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Is This the Right Exit Strategy? 
 

By Frank Recker, DDS, JD 
 
Q:  A well-known dental corporation, or I should say “dental management” 
corporation, is interested in purchasing my practice.   Is there any downside to 
this? 
 
A:  First of all, these companies usually consist of investors looking to make 
money on the practice of dentistry.  They have little connection to, or concern 
about, patients.  That is simply because they are not dentists.  And while they 
cannot, in most states, directly own or operate a dental practice, there is usually 
a professional dental corporation that technically purchases the pure “dental 
assets” and the non-professional corporation purchases everything else, 
including the right to perform all non-dental related management services and 
employ all non-licensed personnel.  They in turn contract with a professional 
corporation to hire you, the previous owner, and any other professional 
employees.   
 
But make no mistake, the non-dental owner controls everything and “calls the 
shots.”  Your employment contract will give the management company almost 
unfettered right to oversee your activities and even terminate you from your 
former practice, at any time.  While this may seem unwise from a goodwill 
perspective, it happens frequently.  And you will then face a rather onerous 
restrictive covenant relating to distance and time.  That’s also when you will 
encounter professional challenges about “abandonment” and patient ill will, 
especially if located in a small community.  Your dental board will likely receive 
complaints and look into the arrangement, but you have not “abandoned” any 
patient, as the management company and the PC involved are responsible for 
ongoing patient care since you no longer own the practice. 
 
So my advice would be to make sure your attorney carefully reviews the 
proposed documents related to the transaction to at least insure that you aren’t 
unnecessarily indemnifying the purchasing companies, the legal relationships 
involved, the restrictive covenants, and that you really feel okay about having no 
control over the operations of your former practice.  After you sell, you will be 
bound by their operational policies, structure, schedule, and will find yourself 
interacting with non-dental professionals who are your “bosses.”  Prior to any 



purchase, they will conduct a thorough due diligence of your practice, and you 
should do the same relative to their history in both your state and other states.  
Speak with other dentists who have sold their practices to them and 
subsequently worked as an employee. 
 
Many dentists have experienced relief upon the sale of their practice to such 
companies, and continued as an employee dentist for the purchaser.  Others 
have sold their practices only to encounter challenges about corporate policies, 
rigid rules, dissatisfaction with non-dental management and control, and 
ultimately terminated with little or no cause and faced with the challenge of 
practicing beyond a 25 mile radius. 
 
Editor’s Note:  In the Summer 2013 AAID News, the AAID published an interview 
with Dr. David Gimer, who sold his practice to a dental management corporation.  
Click here to read that first-person interview.  

http://www.aaid.com/uploads/cms/documents/practice_transition_article_summer_2013.pdf

