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This month is the best time to put
your practice on the market
Believe it or not, January is usually the best time to list your practice. I say this based on previous years’ history.
We have been in the business for more than 30 years and experience dictates my answer. I can only assume the
reason for this is because the New Year usually brings resolutions and commitments to big decisions. Dentists
who have been associating for a while finally decide it is time to purchase and own their practice, rather than
associate.
High buyer demand is critical for our Sellers. Our business goes full tilt towards the end of January, slows down
during the summer, picks up again from Labor Day until mid-November and then goes into hibernation for the
holidays. Therefore, it is best to get the ball rolling in January as it takes several weeks to digest all the practice
financials and establish the practice on the market.
Many dentists think that the best time to list a practice is when students are graduating from dental school. This
is not true! New dental graduates entering the job market after graduation usually cannot qualify for a loan until
they have practiced for at least 1- 2 years.
Historically, January kicks off the New Year with pent-up Buyers who have been contemplating their decision
for two months during the holidays, coinciding with new Buyers who have been associating for the past 18
months after graduation. We are anticipating stronger than normal activity this spring as the stock market and
real estate markets have recovered from the 2008 slowdown.
When I was a practicing dentist, I did not particularly appreciate attorneys or dental brokers. However, I am
continually amazed at how many dentists try to sell their practices on their own. While it can be achieved under
the perfect circumstances, an experienced broker can help navigate all the pitfalls which dentists are unaware of.
Since they are constantly developing a database of buyers, they normally earn their commission by ensuring the
Seller receives full market value and a better fit for the practice. Most of us would never sell a house on our own,
which would be way easier than selling a dental practice! Most of us hire a CPA to prepare our taxes as
compared to a bookkeeper or large commercial entities who provide “cookie cutter” tax returns.
I would also apply this principle to discount brokers or trying to sell on your own. Why trust your most
cherished asset in the care of anything less than an experienced, full-service brokerage firm?
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