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7 2025 State of the
@J Dental Industry

The dental industry is undergoing a major shift, dri  ven — =
by new technology, changing patient expectations, and —_—— (
economic factors. This report looks at the biggest trends —_ =
shaping dental care, from Al-based diagnostics and

automation to predictions about mergers and acquisit ions.

Thought leaders from across the industry
share their insights, including:

+ DSO leaders
Clinicians

\

Staf ng experts
Merger and acquisition experts

Technology leaders
Cybersecurity specialists
Revenue cycle management experts

Demographic analysts

ve

U.S. Dental Services Market

$192.2 billion 20 3 304
$197.7 billion 20 CAGR
$242.8 billion w0

revenue forecast

Source: Grand View Research
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Eric Giesecke
CEO, Planet DDS

Technology Trends

DSOs that stay ahead of these changes aren't just keeping up—they’re setting the pace to
maintain a competitive edge and deliver exceptional patient care. Five transformative technology
trends that will de  ne tomorrow are already knocking at our door. Let’s dive in.

Evolving from Legacy Systems to Connected Platforms

The once-dominant server-based practice management systems are now showing their age, with
challenges like data silos and limited scalability impeding growth. “All-in-one” solutions are giving

way to exible, integrated platforms such as DentalOS ™ that utilize robust APIs, enabling seamless
interoperability, real-time data sharing, and uni ed work ows. These modern systems streamline
multi-location operations and free up staff from administrative bottlenecks, setting the stage for
scalable growth.

Revolutionizing Revenue Cycle Management (RCM) with Automation

Revenue cycle management is undergoing a transforma tion thanks to automation and
advanced integrations. APIs now enable automatic ins urance veri cation, claims validation,
and streamlined payment posting, reducing errors and manual workload. In 2025, these
advancements will further optimize nancial work ows, ensuring faster reimbursement cycles
and enhancing practice pro tability.

[ planet



Technology Trends Shaping the Dental Industry

e Leveraging Al to Drive Operational and Clinical Ef ciency

Al technology is becoming a cornerstone of dental operations, offering solutions beyond
diagnostics and treatment planning to appointment scheduling and insurance veri cation.
By analyzing patient data, machine learning, and predictive analytics, teams can better
anticipate patient needs to identify at-risk cancellations, optimize resource allocation, and

assist clinicians in delivering more personalized care. These tools empower dental teams to
focus on higher-value activities and improve patient outcomes.

a Transforming the Patient Experience Through Digital Innovation

Patients increasingly demand convenience and transparency in their dental care. DSOs are
responding by digitizing the patient journey—from online appointment scheduling to two-way
texting and digital payment solutions. By meeting these expectations, DSOs can enhance
patient satisfaction and loyalty while streamlining operations.

a Leveraging Technology to Bolster Data Security and Compliance

As DSOs continue their digital transformation, technology plays a crucial role in strengthening
data security. In addition to education on best practices to safeguard patient information,
DSOs can leverage advanced cybersecurity tools, streamline risk management, and stay
ahead of evolving privacy regulations. By integrating these technologies, DSOs can not only
reduce vulnerabilities against cybersecurity threats and data breaches but also build greater
trust with patients.

The dental industry is shifting from tradition to transformation, rewriting the rules in patient
care and business operations. DSOs that embrace smarter, more connected systems will
break down operational barriers, unlock the potential of their teams, and deliver patient
experiences that foster lasting loyalty and trust. The real question isn’t whether change will
happen; it's who will be prepared to lead it.

) For more information on how I||| plang'!
’§ ; dental operating systems are
’ revolutionizing the industry, Planet DDS is a leading provider of cloud-based solutions,
DentalOS™ download the e-book: empowering growth-minded dental businesses with a

comprehensive platform that includes Denticon, Cloud
9 Ortho, and Apteryx Imaging, delivering seamless
integrations, improved workflows, and scalable technology.

