Dentist

BUSINESS PLAN

The goal of this business is to provide high quality general dentistry with a moderate to high price using the
highest technology possible. Prices will be justified by the advanced technology used and the lifestyle
conveniences that the dental practice will offer. The dental practice will be positioned as a place one can get
high quality dental work in an environment of convenience and technology.
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EXECUTIVE SUMMARY

I am preparing this business plan to discuss the dental practice that I am planning to purchase upon my
graduation from dental school. Upon graduating, I will do an associateship with the potential for buyout, in a
practice in Nebraska. This will allow me to spend one year determining if Nebraska is where I want to live
long-term and will familiarize me with the practice that I could possibly buy. After the year is over, if [ am
pleased with what the practice has to offer, I will buy it. If I am not satisfied with its performance, I will have
spent time researching other practices that are or will be going up for sale. After approximately a year of my
building up the current client base, my father, who is also a dentist, is planning to move to Nebraska to work
with me as an associate. He will sell his current home and practice and work for me until he decides to retire.
This arrangement works in both my father's and my favor. This allows me to work with a dentist who has over
25 years of experience in the practice and business of dentistry. This gives my father an opportunity to make a
comparable living to what he is currently making without the responsibilities of an entrepreneur. As he nears
retirement (he is currently 52 years old), he will reduce his hours and patients.

In evaluating a location for a dental practice we are looking for an area of growth and culture, namely an
affluent, western suburb of Omaha, Nebraska. We have chosen this general area for various reasons. The main
reason being that we love all that this area has to offer in raising a family. Further we feel strongly about living
in a location that you would also desire to spend your retirement in. The suburbs of Omaha are growing rapidly
and do not have enough dentists to meet the needs of the people. I plan to buy a practice in a highly traveled,
suburban area of Omaha that has the patient and facility capacity for two active dentists. In 1995, almost 20
percent of all private dental practices were two-dentist practices, so this should not be too difficult to find



("Key Dental Facts," p. 17). Working with the retiring dentist will allow me to learn his practice management
style and to foster a relationship with the client base. This is very important, as with many businesses, the client
list and work force is the most valuable asset of a dental practice. Also this affords me the opportunity to
understand the management philosophy of the past dentist, so I will be able to make gradual changes that do
not cause too much dissension from the staff. If a dental practice with capacity for two dentists cannot be
found, I will buy a single practice office and expand it to suit two dentists. I will use savings accumulated
during my year as an associate to pay for the down payment of the business loan and finance the business
through a bank, the Small Business Administration, or through a broker.

My father should not have great difficulty selling his practice, as his is the largest practice in the area. Also,
there are dental brokers that buy practices to sell them at a higher price. In the worst-case scenario, my father
could sell his practice to one of these brokers.

Company Description
Purpose of the Service

My goal 1s to provide high quality general dentistry with a moderate to high price using the highest technology
possible. My prices will be justified by the advanced technology used and the lifestyle conveniences that the
dental practice will offer. The dental practice will be positioned as a place one can get high quality dental work
in an environment of convenience and technology. Due to the increase in two-income families, many service-
oriented professions are leaning toward differentiating themselves on the basis of convenience. This is what I
intend to do when I have completely taken over this business from its previous owner and have hired an
associate, namely my father. For instance, we plan to have two shifts, an early morning shift and an evening
shift in which the practice will be fully functional from 7 A.M. to 7 PM. or later on various days of the week. We
also plan to work rotating weekends to offer Saturday service twice a month. We feel that the main
beneficiaries to these services are professional, high-income individuals that do not feel that they can take time
out from work to go to the dentist. We are also considering hiring part-time help to do filing and various other
work during the day and to act as a sitter so that parents can leave their kids while they are receiving dental
care.

Related Services and Spin-offs
Possible related services include:

* Tooth Whitening

* Smoking Abstainment Treatments

* Practice Management Seminars

* Dental School Instruction

* Tempromanibular Joint Disorder Treatment

* Implant services

* Free screenings for children in severely/profoundly retarded care centers and schools
* Having a yearly "Sealant Day" and "Dental Awareness Day" at local grade schools

* Nursing home screenings

Stage of Development

Stanley M. Kramer, DDS, LLC is still in the idea stage as [ will not have my dental license until August 2001
and my father has not actively looked for a purchaser for his practice. Between now and when I graduate, I
plan to accept a position with a retiring dentist with a contract giving me first option to buy the practice.



