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    ost people have dreamed about design-
ing their dream house.  They can envision the
white picket fence, the enlarged doorway leading
to a grand staircase, the master suite that makes
you feel like you are in a five-star hotel and the 
kitchen that seems to have everything in the right
place.  However, when those few people actually
get to build their dream house, they enlist the help
of professionals to help them realize their dream,
instead of trying to build it themselves.  They know
that, although it is their dream, they do not have all
of the tools required for them to build the perfect
house.  It is the same when dentists have decided
to buy or sell a dental practice.  Those that have
the do-it-yourself mentality rarely live the dream
because of problems that develop in realizing that
dream, but those who enlist professionals to help
attain their dream have the best chance of having
their fantasies fulfilled.
When our law firm receives a call from a dentist 
who is either trying to buy or sell a  dental practice,

our first question is, “Who is on your team?”  Quite 
often the reply is, “Team?  What team?”  While 
it may seem strange, this is how you should ap-
proach buying or selling a dental practice, with
a team mentality.  Purchasing or selling a dental
practice has too many unique areas that are in-
strumental to the life of your practice or to your
retirement, which an untrained eye will not be able
to see or even understand.  Brokers, attorneys,
CPA’s and other professionals are people who you
want on your team, and not all teams are equal.  
While any broker, attorney or CPA can help you
with your purchase or sale, a unique subset of
these professionals have crafted their profession-
al practices around helping dentists.  These pro-
fessionals would be your All-Stars, the ones who
know the industry inside-and-out, who don’t have
to “learn on the job” and can quickly help you real-
ize your dream.  Below are some of the reasons
why having these professionals on your team can
help you realize your dream.

BUYING OR SELLING A DENTAL PRACTICE?
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DENTAL BROKERS
  There is no better person to have on your team
than a dental practice broker.  These profession-
als have often spent years (if not decades) in the
dental industry, they know everyone and have a
long list of buyers and sellers to help you purchase
or sell your dental practice to just the right per-
son.  Think of them as your team captain.  For
sellers, they can appraise the value of your prac-
tice quickly, market your practice to a wide array

of potential buyers, give you expert advice on how
to get the most money out of your dental practice
and help facilitate the transaction.  Although ex-
pensive, most dental practice brokers are worth
their weight in gold and can help you close on your
transaction.  Our law firm has seen far too many 
do-it-yourselfers fail, time after time, when trying
to sell their dental practice without utilizing a den-
tal broker.  For buyers, calling a dental practice
broker will put you in touch with a long list of sell-
ers along with an inventory to fit every budget.  As 
a buyer, you can be assured that the dental broker
will be working for you as well, because most of
the dental practice brokers have a dual agency to
both the buyer and the seller.  One note of cau-
tion in finding a broker to sell your dental practice: 
make sure it is a broker who specializes in sell-
ing dental practices and not a general business
broker.  Unfortunately, general business brokers
do not have the expertise required to sell a dental
practice and will provide you with a standard busi-
ness purchase agreement which will not take into
account the unique nature of a dental practice, i.e.
uncompleted dental work, restrictive covenants,
appropriate representations and warranties, redo
work, etc.  Using a general business broker will
always be far less satisfactory than using a dental
broker.

DENTAL ATTORNEYS
Although there are thousands of attorneys to
choose from, very few have tailored their prac-
tice on a full-time basis around helping dentists
in their business needs.  Think of your attorney
as your catcher or goalie: they take everything in 
but they stop the bad things from happening.  As
a seller, enlisting an attorney to review your pur-
chase agreement is a way to protect you in your
retirement or at your new dental practice which
you are acquiring.  There are many areas within a
purchase agreement which can hurt your chances
of continuing to practice dentistry or can leave you
“on the hook” for years to come due to issues like 
the past treatment of patients, etc.  You should also
have the attorney review your lease and draft an
assignment of the lease to give to your landlord.  
Generally, you will remain liable under your lease
for the life of your lease, which could be another
10-15 years!  However, a dental attorney will try to
remove this liability by speaking with the landlord
and inserting a provision into the assignment of
the lease relieving you of liability after a specified 
period of time.  As a buyer, a dental attorney helps