Dental OS ™ Powering the Next

Generation of Dental Businesses

7
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Same-Store Growth Trends

Despite an uncerta!n economy, a Average Same-Store Growth Year Over Year
Planet DDS anaIyS|S of more than 2,200 across 2,200 practice locations

practices on Denticon showed about Q12024 Q22024 Q32024 Q42024
60% achieved same-store growth in
production from 2023 to 2024.

2.5% 3.2% 55% 4.6%

Top Tips to Increase Same-Store Growth

1 R Schedule new patients 6(\ Add digital work  ows
‘® within  ve days \G}} including 3D printing
2 5 Expand hours, services, 7 Leverage Al for X-ray
v= or staff to expand n analysis to increase
© capacity case acceptance
3 _ 8 _
H Q Reduce outside v= Standardize SRP
referrals - protocols
4 Provide more 9 . Reduce claim rejections
Q same-dav care with Denticon Claims
y 5 Task Manager
5 Fill scheduling gaps with 10 ) Send text-to-pay
o Denticon QuickFill or a ))) reminders with link to
similar tool online payment portal

For more information on how to increase revenue, download:
18 Tips to Increase Same-Store Growth
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Diving into Data

Ever wonder how your practice compares against others? Here are the average
benchmarks for common key performance indicators.

57% average case acceptance rate
marked as accepted, scheduled, or
completed

42% average case
completion rate of patients
treatment planned between
1/24 - 6/24 and who
completed treatment by 12/24

43 average new patients
per month per practice,
including specialty

15.5% of patients canceled
an appointment in advance

7.4% of patients failed to show for
an appointment without prior notice

Case Acceptance Varies Widely by Practice

% of Practices
.  18%

17
14%
11.2%
6.5%
4%
o B
s
9" 4" 0@ X AT M-
o7 A0 0 407 0P ©P A

Q

9% 9.8%
l 3 57
9 ol ,,\:\“f

\\1' A .

Case Acceptance Rate

000000
AAAAAA
6 out of 10 average hygiene

reappointment rate within 12 months

Number of New Patients Varies Widely

6%

16. %

18.4%

Number of visits per month per practice
H0-19 M20-39 MW40-59 M60-79 M 80+
Average Gross Daily Production
$1,058/Hygienist
$3,815/Dentist

$8,436/Practice

|nplanet
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Diving into Data: Orthodontics

An analysis of more than 1,500 practices on Cloud 9 orthodontic practice
management software revealed the number of new orthodontic patients varied
widely by practice in 2024.

Number of New Ortho Patient Consults per Practice Location (2024)

24.7%

23.3%
16.3%
6.7%
4 4% 3 6% 2 8%
16% :
- 0.5%
| e
\,qq

RS

Percent of Practices

a9 qqq X

Q’ S

2 B o a9 2 !
¢0° 300 o bo° 400 P o®

Number of New Ortho Patient Consults per Practice Location

o0 315.8 new ortho patient exams
At per practice on average

203.5 ortho starts {5 )]

per practice on average " "

64.4% average case — 64%

acceptance rate
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Brian Colao
Director, Dykema DSO
Industry Group

Adjusting to
Changing
Conditions

In the Dental
M&A Markets

The dental practice mergers
and acquisitions (M&A) market
is undergoing a signi  cant

Since 2022, these conditions placed
many DSOs in a challenging position

as they watched the cost of their credit
facilities skyrocket in a short period of
time. Many DSOs continue to grapple with
higher nancing costs, which limits their
opportunity to grow through M&A. As a
result of the slowly improving conditions,
smaller and mid-sized deals may be
completed with some regularity in the rst
half of 2025, but most larger transactions
will likely to be delayed until the third or

fourth quarter, or even later.

3

Dental market
consolidation
in 2024




Adjusting to Changing Conditions in the Dental M&A Markets

Signi cant Shift in Deal Structures

There has been a signi  cant increase in more nuanced deal structures like earnouts, higher-
percentage rollovers, and joint ventures. This allows buyers to shift some of the risk back to the
seller rather than assuming all or most of the future performance risk post-closing.

