
ProfessionalAdvisory.ca

The 
Professional 
Advisory

FOR DENTAL PROFESSIONALS

Strategies  
for Success

VOL. 97 October 2022

97



Strategies for Success
Dr. Suham Alexander

Five Tax-Saving  
Strategies to Consider 
during Tough Times
David Chong Yen CPA, CA, CFP
Louise Wong CPA, CA, TEP 
Basil Nicastri, CPA, CA
Eugene Chu, BAFM, MAcc, CPA, CA

How Do Interest Rates  
and Recession Affect  
Practice Values?
David Lind

Purchasing a Dental 
Practice in Stages
David E. Rosenthal, BA, LLB

The $13 Million Dentist
Mark McNulty BA, CIM, CFP

Post-COVID-19 Premises 
Leasing Landscape 
 Ian D. Toms B.Sc. (Hons)

A Heartfelt Good-bye 
Dr. Ron Weintraub

3
4

8

10
12

14

6

Contents Biographies
Dr. Suham Alexander obtained her dental degree from the University 
of Toronto and her MBA from the Telfer School of Management. She 
has had a successful career in dentistry as both a clinician, practice 
owner and part-time faculty member at Algonquin College in Ottawa, 
Ontario. Suham is the founder of Dream Business Consulting Group, 
Inc., a coaching company geared to working with entrepreneurs and 
small business owners to achieve their goals.

Mark McNulty is a Senior Wealth Manager with McNulty Group of 
Raymond James Ltd., a firm responsible for managing $500 million 
of retirement savings for Ontario dentists. In addition to writing two 
books on retirement planning for dentists, Mark is the creator of the 
new video series, “How smart dentists sell their practices and win in 
retirement”. In 2021 Mark was recognized by The Globe and Mail as 
one of Canada’s top wealth managers. For more information, visit 
www.mcnultygroup.ca

Ian D. Toms is a nationally recognized real property lease consultant 
with over 27 years experience. He is considered an authority on tenan-
cy issues, lease features, facilities and technicalities, and the art of ten-
ancy negotiation. Ian has drafted and negotiated thousands of lease 
arrangements for national retail and medical professional tenants in 
16 states and 8 provinces, with a specific emphasis on the GTA.

Dr. Ron Weintraub is the founder of Innovative Practice Solutions 
(IPS) and former owner and founder of Bayview Village Dental  
Associates and Downtown Dental Associates. He practiced dentistry 
from 1963-2004 and has consulted on behalf of major dental suppli-
ers, manufacturing companies, as well as individual dental offices 
for over 20 years. In 2004, Ron gave up clinical practice in order to 
focus solely on Practice Management.

David Chong Yen and his chartered accounting firm currently advise 
hundreds of dentists and healthcare professionals on tax, estate and 
financial planning, valuations and accounting. David obtained his 
Bachelor of Arts degree from the University of Toronto, attained his 
Chartered Accountant’s Designation while working at an international 
firm and has subsequently completed the CICA In-Depth Tax Courses.

David Rosenthal is a senior lawyer whose law practice is devoted to 
business, corporate and healthcare law for dentists. David advises 
dentists on a broad range of legal matters, with particular empha-
sis and legal advice on purchases and sales of practices, corporate 
reorganizations and professional corporations. David also speaks 
frequently about such matters, including guest lectures at the  
faculties of dentistry.

David Lind is the Principal and Broker of Record at Professional 

Practice Sales Ltd., which was established in Ontario in 1991 and is 

a leader in dental practice valuations and sales. Prior to joining PPS, 

David lead the healthcare business for CIT Financial Ltd. This gave 

him a strong understanding of the personal and professional needs 

of dentists as they entered and exited the profession.
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Colin Ross is a Partner in Professional Practice Sales Ltd. (www.ppsales.com), which specializes in the valuation and sale of dental 
practices.  He can be reached at (905) 472-6000 or 1-888-777-8825 or e-mail at: colin.ross@ppsales.com

A s dental professionals, we are constantly “putting 
out fires”, adapting to new techniques and technol-

ogies while ensuring our practices are running efficiently. 
Although being agile has its advantages, it’s important to 
take time out to plan on a quarterly and/or yearly basis. 
Even when things come up that are out of our control, 
your roadmap will ensure you reach your final destination 
successfully. This issue of the Professional Advisory lays 
out various strategies for success that you can incorporate 
into your preparation to achieve your personal and pro-
fessional vision. 