Service Limitations

A restrictive covenant will be included in my contract with the former dentist. This non-competitive clause will
ensure that the dentist does not sell me the practice and then set up a practice next door. It also ensures that I do
not work with the dentist and then set up a practice down the street using the patient base I have seen while
working with him. Further, we will not participate in any HMOs or Managed Care Insurance, as it 1s my belief
that these cost dentists more than it makes them and reduces their treatment alternatives (see Appendix).

Government A pprovals

In June 2001, after passing the Central Regional Dental Test required by the American Dental Association, I
will receive a license to practice dentistry in the central region of the United States, which includes Nebraska.
My father has already applied for and received his Nebraska license. The practice will apply for any applicable
city, county, or township licenses that apply, a Drug Enforcement Agency permit to prescribe controlled
substances, and any applicable licenses for such items as administration of general anesthesia or conscious
sedation. Compliance with the Occupational Safety and Health Association (OSHA) standards set by the
previous owner must be maintained.

Service Liability

I will purchase malpractice insurance to protect myself against any malpractice suits raised. Even the best,
most conscientious dentist can be sued; therefore, malpractice insurance is an essential part of dentistry. The
type of malpractice or professional liability insurance I will buy is an occurrence policy. If the policy would
expire before a claim arises, the insurance company will still defend the dentist and pay any settlement or
court-awarded judgement that occurred while the policy was in force that does not exceed the limits of the
policy. Disability insurance provides continuing income in the event that an injury or illness prevents me from
practicing. Adequate amounts of disability income and medical expense insurance will be maintained to cover
the costs of treatment and ongoing family expenses until re-entry into active practice is possible. The insurer
will require proof that you are in good health, as no company will cover potentially disabling conditions
present prior to the date coverage is issued. It 1s essential that I purchase as much non-term type disability
insurance as possible while I am young and healthy-waiting until I am older could cause me to be uninsurable
or cause my premiums to be astronomical. I will also carry business liability and property insurance and any
other insurance we deem necessary after receiving counsel from my lawyer and insurance agent. Health
insurance and workers' compensation will be provided for our employees and myself as part of their benefit
package. We feel that this is mandatory to ensure that they do not leave the practice for one that does offer
these benefits.

MARKETING PLAN

Current Market Size & Growth Potential

The dental profession is one with a very low failure rate and a high propensity for profit. These were two areas
I examined before selecting a profession. According to the American Dental Association (ADA), dental offices
are the third highest-ranking category of start-up business most likely to survive. The average income of a
dentist is in the highest 8 percent of U.S. family income. As the growing population becomes better educated
and more wealthy, people demand better dental care (" Starting Your Dental Practice," p. 4). Annual spending
for dental services has risen from $13.3 to $45.8 billion, an increase of 244.4 percent, from 1980 to 1995 ("Key
Dental Facts," p. 8). The advancements in cosmetic dentistry provide new venues of service for the general
dentist to offer. Also, with the increase in non-capitation dental insurance, many people who could not
previously afford dental work are now part of the patient pool. Of the total population over the age of 2, 40.5
percent are covered by private dental insurance. Sixty percent of those with dental insurance have an annual



income of $35,000 or more and 51.4 percent have an education level of 13 or more years. Also, 45.4 percent of
all American children ages 5-17 are covered by dental insurance ("Key Dental Facts," p. 9).

The average dentist to patient ratio is 1 to 1,600-1,700 (" Starting Your Dental Practice," 9). Nebraska as a state
has a ratio of 1 to 2050 and an expected population growth of 11 percent by the year 2001. Further, 21 percent
of the general dentists in Nebraska are over 55 years old and many are looking to sell their practices and retire.
Nebraska is a very educated state with24.9 percent of its residents having a college degree and over 75 percent
of its residents working in white-collar positions. The average household income in Nebraska was $34,938 in
1996 and is projected to increase by 10.8 percent by the year 2001 to $41,328 (ADA County Reports).

