CE EXPRESS: INDUSTRY INSIGHTS THURSDAY

INDUSTRY INSIGHTS SERIES - SIGN UP FOR A FREE, ENGAGING LEARNING SESSION!

Join us for Industry Insights, a series of 60-minute sessions sponsored by industry-leading companies, offered at no cost to attendees. Each class
provides valuable insights and exclusive resources on the latest in dentistry. Spaces are limited, so be sure to sign up early to reserve your spot!

Emily is CEO and a Financial Advisor at Shore Point
Advisory Group. Committed to developing long-term
relationships, Emily helps individuals and families
understand their wealth and how to leverage it to
achieve their goals. Her focus includes wealth
management, legacy planning, and providing clarity on
complex financial matters. Emily works closely with
clients to gain deep insight into their unique financial
circumstances, enabling her to deliver tailored plans
and dedicated support.

As a financial planning associate, Erin collaborates with
clients to develop and enhance their financial plans to
fit their individualized lifestyles, goals, and needs.
Navigating your finances can be overwhelming, and the
focus on comprehensive financial planning helps
alleviate this stress. By offering personalized strategies
and expert guidance, Erin and the ShorePoint team
help empower clients to make informed decisions to
achieve both short and long-term goals.

Crafting Financial Success: Financial Planning for Dental Practitioners

Financial success does not happen by chance. It is built through thoughtful planning
and informed decision making. This session is designed specifically for dental
SHOREPOINT professionals and focuses on the role holistic financial planning plays throughout each
ADVISORY GROUP stage of a career. We will discuss strategies for managing cash flow, building long term
wealth, protecting assets, planning for practice ownership or transitions, and aligning
financial decisions with personal goals. Attendees will leave with greater clarity and
COURSE #: | INDO1 practical insights to help create a confident and sustainable financial future.
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TOPIC: Practice Management

Learning Objectives:

TIME: 8:30 am - 9:30 am 1. Identify the key components of a holistic financial plan and how they apply to
FEES: FREE! the unique financial challenges dentists face
SPONSOR: | ShorePoint Advisory Group 2. Understand strategies for building long term wealth while balancing practice

ownership, debt management, and personal financial goals

3. Learn how proactive planning can help protect assets, improve financial
CETYPE: Not eligible decision making, and support a confident transition through each stage of a dental
AGD CODE: | 550 career

CE HOURS: | 1 hour

ELIJAH DESMOND

Elijah Desmond is a proven dental entrepreneur, motivational speaker, and two-time bestselling author with deep experience in selling
businesses having successfully exited seven of his own. As the author of Serial Entrepreneur: From Startup to Success, Elijah offers an
insider playbook on how to launch, grow, and strategically exit a business.

Unlock Maximum Value: Proven Strategies for Selling Your Dental Practice with Confidence

Too often, owners wait until it’s too late, leaving millions of dollars on the table and
OKERAGE =—— creating unnecessary stress.

. - Every dentist will eventually face the questions of when and how to sell their practice.
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In this course, Elijah Desmond draws from his experiences to teach Dentists the
COURSE #: | IND02 keys to being “sell-ready” years in advance. Using real-world stories and a proven
TOPIC: Practice Management framework, participants will learn how to maximize EBITDA, avoid costly mistakes,
TIME: 9:30 am-10:30 am understand earn-outs, and attract the right buyers. This is not just about selling a
business but about protecting a lifetime of work, your team, and your legacy. By the
FEES: FREE! end of the session, attendees will be equipped with actionable strategies to ensure
SPONSOR: | Dental Pitch Brokerage their practice commands top value on their terms.
CE HOURS: | 1 hour Learning Objectives:
. - 1. Define EBITDA, adjusted EBITDA and explain their role in practice valuation.
G oGlERE 2. Identify common mistakes Dentists make when preparing to sell and strategies to
AGD CODE: | 550 avoid them.

3. Apply a step-by-step framework to prepare a practice for a successful transition
and maximize exit potential.
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NATE THOMPSON GEORGE MAY

Nate Thompson is a nationally recognized Dental With an extensive background in healthcare mergers
Advisor with extensive experience on both the buying & acquisitions, George May brings deep industry
and selling sides of practice transitions. He works expertise and a proven track record of success
closely with Dentists, all specialties, DSOs, private working with healthcare providers across various
equity firms, family offices, search funds, & investors sub-sectors. prior to joining Triumphant, George
involved in practice acquisitions, mergers, buy-ins, & worked in the healthcare investment banking group
real estate. Nate and Triumphant have participated at Fifth Third Securities, where he specialized in

in over 1,000 transitions and managed transactions delivering tailored financial solutions to healthcare
exceeding $1 billion in total enterprise value. businesses in the middle-market, advising a wide
range of companies on sell-side and buy-side
transactions to help maximize long-term value.