We’ve all heard the saying “when the going gets tough, 
the tough get going”, but now, David Chong Yen gives us 
actionable steps to take during those tough times. With 
the information in his article, “Five Tax-Saving Strategies 
to Consider during Tough Times”, plan for tough times and 
don’t detour from your final goal.

Similarly, “How Do Interest Rates and Recession Affect 
Practice Values?” by David Lind outlines strategies for you 
to succeed if you’re considering buying or selling your 
practice in a time where interest rates have increased, and 
a recession is forecasted. David reassures you that, in the 
long-term, dental practices are solid investments. 

When it comes to purchasing a practice, vendors and pur-

chasers can enter into different arrangements that they can 
then negotiate. David Rosenthal discusses one such strategy, 
a staged purchase, in his article, “Purchasing a Dental Prac-
tice in Stages” including the process, and its benefits. 

In the article, “The $13 Million Dentist”, Mark McNulty 
shares strategies his wise clients, formerly the $6 Million 
dentists, have used to become wealthier. Regardless of 
your age or stage in life, this is a must-read to set yourself 
up for long-term success. 

Leases can be tricky in the best of times, but now 
post-pandemic they are even trickier. Ian Toms outlines 
items you should review within your lease with a profes-
sional in his article, “Post-COVID-19 Premises Leasing 
Landscape”, to align with your business plan.

Finally, in Dr. Weintraub’s “A Heartfelt Good-Bye”, he 
conveys the joy and gratitude he has after serving you, his 
clients, and colleagues, for more than 20 years. His wis-
dom, experience and professionalism will be missed. 

All of us at the Professional Advisory would like to thank 
Dr. Weintraub for his contributions to the dental profes-
sion and to the Professional Advisory over the years. We 
wish him a very happy, healthy, and relaxing retirement. 
And for our dental colleagues, we hope that the strategies 
within this issue support your continued success. ❚

Dr. Suham Alexander
B.Sc., DDS, MBA 

Notes from the editor:
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D entists have a choice - complain about tough times or 
save taxes during tough times. Here are five tax-saving 

strategies dentists should consider:

1. Dropping Stock Prices 
Sell losing stocks in your portfolio to offset any current “win-
ners”. Alternatively, you can donate the “losers”. Any losses 
on the losing stocks can be used to offset past, current or 
future gains. If your corporation owned and sold “winners” 
in the past, determine your corporation’s Capital Dividend 
Account balance (the untaxed or tax-free portion of the 
stocks that did well). Your corporation can pay this out to 
you as a tax-free capital dividend.

2. Rising Stock Prices 
Donate these promising stocks to a charity. Any gains on 
these winners will not be taxed. Additionally, you will also 
receive a donation tax credit for the prevailing stock price 
at the time the donation was made, not the original cost of 
the stock.

3. COVID-19 Tax Savings
During COVID-19, tax measures which favoured purchases 
of equipment, hardware, software, and most office reno-
vations were introduced to encourage capital investments. 
The full purchases of these items, made after April 18, 2021, 
and before 2024, are 100% tax-deductible. 

Also, any cars purchased for business purposes during 
the same period are also eligible for a 100% tax deduction 
in the year of purchase. However, the deduction must be 
pro-rated based on business usage. For example, if the car 

is used for business 50% of the time, the tax deduction in the 
year of purchase will be 50% of the cost of the car.

The best time to buy these items is shortly before the fiscal 
year-end of your corporation, partnership or proprietorship.

4. Automobile Savings
Consider buying a fully electric car as there are tax-savings 
that may be realized. Consider the following example, based 
on 2022 rates.

If fully electric car costs more than $59,000 (before HST), 
the tax rules treat the purchaser as having paid only $59,000 
for the car to determine the amount of amortization/depre-
ciation that can be claimed.

