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TAKE THE WEALTHY DENTIST 
SCORECARD

BEFORE YOU GO ANY FURTHER...

A re you building wealth… or making these ten mistakes?

Most dentists don’t retire wealthy because they don’t earn enough. 
They retire broke because they bleed money through hidden mistakes law-
suits, debt, taxes, and disorganized advice that silently drain their future.

Are your assets really protected, or one lawsuit away from disaster? Is your 
income building wealth, or being drained by debt, taxes, and disconnected 
advisors who leave you exposed instead of 1nancially secure?

The Wealthy Dentist Scorecard is a fast, :-minute diagnostic that reveals 
exactly where you stand&

Take the Wealthy Dentist Scorecard now and uncover the costly 
mistakes you can xf today be.ore they grow into retirement .ailures 

tomorrow>

--- www>Wealthy<Dentist<Scorecard>com    



A WORD FROM OUR SPONSOR:

WEALTH SOLUTIONS NETWORK AND THE 
MARCH TO A MILLION MOVEMENT

I f you received this book from one of our attorneys nationwide, you 
now have access to something unique. Not just a lawyer. Not just a 

pnancial Clanner. Not just an insurance agent. Not just a PAY.

:ou now have access to a 4D Estate Planning Attorney, a Crofessional 
who integrates all four disciClines that determine your pnancial futureL

  Taw

  Insurance

  xaRes

  Investments and Metirement

xhat is what sets the Wealth Solutions Network aCart.

-ost families and Crofessionals are left Ciecing together advice from disO
connected eRCerts. Y PAY works in one silo, an insurance agent in anO



other, a broker selling investments in yet another. No one talks. No one 
coordinates. xhe cost of those silos shows uC in lost money, lawsuits, taR 
mistakes, and broken legacies.

’ur mission is to change that.

xhe March to a Million Movement is our visionL

xo helC one million families save one billion dollars in wealth that would 
otherwise be lost to Crobate, taRes, lawsuits, and pnancial Credators.

xo reClace fractured Clans with Family Vaults™ that Crotect and CreO
serve.

xo ensure that instead of Cassing down confusion and costs, families Cass 
down clarity, values, and freedom.

Ynd this isnEt theory. xhe 6 Pillars of Wealth™ framework has already 
helCed over 1,500 families protect more than $618 million in assets, 
while overseeing $60 million in assets under management. 

Hvery Clan designed, every dollar saved, and every family Crotected adds to 
the growing Croof that integration beats fragmentation.

$ereEs what makes this truly rareL anything comCarable to this level of 
coordination and advocacy is normally reserved for the ultraOwealthy who 
can a1ord a Family O+ce. xhese are eRclusive setuCs available only to 
families worth 0WSS million or more, where attorneys, taR eRCerts, investO
ment advisors, and insurance sCecialists all sit under one roof.

xhe 2ealth 3olutions Network brings that same caliber of coordination 
and Crotection to doctors, dentists, Crofessionals, and families without 
requiring a 0WSS million fortune.



2e believe your greatest achievement is not just the title you have earned 
or the occuCation you have mastered. 

:our true achievement is the legacy you are building, the wealth, wisdom, 
and Crotection you leave behind.

xhat is why 2ealth 3olutions Network arms our Cartner attorneys with 
the tools, training, and systems to serve as Financial Advocates. Not just 
legal advisors, but Crofessionals who coordinate every Ciece of your wealth 
Clan. Yttorneys who understand how to integrate taR strategies, insurance 
Crotections, investment growth, and airtight legal documents into a single 
coordinated system.

xhis is about more than money. It is about freedom. It is about dignity. It 
is about the Cower of choice, the choice to sayL

Not my family. Not my legacy. Not on my watch.

xhat is our mission. xhat is our march. xhat is the movement we invite 
you into.

xogether, we can Crotect, Creserve, and multiCly your wealth and secure 
your familyEs future for generations.



WHY YOU SHOULD READ EVERY PAGE

D entistry gives you enormous earning power. But earning power 
doesn’t equal wealth. 

Wealth only comes from strategy. 

Without it, you’re like a patient walking around with untreated decay. 
Everything looks bne on the outside, -ut infection is spreading underA
neath.

:nd here’s the kicker2 whether you own your own practice or you’re a WAL 
associate pulling a healthy paycheck, the same traps apply. Tawsuits don’t 
care if your name is on the door. 

Ihe RSH doesn’t care if you’re the owner or the employee. 

Divorce attorneys and creditors don’t stop to ask a-out your practice 
structure -efore coming after your assets. 

Gigh income without coordination is still hollow wealth.
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Ihis -ook is your panoramic xAray of money. Rt will eMpose the cracks you 
didn’t see, the risks you didn’t know you had, and the opportunities you’ve 
-een missing. (ore importantly, it will show you how to bM them.

Your Next Step

:s you read, think of this like a case presentation. Each chapter is a diagA
nosis of a pro-lem dentists face. :t the end, you’ll see the treatment plan 
as a coordinated strategy that ties it all together.

By the time you’re done, you’ll know eMactly how to protect your practice 
)or your paycheckz, keep more of what you earn, and retire with conbdence 
instead of regret.

Because the truth is simple2 you’ve spent your career restoring other peoA
ple’s smiles. Qow it’s time to restore your bnancial future.

A Word Before We Begin

Don’t make the rookie mistake of discrediting this -ook -ecause of its si3e.

R didn’t write a 011Apage doorstop full of +u… you’ll never bnish. R wrote 
this so you, a -usy dentist can pick it up -etween patients, +ip through 
a chapter, and immediately see the pro-lem staring you in the face. Uou 
don’t need a teMt-ook. Uou need clarity. Uou need a wakeAup call.

Ihis -ook is a-out C11K pages. Nlus or minus a few. :nd -efore you 
dismiss that, let me ask you something2

Uour entire career? your income? your a-ility to live the life you live right 
now it’s -uilt on the same 30-some teeth every human -eing has. Rf you 
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had looked at those teeth and thought, “Eh, too small to matter, too simple 
to make a living from” you’d never have -ecome a dentist.

Hee the pointA Rt’s not a-out si3e. Rt’s a-out leverage. Rt’s a-out knowing 
what to look at, what to bM, and how to bM it.

Ihat’s what R’m giving you in this -ook. : hundred or so pages that, if you 
read them with the right mindset, could protect you from lawsuits, save 
you from bnancial disaster, and set you up for the kind of retirement most 
dentists only dream a-out.

Ho here’s the frame R want you to adopt -efore you go one word further2 

Don’t judge the size. Judge the results.





TABLE OF CONTENTS

Introduction XIII
The Hidden Dangers Dentists Don't See

The Three Types of Dentists Who Will Read This Book XVIII

1. Costly Mistake #1: 1
1. The Malpractice Money Pit

2. Costly Mistake #2: 5
2. The HR & HIPAA Headache

3. Costly Mistake #3: 8
3. The Slip and Fall Surprise

4. Costly Mistake #4: 11
4. The Billing & Insurance Backvre

5. Costly Mistake #5: 14
5. Dimorce & Fa6ily Fallout

7. Costly Mistake #7: 1b
7. The Deqt & Creditor SzueeLe

b. Costly Mistake #b: 22
b. Kiming Kike a ,ingE Saming Kike a Pauper



8. Costly Mistake #8: 27
8. Thinking Kike an N6ployeeE Oot an w9ner

(. Costly Mistake #(: 2(
(. Betting It All on the Practice )The Practice Sale Illusion0

1x. Costly Mistake #1x: 33
1x. The Silo Trap )Disconnected N™pertsE Disconnected Finances0

11. Fro6 Dentist to Wealthy Dentist 41

12. The 4D Nstate Plan- 48
12. The FullYMouth Restoration for Gour Money

13. The 7 Pillars of Wealth- 71
13. Bite Align6ent for Gour Finances

14. Playing wEense b8
14. Moming fro6 Surmimal Mode to Fro9th Mode

15. Case Studies & Co6posite Stories ((
15. Dentists Who Made the Shift

17. Designing Gour Personal Wealth Treat6ent Plan 114

1b.  Kegacy Without Regret 131
1b. The S6ile That wutlimes Gou

18. The Consistency Factor of a Dentist 143

1(. Final Chapter: The Choice Is Gours 147
1(. Nmery dentist reaches a point of decision

Take The Wealthy Dentist Scorecard 14(



INTRODUCTION

THE HIDDEN DANGERS DENTISTS DON'T SEE

O n the surface, dentistry looks like one of the safest and most re-
spectable careers in America. You went to school for years, you built 

a practice, you earn a great income, and you help people smile again. From 
the outside, it looks like success is guaranteed.

But peel back the curtain, and the reality is diDerent. Pentistry is one of the 
most lawsuit-prone, cnanyiallk risdk, anx tab-furxenex prohessions 
in t.e yountrkW vatients sue oEer numb lips. “mployees xle claims oEer 
”toRic culture.? Tegulators circle if your billing looks eEen slightly suspi-
cious. PiEorce attorneys drool when they see your income. And banks’ 
jheyLEe got your personal guarantee signed in ink.

jhatLs zust the legal side. jhe xnancial side can be eEen more brutal.

Pentists make incredible money but most donLt keep it. Mifestyle creep eats 
up the income. Pisorgani7ed adEisors giEe siloed adEice. Tetirement gets 
pushed back again and again. 0any dentists end up selling their practice 
for less than they thought and working part-time into their GSs not because 
they want to, but because they haEe to.
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jhis book eRists to stop that from happening to you.

Y.at ’ouDll visyoIer Mnsixe

jhis isnLt another 1uDy ”money mindset? book. qtLs a step-by-step guide 
written specixcally for dentists to protect, preserEe, and multiply your 
wealth. 

qnside, youLll discoEer(

  jhe WS costliest legal and lifestyle traps dentists fall into from 
malpractice nightmares to billing audits, from diEorce fallout to 
debt s2uee7es.

  jhe hidden costs of lawsuits and bad planning that can destroy 
not zust your practice, but your familyLs future. )jhis applies to 
4-™ wage earners as well.6

  jhe HP “state vlanC how Megal, jaR, qnEestments, and qnsur-
ance must work together like a full-mouth restoration, not four 
random xllings.

  jhe K villars of 4ealthC( your xnancial bite alignment, and why 
missing eEen one pillar causes cracks in your foundation.

  jhe shift from surEiEal mode to growth mode is how to turn 
todayLs high income into lasting wealth without burning out in 
the chair.

  Teal-world case studies of dentists zust like you showing the dif-
ference between chaos and coordination, stress and security.
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  …ow to design your personal treatment plan for money so you 
can xnally stop playing defense and start building true freedom.
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geasurinT t.e Crue Eost oh Fay. gistade

Pentists are trained to measure, track, and diagnose. You donLt zust glance 
at a patient and say, “This tooth looks bad.” You take G-rays, run diagnostics, 
and look at the whole mouth to reEeal the true syope oh t.e proflemW

Your xnances deserEe the same leEel of precision.

jhroughout this book, we wonLt zust point out the traps dentists fall into. 
4eLll weiT. t.e yosts ayross eIerk ximension oh kour lihe because 
xnancial mistakes donLt zust hit your practice reEenue. jhey hit your time, 
your peace of mind, your family, and your future.

…ereLs the framework weLll use to measure them(

 inanyial EostO

jhe direct hit to your money. Mawsuits, settlements, oEerpaid taRes, bad 
inEestments, wasted premiums. jhese can run into the tens or hundreds 
of thousands, sometimes millions and wipe out years of production.

Ppportunitk EostO

jhe wealth you could have built but didnLt. “Eery dollar lost to mistakes is 
a dollar not compounding in retirement accounts, real estate, or scalable 
inEestments. qtLs the growth and freedom you gaEe up because your money 
was tied up plugging leaks instead of fueling your future.

Cime EostO

jhe hours youLll neEer get back. Xourt dates. …T battles. qnsurance dis-
putes. 0eetings with lawyers, XvAs, and auditors. “Eery wasted hour is 
time stolen from your patients, your practice, and your family.
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&eaye oh ginx EostO

jhe inEisible taR. AnRiety. Ntress. PefensiEe dentistry. Necond-guessing 
eEery decision. jhis cost doesnLt show up on a vHM sheet, but it eats at 
your focus, energy, and conxdence eEery day.

 amilk L Gihestkle EostO

jhe collateral damage at home. Iacations canceled. jension at the dinner 
table. &ids growing up in an enEironment of xnancial stress instead of 
security. Burnout that follows you out of the operatory and into your 
relationships.

,oal Pfstayle EostO

jhe way mistakes derail your future. Tetirement pushed back a decade. 
vractice growth delayed. Megacy plans watered down. Xharitable or family 
goals left unfunded. qnstead of moEing forward, youLre stuck repairing 
damage while your biggest dreams sit on hold.

qn the chapters ahead, eEery mistake will be broken down through these siR 
lenses, so you can see the true priye taT oh inaytionW Because the danger 
isnLt zust what you pay today itLs what these mistakes 2uietly steal from 
your future.



THE THREE TYPES OF DENTISTS WHO 
WILL READ THIS BOOK

I n dentistry, you’ve seen every type of patient. Some take your advice, 
follow through, and enjoy healthy smiles for decades. Others… not so 

much. The same is true for dentists when it comes to their nacailc, e,gdc, e
cawetgc,h1e1gc,h1.

When it comes to the information in this book, you’ll likely fall into one 
of three categories:

.TeO1gesrh2li1

These are the patients who haven’t had a check-up in years. Their breath 
stinks, something is clearly wrong, but they convince themselves every-
thing is xne. They keep their head buried in the sand until an emergency 
pops up and then they eDpect you to perform a miracle.

Hentists do the eDact same thing with their xnances. They may have cav-
ities in their wealth plan lawsuits waiting to happen, taD traps, no estate 
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protection but they ignore them. ”Ro harm, no foul,G they think… until 
the day comes when they can’t ignore the pain anymore.

RTeO1gebg3g,

Mou know this patient too. They sit in your chair, you give them a clear 
diagnosis, and instead of listening, they argue. They insist they know 
better. They zoogle every procedure, challenge every recommendation, 
and xght your eDpertise every step of the way.

Some dentists approach their own xnancial life the same way. They’ve 
worked hard, they make a good income, and they assume that success in 
dentistry translates to mastery of law, taDes, insurance, and investments. 
They dismiss professional advice, convinced they can HIM their wealth. 
Sometimes they scrape by. Aore often, they miss major opportunities, 
bleed money, or set themselves up for painful surprises.

ATeO1gepwc/hg2eLeHgcwg2

This is the patient you love. They show up for cleanings, follow your 
instructions, Poss regularly, and take preventive care seriously. Uecause of 
that, they have the best long-term results.

The same is true with wealth. The most successful dentists aren’t always 
the smartest or strongest. They’re the most cwc/hc3,g. They understand 
Harwin’s insight: it’s not about intelligence or brute force it’s about adapt-
ability. These are the dentists who realiQe:

  Their eDpertise is teeth, not taDes.

  Their training was in dental care, not estate law.
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  Their strength is in dentistry, not xnancial strategy.

The adapters are the ones who leverage eDperts. They recogniQe that their 
time is best spent practicing dentistry while working with professionals 
who coordinate law, insurance, taDes, and investments. They don’t just 
”take orders,G but they allow a trusted advocate to diagnose the situation, 
lay out the options, and help them make the best possible decision.

’g2gIreh1geqarld1h

This book is not just about giving you answers. It’s about giving you 
uogrhlyarevyoIkgeagkg2eh1yod1hehyecrf:

  ”What happens to my practice if I’m sued tomorrowqG

  ”Kre my insurance, taDes, and estate plan actually working togeth-
er or against each otherqG

  ”Km I building real wealth, or just living like I amqG

  ”What if my biggest xnancial risk isn’t a patient but my own 
spouse or sta$qG

Uecause in both dentistry and wealth, the danger isn’t just what you know 
is wrong. It’s what you wyaIhefaytehyegkgae,yyfeYy2.

Cyo2e41ylig

So, which are youq

  The Ostrich, avoiding the truth until crisis hitsq
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  The Bebel, resisting guidance even when the risks are obviousq

  Or the Kdapter3Yeader, ready to ask the right 2uestions, embrace 
proven systems, and give yourself an unfair advantageq

If you choose the third path, you’ll see eDactly how to apply the DEePrhchge
™,ca6 and the We™l,,c2reyYeBgc,h16 to protect your practice and 
multiply your money.

If notq That’s okay. It’s your wealth, your life, and your choice. We’ll tip 
our hat, wish you luck, and let the chips fall where they may.
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’yteO1lreSyyfeqre:h2oiho2gw

This book is divided into three distinct parts, each focused on a di$erent 
dimension of your xnancial life as a dentist. Think of it like a treatment 
plan for your money: we start by diagnosing the eDternal risks, then un-
cover the internal errors in judgment, and xnally move into the proactive 
strategies that transform you from a high-earning dentist into a Wealthy 
Hentist.

™c2heq&eO1geHgdc,eFeHctrolheO2c/r

Hentistry is one of the most lawsuit-prone professions in Kmerica. ?atients 
sue over numb lips, failed implants, or treatment outcomes that didn’t 
meet eDpectations. Sta$ can bring employment claims. Begulators scru-
tiniQe billing. Hivorce courts and creditors see your practice and income as 
targets. This section eDposes the eDternal predators circling your practice, 
your assets, and your family and shows how one misstep can put everything 
you’ve built on the line.

™c2heqq&eO1geHlYgrhv,geFemlacailc,eO2c/r

1ven with high incomes, too many dentists live in xnancial ”survival 
mode.G Mou graduate with an average of 7(05,–CC in student debt +and 
often add 7)CCkJ75A4 more for a practice™. Kt the same time, lifestyle 
creep, big homes, luDury cars, private schools, eats into cash Pow. Kdd in 
reactive, siloed xnancial advice, and it’s like doing patchwork xllings with-
out ever creating a comprehensive treatment plan. This section uncovers 
the internal errors in judgment that cause dentists to retire with far less 
than they eDpected.

™c2heqqq&eSgiyGladeh1geBgc,h1veEgahlrh
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6ust as you once evolved from student to doctor, there’s another iden-
tity shift waiting for you: becoming the Wealthy Hentist. That means 
moving beyond income alone and thinking strategically, like the wealthy 
do, playing both defense and o$ense. Hefense protects your practice, 
your assets, and your family from lawsuits, taDes, and creditors. O$ense 
builds long-term wealth through investments, income planning, and lega-
cy strategies. In this section, we’ll show you how the 'H 1state ?lanK and 
the L ?illars of WealthK create the xnancial e2uivalent of a full-mouth 
restoration, aligning every piece of your xnancial life into one strong, 
lasting system.
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™c2heq&e

O1geHgdc,eFeHctrolheO2c/reEgahlrhremc,,eqahy

Hentistry might look like a safe and respected profession on the outside. 
Mou restore smiles, care for families, and build trust in your community.

Uut when you put on what I call Risk Glasses, the view changes. ?atients 
are not just patients. They are potential malpractice claims. That friendly 
hygienist could become tomorrow’s EB complaint. K small billing error 
could trigger a regulator’s audit. Hivorce attorneys see your income as a 
payday. Knd those practice loans you personally guaranteedq The bank is 
not just after your practice. They can come for your home, your savings, 
and even your retirement accounts.

The truth is, you are surrounded by eDternal threats every single day. Aal-
practice suits, sta$ disputes, slip-and-fall accidents, billing investigations, 
divorce, and creditor claims are all landmines waiting for the wrong step. 
Aost dentists do not even realiQe how eDposed they are until they are 
sitting across from an attorney, xghting through litigation, or watching 
their assets slip away.

In this section, you will uncover the legal and liability traps that put your 
practice, your money, and your family at risk. Knd more importantly, you 
will learn how to protect yourself before it is too late.
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O1geblrfe ,crrgrK

Imagine slipping on a special pair of glasses, letMs call them blrfe ,crrgr.

Kt xrst, everything looks normal: the operatory, the front desk, your sta$ 
break room, your family dinner table. Uut then, the lenses adjust. Sudden-
ly, you see things the way /chlgahr e2gdo,chy2r ewlky2igechhy2agvr ecawe
i2gwlhy2r see them.

The everyday people in your life start to look very di$erent:

O1ge™chlgahelaeh1ge41cl2 J Rot just a patient. K potential malpractice 
claim. One failed implant, one complication with anesthesia, one accusa-
tion and suddenly they’re holding a lawsuit that could drain your savings 
and reputation.

Cyo2e:/yorg J Without a prenup, postnup, or protective trust, they’re 
not just your partner. They’re someone who could walk away with half 
your practice, half your assets, and a lifetime of alimony. Boughly 0 in 
' dentists will face divorce better odds than the general population, but 
devastating when it happens.

Cyo2e:hc( J The hygienist, the assistant, the oNce manager. Through 
these lenses, they’re also potential EB lawsuits. Earassment claims, wage 
disputes, wrongful termination they can Pip from ”team memberG to 
”plainti$G overnight.

Cyo2e)lwr J Mou love them, but without proper estate planning, they 
could inherit a mess. ?robate, taDes, family xghts. Instead of a smooth 
legacy, they could be battling over your practice value and your savings.
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Cyo2eSorlagrre™c2hag2ejlYevyoe1ckgeyag; J Without airtight buy-sell 
agreements, they’re not just an ally. They’re someone who could lock you 
into years of litigation if they leave, get divorced, or pass away.

O1geScafeFe42gwlhy2r J That 7)CCk practice loan, that 75CCk e2uip-
ment lease, that shiny oNce buildingq Through Bisk zlasses, you see the 
xne print glowing red: /g2ryac,edoc2cahgg. They’re not just after your 
practice cash Pow they’re after your house, your savings, even your retire-
ment accounts.

Row take the glasses o$… and everything looks normal again. ?atients 
smile. Sta$ joke at the front desk. The family laughs around the table. Mour 
banker shakes your hand.

Uut here’s the truth: <orhe3gicorgevyoeicaIherggeh1ge2lrfretlh1yoheh1ge
d,crrgrewygraIheGgcaeh1gvec2gaIheh1g2gT They’re always lurking beneath 
the surface.

Knd if you don’t plan for themq One day, you won’t need Bisk zlasses. 
The risk will be staring you in the face in the form of a malpractice suit, a 
labor board complaint, a divorce decree, or a bank calling in your loan.



CHAPTER ONE

COSTLY MISTAKE #1: 

THE MALPRACTICE MONEY PIT

Y ou’ve done this a thousand times. Drill, bll, Sill. came routine, same 
PonbdenPe. yatients trust wou pith their smiles, their Aain, even their 

lives. Bnd most daws, wou deliver. :ut here’s the hard truthk it onlw tafes 
one bad day, one slip, one complication gor everwthinM to unravel.

TalAraPtiPe lapsuits are the Pavitw wou never see PominM until it’s too late.

Bnd don’t thinf thew’re rare. qhe odds are not in wour gavor. DeAendinM 
on phiPh studw wou loof at, between 7% and 14% of all medical mal-
practice cases in the U.S. involve dentists. qhat’s nearlw one in everw 
eiMht. qhinf aSout thatk even thouMh wou’re not PuttinM into hearts or 
Srains, the leMal swstem still Auts wou sLuarelw in the Prosshairs.

-et’s loof at some realxporld eIamAlesk

  Cn Tonterew, 2B, a 1jxwearxold palfed into a routine pisdom 
tooth eItraPtion and palfed out pith Aermanent numSness. qhe 
Gurw prote her a PhePf gor $500,000.
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  Cn conoma 2ountw, a dentist legt a metal ble in a Aatient’s Gap. 
qpo wears later, agter headaPhes and ingePtions revealed it, the 
lapsuit golloped.

  Cn TiPhiMan, nerve damaMe legt one Aatient unaSle to Phep. qhat 
verdiPtK $2.75 million.

