PRACTICE TRANSITIONS

Locum tenens

Dr. Forest irons

ecent revelations involving

major corporations and

uncertainty about world
stability are widely recognized as
factors that have had a pro-
nounced negative impact on
world financial markets and, con-
sequently, individual investment
and retirement portfolios. There
are no current assurances that
these trends will improve anytime
soon. In fact, the downward spiral
could continue. Rather than
allowing outside, uncontrollable
forces to dictate your path in
these uncertain times, why not
consider taking a proactive
approach to managing your tran-
sition strategy?

By integrating the time-hon-
ored concept of locum tenens into
your practice, you may be able to
substantially mitigate effects of

these outside events and changes.’

Locum tenens — or temporary
professional service — is essen-
tially the use of qualified, avail-
able professional manpower to
substitute for colleagues who are
away from their patients and clin-
ical responsibilities for varying
periods of time.

As applied to transition activi-
ties, there are a number of ways
an experienced locum tenens

resource can be advantageous. For
example, if your transition event
has been postponed due to finan-
cial compromises, but you still
would like to begin enjoying the
time flexibility retirement brings,
consider using a locum tenens
temporary “associate” for six,
eight, 10, or more weeks per year
when you take time off. By doing
this, you can continue to hold on
to your asset — your practice —
into the near future, maintain its
established market value, and still
enjoy some of the benefits of
retirement.

Another concern that can be
alleviated through locum tenens
utilization is seller anxiety created
by tight or newly negative cash-
flow projections for the period fol-
lowing a transition. After the sale,

the seller can decide to provide

clinical care for a selected number
of weeks per year by contracting
through a statewide locum tenens
organization that can readily gener-
ate an average of $2,500 per week
of revenue (plus expenses). If you
divide the additional, annual cash
flow desired post-transition by
$2,500, you can determine the
amount of clinical time necessary to
make you comfortable with the pro-
jections. One of the significant
advantages of locum tenens den-
tistry is the inherent ability to
choose your own schedule, custom-
planned to meet your own specific
needs.

Viable options in the event of
buyer default or the seller’s need to
change plans also can be worked
out with a locum tenens resource.
The liability and potential turmoil
caused by a sudden and/or un-
planned change in the seller’s
departure date can be softened by
building locum tenens utilization
into the transition plan. In the same
way, anxiety on the seller’s part
about a potential bailout by the
buyer (leaving the seller back at
square one), can be lessened by
establishing an “on-call alliance”
with a locum tenens agency — at
least until the buyer is stable and
any financial risk the seller may be
carrying becomes neutral.

Overall, developing a well-con-
sidered contingency plan that
includes a reliable locum tenens
resource is an exercise all financially
prudent owner-dentists should
complete, whether practice transi-
tion is in the offing or not. “Mutual
assistance” groups are certainly bet-
ter than nothing; however, employ-
ing an experienced locum tenens
firm — using only one individual
who is focused solely on your staff
and patients — has proven to be a
far more efficient method of run-
ning a practice day-to-day. Preserv-
ing the vitality of your practice and
the substantial financial asset it rep-
resents is paramount to sound
financial planning and perhaps,
even more important, peace of
mind.
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