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It gives me great pleasure to welcome 
you to the first edition of Business In 
Focus - MediEstates and MediCruit’s 
newsletter, which we want to use to 
bring you all the latest news, advice 
and guidance for anyone looking 
to buy or sell a dental practice or 
wanting to find the perfect dental job-
candidate match. 

MediEstates has grown to become 
the largest specialist broker and 
valuer of dental practices in the UK. 
Our highly experienced team helps 
practice owners to optimise the value 
of their practice and potential buyers 
to find the ideal business to suit their 
experience and aspirations. 

In this issue, you can read about 
why we advocate the importance of 
evidence-based practice valuations and 

about principal dentist Andre Hedger’s 
experience, and the professional 
service he received when MediEstates 
helped him to sell his private practice.

Whether you are job hunting or 
recruiting, Medicruit is your perfect 
partner. As the UK’s largest dental jobs 
agency, we specialise solely in the 
dental profession and our team has 
in-depth knowledge of the requirements 
for every position in a dental practice. 
If you’re a dental nurse looking for a 
new position, Business In Focus will 
provide some exciting news about our 
new collaboration with the Dental 
Nurse Network.

Why not come and meet our teams? 
Take a look at the Diary Dates page 
where you will find all the information 
you need about upcoming 2020 dental 

shows, conferences and symposiums 
across the UK, where you can talk 
face-to-face with the experts from 
MediEstates and MediCruit.

2020 is set to be an exciting year 
for dentistry and we look forward to 
helping the profession navigate through 
it by bringing you more updates 
throughout the year.

Welcome to  
Business In
Focus

ANNE BARKER
LIVES DENTAL 
Anne Barker is CEO  
of MediEstates. 
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MediCruit and  
Dental Nurse  
Network unite  
to bring you  
something special

If you’re a dental nurse looking for a new position, we have some 
great news for you! 

Every dental nurse who MediCruit place in a full-time job in 2020 will be 
enrolled - free of charge - onto the Certificate in Oral Health Education 
& Promotion through the Dental Nurse Network Academy.

Enrol with MediCruit and SAVE £199 + VAT
This exciting opportunity offers a bundle of 7 modules and 13 hours 
of verifiable CPD, during which you’ll get to explore all things oral  
health including caries and periodontal disease plus understand more 
about how to communicate effectively with patients. There is also the 
opportunity to go on to complete the full qualification. 

This is a unique offer only available through MediCruit*, so why not 
start your new job search today by visiting medicruit.co.uk. 

For more information on any of the courses listed please contact 

Lisa Rodgers - lisa.rodgers@mediholdings.co.uk 
or visit www.mediestates.co.uk/events

Preparing for 
Retirement 
Fri 13th March
York, Marriot

Dental Innovation  
Symposium
Fri 1st / 
Sat 2nd May 
London

Welsh Dentistry  
Show 
Sat 4th July
Cardiff

Practice Profits and 
Preparing to Sell  
Sat 28th March
Manchester Central

LDC Conference 
Thurs 4th / 
Fri 5th June
Brighton

Contemporary 
Treatment of the  
Worn Dentition  
Fri 25th Sept
London

North of England  
Dentistry Show  
Sat 28th March
Manchester Central

BDA / Dentistry Show   
Fri 15th /  
Sat 16th May 
NEC

London Dentistry Show  
Fri 18th / 
Sat 19th Sept
London

Scottish Dental Show 
Fri 24th / 
Sat 25th April 
Glasgow

Dentistry Scottish Show 
Fri 24th / 
Sat 27th June 
Edinburgh

BDIA Dental Showcase  
Fri 9th/ 
Sat 10th Oct  
London
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Dates for your diary CALENDAR-ALT

Fees will be incurred for the exam and assessments for the full qualification. *Terms and conditions apply.



When it comes to valuing a dental 
practice, MediEstates prides itself 
on providing our clients  
with evidence-based valuations. 
Why is this?  

Firstly, as a valuer it is vital that a 
consistent and credible approach 
is taken. If a practice valuation is 
overestimated or not evidence-based, 
it is likely the vendor will either receive 
offers that are not in line with the 
asking price or will fail to attract 
interest in the first place. Either way 
this can result in the practice remaining 
on the market for a prolonged period.

Secondly, an incorrect valuation can 
lead to problems further down the line 
with the overall transaction. When an 
offer is made on a practice, a bank’s 
final loan agreement is dependent on 
the valuation of the practice by an 
independent valuer, as banks require 
the valuation to be in line with the 
proposed purchase price. If the bank 
finds the valuation is incorrect it 
can refuse the lending and there’s a 
real risk that the transaction will fall 
through, costing everyone involved a lot 
of time and money.