  Bnd then there’s the PeleSritw headline MraSSerk Wanwe Hest and 
:ianPa 2ensori sued their :everlw 0ills dentist in 141“, PlaiminM 
malAraPtiPe, graud, and $50,000-a-month bills gor nitrous oIide.

Cg wou thinf wou’re ”sage SePause wou’re Paregul,… let this sinf ink ig PeleSrix
ties Pan sue, anwone Pan.

Qop here’s the fiPferk malpractice insurance doesn’t save you from 
the fallout. cure, it miMht Pover settlements, Sut it pon’t Poverk

  qhe months or wears og stress

  qhe SallooninM Aremiums that gollop

  qhe reAutation hit that Pould Mut wour regerrals overniMht

qhinf aSout it. You sAend wour Pareer AergePtinM marMins and oPPlusion, 
wet one Gurw Pan undo dePades og Paregul porf.

The Real Cost Breakdown

Financial Cost Oven ig insuranPe Aaws Aart og the Sill, wou’re still SleedinM 
Pash on leMal gees, lost AroduPtion, and hiMher Aremiums. Une ”routine… 
lapsuit Pan Luietlw drain hundreds of thousands even millions.
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Opportunity Cost Overw dollar sAent on lapwers is a dollar not Pomx
AoundinM in wour retirement Alan, not gundinM that nep 2:2q maPhine, 
not MoinM into AraPtiPe eIAansion. Cnstead, it’s SuwinM wour Alainti?’s 
lapwer a vaPation home.

Time Cost DeAositions. 2ourt hearinMs. TeetinMs pith attornews. 0ours 
vanish into a SlaPf hole. Overw daw in litiMation is a daw not AroduPinM, not 
MropinM, not earninM.

Peace of Mind Cost Oven ig wou ”pin,… wou lose. You sePondxMuess 
wourselg. You start AraPtiPinM degensive dentistrw. You tafe geper Pases. You 
PharMe less. 2onbdenPe erodes.

Family & Lifestyle Cost qhe stress doesn’t staw in the oAeratorw. Ct Pomes 
home pith wou. Ct’s the short guse, the PanPeled vaPation, the dinnerxtaSle 
silenPe SePause ”the Pase is heatinM uA.…

Goal Obstacle Cost qhat retirement Alan wou dreamed ogK ctalled. qhat 
AraPtiPe sale wou thouMht pould gund wour eIitK yut at risf. Une lapsuit 
Pan poSSle the entire struPture wou’ve Suilt.

The Bigger Picture

0ere’s phat most dentists missk malAraPtiPe lapsuits aren’t Gust leMal 
events. qhew’re Wnancial events. qhew don’t Gust tarMet wour AraPtiPe@ thew 
tarMet wour house, your savings, your kids’ college funds.

co here’s the real Luestionk

Bre wou AraPtiPinM dentistrw pith Gust a drill and an insuranPe AoliPwK Ur 
do wou have the eLuivalent og a full-mouth restoration, a protective 
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Alan that shields wour AraPtiPe, wour monew, and wour guture grom one Sad 
dawK

:ePause in the real porld, it’s not the Pavities wou see that Met wou. Ct’s the 
ones wou iMnore until thew rot the phole struPture.

qhat’s the monew Ait. Une mistafe, one Pase, one MaA in ArotePtion and 
wou’re sunf.

Bnd here’s the fiPferk malAraPtiPe isn’t the onlw Aredator PirPlinM wour 
AraPtiPe. Cg Aatients Pan sue wou, so Pan wour own staD.

3-2 4entist Reality Check

qhinf wou’re sage SePause wou don’t opn the AraPtiPeK qhinf aMain.

Oven as an assoPiate on a Hx1, malAraPtiPe risf gollops wou Aersonallw. 
qhe AraPtiPe’s AoliPw maw Pover some settlements, Sut it pon’t alpaws 
Pover wour liPense degense, Soard hearinMs, or unPovered Plaims that sneaf 
outside AoliPw limits. Bnd here’s the fiPferk ig wou spitPh oAPes, that ”tail 
PoveraMe… MaA Pan leave wou pide oAen to lapsuits wears later grom porf 
wou alreadw did.

0iMh inPome doesn’t shield wou. Cn gaPt, it Aaints a SiMMer tarMet on wour 
SaPf. ylainti?s and attornews fnop wou’ve Mot earninM Aoper and thew’ll 
Pome agter it phether wour name is on the SuildinM or not.

HhiPh SrinMs us to the neIt traA3



CHAPTER TWO

COSTLY MISTAKE #2: 

THE HR & HIPAA HEADACHE

R unning a dental practice isn’t just about patients in chairs. It’s also 
about the people you hire, train, and trust. And let’s be honest 

managing staf can xeel harder than a triple molar eHtraction.

:ere’s the landminev ewery employee you hire is not just a korTer. Whey’re 
also a potential laksuit kaiting to happen. Drongxul termination. -isO
crimination. Dage disputes. Whe alphabet soup ox labor laks. Yne mistaTe 
and suddenly, you’re not talTing about crokns and composites anymore. 
Pou’re talTing about lakyers and settlements.

And then there’s :ILAA. Yn paper, it seems simplev protect patient priO
wacy. In reality, it’s a mineSeld. zet me tell you a story.

A dental assistant kas kaiting in line at GtarbucTs, chatting kith a cokorTO
er about a patient kho had just come in xor treatment. Whey laughed about 
the case, not realiEing that the patient kho happened to be an attorney kas 
standing right behind them in line. Pou can imagine hok that ended.
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It kasn’t just embarrassment. It kas a xormal :ILAA complaint, an inwesO
tigation, Snes, and the Tind ox stress that maTes you lose sleep xor keeTs. 
All xrom a casual conwersation ower cofee.

The Real Cost Breakdown

Financial Cost Nmployment laksuits and :ILAA Snes can run xrom tens 
ox thousands into the millions. Nwen khen you Mkin,C you pay legal xees 
and higher insurance premiums.

Opportunity Cost 1oney spent on laksuits isn’t going tokard marO
Teting, technology, or eHpansion. It’s lost momentum. Instead ox mowing 
xorkard, you’re stucT treading kater.

Time Cost -ealing kith :R issues or inwestigations eats up days. 1eetO
ings kith lakyers, depositions, paperkorT hours you’ll newer get bacT.

Peace of Mind Cost It’s hard to xocus on patient care khen you’re 
korried about being sued by a xormer employee or reported to the Y0ce 
xor Kiwil Rights ower :ILAA. Gtress multiplies, conSdence drops.

Family & Lifestyle Cost Dhen laksuits hit, wacations get canceled, dinO
ners turn tense, and xamily lixe sufers. Pou carry the stress home and 
eweryone xeels it.

Goal Obstacle Cost Pour retirement timeline, grokth plans, and ewen 
your practice waluation all taTe a hit khen :R or :ILAA problems rear 
their head. Instead ox building kealth, you’re plugging holes in a sinTing 
boat.

:ere’s the uncomxortable truthv ewery dental practice is a business, and 
ewery business is a target. Pour biggest risT isn’t just inside a patient’s 
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mouth, it=s in your kaiting room, your breaTroom, and yes, ewen in the 
GtarbucTs line.

Pou kent to dental school to korT on teeth, not to memoriEe :R reguO
lations. 'ut the reality is, ignoring these traps can cost you more than any 
xailed root canal ewer could.

W-2 Dentist Reality Check

WhinT :R headaches don’t touch you because you’re Mjust an associateC@ 
WhinT again.

Ix you superwise hygienists, assistants, or ewen xrontOdesT staf, you can be 
named personally in :R complaints about ewerything xrom Mxailure to 
superwiseC to Mhostile korT enwironment.C Yknership doesn’t shield you 
xrom SngerOpointing khen staf issues blok up.

And :ILAA@ Yne careless chart note, a comment made in the hallkay, or 
a casual conwersation owerheard by the krong person can put your name 
in a xederal complaint. Pou don’t need to okn the practice xor regulators 
to come axter your license or reputation.

:igh income A proxessional authority B liability, no matter khose name is 
on the lease.

And just khen you thinT you’we cowered yourselx kith employees and 
policies, another trap shoks up this time in plain sight.



CHAPTER THREE

COSTLY MISTAKE #3: 

THE SLIP AND FALL SURPRISE

L et’s be real, most dentists don’t think of themselves as running a 
dangerous place of business. You’ve got a waiting room with soft 

chairs, magazines, maybe even a Keurig machine. Patients come in, get 
numbed up, get their work done, and head home. Simple, right?

Except it only takes one wet Ioor, one loose rug, or one patient tripping 
over a chair leg for your practice to turn into a courtroom exhibit.

A know a practice that learned this the hard way. $ patient walked in on 
a rainy day, wiped her shoes on the mat, and still slipped as she stepped 
onto the tile. She landed hard, broke her wrist, and suddenly a 50- Ioor 
mat mistake became a sixTHgure settlement. 1he dentist? Ce thought he 
was covered by insurance, but gaps in his policy meant a big chunk came 
straight out of his pocket.

The Real Cost Breakdown
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Financial Cost SlipTandTfall lawsuits often settle in the tens of thousands, 
sometimes hundreds. $dd in higher insurance premiums afterward, and 
it’s money you’ll never see again.

Opportunity Cost 1hat money could have gone toward upgrading techT
nology, hiring a superstar associate, or even “ust padding your retirement. 
Anstead, it went to pay for someone”s lawyer.

Time Cost Uealing with the case means time in meetings, depositions, 
and paperwork. 1ime you could’ve spent treating patients or growing your 
practice.

Peace of Mind Cost Even if you did nothing :wrong,G the stress of being 
sued gnaws at you. You start secondTguessing everything. As the carpet safe? 
As the parking lot properly salted in winter? At’s exhausting.

Family & Lifestyle Cost Dhen lawsuits hit, they don’t “ust hit your bank 
account. 1hey hit your mood. 1hat stress doesn’t stay in the oQce. At 
follows you home, into your evenings and weekends.

Goal Obstacle Cost $ lawsuit can tank your practice’s value. Potential 
buyers or partners don’t want to inherit liability. 1hat’s real money o( the 
table when you’re ready to sell or scale back.

Cere’s the kicker) a dental oQce isn’t “ust a healthcare facility. An the eyes 
of the law, it’s a business. $nd businesses are expected to keep people safe 
from the parking lot to the operatory.

Nne careless oversight, a mop left out, a loose step, an icy sidewalk can 
undo years of hard work in a single accident. You’re not “ust treating teeth, 
you’re running a business, and the business rules are di(erent.
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You see the pattern, right? 

Uentistry isn’t “ust about teeth it’s about risk hiding in plain sight. WalT
practice. Employees. $ slippery Ioor.

Every angle of your practice has a price tag attached, and if you’re not 
protecting yourself, someone else is waiting to collect.

W-2 Dentist Reality Check

You may not own the practice, but that doesn’t mean you’re o( the hook. 
Patients Cor their familiesD can claim you failed to spot a medical red Iag, 
didn’t document properly, or ignored a complication during treatment. 
Dhen that happens, it’s not “ust the practice named in the lawsuit your 
name goes on the paperwork too.

$nd here’s the part most associates miss) your employment contract 
doesn’t shield your personal assets. 1he practice’s insurance may cover 
the business, but your license, your record, and potentially your future 
earnings are still on the line.

CighTincome DTE or owner makes no di(erence. 1he liability follows the 
dentist.

…ut there’s one trap that doesn’t come from lawsuits or accidents. At comes 
from the ABS and it’s Fuietly building interest every single year you ignore 
it.



CHAPTER FOUR

COSTLY MISTAKE #4: 

THE BILLING & INSURANCE BACKFIRE

I f there’s one thing that can turn a dentist’s smile into a grimace faster 
than a broken drill, it’s insurance and billing disputes. Dentists get into 

this trap all the time because billing feels like “just paperwork.” But the 
truth is, it’s a mineyeld and one wrong step can blow up vour ynances, 
vour reputation, and sometimes eLen vour license.

Aet’s paint the picture. M dentist in the -idwest was accused of “upcodx
ing” charging for a more compleW procedure than what was performed. 
?as it intentionalP Hrobablv not. qis staT was just trving to keep the lights 
on bv billing what thev thought insurance would coLer. But the insurance 
companv didn’t see it that wav. Mfter an audit, he was slapped with tens 
of thousands in clawbacks and penalties. Mnd the worst partP ?ord 
spread through the dental communitv like plaSue on an unOossed molar.

Ghen there are the nightmare -edicare and -edicaid disputes. Rome 
practices haLe been yned into the ground for billing errors as simple as 
wrong treatment codes or missing documentation. Ethers haLe been acx
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cused of outright fraud, eLen when the dentist had no clue their team made 
mistakes. Intentional or not, the goLernment doesn’t plav around.

The Real Cost Breakdown

Financial Cost Cines can reach siW ygures. Mdd in repavment demands, 
audits, and possiblv criminal defense if things get uglv suddenlv vour 
retirement fund looks like a cracked ylling.

Opportunity Cost  NLerv dollar spent on ynes or legal defense is a dollar 
not spent on building wealth. Ghat monev could’Le gone to real estate, 
new eSuipment, or hiring another associate to lighten vour load.

Time Cost Mudits eat up weeks. Qou’ll spend hours digging through old 
yles, attending hearings, and meeting with attornevs instead of focusing 
on patients.

Peace of Mind Cost NLen if vou’re cleared, the stress lingers. “?hat if thev 
audit me againP Did mv staT code this correctlvP Mm I at risk of losing mv 
licenseP” It’s a constant shadow.

Family & Lifestyle Cost ?hen billing nightmares hit, thev don’t just cost 
monev, thev cost peace at home. Qou’re distracted, irritable, mavbe eLen 
scared of losing eLervthing vou’Le built. Ghat Lacation vou promised vour 
familvP Hostponed.

Goal Obstacle Cost Billing issues can brand vour practice with a permax
nent scar. M reputation for shadv or sloppv billing lowers the Lalue of vour 
practice, discourages buvers, and can make staT harder to retain.

qere’s the real kickerK most dentists didn’t go to school to become inx
surance eWperts. Qou trained to treat patients, not battle billing codes. 



GqN :… 3ERGAQ -IRGM>NR 2E E2N ?MU2R DN2GIRGR MBE1G I2? :@

But that’s eWactlv whv this mistake is so dangerous because it’s happening 
behind the scenes, often without vour direct inLolLement.

Ghink of it this wavK a caLitv doesn’t hurt at yrst. But left untreated, it can 
rot the whole tooth. Billing errors are the same. Ghev seem small, until one 
dav vou’re staring at a lawsuit or audit that could hollow out vour entire 
ynancial foundation.

W-2 Dentist Reality Check

M lot of associates think billing risk is the owner’s problem. ?rong.

NLerv claim submitted under vour name and 2HI number ties directlv 
back to vou. If vour team makes coding mistakes, upcodes a procedure, or 
bills for something incorrectlv under vour login, regulators don’t just go 
after the practice they come after you.

NLen if vou neLer touched the billing screen, vou can still spend months, 
sometimes vears defending vour license and vour career. Mudits, hearings, 
and board reLiews don’t care if it was “the front desk’s fault.” In their eves, 
the responsibilitv rides on the dentist whose name is attached.

qigh income doesn’t just make vou a target. In billing disputes, it makes 
vou the bullseve.

Mnd while billing errors can eat into vour bottom line, there’s another 
threat that can take a sledgehammer to vour entire ynancial house.



CHAPTER FIVE

COSTLY MISTAKE #5: 

DIVORCE & FAMILY FALLOUT

H ere’s the good news: studies show that dentists are actually less 
likely to divorce than many other professionals, including 

lawyers, nurses, and even other health care providers. In fact, research sug-
gests that roughly 1 in 4 dentists will go through a divorce during their 
career. That’s better than the general population, where divorce hovers 
closer to 1 in 2 marriages.

Here’s the bad news: you’re not immune. And when divorce does hap-
pen, the stakes are often even higher. Why? Because high incomes, valu-
able practices, and more plentiful resources turn divorce into a high-dollar 
lawsuit where everything you’ve built becomes a bargaining chip.

The Reality

Here’s a painful truth most dentists don’t want to think about: your 
biggest Inancial risk may not come from a malpractice suit or the 
SR…C it may come from the person you share your bed with.
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I once spoke with a dentist who thought he was untouchable. His practice 
was booming, he drove the latest luxury car, and his family lived in a home 
that could’ve been featured in a magazine. But when his marriage collapsed, 
so did his jnancial security. His spouse’s attorney went after everything: 
the house, the practice valuation, even his pro;ected future income. By the 
end, he was working twice as hard ;ust to stay in the same place.

And here’s where it gets tricky: most dentists never consider prenuptial 
or postnuptial agreements until it’s too late. Without those protections, 
the practice you’ve built with years of sacrijce can be carved up like a 
Thanksgiving turkey in divorce court.

The Real Bost Freakdown

Oinancial Bost Divorce can easily slice your net worth in half. Add on 
attorney fees, alimony, and child support, and suddenly retirement feels 
decades away.

Ppportunity Bost Money that could’ve gone into new technology, mar-
keting, expansion, or passive income streams gets siphoned into settle-
ments and support. While your peers are compounding wealth, you’re 
compounding bills.

Time Bost Court dates, depositions, mediation sessions they all pull you 
away from patients and into endless paperwork and legal battles.

Meace of &ind Bost Divorce doesn’t ;ust hit your wallet“ it messes with 
your head. Sleepless nights, anxiety, and the constant fear of ”what will I 
lose next?G erode your focus and conjdence.
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Oamily L Gifestyle Bost Your personal life goes through the blender. 
Kids get caught in the middle. (acations, routines, and even where you live 
can change overnight.

-oal Pbstacle Bost Divorce can derail your long-term goals instantly. 
Qractice growth, early retirement, and leaving a legacy for your children all 
get delayed or downsized.

The Figger Micture

Dentists are great at preventing cavities but often terrible at preventing 
divorces from becoming jnancial root canals. A smart jnancial advocate 
helps you put guardrails in place prenuptial or postnuptial agree,
mentsW trustsW and asset protection strategies that can save your prac-
tice and preserve your wealth before the storm hits.

Think of it like a night guard. You hope you’ll never need it, but if the 
grinding and pressure start, you’ll be glad it’s there.

.,2 Reality Bheck

Divorce courts don’t care whether you own a practice or earn a steady 
paycheck as an associate. A high .,2 income makes you a prime target 
for alimony, child support, and asset division. Without proper planning 
)prenups, trusts, asset protectionq, your paycheck itself becomes the bar-
gaining chip and your future earnings can be carved up in divorce court.

But divorce isn’t the only sBueeze on your wealth. There’s another con-
stant pressure dentists face, one that Buietly tightens around your jnancial 
throat until you can barely breathe.



CHAPTER SIX

COSTLY MISTAKE #6: 

THE DEBT & CREDITOR SQUEEZE

M aybe you’re one of the lucky ones who graduated without a crush-
ing loan balance. But for the majority of dentists, the numbers tell 

a sobering story:

  According to the American Dental Education Association 
(ADEA), the most recently reported educational debt for indebt-
ed dental school graduates in the Class of 2024 is $312,700.

  That’s before you even count the loans required to start, expand, 
or acquire a practice.

Here’s the reality:

  Buying an existing practice often requires $500,000 to over $2 
million in loans.

  Starting a brand-new practice can cost $350,000 to $750,000.
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By the time many dentists hit their clinical stride, they’re already carrying 
a seven-gbure dept load.

Then it snowballs. A loan to expand. Another for new equipment. Toss in 
a shiny o“ce lease, maybe even a personal guarantee on that building you 
thought would ”pay for itself.z Before long, you’ve signed your name on 
more dotted lines than patient charts in a week.

Here’s the problem: most dentists don’t realiIe that xersonal buarantees 
mean eyactlw hkat tkew sound liTe if your practice can’t make the 
payments, creditors come knocking on your personal door. That dream 
house, the savings account for your kids’ college, even your retirement 
accounts suddenly, they’re all in play.

$ know of a dentist who signed a personal guarantee on a 5W00,000 equip-
ment lease. Business slowed down, insurance reimbursements lagged, and 
suddenly payments weren’t being made. The creditor didn’t just go af-
ter the practice they went after his home equity and personal assets. He 
thought he had built a fortress around his /nances, but one piece of paper 
turned it into a house of cards.

Rke Ceal Bost FreaTdohn

Oinancial Bost Debt snowballs fast. $nterest, penalties, and legal fees stack 
on top of already heavy monthly obligations. Lhat starts as a manageable 
5W,000Kmonth loan can spiral into six /gures of liability.

Pxxortunitw Bost Every dollar going toward debt repayment is a dollar 
that isn’t building your retirement, investing in tax-advantaged accounts, 
or growing new income streams. Debt starves your wealth-building engine.
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Rime Bost Chasing creditors, renegotiating terms, scrambling to cover 
payments it all eats into the hours you should be using to treat patients or 
expand your practice.

feace oM &ind Bost There’s nothing quite like the stress of waiting for 
a collection notice or a lawsuit. …iving under the constant fear of losing 
assets takes a toll on your focus and even your health.

Oamilw L GiMestwle Bost That family trip you promisedD Postponed 
again. Your spouse’s peace of mindD Shattered when they learn the house 
might be on the line because of a lease you signed.

Woal Ppstacle Bost Debt delays everything. Retirement, scaling back 
hours, buying into new opportunities all pushed further away because 
your future income is already spoken for.

Rke Dental farallel

Debt is like untreated decay. $t starts small, doesn’t seem too bad, and is 
easy to ignore. But let it sit long enough, and it eats through the enamel of 
your /nancial life until you’re facing a full-blown root canal or extraction.

The cureD froactive xlanninb and gnancial advocacw. Structuring debt 
wisely, shielding personal assets, and ensuring creditors can’t jump the 
fence into your personal /nances.

’-2 Dentist Cealitw BkecT

You may not have signed a million-dollar practice loan, but that doesn’t 
mean you’re oE the hook with debt. Student loans, credit cards, car pay-
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ments, mortgages, even co-signed family debt all of it can squeeIe your 
/nancial future.

And here’s the reality: creditors don’t care if you’re an associate or an 
owner. They don’t see your job title, they see income and assets they can 
go after. Lithout the right protective structures in place, your savings, 
retirement accounts, and even your future paychecks can be fair game.

Dept doesnIt asT Mor xermission. jt 7ust collects and it doesnIt care 
hkat Tind oM dentist wou are.

But here’s the twist: even dentists who dodge lawsuits, divorces, and debt 
often fall into a more subtle trap. Not in the courtroom. Not in the 
operatory. But in their lifestyle.
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GiMestwle L Oinancial Rraxs Dentists Oall jnto

Not all dangers come from the outside. Some of the most destructive risks 
for dentists are born inside the practice and inside your own thinking.

Think about your patients. A patient with a cracked tooth says, ”$t does 
not hurt, so $ will just ignore it.z You know better. Small cracks turn into 
fractures. Neglected problems spread. And by the time they /nally come 
back, the /x is invasive, painful, and expensive.

Dentists often treat their own money the same way. They check a few 
boxes: a will in a drawer, a 401k they barely review, a policy an insurance 
rep sold them years ago. Then, because they have /nally ”made itz after 
years of school and residency, they treat themselves to the lifestyle: the cars, 
the vacations, the big house, the country club dues. Meanwhile, the loans 
from dental school, practice start-up, or expansion sit in the background, 
quietly compounding interest.

The income is strong. The lifestyle looks polished. But the strategy is weak. 
Lithout a coordinated plan, your /nances become a patchwork of isolated 
moves, not a real system. And when the cracks spread, they erode not just 
your wealth but also your time, your health, and your family’s peace of 
mind.

