. They should 
not only know your goals and objectives, but also work 
collaboratively with you to help achieve those goals. Caring 
is demonstrated by their client-first attitude and follow-up 
behaviors that show you really matter to them. Like chemistry 
and character, a sincere caring attitude cannot be faked. 

4  Competence. Competence is about being smart, technically 
capable and a leader in their field. There is a high bar here for a 
wealth manager, because most of their clients will automatically 
expect them to demonstrate unquestionable competence.  
 
They must demonstrate and communicate that they are 
extremely technically competent on everything from wealth 
management to providing timely statements. 

5  Cost-effectiveness. Being cost-effective means that your 
wealth manager will deliver true value to you for the cost of 
their services and products. Don't confuse cost with value. 
You will be willing to pay premium prices if you believe 
the wealth manager is worth the cost. Ultimately, it's a value 
proposition issue, not a dollars-and-cents issue.
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6  Consultative. You want a partner in your wealth manager, 
not someone who will boss you around. A consultative 
relationship can be built only through a series of ongoing, 
in-depth meetings where you and your wealth manager work 
closely together to bring forth all essential information, from 
assets and other professional advisors to goals and dreams. 
A consultative relationship also results from making a large 
number of client contacts. Industry research shows that the most 
loyal wealth manager/client relationships were maintained by 
the client being contacted multiple times during the year, and 
that most of those contacts were focused not on investments 
or portfolio considerations but on personal and family-related 
issues. Vanguard-Spectrem conducted a study recently on 
wealthy investors who said they preferred to be contacted either 
quarterly or monthly. It’s a personal client/wealth manager 
decision that can be determined by both parties. 

These 6 Cs are the glue that holds the relationship with you and 
your wealth manager together over time. Excelling in all six of these 
qualities means that your wealth manager has built the systems and 
processes and has the right people in place to deliver a consistently 
strong experience for you; this also demonstrates that your wealth 
manager is the right person to help you make smart choices about 
your wealth.

A Few Last Words
I hope this book has helped you understand more about the wealth 
management process and how it can help you develop a financial plan 
for your practice and your family. The retirement options complete 
with descriptions of the various retirement plans will help when you 
eventually sell your practice and fund your retirement. I have also 
recommended that most of the planning you need can be done through 
collaboration with a skilled and experienced wealth manager and team 
of professional advisors. 

I hope the book will also help guide you through the thriving stage of 
your practice as well as to your eventual transition. By redirecting your 
passion and using a 100-Day Plan, you will be retiring TO something 
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instead of retiring FROM something. I hope you enjoyed reading the 
book as much as I enjoyed writing it for you. 

Second Opinion
In my experience, when people talk about “wealth management,” 
many tend to compartmentalize their lives. Every client has their own 
story. I have learned that it is important to understand their story before 
coordinating the various financial, legal, accounting, risk management 
and investment services, or engage in an investment plan strategy. I 
believe the management of your wealth should be coordinated with 
your passions and priorities while considering the most effective 
means to provide for wealth preservation, wealth enhancement, tax 
management, wealth transfer and generosity giving.

I have found one of the most meaningful ways to confirm if you 
are well positioned with your current investment plan strategy is to 
complete a Second Opinion Review. The purpose is to either affirm 
your current position and strategy or to redirect based on educated 
insights that will allow you to make a more informed decision about 
your future financial wellness.

I will take you through our discovery process to get very clear on 
where you are now and where you’d like to go. I will examine any 
of the gaps that need to be filled and, if you’re in good shape with 
your current advisors, I will let you know that, too. Or, if it’s more 
appropriate for me to work with you, I will begin that process. I work 
only with those for whom I can have a major impact. If you should 
consider switching advisors and I am not a good fit, I will be happy to 
point you in the right direction to an advisor who can work with you 
more effectively. 

uuu
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IMPORTANT INFORMATION AND DISCLOSURES 

This material is provided for general information only and is subject to change without notice.  
Every effort has been made to compile this material from reliable sources; however no warranty 
can be made as to its accuracy or completeness.  The information is provided for illustrative 
purposes only and does not represent, guarantee or imply that services, strategies or methods 
of analysis offered can or will predict future results, identify market tops or bottoms or insulate 
investors from losses.  The material is neither an offer to sell nor a solicitation of an offer to buy 
any securities or participate in any investment or trading strategy.  Before acting on any of the 
information, please consult your Financial Advisor for individual financial advice based on your 
personal circumstances.  The opinions expressed are solely those of the author(s).

Equity and fixed income investments are subject to market fluctuations.  It is possible to lose 
money by investing in equity and fixed income vehicles.  The principal value and investment 
return of the investment will fluctuate with market conditions.

Investors should carefully consider the investment objectives, risks and expenses of all types 
of investment vehicles including management fees and brokerage commissions.  Some invest-
ments such as international and alternative investments may contain specific risks that are 
greater than those associated with traditional investments.  These risks may include: illiquidity, 
tax considerations, increased expenses, speculative strategies such as leverage and commod-
ity price volatility and global political and economic uncertainties.

Asset allocation and global diversification do not ensure a profit or protect against loss in a 
declining market.  Past performance is not a guarantee of future results.

Securities and investment advisory services offered through Geneos Wealth Management, Inc. 
Member FINRA/SIPC 
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