
SELLING A DENTAL PRACTICE 
How to sell your dental practice: 6 steps of selling

People often benchmark their life/career trajectory on significant milestones. Personally, it could be 
buying your first home, getting married, having your first child, and retiring. 

Professionally, many dentists follow a similar path in their career lifetime. Qualification, buying your 
first practice, expanding your practice and eventually, selling your practice.

At Hive, we’ve summarised everything you need to know before you put your practice up for sale. In 
6 easy-to-follow steps, you’ll learn the right route to take when the time comes for you to move on.

2 YRS IN ADVANCE
Most experts advise arranging the sale of your 
dental practice two years in advance, but if that’s 
not possible, just leave as much time as you can. 

Nothing stalls a sale more than outdated or 
inaccurate financial information. Inevitably the first 
thing a potential buyer will want to see is the 
numbers. It’s therefore absolutely vital that you 
keep on top of the practice’s financials on a regular, 
real-time basis.

The wrong tax structure could not only 
mean you are likely paying too much tax on 
an annual basis, but your taxes on exit could 
be significant when some advance planning 
could save tens if not hundreds of 
thousands in tax.

Dental practice valuations are traditionally based on a 
multiple of adjusted profit. Using the most recent 12 
months’ results, a standardised profit model is built.

Size and profitability will have the biggest impact on the 
types of buyers your practice will be suitable for. 

A valuation assessment will be carried out through both 
principal-led (or owner-occupied) and associate-led 
models and a multiple will be applied to each. 

2   Make sure your financials are up to date

1   Decide when to sell

Appointing a broker will ensure the correct 
sale price is achieved and act as a 
go-between for the various parties involved.

Hive recommends using Christie & Co

3   Ensure your tax structure is correct

4   Appoint a broker

5   Valuation and marketing

Once an offer comes along which catches your eye, 
your broker must structure the right deal, taking 
into account what you expect from the sale. 

After the deal has been negotiated and agreed 
upon, your terms should be put in writing to avoid 
any errors later down the line. 

Always seek legal advice before you sign anything.

6   Negotiation

If you are interested in starting your sale journey, 
get in touch today for a free practice assessment.
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