
Think outside the square.

Welcome to the March edition of 
Dental Wealth.  

In this issue, we have highlighted 
a number of key areas you can 
focus on to improve your overall 
practice performance.

While luxury cars, added extras 
and metallic colours may seem 
appealing at the time of purchase, 
they may not to a potential buyer 
when it comes time to sell. Take a 
look at our recommendations to 
ensure you make the right choice 
and maximise your resale value.

If you are planning on attending 
any conferences this year, we 
have touched on maximising your 
travel deductions to ensure you 
get the most out of your trip. 

We have recently welcomed back 
Lena Temelkovski to the team as 
our General Manager. Based on 
her experience working within 
the health industry as a Financial 
Controller, Lena gives her top 5 
tips for managing your practice.

If you have any questions 
regarding any of the information in 
this issue, please do not hesitate 
to call a member of our team.

Shane Morgan 
PARTNER

DentalWealth

MARCH 2018
Are you thinking strategically about your business?

Know your practice

We recently hosted the ADA 
NSW Starting in Private 
Practice seminar.

Practitioners in attendance heard insights 
from our staff on topics such as:

� Business structuring and Taxation
essentials

� Finance for Dental Professionals

� Personal insurances

� The power of Superannuation

� Key considerations when buying into a
practice

� Understanding financial information and
the budgeting process

� Benchmarking your practice

 

 

Attendees were also interested to hear 
about the Cutcher & Neale “4 Ways to 
Grow” philosophy, our key foundations for 
practice growth. 

As part of our session on understanding 
financial information and Key Performance 
Indicators was discussing how financial 
metrics can be combined with  
non-financial metrics to shed light on 
practice performance.

One of the areas all practices should be 
looking at is the number of return visits for 
your patients.

One of the eye-openers for our 
attendees was the philosophy 
around thinking of your practice as a 
business.

You may have read recent articles from 
industry commentators regarding the 
benefits of return visits for patient health. 

Well, in addition to the patient health 
benefits, return visits are a key component 
of practice financial growth, and form part 
of our 4 Ways to Grow philosophy.

If you increase the number of times 
your existing patient base returns, then 
naturally, your fee base will increase.

Return visits are more likely to occur 
where:

� The patient has had a positive
experience – think of not only what
happens in the surgery during a
procedure, but aspects of their visit
such as refreshing the look and feel of
your waiting room, and the front counter
experience

� Re-booking procedures are simple –
think about an online booking system
and have your staff follow up patients
regularly, more than just the traditional
yearly flyer in the mailbox!

Let’s face it – there is always going to be 
some level of patient ‘churn’. But limiting 
the turnover of your current patient base 
will reap massive rewards for your practice.

Now, we must highlight that by no means 
are we suggesting that patient care 
is compromised in trying to boost the 
performance of your practice. 

The goal is to supercharge your practice 
through a higher quality patient experience 
as well as efficient processes, so you can 
continue to provide high quality care.
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Think outside the square.

Tips for maximising the resale value 
of your car

Are you thinking of purchasing 
a new car for yourself or your 
practice? 

A new car may seem like a luxurious and 
exciting purchase at the time, however 
when it comes to the crunch you may regret 
spending excessively if you receive a small 
return on investment.

It is important to remember your car will 
begin to depreciate as soon as it leaves 
the dealership. If buying new is something 
you’re considering, take a look at some 
of the measures you can put in place to 
ensure you make the right decision upon 
purchase.

1. Choose carefully!

If you think you may want to sell your car 
within a few years of purchasing, it is 
important to keep its resale value in mind 
from the outset.

Colour
The safest option when it comes to colour 
is to pick one that will remain timeless. 
The colour of your car could determine the 
likelihood of it selling quickly – that means it 
might be time to rethink the lime green and 
bright pink! 

According to an article featured in the 
Sydney Morning Herald, there is a distinct 
trend towards neutral colours which make 
up 73% of the market. 

As always, black (17%) and white (21%) 
excel, with black getting the seal of 
approval for timeliness and white for 
increased road visibility.  Grey and silver 
are also popular, with grey taking 18% of 
the market and silver 17%.  