Understanding the Dental DSO Landscape & Strategic Insights for Practice Owners

This course provides a comprehensive overview of the evolving dental mergers

TRIUMPHANT and gcquisitiqns (M&A) environment,.with a‘foc‘us on private equity-backed dental

service organizations (DSOs) and their growing influence across Texas and the
PARTNERS broader U.S. market. Attendees will gain a strategic understanding of the current

dental PE landscape, including active sponsors, platform formation trends, and g
COURSE #: | INDO3 speu'alty-spemflc .consolldatl'on strategies. Participants V\{IFl learn how DSOs evaluate  §%
: practices, what drives valuation, and how sellers can position themselves for =
TOPIC: Practice Management optimal outcomes. Whether you’re considering a sale, planning for future growth, =
TIME: 11:00 am-12:00 pm or simply seeking to understand the forces shaping the dental industry, this course
FEES: FREE! delivers actionable insights and a data-driven perspective. Ideal for practice owners,
: . associates, and advisors, the content is designed to be both educational and
SPONSOR: | Triumphant Transition Partners immediately applicable.
CE HOURS: | 1 hour Learning Objectives:
CE TYPE: Not eligible 1. Evaluate whether current market conditions make it an optimal time to sell a
AGD CODE: | 550 dental pract.ice. _
2. Analyze the impact of DSOs on the dental profession.

3. Apply key valuation principles and readiness strategies to prepare their dental
practice for sale.

RYAN MONCRIEF

Ryan Moncrief has spent much of his career in the dental industry and has been involved in nearly a thousand valuations, successful doctor-
to-doctor practice transitions, and DSO transactions over the past decade. He serves as the Principal and President of McLerran &
Associates, a firm with an impeccable reputation, that is widely known for providing sell-side advisory services to owners of premier dental
practices.

Preparing for a Practice Sale: Doctor-to-Doctor vs DSO

o AN /i This lecture will serve to educate participants on the current market conditions from a
S i nte e MC L E R R A N dental practice buyer and seller’s perspective. We will discuss the transition strategies
B :: available in the dental marketplace, Doctor-to-Doctor vs DSO succession planning,
7," ,m\\ il A S S O C I A T E S reveal the keys to maximizing value and marketability, and provide you a step-by-step

guide to securing the best fit in a buyer, most favorable terms, and highest financial
outcome possible.

COURSE #: | INDO4 Learning Objectives:

TOPIC: Practice Management
TIME: 1:30 pm-2:30 pm 1. Explore the transition strategies available in the current dental marketplace to
FEES: FREE! identify which option is best for you.

. 2. Discover what drives marketability and value in a Doctor-to-Doctor sale versus
SPONSOR: McLerran & Associates e

a DSO affiliation.

CE HOURS: | 1 hour 3. Understand how to maximize the purchase price and deal terms in a sale while
CE TYPE: Not eligible maintaining your practice culture and legacy.

AGD CODE: | 550




CE EXPRESS: INDUSTRY INSIGHTS THURSDAY

JOHNETTE GREEN SCOTT FISHER

Johnette Green brings more than two decades of
experience in banking and commercial lending, with
a focus on healthcare finance and commercial real
estate. Since 2018, she’s helped hundreds of dental
professionals achieve practice ownership through her
work at Provide.

Scott Fisher has nearly 20 years of experience
helping healthcare professionals achieve their
ownership goals through tailored financial products.
His expertise spans business and practice financing
across dentistry and medical sectors, with a focus
on relationship-based lending and long-term client
success. Scott holds a bachelor’s degree in finance
and lives in McKinney, Texas.

Be Your Own Landlord: Buy or Build Commercial Real Estate With Little - Or No- Money Down

Y This is a practical, no-fluff course designed for dentists who want to build long-term
a wealth and autonomy through commercial real estate ownership. Whether you’re
I O ‘/ e opening your first practice or expanding an established one, this course breaks down

what you need to acquire or develop property with minimal upfront capital. You’ll learn

powered by FIFTH THIRD how to evaluate opportunities, navigate the development process, and leverage
= creative financing options — empowering you to grow your business while protecting
= COURSE #: | INDO5 your personal finances. From operating rent-free to developing property for additional
e . 3y . . _
o TOPIC: Practice Management income, you Il walk away with a clea.r roadmap to becoming your own landlord — and
> building your legacy as a dental practice owner.
=3 TIME: 3:00 pm - 4:00 pm . L

Learning Objectives:

FEES: FREE! 1. Learn how to apply creative financing strategies to acquire or develop dental and

SPONSOR: Provide office real estate with little or no personal capital.

CE HOURS: | 1 hour 2. Learn how to structure deals, secure financing, and assemble an expert team to

successfully acquire or develop commercial property for your business.
3. Compare owning versus leasing from a long-term financial perspective to decide
AGD CODE: | 550 which path is best for your personal and professional goals.

CE TYPE: Not eligible

ove to attend TDA, not only do they
O great CE for my entire office, I enjoy
visiting with vendors and learning about new

technology and products that can help my
patients and efficiency at my office.
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