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You Have Your License – Now What?  
Career Strategies for the New Dentist

Disclaimer: Participants must always be aware of the hazards of using limited knowledge in integrating new techniques or 
procedures into their practice. Only sound evidence-based dentistry should be used in patient therapy.

After years of preparation - college, dental school, post graduate training - you have obtained or are about 
to obtain your dental license and begin your dental career.  Among dentistry’s advantages as a career 
choice are that there are multiple alternatives to achieving personal and financial success; private practice 
ownership, association in a small or large practice, public health dentistry, or teaching and research. Each 
choice has its advantages and disadvantages as well as shared and individual strategies to achieve success.
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Overview
After years of preparation - college, dental school, post graduate training, you have obtained or are about 
to obtain your dental license and begin your dental career.  Among dentistry’s advantages as a career 
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Introduction
After years of preparation - college, dental school, 
possible postgraduate training, you are about 
to or have obtained your dental license and are 
about to fulfill your dream of a successful dental 
career.  Among dentistry’s advantages as a career 
choice is that there are multiple alternatives to 
achieving personal and financial success.  The 
basic decision you must make regarding your 
professional future is to determine the style and 
type of practice best suited to your family and 
financial needs and your personality.

As a dentist your career style can range from 
solo practice, association in a small or large 
practice, public health dentistry, teaching or 
research.  Each choice has its advantages and 
disadvantages as well as shared and individual 
strategies to achieve success.

Historically, the majority of dentists established 
solo practices.  However, currently many new 
dentists are choosing large group practices as 
an initial career choice.  According to the ADA 
Health Policy Resources Center, in just the last 
two years the number of large group practices 
has risen 25 percent.  At the same time the rate 

choice are that there are multiple alternatives to achieving personal and financial success; private practice 
ownership, association in a small or large practice, public health dentistry, teaching and research.  Each 
choice has its advantages and disadvantages as well as shared and individual strategies to achieve success.

Learning Objectives
Upon completion of this course, the dental professional will learn:
• The advantages and disadvantages of the various career alternatives.
• Where to find opportunities.
• The difference between an employee and independent contractor.
• Terms of employment/ buyout agreements.
• Points to ponder when buying/starting a practice.
• Developing an eye catching resume.
• Presenting the right interview image.
• Fitting into your new position.
• Selecting your financial support team.
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of solo practitioners is falling.  In 2006, 76 percent 
of dentists were solo practitioners compared to 69 
percent in 2010.

The ADA New Dentist Committee has identified 
a number of reasons why large group dental 
practices may appeal to new graduates:
• Student indebtedness is a barrier to early 

practice ownership.
• Traditional practices are not absorbing new 

graduates due to the recession.
• There are more dual profession families, and 

married professionals may require mobility that 
practice ownership does not allow.

• The quest for work/life balance leads to 
practice choices that do not focus on the 
responsibility of growing a small business.1

Further examination of the above mentioned 
career choices reveal the following advantages 
and disadvantages.

Practice Ownership
Advantages:  The practitioner is independent 
and has total autonomy in setting practice policy.  
The solo practitioner totally determines the means 
to and extent of financial reward and has the 
freedom to choose the equipment, materials, 
methods, office design and personnel to achieve 
those rewards.

Disadvantages:  The practitioner has sole 
responsibility for all financial investments and 
decisions with greater financial risk and slower 
economic start.  There is greater investment in time 
to manage the business aspects of the practice.  
With the unavailability of emergency patient 
coverage there is increased difficulty in scheduling 
time off for vacations and continuing education.  
There is greater isolation from other professionals.

Associateship – Small Practice
Advantages:  Becoming part of a small-
established practice means no initial financial 
investment and possibly potential ownership.  
Even in a temporary arrangement there is 
the opportunity to learn clinical and practice 
management skills from an experienced 
practitioner.  There is limited involvement with 
the business aspects of the practice.  Emergency 
patient coverage is available within the practice.

Disadvantages:  It may be necessary to practice 
according to policies with which you may not 
agree.  You have no control over auxiliary personal.  
The senior practitioner may keep the more 
comprehensive and lucrative clinical procedures 
and delegate the simpler, less profitable procedures 
to you.  There is no job security.

Associateship – Large Practice
Advantages:  For the debt ridden new dentist 
there is an opportunity to earn income immediately 
without an initial financial investment.  There are 
multiple dentists and specialists to learn clinical 
skills from and consult on cases.  The high patient 
volume enables the new dentist to hone clinical 
skills and treat more patients than that experienced 
in dental school.  Many large practices provide 
the continuing education to the professional and 
support staff as well as paid vacation and health 
benefits.  There is greater mobility to explore job or 
practice opportunities in other geographic areas.

Disadvantages:  More so than the small practice 
the associate dentist has no influence on practice 
policy and management.  Since corporate 
management companies run large practices there 
is little likelihood of eventually owning the practice 
although partial ownership is possible.  As many 
large practices accept many insurance plans with 
lower reimbursement fees and compensation is 
based on what the practice collects, the dentist may 
have to see large volumes of patients to net a decent 
income.  In some practices there may be more 
emphasis on production at the expense of quality.

Residency (is mandatory in some states)
Advantages:  It provides for an easier transition 
from dental school to independent practice.  
Residents are supervised by specialists and 
experienced clinicians but not as closely, as in 
dental school.  A residency increases the clinician’s 
proficiency in clinical techniques taught in dental 
school and introduces advanced techniques that 
were previously managed by post-graduate students.