Model

Before you buy, do your research to 
determine which brands hold their value. 
There are many factors that could 
potentially impact the resale value 
including brand reputation, quality and 
reliability.  

To get started, take a look at Glass’s 
Guide.

Optional extras 
Think about how relevant the optional 
extras are for the make and model of the 
car you are purchasing. 

Due to continual advances in technology, 
it’s hard to say how well received it will be 
upon resale.   

Make/ Model Price - New Average Resale Price (After 3 Years) Average % Retained (after 3 years)

Mercedes-Benz ML350 $102,000 $47,000 - $52,000 50%

Toyota Landcruiser VX $98,000 $67,000 70%

Regardless, slightly outdated technology 
still shows to prospective buyers that it is a 
superior car! 

2. Maintaining value

Taking care of your car is a must.  
Having it regularly serviced, using 
a trusted mechanic and keeping 
your logbook up to date will show to 
prospective buyers that you have looked 
after your car well. 

Try to sell your car before it clocks over 
100,000km or before the end of your new 
car warranty. This is appealing for buyers 
and will offer peace of mind that they are 
still covered.

3. Resources

Before you jump straight into purchasing 
your new car, we recommend doing 
thorough research. In doing so, you can 
narrow down your choices and have a 
better understanding of how your vehicle 
will go when it comes time to sell.

Below is a comparison of a Mercedes-
Benz and Toyota Landcruiser, sourced 
from RedBook. As you can see, these 
two cars have a similar purchase price, 
however result in a significantly different 
resale value. 

We recommend using resources such 

as RedBook for car research and 

comparison as well as NRMA Open 

Road to assess the market value of 

your preferred vehicle and assist with 

your decision. 



As the main purpose of attending the 

conference is the gaining or producing of 

income, the total cost of the conference 

(air fares, accommodation and meals) is 

deductible.

2. Francesco, an Orthodontist, has two

equal purposes when he decides to attend

a five-day international conference on

orthodontics in Singapore to be followed by

a seven-day holiday in Thailand.

The conference package is $2,500 ($1,000 

return air fare, $500 for the cost of the 

conference and $1,000 for accommodation 

and meals at the conference venue). 

Francesco paid another $2,000 for 

accommodation, meals and car hire for 

the 7 day holiday in Thailand. Francesco 

is allowed a deduction of $1,500 for the 

conference cost and the accommodation 

and meals expenses at the conference. 

Only half of the return air fare ($500) is 

allowed as the expense was incurred 

for two equal purposes, one income-

earning and the other private. The other 

expenditure of $2,000 relating to the 

holiday in Thailand is private in nature and 

not allowable as a deduction. 

Planning your 2018 conferences? 
Here are your Travel Deductions

Planning your 2018 conferences? 

Don’t miss your deductions, so get 

planning with our compliance tips!

Of course, there are a few hoops to jump 

through and boxes to tick. So before 

you dive for your credit card, make sure 

you know what is and what is not tax 

deductible.

Firstly, the main purpose of the trip 

must be to maintain or improve skills or 

knowledge specifically relevant to your 

job or income earning activity. Such as a 

study tour or attendance at a work-related 

conference or seminar. 

The existence of an incidental private 

purpose does not affect the tax 

deductibility, however if the trip includes 

a private purpose that is not merely 

incidental to the main purpose you cannot 

claim all the expenses, but you may be 

able to claim some. 

The ATO has some good examples: 

1. Glen attends an 8 day work related

conference in Hawaii. One day of the

conference involves a sight-seeing tour

and a game of golf is held on the final

afternoon of the conference.

3. Jenny, a Dentist, was holidaying in Cairns

when she became aware of a work-related

seminar on effective treatment options for

root canal.

The cost of the half-day seminar was 

$200. Jenny is able to claim a deduction 

for the cost of the seminar because it is 

directly attributable to an income-earning 

purpose. However, no part of her air fare to 

Cairns or her holiday accommodation is an 

allowable deduction.

As you can see it is not always cut and dry. 

An objective analysis of all the surrounding 

circumstances is needed to determine the 

essential character of the trip.

Talk to your accountant if you need advice.

