DENTAL PRACTICE SALE-PREP CHECKLIST
Licenses, documents and fixes buyers look for when you sell a dental practice
Know your number
[  ] Recast earnings to SDE (and adjusted EBITDA if above about $1M of earnings)
[  ] Run the dental practice valuation calculator and save the brief
[  ] Estimate after-tax proceeds under asset vs stock sale
Licenses and transfer issues for dental practices
	Done
	Issue
	What to know

	[  ]
	Corporate practice of dentistry
	Many states restrict who may own a dental practice. Texas, for example, treats owning or operating a dental office that employs dentists as the practice of dentistry, so DSOs use management-services structures while a dentist owns the clinical entity.

	[  ]
	DEA registration
	Not transferable without DEA's written consent (21 CFR 1301.52). The buying dentist registers separately; controlled-substance inventory and records transfer under DEA procedures.

	[  ]
	Patient records
	HIPAA treats the sale of a practice to another covered entity, and due diligence for it, as "health care operations," so records can be reviewed and transferred within the Privacy Rule's limits.

	[  ]
	Payer contracts and credentialing
	PPO participation is personal to the provider/entity. Buyers re-credential or take assignment where contracts allow; gaps here can interrupt collections after closing.



Documents buyers will ask for
[  ] 3 years of tax returns and P&Ls
[  ] Production and collections by provider and by procedure code
[  ] Hygiene production, recall and active-patient reports
[  ] Payer mix and fee schedules
[  ] Office lease and any assignment clause
[  ] Equipment list and ages
[  ] Staff roster, pay and benefits
Fix what buyers discount
[  ] Owner dependence: document processes, delegate selling and scheduling, cut your hours in the work
[  ] Customer concentration: no single customer above about 15% of revenue
[  ] Recurring revenue: convert one-off customers to agreements or plans
[  ] Clean books: separate personal expenses, reconcile monthly, keep 3 years of tax returns ready
Deal structure notes
Private dentist buyers typically pay mostly cash at close from a practice loan, sometimes with a small seller note. DSOs pay a mix of cash and rollover equity plus an employment agreement (often several years), sometimes with earn-out or holdback components.
Timeline
Plan for 6-12 months from preparation to close for a dentist-to-dentist sale; DSO processes add diligence and a longer post-close employment term.
Rules vary by state; confirm licensing and transfer requirements with counsel. General information, not legal or tax advice.
Free template from TradeExit Guide (tradeexitguide.com). Edit freely for your business.