Joint ventures allow the buyer and the seller to partner post-closing (such as a 51% / 49% split)
and share the risks and the rewards of the practice’s post-closing performance. Earnouts allow
the seller to receive additional purchase price amounts if certain nancial benchmarks are
achieved post-closing.

Strong Focus on Same-Store Growth and Innovation

This period of adjustment is an opportunity for sellers to strengthen their operations, adopt
innovative technologies, and focus on same-store growth.

In 2025, we’ll see even greater adoption of automated
revenue cycle management (RCM) tools, including dental
bene ts veri cation and payment processing; automated

patient communication and retention tools; automated
expense reporting tools; and Al for diagnostic accuracy
and operational ef  ciency.

The groups that show resiliency and growth even during 7 5 0/ 8 o 0/
[ o}
these challenging economic times will be well-positioned 0 o
for a recapitalization event in 2025. Predicted consolidation by 2040
Brian Colao, Dykema DSO Industry Group

Dykema

LEADING LAW FIRM IN DENTAL SERVICES™

For more information on dental The Dykema DSO Industry Group is a leading law firm
mergers and acquisitions, for the DSO industry and dental services. It provides
download the e-book : comprehensive counsel and experienced representation
DSO M&A 101 on a wide array of legal matters impacting DSOs, DSO

investors, and other organizations within the DSO industry.

13
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Kevin Cumbus

Practice Sales ‘~' _l
Predicting >z
the Best ‘!'

.

S
|
Yearin M&a ' 1 | =1
Since 2022 e

EBITDA
EBITDA stands for Earnings Before Interest, Taxes, Depreciation, and Amortization. It serves
as the fundamental metric in assessing a dental pra  ctice’s nancial health and valuation. It
tability by excluding non-operational expenses,

provides a clear picture of operational pro
which allows for a more accurate comparison across p ractices. In the context of dental
mergers and acquisitions (M&A), pricing is determined by the valuation multiple applied to
the practice’s EBITDA.

The post-COVID period sparked an unprecedented rush to deploy capital, making 2021 the most
intense year for Dental M&A to date. Before COVID, dental groups typically traded at EBITDA
multiples in the 6x to 10x range, according to our a  nalysis. By mid 2022, those multiples had
surged to 8x to 12x, driven by an aggressive in ux of private equity groups and private equity-
backed DSOs. When demand goes up, prices follow.

However, by early 2023, rising in  ation and the Federal Reserve’s aggressive interest  rate hikes
delivered a signi  cant blow to the industry, hampering DSO cash ow. Many groups found
themselves in technical breach of loan covenants, for ~ cing them to pause acquisitions while
addressing EBITDA margin compression and waiting for interest rates to stabilize.

Numerous dental groups reduced or eliminated their business
development teams, shifting their focus to same-store growth.
Many turned to technology to streamline operations, reduce
costs, and improve ef  ciency.

14
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Predicting the Best Year in M&A Since 2022

When the Downturn Began

With many traditional buyers putting their pencils down in 2023, TUSK worked
hard to identify new pools of capital and emerging DSOs willing and able to
buy or partner with our clients. Multiples softened slightly, and deal structures
began to shift, leaning more toward equity roll and less cash at close.

What We Saw in 2024

By 2024, smaller transactions were well received by the buy-side, while larger
groups experienced mixed results. Groups with year-over-year EBITDA growth
attracted strong interest, but those experiencing declines required a special
buyer to recognize their potential.

We also observed a widening spread in enterprise value (EV) offers, with some
DSOs putting forth opportunistic bids, hoping sellers would accept. While we
remained hyper-ef cient in closing deals, we also encountered a few bad
actors proposing deals far too favorable to buyers.

Despite the challenges, 2024 was TUSK'’s busiest year  yet. We closed more
deals in 2024 than in any year since opening our doo  rs. It was hard-fought,
but we could not be prouder of our team and the outcomes we delivered for
our clients.

Looking Ahead to 2025

Looking ahead, 2025 has the potential to be the best year since 2022. After
extensive conversations with CEOs and DSOs, there is a shared sense of
relief and optimism now that the election is behind us and the Fed has started
lowering rates.