Various demographic profiles in Nebraska:
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Customer Profile

» Middle to high income
* College educated

e White collar

e Married with children
» All ages

e Two-income families

Target Market

» Current patients of the practice we purchase (2,500 to 3,000 patients)

» Professionals that need the convenience factors we will offer

» Stay-at-home mothers that need a place to keep their children while they receive dental work
» All other dental patients who will pay a premium for convenience

Customer Benefits
Various customer benefits include:

» Two highly skilled dentists to be treated by, one with over 25 years of experience and the other with the
boundless energy and enthusiasm of a recent graduate

» Extended hours on various nights of the week

» Saturday hours two times a month

* Childcare while receiving dental work

* Use of advanced technology in treatment and patient education

» Discounts for referrals

Market Penetration

Current patients of the practice purchased will receive letters of notification of the change in practice
ownership and management. [ will give my background and experience information and tell the patient that I
hope to maintain their business. I will set up a "Meet the Doctor" picnic, where all patients will be invited. We
will also offer free family consultations to discuss any concerns the patient might have. We will also advertise
our benefits in the local papers and telephone books and send out direct-mail information advertising our
practice. Current patients will be given referral cards that give both the current patient and patient referred a
discount for services after the new patient has received a cleaning and consultation. Advertisements will be
taken out in the local paper promoting discounts on whitening procedures. Once the patient comes in for
whitening, I will sit down with the patient and discuss other ways to improve the aesthetics of their teeth. If
they like the service that they are given, they may become patients or at least give good word-of-mouth
advertisement. Other incentives will be given to attract new patients and maintain current ones.



Internal Marketing

The goal of Internal Marketing is to make current patients continue their patronage and to encourage them to
refer our services. This can be done by first and foremost treating them with respect. This office will also give
each patient the highest quality dental treatment possible, while offering competitive prices. Treatment is to be
presented to patients by the doctor only. Treatment will be presented by encouraging the patient to ask
questions and asking open-ended questions to prompt discussion. Visual aids will be used when necessary and
intraoral pictures will also be utilized. A benefit for the patient will be given to help them see the need for
treatment (i.e. "So that tooth doesn't fracture further and cause you more expense and pain, I recommend we
start a crown on that tooth as soon as possible.").

To stimulate referrals from existing patients at the end of the dental appointment we stress to them their
importance in our dental office and request that they refer family and friends to our office. In order to maintain
a strong patient base and retain active patients, a patient should have either a restorative appointment and recall
appointment or be in the recall system to call on a specific month for a specific procedure. Various other ways
to promote our office to already active clients and induce them to refer our practice to others include:

* Be on time and if you cannot, personally apologize to the patient for any inconveniences this has caused
him or her

* QGreet patients by name (both dentist and staft)

* Install a music system

* Have multiple telephone lines

» Call patients at home after significant treatment to ensure patient is doing well

» Install a "good-bye" mirror so patients can check their appearance before leaving the office

» Offer coffee or other beverages

» Keep reading material current

* Provide referral cards which offers both the referring current patient and the new patient a discount of
certain services

» Have personal information written on a notecard attached to chart to give dentist conversational topics

* Send a special note for occasions such as weddings, graduations, birthdays, ete.

* Decorate office internally and externally for holidays

* Have toys for children to play with

* @Give patients magnets, toothbrushes, etc. with dental practice name and logo

* Give a picnic, barbecue, or other outdoor event during the summer for your patients

External Marketing

External Marketing deals with promoting the dental practice to potential patients. This can take the form of
referrals, free publicity, or advertising. Examples of each of these are:

* Yellow page listing

* Send a welcome letter to new residents in community

* Run newspaper advertisements

» Become involved with local Chamber of Commerce

» Hold an open house event to show off new office, meet new staff, or celebrate the practice's anniversary
» Participate in career days for area students

* Get acquainted with community leaders

» Join civie, religious, and community organizations

» Patronize your patients' businesses

» Offer to write a monthly column on dental health issues or a Question/Answer column



Industry Trends
For a detailed summary of industry trends, refer to the industry analysis included in the Appendix.