$n this section, we will expose the internal errors in judgment that keep 
dentists stuck in survival mode. You will see how easy it is to confuse 
high income with real wealth, and how dangerous it is to let your lifestyle 
outpace your planning.



CHAPTER SEVEN

COSTLY MISTAKE #7: 

LIVING LIKE A KING, SAVING LIKE A PAUPER

U nfortunately, while many dentists make only minimal payments 
on their student loan debt, not even counting the loans for starting, 

expanding, or acquiring a practice the moment income ’nally rolls in, we 
decide itAs time to treat ourselves.

?nd honestly, who can blame you“ ?fter all those years of schooling, 
studying, and testing, youAve .made it”N Tow youAre earning good money, 
and it feels like youAve earned the right to live like royalty”

Ihe problem“ jn the excitement of enHoying success, too many dentists 
forget about the mountain of debt still looming or ignore the punishing 
amortization schedules and compounding interest quietly draining 
their future”

The Lifestyle Trap
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Bentists donAt exactly hide their success” Brive past any dental convention, 
and youAll see Ieslas, Kercedes, and even the occasional exotic car lined up 
like a showroom” …ig houses, luxury vacations, private school tuition on 
the outside, life looks polished, Hust like a perfect veneer”

…ut hereAs the uncomfortable truth5 too many dentists are broke in dis-
guise. IheyAre working –C6PC hours a week Hust to pay for a lifestyle that 
owns them”

jtAs the classic trap5 high income creates high expectations. Fatients see 
it” Teighbors see it” -amilies start to expect it” Lo you start living like royalty 
but saving like a rookie associate”

The Numbers Don’t Lie

jndustry studies show dentists earn 2–4 times more than the average 
professional, yet many retire with less than $1 million saved. IhatAs not 
’nancial freedom” IhatAs barely surviving”

Rhy“ …ecause income is not wealth. ?nd consumption masquerading 
as .successN is the fastest way to turn a seven$’gure career into a six$’gure 
retirement nightmare”

The Real Cost Breakdown

Financial Cost 1very dollar you blow on status is a dollar that doesnAt 
compound” Ihat /0,3CCGmonth car lease“ Sver 3C years, thatAs nearly $1 
million lost to your future self.
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Opportunity Cost Koney tied up in toys and appearances is money not 
building equity in assets, businesses, or tax$advantaged strategies” jnstead 
of passive income, youAve got depreciating liabilities”

Time Cost Ihe more you spend, the more you must produce to keep up” 
jnstead of buying freedom, youAve bought yourself a treadmill”

Peace of Mind Cost Beep down, you know youAre one economic down$
turn, one lawsuit, or one health scare away from ’nancial quicksand” Ihat 
.successN starts to feel fragile”

Family & Lifestyle Cost Ihe pressure to maintain appearances creates 
friction” Eacations become stressful” Lpouses argue about money” Wids 
grow up thinking debt and consumption are .normal”N

Goal Obstacle Cost jnstead of building a practice that funds a free retire$
ment, youAve built a life that requires constant production” 1xit plans get 
pushed back” Detirement dreams shrink”

The Dental Parallel

Ihink of  lifestyle  creep  like  plaque”  ?t  ’rst,  itAs  invisible”  …ut  left 
unchecked, it hardens into calculus that locks up your ’nancial health” 
Lcaling it oF later is painful and expensive”

The Bottom Line

Mou donAt get rich by what you earn” Mou get rich by what you keep, 
protect, and multiply.



IE1 0C OSLIYM KjLI?W1L TS ST1 R?DTL B1TIjLIL ?…SUI jT2 3–

? ’nancial advocate doesnAt Hust look at your tax returns, they help you 
design a plan so your lifestyle matches your long$term goals, not Hust your 
short$term ego”

…ecause at the end of the day, no one cares what car you drove to the 
retirement party” …ut youAll care whether youAre walking into that party 
free or chained to another decade in the chair”

?nd hereAs where most dentists make their next fatal mistake2



CHAPTER EIGHT

COSTLY MISTAKE #8: 

THINKING LIKE AN EMPLOYEE, NOT AN OWNER

M ost dentists will tell you they’re “business owners.” But if you 
really dig in, a lot of them are just highly paid employees with nicer 

chairs.

Here’s what I mean: employees trade hours for dollars. They clock in, do 
the work, and get paid. Many dentists run their practices the exact same 
way. They drill, vll, and bill all day long and when they stop working, the 
money stops too.

That’s not ownership. That’s just a job with oAerhead.

q true owner builds systems, teams, and wealth streams that don’t reEuire 
them to be in the chair eAery day. But far too many dentists keep doing all 
the drilling themselAes. It’s like running a practice with no hygienists, sure, 
you can do it, but you’ll burn out long before you build real wealth.

The Real Cost Breakdown
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Financial Cost By thinking like an employee, you cap your income at 
the number of hours you can personally work. Kou miss the chance to 
leAerage associates, specialists, or scalable inAestments that could multiply 
your wealth.

Opportunity Cost Rhile you’re stuck chairside, you’re not building 
other income streams real estate, inAestments, or side Aentures that giAe you 
freedom later.

Time Cost 1Aery hour you spend being the technician is an hour you can’t 
spend as the strategist. Kou’re so busy doing dentistry that you neAer get 
around to designing the future.

Peace of Mind Cost Burnout creeps in. Kou start dreading Mondays, and 
the practice that was supposed to bring you freedom feels like a prison.

Family & Lifestyle Cost Yong hours in the operatory mean missing 
your kid’s soccer game, your spouse’s dinner, or just time to breathe. The 
practice eats you aliAe instead of serAing your life.

Goal Obstacle Cost Big dreams like early retirement, owning multiple 
practices, or leaAing a legacy get pushed aside because you’re stuck running 
on the hamster wheel.

Here’s the dental analogy: if your entire practice depends on you doing 
eAery vlling, crown, and extraction, you don’t own a practice, you are the 
practice. That’s like being the only tooth left in the mouth. It might be 
strong, but it’s carrying way too much pressure, and eAentually, it cracks.

W-2 Dentist Reality Check: Employee Thinking vs. 
Owner Thinking
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1Aen if you don’t own the practice, this trap still has your name on it. Many 
associate dentists conAince themselAes that a steady salary eEuals security. 
But here’s the uncomfortable truth:

  Your paycheck stops the day you do. Illness, burnout, or a 
terminated contract and suddenly the income you’Ae been relying 
on disappears oAernight.

  The practice isn’t building your wealth. qs an associate, 
you’re renting out your time to build someone else’s patient base, 
brand, and retirement plan not yours.

  You’re capped by contract. …nless you negotiate bonuses or 
build outside income streams, you’ll always be limited to the 
number on your R'7.

That’s employee thinking.

The owner?s thinking is di?erent. It means creating income that keeps 
@owing whether you’re in the chair or not. Think outside the operato'
ry: real estate, inAestments, practice partnerships, consulting, speaking, or 
eAen intellectual property you create once but get paid for oAer and oAer.

The bottom lineA If you only rely on your R'7 paycheck, you’re just 
trading hours for dollars. If you build like an owner, you’re buying back 
your time and securing a future that doesn’t depend on how many patients 
you can personally drill, vll, and bill.

The shift from “employee thinking” to “owner thinking” is what separates 
the dentists who grind until they collapse from the ones who build true 
freedom.



CHAPTER NINE

COSTLY MISTAKE #9: 

BETTING IT ALL ON THE PRACTICE (THE 
PRACTICE SALE ILLUSION)

A  lot of dentists have this retirement fantasy. They picture themselves 
selling the practice for a couple million, buying a beach house, and 

sipping margaritas while the money takes care of itself.

But here’s the harsh reality: your practice isn’t worth what you think it is 
and even if it is, it’s not the magic golden ticket you’re banking on.

The Harsh Reality of Practice Sales

  Market Saturation: Dental practices are everywhere. Buyers 
have options. Unless your practice is a turnkey operation with 
systems, staM, and pro7t margins baked in, you’ll get lowballed.

  Valuation Shock: –ost dentists think their practice will sell for 
10xI2 earnings. 3n reality, many sell for “0”2, if that. Translation: 
that Gcouple millionR might shrink to half a million.
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  Buyer Risk Discount: Pounger dentists are drowning in student 
debt. They don’t want to buy a Hob, they want to buy freedom. 
3f your practice runs on your back and chairside skills, it’s not 
attractive. 3t’s a liability.

The Financial Pitfall

Banking your entire retirement on selling your practice is like assuming 
one lottery ticket will fund your future. Nure, it’s possible. But it’s not a 
plan.

Financial Cost The sale often won’t generate enough to replace your 
income, especially after ta2es, broker fees, and transition costs.

Opportunity Cost Yvery year you delay building other income streams, 
you’re doubling down on a single risky bet.

Time Cost 3f the market turns when you’re ready to sell, you don’t get a 
redo. Pou’re stuck either working longer or selling for far less.

Peace of Mind Cost Oelying on GsomedayR creates an2iety now. Pou 
never really know if your e2it plan will hold.

Family & Lifestyle Cost Pou sacri7ce presentCday security and Le2ibility, 
thinking the big payoM will come later but later is a gamble, not a guarantee.

Goal Obstacle Cost 3f your entire wealth plan rests on one transaction, 
you don’t have a wealth plan. Pou have a wish.

The Dental Analogy
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Kere’s the dental analogy: counting on one practice sale is like telling a 
patient with ”“ teeth, GDon’t worry, 3’ll 72 everything with one crown.R 
Sne tooth, no matter how strong, can’t support the whole bite.

W-2 Dentist Reality Check: Betting It All on the Job

Yven if you don’t own a practice, this trap has your number. –any assoC
ciate dentists make the mistake of banking their entire retirement on one 
thing: their contract, maybe a small pension 4if they’re lucky5, or whatever 
their employerCsponsored retirement plan oMers.

Kere’s the problem:

  Contracts Aren’t Permanent.  Eroup practices and DNSs 
merge, cut positions, or change compensation models all the time. 
Sne administrative shakeCup and your paycheck takes a hit.

  Pensions Aren’t Guaranteed. Yven if you’re promised one, 
pensions can shrink, free'e, or disappear altogether. Banking on 
them is like assuming you’ll never get cavities because you Gbrush 
twice a day.R Oisky at best.

  Retirement Plans Have Limits. CIx4k5s, CI”4b5s, and CD1s 
are good tools, but contribution caps mean they’ll rarely build 
enough to replace a highCincome lifestyle on their own.

ThatEs the employee thinking: “My salary and benefits will take care of me.”

Swner thinking says: “I need income streams outside the chair real estate, 
investments, partnerships, consulting, or even intellectual property so I’m not 
dependent on a single paycheck or pension.”
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Because here’s the truth: relying on one employer or one retirement plan 
is like telling a patient, GDon’t worry, this one crown will hold your whole 
bite together.R )e both know how that ends.

The Bottom Line

Dentists who retire wealthy don’t bet it all on their practice. They build 
parallel assets investments, ta2 strategies, insurance structures, trusts, real 
estate, and more. They design a retirement where the practice sale is gravy, 
not the main course.



CHAPTER TEN

COSTLY MISTAKE #10: 

THE SILO TRAP (DISCONNECTED EXPERTS, 
DISCONNECTED FINANCES)

H ere’s how most dentists handle their money:

  A CPA xles the ta.esc

  A xnanpial vlanner repommends inuestmentsc

  An insgranpe afent sells volipiesc

  An attorney dra(ts estate dopgments )i( they euen haue themkc

And none o( these veovle talI to eaph otherc

bt’s liIe (ogr svepialists treatinf the same vatient Ogt neuer sharinf phart 
notesc Xne does the -,raysW another vlapes xllinfsW another does the prownW 
and the last handles Oillinf Ogt noOody poordinates the ouerall pasec ?hat 
havvensG FavsW ouerlavsW wasted worIW and (rgstrated vatientsc

RinanpiallyW that vatient is yogc
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The Silent Danger of Siloed Advice

?ithogt poordinationW yog’re stgpI with (rafmented aduipec Sogr CPA 
saues yog a little on ta.es this year Ogt doesn’t reali0e how that depision 
will imvapt yogr retirement down the roadc Sogr xnanpial vlanner sets gv a 
z1j)Ik Ogt doesn’t ponsider how it xts with yogr estate vlanc Sogr attorney 
dra(ts a will Ogt has no idea aOogt the li(e insgranpe volipy yog Jgst Oogfhtc

Qhe resgltG Favs yog didn’t seeW ouerlavs yog didn’t needW and ineLpien,
pies that Oleed yogr moneyc To gnixed wealth stratefyc To master vlanc 
Mgst a vatphworI o( disponnepted varts liIe tryinf to rgn a dental oLpe 
withogt a treatment poordinator or pomvrehensiue vlanc

Even Worse: Going It Alone

As Oad as siloed aduipe isW there’s somethinf euen worse thinking you can 
manage everything yourself.

Qoo many dentists Oelieue that Oepagse they’re sIilled in one area o( li(eW 
dentistry they pan also master ta.esW inuestinfW asset vroteptionW and estate 
vlanninfc Qhat’s liIe a vatient tryinf to UbS a root panal Oepagse they 
watphed a SogQgOe uideoc

Qhe worst thinf yog pan do is play “know it all” outside your lane of 
expertise. Uentistry is yogr vro(essionc ?ealth stratefy is anotherc And 
the post o( vretendinf yog pan do OothG Rinanpial malvraptipe afainst 
yogrsel(c

The Real Cost Breakdown
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Financial Cost Sog lose thogsands )sometimes hgndreds o( thogsandsk 
to ineLpienpiesW dgvlipate insgranpe pouerafeW ta. stratefies gndone Oy 
voor inuestment phoipesW or assets le(t gnvroteptedc

Opportunity Cost Sog miss ogt on smarterW poordinated mouesc BayOe 
yog pogld’ue pomOined ta. vlanninf with retirement inuestinfW or insgr,
anpe with estate vlanninfc 5gt noOody ponnepted the dotsc

Time Cost Sog waste hogrs retellinf yogr xnanpial story to di6erent ad,
uisors who don’t share notesc Qhat’s time yog pogld’ue svent with vatientsW 
yogr teamW or yogr (amilyc

Peace of Mind Cost Sog ponstantly wonder i(  somethinf’s  (allinf 
throgfh the prapIsc )Dvoiler: it gsgally isck

Family & Lifestyle Cost Bisalifned stratefies preate uery real vroOlems: 
wronf Oenexpiary desifnationsW voorly strgptgred trgstsW favs in insgr,
anpec Qhese mistaIes hit yogr (amily at the worst vossiOle timec

Goal Obstacle Cost Sogr lonf,term foals fet delayed or derailed Oepagse 
yog’re vlayinf xnanpial 7whapI,a,mole8 instead o( (ollowinf a poordinat,
ed vlanc

The Dental Parallel

Qhis is liIe vrevvinf a prown withogt phepIinf the -,rayW the OiteW or the 
verio phartc DgreW yog mifht pouer the tooth (or now Ogt the vatient will 
pome OapI later with Oiffer vroOlemsc

Uentists Inow the imvortanpe o( pomvrehensiue treatment vlans (or va,
tientsc ?hat most don’t reali0e is they need the same leuel o( poordination 
(or their moneyc The Escape Plan
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Pagse (or a sepondc Sog’ue now seen the travsc BayOe yog euen repofni0ed 
yogrsel( in a (ewc BayOe yog (elt that fgt vgnph when b despriOed mal,
vraptipe sgitsW HE headaphesW li(estyle preevW or disorfani0ed aduisorsc

b( yog’re (eelinf thatW foodc bt means yog’re awaIec Qhat’s stev onec

Here’s the thinf: none o( these mistaIes haue to Oe yogr realityc Yuery 
one o( them has a solgtion Ogt not (rom a one,o6 insgranpe salesmanW a 
CPA who only looIs at last year’s ta.esW or a xnanpial vlanner who neuer 
ponsiders lawsgits or liaOilityc

Qhe trgth isW dentists need somethinf dental sphool neuer tagfht them to 
asI (or:a -nancial advocate.

Domeone who stands in yogr pornerW sees the (gll viptgreW and poordinates 
yogr ta.esW insgranpeW lefal dopgmentsW and inuestments into a sinfle treat,
ment vlan (or yogr wealthc

5epagse Jgst liIe in dentistryW i( yog only vatph one tooth while ifnorinf 
the in(eption in the fgmsW yog hauen’t solued the real vroOlemc

Qhat’s what we doc ?e intefrate yogr lefalW ta.W insgranpeW and inuestment 
worlds into one systemc To silosc To pontradiptionsc To missed ovvortg,
nitiesc

QhinI o( it liIe this: instead o( vatphinf teeth viepemealW we’re fiuinf yog 
the comprehensive full4mouth restoration that vreuents pomvlipations 
and Ieevs the entire system healthyc

And here’s where it fets e.pitinf: onpe yog stov vlgffinf leaIs and vlayinf 
de(enseW yog pan xnally vlay o6ensec Sog pan frowc Sog pan vroteptc Sog 
pan aptgally Ieev what yog earnc
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bn the ne.t septionW b’m foinf to show yog the ™D Estate Plan6 and the 
H Pillars of Wealth6. bt’s the plosest thinf dentists haue to a gniuersal 
treatment vlan (or moneyW li(estyleW and lefapyc

Do taIe a deev Oreathc Qhe spary vart’s ouerc TowW let’s talI aOogt how to 
x. itc
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Part III 

The Cure: ,ow Dentists ProtectK GrowK and Yeep What 
6ou Earn

Becoming the Wealthy Dentist

Yuery dentist rememOers what it (elt liIe to Oe a stgdentc Konf nifhts in 
the liOraryW endless e.amsW the vressgre o( OoardsW and the ponstant frind 
o( ver(eptinf hand sIillsc 5apI thenW yog weren’t yet the ponxdent plinipian 
yog are todayc Sog were still shavinf yogr identityW yogr mindsetW and yogr 
sIills to stev into a vro(ession that demanded vrepisionW endgranpeW and 
e.pellenpec

Qhat same Iind o( euolgtion is waitinf (or yog afainc

Sog’ue mastered the art and spienpe o( dentistryc Sog Inow how to restore a 
smileW reOgild a OiteW and fiue vatients ponxdenpe they neuer thogfht they’d 
hauec 5gt the ne.t stafe o( frowth isn’t plinipalc bt’s xnanpialc Qhe same 
way yog onpe Oepame 7UoptorW8 yog now haue the ovvortgnity to Oepome 
somethinf morec Sog pan Oepome the ?ealthy Uentistc

Here’s the trgth: inpome is not the same as wealthc Plenty o( dentists earn 
I411W111W I”11W111W euen Ij million a yearW yet many retire with less than 
Ij million sauedc Tot Oepagse they lapIed plinipal sIillW Ogt Oepagse they 
neuer shi(ted their mindsetc Qhey stayed in 7stgdent mode8 xnanpially J 
reaptiueW (rafmentedW and (opgsed only on todayc

?ealthy dentists thinI di6erentlyc Qhey vlay Ooth de(ense and o6ensec
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Ue(ense vrotepts what they haue Ogiltc Dtronf lefal strgptgres Ieev their 
vraptipe and home sa(e (rom lawsgitsc Asset vroteption shields them (rom 
preditorsc Dmart ta. vlanninf redgpes what disavvears to the bEDc bnsgr,
anpe Oepomes a stratefip toolW not Jgst another e.vensec

X6ense frows their (gtgrec Coordinated inuestments preate real pom,
vogndinfc Praptipe vroxts (gel wealth ogtside the vraptipec Eetirement 
inpome stratefies ensgre they pan stev OapI when they wantW not when they 
are (orped toc Kefapy vlanninf sepgres what they’ue Ogilt (or their (amilies 
(or depades to pomec

And here’s the Ieyc ?ealthy dentists don’t try to do it all themseluesc Qhey 
don’t let efo tripI them into thinIinf a UUD or UBU agtomatipally maIes 
them a xnanpial e.vertc Qhey Inow their lane is dentistryc

That is why they work with a Financial Advocate.

A Rinanpial Aduopate is not Jgst another aduisorc Qhey are the one vro(es,
sional who ponnepts all the viepes (or yogc

  Attorneyc Protept yogr vraptipeW estateW and assetsc

  Qa. stratefist or CPAc Binimi0e what yog send to the bED eaph 
year and ouer yogr li(etimec

  bnsgranpe vlannerc BaIe sgre yog are shielded (rom lawsgitsW 
disaOilityW and li(e’s gne.vepted Olowsc

  bnuestment aduisorc Frow and strgptgre yogr wealth to sgvvort 
the retirement yog aptgally wantc
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bnstead o( (ogr veovle worIinf in (ogr sevarate silosW yogr xnanpial aduo,
pate serues as yogr phie( o( sta6 (or money J poordinatinf euerythinf so it 
all worIs tofetherc

Qhis seption is aOogt that trans(ormation: mouinf (rom vraptipinf den,
tistry to masterinf yogr xnanpial (gtgrec

QhinI OapI to yogr Jogrneyc Dtgdentc Uentistc And nowW yogr ne.t euolg,
tion: ?ealthy Uentistc

?hen yog emOrape that identity shi(tW yog stov Oeinf a tarfet and start 
Oeinf in pontrolc Sog stov hovinf thinfs worI ogt and start desifninf a 
xnanpial (gtgre as pare(glly as yog desifn a treatment vlanc

Uentistry faue yog a pareerc 5epominf a ?ealthy Uentist fiues yog (ree,
domW sepgrityW and a lefapy that will ogtlast yogc



CHAPTER ELEVEN

FROM DENTIST TO WEALTHY DENTIST

E xpanded Mindset Shift: Income ≠ Wealth

Dentistry has conditioned you to think in terms of production. 
You drill, you bll, you —illwand the income shoTs up. ’he more you 
produce, the more you earn. ’hatIs the formula. gtIs straiBhtforTard, itIs 
measura—le, and it Torks chairside.

:ut hereIs the danBerG if you carry that same production mindset into 
your bnancial life, you Till end up —roke Tith a hiBh income. :ecause 
Tealth doesnIt reTard productionwit reTards protection, compoundinB, 
and patience.

’his isnIt neT Tisdom. gtIs ancient. gn The Richest Man in Babylon, 
SeorBe C. ?lason Trote nearly a century aBo a—out timeless principles of 
Tealth. ’he core lessonP Eay yourself brst. vRery dollar you earn should —e 
splitwsome to liRe, some to saRe, some to BroT. ’he dentists Tho retire 
—roke are the ones Tho neRer made that shift. ’hey let lifestyle consume 
eRerythinB and trusted that hiBh income alone Tould carry them throuBh.
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gn The Millionaire Next Door, ’homas Ctanley reRealed that true Tealth 
often hides in plain siBht. ’he millionaires driRinB used cars and liRinB in 
modest homes Tere far Tealthier than the professionals in Aashy lifestyles 
Tho had nothinB in the —ank. -or dentists, the lesson is clearG the cars, 
houses, and Racations are not proof of Tealth. ’hey are often symptoms 
of bnancial fraBility.

’hink a—out it in dental terms. W mouth can look healthy on the outH
sidewThite enamel, no o—Rious caRities. :ut —eneath the surface, infecH
tion spreads. :one loss —eBins. :y the time pain arriRes, itIs too late. qealth 
Torks the same Tay. Un the outside, your lifestyle can look polished. :ut 
underneath, if nothinB is compoundinB, youIre liRinB in bnancial decay.

“ereIs the coachinB momentG stop thinkinB of money as somethinB you 
make. Ctart thinkinB of it as somethinB you grow. gncome is fuel. gf you 
—urn all of it on lifestyle, itIs Bone foreRer. gf you inRest and protect it, 
it compounds Muietly in the —ackBround, year after year, until one day it 
creates freedom.

