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MARKET WATCH

MARKET CHALLENGES FACING
SMALL DENTAL PRACTICES
IN 2027

In 2027, small independent dental
practices face five major pressures:
"i. - flat insurance reimbursements, staffing

shortages, rising overhead, uneven

SELLER’S SECRET SAUCE E:tgif:dtec:amand, and costly digital

BEST PRACTICES FOR SELLING PHYSICIAN AND DENTAL PRACTICES - Insurance Complexity and
Reimbursements. Low reimbursement
This section focuses on best practices used by sellers to get the price and rates and administrative friction
terms they want to quickly sell their practices. In this section you will find
helpful information on (i) what successful sellers do before they take their
practices to market, (ii) how their deals are priced and structured, (iii) what
resources they use during the selling process, and (iv) how they manage the
transaction after closing. Successful sellers plan their sale and then work their
plan to success. In this segment, we will discuss what successful sellers do to REGULATORY WATCH

prepare the practice's financial matters. STATES COULD CONTROL
IMMIGRATION LABOR NEEDS

FINANCING U.S. Senators John Curtis of Utah and

remain top challenges. As costs rise,
private insurance payouts lag

MASTERING MONEY FOR PHYSICIANS Mark Kelly of Arizona introducele a
proposal that would let states pilot
Physicians do well at patient care, but not at taking care of their personal visa programs tailored to their labor
finances. James M. Dahle, MD, FACEP wrote an excellent article on how market needs. If passed, the State

doctors can master their money. He makes these points: Sponsored ViglElot PEeram Act of

2026 would let participating states

To earn well, physicians should research their market value, compare h q |
compensation data, and negotiate from an informed position. CNOOSE SP OO C R QIS
investors and monitor compliance.
To build wealth, physicians should aim to save consistently—often around
20% of gross income for retirement—and cut spending that does not add

@n’u‘- @@ﬂu‘a@ [r@ six states.

SCAN Health Plan and Costco ~ °  The Centers for Medicare and
Wholesale are partnering on Medicaid Services (CMS) is
selling Medicare Advantage proposing reductions to
products in two states and a Medicare physician payment
Medicare supplement in a third. rates in 2027 as a temporary
SCAN Health Plan is a nonprofit increase provided for 2026
Medicare Advantage plan serving expires. Under the proposal,
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Preparing Financial Statements
Properly preparing the practice's
financial statements is one of the

most important tasks a Seller must do.

The Seller should have at least 3 years
of practice tax returns filed and 3
years of internal financial statements.
Prepare monthly financial statements
for the past trailing 12 month period.
A tax advisor or CPA should prepare
these statements. Accounting

software like Quickbooks or NetSuite,

not MS Excel, is preferred. Work with
your medical billings vendor to get
access to various reports on your
practice's performance. Be sure to
include profit & loss statements as
well as balance sheets for each year.
Finally, examine the practice's Quality
of Earnings. Is there a concentration
of revenue issue? Are operating ratios
in line with industry averages? Are the
doctors paid too much or too little in
W-2 income compared to their
industry peers?
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the conversion factor for clinicians
who qualify as participants in
advanced alternative payment
models would fall to $33.17,a
decrease of $0.40, or |.19% from
2026. Conversion factors for
clinicians who do not qualify
would decline to $32.84.a
reduction of $0.56, or 1.68%.

* The Small Business Administration
(SBA) began tightening lending
guidelines. Acquisition
transactions now require a
minimum Debt Service Coverage
Ratio. of 1.25. it was I.15.
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CONT’D
prompting many small practices to
leave PPO networks.

- Staffing and Hygienist Shortages.
Recruiting and retaining staff,
especially hygienists, remains difficult.
Vacancies limit capacity and increase
burnout risk for existing staff.

- Rising Overhead Costs.

Higher supply, utility, lab, and salary
costs are compressing margins,
requiring tighter cost control.

- Fluctuation in Patient Demand.
Routine and urgent care remain
steady, but patients are delaying
elective procedures amid economic
uncertainty.

- High Cost of Digital and Al
Integration. Digital transformation
pressures small practices to fund
expensive tools such as Al radiograph
review, 3D printing, and workflow
software.

FINANCING

CONT'D

meaningful happiness.

To invest effectively, physicians
should use tax-advantaged accounts,
diversify, keep costs low, take
appropriate risk, and seek fairly priced
fiduciary advice if needed.

To spend and give well, physicians
should align money with their values,
maximize happiness from spending,
and be thoughtful about charitable
giving and family financial support.
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Participating states would have to:

- Reassess workforce needs and wages
regularly

- Prevent displacement of American
workers

- Track participants's employment and
residency

- Report compliance to federal official,
and

- Accept visa allocation cuts or

suspensions for noncompliance.
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