Based on these discussions, We anticipate the strongest demand will
be for practices and groups with EBITDA in the $1 million to $5
million range . While there will continue to be appetite for sub $1 million
EBITDA deals at 2024 levels, the most signi  cant gains in valuation will come
for practices exceeding $1 million in EBITDA.

P TUSK

5%
in EBITDA

erosion
since 2022

DSOs

hiring business
development
teams

Predicts

robus

M&A activity
in 2025

TUSK Practice Sales is an industry-leading healthcare

M&A advisory firm offering expert guidance on selling

healthcare practices.

[planert
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Mike White
Principal, CLA (Clifton
Larson Allen LLP)

The Dental Industry

Is Optimistic About 2025

Last year was challenging for the dental industry—
particularly in the M&A and transaction space
where deal volume fell compared to prior years.

Many in the market adopted a “wait-and-see” approach, driven by a combination of compressed
valuations and a disconnect between sellers’ price expectations and buyers’ willingness to pay
historical market valuations.

Interest rates played a key role in shaping this environment, but broader factors were also at play.
The cost of capital investment—much of it borrowed—forced investors to get creative with deal
structures. We saw an increase in seller carry-back notes, bonus performance incentives, and
deals with less cash upfront as traditional lenders became more cautious about financing.

Private equity groups already operating in the dental market focused on “getting their house in order.”

‘ ‘ Overstaffing for growth in prior years led many to reduce team

sizes and shift their attention toward operational efficiency.

In some cases, these private equity groups also determined starting a new practice was more
cost-effective than acquiring an existing one, a notable pivot from traditional acquisition strategies.
This shift also emphasized the adoption of technology. Al and automation were increasingly used
to streamline operations, replace redundant functions, and improve patient outcomes.

| planert
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The Dental Industry Is Optimistic About 2025

Strategic Investment and Growth in the DSO Market

Despite the challenges of 2024, the industry remains optimistic
about 2025. Many speculate how consolidated or affiliated the
market is today, but we believe there is still ample room for growth
in the dental service organization (DSO) space.

Additionally, new solo start-ups and small group practices Leve ra g € A |
emerging regularly signals a long runway of opportunity for the d oth t Is t
industry’s future. The closure of a few key transactions in late 2024, ana orher rools 1o

including MB2 Dental’s recapitalization and Comvest Private enhance efflClenCY
Equity’'s investment in Riccobene Associates Family Dentistry, is and pa’rlenT
likely to reset market valuations, sparking renewed activity in the experiences

months ahead.

We anticipate a flurry of transactions in 2025, fueled by pent-up
demand, underutilized capital, and a renewed focus on strategic
investments. Practices will likely continue to prioritize operational
improvements, leveraging Al and other tools to enhance efficiency
and patient experiences.

Preparing Financials for Future Opportunities

For practice owners, this is a prime time to make sure their
financials tell the right story — whether preparing for an exit,
seeking financing, or bringing on a partner. Strong financial
reporting and strategic positioning are essential to capturing the
opportunities the new year will bring.

@

l 4

CLA exists to create opportunities for our clients, our
people, and our communities through our industry-focused
advisory, digital, audit, tax, and outsourcing services.

17
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Dental Staf ng

Jon Fidler

Founder, Fidler &
Associates

Trends Are

Improving

After two years of
DSO restructuring and
layoffs, we see the
momentum shifting.

We're noticing an increase in demand for CFOs and bu siness development roles, which points to
companies anticipating more merger and acquisition (M &A) activity this year. We're also seeing
a lot of opportunities for experts in revenue cycle  management (RCM) and credentialing, which

help with same-store growth and ef cient

What Employers Are Looking For

Many hiring companies are very speci

operations.

¢ with their requirements. The majority want candida  tes

to be local, not remote. Before 2022, companies were seeking candidates who could work in

a chaotic, high-growth environment. Now, companies a re focused on candidates who value

structure and have experience with tightening up pro  duction.