Disadvantages:  Salaries can be 50% to 75% 
percent lower than that made in practice, although 
medical benefits, vacation, and continuing 
education is provided.
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Military, Public Health, Academics and 
Research Dentistry
Advantages:  There is no investment 
necessary and income is produced immediately.  
Compensation is not based on production 
and collection.  Benefits such as insurance, 
paid vacation, retirement plans and continuing 
education may be available.  Work hours are more 
regular as compared to private practice.  The new 
dentist has the opportunity to explore geographic 
areas where to settle without commitment.

Disadvantages:  Compensation may be less 
than private practice.  Stability of continued 
employment is dependent on government funding.

As the majority of dentists either own or are 
associated with a small or large practice this 
course will focus on strategies of obtaining 
associateships, buying an existing or starting a 
new practice.2

Associateships 
Established practitioners have various reasons 
for adding an associate.  A common reason is to 
make more efficient utilization of existing facilities 
and equipment.  There may be day, evening, or 
early morning hours when the office is unused 
and can be made productive by the hiring of 
an associate.  A productive and well managed 
practice may hire an associate to treat an existing 
backlog of patients.  Finally, a veteran practitioner 
may decide to gradually cut back on office time 
in a preliminary period to total retirement.  By 
taking on an associate the practice maintains 
its productivity and vitality, allowing the retiring 
practitioner to obtain additional retirement income 
from the sale of the practice.  A senior practitioner 
may want to prepare for a continuation of the 
practice in the event or illness or death.

As mentioned above associateships can be 
found in both small (1 or 2 practitioner) or large 
(multiple dentists, multiple specialty) practices.  
Associateships can also be divided as temporary 
or permanent positions.  In a temporary associate 
relationship it is the intention of the employer 
and the associate dentist that the commitment 
is temporary and will not lead to the associate 
buying into all or part of the practice.  In a 
permanent associate relationship the intention of 

both parties is for the associate in join or takeover 
the practice after 1 or 2 years of associateship.

Employee/Independent Contractor 
Classification
Furthermore the associate can be classified 
as either an employee or an independent 
contractor.  The major difference between the two 
classifications is how the associate is paid and 
the amount of control the practice has over the 
associate as to how treatment is rendered.  In 
an employer/employee relationship the employer 
withholds taxes, payments for unemployment 
and disability insurance, and contributes to social 
security for the employee.  The employer controls 
or has greater say on how the employee treats 
patients (scheduling, technique, materials etc.).  
The employer may provide additional benefits such 
as paid vacation, continuing education, health 
insurance, malpractice insurance and retirement 
plans.  In an employer/independent contractor 
relationship the associate is responsible for paying 
withholding taxes, social security, unemployment 
and disability insurance (as a self-employment 
tax).  The employer has the right to control or direct 
only the result of the work and not the means and 
methods of accomplishing the result.  There are no 
employer provided benefits.

The IRS uses 20 criteria to determine the proper 
category.  Improper categorization can lead to 
substantial penalties to the employer for unpaid 
withholding taxes, penalties, interest and unfunded 
retirement benefits.  Unfortunately for the 
associate, if the IRS determines that the associate 
has been incorrectly classified as an independent 
contractor, he/she does not get reimbursed for tax 
and insurance payments previously made.

Among the criteria used by the IRS are:
• Does the owner provide instructions to the 

associate dentist as to when, where, and how 
he/she is to perform the work?

• Does the owner provide training to the 
associate dentist?

• Does the owner hire, supervise and pay 
assistants to the associate dentist?

• Is there a continuing relationship between the 
owner and the associate dentist?

• Does the owner set the work hours and schedule?
• Does the associate dentist devote substantially 

full time to the business of the owner?
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• Is the work performed on the owner’s 
premises?

• Is the associate dentist required to perform the 
services in an order or sequence set by the 
owner?

• Does the owner pay the business or traveling 
expenses of the associate dentist?

• Does the practice own the patient records?
• Is there a restrictive covenant in place?

A preponderance of yes answers to the above 
leads to categorization of the associate as 
an employee.  Yes answers to the following 
questions would support the associate’s status as 
an independent contractor:
• Does the associate dentist furnish significant 

tools, materials and equipment?
• Does the associate dentist have a significant 

investment in the facilities (space sharing 
arrangement)?

• Can the associate dentist realize a profit or 
loss of his or her services?

• Does the associate dentist provide services for 
more than one firm at a time?

• Does the associate dentist make his/her 
services available to the general public?

• Does the associate own the patient records?

A third category, owner/time share or renter, 
exists.  The associate is an independent 
contractor renting or sharing space from the 
practice owner.  This is a common arrangement 
for a dentist starting a new practice or a specialist 
treating patients on a limited basis in a location.

Compensation
There are various methods of compensation 
which are dependent on factors such as whether 
the associate is an employee, independent 
contractor or renting space, and the type of fee 
collection:  private pay, insurance, managed care.  
Employees receive a percentage of production 
or collection or flat fee (hourly, daily, monthly).  
Independent contractors and renters either 
receive compensation from the owner or pay a 
percentage of their production or collection.

1. Percentage of Production
 • The associate receives or pays a percentage 

of everything produced.
 • The percentage may increase or decrease 

as production increases or decreases.

 • The associate is usually responsible for a 
percentage of laboratory expenses.

