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Consider the Following
• Nearly 60% of business owners who are baby 

boomers do not have a succession plan.2

• Many business owners have 80% or more of their 
personal assets tied up in their businesses.3

• Only 49% of business owners have performed a 
business valuation.4

It is important for small-business owners to 
understand how their personal and business 
finances are interlinked and how challenges or 
shortfalls within one area may be reflected in the 
other. A myth exists which is, “If my clinical skills 
are excellent, I will have a successful practice.” 
In actuality, you have to be a proficient clinician, 
entrepreneur and a manager. 

Short and Long-Term Business Planning
Just as you work with an advisor to build a personal 
wealth plan, it is important to factor in both short- 
and long-term planning. For the short term, the 
question is “Do I have an estate plan in place which 
properly deals with the continuation of my business 
if I were to become incapacitated or unexpectedly 
die? In such a case, is my family taken care of?”  

Many dentists nearing retirement believe that their 
practice has a certain value, however that is often 
not the case. Many are disappointed by low offers 
to purchase their practice and end up losing out on 
hundreds of thousands or even millions of dollars. 
One example affecting this is not having proper 
planning in place to ensure that patients remain 
with the practice after retirement. This makes the 
practice worth more to a prospective buyer.

Depending on where you are in the life of your 
business, consider engaging in expertise to help 
with succession planning, valuation and/or financing 
options. It can be especially beneficial to work with 
a wealth advisor who has this type of experience 
in-house, as this can potentially lower fees and help 
ensure collaboration across all areas of your long-
term plan. 

Retirement Planning
While many employees of corporate America 
are secure in the knowledge that their employer 
provides a 401(k) plan to help them save for 
retirement, many dentists neglect to develop a 
retirement saving plan of their own. 
 

Approximately 76%1 of dentists own their practice, and this makes them small business 
owners. In addition to making their practices profitable, dentists have many other 
business challenges that must be addressed. Is your wealth advisor prepared to meet 
these challenges? Dental schools offer excellent technical training, but they often fail to 
prepare you for the planning considerations of running a private practice. Could there 
be techniques or strategies that you are missing out on?

Planning 
Considerations  
for Dentists
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The first step is to design a long-term personal 
retirement plan. The benefits of creating such a plan 
include helping the business owner:

• Define “retirement” and his or her retirement 
goals

• Understand cash flow needs today and what 
they may be in the future

• Understand the importance of saving outside of 
the business

• Plan for a future business transition

There are several options available to help small- 
business owners save for retirement, including:

• Simple

• SEP

• 401(k)

• Cash Balance Plan (A unique solution 
for dentists to maximize tax deductible 
contributions)

Estate Planning
Estate planning is especially important for business 
owners such as dentists. There are several important 
issues a business owner should consider when 
planning his or her estate, including developing 
a plan to smoothly transition the business from 
one generation to the next, a third party sale, and 
addressing any liquidity issues that may impact the 
transition.

Another critical task is to perform a cash flow 
analysis (stress testing multiple scenarios) to 
quantify how much is needed to fund your 
retirement.

Also, with the estate tax exemption likely to 
change in the future, having the liquidity to pay 
any estate taxes due at death is also an important 
consideration.

Taxes and Pre-Sale Planning
There are often significant opportunities available to 
business owners to reduce their tax liabilities prior 
to a sale or business transition. Some techniques 
require several years to properly implement, so it 
is important to consider timing. Periodic valuations 
or appraisals of the practice can also be very useful 
for comparing the value to market conditions and 
also identifying opportunities for higher valuation 
multiples. 

Insurance
As you plan for future opportunities, don’t forget 
to address possible risks. Ensuring adequate levels 
of insurance coverage is a key component to the 
long-term success of any business. It is important to 
analyze coverages for each of the following:

• Life

• Key person

• Funding buy/sell 
agreements or cross 
purchase agreements 
with co-owners

• Disability

• Umbrella

• Business insurance 
(workers’ 
compensation and 
other commercial 
lines)

• Long-term care

Your Partner in Small- 
Business Planning
At Mariner Wealth Advisors, 
we understand the challenges faced 
by dentists who are small business owners. We 
specialize in addressing each of the planning 
considerations mentioned above as we create 
long-term plans to help our business owner clients 
grow and protect their businesses, mitigate risk and 
establish transition plans. Our services for business 
owners include:

• Investment banking, valuation, forensic 
accounting and business advisory services

• Tax consulting and preparation, including 
creative tax analysis and year-round planning 
strategies to help ensure efficiency in the 
business’s tax plan and compliance

• Trust, estate and multi-generational planning 
services to help plan for the next generation of 
business leaders

• Cash flow and underwriting services through a 
captive management solution

• Tax-efficient investment strategies based on a 
combination of proven investment techniques 
and a deep understanding of the current market 
environment

• Retirement plan design and consulting services
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This piece is limited to the dissemination of general information pertaining to Mariner Wealth Advisors’ investment advisory services. The 
views expressed are for commentary purposes only and do not take into account any individual personal, financial, or tax considerations. 
As such, the information contained herein is not intended to be personal legal, investment or tax advice or a solicitation to buy or sell any 
security or engage in a particular investment strategy. Nothing herein should be relied upon as such, and there is no guarantee that any 
claims made will come to pass.
Mariner Wealth Advisors does not provide all services listed in this piece. Some services are provided by affiliates and are subject to 
additional fees. Additional fees may also apply for tax planning and preparation services.
Mariner Wealth Advisors (“MWA”) is an SEC registered investment adviser. Registration of an investment adviser does not imply a certain 
level of skill or training. MWA is in compliance with the current notice filing requirements imposed upon registered investment advisers 
by those states in which MWA maintains clients. MWA may only transact business in those states in which it is notice filed, or qualifies for 
an exemption or exclusion from notice filing requirements. Any subsequent, direct communication by MWA with a prospective client shall 
be conducted by a representative that is either registered or qualifies for an exemption or exclusion from registration in the state where 
the prospective client resides. For additional information about MWA, including fees and services, please contact MWA or refer to the 
Investment Adviser Public Disclosure website (www.adviserinfo.sec.gov). Please read the disclosure statement carefully before you invest 
or send money.
Certain MWA representatives are licensed insurance agents and are compensated for the sale of insurance-related products through an 
affiliated insurance agency. 
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