Did you know that if you’re away for 6 or 

more consecutive nights you must keep 

a travel diary and record? 

You will need to include details such as:

� the nature of any business activity

� the day and approximate time the activity

began

� where you engaged in the activity

� how long it lasted

dentalbenchmarks.com.au
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Important Disclaimer: The material contained in this publication reflects General Advice only, and has not been prepared to provide specific Personal Advice to 
any particular individual(s). It does not take into account the individual circumstances, risk profile, needs and objectives of specific individuals. The examples 
are used for the purposes of illustration only. Readers should not act upon any matter or information contained in or implied by this publication without seeking 
appropriate professional financial planning advice. The publishers and authors expressly disclaim all and any liability to any person, whether a client of Cutcher 
& Neale or not, who acts or fails to act as a consequence of reliance upon the whole or any part of this publication. If the advice relates to the acquisition or 
possible acquisition of a particular financial product, you should obtain a copy of and consider the Product Disclosure Statement before making any decision. 

Liability limited by a Scheme approved under Professional Standards Legislation.

Lena’s top 5 tips for managing your practice

Lena Temelkovski recently 

re-joined our team as the firms 

General Manager.  

Many years ago, Lena started her 
accounting career with us before 
moving onto the commercial sector, 
with her most recent role being with 
Hunter Valley Private Hospital (HVPH) 
where she spent 15 years’ as their 
Financial Controller.

HVPH transformed from humble 
beginnings to become a very 
successful, highly sought enterprise, 
relinquishing its 30 plus year locally 
owned, independent status in late 2015 
when it was divested to a National 
healthcare group. 

From her experience, Lena shares 
her insights on the five main areas 
you should focus on to improve your 
practice performance. 

Strategic direction 

� operating with an inverted
organisation chart where the focus
is on providing excellent customer
service to achieve the best possible
patient health outcomes

� reviewing current business practices
for improvement possibilities

� identifying new business
opportunities

� offering a diverse range of services
� developing both

- a long term business master plan
and refining this vision every 5
years

- annual mini plans to continuously
work on achieving the overall
master plan

Staffing & HR practices 

� stable management team
� partnering with committed and loyal

staff at ALL levels of the organisation
� fostering a positive employment

culture with staff passionate about the
services they provide and adopting a
“winners” philosophy

� striving to be an “employer of
choice” with competitive remuneration
packages;  recognition programmes
and other staff engagement strategies

Financial Reporting / Business & 
Cash-flow Management 

� regular financial / management
reports

� communication and regular
operational meetings

� instigating / maintaining strong
internal control processes

� minimising costs without sacrificing
service quality e.g. rostering staff to
service requirements, renegotiating
with suppliers

� monitoring business health with KPIs
� maximising cash inflows with robust

account receivable practices
� paying suppliers on a timely basis

and supporting local vendors where
feasible

� seeking external finance when required
� utilising consultants and

benchmarking with other enterprises

Capital / Infrastructure investment 

� refurbishing, expanding the property
footprint and building new facilities

� being appropriately resourced by
updating equipment and IT systems

General service and facilities 

� service excellence via the Quality
program and accreditation
compliance

� maintaining facilities to a high
standard with points of difference
for patients and visitors e.g. unique
artworks, relaxing gardens and free
onsite parking

Lena is always available to chat! 
Speak with her today to find 
out how you can implement 
similar strategies to achieve your 
business vision.

ADA Exiting Your Practice and Post Exit Strategies Seminar

When it’s time to sell their practice, many 
dentists make decisions poorly, out of 
lack of knowledge and understanding of 
the impact of the various decisions that 
need to be made.

Join our Dental Accounting Specialists 
for a day of learning at the ADA Exiting 
Your Practice Seminar. 

Date 
Friday 13 April 2018

Time 
9:00am- 4:00pm

Location 
Centre for Professional Development 
1 Atchison Street St Leonards NSW

Our topics will include:

� Strategies for wealth creation
� Tax implications and strategies for sale
� Superannuation on sale of your practice
� Practice valuations
� Succession planning

To register visit our website: 
cutcher.com.au/event
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