In comparison, for all other types of cars, including 
hybrids, if the cost of the car is more than $34,000 (before 
HST), the tax rules treat the purchaser as having paid only 
$34,000 for the car to determine the amount of amortiza-
tion/depreciation that can be claimed.

If any type of car is leased, the tax rules limit the 
deduction of the monthly lease payment to $900/month 
(before HST).

Driving directly between the home and office is not con-
sidered for business purposes, and therefore, not tax-de-
ductible. Only indirect driving is tax-deductible. 

If your professional corporation owns the car, and the car 
is driven less than 50% for business purposes, a full standby 
charge applies to you as the shareholder. This means that 
2% per month (or 24% per year) times the original cost of 
car will be added to your personal income like salary and 
is considered a taxable benefit. From a money perspective, 
if you drive many kilometres each year (over 24,000 km) 

Five Tax-Saving Strategies  
to Consider during Tough Times

David Chong Yen
CPA, CA, CFP
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then you should consider buying and owning your vehicle 
as opposed to leasing it. Essentially, if you drive more than 
50% for personal purposes, the car should be owned by you 
and not your professional corporation. 

How should business kilometres be documented? Main-
tain a logbook showing the date, the number of kilometres 
driven and, the purpose of trip. 

When the car is owned personally and driven only occa-
sionally for business, a car allowance of 61 cents/km for the 
first 5000 kilometres driven is applied and 55 cents/km for 
each additional kilometre thereafter. “This amount is tax 
deductible to the payor, professional corporation, and tax 
free to the recipient.”

5. Staffing Shortages
Consider having your practice (corporation, proprietorship) 
employ your family (children, parents, spouse) to work in 
the practice. The practice can pay your family a reasonable, 
market value salary and receive a tax deduction. The fami-
ly member will still pay taxes, but if they are in a lower tax 
bracket, they will generate overall net tax savings. A market 
value salary would be what would be paid to an unrelated 
employee for the same or similar work.

NB: At salary of about $14,000, assuming no other 
income, no personal taxes are paid.

Traps to Avoid: 
• Pay your family member at the same frequency as unre-

lated staff. They will be on the payroll and subject to 
standard withholds (taxes, CPP and EI, as applicable).

• Family members should deposit their salary in their 
own separate bank account.

• Create a written job description to document the ser-
vices he/she is providing to the practice. 

“Given the fact that taxes are dentists’ biggest expense, 
decreasing tax hits will increase professional profitability 
and net personal income during tough times.” ❚ 

Five Tax-Saving Strategies  
to Consider during Tough Times

Please send comments to david@dcy.ca

This article was prepared by David Chong Yen*, CPA, CA, CFP, Louise Wong*, CPA, CA, TEP, Basil Nicastri*, CPA, CA and Eugene 
Chu, CPA, CA of DCY Professional Corporation Chartered Professional Accountants who are tax specialists* and have been advising 
dentists for decades. Additional information can be obtained by phone (416) 510-8888, fax (416) 510-2699, or e-mail david@dcy.ca / 
louise@dcy.ca /  basil@dcy.ca / eugene@dcy.ca . Visit our website at www.dcy.ca.  This article is intended to present ideas and is not 
intended to replace professional advice.

Given the fact that 
taxes are dentists’ 
biggest expense. 
Decreasing tax 
hits will increase 
professional 
profitability and 
personal income 
during tough times. 
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For the last several weeks, we have been fielding calls 
from dentists concerned about interest rates, a looming 

recession and historically high inflation. They want to know 
what effect this has on the market for dental practices. They 
also want to know if this is the right time to put their prac-
tice on the market.

