
MAXIMIZE YOUR PRACTICE VALUE WITH THE SMILIST

The Right
Partner
for Your Practice



Dear Practice Owner, 

The Smilist is the leading multi-specialty dental practice in the Northeast. We affiliated with our first practice  
in early 2014 and now have more than 50 practices and are steadily growing. What these practices share is  
a passion for high-quality dentistry. Within The Smilist, these partners can now continue to do what they  
love — treat their patients — while we are responsible for running the business of the practice. Our doctors 
have complete clinical autonomy while we provide administrative and operational support for the practice;  
a perfect partnership that improves the patient experience!

Our reputation is our most important asset. We’re fair and we operate with honesty and integrity. This guide 
will give you an opportunity to learn more about our group, its culture and philosophy, and help you make  
the right decision for your practice and your future. 

If you are considering a partnership, or are interested in learning more about practice valuation, please reach 
out anytime and I’ll be happy to have a confidential conversation with you. 

THOMAS PASSALACQUA  

Director of Business Development  
(516) 376-5504  |  thomasp@thesmilist.com

Consistent Growth  

Through Quality Partnerships
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WHAT WE LOOK FOR 

We’re looking for dentists who practice high quality, ethical dentistry.  

Dentists who want to continue practicing after selling their practice, 

and who prefer to focus on patient care rather than administration.

WHAT WE OFFER

We are a leading dental group practice in the Northeast with more than 50 locations 

and growing. We partner with terrific dentists who prefer to focus on clinical dentistry 
and not deal with administrative responsibilities such as marketing, billing,  

collections, staff management, or recruiting for providers.

Cash for  
your practice

Increased new  
patient volume

Experienced  
partners

Freedom from 
administrative duties

Leadership roles 
and opportunities

About The Smilist

TIME ALLOCATION  

AT A SOLO PRACTICE

60%  Practicing 
Dentistry

15%  Practice 
Management

8%  HR

7%  Accounting

2%  Education
1%  Marketing

4%  Collections

3%  Billing

90%  Practicing 
Dentistry

5% Education

5%  Management  
& Training

TIME ALLOCATION  

WITH THE SMILIST
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     MAXIMIZE YOUR TIME 

Focus on delivering excellent patient care while we worry about things like insurance, 

staffing and marketing, freeing up your time and offloading stress. Our world class 
support functions are staffed with experts in their areas to helps you succeed.

     QUICK PURCHASE TO CLOSE 

We’ve purchased more than 50 practices. We offer you fair market value for your 

practice, will guide you through the process and can close in less than 60 days. 

Since we’re a dental practice buying a dental practice, there are no fees or 

commissions. You’ll set the pace and we’ll tailor the process to you.

     WE’RE A COMMUNITY PARTNER 

Our practices are local in order to provide the best support and service. We know 

the market and our resources are close by to help you. We can shift staff to your 
office if you’re in a pinch, and our successful marketing and branding programs are 
local and targeted to benefit your specific office.

     UNLOCK YOUR FULL POTENTIAL & MENTORSHIP  

Developing talented individuals is what we do best. From clinical to business staff — 
we have a proven track record of growing practices and advancing careers. We are  

a perfect match for those hungry to make a big impact.

     COMPREHENSIVE BENEFIT PACKAGES 

The Smilist offers competitive compensation with benefits like health insurance  

and retirement plans. We hire your existing staff so you’re working with a team you’re 
already comfortable with.

     MAINTAIN YOUR CLINICAL INDEPENDENCE 

Doctors who affiliate with The Smilist remain in charge of their treatment planning  
and patient-care decisions. You are the experts and will have full clinical autonomy.

Advantages 

of Partnership
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We’ll work together at a pace that makes sense for you and your practice. 
Generally, the process takes 60–90 days. We will work with you and your team  
to help us collect the necessary practice information to complete our analysis  

and develop a customized proposal that meets your needs.

The Process

PRACTICE VALUATION

After meeting in person and getting to understand your practice better, we will do a 
rigorous analysis to determine the market value of your practice. The market value 
is based on several factors including size, location, condition of the practice, growth 
prospects, and current profitability. We typically provide a valuation within 1–2 weeks 
of the initial meeting.