Qapoleon “ill, in Think and Grow Rich, spoke a—out the poTer of defH
initeness of purpose. -or dentists, that means decidinBG ”jy practice is 
not the endBame. gtIs the enBine that funds my future.x qhen you adopt 
that mindset, eRery dollar you earn isnIt 1ust productionwitIs a Torker, an 
employee, a seed. You can send it out to —uild real estate eMuity, retirement 
income, ta0Hfree BroTth, or protection for your family.

Wnd hereIs the identity shiftG

Ctop seeinB yourself as a producer of dental income.

Ctart seeinB yourself as the ?vU of your bnancial life.



’“v LK ?UC’…Y jgC’W3vC QU UQv qWOQC DvQ’gC’C W:UN’ gQz 2X

Ctop thinkinB like a hiBhHpaid technician.

Ctart thinkinB like a qealthy Dentist Tho —uilds freedom, security, and 
leBacy.

:ecause the truth is thisG income ends Then the chairside hours end. 
qealth continues lonB after youIRe put doTn the handpiece.

Expanded Section: The Role of the Financial Advocate

jost dentists —elieRe they already haRe ”adRisors.x W ?EW to ble ta0es, 
a bnancial planner to talk a—out inRestments, an insurance rep to sell 
policies, may—e an attorney Tho drafted a Till years aBo. Un paper, it looks 
like a team. :ut in practice, itIs chaos.

vach adRisor Torks in a silo. ’he ?EW saRes you money this year, not realH
i5inB the decision increases your ta0 —urden at retirement. ’he inRestment 
planner chases returns Tithout considerinB hoT those accounts Till —e 
ta0ed Then you draT income later. ’he laTyer Trites a trust that doesnIt 
aliBn Tith your —enebciary forms. ’he insurance aBent sells a policy that 
duplicates coReraBe you already haRe.

gtIs like TatchinB four diJerent specialists Tork on the same patient TithH
out a treatment plan. Une does a root canal. Wnother preps a croTn. W 
third checks the —ite. ’he fourth handles —illinB. Qone of them share 
notes. ’he resultP W mouth full of mismatched Tork and a frustrated 
patient Tho spent a fortune Tithout BettinB the outcome they Tanted.

’hat patient is you.

’he -inancial WdRocate chanBes that. ’hink of them as the treatment 
coordinator for your moneywthe one professional Those role is to step 
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—ack, see the panoramic VHray, and desiBn the fullHmouth restoration of 
your Tealth. ’heir 1o— is not to sell you another product. ’heir 1o— is to 
inteBrate eRerythinBwleBal, ta0, insurance, and inRestmentswso it funcH
tions as one system.

qhen you haRe a -inancial WdRocate, you moRe from patchTork to preH
cisionG

Integration: vRery adRisor plays the same sonB, at the same tempo, toTard 
the same outcome.

Protection: Saps and oRerlaps disappear, leaRinB no —lind spots for laTH
suits, creditors, or the gOC to e0ploit.

Direction: gnstead of chasinB random opportunities, eRery dollar you 
earn is assiBned a role in your lonBHterm strateBy.

Dentistry oJers a perfect analoBy. gmaBine runninB your practice Tithout 
a treatment coordinator. “yBienists, assistants, and specialists all do their 
part, —ut no one connects the dots. Eatients Tould Bet lost in the shu$e, 
treatment plans Tould stall, and outcomes Tould collapse. ’he treatment 
coordinator is the Blue that holds the e0perience toBether.

Your -inancial WdRocate is that Blue for your bnancial life. ’hey arenIt 
there to micromanaBe the ?EW, laTyer, or insurance aBent. ’heyIre there 
to ensure each one knoTs their role in the larBer plan. ’hey are the MuarterH
—ack of your bnancial teamwthe one callinB the plays so eReryone moRes 
doTnbeld toBether.

Wnd hereIs the keyG Tithout a -inancial WdRocate, youIre forced into the 
Muarter—ack role. You —ecome the one tryinB to connect ta0 strateBies Tith 
inRestment planninB, estate laT Tith insurance. ’hatIs like askinB a patient 
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to drill their oTn molar —ecause ”itIs their mouth.x W—surd, riBhtP Yet 
thatIs e0actly hoT most dentists are liRinB bnanciallywDgY Muarter—acks 
of a Bame they Tere neRer trained to play.

’he cure is simple —ut poTerfulG stop —einB the product of disorBani5ed 
adRisors and start —einB Buided —y an adRocate Tho sees the Thole picture. 
7ust like in dentistry, the diJerence —etTeen chaos and clarity isnIt more 
specialistswitIs the riBht coordinator.

Dentistry is a parado0. Un one hand, it is one of the most stressful and 
laTsuitHprone professions in Wmerica. Un the other, it BiRes you someH
thinB feT careers eRer doG the a—ility to Benerate e0traordinary income 
Tith e0traordinary consistency. ’hat uniMue mi0whiBh income plus hiBh 
riskwmeans youIre standinB on one of the —est platforms in the Torld for 
—uildinB Tealth, if you learn hoT to harness it.

’hink  a—out  it.  Hery  feT  professionals  can  Benerate  I6KK,KKK  to 
IL,KKK,KKK in annual income —y their oTn skill set. Hery feT oTn —usinessH
es that can —e scaled —y addinB associates, hyBienists, or multiple locations. 
Hery feT en1oy the —uiltHin trust that communities place in their local denH
tist. ’hese are unfair adRantaBeswassets that, Then channeled correctly, 
can accelerate TealthH—uildinB far faster than the aReraBe professional could 
eRer dream.

’he pro—lem is that most dentists neRer unlock that potential. ’hey let 
laTsuits, lifestyle creep, and poor planninB erode the Rery income stream 
that should set them free. gtIs the classic story of ”rich on the outside, —roke 
on the inside.x

“ereIs the opportunityG Then you apply the 4D Estate Plan™ and the 
Six Pillars of Wealth™, dentistryIs hiBh earninB poTer Bets conRerted 
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into permanent, compoundinB Tealth. gnstead of 1ust ”makinB money,x 
youIre creatinB systems ThereG

Eractice probts feed ta0HadRantaBed accounts.

Eersonal income is shielded from laTsuits and creditors.

gnRestments compound outside the operatory, —uildinB freedom —eyond 
the practice.

gnsurance is inteBrated as leReraBe, not 1ust another —ill.

vstate planninB ensures that Then youIre Bone, That you —uilt doesnIt 
Ranish in pro—ate or ta0es.

Qo corporate e0ecutiRe Tith a qHF paycheck has the same com—ination 
of control and opportunity. Qo schoolteacher or enBineer can match the 
sheer Relocity of compoundinB Then a dentist decides to Bet serious a—out 
—uildinB Tealth. You haRe the tools to Bo from hiBh income to true bnanH
cial freedomwif you choose to.

’hink of it like orthodontics. ’he raT materialwthe teethware already 
there. qhat makes the diJerence isnIt the enamel, —ut hoT you aliBn them. 
jisaliBned teeth lead to cracks, pain, and dysfunction. Eroperly aliBned, 
they create a stronB, lastinB —ite.

Your income is the raT material. WliBn it correctly, and it —uilds freedom, 
security, and leBacy. jisaliBn it, and it creates stress, —urnout, and fraBility.

Dentistry is one of the feT professions There the upside is so Breat that eRen 
modest discipline can create e0traordinary results. ’he only real Muestion 
is Thether youIll sei5e that opportunitywor let the traps consume it.
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From Income to Identity

’he 1ourney from dentist to qealthy Dentist doesnIt —eBin Tith a bnancial 
product, a ta0 loophole, or an inRestment pick. gt —eBins Tith a shift in 
identity. You are no lonBer 1ust a hiBh earner. You are the steTard of a 
system that can protect your family, compound your Tealth, and secure 
your leBacy.

’hat system has tTo cornerstonesG

The 4D Estate Plan™, Thich ensures your leBal, ta0, inRestment, and 
insurance Torlds Tork as one.

The Six Pillars of Wealth™, Thich aliBn your bnancial —ite so nothinB 
cracks under pressure.

’oBether, these frameTorks are your fullHmouth restoration for money. 
’hey protect you from the traps youIRe 1ust Talked throuBh and position 
you for BroTth, freedom, and peace of mind.

“ereIs the —ottom lineG income alone Till not saRe you. :ut income coH
ordinated, protected, and multipliedwthatIs the path to —ecominB the 
qealthy Dentist.

gn the ne0t chapter, TeIll —eBin Tith the foundationG the 4D Estate 
Plan™. ’hink of it as the panoramic VHray of your bnancial life. gt reReals 
the Baps, aliBns the moRinB parts, and creates sta—ility that lasts lonB after 
your time in the chair is oRer.



CHAPTER TWELVE

THE 4D ESTATE PLAN™

THE FULL-MOUTH RESTORATION FOR YOUR 
MONEY

T he Real Problem With “Having a Plan”

Most dentists believe they already “have a plan.” A will is in a 
drawer. A 401(k) or IRA is on autopilot. Maybe there’s a disability policy 
somewhere, and a CPA xles taOes each April. fn the surgace, it looks like 
somethinB is in place.

:ut here’s the truth— that’s not a planTit’s xnancial patchwork. And 
patchwork always gails under pressure.

Yhink about dentistry. A patient comes in with a cracked molar. Sou could 
patch it with a xllinB, but you know what’s BoinB to happen. Pressure will 
cause gractures, decay will spread, and eventually the patient will gace pain, 
ingection, and an eOpensive restoration. Sou wouldn’t call that dentistry. 
Sou’d call that malpractice.

?o why do so many dentists settle gor xnancial malpracticeH
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Yhe 4U Lstate Plan- is the cure. It’s a full-mouth restoration for your 
money. Instead og isolated patches, it inteBrates every part og your xnanF
cial lige into one permanent system. qour dimensions, workinB toBether, 
desiBned to protect you, Brow your wealth, and create conxdence.

The Four Dimensions

1. Legal — The Foundation of Protection

KeBal planninB is more than dragtinB a will. It’s about structurinB your 
progessional and personal lige so lawsuits, creditors, or even partners can’t 
destroy everythinB you’ve built.

Yhat starts with corporate structures. Ig you own your practice, you need 
the riBht entity in placeTKKC, PKKC, ?FCorp, or a layered structure that 
separates the practice grom valuable assets like real estate or eGuipment. 
Yhe riBht setup can mean the diQerence between losinB everythinB in a 
lawsuit and keepinB your home, retirement accounts, and guture sage.

Ig you have partners, a properly dragted buy-sell agreement is essential. 
Yoo many dentists Bo into business with a handshake, never considerinB 
what happens ig a partner divorces, becomes disabled, or passes away. 
Dithout a buyFsell in place, you could end up in litiBationTor worse, in 
business with your partner’s eOFspouse.

And og course, trusts and powers og attorney provide the estate goundaF
tion. Dithout them, your gamily is legt with probate, delays, and unnecesF
sary taOes. Dith them, your wishes are carried out cleanly and e5ciently.

Coaching moment: Uon’t think og leBal planninB as “paperwork.” Yhink 
og it as buildinB the bone structure that keeps the rest og your wealth plan 
intact.
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2. Tax — Stop Paying Tax on Income You Don’t Need

Uentists ogten see taOes as a onceFaFyear event— the CPA hands you a bill, 
you write a check, end og story. :ut that’s not planninBTthat’s reportinB.

Real taO strateBy beBins with income planning. Yhe Boal isn’t to maOimi2e 
reported incomeTit’s to aliBn your taOable income with the ligestyle you 
actually need. Dhy pay taOes on money you don’t plan to spendH

Eere’s how it works—

qirst, identigy your ligestyle budBetTwhat it actually costs to live your lige 
comgortably.

WeOt, set a taOable income Boal that matches that number, instead og 3ust 
acceptinB whatever shows up.

Yhen, redirect the eOcess into taOFadvantaBed vehicles— retirement acF
counts, Roth conversions, charitable trusts, cashFvalue insurance, or even 
practice reinvestment.

Yhink og it like patient care. A patient doesn’t need every possible proF
cedure at onceTthey need the riBht treatment, in the riBht seGuence, 
gor their situation. YaOes are the same. Yhe point isn’t to eliminate inF
comeTit’s to strateBically position it so you don’t bleed cash unnecessarily 
to the IR?.

Coaching moment: Sou went to dental school, not taO school. Uon’t let 
the IR? become your biBBest business partner by degault. …se planninB to 
pay taO only on what you need, not on what you could have sheltered.

3. Investments — Compounding Over Gambling
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Uentists ogten gall into one og two traps with investments—

ChasinB the latest “hot” opportunityTcrypto, real estate syndicates, a 
griend’s startup.

fr, lettinB money sit uncoordinated in Beneric accounts without a strateF
By.

:oth approaches are danBerous. Yhe truth is, wealth isn’t built on specuF
lation. It’s built on compoundingTconsistent, disciplined Browth that 
snowballs over decades. Albert Linstein called compoundinB the “eiBhth 
wonder og the world.” Uentists who master it end up with greedom6 denF
tists who iBnore it end up with stress.

Yhe key is aliBninB investments with your biBBer plan—

Uo they support your taO strateByH

Are they titled and structured leBally gor protectionH

Dill they provide reliable income streams when you retire, or 3ust unpreF
dictable account balancesH

Yhink og compoundinB like orthodontics. At xrst, it doesn’t seem like 
much. :ut aliBn thinBs properly, and over time the chanBe is progound, 
permanent, and stable.

Coaching moment: Uon’t conguse eOcitement with wealth. Real wealth 
is borinBTit Brows Guietly in the backBround while you live your lige.

4. Insurance — Leverage, Not Just Expense
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qor most dentists, insurance geels like a necessary evilTmalpractice premiF
ums, disability coveraBe, lige insurance. Yhey see it as overhead, an eOpense 
that drains their income.

:ut when used strateBically,  insurance is  one og  the most powergul 
wealth-building tools you have. Properly structured, it can—

Provide taOFgree income in retirement.

Create instant liGuidity gor your gamily or practice ig somethinB happens 
to you.

Protect aBainst lawsuits or creditors.

?erve as a gundinB source gor guture opportunities.

Yhe key is inteBration. Random policies are 3ust bills. Coordinated policies 
are leveraBeTampligyinB the eQectiveness og your leBal, taO, and investF
ment strateBies.

Yhink og insurance like enamel. fn its own, it may not look impressive. 
:ut without it, every tooth is vulnerable. Dith it, you’ve Bot a shield that 
keeps everythinB else sage.

Coaching moment: ?top viewinB insurance as “what it costs.” ?tart viewF
inB it as “what it allows.” Uone riBht, it isn’t an eOpenseTit’s a multiplier.

Why 1D/2D Patchwork Fails vs. 4D Integration

Uentists are masters og detail when it comes to teeth, but most are Builty og 
neBlect when it comes to their own wealth. Yhe most common mistakeH 
:elievinB that “some planninB” is enouBh.
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Yhey Bet one or two dimensions covered and convince themselves it’s xne. 
Maybe they have investments throuBh a 401(k). Maybe they bouBht some 
insurance years aBo. Maybe an attorney dragted a will agter their xrst child 
was born. Yhat’s better than nothinB, riBhtH

DronB.

1D Planning is the eGuivalent og 8ossinB once a month. It geels virtuous, 
but it does nothinB to prevent decay. A dentist with only insurance, or only 
investments, or only a will in place is still eOposed. All it takes is a lawsuit, 
an audit, or a medical event to reveal the cracks.

2D Planning isn’t much better. A will plus a 401(k). fr investments 
plus insurance. It looks like a step gorward, but without coordination, the 
Baps remain. Yhe will doesn’t account gor benexciary desiBnations. Yhe 
investments aren’t structured gor taO e5ciency. Yhe insurance overlaps in 
some places and leaves holes in others.

It’s eOactly like dentistry without treatment coordination. fne specialist 
does their part, another handles their piece, but nobody checks how it all 
xts toBether. Yhe patient walks away with work that looks xne at xrst, but 
the bite is oQ, decay is still spreadinB, and pain is inevitable.

Yhe danBer og 1U or $U planninB is that it Bives the illusion og sagety. 
Uentists think, “I’m covered—I have something in place.” :ut when the 
pressure hits, those incomplete structures collapse.

A malpractice suit pierces throuBh personal assets because the leBal setup 
wasn’t done properly.

A CPA’s “taO savinBs” move increases the dentist’s taOable income in retireF
ment because no one looked at the lonBFterm plan.
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Investments Brow, but Bet eaten alive by taOes because they weren’t aliBned 
with leBal or insurance strateBies.

Insurance policies lapse or overlap, leavinB the gamily with less protection 
than eOpected.

Coaching moment: EalgFbuilt plans don’t gail halgwayTthey gail comF
pletely.

Yhe strenBth og the 4U Lstate Plan- is that every piece is desiBned to 
connect. KeBal, taO, investments, and insurance don’t sit in silosTthey 
interact, reingorce, and protect one another. It’s the diQerence between 
patchwork dentistry and a gullFmouth restoration.

Dhen all gour dimensions are inteBrated, the system holds under pressure. 
Kawsuits are de8ected. YaOes are minimi2ed. Investments compound in 
sync with the plan. Insurance covers the blind spots. Yhe bite is aliBned, 
the structure is stronB, and the system works gor decades.

Bottom line: 1U or $U planninB leaves you eOposed. 4U inteBration 
makes you untouchable.

W-2 vs. Practice Owner Applications

It’s temptinB to think the 4U Lstate Plan- only matters ig you own a 
practice. Agter all, practice owners have more movinB partsTstaQ, leases, 
eGuipment loans, personal Buarantees. :ut the truth is, both practice ownF
ers and DF$ associates gace uniGue eOposures. Yhe diQerence is in how the 
dimensions apply.

For Practice Owners
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Legal: Yhe entity structure og the practice is everythinB. An KKC or 
?FCorp isn’t 3ust paperwork6 it’s the wall that keeps malpractice or creditor 
claims grom reachinB your home, savinBs, or retirement accounts. fwners 
also need buy-sell agreements with partners, succession clauses, and clear 
protections gor the practice ig disability or death occurs. Dithout these, one 
event can throw your gamily into chaos or your practice into litiBation.

Tax: fwners have the most 8eOibilityTand the most risk. Uone well, the 
practice becomes a taOFplanninB enBine. Retirement plans, proxtFsharinB, 
dexned benext plans, and even charitable strateBies can redirect income 
that would otherwise bleed out in taOes. Uone poorly, the IR? becomes 
your larBest silent partner.

Investments: fwners ogten concentrate wealth in the practice. Yhe trap is 
thinkinB the eventual sale will gund retirement. Uiversixcation outside the 
practiceTreal estate, retirement accounts, brokeraBe accountsTis what 
prevents one disappointinB sale grom wreckinB decades og work.

Insurance: Malpractice is only the beBinninB. fwners need disability 
buyFout coveraBe, overhead eOpense policies, keyFperson insurance, and 
properly structured lige insurance that doubles as both protection and 
wealth leveraBe.

For W-2 Associates

Legal: Sou may not have practice liability, but your personal assets are 
still eOposed. A malpractice suit can still name you personally. Dithout a 
trust or assetFprotection structures, your savinBs and guture earninBs can 
be tarBeted.
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Tax: DF$ income is the heaviestFtaOed cateBory in the IR? playbook. AsF
sociates don’t have the same deductions as owners, which makes proactive 
taO planninB even more critical. ?trateBies like Roth conversions, charitable 
BivinB, and taOFe5cient investment vehicles become the ligeline to reduce 
draB.

Investments: Many DF$ dentists assume their employer’s retirement plan 
is enouBh. It’s not. Contribution caps mean those accounts will rarely 
replace a hiBhFearninB ligestyle. Associates need outside investmentsTbroF
keraBe accounts, real estate, even intellectual propertyTto create true xF
nancial independence.

Insurance: LmployerFprovided coveraBe is ogten bareFbones. Dorse, it 
disappears when you chanBe 3obs. Associates need to supplement with 
personally owned disability and lige insurance, structured to inteBrate with 
their estate plan. ftherwise, they’re one 3ob chanBe away grom a danBerous 
Bap.

Coaching moment: Dhether you own the practice or rent your time to 
one, the risks are real. Yhe IR? doesn’t care ig your name is on the door. 
Uivorce attorneys don’t care ig you’re an associate. PlaintiQs don’t care 
ig you siBn the paychecks. Yhe 4U Lstate Plan- applies to both sides og 
dentistryTit 3ust wears a diQerent gace.

Case Vignette: Dr. Patchwork vs. Dr. Integrated

Meet the Dentists

:oth are 40 years old. :oth earn XM00,000 a year grom thrivinB practices. 
:oth purchased their practices with a $500,000, 10-year note at 8% 
interest. fn the surgace, they look identicalTsame income, same debt, 
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same career staBe. :ut the way they manaBe their money couldn’t be more 
diQerent.

Dr. Patchwork

Ur. Patchwork thouBht he had it covered. Ee had a will, a CPA, some 
insurance, and a 401(k) manaBed by his o5ce manaBer. Ee took pride in 
workinB hard and payinB his bills on time.

Taxes: Eis CPA reported his gull XM00,000 income each year, leavinB him 
with a combined gederal and state bill north og X$;0,000. Yhat’s over 
oneFthird og his income disappearinB annually to the IR?Tmoney that 
could have been BrowinB gor his guture.

Debt: Ee made the scheduled payments on his X;00,000 loan. At NO 
interest over 10 years, he’ll end up payinB about XM$0,000 in total, with 
X$$0,000 BoinB to interest.

Lifestyle: Patchwork let ligestyle creep set in. Yhe luOury car lease, the biB 
house, private school tuitionTit all added up. Ee gelt like he deserved it 
agter years og sacrixce, but it legt little room gor buildinB wealth outside the 
practice.

Planning: :ecause his advisors weren’t coordinated, there was no strateBy 
to minimi2e taOes, accelerate debt payoQ, or inteBrate his insurance into 
wealth buildinB. LverythinB worked in isolation.

:y %0, Ur. Patchwork was still uncertain. Eis retirement accounts had 
Brown, but the taO draB and debt costs legt his balance smaller than eOpectF
ed. Dith his ligestyle in8ated, he couldn’t say gor sure whether he’d ever 
retire comgortably.
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Dr. Integrated

Ur. InteBrated approached thinBs diQerently. ?he worked with a qinancial 
Advocate to build a 4D Estate Plan™, aliBninB her leBal, taO, investment, 
and insurance strateBies.

Taxes: Instead og reportinB all XM00,000, she set an intentional taxable 
income target of $250,000TenouBh to cover her gamily’s ligestyle comF
gortably. Yhe rest was redirected into taOFadvantaBed strateBies— retirement 
accounts, investments, complementary businesses, and cashFvalue insurF
ance. Yhis cut her annual taO bill nearly in halg and created a reservoir og 
taOFgree Browth gor the guture.

Debt: Rather than 3ust makinB scheduled payments, she structured her 
cash 8ow to aBBressively pay oQ the X;00,000 loan in ; years. :y eliminatinB 
the debt early, she saved more than X100,000 in interest and greed up cash 
8ow gor investments gar sooner than Patchwork.

Lifestyle: ?he lived well, but intentionally. Instead og overeOtendinB, she 
gunneled her eOcess income into compoundinB investments outside the 
practice. Real estate, taOFe5cient portgolios, and inteBrated insurance Bave 
her multiple enBines og Browth.

Planning: Lvery piece was coordinated. Eer buyFsell aBreement protected 
the practice. Eer insurance doubled as wealth leveraBe and guture taOFgree 
income. Eer CPA and investment advisor worked in tandem, Buided by 
the qinancial Advocate.

