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Introduction
Just as a well thought-out treatment plan goes a long way in securing a successful out-come in dentistry, the same is true
of your finances.
When a coordinated wealth management plan is in place, your financial goals are far more likely to be realized. A good
plan helps you get from where you are today to where you want to be in the future.
To assist dental professionals, our expert team has laid out what should be considered when making wealth decisions.
Some recommendations are easier to implement than others, but all should offer guidance, clarity of thought, and
expertise to help you gain confidence and a more secure financial future. !

Phase 1: Wealth and Income Protection
Strategies to protect wealth and the value of the business should be put in place in the first phase. It is the job of the
wealth manager and a team of experts to ensure that your wealth is protected against catastrophic losses, identity fraud,
and extended illness or disability. Issues to be addressed should include a will, power of attorneys, and insurance.

Phase 2: Wealth Enhancement
Financial viability and growth can best occur when a well thought out plan is in place in order to systematically address tax
planning issues, and debt reduction, while allocating capital for living expenses, retirement and emergency situations.
Other factors that will impact the management of the plan are the accumulation of personal savings, and the funding of
educational responsibilities. This plan should simplify your financial life by making it possible to manage your resources in
a coordinated manner moving you closer to your financial goals.

Phase 3: Wealth Plan Discipline
After a plan is in place, the challenge is to manage emotions, maintain discipline, and remain focused on financial goals.
Buying or selling based on fear and panic can have a devastating impact and often leads to investors selling low and
buying high. Market volatility can be unnerving and that is just the time that remaining disciplined and focused is
critical to the realization of financial objectives.
To reach the plan’s goals it is important to continue to dollar cost average into retirement, education, and liquid
investment accounts. Annual reviews directed by your wealth manager give you the opportunity to evaluate progress,
seize opportunities and analyze options for continued wealth enhancement.

Phase 4: Risks and Retirement Priorities
Dentists need to plan for and control the 3 major risks with which investors must contend. These risks include the
following:
• Investment Risk – your wealth advisor should focus on the right portfolio allocation for your situation, with a

special emphasis on minimizing one of the great enemies of wealth – volatility.
• Behavior Risk – a wealth advisor is your financial “conscience,” so you don’t let emotions compromise the

integrity of your portfolio and financial future.
• Longevity Risk – with many Americans now spending three or more decades in retirement, you must plan for

the long and comfortable retirement that may include setting up special accounts and regularly assessing any
changing retirement needs.
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Phase 5: Succession Planning
Retirement may require a series of important decisions to be made about how to phase out of or sell a practice.
Implementing a plan in the early stage of your career has many benefits. It means that you are more likely to sell your
practice at an optimum time and gives your staff and patients the confidence to remain with your practice because they
are assured that an orderly succession in place. Even if the decision is made to turn out the light and walk away there are
still critical choices to be made which will impact your retirement. Whatever the case, a wealth manager is there to assist
with the legal and business decisions to be made in order to have a smooth transition into retirement. Proper wealth
planning includes making preparations for the realization of personal dreams such as travel or personal needs such as long
term health care.

Conclusion
We believe that the most important way to help you stay disciplined and on track, is a well-thought-out plan and a
comprehensive wealth advisory process.
Navigating the financial markets is a challenging task, especially while trying to run a successful dental practice. The
intricacies of building a plan that takes into account investments, estate planning, tax strategies, business transition, wealth
protection and preservation can make coordinating financial life a difficult job. Often dentists choose assistance from a
variety of professional advisors such as personal attorneys, CPAs, insurance specialists, and an array of investment advisors
and consultants, but rarely do they work collectively to put together an integrated plan. The challenge is how to capitalize
on all this expertise and then integrate their knowledge and advice into a comprehensive long range financial plan.

Phase 6: Wealth Transfer
Proper estate planning is the most effective way to help ensure that you are able to provide for the financial health and
well-being of your family. It also can reduce or prevent much of the stress that so often occurs when heirs attempt to sort
out a family member’s estate.
Depending on your needs you may bring in other experts and planning professionals, such as a valuation specialist or
charitable giving specialist, to address specific issues. Income producing strategies and a retirement portfolio should be
considered. The wealth manager will coordinate each professional’s individual expertise and incorporate their
recommendations into your wealth plan as appropriate.

Dental professionals are best served by working with a wealth advisor and their team of experts, which should include, at
minimum, an attorney, CPA, life insurance specialist and a property/casualty insurance specialist, to develop a plan for a
viable and comprehensive wealth management plan. The advisor’s job is to integrate and coordinate an ongoing wealth
management consultative process using the plan as a guide.
Dentists can capitalize on the strategies formulated by the wealth advisors group of specialists by having their financial
future on sound footing and, thus, allow themselves the time and resources to maintain professional excellence and
pursue their personal interests.
Your investment portfolio is only one aspect of your whole financial picture, which is why you should work with a team of
experts, to determine the most beneficial course of action and strategy for your wealth. Having your own team of experts
working closely together helps maximize the effectiveness of your plan and makes sure it stays in synch, with every item
properly addressed.
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