you primarily on two fronts, the purchase agree-
ment and the lease.  In a purchase agreement, the
dental attorney will try to protect your new invest-
ment as much as possible, making sure the seller
isn’t hiding any problems in the dental practice
and insuring that the seller won’t compete with you
after the sale of the practice.  With the lease, the
dental attorney will try to protect your goodwill and
your leasehold interest (your lease) as much as
possible since these are the most valuable assets
you have in your dental practice.  Unfortunately,
many landlords don’t understand what they have
in their lease and many of these provisions can
have a significant effect on the value of your dental 
practice when you go to resell it!
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DENTAL CPA’S
  Although you may already have a CPA who works
for you, if you are looking at purchasing or selling
a dental practice, you may want to enlist a CPA
who specializes in helping dentists.  As a seller,
they can save you thousands of dollars in taxes by
using the proper ratios for purchase price alloca-
tions, thus making them worth almost any fee you
may pay them.  As a buyer, a dental CPA can also
save you thousands of dollars in taxes by using
the proper ratios for purchase price allocations be-
cause of the heavy use of equipment within den-
tal practices and changes within the tax code that
many general CPA’s are unfamiliar with.  Having
your dental CPA review the books and records of

the dental practice, the tax returns for the last 2
years and profit and loss statements will further 
protect you from an unscrupulous seller.  Further-
more, when purchasing a dental practice you may
want to enlist the services of a dental CPA to help
you with all of your business needs since owning
and running a dental practice is much different
than running a general business.  Dental CPA’s
have spent years helping dentists with day-to-day
business needs and they know how to best run
your payroll department or to help you receive a
deduction for that new piece of equipment that you
have been eyeing for the past six months.  Out of
all your advisors, your dental CPA will be the one
who is around the longest, helping you on a yearly
basis with taxes and other business issues.

But if You Choose Not to Hire a Broker. . .

  While we always encourage the use of a dental
practice broker, we also understand that not all of
you will want to utilize the services of a broker be-
cause you either have already found your buyer/

seller or you simply just do not want to pay the 
fee associated with a broker.  If you choose to go
down this path you need to understand that you
will be in peril at every step you take if you are in-
tent on not enlisting any professionals to take the
place of the broker.  Without a proper purchase
agreement, lease or proper business entity, you
stand the chance of losing everything.  Again, we
have seen too many dentists wind up in litigation
over the rights and duties of the parties.  While it
may seem patronizing coming from an attorney it
is still true: generally nobody wins in litigation.  

  Understanding this, we have modified our ser-
vices to serve this contingent of dentists in order
to protect those who need protection the most.  As
part of our overall mission to protect dentists within
the legal sphere in which we do business, we be-
lieve that we can craft the protection and peace of
mind you need when buying or selling your dental
practice.  In doing so, we would find financing for 
your dental practice, place you with the right CPA,
draft a comprehensive purchase agreement, ne-
gotiate your lease (new or amended) and help you
find the right business entity for your dental prac-
tice.  We are here to help facilitate your transaction
and do so on a fixed fee basis.  This will help to 
keep your transaction costs low while giving you
the proper protection and sanctity you deserve.

       The name Wood & Delgado has long been
associated with the protection of dentists in the
Western United States, and as part of the biggest
law firm in California whose primary emphasis is 
representing the interests of dentists, we believe
our experience can help you.  While we always
recommend doctors use a licensed dental practice
broker, we understand there are some dentists who
will not utilize a dental broker’s services under any
circumstances.  As such, we have broadened our
list of services to help you facilitate the purchase
or sale of your dental practice.  Please call us to
set up an appointment to discuss our services,

As a buyer, a dental attorney helps 
you primarily on two fronts...

making sure the seller isn’t hiding 
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and insuring that the seller won’t 
compete with you after the sale 

of the practice.

Done correctly...a dentist in 
California can cash in on the sale 

of his dental practice at 
significantly higher values 

than ever in the state’s history.



Patrick J. Wood, esq.
Charles X. Delgado, esq.

Jason P. Wood, esq.

Email:  woodlegal@aol.com
Website:  www.dentalattorneys.com

San Francisco Location
1 Embarcadero Center

Suite 1200
San Francisco, CA 94111

(415) 398-2500

Orange County Location
1 Park Plaza
Suite 1250

Irvine, CA 92614-1514
(949) 553-1474

San Diego Location
27349 Jefferson Ave.

