
Tax Planning for the Sale

• �Work with your tax professional to explore strategies to address future capital gains taxes on 

your business sale and manage after tax return.

• �Review solutions for tax deferred or tax-exempt income during your highest income earning years. 

Financial Planning/Retirement Savings Review 

• �Evaluate your current retirement accounts to ensure contributions are maximized in your ˉnal 
working years.

• ���Goals based planning to determine progress and project success of your future retirement.

• ���Factor in potential gaps in health care coverage during your transition, and future health care costs.

Income Replacement

• �Shifting gears from employment income to monthly cash ˊow generated from retirement assets.
• �Analysis of future income sources, retirement accounts, taxable savings, and social security.

Risk Management

• �Review ˉnancial risks associated with your life, health, and business.
• �Identify gaps that can be solved through life, and disability insurance coverage.

• �Identify need or review existing Key Person, and or Buy Sell agreement strategies.

• �Existing policy reviews

Estate and Legacy Planning 

• �Review beneˉciary designations.
• �Gifting strategies to heirs and or charities in relation to sale and estate tax considerations.

• �Work with legal professional to update Will, Trust, POA and Healthcare directives.

Unpacking DSO Afˉliations - Practice Valuations & Deal Structures 
• Private Equity & The Consolidation of the Dental Industry

• �Current Market Conditions - The Impact of Rising Interest Rates, Capital Constraints & Economic 

Uncertainty on the DSO Marketplace

• Understanding EBITDA, Multiples & Practice Valuations from a DSO Perspective

• Deep Dive into DSO Deal Structures

• 5 Most Common Mistakes Sellers Make in a DSO Transaction

• �How to Maximize Your Outcome in a DSO Afˉliation
• Case Studies

• Positioning Your Practice to Sell

• What Brokers/Buyers Look For

• Easy Investment Decisions before Selling 

Professional Panel Discussion 
Our experts will help you navigate the sale of a dental ofˉce, from understanding the equity  
and value in the practice, to preparing the ofˉce for sale and positioning yourself for a well-
earned retirement. 

Learning Outcomes 
• Learn how to invest in your practice now to increase its value. 

• Develop a solid exit strategy plan. 

• Legal Issues Involving Dental Transitions.

We strongly encourage dentists like yourself to view this event as an extraordinary opportunity 

to grow and leverage your practice so you can create the type of exit strategy that will give you 

peace of mind.

RSVP: TEXT to 310-270-6347 or CAL.DENTAL.CPA@GMAIL.COM

DISCOVER HOW TO MAXIMIZE YOUR SALES PRICE & 
DECREASE SELLING EXPENSES & TAXES

DON’T MISS THIS EVENT

Our Prestigious Panel Includes:

Curious about the 
process of selling? 

Check out the “Deˉnitive  
Guide to Dental Practice  
Sales”. Don’t miss out on  
great information about 

selling your practice.

Please RSVP ASAP  
Due to Limited Seating

Saturday, March 28, 2026 

9:00am – 3:00pm

Santa Clara County Dental Society  
1485 Park Ave., San Jose, CA 95126

Practice Valuations, Transitions and Exit Planning Series SELLING A DENTAL PRACTICE
This presentation will cover the business, tax and legal aspects of selling a dental practice. 

FAZEL MOSTASHARI
MBT, Dental CPA, Dental Tax, Accounting, 

Valuation and Due Diligence
310-270-6347 

Cal.Dental.Cpa@gmail.com

DentalCPAca.com

MATT STEVENS
Attorney, Provider Legal
714-280-7097 (ofˉce) 

mstevens@providerlegal.com

providerlegal.com

JASON SCHNELLER
Regional Sales Manager

818-561-8106 

jason.schneller@getprovide.com

License #60DBO-53100

Your dental practice sale doesn’t have 
to be stressful or difˉcult. We help you 

get your practice sale right.

Free for Attendees. 6 C.E. credits –  
$60 for certiˉcation.

Breakfast & Lunch Included
Registered CE Provider: 6268


