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The results are as follows:

Based on actual deals done, the 
Goodwill as a percentage of gross fee 
income was

• NHS 158%, Private 96% 

Based on valuations

• NHS 139%, Private 131%

Alan Suggett, specialist dental 
accountant and Dental Business Unit 
partner at UNW LLP who compiles the 
goodwill survey, commented: “Actual 
practice sales values remained stable 
which does seem to backup my 
feeling that there has been no Brexit 
effect as of yet. However, perhaps 
the biggest news of the last month 
is that {My}Dentist have withdrawn 
from buying all dental practices. 
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Practice Goodwill values grow 
unabated, {My}Dentist suddenly stops 
buying, and what the MD’s of Sales 
Agents think about the market.
The latest NASDAL Goodwill survey, for the quarter ending 31st October 2016, 
was published this month.
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Indeed, this even affected those that 
were already in the process of being 
purchased. Sources have told me that 
apparently this move has been taken 
due to a number of practices already 
in the group not performing as they 
should, and an operational decision 
was taken to iron out these issues 
before further expansion takes place.”

For the first time in the history of 
production of this Goodwill survey, 
MD’s of the main dental practice 
sales agents were asked for their 
views about the market, here is 
what they said:

Values for NHS and private are still 
on the upward curve, with London 
and the Home Counties values 
predominantly higher than the rest of 
the country. We have seen a spike in 
2016 for the price of predominantly 
NHS practices in urban areas, with 
demand totally outstripping supply.

BUPA acquiring Oasis and {My}
Dentist no longer looking to acquire 
at this point will not dampen the 
values. In 2016, the independent 
and small group buyer market 
acquired 93% of all practices sold 
through MediEstates. Their offers 
were significantly higher than the 
corporates could go up to, as their 
hands were not tied by the levels of 
profit multiples that could be offered. 

We expect in 2017 that values will not 
drop as more and more buyers from 
home and abroad are entering the 
market to get a piece of the stable 
British Dental Healthcare Sector.

My view is that all in all there are 
enough smaller operators to prop 
up the market for individual sites, 
largely backed by family money. 
However, I feel that to sell a ‘group’ 
i.e. something of 4 sites or more in 
one transaction, now probably isn’t 
the best time to sell, with potentially 
all three of the biggest operators 
distracted / not acquiring, albeit Oasis 

still are, but will probably cease in the 
next month or so.

So, for bigger groups I think that their 
goodwill value will likely drop but 
hopefully this will just be in the short-
term. 

I think the acquisitions embargo 
imposed by {My}Dentist represents a 
great opportunity for dentists looking 
to buy and sell.

I understand some principal dentists 
believe that organisations such as 
{My}Dentist are the best companies 
to sell to because they do not have 
to seek external business finance, 
and they have centralised buying and 

support functions which takes away 
some of the everyday pressure of 
running your own business. In fact, 
this is not strictly true because instead 
of getting bank funding approval, their 
buyers have to get board approval 
which can be even more challenging.

My message to all those dentists who 
were considering a sale or whose 
deal was ‘in flight’ when the freeze 
came into effect would be that there 
are plenty of well funded private / mini 
corporate buyers out there and plenty 
of banks willing to lend to the right 
people.

We expect the withdrawal of {My}
Dentist from the acquisitions market 
to contribute to an uplift in average 
goodwill values.

This can be explained by an expected 
‘bounce back’ by the withdrawal of an 

organisation which values practices 
at less than what can be achieved on 
the open market and in the private 
sector. By removing low values from 
the average calculation, the average 
will likely go up.

Interestingly, although not surprisingly, 
we find that the ideal profile of a 
practice for {My}Dentist mirrors 
the most attractive profile for the 
private buyers (NHS, Associate led, 
3 + surgeries). Now there is more 
choice of this type of practice I just 
see buyers being able to fulfil their 
ambitions quicker because they will 
not have to wait for extended periods 
for their ideal practice to come to 
market. The primary consideration for 
a purchaser remains location.

I understand the converse view that 
an increase in the number of practices 

on the market will 
depress goodwill 
values, but I do not 
expect that to be 
the case.

Our start to 2017 
shows the market 
remains buoyant.

Appetites to pay 
premium prices 
for large NHS 
practices and 
associate led 
profitable practices 
remains high. 

First time buyers and their lenders 
are showing more caution and the 
need for the numbers to stack up is 
essential.