Suite 201
Temecula, CA 92590

(800) 499-1474

and if you already have a broker involved in your
transaction, we would be happy to assist you with
our legal representation which has long been the
standard in the dental community.  Done correctly
and methodically with a team approach, a dentist
in California can cash in on the sale of his dental

practice at significantly higher values than ever in 
the state’s history. In 2006 there are (on average)
20 buyers to every seller and many practices are
selling for 100% of collections. There has never
been a better time to sell and begin living your
dreams.

Jason P. Wood, esq. Patrick J. Wood, esq.
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Indian Dental AssociationIndian Dental AssociationIndian Dental AssociationIndian Dental AssociationIndian Dental Association
Of CaliforniaOf CaliforniaOf CaliforniaOf CaliforniaOf California

(A Non-Profit Organization)

Providing Quality C.E. Seminars For Over Two Decades

For more information Call:  Dr. Kishore Shah - (818) 899-2505

Proudly presents Continuing Education Seminar on

For more information call: (951) 532-2741

Please Note:-  Registration and Payments are also accepted  on-line.   Visit IDA Web-site at  www.ida-ca.org

Registration Form
(Please Print in Capital Letters)

          July 16, 2006

Cancellation Policy:     Cancellation 7 days prior to the Seminar, a one-time credit will be issued for the next seminar.
                                                                               No refund or credits will be given, if cancelled within 7 days of the seminar.

TUITION:             IDA - C.E. CLUB  Members Non-Members          RDH/ DA/RDA/STAFF

After 7/7/06
& On-Site

    $85.00            $110.00 $50.00

    $105.00             $135.00 $65.00

Featuring

Make Check Payable to:  INDIAN  DENTINDIAN  DENTINDIAN  DENTINDIAN  DENTINDIAN  DENTAL  AAL  AAL  AAL  AAL  ASSOCIASSOCIASSOCIASSOCIASSOCIATION  OF CALIFORNIATION  OF CALIFORNIATION  OF CALIFORNIATION  OF CALIFORNIATION  OF CALIFORNIA

Ray PRay PRay PRay PRay Padi l la ,  D.D.S.adi l la ,  D.D.S.adi l la ,  D.D.S.adi l la ,  D.D.S.adi l la ,  D.D.S.

Sports Dentistry

Pre-Registration
Before 7/7/2006

Sunday
July 16, 2006

Time

9:00 AM to 5:00 PM

LOCATION
SHERATON CERRITOS HOTEL

12725 CENTER COURT DRIVE
CERRITOS, CA 90703

562-809-1500

(Circle One)
Name:     DR/RDH/RDA/DA/STAFF

Address:-        City:                                      State           Zip

Phone # Fax # E-Mail Add:

 Last              First                  M.I.

License No.

Mail the REGISTRATION  with check  to:   4195 Chino Hills Pkwy., #522 •  Chino Hills, CA 91709
For Credit card Payment, please call  (818) 899-2505

Sports Dentistry, Trauma Treatment
and Prevention



Sunday, July 16, 2006 - Cerritos, California

Indian Dental Association Of CaliforniaIndian Dental Association Of CaliforniaIndian Dental Association Of CaliforniaIndian Dental Association Of CaliforniaIndian Dental Association Of California
(A NON-PROFIT ORGANIZATION)

4195 Chino Hills Parkway, Unit 522 • Chino Hills, CA 91709  •  951-532-2741 • www.ida-ca.org

CONTINUING EDUCATION SEMINARS 2006

Dr. Lawrence Gaum

Ashok  K. Patel, MDS, DMD

Hessam Nowzari, D.D.S., PhD.

Ray Paddila, D.D.S.

Tom Massarat, D.D.S., MS

Leslie Canham, RDA

January 22,  2006

March 5,  2006

May 7,  2006

July 16,  2006

September 10, 2006

November 5, 2006

Oral Surgery

Oral Implantology

Periodontics

Prevention and Management of Dental injury

Precision Based Endodontics

OSHA Compliance, Infection Control &
Dental Law

Sports Dentistry, Trauma Treatment and Prevention

Ray Padilla, D.D.S.

