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Dr. Sean Robertson – How Can I Increase the Value of my Practice?  
 

Dr. O'Keefe: Today, I welcome Dr. Sean Robertson, he's a dentist and he's a partner in a 
dental practice broker team. He's based in southwest Ontario and I'm going to 
ask him a question that I'll bet is on the mind of every single dental practice 
owner in Canada. Well, Sean, the $64 million question, how can I increase the 
value of my practice? 

Dr. Robertson: John, to answer that question, I'm going to start with posing another question 
which is why do practices even have value? And we know that practices have 
value because like any business, they generate revenue and more accurately 
than that, practices generate cash flow after operating expenses. And when you 
remove the cost of interest, taxes and amortization, our net result in a practice 
really boils down to what income remains for a buyer? And we know there are 
many elements that affect practice value, including their fixed assets, 
equipment leaseholds and the demand for dental practices, and buyers seeing 
opportunity in a dental practice. But the most important variable in increasing 
your practice's value is by increasing your cash flow. And increasing your cash 
flow really results in not just an increase net income of the practice, but 
increased earnings before interest, taxes, depreciation and amortization, which 
is a commonly used valuation score. 

Dr. Robertson: It results in an increased affordability, the practice at higher purchase prices, 
your increased cash flow results in really an increased lender's security in 
providing a loan to a buyer and all of these things, thereby increase demand 
from the practice, from the buyer marketplace as a whole. So if we examine a 
cash flow statement of a given practice and we normalize that to reflect what 
those numbers would look like for a buyer, we can see where your practice is 
operating optimally and where opportunity exists to improve efficiency, 
decrease your overall costs of practice, and increasing your net cash flow 
because it's a lot easier to keep the dollar you already have in the practice than 
to try and find a new one. So, the number one way you can increase value in 
your practice is by increasing your net or normalized cash flow. 

Dr. O'Keefe: So, Sean, I think that you've got some downloads that to people are going to be 
able to look at in the Oasis post. Could you just give us an idea of some of 
those? 

Dr. Robertson: Indeed. There's an article, it's quite brief that links to our website that we wrote 
regarding certain considerations with respect to increase in value, even 
parameters beyond those of the number one a normalized cash flow. We've 
also got a, a brief pdf comparing two separate practices, both theoretical that 
give you a sense of what the theory behind what I'm saying looks like in terms of 
a net cash flow statements where we've got a comparison between one practice 
operating less efficiently than another; and how appraised value and thereby  
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affordability is affected by those. There's a link to another article as well in the 
listing there and hopefully between those, through some good information for 
dentists more on the topic. 

Dr. O'Keefe: Now, you've just written an article in Ontario Dentist, so hopefully certainly 
dentists in Ontario would be able to see that. 

Dr. Robertson: In the March issue of Ontario Dentist, you'll see some more conversation with 
respect to normalized cash flow and our perspective on that really versus other 
accounting models and why normalized cash flow makes sense from a valuation 
standpoint. 

Dr. O'Keefe: And, would you be willing to come back on Oasis and answer any questions that 
perhaps viewers send our way? 

Dr. Robertson: Indeed. Anytime. This has been a pleasure. 

Dr. O'Keefe: Sean Robertson, thank you so much for providing your perspective on practice 
valuation and look forward to keeping in touch with you. 

Dr. Robertson: Thank you for having me, John. My pleasure. 

 

 


