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The purpose of the Dental Business Institute Program 
is to educate, train, and develop entrepreneurial 
dentists to successfully lead, manage, govern, and grow 
dental practices of any shape or size from solo practice, 
to managed group practice, to corporate models.



1.1 Selecting Your Financial 
Advisor

Considerations:

• Specialization in your industry

• Track record of customer service and integrity

• Strong brand recognition

• Client-focused approach

How to go about selecting a financial advisor:

• Compile a list of attributes that you’re seeking in both the professional and the company.  You may 
consider the following:

• Do they have a specialization in your industry?

• Do they have strong name recognition or brand recognition? 

• Are they client focused and customer centric in their approach? 

• What is their reputation?   

• What is their track record for customer service or integrity?
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Questions:

RIA vs. Broker-Dealer: What’s the Difference?

               

               

               

 

What is a Fiduciary?
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1.2 Role of a Financial Advisor 
and the Financial Plan

A few things a Financial Advisor should understand about you:

• How You Value Money

• Your Family Situation

• Your Career Path

• Your Attitude on Debt and Investment Risk

• Your Greatest Concerns

For almost any endeavor, implementing a plan may be a key factor in pursuing your goals. Whether 
you are going on a vacation, opening a dental office, or dealing with your finances, working with a 
professional and developing a formal plan may produce better results. 

You should consider formalizing your thoughts and developing a financial plan as soon as you have 
clarity on your employment situation.  Your financial planning team should have a specialization 
in dentistry and should have a client-centered approach.  They should understand how you value 
money, your family situation, your chosen career path, your attitude on debt and risk tolerance and 
your greatest concerns.

• Help Define Goals

• Determine Cash Flow 

• Develop Debt Repayment and Investment Strategies

• Coordinate Efforts with Accountant and Attorneys

• Implement, Implement, Implement

• Monitor and Update As You Develop More Sophisticated Needs

The functions of your financial planning team are many and they should partner with you to help 
define your financial goals.  They should also help determine your cash flow, develop debt and 
investment strategies and coordinate efforts with other advisors.  Implementation of your plan may 
be one of their most important tasks as well as monitoring and updating as your situation develops.
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1.3 Understanding Insurance 
Company Ratings and Types

Selecting an Insurance Company

• Company Ratings

• Mutual company vs. Stock Company

• One factor you should consider when selecting an insurance company is the insurer’s financial 
strength. Analyzing an insurer’s financial condition requires a considerable amount of analysis. 
Fortunately, financial ratings firms publish financial ratings of insurance companies. The main 5 
firms include Fitch Ratings, A.M. Best, Standard and Poor’s, Moody’s, and the Kroll Bond Rating 
Agency. 

• Insurance companies can be a mutual company or a stock company. 

Questions:

What is a Mutual Company?

               

               

               

 

What is a Stock Company?

               

               

                        

DBIonDemand.com



Notes

6

What is a Comdex Rating?

               

               

                        

Once you understand insurance company ratings, it is important to consider the strength of the 
provisions in the insurance contract, the price of the insurance policy and the specialization of the 
insurance advisor as well as their reputation for service.  By including all these things in your due 
diligence and decision-making process you can establish an indication of value.   Obtaining value 
should be the goal in the purchasing decision.  Making a purchasing decision on price alone may not 
provide proper protection needed for the exposure.



1.4 Disability Income Insurance 
Basics

As a dentist, you have specific needs. In order to discuss financial principles for dentists it is important 
to have a basic knowledge of the path that you’ve followed to become a dentist, the challenges you 
may face, as well as some of the opportunities that you may have in your life and career.

A career in dentistry has several barriers to entry. First, it’s cognitively demanding, as it can be difficult 
to get into dental school and into the specialty programs. There’s also a physical component to having 
the physical ability to do the work of dentistry. Additionally, training can be expensive and, once you 
get into school, oftentimes students and residents will have a significant amount of student debt.

As a dentist the ability to earn income is typically considered your largest asset.  Couple this with 
the physical and cognitive demands of the career and disability insurance becomes one of the most 
important insurance policies you can carry.

Policy Types:

• Individual

• Non-Cancelable

• Guaranteed Renewable

• True Group

• Conditionally Renewable

Common Terms:

• Short Term Disability

• Long Term Disability

• Elimination period 

• Benefit period

• Premium
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• Level/Graded

• Benefit amount

• Riders

• Exclusions

• Definition of Total Disability
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Questions:

There are many Policy Provisions, what are three of them?

               

               

               

 

What is the difference between Level vs. Graded premiums?

               

               

                        



1.5 Malpractice Insurance Basics

Malpractice:  a dereliction of professional duty or failure to exercise an ordinary degree of 
professional skill or learning by one rendering professional services which results in injury, loss, or 
damage.

A malpractice insurance policy provides for both defense costs when a malpractice case is brought 
forward and indemnification for any damages deemed payable to the plaintiff.

Policy limits are written as two numbers, such as $2M/$4M.  The first number reflects what the 
insurance company will pay per claim. The second number is the aggregate limit that the company 
will pay if there are multiple claims in a policy period.

There are several types of consent to settle provisions in professional liability insurance. Common 
clauses are pure consent, board approval, unreasonably withheld, arbitration, and hammer.
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What is pure consent?

              

              

             

There are two basic policy types for malpractice insurance, occurrence and claims made.

What is the major difference between the two types?
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1.6 Staging Yourself for Home and 
Practice Ownership

For home ownership, develop a timeline and research cost associated with the area you plan to live.   
You should understand the cost of homes in your intended area.  You should also research if the 
community has a homeowner’s association (HOA) and the monthly cost of the HOA and real estate 
taxes.  These costs in addition to the cost of utilities and your loan’s principal and interest should be 
considered when budgeting for cost.

