
1Articles reprinted with permission from Excellence In Dentistry, LLC  (1-800-337-8467), publisher of The Profitable Dentist® Newsletter (www.theprofitabledentist.com).

With the era of the mask upon us – It quickly became 
apparent that it’s difficult for others to get the full effect 
of a greeting when your face is partially covered.  Below 
are some fun ways to greet co-workers, patients, and 
friends we found that doesn’t require shaking hands.  

JUST SAY HELLO: Greetings don’t have 
to involve physical contact.  There’s 
nothing wrong with verbally saying hello 
to someone.

FOOT TAP: The hip new greeting to 
emerge out of coronavirus is a foot tap. It 
honestly looks kind of cool.

WAVE AT THE PERSON: What happened 
to waving?  Who decided waving is only 
OK when there’s a significant distance 
between people?  Bring back the wave!

MAKE A PEACE SIGN: When all else 
fails, throw up a peace sign.

TIP YOUR HAT: Not the most convenient 
option being that it requires a hat to 
achieve this, but it’s nice to switch it up 
every once in a while.

GIVE A NOD: A nice head nod in 
someone’s general direction can be a 
cool way to greet.  Maybe practice in the 
mirror a few times to really perfect your 
execution. 

THE VULCAN SALUTE FROM STAR 
TREK: A perfect way to say “live long and 
prosper.”

WISDOM TEETH REMOVAL:

We know that this time of year, a lot of 

patients would like to have their wisdom teeth 

removed.  At Premier we are continuing to 

offer the option of an “All-in-One” appointment 

for patients who have been recommended 

to have their wisdom teeth removed. An 

“All-in-One” appointment includes both the 

exam and surgery under general anesthesia, 

eliminating the need for several appointments. 

Ideal candidates are under the age of 40 with a 

clear medical history, and no known allergies. 

If you have a patient that fits the criteria and 

might be interested in combining the exam and 

procedure in to one appointment, have them 

contact our Patient Service Representatives 

to learn more! You and your team can help by 

forwarding the panoramic image and referral 

to aid in the evaluation.
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When you decided to become a dentist, you probably 
planned from your early high school years to put yourself 
on the proper path. First, you had to excel academically 
and enroll in the proper courses, then you researched a 
reputable undergraduate institution to maximize the odds 
of being accepted into a dental program. Along the way, 
you listened to the advice of counselors, friends and dental 
professionals in your community. 

Eventually, you succeeded in graduating from dental school, 
obtained your license and perhaps your own practice. Then 
the challenges of running a practice took over. How to bring 
in new patients, how to procure and maintain the right staff, 
how to increase and improve your clinical skills through 
continuing education, learning to comply with the myriad 
of governmental regulations and many other challenges, 
including your personal life. 

One step you probably did not take was planning for 
your retirement. Most advisors recommend starting the 
retirement planning process when you begin practicing. 
“What? Planning for retirement when I just started my 
career? I have no time for that. I need to concentrate on 
growing my practice.” 

No doubt you need to concentrate on your new practice. 
But, planning does not mean you need to know the exact 
date you will retire. No one can predict that. It simply is 
starting the planning process, as you did for your career, to 
position yourself to retire when you are ready. 

SO, WHAT ARE THESE STEPS? 
1. When you’re ready to start your practice, 

make sure you make the right choice. The 
options are either to buy an existing practice, buy 
into a partnership or start from scratch. Though the 
reasons are many, suffice it to say that purchasing 
an existing practice or becoming an equity partner 
provides you with an established patient base and cash 
flow, making it the wiser choice. There is no period 
of growth and there’s instant cash flow to service not 
only the purchase of the practice but also to produce a 
handsome living. Starting anew can be possible but is 
usually an uphill trek before seeing a profit. Since you 
have a limited number of years to maximize your career 
earning potential, buying an existing practice makes 
more sense. This gives more of an opportunity for the 
second step.

2. Start investing in a retirement account, 
whether it be an IRA, 401K, profit sharing 
plan, or SEP IRA. An accountant who deals with 
dentists or a financial planner could help you with this. 
It’s never too early to start this process.

3. Watch your personal expenditures. After having 
gone through the grind and expense of getting your 
dental degree, there might be a tendency to “treat” 
yourself with a lavish residence or a luxury car. After 

all, you’re now a professional earning big dollars. The 
problem is that in the early stages of your career, 
you’re not at your peak potential to produce dentistry. 
Early on, you will probably earn enough to service 
your school debt and pay for living expenses. With the 
“extras” you will curtail your ability to contribute to your 
retirement plan. It’s best to wait for the time that you 
can contribute both to your retirement and be able to 
fund the “extra” things in life.

4. Start developing outside interests and 
hobbies. This can serve several purposes. It can 
keep life interesting outside the dental office, you can 
develop new contacts who may end up being your 
patients and as importantly, you can have something to 
do once you retire. In my years of helping to transition 
our colleagues into retirement, one of the most 
common reasons I heard for not wanting to retire was 
“I wouldn’t know what to do if I didn’t do dentistry”. 
The lack of outside interests locked these doctors 
into their practice only to watch the decline of their 
practice from which invariably they had to walk away. 
They walked away without receiving the value of their 
practice in dollars, potentially part of their retirement 
funds.

5. If you decide to take on an associate, first 
make sure that you need one, and second, 
have a proper contract with a restrictive 
covenant. The lack of a restrictive covenant makes 
a practice unsellable in most instances. Why would a 
buyer acquire a practice if there is a great possibility 
that the associate without the non-compete can open 
next door and take the patients with him? In addition, 
banks that understand practice transitions will not 
finance such a purchase. It was regretful to deliver this 
news to someone who was ready to sell but had an 
associate with no restrictive covenant.

6. Don’t think “bigger is better” necessarily. At 
times, practitioners like to build meccas for themselves, 
thinking that it will attract more patients. You know, 
have a decorator go all out, buy all the cutting-edge 
equipment and so on. Unless you have the patient 
base that can support the outlay, spend your dollars 
on continuing education, hiring the right staff and 
marketing. Though you may produce more by going all 
out, your net profit will probably be less because of the 
greater overhead you have taken on. As you can see, 
early planning can be liberating. Though you may not 
think you can retire at age 55 or earlier, by instituting 
the right steps, you can have the choice if you so 
choose. 

Dr. Berdj Feredjian is the Director of Continuing Education, Recruitment and 
Advanced Training for PARAGON Dental Practice Transitions, a national dental 

practice transition firm assisting both buying and selling dentists with their 
transitions needs. You may contact him at 1-866-898-1867 or berdj@paragon.

us.com or visit www.paragon.us.com. 

WHEN $HOULD RETIREMENT PLANNING $TART?
by Dr. Berdi Feredijan1

JOKE CORNER

Who has the most dangerous job in Transylvania?  Dracula’'s dentist

What has teeth but can not eat?   A comb!

What time do you go to the dentist?  Tooth-Hurty?

Has your tooth stopped hurting yet?  I don’t know, the oral surgeon kept it.
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NEW COVID PROCEDURES:
Like many of you, we are slowly reopening and adjusting to our new normal.  We want to start off by 
thanking our wonderful team.  They’ve endured so many changes, so quickly, and made it possible for 
us to safely see emergencies during those difficult times. 

We want you to know that our community is our top priority.  As a practice, we want all of our patients 
and referring offices know what to expect.
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