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EDITOR’S PAGE

Tributes And The Order Of 
Canada, Specialization And 
Feature Interviews
This issue of Profitable Practice honours 
Order of Canada recipient Dr. Marcia 
Boyd, a highly recognized educator and 
spokesperson for the profession. Her 
resume reads like a Who’s Who of the  
Canadian dental community. She con-
tinues to work and be heard as a senior 
associate at ROI Corporation Brokerage. 
In addition to Dr. Boyd, we pay tribute 
to Anita Jupp who retires after an out-
standing career as a dental consultant  
and a practice management lecturer.

Specialization of services
In recent years professionals have steadi-
ly moved to an area of specialty and in 
many cases—an area of hyper-specialty. 
Things are more complicated today—
buying a house, establishing workplace 
rules, doing income tax, developing a 
marketing plan or performing re-con-
structive dental surgery. Many decisions 
people must make are complicated by 
new laws, covert legalities, culture and 
fashion changes, political correctness, 
and taxation/financial considerations—
to name a few. As individuals we seek 
the best person available to guide us 
through our travails and troubles. 

Today many available service options 
exist. Generalists claim to be able to 
do any task within their profession and 
espouse a one-stop-fits-all approach, 
often at bargain rate prices. Bad advice 
is costly—just ask the high-wire walker 
who was told to use shoes with stiletto 
heels. This is why ordinary people and 
professionals go to specialists to get 
answers and direction.

Profitable Practice will continue to feature 
articles written by specialists in their 
respective fields that are current and 
informative for our readers to consider. 
Listed in the next column are a few 
examples found in this issue.

 
 

•  Peter Loverro of BMO analyzes in-
come and expenses with developing a 
budget in mind.

•  Mariana Bracic of MBCLegal pro-
motes debate about inter-generational 
dental industry respect and how den-
tists should transition their practices.

•  Daniel Pisek of FCM suggests that 
dentists who acquire expensive tech-
nology should make their clients aware 
of how well they are being served. 

•  Andrea Chan of MNP introduces the 
concept of key performance indicators 
(KPIs) and why they should be a part 
of a successful dental practice.

•  Jeremy D. Behar of Cirrus Consult-
ing Group shares pertinent informa-
tion on dental office leases and their 
expiration dates.

Feature interviews
Jerry A. Jones is an American practice 
management coach who reveals how 
he became a successful dental industry 
leader, author and owner. Dr. Wayne 
Raborn’s interview (Part 2) traces his 
long and interesting career path.  
Dr. Sarah Mancuso and Dr. Tony 
Mancuso are a father/daughter team 
whose interview relates an unique per-
spective of mentoring and transitioning 
a practice within the family.

Things to remember
Subscription information can be 
found on the inside back cover of the 
magazine. Profitable Practice encourages 
our readers to send us comments and 
suggestions; if you would like to write 
for us or have a story to tell, contact: 
editor@profitablepracticemagazine.com. 
For back issues of the magazine go to 
profitable-practice.com/magazine/dental. PR
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Sarah: To relax and unwind my husband and I love 
to travel. I enjoy reading, relaxing with family and 
friends, and taking our Great Dane to the dog park.

What gives you satisfaction?

Professionally
Tony: Seeing the end result of a complex rehabilitation in 
which the patient is comfortable and extremely happy.

Sarah: Satisfaction to me is having healthy, happy patients. 
I enjoy working with children, and get satisfaction when 
they leave with a positive experience.

Personally
Tony: Seeing my four children become successful 
adults in their own right. I am extremely proud of  
all four.

Sarah: I am very proud of myself for completing my 
DDS degree and working hard to have the career I 
am enjoying now.

How would you describe  
your father?
Sarah: My father is a very generous and hard-work-
ing man. He puts family first and is unrelenting in his 
dedication—whether it be to his kids, soccer or his 
practice. His favourite mantra is:“Firm in principle, 
flexible in practice” and I think that sums him up 
best. He is also the best dentist I know—his wealth 
of knowledge is unbelievable.

Same question—how would you describe 
your daughter?
Tony: Sarah cares very much about her patients.  
She gets frustrated when she knows she can provide 
excellent, ideal dentistry but the patient does not 
want it or can’t afford it. I can see how it bothers 
her—it’s one of those things that has bothered me for 
almost 30 years. She is also very exacting and likes 
everything just right—a good trait for a dentist.

