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What Our Clients Have To Say About Us Matters

“Mark Epstein is calm, knowledgeable, patient.  He utilizes his considerable experience to the benefit of the seller and 
the buyer.  I was impressed with his abilities to bring a smooth sale of my practice.  I am sure I am one of the many win, 
win outcomes.”

– Christos Tsiatis, DDS  |  Bayside, NY

“From our initial consultation, through the closing of the transaction, and a few post closing talks, Mark was always 
courteous and gracious, extending his time and support for my transition.  His analysis was spot on, and I had a steady 
stream of prospects throughout the process.  I highly recommend him!”

– Arthur Kook, DMD  |  Oakland, NJ
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Selling your dental practice is one of the most 
significant decisions of your career. It’s a choice that 
requires careful thought and planning to ensure a 
smooth and successful transition. Whether you’re 
seeking to retire or move on to the next phase 
of your professional life, understanding both the 
financial and emotional implications is crucial. Here’s 
a comprehensive guide to help you prepare for this 
life-changing step.

Key Considerations When Selling 
Your Dental Practice 
Financial Considerations 
For most dentists, selling their practice represents 
a significant portion of their retirement funding 
or future investments. Maximizing the value of 
your practice is essential, and understanding the 
influencing factors will position you for a successful 
transition. 

Factors Impacting Practice Values in 2025: 

•	 Revenue & Profitability Trends: A consistent 
or growing revenue stream is more appealing 
to buyers than declining profits. 

•	 Patient Base & Demographics: Practices 
with loyal patient bases and desirable 
demographics, like families or professionals, 
are more marketable. 

•	 Location & Visibility: Urban settings or 
practices with high visibility and accessibility 
hold higher appeal. 

•	 Technology & Equipment: Modernized and 
well-maintained equipment signals a thriving 
practice. 

•	 Overall Curb Appeal: Clean, updated office 
spaces help create an attractive offering. 

While the 2025 average U.S. dental practice sale 
price remains around 65-80% of the most recent 
annual revenue, these factors can significantly  
impact valuation. 

Next Steps: Begin by contacting a reputable local 
practice broker for a professional valuation. This will 
provide a starting point for determining whether 
you’re financially ready to sell. Remember, selling 
your practice doesn’t necessarily mean retiring. Many 
dentists continue working as associates within their  
sold practice or explore opportunities beyond the 
non-compete radius to continue generating income. 

Emotional Considerations 

Beyond the financial logistics, selling a practice can be 
an emotional process. Over time, our work becomes 
tied to our identity, patient relationships, and the 
teams we’ve nurtured. Facing this transition is often 
more complex than it seems. 

Making the Decision to Sell Your Practice  
in 2025  



With changes in the dental market, evolving buyer 
expectations, and increased financing options, 
selecting an experienced and well-connected 
broker is more important than ever. Before signing a 
listing agreement, consider asking the following key 
questions:

1. 	What Experience Do You Have in Dental 
 Practice Transitions?
Your broker should have substantial expertise in 
handling practice transitions, including finance, 
accounting, marketing, and professional sales 
knowledge. Given that they will determine 
your practice’s valuation, they must be adept at 
analyzing financial statements, production reports, 
and equipment lists to establish a fair market value 
that aligns with 2025 market conditions.

Additionally, inquire about:
•	 The number of practice sales they’ve 

facilitated in your area over the past few 
years reflects their market knowledge and 
ability to price practices correctly.

•	 Their marketing experience—effective 
brokers understand both traditional and 
digital marketing strategies to maximize 
exposure to potential buyers.

•	 They understand dental industry trends, 
such as corporate group acquisitions, 
private equity interest, and shifts in solo 
practitioner ownership models.

2. How Are You Connected to the Local and National 
Dental Market?
A broker with strong local and national dental 
community connections can enhance your practice’s 
exposure and attract serious, qualified buyers. Ask 
potential brokers:

•	 Are they actively involved in dental 
associations, study groups, and professional 
conferences?

•	 Do they work with dental supply 
companies, attorneys, accountants, practice 
management consultants, and financial 
advisors to stay informed on market trends?

•	 Do they host seminars or webinars to 
educate dentists on practice transitions?

•	 Do they have relationships with banks and 
lenders that specialize in dental practice 
acquisitions?

A well-networked broker will have a pool of pre-
qualified buyers ready when your practice is 
listed, increasing the chances of a faster and more 
profitable sale.

3. What Is Your Marketing Strategy and Buyer 
Qualification Process?
Marketing a dental practice in 2025 requires more 
than just placing an ad in a journal. An effective 
broker should use a multi-channel approach to 
maximize your practice’s visibility. Ask how they:

•	 Leverage digital marketing, email 
campaigns, and social media to reach 
potential buyers.

•	 Utilize SEO-optimized listings on dental 
practice sales websites to attract interest.

•	 Advertise in local and national dental 
publications.

•	 Have an up-to-date and informative 
website that educates buyers on the 
purchasing process.

Additionally, qualifying buyers is crucial to prevent 
wasted time and ensure serious inquiries. Your broker 
should:

•	 Screen buyers based on financial standing, 
experience, and career goals.

•	 Require signed confidentiality agreements 
before sharing practice details.

•	 Match buyers with practices that fit their 
philosophy, budget, and long-term goals.

Final Thoughts
A well-qualified dental practice broker should 
possess the expertise, connections, and marketing 
skills necessary to handle your transition efficiently 
and profitably. In 2025, with increasing competition 
among buyers—including private practitioners, group 
practices, and corporate dental groups—having the 
right broker can maximize your practice’s value and 
ensure a seamless transition.