Interest rates have been historically very low for the last 
several years. The prime rate peaked in the summer of 1981 
at 22.75% and has declined steadily ever since. Prime has 
been below 4% for the last 12 years. The 2.25% increase in the 
Prime rate over the last several months will have an impact 

on the affordability of dental practices. For example; pay-
ments on a $1,000,000 loan over a 10-year amortization have 
risen from $9,404/month in January 2022 to $10,460/month 
in August 2022. This amounts to roughly $1,000/month in 
additional interest. While this is not a small amount, it is still 
not enough to dissuade someone from buying a practice. A 
dental practice is a long-term investment that will have the 
ability to pay the owner and service the debt, despite higher 
interest rates. Furthermore, banks are smart and do not want 
their clients in a tight cashflow situation that might impair 
their loan. As a result, they are now extending the amorti-

How Do Interest Rates  
and Recession Affect  
Practice Values? David Lind
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zation period from 10 to 12 years for many of their practice 
loans. That longer amortization period will reduce the pay-
ment on the loan from $10,460 to $9,099, making the prac-
tice more affordable than it was in January. The banks make 
more money on the longer-term loans too so it’s a win-win 
situation. It is expected that the Bank of Canada will contin-
ue to raise rates into the future. If or when this happens, the 
same bank strategy will continue. This will cause buyers to 
be a little more careful in the selection of their practice and it 
will also likely have the effect of reducing the premium over 
appraised value that they are willing to pay. However, it will 
not stop good practices from selling at good prices.

Some of our callers have indicated that this interest rate 
increase will not impact the DSOs (Dental Service Organiza-
tions) in the same way since the DSOs “pay with cash”. While 
it is accurate to say that DSOs do not have financing condi-
tions in their offers like most individual buyers do, they are 
still impacted by interest rate increases. dentalcorp, the larg-
est and only public DSO in Canada, had just over $1 billion 
in debt on its balance sheet in its most recent public filing, 
which is an average of $1.9M per practice they own so, the 
interest rate hike will have the same effect on them. 

Economic forecasters are predicting that Canada will enter 
a mild recession in 2023 due to inflation, labour shortages and 
rising interest rates. Most aspects of the healthcare industry 
are somewhat immune to the impact of a broad-based reces-
sion. Dentistry is definitely one of the healthcare disciplines 
that is protected from major swings in productivity due to the 
repetitive nature of the industry and the fact that treatment is 
still necessary regardless of broader economic situations.

Look at your dental practice as an investment. If you sell 
your practice for $2,000,000 you will probably end up with 
about $1.7M after tax. If you earn an annual return of 7%, 
you will have pre-tax income of about $120,000. The average 
dental practice provides a bottom-line pre-tax net income of 
approximately 18% of gross. If the $2M practice in our exam-
ple grossed $1.2M, it would earn $216,000 after all providers 
and expenses are paid. That is an excellent return that real-
ly can’t be matched by other investments you might make. 
Certainly, there is work involved to achieve that return and 
debt expenses have not been factored so it is not an apples-
to-apples comparison; however, the fact remains - a dental 

practice is an excellent investment. This is what is attractive 
to all the private equity companies, DSO’s and other small 
aggregators to dentistry.

I do not believe that the decision to sell a dental practice 
should be influenced by interest rate fluctuations or reces-
sionary fears. The decision to sell for most of our clients 
comes from the realization that they would prefer to spend 
time doing other things than owning, being responsible for, 
and managing a dental practice. They are completely aware 
that they are trading money for time because it is rare that 
any other investment will produce a better return than their 
dental practice. ❚

Dentistry is definitely 
one of the healthcare 
disciplines that is 
protected from major 
swings in productivity 
due to the repetitive 
nature of the industry 
and the fact that 
treatment is still 
necessary regardless 
of broader economic 
situations.

David Lind is a Principal and Broker of Record in Professional Practice Sales Ltd. (www.ppsales.com), which specializes in the  
valuation and sale of dental practices. He can be reached at (905) 472-6000 or 1-888-777-8825 or e-mail at: david.lind@ppsales.com

Please send comments to david.lind@ppsales.com
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Purchasing a dental practice in stages is becoming more 
common, particularly for specialty practices. Purchas-

ing in stages occurs when the purchaser dentist (Purchas-
er) buys a dental practice from the selling dentist (Vendor) 
in two or more stages over an extended period of time. This 
transaction is used when the Purchaser is not prepared to 
purchase the entire dental practice immediately, but wants 
to enter into a long-term plan and a legally binding agree-
ment with a Vendor that clearly set outs out that a purchase 
in stages that will occur over time.