To avoid such problems, it is essential 
to ensure that valuations reflect current 
market rates and achievable asking 
prices. Technically a valuation is a 
subjective process, but through the use 
of evidence-based criteria the process 
can be made as objective as possible. 

Forecasting the Post-Sale 
Financial Performance of  
the Practice

• A valuation is the first stage 
of the sales process. Before a 
practice comes to market, we visit 
the practice and gather all the 
information necessary to provide 
the owner with an initial valuation, 
delivered by our dedicated in-house 
valuation panel. 

• Through use of a dedicated 
valuation panel we can ensure 
consistent valuations are provided 
from practice-to-practice regardless 
of where a practice is based within 
the Country.

• We go through the EBITDA 
calculation (Earnings Before Interest, 
Tax, Depreciation and Amortization) 
during which we are essentially 
making adjustments to the profit 
and loss account. Any personal costs 
are removed, such as claiming for 
personal motor expenses, as are any 
one-off costs in a given year, such as 
a new IT system or treatment centre. 

• Benchmarking is used to look at 
practice performance compared 
to other similar practices. This 
will identify if a practice is over/
underspending in specific areas 
and we can liaise with the vendor 
to identify the reasons why and 
determine whether or not this will be 
applicable under a new ownership 
model. 

• If the seller wants to retain the 
freehold of the building we compile 
a 16-page evidence based report on 
commercial property rates in the 
local area to ensure that the rental 
expectations of the owner  
are appropriate.

• To ensure valuations are evidence-
based it’s important to anticipate 
potential financial changes before 
they happen. This includes annual 
adjustments to the minimum wage 
and any increase in the percentage 
of pension contributions an 
employer needs to pay. Likewise, for 
practices with an NHS contract that 
receive an inflationary increase each 
year, we incorporate the uplift as 
soon as the figures are known.

• Finally, every practice is valued for 
purchase, either by an individual 
dentist (owner occupier), or by 
a group / corporate provider 
(associate led). These have different 
operational costs and therefore 
different valuations associated with 
them and we take account of this 
when determining the valuation.

Make the
data 
dance
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DEAN BARKER
Director at MediEstates, 
discusses what you need to 
know about evidence-based 
valuations.



83%

It is excellent to see that 
SoE don’t just dump this 
software on you - they 
show you all it can do 

in easily digestible 
monthly conversations.

Alex Blake
Business Manager

Alex Cairn Brae Dental Practice

OUR RECALL
EFFECTIVENESS

IS NOW

WHAT COULD YOU ACHIEVE 
WITH SOFTWARE OF EXCELLENCE? 
Call us on 01634 934 095 
or visit softwareofexcellence.co.uk/achievewithsoe
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• By applying the same set of 
adjustment criteria to every practice 
valuation, an objective financial 
forecast can be built up for a post-
sale scenario.

Choosing the multiple

Once adjustments are made to the 
profit and loss figures for a given 
practice, a valuation multiple is applied 
and when choosing the multiple there 
are several different factors to be 
taken into consideration to ensure it is 
evidence-based:

Market data: When selling a practice 
we draw upon our market data which 
allows us to analyse the practice 
location, then compare it with 
any practice recently sold in the 
surrounding area to see how many 
buyers were interested, how many 
viewings took place, the level of offers 
received and crucially, what multiple of 
EBITDA or adjusted net profit was paid 

for the practice.

Bank valuations: Most transactions 
require some level of bank funding 
so it’s important to understand how 
banks are currently valuing practices. 
Our finance team is in regular contact 
with major banks’ specialist healthcare 
lending teams and underwriters, 
so we can understand the levels of 
lending they are willing to go up to, 
and therefore mitigate, any risk of the 
transaction falling through.

Buyer intelligence: We meet regularly 
with corporate buyers to understand 
their current buying criteria based on 
their internal targets and strategy.  

This allows us to have a better insight 
of where the market is at with multiples 
on associate led practices.

Trend analysis: This refers to the 
monitoring of average sale prices and 
the value of goodwill for NHS, mixed 

and private practices across the 
country. 

Trend analysis allows us to identify 
changes in goodwill values and 
regional variations to ensure our 
valuations stay valid in the context of 
changing market conditions.