* Decrease in dentists participating in managed care organizations

* Increase in consolidation or networking of practices

* Retirement of baby boomer dentists causing a future shortage in dentists

* Increase in gross profits for dental practices

* Globalization of the dental industry

» Advancements in technology and invention of products that aid in treatment

OPERATIONAL & ORGANIZATIONAL PLAN

Philosophy of the Dental Practice

The philosophy of my dental practice will be to provide high quality general dentistry in a comfortable setting,
with a moderate to high price using the highest technology possible. Prices will be justified by the advanced
technology used and the lifestyle conveniences that the dental practice will offer. With use of an interactive,
multi-media educational system, I will present my patients with multiple treatment alternatives and let them
choose the alternative that best suits their lifestyle and budget. I will emphasize preventative dentistry and
continually suggest cosmetic procedures. Any dental work that is too complex to be treated at my practice will
be referred out to a specialist. I will foster a relationship with various specialists in the area, so they will refer
patients in need of general dentistry to me as well. Further, I will not participate in any capitation insurance, as
it is my feeling that these plans cost dentists more than it makes them.

The dental practice will be positioned as a place to get high quality dental work in an environment of
convenience and technology. Due to the increase in two-income families, many service-oriented professions
are leaning toward differentiating themselves on the basis of convenience. This is what I intend to do. For
instance, I plan to have flexible, "people" hours on various days of the week so that not all patients have to
leave work to have their dental work done. I also plan to work rotating weekends to offer Saturday service
twice a month. I feel that the main beneficiaries to these services are professional, high-income individuals that
do not feel that they can take time out from work to go to the dentist. We are also considering hiring part-time
help to do filing and various other work during the day and to act as a sitter so that parents can leave their kids
while they are receiving dental care.

The office will be run as a team, with each employee playing an integral part in the success or failure of the
business. Employees will be given whatever tools and training is deemed necessary to carry out their
assignments. An emphasis on process improvement will be instilled in each of the "teammates” by offering
bonuses or special privileges. Teammates will be rewarded both monetarily and non-monetarily for jobs well
done. Effective communication will be stressed in the office. This will cut down on misunderstandings and
miscommunications among patients, employees, and doctor. Weekly meetings will be held to discuss the
weekly agenda, and to give a report of last week's happenings. Teammates will be given the opportunity to add
input at these meetings in the form of suggestions, comments, and complaints. Teammates will have defined
tasks, but are to be open to doing whatever requests outside of their set guidelines need to be done to bring
success to the practice. Finally, I plan to offer many perks to my employees to keep them satisfied and willing
to give the practice 100 percent.

Job Description- Dentist

1. The Dentist is responsible for all procedures that are covered by his license and not those of the
hygienist and assistant.
2. The Dentist is responsible for all human resource aspects of the practice.



The Dentist is responsible for the management aspects of the practice.

The Dentist will form a relationship with both the clients and staff.

All major purchases or decisions must receive final authorization from the doctor.

The Dentist will sign all checks.

The Dentist will be punctual to all appointments. Should the case arise where he cannot see the patient

on time, he will personally apologize to the patient for any inconvenience.

8. The Dentist will call all patients receiving significant treatment the night of the appointment to ensure
that the patient 1s doing well.

9. The Dentist will join civic and religious organizations to be of benefit to the community.

10.The Dentist will actively, yet with taste, market the practice.

11.The Dentist will treat employees and patients in a fair and unbiased manner.

12.The Dentist will provide high quality dental work with an emphasis on technology and education for
himself, his staff, and his customers.

13.The Dentist will work to make the practice an enjoyable environment in which to work
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Job Description- Assistant

1. Study and become familiar with Office Philosophy and agreements in the office.

Be observant, and considerate, friendly and generally in good humor. Make patients feel at ease and

welcome as a guest in your facility.

Upon arriving in the morning, get prepared for the day prior to the morning meeting.