:y %0, Ur. InteBrated was positioned to retire on her terms. UebtFgree 
by 4;, decades og compoundinB, and layers og taOFgree income meant she 
could step away grom dentistry with conxdence. ?he wasn’t 3ust hopinB 
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her practice sale would gund her gutureTshe had built greedom piece by 
piece.

The Bottom Line

Ywo dentists. ?ame aBe. ?ame income. ?ame practice debt. fne is still 
wonderinB when or ig he’ll retire. Yhe other is debtFgree, taOFoptimi2ed, 
and positioned gor xnancial independence by %0.

Yhe diQerence isn’t clinical skill. It isn’t luck. It’s whether you settle gor 
patchworkTor build an inteBrated system.

From Patchwork to Precision

Uentists spend their careers repairinB damaBe caused by neBlectTdecay 
that starts small, spreads Guietly, and becomes paingul only when it’s too 
late. qinancial lives work the same way. fneFdimensional or twoFdimenF
sional patchwork geels xne in the moment, but under pressure it cracks.

Yhe 4U Lstate Plan- is the cure. It transgorms random, disconnected 
moves into a permanent system og protection, Browth, and conxdence.

Legal structures shield your practice, gamily, and assets.

Tax strateBies prevent decades og unnecessary overpayment.

Investments compound in aliBnment with your Boals.

Insurance protects and multiplies wealth instead og draininB it.

Dhen these gour dimensions work toBether, your xnancial bite is aliBned, 
your goundation is stable, and your wealth can withstand any pressure.
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Yhe case og Ur. Patchwork and Ur. InteBrated isn’t unusualTit’s a mirror. 
Lvery dentist stands at that same gork in the road. fne path leads to 
uncertainty, in8ated taOes, linBerinB debt, and a retirement that may never 
come. Yhe other leads to clarity, accelerated wealth, and greedom on your 
terms.

Yhe choice is yours— patchwork or precision.

In  the  neOt  chapter,  we’ll  Bo  deeper.  Ig  the  4U  Lstate  Plan-  is 
the panoramic PFrayTthe systemFwide viewTthen the Six Pillars of 
Wealth™ are the bite aliBnment. Yhey are the gramework that keeps 
everythinB balanced, prevents cracks, and ensures your xnancial smile lasts 
gor decades.



CHAPTER THIRTEEN

THE 6 PILLARS OF WEALTH™ 

BITE ALIGNMENT FOR YOUR FINANCES

D entists know how important bite alignment is. A patient might not 
notice a small imbalance at ,rstu bvt oder time it leafs to vneden 

wearu Tractvresu MJx issvesu anf eypenside restoratide work. Mhe same is 
trve in Bovr ,nancial liTe. At ,rstu things maB look ,ne. —vt withovt proper 
alignmentu cracks appearqsometimes svffenlBu sometimes ’vietlBu bvt 
alwaBs ineditablB.

MhatSs whB Bov neef the Piy Willars oT ™ealthK. MheB are Bovr ,nancial 
orthofonticsqthe Tramework that keeps ederBthing in balance. Jiss eden 
oneu anf the entire sBstem strains vnfer pressvre. Ieep all siy alignefu anf 
Bov bvilf strengthu stabilitBu anf Treefom that lasts a liTetime.

Pillar 1: Protection — Your Enamel Shield

Wrotection is the enamel oT Bovr ,nancial liTe. Ot foesnSt generate wealth 
on its ownu bvt withovt itu ederBthing BovSde bvilt is eyposef. Gne lawsvitu 
one fidorceu one crefitoru anf fecafes oT work can danish.



REYRGEU P. DNWGQMu YP6.2-

Dentists are among the most lawsvitjprone proTessionals in the covntrB. 
Watients sve Tor nvmb lips or Tailef implants. YmploBees bring wrongTvl 
termination or fiscrimination claims. —anks re’vire personal gvarantees 
on loans. Didorce attorneBs look at Bovr income like a Cackpot. ™ithovt 
strong protectionu Bovr wealth is alwaBs dvlnerable.

For practice owners, this starts with corporate structure. Lhoosing the 
right entitBq::Lu W::Lu or PjLorpqcreates a shielf between practice 
liabilitB anf personal assets. —vt protection foesnSt stop there. Mhe most 
secvre fentists vse multiple entities layered together4

Gne entitB to operate the fental practice.

A separate entitB to own the bvilfing or e’vipment anf lease it back to the 
practice.

Pometimes eden a management companB entitB to hanfle sta0ng or afj
ministration.

Mhis creates ,rewalls. OT one entitB is attackef in covrtu the others stanf 
intact. Onsteaf oT ederBthing being lvmpef into one dvlnerable bvcketu 
assets are spreaf across mvltiple protectide laBers.

Wrotection also inclvfes buy-sell agreements iT Bov hade partners. ™ithj
ovt oneu a partnerSs fisabilitBu fidorceu or feath can frag Bov into fispvtes 
or leade Bov working alongsife their heirs. A properlB fraTtef bvBjsell 
ensvres continvitB anf adoifs Bears oT costlB litigation.

—eBonf entitiesu protection also means sheltering what BovSde alreafB 
sadef. YEOPAjprotectef retirement plansqsvch as 1()Hk…su pro,tjsharj
ingu or fe,nef bene,t plansqare some oT the strongest assetjprotection 
dehicles adailable vnfer N.P. law. On most casesu these accovnts are shielfef 
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Trom lawsvits anf crefitors. —vt the protection onlB works iT BovSde mayj
imi“ef contribvtions anf strvctvref the plan correctlB. Moo manB fentists 
vnferTvnf these accovnts or let them sit vnmanagef.

Another tool is the asset protection trust. Mhis speciali“ef trvstu when 
fesignef properlBu places a legal Tence arovnf Bovr sadingsu brokerage acj
covntsu anf eden Tvtvre inheritances. Lrefitors anf litigants canSt easilB 
penetrate itu giding Bov peace oT minf that the wealth BovSde bvilt wonSt 
fisappear in one baf faB at the o0ce.

For W-2 associates, protection still matters. Jalpractice claims can still 
name Bov personallB. Didorce covrts can still carde vp Tvtvre income. 
Lrefitors can still reach assets BovSde sadef ovtsife oT YEOPA plans. Mrvsts 
anf laBeref ownership strvctvres arenSt Cvst Tor practice ownersqtheB can 
prodife critical protection Tor associates as well.

3ereSs a storB. Dr. Lewisu a svccessTvl practice owneru neder vpfatef 
his entitB strvctvre. ™hen a malpractice lawsvit tvrnef into a ?2((u((( 
Cvfgmentu the crefitor piercef the weak corporate shielf anf went aTter his 
personal sadings anf eden his retirement accovnts. 3e thovght malpractice 
insvrance was enovghqbvt it wasnSt.

—B contrastu Dr. Kim haf laBeref entities4 her practice operatef separatelB 
Trom her bvilfingu which was ownef bB a fi”erent ::L. Phe mayimi“ef 
her YEOPAjprotectef retirement plan ederB Bear anf placef affitional 
sadings into an asset protection trvst. ™hen she Tacef a malpractice svit oT 
similar si“eu her personal wealth was vntovchable. Mhe practice took the 
hitu bvt her homeu retirementu anf TamilBSs Tvtvre staBef intact.

Coaching moment: ™ithovt enamelu ederB tooth is dvlnerable. ™ithovt 
protectionu ederB asset is at risk. Uov canSt bvilf wealth con,fentlB iT BovSre 
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one lawsvit awaB Trom losing it. :aBer Bovr strvctvres. Jayimi“e YEOPA 
protections. Nse trvsts to gvarf sadings. MhatSs how Bov mode Trom Tragile 
to vntovchable.

Pillar 2: Tax Minimization — Stop Paying for Income You Don’t 
Need

Mayes are the single biggest frag on a fentistSs wealth. Uov can work harferu 
profvce moreu anf aff procefvres to the schefvleqbvt iT BovSre letting 
the OEP siphon o” 25%–40% oT ederBthing Bov earnu BovSre bvilfing 
wealth with a hole in the bvcket.

Jost fentists see tayes as a oncejajBear edent. Mhe LWA calls in Jarch or 
Aprilu feliders the famageu anf Bov write the check. MhatSs not planning. 
MhatSs reporting. Anf reporting will neder create wealth.

Mrve tay minimi“ation begins with income planning. Mhe keB ’vestion 
isnSt 53ow mvch fif O make7F OtSs 53ow mvch fo O actvallB neef to lide 
the liTe O want7F OT Bovr liTestBle is comTortable at ?-8(u((( oT incomeu whB 
are Bov paBing tay on ?;((u(((7

3ereSs how intentional income planning works4

Step 1: De3ne your lifestyle budget. Ret clear abovt what it reallB costs 
to svpport Bovr TamilBu homeu dacationsu anf goals. :etSs saB that nvmber 
is ?-8(u((( a Bear.

Step 2: Set that number as your taxable income target. Uov paB tay 
on what Bov neefu not on what Bov can shelter.
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Step R: Aedirect the rest. Mhe remaining income isnSt wastefqitSs 
Tvnnelef into dehicles that grow Tor Bovr Tvtvre while refvcing Bovr tay 
bvrfen tofaB4

Jaying ovt EAISv-protected retirement accounts like 1()Hk…su proTj
itjsharing plansu or cash balance pensions.

Yyecvting Aoth conQersions fvring strategic winfows to create tayjTree 
retirement income.

Nsing charitable trusts or donor-adQised funds iT philanthropB is part 
oT Bovr dalves.

9vnfing cash-Qalue life insurance Tor tayjTree income anf estate li’vifj
itB.

:ederaging special purpose inQestment businesses fesignef to combine 
pridate opportvnities with vni’ve tay afdantages.

Mhe resvlt7 Onsteaf oT watching hvnfrefs oT thovsanfs danish into the 
OEPSs pocket ederB Bearu Bov keep moreu protect moreu anf grow more.

Lonsifer two fentists earning ?;((u((( each4

Dr. Status $uo reports it allu paBs nearlB ?-8(u((( in tayesu anf sades 
whateder is leTt.

Dr. Strategic targets ?-8(u((( oT tayable incomeu refirects the rest into 
tayjafdantagef accovnts anf special pvrpose strvctvresu anf cvts their tay 
bill almost in halT. Gder -( Bearsu that fi”erence can easilB eyceef B2–R 
million of additional wealth.
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Mhink oT tayes like pla’ve. :eTt vntreatefu theB accvmvlate silentlBu erofj
ing ederBthing BovSde bvilt. 9iling tayes once a Bear is like brvshing withovt 
%ossingqbetter than nothingu bvt nowhere near enovgh. Wroactide planj
ning is the failB hBgiene that keeps erosion Trom taking oder.

3ereSs a real storB. Dr. Mason mafe ?28(u((( a Bear anf assvmef he 
was 5foing ,neF becavse his LWA got his retvrn ,lef on time withovt 
neefing a big affitional check Tor tayes. —vt he was oderpaBing ?M(u((( 
annvallB bB Tailing to mayimi“e fefvctionsu retirement plansu anf income 
feTerral strategies. ™hen we restrvctvref his planu he recaptvref nearlB a 
million follars oder the neyt fecafeqmoneB that compovnfef insteaf oT 
danishing to the OEP.

Coaching moment: Ptop plaBing feTense with tayes. Ptop waiting Tor 
the LWA to tell Bov the famage aTter itSs fone. Decife how mvch tayable 
income Bov neefu then shielf the rest. ™ealth isnSt bvilt bB how mvch Bov 
earnqitSs bvilt bB how mvch Bov keep.

Pillar R: InQestments — The kone Structure of Wealth

Ondestments are the bone strvctvre oT Bovr ,nancial liTe. MheB fonSt Cvst 
svpport Bovr wealthN theB fetermine whether it holfs vnfer pressvre. 
Ptrong bones mean strengthu stabilitBu anf fvrabilitB. ™eak bones Tractvre 
vnfer stress.

Jost fentists Tall into one oT two traps with indesting4

The Speculator’s Trap. Lhasing 5hotF opportvnitiesqcrBptou real estate 
sBnficatesu a TrienfSs startvpqbecavse theB sovnf eyciting or promise 
’vick retvrns.
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The Default Trap. Mhrowing moneB into a 1()Hk… or OEA with no 
strategBu letting a broker or o0ce manager pick Tvnfsu anf hoping it will 
be enovgh.

—oth are fangerovs. Mhe ,rst eyposes Bov to masside risk. Mhe seconf lvlls 
Bov into complacencB. Qeither creates the lasting wealth fentists actvallB 
neef.

Mhe trvth is that wealth isnSt bvilt on specvlationqitSs bvilt on com-
pounding. PteafBu fisciplinef growth Bear aTter Bearu coorfinatef with 
Bovr tay anf estate plan. MhatSs how Tortvnes are mafe ’vietlBu not fraj
maticallB.

The Aole of Coordination

Mhe right indestments arenSt Cvst abovt retvrn. MheB hade to integrate with 
Bovr legal anf tay strategies. 9or eyample4

Are Bovr indestments titlef correctlB so theBSre protectef Trom lawsvits 
anf crefitors7

Are Bov mayimi“ing tax-eGcient accounts HEothsu 3PAsu 8-Osu retirej
ment plans… beTore tayable ones7

Are Bovr indestments strvctvref to profvce income streams lateru not 
Cvst accovnt balances that covlf rvn frB7

™hen these pieces alignu indestments become more than nvmbers on a 
statementqtheB become the backbone oT Bovr ,nancial infepenfence.

Case Contrast
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Dr. Warker anf Dr. Phah both earnef ?2((u((( annvallB anf indestef conj
sistentlB. Dr. Warker chasef the latest shinB opportvnities. 3e pvt ?)8(u((( 
into a TrienfSs fental tech startvp that collapsef. 3e specvlatef on crBpto 
anf solf in a panic when the market fippef. ATter )8 Bearsu his retvrns 
barelB ovtpacef in%ation.

Dr. Phahu on the other hanfu embracef compovnfing. Phe mayimi“ef 
retirement contribvtionsu fidersi,ef across tayje0cient Tvnfsu anf resistef 
specvlation. Gder the same )8 Bearsu her portTolio ’vietlB grew past ?$ 
million. Phe wasnSt stressef abovt failB market modes becavse her plan was 
bvilt Tor fecafesu not faBs.

Dental vnalogy

Mhink oT this like orthofontics. —races fonSt create instant resvlts. MheB 
applB steafBu consistent pressvre oder timeu anf the alignment becomes 
permanent. Ppecvlation is like benfing a wire back anf Torth to get ’vick 
modementqBov might see something happen Tastu bvt edentvallB it snaps.

Coaching moment: Ptop conTvsing eycitement with wealth. Yycitement 
sells heaflines anf cocktail partB stories. ™ealth comes Trom boringu steafBu 
fisciplinef compovnfing. On the enfu Bov wonSt care whether Bov rofe 
the hottest trenfqBovSll care whether Bovr moneB is still profvcing when 
Bov step ovt oT the chair Tor the last time.

Pillar 4: Income Planning — Your kite Force in Aetirement

Oncome planning is Bovr ,nancial bite Torce. OtSs what tvrns assets into a 
reliable paBcheck once Bov fecife to step awaB Trom the chair. ™ithovt itu 
retirement Teels like chewing on airqBov hade assetsu bvt no svbstance to 
svstain Bov.
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JanB fentists Tall into the trap oT thinking a big practice sale or a large 
1()Hk… balance is enovgh. —vt accovnt balances fonSt paB the billsqin-
come streams do. ™ithovt a coorfinatef income planu Bov fonSt know 
iT Bovr moneB will last. ™orseu Bov maB ,nf BovrselT paBing vnnecessarB 
tayes or liding in constant anyietB abovt rvnning ovt.

The Myth of the kig Number

Dentists oTten aim Tor a retirement sadings goalq?$ millionu ?8 millionu 
?)( million. —vt the ’vestion isnSt 53ow big is the pile7F Mhe ’vestion 
is 53ow mvch aTter tay income can this pile reliablB generate7F ™ithovt 
a planu that ?$ million can Teel Tragileqone market fowntvrnu one tay 
changeu one misstepu anf the bite Torce collapses.

The Power of DiQersi3ed Income Streams

Mrve income planning is abovt creating multiple coordinated paychec&s 
that coder Bovr liTestBle whether the market is vp or fown4

6uaranteed income Trom annvities or pensions prodifes the baselineqa 
paBcheck that arrides ederB monthu no matter what.

Systematic withdrawals Trom retirement accovnts ,ll in the gapsu strvcj
tvref to minimi“e tay impact.

Tax-free income Trom Eoth OEAs or cashjdalve liTe insvrance affs %eyij
bilitB anf keeps tayes Trom spiking later.

Aental income or business Qentures create ovtsife streams that fonSt 
fepenf on fentistrB.

Special purpose inQestment businesses Hintrofvcef earlier… can also 
generate cash %ow with vni’ve tay afdantages.
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™hen these streams work togetheru Bovr retirement is stable. Yden iT one 
sovrce wobblesu the others keep Bov steafB.

Case Contrast

Dr. Aldare“ retiref at 2- with ?1 million in sadings bvt no income plan. 3e 
frew 2P per Bearu hoping the market wovlf keep vp. Mhen a fowntvrn 
hitu his portTolio froppefu anf withfrawals frainef it eden Taster. ™ithin 
)( Bearsu he was consifering partjtime fentistrB again Cvst to paB bills.

Dr. QgvBen retiref at 2( with a coorfinatef income plan. 3er annvitB 
gvaranteef ?)((u((( annvallB. 3er Eoth OEA generatef another ?1(u((( 
tayjTree. Eental properties brovght in ?2(u(((. PBstematic withfrawals 
,llef the rest. Yden when the market fippefu her liTestBle fifnSt change. 
Phe haf bite TorceqsteafB income she covlf covnt on.

Dental vnalogy

Mhink oT a patient with a Tvll arch restoration. OtSs not the infidifval 
implants or crowns that matterqitSs how the entire bite Tvnctions vnfer 
pressvre. Oncome planning is the same. Mhe pieces fonSt matter as mvch 
infidifvallB as theB fo when alignef to create reliable Torce.

Coaching moment: Eetirement isnSt abovt stepping awaB Trom the chair 
with a lvmp svm. OtSs abovt stepping into a sBstem that paBs Bov Tor 
liTe. Uov fonSt want to hope Bovr portTolio lasts. Uov want to know Bovr 
paBcheck foes.

Pillar 5: Estate V Legacy — kuilding Stability keyond Your Life-
time
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Dentists spenf fecafes bvilfing wealth. —vt withovt an estate anf legacB 
planu mvch oT it can edaporate in probate Teesu tayesu or TamilB fispvtes. 
Mhis pillar is abovt ensvring what BovSde bvilt svrdides Bovqanf foes so 
smoothlBu e0cientlBu anf meaningTvllB.

Why This Matters for Dentists

Uovr practice isnSt Cvst a CobqitSs an asset. —vt vnlike a 1()Hk… or a bank 
accovntu a fental practice canSt Cvst sit there. OT Bov pass awaB withovt a 
planu the practice immefiatelB begins to lose dalve. Pta” maB leadeu patients 
friTt awaBu anf e’vipment sits ifle. ™ithin monthsu the goofwill Bov 
workef Bears to bvilf can danish.

™ithovt an orferlB wind down planu Bovr TamilB covlf be Torcef into a 
,rejsaleqselling the practice Tor pennies on the follaru or worseu walking 
awaB Trom it entirelB. Ystate planning Tor fentists mvst anticipate this anf 
fesign either4

A clear succession strategy Hpartner bvBjinu associate bvBjovtu or DPG 
ac’visition…u or

A strvctvref wind down plan that allows the estate to collect accovnts 
receidableu li’vifate assetsu anf protect sta” anf patients fvring transition.

The kasics: Wills and Trusts

At minimvmu ederB fentist neefs an vpjtojfate will anf powers oT attorj
neB. —vt Tor mostu thatSs not enovgh. A reQocable liQing trust allows 
Bovr assetsqinclvfing practice interestsqto bBpass probate anf transij
tion smoothlB. ™ithovt itu the practice is Tro“en in probateu oTten festroBj
ing dalve beTore the TamilB can act.
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The vdQanced Layer: kene3ciary Designations and vlignment

JanB fentists oderlook alignment. Uov can hade the best trvst in the worlfu 
bvt iT Bovr practice interestsu retirement accovntsu or insvrance policies 
fonSt point to the right placeu fisaster Tollows. YderB accovntu focvmentu 
anf agreement mvst match so the entire estate Tvnctions as one coorfij
natef plan.

Taxes at Death

Mhe OEP foesnSt Cvst tay Bovr incomeqit can also tay Bovr estate. OT Bovr 
wealth grows beBonf certain thresholfsu estate tayes can strip awaB a large 
percentage oT what Bov intenfef to leade. Wlanning aheaf with charitable 
trvstsu TamilB partnershipsu or special purpose inQestment businesses 
can keep wealth intact while refvcing the tay bite.

Case Contrast

Dr. Ptedensu a 2;jBearjolf fentistu passef svffenlB while still rvnning his 
practice. 3e haf onlB a willu no trvstu anf no bvBjsell or winf fown plan. 
3is sta” panickefu patients leTtu anf bB the time probate allowef the TamilB 
to actu the practice was nearlB worthless. Mhe goofwill he bvilt oder $8 
Bears fisappearef within monthsu anf his TamilB Tacef both ,nancial anf 
emotional Tallovt.

Dr. Eamire“u also 2;u haf a comprehenside estate plan. 3er redocable trvst 
namef a svccessor trvstee with eyplicit instrvctions Tor winfing fown 
the practice. 3er bvBjsell agreement gade her associate the ,rst right to 
pvrchase at a Tair dalvation. 3er accovnts anf insvrance were alignef to 
prodife li’vifitB. ™hen she passefu the practice transitionef smoothlBu 
sta” anf patients were caref Toru anf her TamilB receidef Tvll dalve.
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Dental vnalogy

Mhink oT estate planning like fesigning a longjterm restoration. Uov 
wovlfnSt bvilf something that onlB holfs Tor ,de BearsqBovSf fesign it 
to last fecafes. On the same waBu Bovr estate plan isnSt Cvst abovt feath 
paperworkN itSs abovt ensvring Bovr wealthqanf Bovr practiceqfonSt 
collapse the moment BovSre gone.

Coaching moment: Ystate planning Tor fentists mvst accovnt Tor more 
than assetsqit mvst anticipate the practice itselT. ™ithovt a trvstu a svcj
cession or winf fown planu anf alignef bene,ciariesu Bovr TamilB covlf 
inherit a nightmare insteaf oT a nest egg. ™ith the right planu Bovr legacB 
is protectefu Bovr TamilB receides Tvll dalveu anf Bovr liTeSs work continves 
to make an impact long aTter BovSre gone.

Pillar ?: 6rowth V LeQerage — Multiplying Wealth Without Mul-
tiplying Stress

Dentists are trainef to think in terms oT profvction4 the more procefvres 
Bov fou the more Bov earn. —vt thereSs a ceiling. Mhere are onlB so manB 
hovrs in a faBu onlB so manB crownsu implantsu or hBgiene checks Bov can 
perTorm. OT all Bovr wealth fepenfs on the chairu BovSll edentvallB bvrn 
ovt.

Mhe ™ealthB Dentist vnferstanfs the power oT growth and leQerage. 
Rrowth is eypanfing Bovr wealth beBonf tofaBSs paBcheck. :ederage is vsj
ing other peopleSs timeu moneBu anf resovrces to mvltiplB resvlts withovt 
mvltiplBing Bovr stress.

In Dentistry
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Uov alreafB know lederage clinicallB. 3Bgienistsu assistantsu anf technologB 
allow Bov to see more patients withovt working twice as harf. Mhe same 
principle applies to wealth. ™ith the right sBstemsu Bovr moneBu partnerj
shipsu anf strvctvres work as mvltipliersqbvilfing Treefom Taster than 
Bov covlf bB grinfing alone.