Look to the experts

For anyone looking to buy or sell a 
dental practice it can be difficult to 
fully understand the goodwill values 
in their area and the complexities of 
changing market conditions. That’s why 
it makes sense to enlist the help of a 
dedicated dental practice broker who 
provide evidence-based valuations to 
advise on and manage the practice 
transition. As the UK’s largest specialist 
dental practice broker, MediEstates’ 
specialist dental experts are always 
looking at the bigger picture, to 
help deliver a smooth transfer and 
ultimately a successful deal.

To find out more about MediEstates call 01332 321692 or email contact@mediestates.co.uk



Principal dentist André Hedger 
shares the experience and the 
professional service he received 
from MediEstates when they 
helped him sell his private  
dental practice. 

It isn’t always easy when a new buyer 
takes over your much-loved dental 
practice and the changes in the first 
few months can be very difficult for 
everyone concerned. In my case the 
sale of my practice took nearly two 
years to complete so you need to be 
prepared for the unexpected along  
the way. 

When I finally took the decision to sell 
my private practice, I was well aware 
it was likely to be a long process and 
I would need expert help to assess 
the practice in every detail to find the 
most appropriate buyer and push the 
sale through. Having already received 
outstanding service some years ago, 
when I had a free practice appraisal 
in order to set up a limited company 
and being highly recommended by my 
financial advisor as the best company 
to deal with a private practice sale, I 
knew immediately who to turn to.

Support from the outset

The MediEstates team, and in particular 
my point of contact Shannon Loonam, 
were very supportive from the word go. 
Shannon was pivotal in reminding me 
to do everything necessary on my part 
to prepare for the sale, which was just 

what I needed as I was completely new 
to the selling process. 

With my practice being fully private 
for over 30 years, and their expert 
knowledge of the market, they knew 
exactly the type of buyers who would 
be interested in my practice, especially 
within the corporate market, and 
introduced a number of prospective 
buyers to come and view. 

Frustratingly however, we had got 
a long way down the road with one 
potential corporate buyer when they 
pulled out at the last minute. I had 
been warned that hold-ups like this 
were likely to happen so I was prepared 
for a long wait. The one advantage of 
this situation was that when the next 
interested buyer came along we had 
our due diligence already in place and 
the sale process could hopefully move 
along a bit more quickly. 

The right buyer did come along and 
it seemed we were finally getting 
somewhere. However, their side of the 
due diligence process proved to be  
very demanding and consequently 
slowed the process down. It was at this 
point that MediEstates and Shannon 
went above and beyond the call of duty 
to make sure everything went through 
as planned. 

Navigating the CQC process
During this entire course of events, I 
soon discovered that navigating the 
CQC application process is a crucial 

part of a practice sale. It is detailed, 
complicated and time-consuming and 
is something both buyer and seller must 
get on top of from the start. 

There are a number of important stages 
to complete, CQC procedures to follow 
and any mistakes in the application 
process can delay the sale transaction. 
With this in mind, I would wholly 
recommend working with someone who, 
as a broker, provide a complimentary 
CQC Consultancy Service. 

MediEstates experience in this area 
meant we were able to overcome an 
unexpected issue with my practice 
registration, something I was unlikely 
to have resolved easily on my own. 
Despite the delay this caused, Shannon 
was able to get us back on track 
and we finally reached a successful 
conclusion.

ANDRÉ HEDGER 
KNOWS WHEN 
TO DELEGATE
Knowledge is meant to  
be shared. 

Always rely 
on the
experts
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New Practice 
Owner?
  Have you just got the keys for  
your new practice?
  Are you thinking of refurbing  
your existing practice?
  Want a helping hand?

If so, Henry Schein can offer you the complete solution. 
You will find our new Checklist an invaluable tool.  
With information on every step you need to take  
and full contact details for each provider, you will  
be up and running in no time at all.

Email info@henryschein.co.uk today for your free copy.

MEDICRUIT

01332 609318       www.medicruit.co.uk

Want access to the 
latest dental jobs?

Let us connect you.
Over 1,100 dental jobs across the UK.

“I would wholly recommend 
working with someone who, as a 
broker, provides a complimentary 
CQC Consultancy Service.”

The future is bright

Despite the unexpected hold-ups and 
frustrations it was all well worth it in  
the end and thanks to MediEstates 
the sale successfully went through in 
October 2018. 

As part of a planned exit strategy I’m 
continuing to work in the practice for 
the next three years to maintain the 
goodwill value as patients become 
accustomed to a new principal taking 
over, with the option of staying on 
longer should I want to. 

