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In This Issue:Essential Transition Closing Checklist 
By: Doug Copple

he purchase and sale of an orthodontic practice is a very involved process, with 
numerous issues to be considered by both the buyer and the seller. Most doctors 
consider the significant deal points that need to be documented and negotiated, 

such as the employment terms before and after the transaction, the transition timeline, 
and the practice’s value and purchase price. All of these items are obviously extremely 
important items to consider. However, we have noticed that many buyers and sellers 
are unaware of the many “little things” that have to be accomplished prior to or 
immediately after the purchase and sale of a practice. 

 These often overlooked items can take a significant amount of time for both 
the buyer and seller to finalize during the transition process. We have seen closings 
delayed due to one party’s neglect or oversight in not having everything in order to 
complete the transaction, such as licensure or insurance requirements. The purpose of 
this article is to outline many of these basic yet frequently overlooked tasks that should 
be addressed by buyers and sellers to ensure a smooth transition. 
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Orthodontic Staff Compensation
By: Chris Bentson

f all the assets of an orthodontic practice, there is no question that employees are 
the most valuable. They play a crucial role in how patients and parents judge their 
experience within the doctor’s practice. From the initial phone call inquiring 

about treatment to the last retainer check, staff members interact constantly with patients 
and their families. The amount of time staff spends face-to-face with each patient is 
much more than a doctor over the course of a patient’s treatment. Unsurprisingly staff 
members’ compensation, including salaries, wages and benefi ts, are the most signifi cant 
individual expense category of nearly every orthodontic practice. The purpose of this 
article is to provide our readers with industry compensation averages reported through 
other publications and based upon our experience with our own clients.

 We are often asked questions concerning industry standards in regards to staff 
compensation. In previous editions of the Bentson Clark reSource, we have addressed 
this question by publishing the average staff expense in the orthodontic practices we 
have valued. 
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Brand Leverage Your Practice
By: David Phillips

hat is branding? What makes one brand more popular than another? Leverage. 
The terms brand and branding are two of the most popular terms in the 
marketing world today.  To know how to leverage your brand, you must have 

a good working defi nition of brand or branding. 
 

 So, what is a brand?  A brand is a person’s gut feeling about a product, service 
or company.  It’s not what you say it is; rather, it is what THEY say it is.  When you 
put a brand in those terms, you can easily see how diffi cult it is to achieve leverage by 
affecting someone’s deep gut feeling.  Branding is the action associated with trying to 
affect this gut feeling in people.  No wonder branding seems so magical. 
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Converting Shoppers into Patients: A Prescription For Success

rthodontic marketing has developed into a sophisticated enterprise: advanced professional relations strategies, social 
networking, community involvement, etc. Your patient growth program may be driving potential patient calls, but are 
you confi dent with the conversion of caller-to-patient in your practice? I recommend four steps to ensure that each 

initial call results in an exam: 

1. A new patient phone script followed for each prospective patient call 
2. “Triage” of each call for appropriate scheduling 
3. Scripting for “deal breaker” questions 
4. Protocol for non-appointed and “no-show” initial exam callers
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By: Nancy Hyman

Roth IRA Conversion
By: Kenneth H. Bridges  

 any reading this article probably have at least heard of the 2010 rule change applicable to Roth conversions, and most 
likely, almost all of the readers will have heard a lot about this before the year is out. 

 The purpose of this article is to provide you with a brief synopsis of the background of traditional and Roth IRAs, the 
conversion opportunity available in 2010, the potential benefi ts and detriments to making the conversion, the criteria to analyze 
in making the choice, and a profi le of those most likely and least likely to benefi t from conversion.  Although this article is a bit 
lengthy, it is in fact a fairly brief summary of a very complex topic.

 Prior to 2010, the ability to convert a traditional IRA to a Roth IRA was limited to those with income below $100,000.  
Effective January 1, 2010, taxpayers can convert their traditional IRAs to Roth status, regardless of their income level.  This 
rule change represents a potentially substantial tax savings opportunity; or a potentially substantial tax detriment, depending on 
your personal circumstances and future tax laws.  Accordingly, it is important that everyone carefully consider the possibility of 
a Roth conversion during 2010.
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