 • The associate may receive a draw or 
advance as payment.

2. Percentage of Collections
 • The associate receives or pays a percentage 

of collections bases on the fees generated.
 • The percentage may increase or decrease as 

collections increase or decrease.
 • The associate is usually responsible for a 

percentage of laboratory expenses.
 • The associate may receive a draw or 

advance as payment.
3. Rental Fee
 • The associate pays the owner a set amount 

each month for use of the facility.
 • Usually used in time sharing or rental 

agreements.
 • The associate pays their own operating 

expenses.
 • It may involve paying for shared supplies, 

staff, and the practice’s fixed expenses.
 • The fee may increase over time as 

production and collections increase.
4. Payment Based on Time
 • The associate receives a fixed hourly, daily or 

monthly amount.
 • It is usually used in employer/employee 

arrangement.
 • The practice pays the employer portion of 

retirement taxes and withholds income taxes.
 • It may be more appropriate if the associate 

treats a significant number of managed care 
patients.

Employment Agreements
The importance of a written contract cannot be 
overstated.  A written agreement enables both 
parties to clarify the responsibilities and rights of 
the relationship.  It lessens the chances of future 
disagreements or misunderstandings.  Included in 
the employment agreement are:
• Names of the parties and location of the 

office(s).
• Date and length of the contract – A specific 

length of time the contract is effective indicating 
the start and commencement dates.  A 
common arrangement is for a one year contract 
that is renegotiated annually.  If the intent, after 
a one or two year period, is the eventual partial 
or full purchase of the practice, the terms of the 
purchase may also be included in the contract.
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be immediate for unethical or illegal behavior 
by the associate.  For termination due to 
other reasons such as economics or poor 
interpersonal relationships between the owner 
and the associate notice by either party may 
be given usually 2-4 weeks prior to departure.  
The relationship can also be terminated by 
letting the contract between the parties lapse 
without renewing the relationship.

If the relationship between the owner and the 
associate is congenial and harmonious after 
a period of time (1 to 2 years) and a more 
permanent relationship is desired between both 
parties, the owner may offer the associate the 
opportunity to buy a portion or all of the practice.

There is a possibility of a dentist, with no previous 
association with a practice, buying a practice.  
This can occur when the owner dentist is faced 
with a need to sell a practice due to an abrupt 
decision to retire especially because of illness or 
impending death.3

Purchasing a Practice or Starting a 
Practice

Purchasing a Practice
Among the advantages of purchasing a practice 
is there is an established patient base which 
provides an immediate source of income.  Also, 
office and dental equipment are already in place 
along with a trained and experienced staff.

The disadvantages are it may be more expensive 
than starting a new practice, especially if buying 
into a productive, growing viable practice after 
an associateship.  If purchasing a practice where 
the owner is ill or deceased and the sellers are 
looking for a quick sale, the buyer may be able 
to negotiate a lower price.  Although the practice 
may come with a trained staff, it may be difficult 
to change existing policies and techniques 
especially if the original owner is still practicing 
and is unwilling to give up control.  This is also 
true with staff persons that have been in place 
for a long period of time.  There is always the 
possibility that once the seller leaves, there is no 
guarantee that existing patients will remain in the 
practice.  This is especially true if the buyer did 
not spend time in the practice as an associate.

• Duties and responsibilities – The contract 
should define the associate’s clinical and 
managerial responsibilities including emergency 
and weekend on-call.

• Compensation – Is the associate being hired 
as an employee or independent contractor 
and is compensation based on production, 
collection or hourly.  Responsibility for payment 
of taxes is also indicated.

• Associate moonlighting – May the associate 
permitted to work outside the practice for 
another dental entity.  Such a restriction is only 
applicable to an owner/employee relationship, 
not to an owner/ independent contractor 
relationship.  If such a clause is present the 
associate should request an exemption if they 
wish to teach at an educational institution.

• Vacation – How much vacation may the 
associate take and will they be compensated.  
If compensation is based on production or 
collection most probably there will be no 
compensation.

• Continuing education – Will the practice pay 
for continuing education and if not how many 
days may the associate take off for continuing 
education.

• Malpractice insurance – For temporary 
associateships and independent contractor 
relationships the associate pays their own 
malpractice insurance.  In a permanent 
associateship there is greater likelihood of the 
practice paying or contributing to premiums.

• Ownership of records – In an owner/employee 
relationship the owner maintains ownership of 
patient records.  Depending on the agreement 
the employee may or may not be allowed to 
contact his/her patients or record upon leaving 
the practice.  Independent contractors can 
own records of their patients records unless 
otherwise stipulated in the agreement.

• Restrictive covenant – Employees that leave 
the practice may be restricted from joining or 
opening a new practice within a reasonable 
distance of the former practice for a reasonable 
amount of time.  A reasonable distance is 
dependent on population density.  In a rural or 
suburban area a reasonable distance may be 
as large as the town or within a few miles.  In 
an urban area (such as New York City), it can 
be within a few blocks.  A reasonable amount 
of time could be one to two years.

• Termination of employment – Termination can 
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• What is the per capita income and retail sales?
• What is the propensity of the population to 

spend money?
• Is the workforce size predominately dependent 

on one or two businesses?
• What is the likelihood of a business relocating?
• How is the demand for care being fulfilled?
• What are the ages of established dentists?  

How many new dentists?  How many are close 
to retirement?