A purchase in stages which extends over a period of sev-
eral years is not the typical arrangement when purchasing 
a dental practice. The common route is for the Purchaser to 
buy 100% of the Vendor’s practice, purchasing shares of the 
Vendor’s dentistry professional corporation or purchasing 
assets. If the Purchaser wants the Vendor to remain at the 
practice and continue practicing dentistry after the pur-
chase, the Vendor does so as an associate of the Purchaser. 
An associate agreement is entered into with the Purchaser 
as principal and the Vendor as the associate typically receiv-
ing 45% of collected billings. While the norm is 40% for asso-
ciate remuneration, since the Vendor provides mentoring 
and assistance during the transition phase to the Purchaser, 
45% is typically the level of remuneration.

In a purchase in stages, the Purchaser is often already an 

associate of the Vendor and has worked with the Vendor at 
the dental practice for a number of years. The parties have 
worked well with each other and share the same practice 
philosophy and values. The Purchaser wants to buy the 
practice but, for various reasons, wants the Vendor to retain 
an ownership interest in the practice and continue to prac-
tice dentistry as a co-owner. 

The associate wants to buy the practice and agrees to do 
so over time. Why? Having the Vendor remain as a co-own-
er of the practice is excellent support for the Purchaser. The 
Vendor may have far more experience in dentistry and has 
run the practice successfully for many years. This wealth of 
experience and having an in-house mentor is invaluable to 
the associate. 

The arrangement often works as follows. The parties enter 
into a purchase and sale agreement whereby the Purchaser 
buys a portion of the Vendor’s shares of the Vendor’s dentist-
ry professional corporation. Or, in the case of an asset sale, 
the Purchaser buys an undivided interest in the Vendor’s 
dental practice assets. From the Purchaser’s perspective the 
initial percentage purchased is typically not less than 50%, 
so that the Purchaser has equal control of the practice. 

The Purchaser and Vendor become common sharehold-
ers in the case of a share purchase, or partners where assets 
are purchased, for a period of time until the staged purchase 

David E. Rosenthal
BA., LL.B.

Purchasing a 
Dental Practice 

in Stages
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is fully completed. A detailed shareholders agreement or 
partnership agreement is the primary document governing 
their ongoing relationship during the purchase in stages. 
The shareholders agreement or partnership agreement will 
provide that the Purchaser agrees to purchase the remain-
ing portion of the dental practice from the Vendor at a future 
specified date or dates for a specific price. The price may be 
a fixed price or based on a formula that is sufficiently clear 
so the parties will be able to determine easily what the price 
will be for the next stage or stages of the purchase.  

If the Vendor dies or becomes disabled, the agreement 
should provide that the future staged purchase dates for 
the Purchaser’s purchase of the Vendor’s remaining inter-
est in the practice will be accelerated upon such triggering 
events. To ensure the Purchaser can fund the buy-out in 
such events, the Purchaser typically obtains life insurance 
and disability insurance policies on the Vendor, with the 
Purchaser as beneficiary. 

Similarly, from a Vendor’s perspective, the Vendor may 
obtain life insurance and disability insurance on the Pur-
chaser. If the Purchaser dies or becomes permanently dis-
abled before completing the final purchase step, the Vendor 
might have the right to re-purchase the Purchaser’s interest 
in the practice at a specified price.

Insurance issues when purchasing a practice in stages 
can be complicated and require careful tax planning. The 
parties must retain insurance advisors who have expertise 
in advising dentists and who understand these issues to 
provide appropriate advice to the parties. Insurance policies 
should be arranged early in the process to ensure that the 
parties qualify for such insurance and that appropriate buy-
out funding is in place.

Purchasing a dental practice in stages can be an excel-
lent arrangement for both Purchaser and Vendor in certain 
circumstances. However, staged purchases are complex and 
require careful planning and extensive legal agreements. 
The best advice is to retain professional advisors, includ-
ing an insurance advisor, accountant and lawyer, who have 
expertise in these structures and who focus on advising 
dentists in purchasing dental practices. ❚

Please send comments to david@drlaw.ca

David Rosenthal is a senior lawyer with Spiegel Rosenthal Professional Corporation whose practice is devoted to corporate, commercial 
and business law, with special emphasis on advising dentists. He can be reached at (416) 865-0736 or e-mail to david@drlaw.ca.