Synopsis: Sports Dentistry, Oral/Facial Injury Prevention, Treatment and Related Topics

LECTURE COURSE OBJECTIVES (what attendees will learn from this course)

Sports Dentistry is a new topic being introduced in the medical/dental literature. This all-day presentation will
address the recent innovations in trauma recognition and treatment of orofacial injuries, the medical issues
related to these injuries and the legal considerations in sports medicine.  An evidence based review of athletic
mouthguards (facts and fiction), including the utilization and fabrication of pressure laminated mouthguards,
the description of the different types of mouthguard designs, and the marketing and promotion of injury
prevention programs for your private practice or community will be discussed. The responsibilities of a sports
team dentist including doping control issues, smokeless tobacco use, recognition of eating disorders, and the
contents of an on-field dental emergency kit will also be addressed..

SUPPORTED BY:  PEARSON DENTAL SUPPLY CO.

Dr. Padilla is on faculty at the UCLA School of Dentistry. His involvement in sports dentistry
includes the 1984 Los Angeles Summer Olympic Games, World Cup Soccer 1994, 1999, and
2003. He is the Team Dentist for UCLA Athletics, the Los Angeles Galaxy Major League
Soccer Team, Los Angeles Avengers of the Arena Football League, and USA National Soccer
Teams. Dr. Padilla has published many articles on mouthguards, trauma treatment and
prevention and organized www.sportsdentistry.com. An international speaker, he has
lectured in Australia, Japan, Switzerland, Germany, Canada, Spain and numerous USA
venues. He maintains a private practice in Los Angeles, California.

1.  Have an understanding of the epidemiology of sports related orofacial trauma and how to incorporate a preventive

     program for patients in the dental office.

2.  See what is available in over the counter store bought mouthguards and be able to educate your patients on their

     shortcomings as compared to the preferred custom made pressure laminated mouthguards.

3.  Be informed on the differences between vacuum made mouthguards and pressure laminated mouthguards with

     respect to their diagnosis, design and fabrication.

4.  Have an understanding of the role of the dentist in trauma treatment and prevention at all levels of competition

     ranging from patients of record to high school, collegiate and professional sports teams.

5.  Describe indications and technique for appliances made with the thermoforming pressure technique.

6.  Review other aspects of sports dentistry including smokeless tobacco, eating disorders, doping control and medical

     issues related to orofacial injuries.
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IT’S JUNE, THE YEAR’S HALF GONE
BUT THE DEALS KEEP ON COMING!

SUMMER TIME SPECIALS! LOOK INSIDE FOR DETAILS.



$29,999

Digital Panoramic Imaging
I-Max Easy

The  I-Max Easy digital panoramic
unit is the fruit of a perfect combination of
recognized simplicity (as already seen in the
analog version in use in more than 15,000
practices around the world) and very high
precision digitalization.

new

I-Max Easy can be used for all the most
common panoramic radiographs:

• Standard adult or child panoramic
• TMJ mouth open or closed
• Sinus

Higher quality
The image is digitized at 
source, when the image is 
taken, to avoid the risk of 
information loss.

Greater control
Digital technology is
very flexible and enables
post-compensation of
anomalies to “ fix” any
exposure errors.

Easier storage
The image is available
immediately and stored
automatically in the patient 
file. It can easily be sent over 
the Internet to a colleague or 
a health insurance agency, or 
printed on paper.

Greater diagnosis
precision
Zoom in or out, reverse
video, pseudo-colours, etc. 
QuickVision software can 
manipulate the image in ways 
that help you bette 
understand the patient’s 
pathology.

Group Practice
The unit is supplied
with a Compact Flash
card that can be used
to store images without
a PC connection. The
removable card can then be 
taken to any other PC in the 
practice.

Additonal benefits
Going digital will cut out
developing costs and
associated pollutants,
and free up the space
previously occupied by the 
darkroom.

Remarkable Adaptation
With I-Max Easy, sharing 
resources becomes the key to 
profitably managing your 
practice, regardless of its 
current configuration.

Increased safety
The digital sensor
technology is more
sensitive, allowing the
radiation dosage needed to 
take an image to be 
significantly reduced.

Instant availability
Once the image is taken, it is 
instantly available on your 
computer screen. No more 
waiting around - the diagnosis 
is immediate.

OUR BEST DEAL

EVER 
on a digital pano! 
CALL FOR DETAILS 

* Offer only valid with orders placed by June 30.2006

FREE 
SENSOR!