• How many dentists work fulltime?  Part time?

Answers to the above questions can be obtained 
from local dental societies and suppliers, the 
American Dental Association, local lending 
institutions and the local Chamber of Commerce.

Investigating the Purchase of a Practice
The opportunity to purchase a practice may 
present itself in two ways.  The employer you have 
been practicing with offers you the opportunity to 
purchase all or a share of the practice or a practice 
that you have no previous association is for sale 
because of the inability of the owner to practice 
due to disability or death.  In both scenarios, 
it is necessary to determine the fair market 
value of the practice.  Although most valuations 
are accomplished with professional practice 
appraisers, it behooves the buyer to investigate 
whether the process should be undertaken.

The assessment should answer two questions.  
Will the income from the practice support the 
buyer’s lifestyle and is the practice active and 
healthy?  The answers are obtained by examining 
the financial records from the past three years to 
determine if the practice is growing or declining.  
The first question is answered by examining the 
seller’s net income and benefits (insurance, car, 
continuing education, vacation).  The financial 
health of the practice is determined by practice:
• Collections
• Overhead
• Gross productions over past 3 years and what 

percent is hygiene related.  If a hygienist is not 
utilized and the dentist is providing hygiene this 
can be an overlooked potential profit center.

• Percentage of fees from private patients, 
insurance, capitation, Medicaid.

• The number of active patients in the practice.  
Generally an active patient is one that has 
been treated within the past 12-14 months.  A 

Starting a Practice
The major advantage of starting a solo practice 
from scratch is the owner is their own boss.  The 
practitioner is independent and has complete 
autonomy in making decisions and policy for 
the practice.  They are free to use whatever 
equipment, supplies and methods they desire 
and to hire whomever for staff.  The office can be 
designed to their specifications and taste.

The disadvantages include having sole 
responsibility for all decisions and financial risk.  
Unlike purchasing an existing practice, there is no 
patient base to immediately produce income.  The 
startup dentist, unless a partner is present, faces 
lack of emergency coverage, increased difficulty 
in scheduling time off for vacations, continuing 
education and meetings.  There is isolation 
from other professionals for consultation and 
commiseration.

Points to Ponder when Buying or 
Starting a Practice
Whether buying or starting a practice the choice 
of location is an important decision that must 
be made.  The dentist must decide whether to 
remain in an area that is familiar or move to 
unfamiliar area.  In either case the dentist must 
evaluate the area’s ability to meet personal 
economic and professional preferences.

Personal preferences:
• Is the area family friendly?
• Is the weather conducive to the family’s 

comfort and recreational activities; i.e.; skiing, 
swimming or both?

• Does the family have a preference for an 
urban, suburban, or rural location?

• Are there other families in the community of 
similar age, background and religious values?

• Are real estate values and the cost of living 
compatible with the intended lifestyle?

• Are there career opportunities for a spouse?
• Are there adequate family recreational, 

cultural, social and educational opportunities 
for my family?

Economic and professional preferences:
• Does the community need another dentist?
• Is there sufficient population to support 

another dentist (1600-1700 people/dentist)?
• Is the population growing or contracting?
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Common Mistakes
Some common mistakes that can derail 
successful completion of a partnership or 
purchase agreement are:
• The buyer pays too much for practice or the 

terms provide inadequate cash flow.
• Advisors negotiate process to death.
• The acquisition is treated like a divorce rather 

than a marriage.

Starting a New Practice
Starting a new practice is an ambitious, 
daunting and overwhelming experience for 
a new practitioner.  It is the recommendation 
of the author that a new practitioner should 
not undertake such an endeavor unless an 
associateship has been experienced.  Doing 
so helps practitioners define what they wish 
to incorporate or reject in their practice.  A full 
discussion of considerations involved in starting 
a practice is beyond the scope of this course.  
However here are some responsibilities when 
starting a practice.
• Location of the practice - rural, suburban, urban.
• Type of facility - free standing structure, 

medical/dental center with multiple offices.
• Whether to buy or rent an occupied or 

unoccupied dental office.
• Procuring financing.
• Designing the office - depends on treatment 

style and economics.
• Hiring an architect and contractor.
• Choosing a dental equipment and supply 

company.
• Purchasing clinical equipment and supplies.
• Purchasing business equipment and supplies.
• Selecting computer and business management 

systems.
• Hiring staff.
• Finding a laboratory.
• Setting operating procedures.
• Obtaining licenses, permits.
• Purchasing malpractice, liability, business 

interruption, overhead, life, disability insurance.
• Developing a marketing plan.
• Deciding if and in which dental reimbursement 

insurance plans to participate.4

Associateships, Practices - How Do You 
Find One?
Once you find a location in which to practice, the 
next step is find an associate opportunity.  There 

seller can boast of thousands of charts in the 
file cabinet, but those charts can date back 
to when the practice first opened with only a 
small percentage being currently active.

• The number of new patients entering the 
practice per month.

• The number of new patients seen daily by 
dentist and hygienist.

• The number of hygiene days per week.
• Current percentage and aged account 

receivables report.  How much money is owed 
to the practice and for how long?  Account 
receivables should be settled within 90 days.  
After that time the chances of collection of 
those monies declines.

• How many full/part time staff are employed?  
What are their salaries and benefits?  What 
percentage of the practice overhead does it 
make up?  If it is too high (over 30%) is the 
practice overstaffed or are there too many long 
time employees.