The associate 
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Why? Having the 
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practice is excellent 
support for the 
Purchaser.
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I n 2015, we released our book, The $6 Million Dentist. The 
objective of the book was to provide real numbers on how 

your colleagues were doing financially. Our hope was that 
by providing some numerical benchmarks, other dentists 
could gain from the experiences of their colleagues. 

Why call it The $6 Million Dentist? Well, we searched 
through our files from the 1990s up to and including 2014 
to look at the financial lives of our dentists. Interestingly, 
we found very few who had crossed the $6,000,000 savings 
threshold. Only professionals who had made the majority 
of their money from dentistry were included; so, if they had 
received a large inheritance then they were eliminated from 
the research. We wanted to know what we could learn from 
this wealthy group of dentists. 

Currently in 2022, you can assume those figures are out-
dated.  We believe, that given the sharp increase in practice 
values, the higher end of the benchmark is now $13,000,000. 
We know very few dentists and specialists that have crossed 
the $13 million saving mark. 
What’s included in Savings?
All investments, investment real estate and the value of 
the practice is included in this number. However, personal 
assets such their home and/or cottages are excluded since 

these will not be used to fund their lifestyles. As a result, we 
do not include them in retirement cash flow planning. 

Who are the $13 million Dentists?
One differentiating trait of your $13 million dentist col-
leagues is that they are no longer practice owners. They have 
either sold, recently or over the past several years. As you are 
aware, thanks in part to dentalcorp and 123Dentist, practice 
values reached all time highs in 2022. The $13 million den-
tist cashed out of practice ownership. 

The other traits of the $13 million dentist are the same as 
they were for The $6 Million Dentist.

1. Hard working. This is what drove their practice values 
to such high levels. Each of them belonged to a group 
practice where they were at least a 50% owner, but this 
didn’t deter them from being the hardest working per-
son in the practice. 

2. Unwaivering financial management philosophy. They 
are confident and committed to their financial manage-
ment plans which allow them to enjoy their wealth in 
good times and in bad. 

Mark McNulty
BA, CIM, CFPThe $13 Million Dentist
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3. Mindful spending. Most spend $20,000 per month 
after-tax, but we can produce that from just the income 
of their portfolios. Since we don’t need to “eat into” their 
savings, their capital continues to grow. 

4. Good BS Detectors. None of these people began as 
financial geniuses. However, they have a low tolerance 
for advice that is not sound or backed by numbers and 
they aren’t afraid to ask questions. Too many dentists 
invest in “stories” as opposed to math. 

How do they fund their lifestyle?
Selling your practice is like taking a leap of faith. When you 
produce an income at such a high level for 25-35 years, it is 
hard to believe that you can generate a passive income that 
will meet your needs. 

As mentioned earlier, this group on average spends $20,000 
per month after-tax! And we do not need to eat into their $13 

million to fund it. With a savings of $13 million, we can pro-
duce $390,000 in dividends. Dividends are taxed in a favour-
able manner that translates into $24,000 per month after-tax. 

We have a high degree of confidence in the ability of the 
group of companies we own to continue to produce the 
same cash flow or greater. In the graph below, you can see 
the dividends produced on a $13 million portfolio since 
inception in 2013. 

 
Conclusion
This article is not intended to suggest that dentists should 
aim for $13 million in retirement savings. The people who 
have reached this level of wealth have made sacrifices you 
may not choose to. The good news is that since the release 
of the last book, in 2015 the wealth of dentists have grown 
significantly for the most part. The lessons remain the same 
– keep it simple by spending less than you make, sticking 
with your financial plan and working hard!  ❚

Feedback can be sent to info@mcnultygroup.ca

Mark McNulty is a Senior Wealth Manager with McNulty Group of Raymond James Ltd., a firm responsible for managing $500 
million of retirement savings for Ontario dentists. In addition to writing two books on retirement planning for dentists, Mark is the 
creator of the new video series, “How smart dentists sell their practices and win in retirement”. In 2021 Mark was recognized by The 
Globe and Mail as one of Canada’s top wealth managers. For more information, visit www.mcnultygroup.ca
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math.
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T he premises leasing landscape is very different from 
two and a half years ago.