{My}Dentist have now confirmed that 
they are suspending all of their current 
purchases which is a big blow for 
some practitioners who were close 
to their exit. Although we understand 
that this is a temporary position, with 
no clear idea on how long this will be 
for, we have lost one of the biggest 
single purchasers of dental practices 
in the UK. 

Although there may be expectations 
that this will impact the market, in our 
experience the main Body Corporates 
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We expect in 2017 that 
values will not drop as 
more and more buyers 

from home and abroad are 
entering the market to get a 
piece of the stable British Dental 
Healthcare Sector.
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are still only purchasing a small 
proportion of the total practices being 
sold. The demand for practices is still 
extremely high with the majority of 
NHS receiving in excess of 10 offers 
per practice, consisting of some 
Corporate interest, private individuals 
and small groups. It is our belief that 
there should not be a downturn in the 
values and that these should remain 
at the high levels. 

For the larger practices (in excess of 
£1,500,000 - £2,000,000) there are 
generally only a handful of buyers of 
which {My}Dentist was one, so these 
may be affected a little more than 
most.

2016 started with the two corporate 
consolidators, Oasis and {My}
Dentist eager acquirers of practices 
to expand their portfolios, continuing 
their ‘buy and build’ strategies from 
previous years. The year ended 
with Oasis announcing its sale to 
BUPA and {My}Dentist consolidating 
its position in the UK market, and 
reportedly slowing its acquisition 
activity to focus on its core portfolio. 

The acquisition of the 371 or so Oasis 
practices by BUPA could lead to a 
slowdown in the enlarged company’s 
piecemeal acquisition plans as the 
new portfolio is integrated, although 
it’s too early to say how this will 
play out. However, with many 
other expanding mini-groups and 
independent buyers in the market, we 
believe it is unlikely to affect demand 
for single assets or soften pricing 
significantly. 

Of more significance though is the 
impact on the exit plans of the mini-
groups themselves. In recent years 
Oasis and {My}Dentist have been 
seen as the ‘go to’ trade purchasers 
for such businesses. Should either 
or both temporarily rein in their 
expansion, it will be necessary for 
business owners to be more strategic 
in terms of how they achieve a 
planned exit, potentially exploring 
break up solutions or a sale to private 
equity. 

We think that {My}Dentist ceasing 
it’s activity in the acquisition of 
dental practices will have no impact 
whatsoever; for some time we 

have seen a very strong and active 
buyers market and if {My}Dentist 
are no longer active, that simply 
reduces the large number of potential 
buyers by one! Whilst {My}Dentist is 
undoubtedly a big player, they only 
represent a single buying entity and 
with the demand for practices being 
so high this won’t affect the market in 
any way. 

Banks are continuing to want to lend 
to dentists and there are currently 14 
banks supporting dental acquisitions.

The aspiration of the associates 
demonstrates a great desire for 
practice ownership, and the start 
of 2017 has been busy with new 
enquiries. Many of our principals 
who are looking to sell continue to 
want to sell to associates rather than 
corporates

There is a general perception that the 
corporates, including {My}Dentist, 
are buying up every practice across 
the country, but that is certainly not 
my experience; in any given year 
we sell less than 5% of practices to 
corporates. This is not because they 
are excluded from the opportunity, 
just that the terms they offer are 
not nearly as good as independent 
dentists.

Lis Hughes
Frank Taylor & Associates

Simon Hughes
Christie & Co

IN SUMMARY...

1) the market is still vibrant

2) the reduced buying activity 
of the larger corporates isn’t 
predicted to have a significant 
(or even measurable) impact on 
the overall market

3) those lucky enough to own 
groups of several practices 
might have more difficulty in 
selling, as a higher proportion 
of these groups historically 
have sold to the large 
corporates

My own tip for 2017 is greater 
involvement of Private Equity (PE) 
– there is considerable enthusiasm 
for PE to “buy and build”, but they 
need to find suitable management 
teams, with sound foundations on 
to which to pour their funding.

Alan Suggett, Specialist Dental Partner at UNW LLP



Making Tax Digital
– ‘severe headache’ for dentists

HMRC has been holding 
consultations on the Making Tax 
Digital scheme, and these concluded 
on 7th November 2016. The aims of 
the scheme appear to be laudable in 
terms of simplifying and making the 
tax system more efficient. However, 
the dental sector will face specific 
challenges. In short, it will create a 
severe headache for the majority of 
dentists. 

In theory MTD should be a positive 
step for all who embrace the internet 
and digital commerce, and it should 
be a very efficient way to streamline 
tax calculations and submissions.

