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Use the following real world practice acquisition to build a business plan.
Your plan should follow a traditional business plan format including, but not
limited to:

Branding for a unique practice identity
Your practice philosophy
Detailed marketing plan
Detailed recruiting plan including estimated salaries with employee
benefits
Three-year financial budget with revenue assumptions and headcount.
Estimated loan for the purchase price has a 5.85% rate on a 15 year
term with 180 payments of $9,611, excluding working capital. 
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LOCATION IDENTIFICATION 

You are about to embark on your entrepreneurial journey by establishing your dream dental prac�ce. 
U�lizing Dentagraphics market research, we analyzed popula�on-to-den�st ra�o to pinpoint regions 
with an underserved demand for dental services. Based on this insigh�ul data, the Maple Valley area and 
its surrounding communi�es have emerged as the most suitable loca�ons to fulfill your vision of making 
a posi�ve impact on oral health in the community while fostering a thriving dental prac�ce. Emerging 
Southern neighborhoods especially stood out as ideal. www.dentagraphics.com 
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SPACE SEARCH 

The search begins just south of Maple Valley in Black Diamond, WA, a promising neighborhood 
experiencing growth and development. The presence of mul�ple new residen�al neighborhoods and 
commercial/retail centers under construc�on indicates a rising popula�on and increasing economic 
ac�vity. This poten�al influx of new residents suggests a higher demand for dental services, while the 
development of commercial spaces may lead to a stronger customer base. Addi�onally, the existence of 
established residen�al and commercial spaces indicates a welcoming community that could support your 
startup dental prac�ce. A�er submi�ng offers on three different loca�ons and nego�a�ng. You are in 
the process of securing financing and signing a lease on the following loca�on: 

Black Diamond Crossing: 2,200 sq. � shell space in a new development offering a $40 per square foot 
asking rate with a $7.50 NNN charge. The construc�on is currently underway, and it is es�mated to be 
completed in Mid-Spring 2023. This development comprises two phases with larger grocery, coffee, auto, 
and other businesses. 

LEASE NEGOTIATIONS 

The nego�a�ons at Black Diamond Crossing proved frui�ul for your dental startup. Steve’s team 
successfully secured a lease spanning 10 years, with three 5-year renewal op�ons, and a cap on rent 
increases at 3%. The agreed-upon rent rate was set at $34.50+nnn. The landlord's offer of 6 months free 
rent, along with an addi�onal 5 months from space delivery, provided a total of 11 rent-free months. The 
landlord also contributed a generous Tenant Improvement Allowance of $188,000 and the provision of 
crucial u�li�es such as HVAC, Electrical, Water, Sewer, and Fire Sprinkler. The parking arrangement was 
open, offering ample parking spaces for the dental prac�ce and its pa�ents.  

SITE 

The 3-4 year term development plan of the ownership group:
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SPACE PLAN 

2,200 sq. �. suite; es�mated to fit 6 operatories, suppor�ng u�lity rooms and common areas. 

 

TIMELINE 

You are in the process of planning and permi�ng to ensure all necessary paperwork and approvals are 
acquired before the landlord hands over the premises for construc�on. A�er you secure financing and 
sign the lease, you will start the subsequent 3-month construc�on phase resul�ng in a func�onal and 
aesthe�cally pleasing dental office ready for occupancy. 
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This well-�med approach will allow you to have 3 months of rent-free occupancy, offering crucial 
financial relief during the prac�ce's ini�al stages. With resources efficiently allocated and no immediate 
rental burden, you can concentrate on establishing the prac�ce, atrac�ng pa�ents, and adjus�ng to the 
new business environment. 

TOTAL BUDGET 

For this startup dental office project, your ini�al budget is approximately $750,000.00, which is broken 
out into the following alloca�ons: $450k is for construc�on, $200k for equipment, and $100k for working 
capital. This is a 15-year term start up loan. To maximize cash-flow, there is a 4-�er repayment on the 
loan. Year 1 loan payments are interes�ng only with an es�mated monthly debt service payment of 
$3,200 per month. Year 2 loan payments are allocated to 50% interest and 50% principal with an 
es�mated monthly debt service payment of $3,600 per month. Year 3 loan payments are allocated to 
75% principal 25% interest with an es�mated monthly debt service payment of $5,300 per month. Year 4 
follows the tradi�onal amor�za�on loan schedule with es�mated monthly debt service payments of 
$7,000 per month. This con�nues to be $7,000 per month star�ng in year 4, and con�nuing un�l the 
loan maturity date in year 15. These are minimum monthly loan payments. You can decide to pay down 
the principal quicker without any prepayment penalty.  

SUMMARY 

The bank is requiring you to write a detailed start up business plan before finalizing your financing. Given 
the facts stated, build a business plan for your general or specialty prac�ce. Your plan should follow a 
tradi�onal business plan format including, but not limited to: 

• A unique brand iden�ty 
• Prac�ce philosophy 
• Detailed marke�ng plan 
• Detailed recrui�ng plan including es�mated salaries with employee benefits 
• Three-year financial budget with revenue assump�ons and es�mated headcount 

 

 

 