Before making your decision, seek referrals from 
colleagues and advisors, research potential brokers, 
and use these critical questions to ensure you hire the 
right professional to represent you. Your life’s work 
deserves nothing less.

Selling a dental practice is one of the most significant 
financial and professional decisions a practice owner 
will make. The sale’s outcome can significantly 
impact your financial stability and quality of life after 
transitioning out of ownership. While previous articles 
have discussed the importance of hiring a dental 

practice broker and their role in the transition process, 
it is equally crucial to ensure that you hire the right 
broker to represent your best interests and facilitate a 
smooth and profitable sale.
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Before listing your practice, ask yourself the 
following questions:

•	 Can I separate my identity from my role  
as a practice owner? 

•	 Do I have hobbies or interests to enjoy  
post-sale? 

•	 Am I ready to relinquish control of daily 
operations? 

•	 If I plan to stay as an associate, am I  
comfortable adapting to changes or  
working under another owner? 

Working through these emotions in advance will help 
you confidently approach the sale. Accepting the 
potential for feelings of loss or anxiety and addressing 
these early ensures a smoother transition during and 
after the sale. 

The Importance of Planning Ahead 

Many practice owners make the mistake of waiting 
until the day they’re ready to sell before seeking help. 
This reactive approach often results in limited options, 
and lower valuations due to rushed preparations or 
transitioning under unfavorable conditions. Instead, 
experts recommend planning your sale at least three 
years in advance. This preparation allows you to  
focus on enhancing the practice’s value and strategic  
marketability. Start by building a relationship with an 
experienced broker who understands the evolving 
dental practice market. 
Benefits of Advanced Planning: 

•	 Customized Transition Strategy: Tailored 
plans ensure the sale aligns with your financial 
goals and timeline. 

•	 Office Updates: Implement improvements 
like updated technology or aesthetic 
enhancements to boost practice value. 

•	 Avoiding Common Pitfalls: Diminished 
revenue, outdated equipment, and other 
issues are easier to address with time. 

Why 2025 Is a Pivotal Year for Sellers 
The dental industry continues to evolve, and market 
conditions in 2025 will present opportunities and 
challenges for practice transitions. 

Market Shifts That Will Impact Practice Value: 

1. Supply and Demand Changes 
The aging baby boomer population is entering 
retirement, leading to an influx of practices hitting the 
market. While this creates more competition among 
sellers, practices with strong financials, high-quality 
equipment, and seamless operations will stand out.  

2. Interest Rate Adjustments 
Banks are likely to continue offering 100% financing 
options for buyers, but higher interest rates may reduce 
buyers’ purchasing power. This makes practices with 
strong profit margins and fair valuations more attractive.  

3. Additional Market Pressures 
•	 Increased student loan debt may limit the pool 

of potential buyers. 
•	 PPO involvement continues to drive down 

service pricing while practice overhead  
costs rise. 

•	 The complexities of practice management are 
growing, meaning inefficient systems may 
become a liability in the eyes of buyers.  

Given these changing dynamics, the earlier you 
start preparing, the better positioned you’ll be to 
maximize your practice’s value and attract serious, 
qualified buyers. 

Take Control of Your Transition 

Selling your dental practice represents the 
culmination of years of dedication and hard work. 
By taking the time to understand the financial and 
emotional factors, partnering with experienced 
professionals, and planning ahead, you can make 
this transition a rewarding and positive experience.  

Consulting with a local, knowledgeable practice 
broker will provide you with the tools to plan 
effectively, maximize your returns, and ensure your 
practice’s legacy is carried forward. Whether your goal 
is a seamless transition, financial security, or personal 
fulfillment, careful preparation today paves the way 
for a successful tomorrow. 

Start today. Contact us to explore your options and 
secure the bright future you deserve. 
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Selling your dental practice is one of the most 
significant decisions of your career. It’s a choice that 
requires careful thought and planning to ensure a 
smooth and successful transition. Whether you’re 
seeking to retire or move on to the next phase 
of your professional life, understanding both the 
financial and emotional implications is crucial. Here’s 
a comprehensive guide to help you prepare for this 
life-changing step.

Key Considerations When Selling 
Your Dental Practice 
Financial Considerations 
For most dentists, selling their practice represents 
a significant portion of their retirement funding 
or future investments. Maximizing the value of 
your practice is essential, and understanding the 
influencing factors will position you for a successful 
transition. 

Factors Impacting Practice Values in 2025: 

•	 Revenue & Profitability Trends: A consistent 
or growing revenue stream is more appealing 
to buyers than declining profits. 

•	 Patient Base & Demographics: Practices 
with loyal patient bases and desirable 
demographics, like families or professionals, 
are more marketable. 

•	 Location & Visibility: Urban settings or 
practices with high visibility and accessibility 
hold higher appeal. 

•	 Technology & Equipment: Modernized and 
well-maintained equipment signals a thriving 
practice. 

•	 Overall Curb Appeal: Clean, updated office 
spaces help create an attractive offering. 

While the 2025 average U.S. dental practice sale 
price remains around 65-80% of the most recent 
annual revenue, these factors can significantly  
impact valuation. 

Next Steps: Begin by contacting a reputable local 
practice broker for a professional valuation. This will 
provide a starting point for determining whether 
you’re financially ready to sell. Remember, selling 
your practice doesn’t necessarily mean retiring. Many 
dentists continue working as associates within their  
sold practice or explore opportunities beyond the 
non-compete radius to continue generating income. 

Emotional Considerations 

Beyond the financial logistics, selling a practice can be 
an emotional process. Over time, our work becomes 
tied to our identity, patient relationships, and the 
teams we’ve nurtured. Facing this transition is often 
more complex than it seems. 
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