Forms of 6rowth V LeQerage

Scaling the Practice: Affing associates or affitional locations can tvrn 
Bovr practice Trom a highjpaBing Cob into a trve bvsiness asset. Done rightu 
Bov mode Trom technician to owneru creating income that foesnSt fepenf 
on Bovr hanfs.

Aeal Estate: JanB fentists ’vietlB bvilf signi,cant wealth bB owning 
their o0ce bvilfing or branching into rental properties. Eeal estate proj
difes e’vitB growthu rental incomeu anf tay afdantages.

kusiness @entures: Ptrategic sife dentvresqTrom consvlting to intelj
lectval propertB Hlike a covrse or book…qcan create income streams that 
ovtlast clinical fentistrB.

Special Purpose InQestment kusinesses: Mhese vni’ve strvctvres comj
bine pridate opportvnities with tayje0cient lederageu allowing Bovr moneB 
to grow in waBs orfinarB retail indestments cannot.

Insurance LeQerage: WroperlB strvctvrefu insvrance isnSt Cvst protecj
tionqitSs a wealth lederu creating tayjTree income anf estate li’vifitB with 
Tar more e0ciencB than tayable accovnts alone.

Case Contrast
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Dr. Lollins earnef ?M((u((( a Bear bvt relief solelB on profvction. ™hen 
his hanfs began to ache in his late 8(su he reali“ef all his wealth was tief 
to his hovrs. 3is practice sale gade him some cvshionu bvt with limitef 
compovnfing anf no ovtsife growthu retirement Telt tight.

Dr. 9oster also earnef ?M((u((( bvt vsef growth anf lederage intentionj
allB. Phe affef an associateu which Treef her time anf affef ?$((u((( in 
collections annvallB. Phe ownef her bvilfing in a separate entitBu collecting 
rent Trom her own practice. Phe Tvnnelef svrplvs into real estate anf 
special pvrpose bvsinesses that grew ovtsife the operatorB. —B 2(u she haf 
the option to sellu retireu or keep her income streams %owing withovt liTting 
a hanfpiece.

Dental vnalogy

Mhink oT lederage like vsing the right instrvments. Uov covlf attempt ederB 
procefvre with a hanf scaleru bvt whB wovlf Bov7 Nltrasonicsu bvrsu anf 
assistants mvltiplB Bovr e0ciencB. 9inanciallBu growth anf lederage fo the 
same thing. MheB allow Bov to accomplish Tar more with less strain.

Coaching moment:  ™ealthB Dentists fonSt Cvst protect what theB 
hadeqtheB mvltiplB it. MheB vnferstanf that trve Treefom isnSt grinfing 
harferu itSs bvilfing sBstemsu assetsu anf streams oT income that work when 
theB fonSt. Rrowth anf lederage arenSt optionalqtheBSre the accelerators 
that tvrn a goof plan into a great one.

The Power of vlignment

Mhe Piy Willars oT ™ealthK are like a Tvll set oT teeth. :ose oneu anf 
the others carrB too mvch pressvre. Qeglect alignmentu anf cracks Tormu 
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leafing to costlB repairs fown the roaf. —vt keep all siy pillars strongu anf 
Bov create stabilitB that lasts a liTetime.

Protection shielfs Bov Trom lawsvits anf crefitors.

Tax Minimization keeps more oT what Bov earn.

InQestments grow steafilB throvgh fisciplinef compovnfing.

Income Planning tvrns assets into a paBcheck Bov can covnt on.

Estate V Legacy ensvres Bovr wealth svrdides Bov with claritB anf meanj
ing.

6rowth V LeQerage accelerate Bovr progressu mvltiplBing resvlts withovt 
mvltiplBing stress.

™hen  these  pillars  stanf  togetheru  theB  fonSt  Cvst  protect  Bovr 
wealthqtheB align Bovr ,nancial biteu giding Bov the con,fence to withj
stanf anB pressvre anf the power to lide liTe on Bovr terms.

The kottom Line

Dentists who ignore these pillars friTt into ,nancial erosionu wonfering 
iT theBSll eder be able to stop working. Dentists who align them become 
™ealthB DentistsqproTessionals who fonSt Cvst svrdide fentistrBu bvt vse 
it as the engine to bvilf Treefomu secvritBu anf legacB.

Mhe Piy Willars are Bovr Tramework. —vt a Tramework onlB matters iT Bov 
vse it. Mhe neyt step is shiTting Trom feTense to o”enseqTrom reacting to 
problemsu to proactidelB fesigning a Tvtvre Bov control.

On the neyt chapteru weSll show Bov how to make that shiTt. ™eSll mode 
Trom svrdidal mofeqthe frillj,lljbill treafmillqto growth mofeu where 
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ederB follar has a Cobu ederB strategB works in harmonBu anf Bovr wealth 
bvilfs momentvm Bear aTter Bear.

OtSs time to stop hoping things will work ovt. OtSs time to start plaBing 
o”ense.



CHAPTER FOURTEEN

PLAYING OFFENSE

MOVING FROM SURVIVAL MODE TO GROWTH 
MODE

T he Emotional Framing: Why So Many Dentists Feel Stuck

If you’re like most practice owners, there’s a voice inside that whis-
pers, “You should be further along by now.”

You’ve worked hard, built a business, served your patients, and provided 
for your family. From the outside, your life looks like a success.

But behind the scenes?

You’re tired.

You’re overleveraged.

You’ve built a machine that pays you well… but only if you keep drilling.

And the worst part? You don’t see a clear path oT the treadmill.
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You didn’t become a dentist to spend your life playing defense x jghting 
back tazes, debt, overhead, and burnout.

You became a dentist because you wanted control, contribution, and a 
good life. But somewhere along the way, the dream got buried under the 
pressure.

Hhis chapter is about digging it back out.

It’s about reclaiming control x not Gust over your practice, but over your 
wealth trajectory.

It’s about shifting from survival mode x where every dollar is reactive x 
to growth mode, where every dollar is part of a bigger plan.

The Hard Truth

Kost dentists never make this shift. Hhey stay stuck in survival mode 
because they were never taught how to think like wealth builders.

Hhey were taught to make income.

Hhey were not taught to use income as a weapon to build freedom.

Hhat ends now.

Survival Mode vs. Growth Mode

Survival Mode: The Dentist’s Default Setting

Kost dentists spend years x even decades x operating in Survival Mode, 
often without realiPing it.

It’s not because they’re irresponsible. It’s because the system is rigged to 
keep you there.
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Uental school teaches you how to treat patients.

Bankers teach you how to take on debt.

Accountants teach you how to avoid audits.

Wo one teaches you how to win.

In Lurvival Kode, every decision is short-term3

How do I make payroll this month?

How do I avoid a tax surprise this quarter?

How do I keep up with the dentist down the street who just reno-
vated their oYce?

You may make a good income, but that income is constantly being con-
sumed3

  By tazes.

  By overhead.

  By student loans and business debt.

  By lifestyle pressure.

  By bad advice.

Lurvival Kode feels like progress because you’re working hard.

But activity isn’t the same as advancement.

…ou’re producingb But not progressing.
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It’s like 4ossing someone else’s teeth every day x a lot of motion, no 
momentum.

Growth Mode: The Wealth —uilder’s Mindset

Qrowth Kode begins with a simple but radical shift3

…our income is not the goal , it’s the fuel.

In Qrowth Kode, you stop reacting and start redirecting.

You begin asking3

How much of this income am I keeping?

How can I redeploy it to reduce taxes and Build permanent wealth?

How can I turn my practice proOts into freedom outside the prac-
tice?

Qrowth Kode isn’t about working more x it’s about working smarterR 
with a plan.

Instead of measuring success by monthly collections, you measure it by3

Wet worth growth.

Haz-e$ciency.

Oash 4ow that continues with or without you.

Sptionality x the freedom to work because you want to, not because you 
have to.

Qrowth Kode doesn’t happen by accident. It happens when you shift 
from being a dentist who makes income to a dentist who plays o→ense.
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The Dentist 1→ense Framework

2edirect Income 3 2educe Taxes 3 —uild 1utside Wealth

Rhen you’re stuck in survival mode, income feels like a lifeline.

But in growth mode, income becomes your most powerful tool x if you 
know how to redirect it.

Eere’s the 5-step 1→ensive Framework we teach dentists inside the 6U 
planning system3

Step L: 2edirect Income

You can’t build wealth on autopilot.

You must intentionally divert a portion of your income before it gets 
eaten by lifestyle creep or the IDL.

Hhis means3

8aying yourself jrst x before you pay staT, lenders, or 7ncle Lam.

Oreating a system of automated transfers to wealth-building accounts.

Hreating saving and investing like an overhead expense x not an after-
thought.

Hhis step is about reclaiming control of your cash 4ow. 1very dollar has 
a Gob x and consumption is its last assignment.

Step C: 2educe Taxes

Snce income is redirected, the nezt step is defending it from unneces-
sary erosion.
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For dentists, this is where the biggest blind spot lives.

Re see it over and over3

Uentists earning –6CCN… paying –0+CN“ in tazes… and wondering why 
they feel broke.

Hhat’s not wealth-building.

Hhat’s government-funding.

Ho reduce tazes legally and powerfully, you need coordinated strategies x 
not one-oT deductions.

Hhat’s where planning through the 6U lens makes all the diTerence.

Hactics include3

Ltructuring your practice to unlock advanced tax deductions

7sing pre-taz and post-taz retirement accounts strategically

Integrating insurance, business write-oTs, and entity-level deductions

Meveraging special purpose investment Businesses designed to create 
deductions and defer tazes

1very dollar you save in taxes is a dollar you can invest in your future.

Step P: —uild 1utside Wealth

Hhe jnal step is turning your redirected and protected income into out-
side wealth.

Hhis is where true freedom begins.
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You’re no longer dependent solely on practice revenue.

You begin stacking income streams, assets, and growth engines that com-
pound over time.

Hhis might include3

Haz managed portfolios

Doth conversions and taz-free growth vehicles

Deal estate holdings

Detirement plans with creditor protection

Annuities with income guarantees

Swnership in private companies or funds

OustomiPed strategies aligned with your risk projle

Hhe goal is simple3

2eplace income with income.

Lhift from earned income to structuredR sustainaBleR and eventually 
passive income.

You’re not escaping your practice.

You’re Buying Back optionality.

You’re building a day where you can work because you love it x not 
because your lifestyle depends on it.

Aifestyle Discipline vs. Instagram Dentistry
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Met’s talk about the silent wealth killer in the room3

4omparison.

You scroll through Instagram and see other dentists3

Uriving a new Q-Ragon

Maunching a second o$ce

Haking lavish trips to Hurks and Oaicos

Lhowing oT full arch cases with jve-jgure price tags

Lpeaking on stage or launching a product line

It looks like they’re crushing it.

And maybe some are.

But most?

Hhey’re Gust playing better defense on social media than they are in real life.

The Trap of &erformance Spending

Uentistry is a prestige profession.

You’re ezpected to look the part. Urive the part. Uress the part.

But playing that role too hard x without a plan behind it x can devour 
your wealth potential.

Re call it performance spending3 spending money not to enGoy it, but to 
prove you’re successful.

Eere’s the hard truth3
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…ou don’t Build wealth By looking rich. …ou Build wealth By acting 
rich , and investing the di→erence.

Hhat doesn’t mean living like a monk.

It means aligning your lifestyle with your long-term vision, not someone 
else’s feed.

The Discipline 5dvantage

Re’ve studied hundreds of jnancially successful dentists.

And one trait separates them3 discipline.

Hhey’re not necessarily frugal.

But they have rules3

Aifestyle lags income by 0+q+6 months

Increases in revenue go to taz buckets, not toys

Social media Olters don’t set Onancial priorities

Hhey’ve developed a jnancial immune system that protects against dis-
traction, impulse, and ego.

Eere’s a sample script one of our dentists uses with himself3

(If it doesn’t build freedom or Goy x it doesn’t get funded.)

Hhis type of thinking creates margin x the space for wealth to grow.

Because what you don’t spend is often more powerful than what you do 
earn.
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Full-Mouth 4heckup

You wouldn’t let a patient go ” years without a cleaning.

But most dentists go ” years x even 0C x without a real jnancial checkup.

Hhey assume3

If tazes were jled, everything must be jne.

If investments went up, the plan must be working.

If they’re still busy, they must be successful.

But wealth doesn’t build itself.

%ust like oral health, wealth health re/uires consistent, preventive care.

Hhat’s where 5nnual Wealth Hygiene comes in x your jnancial e/uiv-
alent of a routine ezam and cleaning.

The Wealth Hygiene 4hecklist

1very year, at minimum, we recommend dentists complete the following 
review3

L. Income 5llocation 5udit

Rhere did your money actually go?

Hrack your total income and break down what percentage went to3

Hazes

Sverhead

Mifestyle
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Lavings

Investments

Uebt reduction

Hhis isn’t about shame x it’s about awareness.

We cannot redirect what we don’t measure.

C. Tax &osition 2eview

Uid you pay more than you needed to?

1valuate3

Mast year’s eTective taz rate

Kissed deductions

7nderutiliPed strategies

Ooordination between personal and business tazes

Kost dentists overpay due to poor structure and fragmented advice.

This is low-hanging fruit.

P. Investment 4heckup

Is your portfolio still aligned with your goals?

Assess3

Disk ezposure

Allocation drift
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Eidden fees

Haz ine$ciencies

Deal performance Nafter tazes and feesO

Uon’t leave this to your (guy) to tell you. Qet an independent second 
opinion.

6. Estate N Aegal Documents 2eview

Are your documents still valid and relevant?

Oheck3

Rill and trust alignment

8SAs and healthcare directives

Benejciary designations

8ractice succession documents

Asset titling and funding

Hoo many dentists delay this until it’s too late x or worse, assume it’s 
(done.)

(. &rotection Strategy 5ssessment

Rhat risks are you ezposed to that could wipe out your plan?

De-evaluate3

Mife and disability coverage

Kalpractice and umbrella policies
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1ntity structure and legal shields

Oyber liability

Ney-person or buy-sell protection

8rivate Insurance opportunities

Hhe more you build, the more you have to protect.

). Goal 2eset N Xext-Step &lanning

Rhat’s changed in your life x and how should your plan adGust?

7pdate3

8ersonal goals

8ractice goals

Income needs

Detirement timeline

Megacy intentions

Hhen schedule your nezt 0q+ strategic actions.

Small hinges swing Big doors.

Hhis review takes +q5 hours a year. But it can unlock tens or hundreds 
of thousands in reclaimed cash 4ow, tazes saved, and future mistakes 
avoided.

(An hour spent on Realth Eygiene can save a decade of regret.)

4ase Story: Dr. 2eBound , From ScramBling to Strategic
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Ur. Alez Debound didn’t feel like a success x even though, on paper, he 
was.

Ee owned a bustling two-operatory practice in a fast-growing Uenver 
suburb.

Oollected over –0.0 million annually.

Urove a leased Audi, had siz team members, and a wall full of O1 certij-
cates.

But at 66 years old, he was /uietly unraveling.

(I Gust kept thinking3 I’ve done everything they told me to do… so why does 
this still feel so fragile?)

The Hidden 4haos —ehind the Scenes

Eere’s what Ur. Debound’s actual jnancial picture looked like when he 
walked into our o$ce3

4ollections: –0.0K

Xet Income  after overheadK: –+2CN

Tax AiaBility: –—+N

DeBt: –5+CN across student loans and e/uipment

4ash Savings: –02N

Investment 5ccounts: –C

2etirement 4ontriButions: Inconsistent and unclear

Estate &lan: A dusty will from dental school
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&rotection Strategy: Basic malpractice only, no disability, no umbrella 
coverage

Ee wasn’t in crisis.

Ee was in Survival Mode x high income, low control, no plan.

1very month, money came in and money went out.

Hhere was no margin, no conjdence, no direction.

(I had no clue where my money was going. All I knew was I had to keep 
grinding or it would all fall apart.)

The Turning &oint

Hhe moment everything changed wasn’t during a taz review or jnancial 
report. It happened one random Hhursday after a 0+-hour day of jllings, 
staT drama, and two no-shows. Ur. Debound sat in his car, stared at his 
bank app, and whispered3

(Hhis can’t be it.)

Uespite all his eTort, he felt more like a prisoner of his practice than its 
owner. Ee didn’t want to /uit dentistry x he loved helping people, loved 
clinical work. But he couldn’t keep living this way.

Hhat’s when a friend referred him to our team. Wot to sell him anything 
x but to help him think diTerently.

Hhe jrst conversation wasn’t about numbers.

It was about vision.

Re asked him3
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Rhat do you want your life to look like in ” years?

Rhat would jnancial freedom mean for your family?

Rhat would change if you only worked because you wanted to?

For the jrst time in years, he stopped talking like a dentist… and started 
dreaming like a builder.

From &ractice 1wner to Wealth 5rchitect

Rhat followed wasn’t magic x it was coordination. Re started with a full 
Wealth =-2ay, showing him what was working, what wasn’t, and where 
he was bleeding opportunity. Hhen we implemented a custom version of 
the 2edirect 3 2educe 3 —uild framework3

L. 2edirect Income

Re set up automatic cash 4ow systems that funneled +CP of gross revenue 
into a miz of savings, taz-advantaged accounts, and opportunity capital. 
Wo more (leftover investing.)

C. 2educe Taxes

Rith a restructured entity setup and proactive planning, we cut his eTec-
tive taz liability by –+2,CCC in year one. Hhat alone covered the cost of 
implementing the entire plan.

P. —uild 1utside Wealth

Re opened Doth IDAs, started a dejned benejt plan, launched a broker-
age account, and added properly structured cash value life insurance. All 
coordinated with his risk projle and timeline.
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6. &rotect the &lan

Re reviewed every risk3

Added –+ million in own-occupation disability

Mayered in an umbrella policy

Integrated legal protections into his estate plan

Ltarted funding a revocable trust tied to the practice and family assets

(It was the jrst time I felt like I had a system… not Gust a pile of jnancial 
stuT.)

Two …ears Aater: The Same Doctor , —ut Free

Fast forward +6 months. Eere’s what’s changed3

4ollections: –0.+K

Xet Income: –50CN

Taxes &aid: –J2N Ndown +”PO

DeBt: 8aid down to –0+CN

Savings N Investments: Sver –+0CN across siz coordinated buckets

Estate N &rotection: Fully updated and funded

Time 1→: Wow takes ”“ weeksQyear without stress

But numbers aren’t the story.

Hhe story is this3
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(I don’t want to escape dentistry. I Gust don’t want to be trapped by it.)

Ee’s still practicing. But now, he’s practicing By choice.

Ee mentors new dentists.

Ee takes Hhursday afternoons oT to coach his daughter’s soccer team.

Ee’s building wealth every month x whether he’s in the chair or not.

The 2eal Transformation

Ur. Debound didn’t change his profession. Ee changed his position. Ee 
stopped playing defense and started playing o→ense with his income.

Ee didn’t need to work harder. Ee needed to make his money work 
smarter x and in alignment with his long-term goals.

Hhis is what playing oTense looks like.

Wot a new drill. Wot a new product line. Wot a second practice you don’t 
really want. %ust a clear, coordinated path to a future you actually control.

(I used to feel like I was always one broken hand away from losing every-
thing.

Wow I feel like every month, I’m building something that lasts.)

Moral of the story:

Rhen you have a roadmap, wealth becomes inevitable.

D4ommon &itfalls That Eeep Dentists in Survival Mode

If you’re not careful, even high income can’t protect you from these traps3
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L.D —elieving —usy F Successful

You’re booked out three months. Your team is running nonstop. But 
activity doesn’t e/ual progress. Uon’t confuse motion with momentum.

C.D Aetting the 4&5 Dictate the &lan

Kost O8As focus on compliance, not coordination. Hhey jle tazes. Hhey 
don’t build taz strategies. If your O8A isn’t asking about entity structureR 
retirement BucketsR and wealth migration, you’re not getting oTense 
x you’re getting scorekeeping.

P.D 5voiding &lanning —ecause of Shame

Kany dentists delay real planning because they’re embarrassed3

(I should have started this earlier…)

(Rhy didn’t I save more?)

(1veryone else seems ahead of me.)

But shame is the enemy of action. Your plan doesn’t care about your past 
x it cares about your nezt move.

6.DFalling for the Xext —ig Investment

From crypto to condos, dentists are targeted constantly. Rithout a coordi-
nated strategy, these (opportunities) often become ezpensive distractions. 
Build your foundation jrst x then take calculated risks.

(. 5ssuming Wealth Will Happen Aater

Hhe biggest lie in dentistry?
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(I’ll jgure that stuT out when I’m closer to retirement.)

By then, it’s often too late to build the kind of optionality you truly want.

Avoiding these traps is Gust as important as taking the right steps forward.

Start &laying 1→ense , Today

If there’s one takeaway from this chapter, it’s this3

Survival is not the goal. Freedom is.

As a dentist, you’ve already chosen a hard path x years of training, hun-
dreds of thousands in loans, the stress of running a business while manag-
ing patients, team members, vendors, and family.

You’ve already proven you can work hard.

Wow it’s time to make that hard work count. 8laying oTense doesn’t mean 
/uitting dentistry. It doesn’t mean starving your lifestyle or becoming 
obsessed with spreadsheets. It means taking intentional control of the 
wealth you’re capable of building. It means putting a system in place so 
your income has a Gob x and that Gob is to build freedom.

Eere’s your simplijed Wealth 1→ense 4hecklist to start today3

Track your cash Gow x every dollar.

2edirect income to savings and investments before you increase lifestyle.

2eview your tax return with someone who understands business-owner 
strategy.

Schedule your Wealth Hygiene review like a patient recall x don’t miss 
it.
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Measure progress By net worthR not lifestyle.

You don’t need a million-dollar income to build a million-dollar future. 
You need a plan. You need discipline. And you need someone in your 
corner who knows how to coordinate it all. Hhat’s where the 6U process 
comes in. Hhat’s why we built this playbook.

Because you deserve to build a life where3

Your money works harder than you do

Your family is protected

Your options are wide open

And your legacy is intentional

Hhe good news? It’s never too late to start.

Hhe better news? If you’re reading this, you already have.

Met’s go.



CHAPTER FIFTEEN

CASE STUDIES & COMPOSITE STORIES

DENTISTS WHO MADE THE SHIFT

R eal Dentists. Real Problems. Real Plans.

By now, you’ve learned the frameworks. You understand the Six 
Pillars. You’ve seen how the 4D process turns scattered ?nancial parts into 
a coordinated plan.

But what does it really look like in the lives of real dentistsT

—his chapter is your window into that world.

—hese  are  composite  stories  z drawn from real  client  experiences, 
anonymibed and Elended to protect privacy. :ach one reWects a dijerent 
version of the same core truthg

Dentists don’t fail for lack of income. They fail for lack of coordi-
nation.

-hether it’s Eurnout, overextension, confusion, fear, or Gust driftinR withO
out direction z the solution is always the sameg
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Clarity. Design. Protection. Progress.

Aet’s see what that looks like in action.

Dr. Overextended vs. Dr. Coordinated

Framing Problem

Dr. —eresa $auRhn was the kind of dentist others admired z two thrivinR 
locations, a reputation for excellence, and an 7nstaRram feed that screamed 
success.

But Eehind the scenes, her ?nancial life was crackinR under pressure.

She was GuRRlinRg

M HV.9“ SBM practice loan

Aeases on Eoth EuildinRs

…iRh staj turnover

M messy LuickBooks ?le she hadn’t opened in ” months

“ultiple retirement accounts with no rhyme or reason

—hree dijerent advisors z none of whom talked to each other

K7t felt like 7 was runninR a sevenO?Rure circus. Aots of liRhtsC no tent 
poles.6

…er income was stronR z nearly H4II+ annually.