What advice would you give to young 
dentists about to start their career?
Tony: Find a mentor. Take lots of CE—for life! Get 
involved with organized dentistry as the rewards 
greatly surpass the time you put in.

 
Sarah: Same—find a mentor. School teaches you the 
basics and the ideal treatment—but real life unfortu-
nately isn’t always about ideal treatment. As dentists 
we are treating real people with different priorities, 

and financial supports and so a mentor can really 
help you navigate through when ‘ideal’ is not a viable 
option.

What changes do each of you see for 
dentistry and for yourself personally  
in the next five years?
Tony: CAD/CAM and digital everywhere and any-
where dental. Standard of care will become higher 
and higher—an example would be that in the next 
five to ten years I can see the CBCT x-ray being the 
standard of care prior to any implant surgery.

Personally, I would like to spend the winters in Flor-
ida and return to have fun doing interesting dentistry, 
part-time over the next five years or so.

Sarah: I think scanners/digital software will be in 
every office while paper charts, impression materials, 
and models will be a thing of the past.

Personally, over the next five years my husband and I 
would like to start a family and travel some more.

 
Any regrets?
Tony: Professionally, absolutely none. Personally, I 
wish my mom had lived to enjoy the fruits of my 
labour.

Sarah: Hindsight is 20/20. Having only practiced the 
past three years and still being in my 20’s, you’ll have 
to re-interview me in 25 years and I will let you 
know then.

Bottom Line: This interview presents a positive look at  
dentistry from a father/daughter dental team who offer  
unique insights into their professional careers.

Dr. Sarah Mancuso  
and Dr. Tony Mancuso
Dr. Tony Mancuso along with his daughter  
Sarah operate a dental practice in  
Welland, Ontario. They can be reached at  
Drsmancuso.dds@gmail.com or  
at 905.734.9901.

by Michael McCloskey

After decades of hard work it’s finally time to 
retire and enjoy the fruits of your labour. You 
were fortunate to secure a fantastic selling price 
for your dental practice. Or maybe you are just 
starting to think about your retirement and are 
putting away money for the future. In either 
case, the cash in your bank account is earning 
next to nothing.

Dealing with the realities of inflation and your 
own longevity mean that you need to keep your 
money growing during your lifetime. In today’s 
low interest rate environment, a material por-
tion of your investment portfolio is likely to be 
in equities. So how should you go about doing 
that? Should you do it yourself or do you need 
some help? 

Many smart and talented business people are  
intimidated by the prospect of investing and 
often make poor financial decisions. As we age, 
the importance of making wise decisions  
only increases. 

Doing it yourself
One key to successful investing is recogniz-
ing that a stock is really an ownership interest 
in an operating business, not a piece of paper. 
Just as any buyer would do on the purchase of a 
professional practice, before buying a stock you 
need to study the underlying business: 

• Is the business an attractive one? 

•  Does it generate high returns on capital and 
free cash flow? 

•  Is the industry likely to prosper or face head-
winds in the coming years? 

•  Does management look after the owners 
(shareholders) or only themselves? 

•  How attractive is the valuation of the business 
relative to other investment opportunities?

Successful investing also requires that you put in 
the time to understand how to value a business, 
and to wait patiently for an opportunity to in-
vest at an attractive price. Having run a success-PR
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ful practice and graduated from medical school, you 
clearly have the ability and intelligence required. You 
simply need to put in the time to learn how to invest 
successfully, and then put those skills into practice. 

I will admit that it is a lot of work and you may 
prefer to spend your time on the beach or the golf 
course instead of reading annual reports. To each 
their own. Just make sure that you are being honest 
with yourself before deciding if you should be doing 
your own investing.

For those who lack the aptitude or desire to put in 
the time and effort needed, there are still options. 
Passively investing in a basket of low cost exchange-
traded funds (ETFs) is a perfectly suitable strategy. 
Another alternative is to engage a professional advi-
sor to help you build your investment portfolio. 

If you do decide to invest in equities, I suggest that 
you properly diversify. I have always advised clients to 
do their due diligence, and then select a few trusted 
money managers, not just one. Having all your eggs 
in one basket adds unnecessary risk.

Hiring a professional
If you have made the decision to get professional 
help with your investments, there are a few simple 
questions that you should ask before entrusting 
someone with your hard-earned savings. The answers 
that you get back should tell you almost everything 
that you need to know.