DATA COLLECTION 

Transition teams work alongside you and your staff to collect necessary information 
to understand your practice and determine with you how we’ll manage it together  
as partners.

CREATE CUSTOM CONTRACTS

The Smilist takes a flexible approach to structuring our partnerships in order to 
meet your specific needs. Such structures might include cash, equity, ongoing 
compensation, benefits, and other incentives. It is our goal to compensate you fairly, 
and maintain aligned incentives that allow both sides to benefit from the continued 
success of the practice. We are not a broker, so we don’t charge any fees, and  
are open to buying real estate or leasing it from you or a third party landlord.  
We recommend that you work with an experienced attorney, and can put you in 
touch with one if needed. 

CLOSING AND PAYMENT

Once all parties agree on contracts, we will set a closing date that works for you  
and your staff. Members of our clinical, operations, and business development 
teams collaborate together to provide a smooth and efficient sale and transition 
process, taking care of all the necessary details. We can even suggest ways on 
when and how to include your staff during this transition. 

TRANSITION AND INTEGRATION

We have a refined and thorough process to integrate your systems and programs with 

The Smilist’s platforms. You and your staff will receive scheduling, training, and support 
throughout your transition and integration with The Smilist. The goal is to make the 
process as seamless and efficient as possible, avoiding disruption to your office. 
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People often ask, how do you value a practice?  

We are committed to paying market value for your practice;  

however we do not set the market. We take the valuation that the 

market sets for your practice. How does the market determine value?  

No two practices are alike, so individual factors play a large part. The 

key components that affect practice valuation include the size and 

physical condition of the practice, location, insurance,  

the selling doctor’s commitment to staying, and profitability.

These are just a few of the factors that buyers look at when  

valuing a practice, but there are certainly other considerations as well. 

We look at hundreds of practices each year and would welcome  

the opportunity to discuss your practice. Please feel free to  

contact us to set up a meeting or a phone call.
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SIZE

Larger practices tend to have the benefits of 
scale and so are often valued at a premium. 
They may also have built-in redundancy 
related to staffing, administration and are  
often able to open extended hours. In addition,  
larger practices are more rare, and therefore 
can be more valuable.

PHYSICAL CONDITION 

Did the practice recently undergo a 
renovation and so the buyer will not have  
to invest more money into an office 
renovation or new equipment? Just like 
homes, buyers prefer practices that are in 
“move in condition” and do not require work.

INSURANCE MIX

PPO insurance-based practices are  
most in demand because PPO insurances 
pay well, offer a large pool of potential 
patients, and are a growing segment of the 
market. Union-based insurances can often 
complement a strong PPO-based practice 
as well. Fee-for-service practices have the 
highest fees, but the total patient pool is 
limited relative to PPO practices. Medicaid-
based practices serve an important 
purpose in the community but may receive 
a lower valuation because of lower fee 
schedules and the risk that governments 
reduce Medicaid budgets.

LOCATION

Ideally, a practice would be located on a 
busy street, with ample parking and promi-
nent street signage so the practice benefits 
from the advertising value of drive-by traffic. 

DOCTOR’S COMMITMENT 

The most important asset being purchased 
is the relationship between the selling doctor 
and the patient. It is very difficult to replicate 
that relationship with a different doctor since 
patients prefer to see the same doctor who 
has been providing care for years. Buyers 
want to ensure that the doctor/patient 
relationship will endure for many years to 
come. As such, the longer the selling doctor 
is willing to stay with the practice, the more 
confidence the buyer will have that these 
vital relationships will endure.

PROFITABILITY

All practices are operated differently, some 
more profitably than others. For example, 
the single largest expense of a practice is 
personnel cost. Are staff paid significantly 
more than average? This may impact the 
profitability of the practice negatively and 
therefore lowers a buyer’s ability to pay for  
the practice.

Factors that Determine Practice Valuation
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The Smilist Difference

THE SMILIST SEVEN LEADERSHIP

The following skills and behaviors are cherished and 
celebrated at The Smilist. We value and reward people who 
display, demonstrate, and embody the following values.