Set up trays

Check treatment room drawers, stock as needed.

Go through charts and review the treatment patients are scheduled for today and treatment pending. At

this time always check what type of anesthesia each patient will need. Be prepared to discuss charts at

morning meeting.

7. Greet patient in reception room and escort to proper treatment room.

8. Seat patients, desensitize areas of treatment, take necessary study models, prepare Rx blanks, select
shades for composites and PFMs, take impressions for temps, mark and adjust temps, remove cement
from temps, orthodontic bands and crown and bridges; place matrix bands, and perform other
procedures to prepare patient for doctor as instructed by the doctor.

9. Be with the doctor to assist with all treatment.

10.Give patients POST treatment instructions as needed (orally and/or written).

11.Complement the dentistry procedures performed by the doctor. Show the patients their case before and
after the insertion in the mouth.

12.Dismiss patient and escort them to the front desk with chart. If the business office is busy ask the
patient to have a seat in the reception room. The business coordinator will be with them ASAP.

13.Compliment the behavior of a child to the child and the parent. This helps to child be more confident.

14.Spray and clean room after each patient; change headrest cover, light handles, etc. Follow all
sterilization procedures as mandated by OSHA.

15.Prepare all instruments and handpieces for sterilization by autoclave or cold sterilization.

16.Close all treatment rooms at the end of the day. Make sure all equipment is shut off.

17.Have a general knowledge of the business office and be familiar with business office verbal skills.

18.Know how to schedule appointments.

19.Do a bi-weekly inventory and order necessary items.

20.Prepare and participate in weekly staff meeting.

21.5tudy and become familiar with all OSHA requirements. Take all precautions as trained and have a
completed HBV vaccination series. Wear protective equipment as required.
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Duties to Perform As Needed

» Take, develop, and mount x-rays

* Record any x-rays taken in chart, type name and date on label
* Prepare Rx blanks of Meds

» Take diagnostic cast and pour in proper stone

* Trim models and label

* Keep lab cases labeled and organized

* Clean cement from newly cemented PFM, FGC, temps, etc.
* Place matrix bands and wedges

* Make vacuforms

* Make customtrays

* Make temp crown

* Remove and place orthodontic elastics

» Calm apprehensive patients

» Keep current with up-to-date dentistry

* Check supplies and keep inventory current

» Help business office when time permits

* Empty the trash

» Stock drawers

* Run cleaner through the vacuum system each night.
* Lubricate drills

» All other reasonable requests by the doctor

Daily Duties

1. Check level of water in autoclave and add, if needed
2. Run autoclave during day as needed

3. Oil and autoclave handpieces after each patient

4. O1l prophy handpieces daily

5. Check trash at the end of the day and empty if needed
6. General operatory cleaning

7. Take intraoral pictures as needed

8. Prepare charts for morning meeting

9. Check developer reservoir tanks and refill

10.Prepare trays for procedures and assist doctor

Weekly Duties

1. Change solutions in ultrasonic cleaner

2. Autoclave lab burs

3. Clean autoclave per manufacturer's instructions for weekly maintenance
4. Restock all drawers and check inventory

Job Description- Dental Hygienist

1. Study and become familiar with Office Philosophy and Agreements in the office.

2. Organize yourself physically, mentally, and emotionally, always dress in a professional manner, leave
your private and family concerns at home, and make a mental check of your day.

3. Be observant, considerate, friendly, and generally in good humor. Make patients feel at ease and



welcome as a guest in your facility.

4. Upon arriving in the morning, get prepared for the day prior to the morning meeting.

5. Go through charts, review the treatment patients are scheduled for today and treatment pending. At this

time always check what type of anesthesia each patient will need. Be prepared to discuss charts at

morning meeting.

Greet patient in reception room and escort to proper treatment room.

Use correct verbal skills.

Dismiss patient; escort to front desk with chart. If business coordinator is busy ask patient to have a seat

in reception room. Business coordinator will be with ASAP.

9. Spray and clean room after each patient, change headrest cover, light handles, etc. Follow all
sterilization procedures as mandated by OSHA.