Tenants have endured repeated lockdowns, global para-
noia, anxiety and depression, economic euphoria over soar-
ing property and stock market values. They’ve also expe-
rienced e-spending with confidence fueled by ultra-low 
interest rates and governments pouring stimulus funds into 
pockets, dramatic work-at-home demographic shifts, and 
bewildering e-communication advances. 

Some tenants have fared very well with production sig-
nificantly ahead of pre-pandemic levels by re-positioning 
their clinics to the work-at-home patient market. However, 
other tenants are emotionally exhausted by the grueling and 
long-term intensity of the event. Many practitioners have 
never worked so hard in their lives. 

Then, there are many tenants who gave up despite gov-
ernment assistance, especially those who required in-per-
son dealings. 

As we emerge from the COVID-19 haze, most tenants are 
unaware that they are in a radically different leasing land-
scape. And the change is not over.

Right now, we are seeing increases in interest rates, 
cooling residential and commercial property sales, supply 
chain issues, increasing inflation with talk of recession and 
staff shortages. Consumer confidence is weak. Spending 
patterns are different. At the same time, household finan-
cial positions are strong with significant on-board capital 
and equity reserves. Employment is strong. The Canadian 

residential mortgage system requires significant equity, 
and many mortgages are based on long terms at fixed rates 
which will protect residential property values. Commercial 
real estate continues to trade at stunningly low cap rates 
because commercial real estate, backed by leases, is a very 
stable long-term investment commodity. This is a correc-
tion, not Armageddon. The tenant landscape will continue 
to remain in a state of flux for the next 4-5 years. 

Tenants need to manage their position by understanding 
exactly what their position is and how their lease affects their 
current and long-term situation. Taking the time and expense, 
now, to have your lease reviewed to ensure it aligns with your 
new business plan will be the best investment you can make.

1. Review your lease with an expert. Prepare  
to manage your lease term renewal options  
very carefully.
Most tenants are not aware of strategies to manage their 
lease term renewal option. Many landlords hope tenants will 
not exercise their options to renew because they want to take 
control and adjust leases adding new conditions on their 
terms. For example, if a tenant fails to exercise an option to 
renew, the landlord can and will add an early termination for 
re-development clause, force higher rental rates, eliminate 
the ability to assign, or delete options to renew. 

If you do not manage your options to renew, you will give 
your landlord the opportunity to adjust your lease which 
could cost you the resale value of your practice. 

Post-COVID-19 
Premises Leasing 
Landscape 

Ian D. Toms B.Sc. (Hons)
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2. Review your lease with an expert. Understand 
whether your rental rates are rational in a dramati-
cally different market.
Most tenants are now paying rent based on rates established 
prior to the pandemic and are experiencing sticker shock as 
the rent jumps on renewal. 

Currently, downtown office rental rates are the same high 
levels as pre-COVID-19 because the institutional landlords 
don’t want to admit there is no rental market and instead 
want to wait out current lease terms hoping for a miracle. 
Meanwhile, many office tenants are stuck with triple the 
space they require due to work-at-home realities and are 
subleasing excess space at rock bottom rates. Subleasing 
opportunities are not practical for long-term tenancies. 

In many areas retail rental rates are dramatically higher 
than pre-COVID-19 to justify the high cost of property acquisi-
tion, high cost of construction and significant tenant demand 
for the space. Landlords also lost money during the pandemic 
and are adjusting their positions to reflect the new landscape. 

Generally, tenants’ rent expectations are not realistic. 
Now, more than ever, tenants need to hire professionals 
who are capable in negotiating leases to identify the best 
position and strategy to develop and preserve tenancy value 
in terms of term length and assignability.