• What procedures does the practice refer out?  
This may be an overlooked profit center.  If 
the buyer received advanced post-graduate 
training in procedures that are regularly 
referred to specialists, previously outsourced 
income can remain in the practice.

• The age of the existing equipment.
• Is the practice up to date with new technology?

Partnership Contracts
The final terms of the partnership or purchase 
contract are determined with the aid of attorneys, 
accountants and practice transition specialist.  
However there are some standard clauses that 
are in every contract.
• What is the purchase price and what are 

the terms of payment i.e.; lump sum, loan, 
compensation differential?

• Who has the final say in the control and 
decisions of the practice?

• What is the compensation and benefits of the 
partners and how is it determined, i.e.: equal, 
based on production?

• What are the terms of the buyout of the 
partnership at the time of dissolution?

• Restrictive covenants prohibiting the selling 
dentist from setting up a new practice in the 
area within a reasonable amount of time.

• Death and disability payout.  This can be 
funded with life insurance policies.
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career to advance to the stage of becoming as 
associate dentist.  These are:
• Writing a resume and developing a website to 

post the resume.
• Creating a business card to direct networking 

contacts to the website.
• Become skilled at finessing a job interview.

Resumes
There is a saying, “Great resumes get you job 
interviews.  Great job interviews get you jobs”.  
Your resume should be a concise account of 
your professional career and qualifications.  It 
is important to your promotional campaign for a 
number of reasons.

It helps you organize your accomplishments and 
shows how your past experience supports your 
qualifications for your objective (job, financial 
support).  It helps others that you encounter while 
networking to support their recommendation of 
you.  Here are some considerations when writing 
your resume:
• Resumes are skimmed through in 30 seconds.  

The resume must grab the reader’s attention 
within the time or it will go into the rejection pile.

• They should not be no longer than two pages.
• Avoid using long paragraphs, long sentences or 

large blocks of text.
• Use wide margins, bold headings, indentations 

or bullets to guide the reader’s eyes to 
important points.

Resumes should contain these seven elements:
1. Identifying/contact information (placed on all 

pages in case the page gets separated)
 • Name, address, home, cell and office 

telephone numbers, email address.
 • Place information on the right hand size of 

each page so it is readily visible to someone 
flipping through a pile of resumes.

2. Objective/Background Summary
 • Describe the type of position you are 

interested in.
 • Your greatest strengths.
 • Results you expect to produce for the 

practice.
3. Educational/Professional Training
 • Post-doctoral training, employment history.

  List your highest degree first, followed by 
college or university.

  Follow with other degrees, if any, with dates.

are two avenues which you can take to discover 
potential opportunities, the open (reactive) market 
and unadvertised (proactive) market.

The open market (reactive) is made up of job 
opportunities a practice has decided to advertise.  
As soon as the position is advertised any number 
of applicants can respond.  As the selection 
process for the right associate is very competitive 
this market is less productive than unadvertised 
positions.

Examples:
• Dental Journals
• Newspapers
• Brokers
• Internet
  LinkedIn
  Craig’s List

• Sending letters to dental schools that post 
positions on websites or in the school.

The unadvertised (proactive) market includes 
positions that have not been advertised.  It is more 
productive than the open market.  Opportunities are 
discovered by networking with practicing dentists 
and other health professionals (physicians) to 
investigate unadvertised associate opportunities 
in their practices or opportunities in colleagues’ 
practices.  Talking to dental sales representatives 
from companies like Henry Schein or Patterson 
Dental who have their hand on the pulse of dental 
practice openings, dentists looking for positions, and 
new positions are a valuable resource.  Professional 
networking is accomplished by becoming 
involved by attending interested area dental 
society meetings, study clubs and participating in 
community health events (Oral Cancer screenings, 
Give Kids a Smile events, etc.).5

Promoting Yourself
Throughout their professional career the dentists 
will find it necessary to promote themselves.  
Eventually it will be to patients.  At this early stage 
of a professional career the young dentist has to 
promote themselves to potential employers, those 
in a position to recommend them to potential 
employers, and to lenders who will finance their 
career choice.

There are a number of promotional tools the young 
dentist should develop at this early stage of their 
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5. Research/Publications
 • List in reverse chronological order.
 • Research: Title, co-researchers, description, 

results.
 • Publications: Authors, title, publications, 

issue, pages.
 • If it is extensive insert in a separate 

addendum so that the important points fit 
into two pages.

6. Awards (This is optional.  List only if it relates 
to your job objective.)

 • Dental School scholarship awards.

  List nonacademic achievements in a 
separate section titled Professional 
Development.

4. Professional Experience/Associations
 • State your job title in your most recent 

position, followed by the name of the 
company, its location and the years you were 
employed.

 • Use only whole years, not months.
 • Describe the job, emphasizing strengths.
 • Use action verbs.
 • Continue in reverse chronological order.

Sample resume
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have a relationship, with a means of remembering 
who you are and how to contact you.

Your business card should contain the following 
information:
• Contact information; your name, practice 

name, address, phone, fax, email, website
• Special degrees and advanced training
• If available, a Quick Response (QR) code 

(Figure 1) to direct contacts to your website 
and your resume

• Carry an ample supply of cards with you so 
they are readily available when you want 
to connect with professionals and potential 
contacts (Figure 2).