10.Prepare all your instruments and handpieces for sterilization by autoclave or cold sterilization.

11.Close your treatment room at the end of the day, making sure all equipment 1s shut off.

12.Have a general knowledge of the business office and be familiar with business office procedures.

13.Know how to schedule an appointment on the computer.

14.Prepare and participate in weekly staff meetings.

15.Take all OSHA precautions as trained, have a completed HBV vaccination series. Wear protective
equipment as required.

16.The dental hygienist may not perform any of the clinical duties without the dentist in the facility.

17.Help to maintain and keep the recall system current.
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Clinical Duties

Polish restoration.

Perform root planing and soft tipsier curettage.

Apply topical anesthetics and topical medicaments.

Record existing conditions through the use of radiographs.

Perform intraoral dental laboratory tests, including but not limited to, oral cytology smears, pulp vitality
test, and caries tests.

Apply pit and fissure sealant to teeth, as prescribed by the dentist.
Do intraoral irrigation and sulcular irrigation.

Remove overhanging margins without the use of rotary instruments.
9. Oral prophylaxis with slow speed handpiece.

10.Give topical fluoride application.

11.Complete all other reasonable requests from doctor.
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Job Description- Receptionist/Office Manager

1. Organize yourself physically, mentally, and emotionally; always dress in a professional manner; leave
your private and family concerns at home, and make a mental check of your day.

2. Study and become familiar with office philosophy and agreements in the office.

3. Be observant, considerate, friendly, and generally in good humor. Make patients feel at ease and
welcome as guest in our facility.

Appointment Scheduling

1. Set appointment hours in accordance with appointment scheduling guidelines and daily goals.
2. See that the dental hygiene schedule is completely filled.

3. Follow up on all broken appointments.

4. Keep a short call list.

5. Fill broken and canceled appointments.



6. Confirm patient's appointments at least 2 days prior to appointment date.

7. Copy the daily schedule and post it in each treatment room.

8. Greet all patients courteously when arriving and make sure the charts are in the proper place.
9. Promptly indicate to the staff when the next patient has arrived.

10.See that the phone is answered before the third ring at all times.

11.5ee that the desk 1s covered at all times.

12.Complete all other reasonable requests from doctor.

Financial Control

1. Check records each day to approach any patients who owe a balance.

2. Take responsibility for requesting and collecting money "over the counter” daily.

See that each record is posted and filed as it comes through. Be responsible for the accuracy of the day

sheet and records.

Print and submit insurance for patients when appropriate.

Make financial arrangements with patients in accordance with the financial policy

Follow up on all insurance not paid within 6 weeks. Maintain the insurance system.

Send monthly statements.

Follow up on past due accounts; set arrangements for past due balances. Make collection calls and send

accounts to collections with doctor's approval.

9. See that each payment received in the mail is posted to the accounts receivable system. Be responsible
for the accuracy of the accounts receivable system.

10.See that the bank deposit slip matches the daysheet total.

11.Make definite financial arrangements with all new patients and patients requiring extensive treatment in
accordance with the financial policy of the office.

12.Work the delinquent payment record.

13.Be in charge of all correspondence regarding collections, insurance, etc.

14.Determine approximate patient portion of insurance procedures.

15.Notify patients of overpayments and send refunds.
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Marketing

1. Keep the new patient book current
2. Prepare new patient letters for Dr. Kramer
3. Tank referral sources, letters, etc.

Office Procedures

1. Be responsible for the preventive maintenance system (recall system).

2. Be responsible for preventive maintenance follow-up.

3. Organize and maintain file systems for quick retrieval of information.

4. See that all backlog paperwork is completed before closing the office on Friday.

5. Maintain the supply system and inventory for business office items.

6. Keep Dr. Kramer informed and current on all aspects of the office, patient status, recommendations, etc.
7. Be responsible for own desk appearance.

8. Put together new patients' records and charts. Coordinate patient flow.

9. As changes occur in schedule, change schedules in the treatment rooms.

10.Check and straighten the reception area.

Job Description- Janitorial Staff

The janitorial staff is an outside agency that comes in one day per week and cleans the office. They are