When it comes to saving money for closing costs for home purchase, depending on your time horizon, 
you may not want to invest funds and rather keep the money in a low risk money market or savings 
account.

Questions:

What are three things you should consider about your financial position in advance 
of getting approved for a mortgage?

              

              

             

Is a significant other’s credit score important?

              

              

             



Another common goal for new dentists is to obtain ownership in a dental office.  

There are a few decisions to navigate.  Do you want to purchase an existing practice or do a start up?  
Do you want to lease or own the space?  Do you want to be a partner in a practice?

When it comes to practice ownership it is important to consider the financial position you may want 
to be in for approval for a practice loan. 

Depending on your time horizon, you may not want to invest funds intended for this use.   Also, when 
looking into the lease or ownership decision it may be helpful to work with a real estate consultant to 
evaluate the benefits of each.  

When determining which lender to work with you should obtain a few approvals and compare terms 
and conditions.  Also be aware that lenders may require business insurance to be in place to secure 
approval.  Work with an insurance advisor that specializes in dentistry to select appropriate coverage 
and be aware that coverage must often be in force in order to close on the loan and avoid delays.  

Questions:

How much do lending institutions often ask that you have in assets as a percentage 
of the loan you are looking for to purchase a practice?

              

              

             

Do lenders sometimes require business insurance to be in force in order to close on 
the loan?
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1.7 Practice Owner and Risk 
Management- Case Study

Risk Management: Personal

Based on Dr. Smith’s situation he should consider a review of the 
following:

• Disability insurance 

• Life insurance to replace income and fund college education

• Life insurance for his spouse

• Review homeowners and auto insurance.

• Discuss flood insurance, jewelry and special valuable coverage and increase limits so umbrella 
coverage can be maintained.

• Review health insurance and consider a high deductible plan and explore HSA options.

• Consider a possible long term care exposure in the future and look into long term care coverage 
options.

• Question: Dr. Smith’s income is approximately $25,000 after taxes each month.  How much should 
Dr. Smooth consider carrying of disability insurance available? 

Risk Management: Business

• Maintain life insurance for the practice loan.  The life insurance policy should name love ones as 
beneficiary and the policy should be collaterally assigned to the bank. 

• Obtain business loan protection (BLP) disability insurance.  BLP is designed to pay the monthly 
practice loan obligation in the event of disability and 

• Obtain business overhead expense (BOE) coverage, which is disability insurance designed to cover 
practice expenses. 



Notes
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Question:

When a business has more than one owner what insurance should be considered to fund a buy 
out in the event of the death or disability of an owner?

               

               

                            

If more than one partner, in most circumstances both partners should consider having life insurance 
assigned for the loan, business overhead expense disability insurance and business loan protection 
disability insurance.  Additionally, if there is more than one practicing dentist at the practice a 
corporate professional liability policy or entity policy should be obtained.  This is true if the additional 
dentist is an employee associate or a business partner.
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1.8 Installation and Evaluation of 
Retirement Plans – Case Study

There are basically two different types of retirement plans.  They are 
defined contributions plans and defined benefit plans.

• In a defined contribution plan, the employee or the employer (or both) contribute to the 
employee’s individual account under the plan, sometimes at a set rate or a percentage of annual 
earnings. These contributions generally are invested on the employee’s behalf. The employee 
will ultimately receive the balance in their account, which is based on contributions plus or minus 
investment gains or losses. The value of the account will fluctuate due to the changes in the value 
of the investments. 

• Simple IRA, SEP IRA, Safe Harbor 401k, Profit Sharing, Solo 401ks, 403B and 457 plans are 
examples of defined contribution plans.

• A defined benefit plan promises a specified monthly benefit at retirement. The plan may state 
this promised benefit as an exact dollar amount, such as $100 per month at retirement. Or, more 
commonly, it may calculate a benefit through a plan formula that considers such factors as salary 
and service.

• A cash balance plan is a type of defined benefit plan.

Considerations for installing retirement plans:

• Confirm Cash Flow

• Create Employee Census

• Plan design by Third Party Administrator (TPA)

• Potential Control Group Issues

• Employer Contributions to the Owner’s account

• Employer Contribution to Staff’s accounts

• Does Owner’s tax savings exceed employer contributions to staff?



Questions:

What is a TPA?

               

               

               

 

Do you as the practice owner carry a fiduciary responsibility for the plan?

               

               

                        

Can an investment advisor assist in the fiduciary responsibility?

               

               

                        

Treloar & Heisel, Treloar & Heisel Wealth Management, and Treloar & Heisel Property and Casualty are all divisions of 

Treloar & Heisel, Inc.

Investment Advice offered through WCG Wealth Advisors, LLC, a Registered Investment Advisor doing business as Treloar 

& Heisel Wealth Management. Treloar & Heisel Wealth Management is a separate entity from The Wealth Consulting Group 

and WCG Wealth Advisors, LLC.

Insurance products offered separately through Treloar & Heisel and Treloar & Heisel Property and Casualty.

Treloar & Heisel, Inc., Treloar & Heisel Wealth Management, and WCG Wealth Advisors, LLC do not offer tax or legal advice. 

Investing involves risk including loss of principal. No strategy assures success or protects against loss.

The insurance-related content is intended for general informational purposes only and should not be construed as advice. 

Please consult with a licensed insurance advisor.

Policy definitions and terms may vary. Please consult your policy contract for the binding definitions and terms. 
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