However, until dental practices 
routinely have regular accurate 
management accounts (which 
currently very few have) it will simply 
be yet another, extra cost for most 
practice owners.

One of the key tenets of the scheme 
is the submission of quarterly updates 
to HMRC. This may not present much 
of an issue to most businesses as 
they are used to paying VAT on a 
quarterly basis and preparing monthly 
management accounts. However, 
dentists are not registered for VAT, and 
even larger practices do not generally 
prepare monthly management 
accounts, or if they do, these usually 
don’t present a true picture of taxable 
profits, and various adjustments are 
required at the year end. 

Practice owners do not have 
financially trained staff, and normally 
use external accountants to prepare 

HMRCs new Making Tax Digital (MTD) scheme will 
present a severe headache for the majority of dentists, 
and be yet another cost that they will have to cover.
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accounts. In the case of associates, 
almost all will rely on external 
accounting support. The current 
timetable set out for MTD is for it to 
commence on 6th April 2018.

Whilst there are fairly sophisticated 
software packages around that 
automate a large part of bookkeeping 

and can make this less tiresome, there 
is a potential problem with even the 
best accounting software. Accounting 
systems gather financial transactions, 
so, in the case of an underperforming 

NHS practice, 
would not take 
into account 
the reduction in 
profits due to 
falling behind in 
UDA performance 
(as the practice 
continues to 
be paid the full 
monthly contract 
value).

The link between 
the accounting 
software and 
HMRC, unless 
manually 
overridden, 
will simply 
communicate 
the overstated 
profit level for 3 
quarters, and then 

the final year end return will adjust the 
profit downwards to the correct level. 
HMRC haven’t said what they will do 

with the quarterly information, but the 
danger is that such fluctuations will 
lead to greater scrutiny, and the only 
way to make the quarterly returns 
more accurate (for most practices) 
would be to get help from an 
accounting professional, at extra cost.

Another proposal of MTD is to widen 
the cash basis as a method for 
calculating profits for tax purposes. 
On the surface this may appear 
attractive, but due to accounting for 
NHS earnings and the link between 
these and NHS pension contributions, 
a move to do this could result in 
significant complications in relation to 
tax and pensions. 

UNW Partners Alan Suggett (head of 
the Dental Business Unit), and Charles 
Linaker (former tax inspector and tax 
partner) have been leading the UNW 
communications exercise in relation 
to MTD.

This has included assisting the BDA 
with their submission to HMRC, and 
providing technical input into the 
NASDAL PR campaign.
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Whilst there are 
fairly sophisticated 

software packages 
around that automate a 
large part of bookkeeping 
and can make this less 
tiresome, there is a 
potential problem with 
even the best accounting 
software.
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@AlanMSuggettFollow Alan on Twitter:
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The Dentistry Show & Dental 
Technology Showcase
12th & 13th May 2017 / NEC Birmingham

Dates for your diary
Alan is scheduled to attend the following events over the coming months and 
he’d be delighted to see you.

Dental Business Team

Alan Suggett
Partner
DD: 0191 243 6009
M: 07860 246 718
E: alansuggett@unw.co.uk

Liam Richardson
DD: 0191 243 6079
E: liamrichardson@unw.co.uk

Helen Blades - DBU 
assistant
DD: 0191 243 6231
E: helenblades@unw.co.uk

Dental Tax Team

Louise Main
DD: 0191 243 6083
E: louisemain@unw.co.uk

James Bell
DD: 0191 243 6091
E: jamesbell@unw.co.uk

Simon McInally
DD: 0191 243 6086
E: simonmcinally@unw.co.uk 

Sarah Coombs
DD: 0191 243 6085
E: sarahcoombs@unw.co.uk

Simon Richards
DD: 0191 243 6002
E: simonrichards@unw.co.uk

Hayley Deeming
DD: 0191 243 6260
E: hayleydeeming@unw.co.uk

Any questions?

Contact the UNW 
Dental Business Unit 

BDA British Dental Conference   
and Exhibition
25th – 27th May 2017 / Manchester Central

BDIA Dental Showcase
19th – 21st October 2017 / NEC Birmingham

The reputation of UNW’s dental team has spread even further following an 
invitation from training provider MBL.

Alan Suggett, head of the Dental Business Unit, has recently presented to legal 
practices in regional centres, London, Manchester, Leeds, Birmingham and 
Cambridge. 

Seminars at additional locations are being planned for later in 2017.   
Visit www.mblseminars.com for more information

National series of 
presentations to lawyers

https://twitter.com/alanmsuggett

