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Sometimes you reach a point in your life or your 
professional career when a change in your norm 
might be a really good thing. Changes can lead 
to growth, renewed enthusiasm, a more positive 
outlook on your daily operations and can give 
you a shot of energy that revitalizes you.



For me, out of nowhere, I made the decision to sell 
my practice in Tulsa, Oklahoma with no particular 
reason why. I was working three days a week and 

taking a lot of time off. My overhead was under control 
and my net was very good. So what’s wrong with this 
picture? Absolutely nothing. 

Throughout my dental career I have never had an issue 
trying new things to promote my practice. I have hit 
many home runs and also some duds. In spite of trying 
new things in marketing while staying with the current 
things that were working, my practice seemed to have 
met a critical mass. It was doing very well but I still 
couldn’t get it to a higher level. Personally, I still have the 
desire to do more, be better and continue growing.

So with all this in mind, my wife and I decided it was time 
to shake things up and look for the next chapter. We 
identified a couple of areas in Texas we would be happy 
living and had the right kind of demographics to support 
the kind of practice I wanted.

The next step was to identify a transition broker to help 
me get my practice sold. I knew of several companies 
and people whom I felt could do a good job for me. I 
talked to a few but I also knew there was another person 
I needed to interview …Rob Stanbery with Practice 
Transition Partners. Rob has been involved with several 
LVI practice sales and understood the differences this 
type of practice has when it comes to selling it.

From the beginning I could tell Rob was the one for 
me! We spent quite a while just talking about my 
goals, the practice, and my expectations just so Rob 
could get a better feel for what 
I needed. Next the real work 
was about to begin.

Rob supplied me with a 
blueprint for exactly how to 
gather the information he 
needed to properly evaluate 
the practice and make a 
suggestion for what the 
asking price should be for it. 
There is no question, this 
requires some time 
and work on my 
behalf but I found 
that the more 
information I could 
get him, the better his 
evaluation would be and the 
better the package would be 
for prospective buyers.

Next was a hugely important piece of the puzzle for 
me. My practice was in Tulsa, Oklahoma and Rob is in 
Seattle, Washington. Information on paper is vital and 
pictures of the practice are vital but Rob himself was a 
long way away. So, Rob and his business associate, Dr. 
Kent Johnson, a longtime friend and past instructor 
at LVI, came to Tulsa for a couple of days to talk and 
get a feel of the practice. This visit was imperative for 
sharing with others what my practice was all about.

As we got close to time to make the sale public, my 
realistic expectation was going to be this transaction 
would probably take six months to a year to get done. I 
planned on using this time to get a better feel of where 
my next practice would be and start my own search.

The time came and my practice went “live” on the 
Monday during the week of the 2016 IAPA meeting. 
On Thursday at the IAPA meeting, Rob said he wanted 
to speak with me. Practice Transition Partners is a 
sponsor of the IAPA so I went to Rob’s booth expecting 
to have a quick “Hi, how ya doin” conversation. Much to 
my surprise, Rob told me he had located someone who 
wants to look at my practice the following Monday! 

Wait. What? A potential buyer already in only four 
days? This can’t be right but it was. So this is great but I 
thought it’s probably someone who is interested in this 
kind of practice but not really a serious candidate. Just 
a tire kicker. That’s OK though. After all it’s just been 
four days.

On the next day of the IAPA, Rob once again said he 
needs to talk with me. I tell him jokingly, you probably 

have another buyer for me 
right? Rob said, “Well, yes I 
do.” This can’t be right. My 
practice has been listed for 
five days and I have two 
potential buyers lined up 
to look at it? I’m in shock!

The next week came and 
I showed the practice to the 

two potential buyers. Rob 
called soon after the visits 

and gave me the 
news. Inside of 
two weeks I have 

received two offers, 
one for full asking price. 

Needless to say this was 
very exciting and unexpected. 
What happened to my six month to 
a year plan?



I’m sure Rob will tell you that all practice sales don’t go 
exactly like this one but here are some things I learned 
about this process of selling your practice.

Get your books in line. Have your accountant get all your 
numbers organized into easy to read categories. In my 
own process of looking at and evaluating practices to 
purchase, its amazing how inconsistent expenses in a 
dental practice can be. This makes it very hard to analyze.

Get your practice looking good and spruce things up. You 
may be used to your practice and think everything looks 
OK but it probably needs some updating. Any money 
you can spend on paint, new furniture or decorations will 
undoubtedly reap you big rewards.

Don’t try to do this all on your own. Use 
experienced people who do this for a living. 

Find the broker who understands your practice 
and most importantly has a plan and the 
connections to get your practice noticed. I would 
have lost a lot of money betting there was no 
way my practice would sell within two weeks. 
But thanks to Rob, Kent and Practice Transition 
Partners, selling my dental practice was a breeze.

Finally, I’d encourage everyone who wants to 
make this change to go for it! With the right 
partner in selling and buying...relocating can 
happen faster than you think!  

Phil Jackson

“The strength of the team is each member. 
The strength of each member is the team.”