3. Review your trade area demographics with an 
expert. Your potential patient demographics have 
changed - has your marketing strategy? 
Regardless of your clinic location, potential patient demo-
graphics are very different that they were 2.5 years ago. In 
some areas, there has been a significant increase in high 
quality patients who are working at home during the day 
and not commuting downtown. This group represents an 
opportunity. As such, you should re-assess your potential 
patient population. 

Our in-house demographic software will enable you to 
compare your potential patient demographics for the cen-
sus years 2016 and 2021 so you can recalibrate your expecta-
tions and marketing plan. You may choose to relocate your 
premises to make the best use of the new landscape or refo-
cus your marketing strategy. 

4. Review your lease with an expert. Are you  
able to deal with your landlord or should you  
hire a consultant?
Landlords are more difficult to deal with now because they 

are emotionally exhausted, financially wounded and have 
experienced a high turnover of junior staff. 

Formerly straight forward negotiations such as offers 
to lease, lease term renewal and lease assignment have 
become increasingly more challenging as the market has 
shifted, landlord and tenant expectations differ dramatical-
ly, and landlord representatives are not focused or just don’t 
seem to care. The typical negotiation strategy is passive 
aggressive; many leasing managers simply do not return 
calls or emails for weeks or months and when they do there 
is very little room for negotiation. It takes extraordinary 
time, patience, and skill to deal with these people without 
giving up and giving in. 

5. Review your lease with an expert. Does your 
lease align with your NEW business plan?
What is your business plan? Failing to plan is planning to 
fail. Your lease priorities have shifted, the leasing market 
has shifted, landlords’ approaches have shifted. You need to 
understand what these shifts are and how they affect your 
lease terms and conditions and implement a realistic and 
achievable plan. ❚

There has been a 
significant increase in 
high quality patients 
who are working at 
home during the day 
and not commuting 
downtown. This 
group represents an 
opportunity.

Please send comments to info@realtyleaseconsultant.com

This article was prepared by Ian D. Toms, Jennifer Madgett and Colleen Collins of Realty Lease Consultants Inc. who as lease con-
sultants have advised dentists for over 26 years. Additional information can be obtained by calling 877 216 1013 or by emailing col-
leen@realtyleaseconsultant.com. Visit our website at www.realtyleaseconsultant.com. This article is intended to provide planning 
ideas and is not intended to replace professional advice.
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To my dear dental colleagues:
It has been my honour to have assisted so many of you in 

your practices over the last 20 plus years. Thank you for trust-
ing me to help you to enhance the success of your practices.

Over the years, I have endeavored to not only keep your 
prosperity as a key priority, but to also 
maintain the utmost professionalism in my 
dealings with both the public and health 
professionals. Given the significant changes 
in the dental industry, I believe this is the 
right time to bring a close to Innovative Practice 
Solutions effective September 1, 2022.

It has been a pleasure and a privilege working 
with each and every one of you. I have derived 
as many insights from the practitioners and the 
teams I have worked with as I was able to impart 
to your organizations.

In the event you require consultative assistance moving for-
ward, feel free to contact Adriana Diamanti (Diamantidental@
gmail.com) who will be using her background with IPS and 
her strong capabilities in her new consulting practice. ❚

With sincere gratitude and best wishes for your continued 
personal and professional success,

Ron Weintraub, DDS 

A Heartfelt Good-bye
Dr. Ron Weintraub

Please send comments to drronips@rogers.com

Ron Weintraub is a founding partner with the Bayview Village & Downtown Dental Associates and brings over thirty-five years of 
knowledge and experience in the practice of general dentistry to The Professional Advisory. Large companies such as Patterson 
Dental, Ash Temple Ltd, Henry Schein Arcona, & the former Canadian Dental Co. have benefited from his insight. As owner of Inno-
vative Practice Solutions, Ron advises dentists on practice enhancement, practice purchases, sales, location evaluations, associate 
buy-ins, and business mergers. Dr. Weintraub can be contacted at 416-473-9358 or drronips@rogers.com.

Thank you for trusting me 
to help you to enhance the 
success of your practices.
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