A Quick Response (QR) code is a two-
dimensional bar code that can be deciphered by 
a mobile phone camera with a code-reading app.  
When the QR code is scanned, the website’s 
address embedded in the image appears on the 
phone’s browser, eliminating the necessity of the 
phone’s owner to type in the address.

There are a number of websites which generate 
QR codes:

 • Include memberships, language skills, 
special achievements, military experience.

 • Avoid mention of religious or political activities 
unless they support your job objective.

7. Personal interests (This is optional.  List only 
if it relates to your job objective.)

Resume Enhancers/Action Verbs
Resume enhancers are action verbs that are 
placed in the professional experience section that 
begin your description of your accomplishments in 
terms that grabs the reader’s attention.

Examples:
• Reduced the need to refer to outside specialists 

as a result of enhanced clinical skills.
• Expanded the practice profit centers by 

introducing new procedures i.e.; surgical, 
periodontic, implants, etc

• Incorporated cost reduction through 
improvement in efficiency in the clinical and 
clerical areas

Business Cards
Whether in a social or professional gathering, your 
business card is your most important networking 
tool. It provides people who meet you and want to 

Sample resume (continued)
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your resume, a website can display examples 
of clinical cases you completed as well as 
testimonials from patients.

• http://www.pageqrcode.com
• http://www.the-qrcode-generator.com
• http://www.free-qr-code.net
• http://www.uQR.me

Developing a Personal Website
Although your business card is your primary 
networking tool, the amount of information you 
can fit on it is limited.  The likelihood of your 
resume being on hand when you meet a potential 
employer at a networking event is slim.  By 
having a personal website you have a readily 
available means to highlight your strengths as 
an associate to potential employers.  Besides 

Action verbs

Figure 1.  Quick 
Response (QR) code



13

Crest® Oral-B®
 at dentalcare.com

writing increasing the reader’s interest in you.  The 
elements of an introductory letter are:
• The heading contains your contact information, 

name, address, phone, email and website.
• It should be addressed to a specific person 

rather than a position, i.e. office manager.  It 
may take some investigation to find the specific 
person the letter and resume are going to.

• Establish a link with the reader by describing why 
you are writing to them.  For example: 
“In a discussion I had yesterday with your 
colleague, Dr. Tom Jones, I learned of your 
interest of hiring an associate for your practice.”

 OR 
“I am sending my resume to you in response 
to the ad that you placed in the New York State 
Dental Journal for an associate for your practice.”

• Summarize your qualifications and potential 
benefits to the practice.  Reflect the 
requirements that were requested in the ad.

• Keep it short and be specific.  The letter should 
be kept to one page.  Keep sentences short. A 
short sentence following one or two longer ones 
helps vary the pace.

• Proofread the letter multiple times for typos and 
grammar.

• Use good bond stationary (white or neutral 
color) 8 1/2” x 11” with a No.10 (4 1/4” x 9 1/2” 
business envelope.

• Print with a high quality laser printer whenever 
possible.

• Ask to schedule an interview!

The goal of a practice’s websites is to attract 
more patients, provide information and services to 
current and potential patients and communicate 
practice philosophy and culture.  It is usually 
necessary to hire a professional website designer, 
at a cost of thousands of dollars, to develop an 
attractive and effective website.  However, here are 
free website developer sites (www.intuit.com, www.
google.com) that can enable a potential associate 
to create an affordable personal website.6

Introductory Letters and E-mails
When responding to an advertisement or reaching 
out to a potential employer an introductory letter 
should accompany a resume.  Introductory letters 
and emails are designed to arouse interest.  
Sending a letter is preferred over an email, unless 
the ad specifically asks for an email response.  
They are used to introduce yourself to someone 
you’ve been referred to or to accompany a 
resume in response to an ad.  It creates a link 
with the reader by describing your reason for 

Figure 2.  Example of a business card.
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  General interests
  Dress and appearance

However, the interview is also your opportunity to 
evaluate the practice as to whether the practice 
fits your needs.
• Are you comfortable with the practice culture?
   Is there a relaxed or intense atmosphere?
  Is the emphasis on treatment quality or 

quantity?
• Will it meet your financial needs?
  What is the compensation and how is it paid, 

as an employee or independent contractor?
  What benefits are provided – health 

insurance, continuing education?
• Does it support your desired quality of life?
  What is the policy on vacation, maternity/

paternity leave?
• How amiable are the staff and professionals?
  Is there a congenial atmosphere or 

underlying tension?

Interviewing Principles
• Before the interview review your resume 

so that you are familiar with your 
accomplishments.  Be prepared to give 
descriptions and examples of your strengths.

• Plan to arrive slightly early so you will be 
relaxed, but not more than by ten minutes.

• Exhibit confidence – When entering the office, 

If you don’t receive a response, call to see if the 
letter and resume was received, but don’t pester 
the recipient repeatedly.

Job Interviews
Great resumes get you job interviews.  Great 
interviews get you jobs.  The purpose of the job 
interview is to answers these questions:
• CAN you do the job?
  Your skills
  Knowledge
  Experience and accomplishments
  Learning potential
  Handling the physical aspects of the job

• WILL you do the job?
  Your interest in the practice
  Your work ethic
  Your energy level
  Outside influences that may affect your 

willingness or availability
• DO you FIT in? 