At The Smilist, we look to partner with practices 
who share our cultural values. We are big enough 
to have a substantial infrastructure, which is all 
delivered at the local level and is practice based.

1.  Uncompromising Excellence

We have an obsession for patient care, 
treating each of our patients as if they were 
family. We hire and develop the best and 
always find ways to say yes.

2. Positive Force

We impact and change lives. The Smilist is 
here to be good neighbors and serve our 
community. We see the good in people,  
lead by example, and have a bias for action.

3. Aiming Higher 

We’re always thinking of better ways to do 
things, and then turning those ideas into 
action. We invent. We simplify. We strive to 
grow as individuals and make people around 
us better, giving 110% all the time.

4.  Honesty & Integrity

We say what we think and we do what we say. 
We don’t cut corners; we aren’t afraid to speak 
up; and we are willing to admit when we’ve 
made a mistake.

5.  Being Inspired & Inspiring Others

We think big, have fun, and do good. We’re 
constantly looking to the world around us for 
inspiration. Our goals motivate us and we aim 
to spark that same passion in others.

6.  Entrepreneurship

We care intensely about the success of  
The Smilist. Talk is cheap; we are builders and 
doers. We all make a difference and focus on 
celebrating our wins, leaving our egos behind.

7. Respect

We respect what we do and respect the 
way we do it. Our potential as a team far 
exceeds that as individuals. We help others 
and are willing to let others help us. For us, 
trust is earned by listening attentively, speaking 
candidly and treating others respectfully.

PATRICIA MAHONY

Chief Executive Officer

PHILIP TOH

President & Co-Founder

MELANIE BASILE

Chief Growth Officer

RAJ MANGALICK

Senior Vice President, 
Business Development

DR. JOHN KLINE

Clinical Director



Life at The Smilist

The Smilist specializes in dental practice management and 
employs professionals who specialize in marketing, HR, billing, 
finance, facilities, and all of the other needs of a dental practice. 
We have a large Northeast presence that is ready to support your 
practice in real time. We also offer opportunities for mentorship, 
clinical training, and roles in management. Our goal is for you to 
be thrilled with your experience with The Smilist. We understand 
that you may be curious about your professional life after 
affiliating with The Smilist. So, we’ve taken the time to answer a 
few questions you may have.

Will The Smilist dictate which insurance plans I accept?

You should expect to accept the same insurance plans you  
currently accept, if any.

Will you keep my staff?
Yes, of course! Your staff is perhaps the most critical asset of your  
practice. We expect 100% of your staff to remain with similar 
compensation and schedule.

Do you offer new equipment, renovations, upgrades, or technology?
We are eager to invest equipment, technology, and training to ensure 
your practice thrives and grows.

What benefits will I have as an employee of The Smilist?
The Smilist is proud to offer benefits similar to that of a Fortune 500 
company, including healthcare, vision, dental benefits, retirement plans, 
and malpractice stipends, among other benefits.

Will I be able to maintain clinical autonomy?

Yes, you will. Doctors are in charge of their treatment planning and  
patient-care decisions. Our role is to help and support you administratively 
so that you and your team can focus on practicing dentistry.

I want to continue working, but am looking forward to cutting back over 
time. Will this be possible?

Yes, The Smilist will work with you to create a schedule that works both 
for you and your patients. If your goal is to start transitioning towards 
retirement, we will work with you to create a schedule that allows for 
patients to be transitioned, while you stay involved in the practice.

Right now I make my own hours. Will The Smilist dictate my schedule?

You should expect your schedule to remain the same as it currently is.

How does The Smilist attract new patients?

The Smilist has a professional marketing team that utilizes many channels 
to market your practice. These include online, print, in-person, and mass 
market advertising, and other non-traditional marketing plans. We expect 
your patient flow to significantly increase and will customize our marketing 
plan to fit the needs of your practice.
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40 Cutter Mill Road, Suite 500  |  Great Neck, NY 11021  |  (516) 531-6312

www.thesmilist.com