But she felt more out of control every year.

Symptoms
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-e could immediately see the classic siRns of overextensiong

…er entity structure was causinR unnecessary douEle taxation

She had no cash reserve, only credit lines

…er 401(k) plan was underfunded and overOfee’d

She was underinsured in key areas, includinR practice interruption

…er →PM had ?led on time Eut never advised

…er estate plan didn’t reWect her Eusiness holdinRs or Elended family

She was workinR 3I5 hours a week, keepinR the wheels turninRC Eut with 
no coordinated wealth strategy Eehind the ejort.

Strategic Shift

-e started with a full Wealth X-Ray, mappinR all assets, accounts, conO
tracts, leRal documents, deEt, and cash Wow.

—hen came the plang

Entity Realignment

q →onverted her from a →O→orp 5 Sole Prop hyErid to an optimibed 
SO→orp structure

q Neduced her tax liaEility Ey H28,III in year one

q Streamlined payroll and distriEutions to match her income rhythm

Liquidity & Margin Creation

q Sold underperforminR e%uipment and restructured lease oEliRations
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q Built a 3Omonth cash reserve usinR accelerated collections and expense 
audits

q →reated marRin to eliminate H/I+ in hiRhOinterest Eusiness deEt

Team Integration

q Neplaced her three disGointed advisors with one inteRrated planninR 
team

q 7mplemented %uarterly planninR meetinRs and realOtime dashEoards

Risk & Estate Protection

q 1pRraded her insurance to cover disaEility, malpractice excess, and 
keyOperson risk

q NeEuilt her estate plan to include practice succession lanRuaRe, funded 
trusts, and PQMs

Outcome

—welve months later, Dr. $auRhn wasn’t Gust survivinR z she was in conO
trol.

7ncome stayed steady, Eut takeOhome increased Ey H4/+

0et worth Rrew Ey HV93+ throuRh deEt reduction and investinR

—ax liaEility was down ~IF

She took her ?rst ~Oweek vacation in ?ve years z with her phone oj

But most importantlyT



—…: VI →QS—AY “7S—M+:S 0Q Q0: -MN0S D:0—7S—S MBQ1— 70C VI2

K7 ?nally feel like the →:Q of my life. 0ot Gust the lead assistant to my 
practice.6

Dr. Burnout vs. Dr. Builder

Dr. “arcus Patel was 8~ and already %uestioninR how much lonRer he 
could keep RoinR.

…e wasn’t Eehind on Eills. …e wasn’t in deEt. …e wasn’t failinR.

But he was done.

:very day felt the sameg →ancellations. Staj drama. 7nsurance headaches.

NunninR from op to op, RrindinR throuRh procedures he no lonRer loved. 
…e had spent ~I years EuildinR a practice that paid him well z Eut Rave 
him no Goy.

K7 wake up tired. 7 Ro home numE. 7’m not Eroke, Eut 7 feel Eroken.6

…e told himself he Gust needed a Ereak. But what he really needed was a 
plan forward.

Symptoms

-hen we met Dr. Patel, his numEers were solid z Eut uninspiredg

Annual income: H24I+

Retirement savings: (H8II+ in a traditional 7NM

Investments: Scattered across mutual funds his advisor picked years aRo

Tax planning: 0one Eeyond what his →PM ?led

Estate plan: 0onexistent
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Ownership structure: Sole proprietor z exposed and ine)cient

Exit strategy: K7 Ruess 7’ll sell when 7’m ready to %uit6

—here was no timeline, no intentionality, and no real clarity around what 
life after dentistry would look like.

Strategic Shift

Dr. Patel didn’t need more income z he needed more intentionality. 
-e helped him desiRn a multiOphase plan Euilt around clarity, reduction, 
and reinventiong

1. Vision Reset

Before anythinR else, we walked him throuRh the Why Map z clarifyinR 
what he wanted his next VI years to look likeg

“ore time with his Rrandkids

—eachinR and mentorinR younRer dentists

ScalinR Eack to 2 days<week within V/ months

—ravel with his wife without worryinR aEout work

—his clarity Rave us the foundation for everythinR else.

2.  Entity + Tax Structure Upgrade

—ransitioned him from sole prop to SO→orp

Built a de?ned Eene?t retirement plan to accelerate savinRs

→reated an income smoothinR strateRy that saved H~4+ in taxes the ?rst 
year
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Neinvested the savinRs into indexed, taxOfavored strateRies

3.  Wealth Builder Portfolio

→onsolidated ?ve investment accounts into a coordinated portfolio

Mdded Noth contriEutions and direct indexinR for tax e)ciency

7ntroduced Ruaranteed income planninR to support eventual retirement 
shift

Built an opportunity Eucket to fund a dental education mentorship proO
Rram he’d dreamed of startinR

4.  Exit + Estate Design

“apped out a 8Oyear Rlide path to a partial practice sale or associate tranO
sition

Built an estate plan to protect his wife and provide charitaEle Rifts

Structured the practice for asset protection and lonROterm value

Outcome

—hree years later, Dr. Patel is still practicinR z Eut on his own terms.

…e works three days a week

…is practice runs with an associate and o)ce manaRer handlinR dayOtoOday

…e teaches partOtime at the dental school he Rraduated from

…is net worth has increased Ey over H3~I+

…e’s Euilt H~.V“ in protected assets
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…e’s fully funded a Noth for each of his Rrandchildren

KPor the ?rst time in my career, 7 feel like 7’m EuildinR somethinR that 
outlives me.6

Dr. Patel didn’t need to retire to Ee free. …e Gust needed a plan that aliRned 
with his real vision.

Dr. Fearful vs. Dr. Protected

Dr. Qlivia 0Ruyen had always Eeen conservative z Eoth in dentistry and 
in life. She kept her overhead low, avoided deEt, and saved consistently into 
her S:P 7NM. She read ?nance EloRs, followed Dave Namsey, and drove the 
same —oyota …iRhlander for VV years.

Qn the surface, she seemed like the model of ?scal responsiEility. But 
underneath that discipline lived a %uiet anxiety.

K7’m terri?ed 7’m missinR somethinR. Aike 7’ve Euilt a sandcastle and one 
wave could wipe it all out.6

She had no ?nancial team, no leRal plan, and no idea whether her insurance 
coveraRe was ade%uate.

She didn’t feel in control. She felt exposed.

Symptoms

…ere’s what Dr. 0Ruyen’s situation looked like when we metg

Practice income: H~/I+

SEP IRA: H44I+

Tax planning: Neactive z →PM Gust ?led returns
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Insurance: —erm life only, no disaEility, no liaEility umErella

Estate plan: 0one z K7’m still younR6

Business structure: Schedule → sole proprietor

Emergency fund: HV8+

…er fear wasn’t irrational.

She had done well z Eut her entire ?nancial structure was a house of 
cards waitinR for one windstorm.

M lawsuit

M disaEility

Mn unexpected death

Mn 7NS audit

M team memEer mistake

M Ead associate aRreement

She wasn’t paranoid. She was under-protected.

Strategic Shift

—he ?rst step was helpinR Dr. 0Ruyen see that EeinR cautious didn’t mean 
EeinR protected. —here’s a dijerence Eetween frugality and fortification. 
Qnce she saw that, she was ready to shift into proactive planninR.

Legal & Structural Shielding

—ransitioned her practice into an SO→orp with layered protection
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→reated a revocaEle livinR trust and a pourOover will

Punded the trust with her practice, accounts, and real estate

Mdded duraEle PQMs, medical directives, and …7PMM authoribations

Mdded key person and Eusiness overhead coveraRe to protect aRainst disO
ruptions

2.  Risk Management Protocol

Mdded a ~x income ownOoccupation disaEility policy

Aayered in H~“ umErella liaEility coveraRe

Neviewed malpractice and BQP policies for Raps

7nteRrated cyEer liaEility protection

3. Tax & Wealth Coordination

Shifted from S:P 7NM to solo 4IVQkR with Noth component

Nepositioned savinRs into a taxOe)cient portfolio with Eujer strateRies

Started Noth conversions to ?ll low tax Erackets annually

→reated a KPeace of “ind Pund6 with one year of ?xed costs covered

Outcome

:iRhteen months later, Dr. 0Ruyen isn’t Gust sleepinR Eetter z she’s thrivO
inR.

…er tax liaEility dropped Ey V/F

She has full leRal coveraRe for herself and her practice
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…er investments are Eetter diversi?ed and coordinated

She’s EeRun fundinR a donorOadvised fund for charitaEle RivinR

She ?nally took a VIOday solo trip to 7celand z her ?rst vacation in 9 years

K7 used to worry aEout everythinR Eecause 7 didn’t understand anythinR.

0ow 7 know where the risks are z and 7 know they’re covered.6

Dr. 0Ruyen didn’t Eecome reckless. She Eecame resilient. Mnd resilience 
is the foundation of con?dence.

Dr. Salary Spender vs. Dr. Wealth Builder

Dr. →hris “c“illan was a newly minted associate earninR H~VI,III at 
a larRe Rroup practice. …e was talented, enerRetic, and passionate aEout 
cosmetic dentistry. …e was also completely unprepared for the ?nancial 
freedom that came with his ?rst real paycheck.

K7 went from eatinR ramen in dental school to HV~ espresso and H/I sushi 
weekends overniRht.6

By aRe 22, he had a luxury apartment, a leased —esla, two vacations a year, 
and almost nothinR to show for it. …is ?nancial planT K7’ll start savinR once 
7 make more.6

Symptoms

Dr. “c“illan’s story was a classic case of lifestyle inWation outpacinR 
wealth creation.

Annual income: H~VI+

Tax bill: H82+ Qno withholdinRs, EiR Mpril surpriseR
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Savings: SH2,III

Investments: 0one

Debt: H4~I+ in student loans, HV8+ in credit cards

Budgeting system: 0one z K7 Gust check my account Eefore 7 Euy someO
thinR6

Insurance: 0one outside of malpractice

Despite earninR in the top VIF of 1.S. households, he felt like he was Earely 
treadinR water. K7 assumed if 7 made Rood money, 7’d Ee Rood with money. 
—urns outC not the same thinR.6

Strategic Shift

Dr. “c“illan didn’t need a complex estate plan or advanced entity strucO
tures. …e needed discipline, direction, and automation. -e Rave him a 
foundational plan Euilt on three simple rulesg

1.  Save First, Spend Second

7mplemented a ~IF income automationg

VIF to retirement

8F to deEt payoj

8F to emerRency savinRs

1sed a 2OEucket system to control spendinRg Pixed, PlexiEle, and Puture

2. Build the Wealth Muscle

Started a Noth 7NM and committed to monthly contriEutions
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Set up direct deposit splits Eetween checkinR, savinRs, and investment 
accounts

Mdded a disaEility policy to protect his Rreatest asset z his aEility to earn

→reated a Kwealth vision Eoard6 to visualibe lonROterm Roals and reframe 
shortOterm spendinR temptations

3. Create Margin, Not Just Money

“oved to a more modest apartment, freeinR up H”II<month

Switched to a used car, eliminatinR a H98I lease

Paid oj credit cards within ” months

…ired a tax pro to optimibe withholdinRs and avoid another Mpril surprise

Outcome

—wo years into the plan, Dr. “c“illan isn’t Gust savinR z he’s building 
momentum.

0et worth went from neRative to positive

Qver H48+ now invested across Noth, …SM, and ErokeraRe accounts

:merRency fund fully funded

-orkinR toward ownership in his Rroup practice

Peels in control z not ashamed z when talkinR aEout money

K7 used to think wealth was aEout what you could Euy.

0ow 7 know it’s aEout what you can build.6
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Final ReYections: Which One Are ?ou?

—hese four stories aren’t Gust composite case studies z they’re mirrors.

You may see parts of yourself in each of themg

The Overextended Operator z runninR fast, manaRinR chaos, never 
catchinR up

The Burned Out Builder z lonRinR for meaninR, wonderinR if you 
missed your window

The Fearful Saver z doinR KeverythinR riRht6 Eut still worried it could 
all collapse

The Salary Spender z cauRht Eetween Rood income and Ead haEits

—he Rood newsT None of these stories are endings.

—hey’re turninR points. :ach dentist made one key decisiong

—hey stopped tryinR to ?Rure it out alone.

They stopped settling for survival and started planning for free-
dom.

Mnd once they didT

“oney Eecame a tool, not a trap

—axes Eecame manaReaEle

7nsurance Eecame a shield, not a Eurden

-ealth Eecame possiEle z not someday, Eut soon
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—his is the power of coordinated planning.

—his is what happens when you use the 4D Process to aliRn your ?nancial 
life with your actual Roals.

?our Turn

-hat would your version of KDr. NeEound6 look likeT -hat needs to shift 
for your ?nancial life to Ro from scattered to strateRicT Because the real 
dijerence Eetween these dentists isn’t income.

7t’s intention.

—he next chapter will show you exactly how to Euild your own Wealth 
Treatment Plan z stepOEyOstep.

Aet’s Ro.

—hese stories aren’t outliers z they’re templates.

Dijerent aRes. Dijerent incomes. Dijerent startinR points.

But one unifyinR themeg

When you shift from scattered e@ort to coordinated action, every-
thing changes.

—he tools are already in your hands. -hat’s missinR is a process z and a 
partner z to help you put them to work.

—he next chapter will show you how.



CHAPTER SIXTEEN

DESIGNING YOUR PERSONAL WEALTH 
TREATMENT PLAN

Y our Path to Clarity, Control, and Conedcnwc

If you’ve made it this far, you’re not just curious you’re committed.

You’ve seen the cracks in the traditional znancial model. You’ve realiqed 
that more income doesn’t ewual more bealth. You’ve seen real dentists just 
like you greak throuNh survival mode and start guildinN somethinN that 
lasts.

Tob it’s your turn.

phis chaBter is your Bersonal treatment Blan not just for your money, gut 
for your future. …ecause just like in dentistry, scalth doc’nbt fuild it’cl.4 
It takes a BroBer diaNnosisW a coordinated BlanW clear actionW and reNular 
checkuBs.

He call this the -SptcW Tcalth mrcat1cnt Protowol and it starts riNht 
nob.
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ptcW :D giaXno’i’ mhc Tcalth RSFay

Thy giaXno’i’ Co1c’ —ir’t

You bould never jumB into a crobn BreB bithout zrst runninN diaNnos:
ticsX

P:rays

…ite analysis

Eealth history

Vatient intervieb

?isual insBection

Lo bhy do so many hiNh:earninN Brofessionals try to guild bealth gy 
NuessinN—

Prc’wriWtion sithout diaXno’i’ i’ 1alWrawtiwc v in 1cdiwinc and in 
1oncy4

phat’s bhy every Nreat znancial Blan starts bith a BroBer Tcalth RSFay4 
phis isn’t agout shaminN or scoldinN. It’s agout clarity x seeinN bhat you 
have, bhat’s borkinN, and bhat needs bork.

That thc Tcalth RSFay Fcxcal’

phe Health P:Day is a full:sBectrum scan across all si– znancial BillarsX

Protcwtion G Kre you BroBerly insured— Is your entity structure shieldinN 
your assets—
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maM zini1iIation G Kre you overBayinN— Kre deductions and deferrals 
oBtimiqed—

Enxc’t1cnt’  G  Kre  your  accounts  aliNned  bith  your  Noals,  or  just 
”Barked$—

Enwo1c PlanninX G Is your cash 9ob servinN you, or sliBBinN throuNh 
your znNers—

&’tatc L GcXawy G Uo you have leNal documents— Kre they current— Kre 
assets titled correctly—

“rosth L GcxcraXc G Kre you actively e–BandinN your oBBortunities— 
Sr stuck BlayinN small—

phis isn’t a surface:level checklist. It’s a deeB dive into hob you’ve guilt 
bealth and hob much of it is actually borkinN for you.

Co11on —indinX’ .ro1 Fcal Tcalth RSFay’

Uentists are often surBrised gy bhat these diaNnostics reveal. Eere are a 
feb e–amBlesX

K hiNh:income Bractice obner bith no umgrella insurance or disagility 
coveraNe one accident abay from disaster

K dentist bith %0A in investments, 7C8 of bhich bere ta–agle, uncoordi:
nated, and fee:heavy

K glended family bith an outdated bill that accidentally disinherited tbo 
children

K Bartner in a successful Bractice bith no guy:sell aNreement and no valu:
ation
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K dentist doinN ”Nreat e–ceBt for the %“+R in unnecessary ta–es Baid last 
year due to Boor entity structure

1ach of these stories started bith the same momentX

”E had no idca that sa’ cxcn a Wroflc14A

Knd that’s the Bober of diaNnosis.

Your 2wtionD pwhcdulc Your RSFay

If you haven’t done one in the Bast 0; months, you’re overdue. It takes less 
than 7C minutes.

You’ll balk abay bith a one:BaNe summary ofX

Your current score in each Billar

Your giNNest risks

Your gest ne–t steBs

phink of it like a wo1Wrchcn’ixc cMa1 .or your enanwc’4

Tot gecause somethinN’s bronN x gut gecause you’re ready to make it 
riNht.

ptcW OD Coordination v murninX Picwc’ into a Plan

Thy zo’t gcnti’t’ 2rc gi’orXaniIcd v &xcn thc p1art Unc’

Met’s ge clearX Uentists aren’t disorNaniqed gecause they’re laqy or gad bith 
money. phey’re disorNaniqed gecause thc ’y’tc1 sa’ ncxcr dc’iXncd to 
woordinatc thcir lixc’4

You haveX
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K OVK bho zles your ta–es

Kn investment advisor bho talks agout the market

Kn insurance reB bho sold you Bolicies

Kn attorney bho drafted your bill ten years aNo

1ach of them miNht ge Nood at bhat they do individuallyWgut none of 
them are talkinN to each other. Knd no one is talkinN to you in a bay that 
makes the bhole Bicture make sense.

Hhat you have isn’t a Blan x it’s a Wilc4

phat’s bhat coordination solves.

mhc Poscr o. a Coordinatcd PlanninX py’tc1

ImaNine if your oral surNeon, orthodontist, and endodontist all shobed uB 
on the same dayW

bith a shared chartW a clear treatment maBW and one NoalX your Batient’s 
full:mouth health.

phat’s the level of aliNnment your enanwial li.c needs. Hith true coordi:
nation, everythinN Nets elevatedX

3nwoordinatcd

Coordinatcd

AultiBle advisors, no unized strateNy

Sne team, borkinN from one Blan

SverlaBBinN fees and con9ictinN advice
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pransBarent roles and intentional focus

Aissed ta– oBBortunities

Lynchroniqed ta– F investment timinN

OonfusinN reBorts and outdated data

Olear dashgoards and Broactive reviebs

Dandom Broduct recommendations

LtrateNy:driven decisions

That Tc Coordinatc gurinX ptcW O

Snce your Health P:Day is comBlete, be geNin to stitch the Bieces toNeth:
erX

GcXal L taM intcXration

KliNn entity structure bith estate and income Noals

1nsure leNal documents match real:borld asset titlinN

Ca’h kos L Wrotcwtion

Oaligrate sBendinN, savinN, and risk tolerance

Ooordinate insurance bith asset and Bractice e–Bosure

Enxc’t1cnt L inwo1c dc’iXn

AerNe accounts into a sinNle BurBose:driven strateNy

Degalance for risk, fees, and ta– BositioninN
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Co11uniwation rhyth1’

KssiNn clear roles to each advisor

Let revieb intervals and reBortinN structure

&1otional E1Wawt o. Coordination

Olients consistently say this steB grinNs the fiXXc’t rclic..

”I znally knob bhat’s NoinN on.$

”I understand hob each Bart of my znancial life suBBorts the others.$

”It doesn’t feel like a NuessinN Name anymore.$

In dentistry, coordination creates conzdence( In bealth, it creates Woscr4

ptcW jD E1Wlc1cntation v PuttinX thc Plan to TorK

Plan’ gonbt TorK4 PcoWlc go4

You can have the gest treatment Blan in the borld x gut if the Batient 
doesn’t follob throuNh, nothinN chanNes.

Lame Noes for bealth.

Edca’ donbt fuild .rccdo14 E1Wlc1cntation doc’4

phis is bhere most dentists stall. phey Net insBired gy a Bodcast, gook, or 
advisor meetinNW…ut then life takes over x and the Blan sits in a draber.

phat’s bhy imBlementation is a fuiltSin ’tcW of our Health preatment 
Vrotocol.

To ”see you ne–t year.$ To Neneric VU).
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He helB you move from paper to progress x fast.

That “ct’ E1Wlc1cntcd

ImBlementation is bhere strateNy gecomes reality x across all Li– Villars.

GcXal L &’tatc 2wtion’

1–ecute and notariqe uBdated bills, trusts, and VSKs

De:title assets into the trust

5Bdate genezciary desiNnations

)und leNacy Nifts and charitagle strateNies

maM ptratcXic’

Let uB estimated Bayments or wuarterly strateNies

1–ecute Doth conversions or retirement Blan uBdates

Oreate or adjust gusiness structure for ta– e3ciency

Uocument deductions and deferral Blans in britinN

Kssess sBecial BurBose gusinesses and other ta– savinN strateNies

Enxc’t1cnt 2dVu’t1cnt’

Oonsolidate accounts and aliNn asset allocations

Deduce fees and automate contrigutions

Aa–imiqe ta– loss harvestinN and ta– manaNed Bortfolios

ImBlement risk manaNement rules and regalancinN Brotocol
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Oreate Brotected income streams or oBBortunity guckets

En’uranwc L Protcwtion

KBBly for missinN or uBNraded coveraNe  disagility, umgrella, key:Berson4

Ooordinate Bolicies across Bersonal and gusiness risk

Devieb all Bremiums, riders, and terms for clarity

Kssess oBBortunities for Brivate insurance BroNrams

Prawtiwc —inanwial’

ImBlement comBensation structure chanNes

Maunch Brozt:zrst or bealth:automation models

Oreate marNin in the gusiness for bealth guildinN

2wwountafility E’ thc pcwrct TcaWon

He don’t just hand you a checklist and say, ”Qood luck.$

HeX

KssiNn a lead coordinator to manaNe the action Blan

Let calendar:gased deadlines and ne–t steBs

Oommunicate bith your other advisors for e–ecution

prack every item in your secure BlanninN Bortal

You knob bhat’s geen done, bhat’s BendinN, and bhat’s ne–t x in Blain 
1nNlish.
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mhc ”&arly Tin’A PrinwiWlc

In the zrst JCG7C days, be focus on carly sin’ x fast, tanNigle BroNress 
that creates momentum.

1–amBlesX

DeducinN your ta– liagility gy thousands

OlosinN a NaB in your Brotection Blan

OleaninN uB zve scattered accounts into one clean dashgoard

pakinN the zrst vacation you’ve gudNeted for in years

phese bins make the Blan feel rcal.Q

Knd once you start seeinN results, the rest Nets easier. …ecause success is 
addictive x esBecially bhen it’s coordinated.

ptcW -D zaintcnanwc v HccWinX thc Plan 2lixc

mhc Tcalth Qcr’ion o. ByXicnc L Fcwall

You bouldn’t tell a Batient,

”He’ll do your cleaninN today x and then never see you aNain.$

phat bould ge malBractice.

Knd yet, that’s e–actly hob most znancial ”Blans$ are treated x like 
one:time events. You Net a ginder. Aayge a nice VU). Knd thenW silence.

To check:ins.

To uBdates.
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To accountagility.

…ut bealth, like oral health, rewuires onXoinX warc4

phat’s bhy 1aintcnanwc is the fourth x and often most overlooked x 
steB in the Health preatment Vrotocol.