This is a two way question.  Not only does 
the practice evaluate how you will fit in to the 
practice, but you evaluate how the practice will 
fit your needs.  The practice will look at: your:

  Likeability
  Chemistry
  Communication
  Values
  Style of work
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• Avoid negative body language.  What you do 
in an interview can be of greater importance 
than what you say.  Examples of negative body 
language include:

Dress Appropriately
People who are well dressed and well groomed are 
often better liked than their counterparts who are 
not concerned with their appearance.  Guidelines 
for presenting a professional image include.
Men:
• Wear a conservative, tailored, well made suit.
• Shirt colors should be white or light blue.
• Wear a silk tie with a pattern.  Avoid wearing a 

solid tie with a solid suit.
• Shoes and belts should be of good quality 

leather and match.
• Jewelry should be kept simple.
• Watches should be kept simple - no sport 

watches.
• No pocket handkerchiefs.
• Impeccable grooming.  Hairstyles must be neat 

and well trimmed.
• No mustaches or beards preferred.  If present, 

they must be neat and well trimmed.
• Avoid after shave and male colognes.

Women:
• Wear a good quality suit that is complimentary 

to your figure.
• Wear neutral solid colors - taupe, navy, gray  

or black.
• Wear blouses in any color flattering to your skin 

tone.  Silk, cotton and silk lookalike fabrics are 
appropriate.

• Choose leather classic pumps with moderate 
height heels.  Avoid flats or excessively high 
heels.

• Belts should match shoes.
• Jewelry should be kept simple - conservative 

check your posture, hold your head up, make 
eye contact and smile.

• Be polite and pleasant to everyone your 
encounter.  Employers hire people they and 
their staff like.  Sometimes a less qualified 
person will get a position over a more qualified 
one who does not treat others pleasantly and 
courteously.

• Initiate the handshake, as you appear more in 
control.  However, let the interviewer indicate 
where you should sit and avoid leaning on or 
placing anything on his/her desk.

• Try to read the interviewer’s mind and get on 
the same wavelength.  If details are wanted 
provide them.  If there is a greater interest in 
ideas or concepts respond accordingly.

• Project optimism, but don’t overpromise.  Let 
your record speak for itself.

• Maintain eye contact during interview.  Nod as 
a gesture of support and agreement.

• Never discuss personal problems with the 
interviewer.  Discussing your problems 
will weaken your case.  Discussing 
the interviewer’s problems may prove 
embarrassing if you are hired.

• Avoid premature discussion of salary.  Do 
not discuss compensation until your value 
is established.  Do not appear primarily 
concerned with salary and benefits; these will 
be discussed at an appropriate time.

• Concentrate on projecting the idea that you 
will make a contribution to the practice.

• Respect the confidence of past teachers and 
employers.  Your potential future employer 
will appreciate that you will show the same 
consideration if you will subsequently leave 
the practice.

• Be yourself and not what you think someone  
else expects you to be.  Maintain you dignity 
and self-respect.
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your coworkers, i.e.; the other professionals and 
support staff.  In addition to your official duties you 
will fill several other functions; the rookie, newbie 
and possible source of entertainment.  Here is a 
checklist to master acceptance skills by other staff 
members.
• Understand you are an outsider until proven 

otherwise.  Expect to be the new kid for 6 
months to a year or until someone new is hired.

• Do not try to make immediate changes.  You 
cannot change the system until you are part of 
it.  Start learning the practice’s culture.  Culture 
is hard to explain and rarely written down, 
however it defines “the way things are done 
here”.  You accomplish this by watching others 
to learn what the practice norms and values 
are; bringing in snacks, and end of day protocol.

• Acquire the knowledge, skills and abilities you 
need.  Build a track record by doing what you 
do know well, yet be able admit to what you do 
not know and be willing to ask for help and their 
expertise without being disrespectful of their 
time.  If you need something that takes more 
than a few minutes of a co-worker’s time, set 
up an appointment.

• Although you might traditionally eat solo be 
open, to invitations to connect with people you 
work with.  However, avoid becoming involved 
in a clique or gossip.7

(no dangling) earrings, simple necklace and no 
more than two rings.

• Watches should be simple with dial face.
• Hosiery colors should be limited to neutral tones.
• Hair should be neatly styled.
• Make up should be applied for a natural look.

Men and Women:
• Outerwear should be cleaned and pressed.  No 

ski jackets.
• Shoes should be shined and suit pressed.
• If wearing a brand new garment to an interview, 

remove all store tags and have the garment 
pressed to remove wrinkles.

After the Interview
Send a personal letter thanking the interviewer for 
their time and expressing your interest in joining 
the practice.  Summarize your positive points 
and how you can make a positive impact on the 
practice.  Ask for a response in a timely manner.  
Don’t call the practice to inquire on the progress 
of the selection process unless you have another 
associateship offer.

Achieving Success in your New Position
Congratulations!  You finessed the interview 
and were accepted by your new employer as 
an associate.  Now the real scrutiny begins by 
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professional memberships of those partners 
and principles who will handle your account.

• Provide the same information of support staff 
that will handle your account.

Demographics:
• How many clients does the firm have?
• How many partners and principles and support 

staff are there?
• How long has the firm existed?
• Where is the practice located? Are there 

multiple offices?

Dental practice experience:
• How many dentists does the practice serve?
• What percentage of the practices revenues is 

from dentists?
• Provide the names of two current dental clients 

who have been with you for less than one year.
• Provide the names of two current dental 

clients who have been with you for more than 
five years.