+ FREE Digital Sensor *

Owandy Sensor
(one-size fits all)

& Cart

Einstein 
W ireless Intraoral 

Camera & Cart

SOLUTIONS THAT WORK

EVA Package
$5,995

EVA 
Pedo or Adult
Sensor & Cart

* LCD, keyboard & mouse not included. Offers valid with orders placed by June 30.2006

$2,495
Einstein 
Package

$5,995
Owandy 
Package

*

*

*

UNBELIEVABLE SUMMER SAVINGS. ONLY UNTIL JUNE 30TH!

Mobile 
Workstation 
Cart

CALL  866.274.8351TOLL FREE

866.ASHTEL.1
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Anytime... Anyplace...
NOMAD is a handheld intra-oral x-ray system that is 
cordless, battery-powered, true DC, lightweight, and 
simple to use. An external backscatter shield and 
unique internal radiation shielding ensure operator 
safety that exceeds regulatory requirements. 
NOMAD’s true portability doesn’t compromise the 
diagnostic quality of the x-ray images. It’s economical; 
in the office or field, NOMAD does the work of 
multiple conventional x-rays. Anytime... Anyplace you 
need x-ray, NOMAD is here! 

Portable X-Ray
NOMADTMTM

The external backscatter shield 
and internal radiation shielding 
are specifically designed to 
protect the operator from 
exposure. In fact, the exposure is 
less than 1% of the allowed 
occupational doses.

Is it safe? 
Yes it is, 

FDA approved. 

$6,848

Ashtel Dental’s 4-Port Video  Modulator (4VM) means you can offer a variety of 

entertainment options to your patients while they wait. This system can connect 

satellite/cable channels and DVD/VCR players to the TVs in a waiting room and each operatory. Your patients will have the ability to 

choose from up to four different  movies and the variety of satellite/cable channels with their own control from each TV! You can 

also use the 4BM to play patient education material to help your patients understand the services and procedures you offer.  *As 

many as 16 stations can be supported, call for details!

SATELLITE /
CABLE TV

Video / Audio
Outputs

DVD/VCR 1

Control up to 4
DVDs & Cable TV channels

MOVIE  4   / CABLE

Control up to 4
DVDs & Cable TV channels

MOVIE  2   / CABLE

Control up to 4
DVDs & Cable TV channels

MOVIE  3   / CABLE

Control up to 4
DVDs & Cable TV channels

Control up to 4
DVDs & Cable TV channels

MOVIE  1   / CABLE

4-Port Video Modulator

IRREPEATERS

C
C

H
C
H
D

VIDEO AUDIO L AUDIO R

C
A

H
C
H
B

VIDEO AUDIO L AUDIO R

OUTPUT

900mA
15VDC
POWER

Remove jumper for Hi-Z
(See manual)

A BC D

IRREPEATERSIRREPEATERS

!!

DVD/VCR 1

DVD/VCR 1

DVD/VCR 1

4-PORT VIDEO
MODULATOR

CALL  866.274.8351TOLL FREE

866.ASHTEL.1

4VM Sample setup:
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Black & White 
Photocopies

Color Photocopies

3.5
as low as

CC//
ea.

25
as low as

CC//
ea.

All price comparisons are based off of internal research conducted during April 2006.
* Even lower rates on orders of 1000+ copies!
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Per Copy Comparison
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Additional quantities available upon request.  All price comparisons are based off of January 2006 issue catalogs.
Percentages are rounded to the next closest whole number.
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CALL TODAY FOR DETAILS.

one-time setup$999$999.99*.99*

monthly $29$29.99*.99*ONLY
!

Offer ing affordable, template-based 
solutions that can be up and running in as 
little as 48 hours. There are no contracts, 
cancel at any time. Customized solutions 
are also available.

* Offer is only valid with orders placed by June 30.2006

Web Marketing Services are available. Call for details.

6
as low as

CC//
ea.

* 50K minimum, call for details. 

50K-100K 11” x 12” 
full color, both sides
Demographic Data

Graphic Design
Printing
Storage

Distribution*

Intelligent
Mass Mail Marketing!

Complete Package:

One of the easiest and most affordable ways to 
market to 1,000’s of families that you choose.*  
These fliers are 11” x 12”with full color graphics 
on both sides that will attract attention! For as 
little as 6¢ each - it’s all inclusive: we get the 
demographic data, design, print, store and 
distribute for one low price!

Reach 1000’s Affordably

CALL  866.274.8351TOLL FREE

866.ASHTEL.1
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