I also want to carry on working for now 
to ensure I leave behind a successful 
business for the benefit of my staff 
who I value very strongly, and keep the 
practice growing to ensure they have 
job security for a long time to come.

I would highly recommend the services 
of MediEstates to anyone looking to 
buy or sell a practice and I’d be happy 
to talk to any practice principal about 
my experiences of dealing with them. 

They guided me through the sometimes 
difficult and frustrating aspects of 
selling a practice, they introduced me 
to interested buyers and once the sale 

was agreed they got us successfully 
through the CQC process. 

With their help I now have an exit 
strategy in place and I’m looking 
forward to seeing the practice going 
from strength to strength. Being a 
Henry Schein company MediEstates 
are better placed than anyone to 
understand the unique challenges of 
the dental profession. They have access 
to so many potential buyers and sellers 
and offer a professional, tailor-made 
service from the outset to completion -  
I wouldn’t even consider anyone else.

“I would highly recommend the 
services of MediEstates to anyone 
looking to buy or sell a practice.”
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Shannon Loonam has been part of the 
Mediholdings team since Feb 2012. 
Her previous experience, of brokering 
deals and dealing with insurances and 
re mortgages at MediFinancial, means 
she fully appreciates the buyer’s 
requirements and has experience of 
brokering large practice sales, due 
diligence and the CQC process. In 
2019 she was responsible for £18m 
worth of practice sales, including the 
sale of two separate business with a 
combined value of £6,675,000. One of 
these was completed in under three 
months and the other in under four 
months, from day one of marketing 
until completion.
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After the sale of a dental practice 
has been agreed, the ensuing 
Sold Subject to Contract (SSTC) 
process must be successfully 
cleared before it’s time to pop 
open the champagne.

A practice is classed as SSTC 
once an offer has been  
accepted and the buyer has 
signed terms and paid a deposit 
with their broker.

First priority for the buyer is to 
obtain Indicative Terms from 
a lender of the required funds. 
Heads of Terms are drawn up for 
the vendor, which outline the sale 
and the headline terms.

The devil is in the detail

• Next the detailed negotiations 
begin, and solicitors are instructed 
by both sides.

• The buyer formally applies to their 
chosen lender to get their credit 
approved.

• The buyer gathers all the 
documentation for their application 
to the Care Quality Commission 
(CQC) to take over the running of 
the practice.

• Once credit is approved, the lender 
will ask the buyer to instruct a 
chartered surveyor to carry out a 
business/property if applicable 
valuation.

• Once the buyer’s solicitors have 
completed their due diligence 
and credit has been approved, 
they move on to drafting the Sale 
Purchase Agreement.

HANNAH BURTON
Practice Transition 
Specialist at MediEstates. 

Sold your
practice?

And finally…

Exchanging contracts and completing 
the sale often happens on the same 
day for fully private practices. However, 
if there is an NHS contract, another 
month-long process is required for the 
NHS Variation Notice.

At exchange, the buyer normally pays a 
deposit of about 10% of the sale value, 
giving security to both parties that the 
sale is going ahead.

The whole process is long and 
complicated, full of many potential 
hindrances on both sides. This is where 
an experienced dental practice broker 
like MediEstates can really help to 
facilitate it. Surround yourselves with 
professionals who know the dental 
practice market and can guide you 
through every step.

As well as recruitment issues, 
meeting the needs of patients and 
staff and monitoring business 
performance, every practice 
owner with an NHS contract also 
knows about the pressure that 
comes with meeting their annual 
UDA target. 

Recruiting new staff can be a struggle 
and a lot of time is needed to get the 
right candidate in place, valuable time 
most busy dental professionals simply 

don’t have. That’s when recruiting a 
locum should become an important 
consideration, ready to step into the 
breach and help prevent any UDA 
shortfall into next year.

The big question

A question that’s often asked, 
especially by NHS contract providers, is 
whether they can really justify the cost 
of bringing in a locum. My advice is 
to consider which option is more cost-
effective for the practice - paying for 
the services of a locum in the  

SAM BEADLE
Recruitment Manager at 
MediCruit. 

short-term or losing UDAs and possibly 
being penalised at the end of the 
contract year?

Of course locums are also invaluable 
at any time of year, providing flexible 
cover for key staff absence, whether it’s 
planned or unexpected. 

Having a recruitment agency such as 
MediCruit instructed, ready to quickly 
provide the essential back-up staff 
needed can help turn any situation 
around and bring peace of mind to the 
dental team.

It’s never too soon to 
tackle UDA shortfall
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