• Provide the name of two former dental clients.
• If you are starting a practice, obtain the names 

of dentists who have used the advisor to get 
their practice started.8

Conclusion
Dentistry is an excellent choice for fulfilling your 
personal and professional goals.  It provides 
numerous avenues to serve the public, fulfill one’s 
creative needs and achieve “success”.  There 
are many ways to define success.  The following 
definition of success, attributed to Ralph Waldo 
Emerson is extremely applicable to the dentistry.

GOOD LUCK!

Development of your Professional and 
Personal Support Team
Finally you are ready to begin what hopes to be 
a very rewarding professional career.  However, 
it is important to realize you were trained to 
predominately treat patients, not to make 
personal and business financial decisions.  It is 
important to reach out to a team of professionals 
that can support you to make well-informed 
and correct decisions.  Choosing your support 
team and coordinating their efforts is essential 
when considering practice options particularly 
when establishing a dental practice.  Your team 
consisting of an attorney, accountant, practice 
management consultant, and financial planner will 
supplement your own managerial skills and help 
you reach your personal and professional goals.

The big question is where do you find such 
competent specialists?  Once it is known you 
are opening a practice you will be inundated 
will solicitations from financial and management 
companies.  Without knowing anything 
about these individuals/ companies it is not 
recommended to jump on their bandwagon.  One 
place to start is to check with component and 
constituent dental societies for any listings for 
those advisors specializing in medical /dental 
practices.  Another option is to ask colleagues 
that you personally or professionally admire for 
recommendations.  Request that prospective 
advisors provide the following information to 
enable you to select those candidates who are 
most suitable to meet your needs.

Education and professional experience:
• Provide a resume of work experience, college 

degrees, professional certification and 
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Course Test Preview
To receive Continuing Education credit for this course, you must complete the online test.  Please go to 
www.dentalcare.com and find this course in the Continuing Education section. 

1. The advantage of practice ownership over associateship is _______________.
a. the practitioner is independent and has total autonomy in setting practice policy
b. the practitioner has greater opportunity to consult with other dentists
c. emergency coverage is readily available
d. there is greater mobility in exploring practice opportunities in other geographic areas

2. Established practitioners will add an associate to _______________.
a. make more efficient utilization of existing facilities and equipment
b. treat a backlog of patients
c. insure continuity of the practice when the owner leaves
d. All of the above.

3. In an employer/employee relationship, _______________.
a. the employer only controls the result of the work, not the means
b. the employer withholds taxes, payments for unemployment and disability payments and 

contributes to social security
c. the employee is responsible for paying taxes, unemployment and disability payments and social 

security
d. A and B

4. In an employer/independent contractor relationship, _______________.
a. the employer only controls the result of the work, not the means
b. the employer withholds taxes, payments for unemployment and disability payments and 

contributes to social security
c. the employee is responsible for paying taxes, unemployment and disability payments and social 

security
d. A and C

5. The IRS uses ______ criteria for determining employee/independent contractor status.
a. 5
b. 10
c. 15
d. 20

6. An owner provides training to an associate dentist.  Is the associate an employee or 
independent contractor?
a. Employee
b. Independent contractor

7. The associate dentist signs a restrictive covenant.  Is the associate an employee or 
independent contractor?
a. Employee
b. Independent contractor

8. The associate dentist makes his/her services available to the general public.  Is the 
associate an employee or independent contractor?
a. Employee
b. Independent contractor
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9. The most appropriate means of compensation for an employee dentist who treats 
predominately managed care patients is _______________.
a. percentage of production
b. percentage of collections
c. rental fee
d. payment based on time

10. What is true about a restrictive covenant?
a. It restricts employees that leave the practice form practicing within a reasonable distance from 

the former practice for a reasonable amount of time.
b. A reasonable distance is the same for a rural, suburban or urban area.
c. A reasonable amount of time of 1 to 2 years.
d. A and C

11. An advantage of purchasing an established practice is?
a. There is an established staff that will readily change office policies.
b. It is less expensive than starting a new practice.
c. There is an established patient base with an immediate source of income.
d. All of the above.

12. Sources for investigating associate positions in the proactive market includes:
a. Dental Journals
b. Newspapers
c. Brokers
d. Networking with dentists at a dental meeting.

13. Potential employers spend no more than ____________ reading a resume?
a. 30 seconds
b. 2 minutes
c. 5 minutes
d. 10 minutes

14. The contact information on a resume should be placed on the ____________ of the page.
a. center
b. left hand side
c. right hand side
d. It doesn’t matter.

15. The length of a resume should be limited to ____________.
a. 1 page
b. 2 pages
c. 3 pages
d. There is no limit.

16. Your business card should contain your _______________.
a. contact information
b. picture
c. special degrees and training
d. A and C
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17. A personal website can _______________.
a. highlight an applicant’s strengths in more detail than a business card
b. display the applicant’s resume
c. display examples of completed clinical cases
d. All of the above.

18. During an interview an applicant should _______________.
a. arrive to the interview 30 minutes early
b. discuss salary requirements immediately
c. initiate the handshake
d. choose the seat closest to the desk

19. When starting in a new position, the associate should _______________.
a. try to institute new policies immediately to establish dominance over the staff
b. learn the culture of the practice by watching others
c. seek out a clique to quicken acceptance
d. expect to be accepted by the staff immediately

20. A business and financial support team includes:
a. An attorney
b. An accountant
c. A financial planner
d. All of the above.
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