1.  Do you invest your own money  
alongside your clients? 

It never ceases to amaze me how many professional 
money managers recommend their products to oth-
ers and yet they won’t “eat their own cooking”. If a 
money manager doesn’t have enough faith to invest 
in his/her own products, I suggest that you hold onto 
your wallet and head for the door.

2. What are your historical returns? 
It is a straightforward and basic question, yet I have 
dealt with many people who cannot get a straight  
answer out of their financial advisor. “It’s complicated” 
is a common refrain. The answer should be specific 
and the manager should have a long-term track record 
of delivering for his/her clients. I suggest that you 
measure their performance over several years.  
You should also make sure that the person you are 
talking to was actually responsible for that perfor-
mance and didn’t just inherit the track record from 
another portfolio manager who has since left the firm.

3. What is your investment style? 
Different managers have different styles and the 
investment approach of the money manager you are 
considering should resonate with you. As we ap-
proach retirement, capital preservation becomes more 
important. A money manager’s historical portfolio 
management practices should also be consistent with 
their stated investment style. Style drift is something 
that would make me nervous. Discipline is an impor-
tant element of successful investing.

Do your homework
I suggest that you also take a quick look online to 
confirm that the candidate is properly registered with 
the securities commission in your province and has a 
complaint-free track record. Requesting a few refer-
rals from existing clients and speaking with them is 
also a good idea.

A few key common sense questions should tell you 
most of what you need to know. Don’t be afraid to 
ask the tough questions. You spent decades building 
up your practice. Make sure that you take the time to 
set yourself up for continued financial success as you 
approach retirement.
Disclosure: Timothy A. Brown, CEO of ROI Corporation  
Brokerage and Publisher of Profitable Practice is a client of  
GreensKeeper—ROI Corporation Brokerage is not. 

Bottom Line: Investors have the option of going it alone, or 
hiring a professional to manage their money. If you choose the 
latter, ask the right questions and take your time to ensure the 
advisor you have chosen suits your investment style.

Michael McCloskey
Michael is the Founder and President of  
GreensKeeper Asset Management. He founded 
the company in 2010 after successful careers  
on Bay Street in law and investment banking, 
and is a regular contributor to the Globe and 
Mail .  Michael has over 70 per cent of his  
immediate family’s net worth invested alongside 
his clients at GreensKeeper. He can be reached 
at 905.287.5596 or michael@greenskeeper.ca.

by Daniel Pisek

In my travels visiting different dental offices, I 
am always very impressed by the investments 
being made in equipment technology such 
as digital imaging, laser dentistry and CAD/
CAM systems etc. Dentists are always eager to 
show me their technology and express how 
much they enjoy working with it. However, the 
majority of the conversation usually pertains to 
size of the financial investment and the time put 
out in technology and training. There is very 
little mention of the financial gains being real-
ized. It seems as though these dental offices are 
investing tens of thousands of dollars into their 
technology, but are doing very little to promote 
the technology or even announce its existence. 
The technology is there but it is almost a secret.

I encourage you to ask yourself the following 
questions: How many cases do you need to  
deliver for your technology to pay for itself? 
How would one more case per week improve 
the annual gross income of your practice?  
Simply stated, for expensive technology to pay 
for itself and then become a steady revenue 
driver, you need to start showcasing it, as well as 
the many great benefits that it provides. Dur-
ing my “Discovery Session” meetings, I also ask 
dentists to rank on a ten point scale how aware 
they feel their clients are about the technology 

and training that exists in the practice. Eighty 
per cent of the time, their ranking is 3 or 4. But 
imagine if that 3 or 4 turned into 6 or 7. 

One of the main purposes of marketing is to 
attract new clients and increase gross income. 
You must use your equipment technology as an 
asset and apply it to the five key areas of your 
marketing approach. These five areas of market-
ing are carefully linked together to project the 
image of a confident, progressive-minded and 
technologically savvy practice. 

1.  Digital presence – Is your technology promi-
nently displayed and easy to access on your 
website? Are you posting information and  
success stories relating to your technology?  
Do you have a video introducing your  
technology on your website and on Facebook?  
Your technology is a great way to differentiate 
yourself and a promotional video will make a 
bold statement about the benefits of  
your technology. 

2.  In office display system – Are you promoting 
your technology inside your practice? Proudly 
introduce and showcase your equipment 
technology to everyone visiting your practice. 
Creating promotional prints or a video display 
on the key walls of your office are two very PR
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