
4/24/2026

1

Sponsored by

Clint Herrema

Do’s and Don’ts in Real Estate When Buying or Selling a Practice

75
%

of our dental clients secured locations 

before public listing

Realtors.
Approximately 50,000 licensed Realtors in 
Michigan. And of that, only approximately 6 
or (…0.00012%) are what label themselves 
as dental specialists. And of those, we do not 
know of any that understand the bank 
appraisal regulations for valuations.
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Market Knowledge

Purchase, Sale , Lease, Practice Transitions 
and Investment 

Strategic Planning

Complete cost analysis before you start looking at properties.  

Appraisal Proficiency

Who We Are and 
What We Do

Presentation is 
Everything

• People want to do business with 
those they like and trust

• Understand both Seller’s and 
Buyer’s expectations from one 
another
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Top Mistakes  

• Having attorney or CPA negotiate 
purchase or lease value

Why?
Ex. Malpractice.

• Doing a short-term lease with option 
to purchase at end based on then 
appraised value.

Why?
Examples..

Top Mistakes –
cont.

• Seller assuming value is worth what 
new construction value is

Why?

• Buyer using a non-dental comps 
to assume value

Why?
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What NOT to Do 
Examples:

• Hiring Generic Realtor 
to assess value

All non-dental properties, 
improper adjustment for 
buildout

Bridge’s Comparable Properties
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Comparable Properties Analysis

NOT To Do 
Examples cont:

• Improper use of 
investment real estate 
proformas.  Cancelled 
out value to 3rd party 
buyer
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• Must prove out if 
we are in fact The 
Best deal in the 
market.  

• This is NOT about 
setting price as 
much as proving 
equity to the Buyer
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• Proper Depreciation 
is a must, or 
appraisers cannot 
take your work 
seriously

• Sale price is below 
the metrics showing 
respect to the buyer 
and mitigating risk 
for bank appraisal. 

The Cash Flow Metric

“Can the practice afford the purchase price of the 
real estate?”
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Practice Brokers

The most overlooked question when interviewing
Who to hire for listing.

“Do you Co-broker with 
other Brokers?”

WHY?

• Limited Exposure

• Buyer’s may want representation 
separately

• Examples
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Free Property Value Analysis for MDA 
Members:

5010 CASCADE RD SE, GRAND RAPIDS MI

CLINT HERREMA | 616.238.7550 | CLINT@BRIDGECOMMERCIALREALTY.COM
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Top Mistakes –
cont.

• Seller assuming value is worth what 
new construction value is

Why?

• Buyer using a non-dental comps 
to assume value

Why?

21

22



4/24/2026

12

23

24