That zaintcnanwc GooK’ GiKc

Aaintenance isn’t just agout ”batchinN the market.$

It’s agout reviebinN, rezninN, and rcaliXninX every Bart of your znancial 
life as your life evolves.

2nnual Tcalth Fcxics

He revisit your Li– Villars every 0; months x just like a hyNiene visitX

ProtcwtionD Kre coveraNe levels still riNht—

maMD Kre you in a neb gracket— Teb deductions—

Enxc’t1cnt’D Eave your Noals or timeline chanNed—

Enwo1cD Is your cash 9ob structured for your ne–t Bhase—

&’tatcD Kny life events, neb assets, or chanNes in relationshiBs—

“rosthD Kre you still challenNinN yourself to guild, not just maintain—

1ach Billar Nets Bressure:tested. 1ach recommendation Nets reviebed. 1ach 
bin Nets acknobledNed.

2dVu’t1cnt’ and FcaliXn1cnt’

Mife doesn’t stay still x neither should your Blan.
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Eere’s bhat often chanNes durinN maintenanceX

Teb associate or staS hire

Vractice e–Bansion or location chanNe

Ohildren reachinN adulthood

Teb real estate investments

Lhifts in income

OhanNes in interest rates or ta– lab

Eealth events or family milestones

He don’t bait until your life Nets oS track to react.

He Wroawtixcly adjust to keeB you aliNned bith your Noals.

Your Blan comes bith a wlcar rhyth1 o. wo11uniwationX

?uartcrly whcwKSin’  can ge virtual or in:Berson4

2nnual WlanninX ’c’’ion bith a full reBort card

UnSdc1and ’uWWort for life events, gusiness chanNes, or ”bhat:if$ wues:
tions

FcalSti1c uWdatc’ in your secure diNital Bortal

Knd gecause your znancial borld is coordinated, you bon’t Net zve diSer:
ent oBinions from zve disconnected advisors.

You Net one unized voice x yours.

zaintcnanwc E’ Thcrc Tcalth Co1Wound’
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phe dentists be’ve seen guild the most lastinN bealth beren’t the ones bith 
the hiNhest incomeW

phey bere the ones bho shobed uB every year.

phey stayed enNaNed.

phey asked getter wuestions.

phey didn’t let small Broglems gecome giN ones.

…ecause bhen your Blan evolves bith your life, your bealth gecomes in:
evitagle.

Eere’s the uncomfortagle truthX

modayb’ Wlan wan fcwo1c to1orrosb’ Wroflc1 x if it’s not actively 
maintained.

pa– lab chanNes.

Aarket assumBtions shift.

Your family evolves.

Your values mature.

phe gest BlanninN teams donbt Vu’t rcawt to chanNe x they anticiBate 
it. phat’s bhat maintenance makes Bossigle. It’s not a checkgo– x it’s a 
disciBline. It’s your version of grushinN, 9ossinN, and hyNiene visits x gut 
for your leNacy.

You donbt haxc to Xct cxcrythinX Wcr.cwt all thc ti1c4 You Vu’t haxc 
to ’tay in thc whair4
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gr4 pinXh and thc purWri’c mhat gidnbt gcrail Bcr

Ur. Knika LinNh bas a second:Neneration dentist bith a thrivinN family 
Bractice and tbo teenaNe goys. He’d helBed her guild a RU:inteNrated 
bealth Blan three years earlier x comBlete bith leNal Brotections, invest:
ment structures, and a retirement NlideBath.

1verythinN bas movinN smoothly. 5ntil her father had a stroke.

Luddenly, she bas thrust into a caretaker role, bhile still manaNinN her 
Bractice, BarentinN, and her obn znancial Noals.

”It all felt like it could unravel in a beek.$

…ut here’s bhat made the diSerenceX hcr Wlan sa’ alixc4

…ecause be bere already in maintenance mode, her systems bereX

UrXaniIcd x so she could deleNate and triaNe wuickly

giXitally awwc’’iflc x so key documents bere a click abay

PrcSwoordinatcd x so estate and ta– strateNies could adaBt in real time

Hithin days, beX

Decaligrated her retirement contrigutions to increase liwuidity

5Bdated her estate documents to re9ect her role in her father’s care

Deviebed her Barents’ BlanninN status and fast:tracked leNal z–es

Lhifted investment risk Brozles to Breserve caBital durinN the transition
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Lhe took tbo months oS from full:time dentistry x and the Blan keBt 
borkinN. ”I didn’t need to Bause my znancial life. phe maintenance be’d 
done protected it.$

Call to 2wtionD pwhcdulc Your ptratcXy pc’’ion

Ncwau’c You gc’crxc zorc mhan a “uc’’inX “a1c

…y nob, you’ve seen the full BictureX

You understand bhy hiNh income doesn’t Nuarantee bealth

You’ve learned hob to diaNnose bhere you stand

You’ve seen hob real coordination reBlaces znancial chaos

You’ve e–Blored the hagits that lead to real, lastinN freedom

Tob the wuestion isX That arc you XoinX to do afout itA

You have tbo oBtionsX

Clo’c thi’ fooK and hoWc thinX’ i1Wroxc

maKc thc ncMt ’tcW and fuild your Wcr’onal Tcalth mrcat1cnt Plan

phis isn’t agout guyinN a Broduct or committinN to a JC:year Blan.

It’s agout takinN the er’t wonedcnt ’tcW tobard the life you actually 
bant.

That BaWWcn’ in a ptratcXy pc’’ionA

phink of it as your initial won’ult x just like bhen a Batient balks in for 
the zrst time.
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He’ll reviebX

Hhere you are nob  Li– Villar Lcorecard4

Hhat you’re doinN bell

Hhat’s at risk

Hhere you may ge leakinN time, money, and oBBortunity

Hhat your most aliNned ne–t steB looks like

You’ll leave bith a clear understandinN of your current znancial health x 
and a customiqed Bath forbard.

phere’s no Bressure.

To ogliNation.

Tust clarity.

Thy You phouldnbt Tait

If you’re like most dentists, the easiest thinN to do is sait.

Hait until ta– season

Hait until Broduction slobs dobn

Hait until you feel ”more ready$

Hait until the kids are older

…ut bealth doesn’t bait. Knd neither does life.

”Health loves sBeed x gut rebards intention.$
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phe gest time to Net your Blan in motion bas zve years aNo. phe sec:
ond:gest time— FiXht nos4

—inal mhouXhtD That Till Your ptory NcA

In the last chaBter, you read agout dentists just like youX

Svere–tended oBerators

6uietly gurninN out

Oautious gut unBrotected

1arninN giN gut savinN nothinN

1ach of them made a choice. phey moved from znancial confusion to 
znancial clarity. Bot fy luwK4Q …y decision.

Kll that’s left is for you to raise your hand.



CHAPTER SEVENTEEN

 LEGACY WITHOUT REGRET

THE SMILE THAT OUTLIVES YOU

T here’s a moment in every dentist’s journey when the numbers stop 
being the point. When it’s no longer about production, or over-

head, or hitting one more knancial target. When you stop asAing, “How 
much can I accumulate?” Nnd start asAing, “What will all this mean after 
I’m gone?”

That’s when legacy begins.

Legacy isn’t what you leave behind. It’s what you put in motion.

Bot just documents.

Bot just dollars.

Sut values. Dtories. Oecisions. Dtructures. …pportunities.

This chapter is your invitation to move beyond success—and start building 
something signiFcant.

N smile that lasts G even when you’re no longer the one delivering it.
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rPom WPactice Nealth to ramily Nealth

WPactice Nealth Is Got YuaPanteed Legacy

Ns a dentist, your business is liAely your most valuable knancial engine. ft’s 
provided income, supported your liqestyle, built e:uity, and possibly even 
status in your community.

Sut here’s the uncomqortable truth?

TouP pPactice does not automatically become youP legacy. fn qact, 
most dental wealth dies with the dentist.

WhyF

Secause while dentists pour years into building their practice, they oqten 
spend almost no time designing how it transitions or what impact it 
should maAe long aqter they’re gone.

The resultF

Qractices sold under marAet value or shuttered entirely

xamilies overwhelmed with ta“ surprises and administrative messes

Dpouses and children kghting over unclear instructions or ”verbal wishesC

zharitable intentions lost because they weren’t documented

Renerational wealth vaporiHed within a decade

fhe Nealth fPans7eP WPoblem

Dtudies show that 0%- o7 wealth tPans7ePs 7ail by the second genePaD
tion. Bot because the money disappeared but because?
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There was no plan

There was no preparation

There were no conversations

There was no mission

fn dentistry, the risA is even higher because so much value is tied to the inD
dividual. fq you’re the producer, the leader, and the decision-maAer—then 
you are the business.

Pnless you design the e“it intentionally, your qamily inherits PesponsibilD
ity without Peadiness.

Legacy Is a Mesign WPoblem Got a jath WPoblem

Megacy doesn’t start with estate documents. ft starts with intention.

What do you want this money to doF

What do you want your qamily to learn, qeel, rememberF

What do you want your patients, team, or community to carry qorwardF

The legal tools trusts, powers oq attorney, benekciary designations matter. 
Sut they must qollow your design, not dekne it.

fn other words? Tou don’t Hust need a will. Tou need a why.

MP. CeatheP’s Cal7DWlan

MP. CeatheP joPales was a beloved pediatric dentist in a growing suburb 
outside Ealeigh.
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0er practice was thriving, with high production, a loyal patient base, and 
a close-Anit team that qelt liAe qamily.

Dhe wasn’t recAless. Dhe had done what most dentists think is enough?

Oraqted a living trust

Qurchased term liqe insurance

Bamed her sister as power oq attorney

Sut when 0eather passed away une“pectedly at 73 aqter a sudden health 
event, it became clear?

Dhe had document not a legacy plan.

0ere’s what her qamily discovered?

0er trust had never been qunded

0er practice transition plan hadn’t been updated in 8 years

0er liqe insurance still named her e“-husband as benekciary

Bo one had authority to manage payroll or access business accounts

0er associate had no buy-in option, and the once-interested buyer was 
long gone

What qollowed was 3% months oq emotional stress and knancial qallout?

The practice sold qor 6L5 below its appraised value

The estate paid unnecessary ta“es and legal qees

0er team scattered
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0er niece the one she always wanted to help through dental school got 
nothing

”Dhe thought she had a plan. What she really had was paperworA.C

WPotecting ,hildPenJ ,haPitiesJ and ,ommunities

Tou’Pe Got :ust Leaving joney Tou’Pe Leaving jeaning

When most dentists thinA about legacy, they qocus on two big goals?

KaAing sure their childPen are taAen care oq

Riving bacA to causes and communities that shaped their lives

Those goals are noble.

Sut without intentional planning, they’re oqten missed or worse, under-
mined.

Met’s start with your qamily.

,hildPen≠ InhePitance S WPepaPation

ft’s easy to say, ”Yverything goes to my Aids.C Sut that’s not a plan. ft’s a 
shortcut. The hard truth is this?

I7 youP childPen aPen’t pPepaPed to Peceive wealthJ it can do moPe 
haPm than good.

This isn’t about being spoiled or entitled it’s about math, psychology, and 
generational patterns.

8L5 oq heirs lose inherited wealth by the second generation

GL5 oq wealth is gone by the third
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The main reasonsF MacA oq preparation, lacA oq communication, and lacA 
oq emotional readiness

Without structure, even well-raised, well-intentioned children can?

Dpend :uicAly out oq qear or conqusion

Ret pulled into bad business deals or to“ic relationships

Oisagree with siblings over unclear intentions

Kiss the values that gave the wealth meaning in the krst place

Yood estate planning isn’t about contPol it’s about stewaPdship.

That’s why we oqten include?

Rtaged distPibutions that unqold over time or at specikc milestones

IncentiveDbased tPusts that reinqorce values liAe education, entrepre-
neurship, or service

fPust pPotectoP pPovisions that allow He“ibility as your children grow

ramily Fnancial education integrated into the planning process

We’re not just protecting assets. We’re protecting their ability to turn those 
assets into qreedom, opportunity, and impact.

,haPities≠ Mon’t Let the IAR Yet TouP Yi7t

Kany dentists are :uietly generous.

They give to their churches, their alma maters, community qoundations, 
local shelters, or dental mission programs.
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Sut when those giqts are unstructured, two things usually happen?

The ta“ benekts are lost or minimiHed

The qull potential oq the giving goes unrealiHed

Oone right, charitable planning allows you to?

KaAe a larger impact than you thought possible

Dave signikcantly on ta“es

fnvolve your qamily or team in meaningqul giving

Suild a lasting legacy beyond your liqetime

Dome oq the tools we use include?

MonoPD(dvised runds )M(rsB≠ Rive now, decide later ideal qor dentists 
still earning

,haPitable AemaindeP fPusts ),AfsB≠ zreate liqetime income and leave 
the remainder to charity

Yi7ting appPeciated assets≠ Nvoid capital gains and ma“imiHe deductions

VeneFciaPy planning≠ Baming charities on fENs, annuities, or liqe in-
surance

fq you’re planning to give anyway, planning well turns a donation into a 
statement.

,ommunities≠ TouP Vusiness Is TouP Legacy 1ehicle

Uour impact as a dentist goes beyond your net worth Uour practice is a 
source oq identityGnot just qor you, but qor your entire community.
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ThinA about the patients who’ve been with you qor decades.

The hygienists and assistants who built their careers alongside you.

The local events, nonprokts, and schools you’ve :uietly supported qor 
years.

When you leave without a plan, that ecosystem qractures. Sut with qore-
sight and structure, your departure can become an e“tension oq your lega-
cy?

Qassing ownership to an associate you’ve mentored

Dtructuring part oq your sale to qund local scholarships or community 
health programs

0osting a retirement event that honors your team and transitions relation-
ships

Qreserving your practice name, values, or mission through continuity 
planning

The best e“its don’t just remove you qrom the story. They e“pand the 
story to include others. Megacy doesn’t begin when you die. ft begins the 
moment you decide to design what comes aqter you.

Legacy 1ignette 2≠ MP. fhompson’s Incentive fPust

Or. William Thompson was a successqul prosthodontist with two children 
in their twenties one a teacher, the other bouncing between startups and 
travel plans. 0e loved them deeply but worried that a large inheritance 
might do more harm than good.
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”f’ve seen what happens when Aids come into money beqore they’ve come 
into maturity.C

With that concern, he worAed with our team to design an incentiveDbased 
tPust?

0is children would receive a modest base distribution each year

Ndditional qunds would be unlocAed by milestones? earning a degree, 
starting a business, or buying a krst home

N portion oq the trust would be matched dollar-qor-dollar to retirement 
contributions, encouraging long-term savings

Oiscretionary support was built in qor emergencies, caregiving, or charita-
ble involvement

Today, his daughter is teaching abroad and planning to return to get her 
master’s qunded in part by the trust. 0is son just used the matched qunds 
to start his second companyGthis time, with a knancial saqety net and a 
coach.

”ft wasn’t about rewarding success,C Or. Thompson said. ”ft was about 
reinqorcing values.C

Legacy 1ignette z≠ MP. VeniteO and the (ssociate fPansition

Or. Karia SeniteH had spent 2L years building a qamily-qocused general 
dentistry practice in a rural Kidwest town.

Dhe wasn’t in a rush to retire, but she Anew she didn’t want her practice to 
simply close when she was done.

”f didn’t want to just sell chairs and charts. f wanted to pass on a mission.C
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fnstead oq listing the practice publicly, she approached her long-time asso-
ciate, Or. Yvan, who had been with the practice qor kve years.

Together, they worAed through a structured tPansition plan?

N phased buy-in over kve years, using prokts to qund the purchase

1uarterly mentorship sessions where Or. SeniteH passed on both clinical 
and cultural wisdom

N written values statement that would guide patient care beyond her own-
ership

N charitable giving clause in the sale that committed a small portion oq 
prokts to local oral health initiatives

When Or. SeniteH oIcially retired, the oIce held a patient celebration day 
not a goodbye party, but a hando? o7 legacy.

”ft didn’t qeel liAe f was leaving,C she later told us. ”ft qelt liAe f was passing 
the baton.C

Today, the practice still bears her name.

Mesigning the Legacy fhat Lives Nithout Tou

Sy now, you’ve built more than just a knancial plan.

Uou’ve created?

Qrotection qor the people you love

zoordination between your income, ta“es, and investments

N business that worAs qor your liqe not the other way around
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N roadmap to qreedom

Sut the most powerqul thing you can buildF

N legacy that doesn’t need you to be present to maAe an impact.

Nnd here’s the truth?

Legacy Isn’t a WPoduct. It’s a WPocess.

Uou don’t ”do your legacy planningC once and checA it oJ the list. Uou live 
your legacy by design, day by day, decision by decision.Uou involve your 
qamily. Uou name what matters.

Uou protect what you’ve built not just legally, but philosophically.

Uou maAe sure that when your story pauses— the ripple eJects Aeep mov-
ing.

Nhat Nill kutlive Tou<

Uour legacy could include?

zhildren who are not just knancially secure, but wise

N practice that continues to serve, employ, and care qor your community

N scholarship that sends students to dental school qor generations

N spouse or partner who never has to navigate knancial chaos

N charity with the resources to grow your vision

N values-based trust that blesses your qamily qor 9L years
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N patient who remembers your name not because oq your worA but be-
cause oq how you made them qeel

Yach oq these possibilities starts with intention. Nnd each one ends with a 
choice? Will your story end when your worA doesF …r will it Aeep worAing 
a7teP you stop woP=ing<

kne rinal Invitation

fq this booA has spoAen to you iq something in these pages has sparAed a 
sense oq purpos then don’t let it qade.

Megacy isn’t reserved qor the wealthy. ft’s reserved qor the intentional.

Nll you need is a plan.

N process.

N partner who can help you see what’s possible and guide you through 
every step.

We built the 6O Ystate Qlanning Qrocess qor e“actly this reason?

To help dentists liAe you protect your liqe’s worA and multiply its impact.

Bot someday. Today.

Secause your story matters.



CHAPTER EIGHTEEN

THE CONSISTENCY FACTOR OF A 
DENTIST

D entistry has taught you one of the most powerful lessons in life: 
consistency wins.

Think about your patients. You don’t just tell them, “Brush once and 
you’ll never get another cavity.” You remind them that health isn’t about 
one big eIort. Ft’s about showing up, day after day. Brushing. Rlossing. 
Pegular cleanings. Wrevention.

Ft’s the same with your money.

Xe’re not asking you to do something completely diIerent. Xe’re asking 
you to apply the same discipline you already use in the operatory to your 
-nancial life. You already know how to xGray, assess, diagnose, and preG
scribe treatment. You already know that small problems ignored turn into 
root canals and eEtractions. The same framework applies to your -nances.

Fnstead of teeth, the xGray is your taE return. The diagnosis is identifying 
legal risks, lifestyle creep, and debt that are eroding your wealth. The 
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treatment plan is your 6D Sstate WlanH and A Willars of XealthH working 
together. The preventive care is consistency following through year after 
year so your -nancial health stays strong.

qere’s the truth: the neEt evolution of your career isn’t just clinical masG
tery, it’s -nancial mastery. znd that mastery won’t come from a single 
“aha” moment or one 0uick -E. Ft will come from consistent, strategic 
moves that protect against threats and maEimiCe opportunities.

That’s what Xealthy Dentists do. They don’t just react when problems 
show up. They stay proactive, disciplined, and coordinated. They build 
habits that compound habits that most of their peers never even consider 
because they lack the ambition, the vision, or the guidance.

The Rinancial zdvocate is the partner who helps you stay consistent. 1ot 
just an advisor who sells products, but a professional who has put in the 
same years of education and discipline you have only in a diIerent arena. 
zn attorney who went through law school with the same grit you used 
in dental school, and then went further, mastering insurance, taEes, and 
investments. z true peer who can meet you at your level and help you 
design and maintain your plan.

The consistency you’ve already proven in becoming a dentist is the same 
consistency that will make you a Xealthy Dentist. The 0uestion is whether 
you will apply it.

You don’t get wealthy by luck. You get wealthy by showing up, by doing 
the daily drills, by following the treatment plan for your money just as 
faithfully as you’d eEpect your patients to follow your instructions.



TqS ™L MUNTKY …FNTz5SN 1U U1S XzP1N DS1TFNTN zBUQT F1A ™6B

This is the year to put the Pisk Olasses on, to see the cracks before they 
spread, and to commit to consistency in building and protecting wealth.

Because just like oral health, -nancial health doesn’t come from one visit. 
Ft comes from disciplined, consistent care. 



CHAPTER NINETEEN

FINAL CHAPTER: THE CHOICE IS YOURS

EVERY DENTIST REACHES A POINT OF DECISION

Y ou already proved yourself once. You survived dental school, clinic 
hours, boards, and years of building a practice or career. That was 

one of the hardest tests of your life. But now, a diAerent test sits in front of 
you. Hnd the truth is, no one is grading this one but life itself.

kere is your choice.

You can stop here. You can tell yourself that a high paychecm, a retireIent 
account, and hoping it all worms out is enough. You can meep doing what 
Iost dentists do, worm harder, save harder, and pray it covers everything. 
:f you tame that path, understand thisM the cracms you ignore now do 
not vanish. They spread. Oalpractice claiIs, staA disputes, debt, divorce, 
lifestyle creep, they pile up silently until one day the cost is unavoidable.

xr you can reach for the ne-t level of Iastery.

You can eIbrace a future where your Ioney, your practice, your assets, 
and your legacy are coordinated as carefully as you design a fullEIouth 
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restoration. You can step into the identity of a Realthy Uentist, not ?ust 
a professional with incoIe, but a professional with strategy, protection, 
and coIpounding wealth.

Because here is the truthM the Iistames we have walmed through in these 
pages are not about intelligence. You are brilliant. They are about ?udgE
Ient. Sostly errors in ?udgIent that Iultiply over tiIe. 1rrors that were 
never covered in dental school but show up on every loan payIent, every 
insurance reiIburseIent, every ta- bill, every year you wait to put a real 
plan in place.

Hnd yet, the solution is siIple.

:t starts with a conversation.

Deach out. Ket us have a chat. Wo pressure, no hard sell. :f we do not lime 
each other, then we are probably not a good Gt. But if we discover costly 
Iistames hiding in plain sight, Iistames that are eating away at your tiIe, 
Ioney, and peace of Iind, then you will mnow. Hnd with the precision 
you have already proven, you will Iame the right call on whether it Iames 
Gnancial sense to proceed.

This is your IoIent of choice.

Ltay where you are and hope saving and worming harder is enough. xr step 
into Iastery with the saIe grit, focus, and dedication that Iade you a 
dentist in the Grst place.

Rhat is your choiceX

Ltart with a conversation. Your patients trust you to diagnose before treatE
ing. Pive yourself the saIe respect. Ket us QEray your Gnances and uncover 
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the truth. :f there is nothing urgent, you will walm away with clarity. :f there 
are cracms, you will see theI before they fracture your future.

The ne-t evolution of your life is waiting. The only =uestion left isM will 
you tame itX



TAKE THE WEALTHY DENTIST 
SCORECARD

Are you building wealth… or making these ten mistakes?

Most dentists don’t retire wealthy because they don’t earn enough. They 
retire broke because they bleed money through hidden mistakes, lawsuits, 
debt, taxes, and disorganized advice that silently drain their future.

Are your assets really protected, or one lawsuit away from disaster? Is your 
income building wealth, or being drained by debt, taxes, and disconnected 
advisors who leave you exposed instead of 1nancially secure?

The Wealthy Dentist Scorecard is a fast, -:minute diagnostic that reveals 
exactly where you stand&

Take the Wealthy Dentist Scorecard now and uncover the costly 
mistakes you can xf today be.ore they grow into retirement .ailures 

tomorrow>

--- www>Wealthy<Dentist<Scorecard>com    