Salary Trend for Managers

When we look at job offers from 2020 to 2024, we're  seeing a drop of 8% to 12% in base salary
offerings for mid-level managers, with an increase i n bonus opportunities based on performance.

We're also seeing offers that include reimbursement f  or continuing education and an increase in
paid time off days.

C-suite roles have seen an increase in their base s  alary of 6% to 10% and enhanced bene ts
packages, including stock options or equity in the organization. Equity compensation grew by
approximately 10% to 15% from 2020 to 2024 as organ izations sought to retain and attract top talent.

Overcoming
Statfing Shortages

I

For more information on hiring

and retention strategies, download
the e-book: Overcoming Staf ng
Shortages .

F FIDLER AND ASSOCIATES

Fidler & Associates provides executive search services for
multi-site dental and healthcare groups.

[ planet
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Rod Ganijifard

Former Vice President of
Technology, Onsite Dentall

Shaping the
Future of

Enterprise
Dentistry

With advancements in system
integrations, innovative applications
of arti cial intelligence (Al)

and an increased emphasis on
cybersecurity, dental support
organizations (DSOs) are poised to
deliver more ef cient, high-quality

This elevated level of integration is
transforming DSOs by:

e Customizing work  ows: APIs empower
practices to tailor work  ows to their
speci ¢ needs, breaking down
operational silos and improving data
accuracy.

e Streamlining administrative tasks:
Integrated systems reduce manual
processes, allowing staff to focus more
on patient care and less on logistical
hurdles.

By adopting these interconnected
systems, DSOs are creating a smatrter,

more cohesive ecosystem for practices as
they manage patient care and operations.



Shaping the Future of Enterprise Dentistry

Seamless integration
between practice

management systems
(PMS) and third-party
tools are revolutionizing
operational efficiency.

Al and Automation: Redefining Efficiency and Care

Artificial intelligence (Al) is solidifying its role as an essential tool across both clinical and
administrative domains, reshaping the way clinicians and staff operate.

Clinical breakthroughs include:

« Improved diagnostics: Al continues to refine its capabilities, offering faster and more
accurate interpretation of radiographs and patient records to assist clinicians with their
decision-making.

« Streamlined documentation: Automated tools such as voice-to-text applications for clinical
notetaking are eliminating the need for manual documentation, enabling clinicians to
dedicate more time to patient care.

Administrative Al applications include:

« Virtual assistants: Al-powered chatbots facilitate personalized patient interactions, handling
tasks like scheduling, reminders, and follow-ups efficiently.

« Predictive analytics: By integrating Al into PMS platforms, practices gain actionable insights
into performance metrics and patient trends, enabling proactive decision-making and
streamlined operations.

20
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Shaping the Future of Enterprise Dentistry

Al adoption is transforming DSOs into data-driven, patient-centered organizations, delivering
unparalleled care and operational ef ciency.

Cybersecurity: A Non-Negotiable Priority

Cybersecurity is no longer optional—it's a foundatio ~ nal element of trust and operational stability.
DSOs are adopting robust measures to safeguard sens itive patient information and protect
against cyber threats.

Key strategies include:

* Proactive threat detection:  Al-driven security systems monitor networks in real-  time, identifying
and neutralizing potential threats before they escal ate.

» Building a security-  rst culture: Ongoing training equips dental teams to recognize and counter
emerging threats, such as phishing scams, while ensuring secure handling of patient data.

Embedding cybersecurity into daily operations protec ts patient trust and ensures uninterrupted
functionality.

A New Era of Dentistry

As the dental industry moves forward, DSOs that inv  est in tighter integrations, embrace Al
advancements, and prioritize cybersecurity will emerg e as leaders in the eld. These converging
trends mark the beginning of a new era, one de ned by innovation, resilience, and the ability to
meet evolving patient expectations.

As the dental industry moves forward, DSOs that invest
in tighter integrations, embrace Al advancements, and

prioritize cybersecurity will emerge as leaders in the eld.

onsite

Onsite Dental provides sophisticated mobile dentistry
services, traditional fixed-site dental care, and self-
contained pop-up dental practices to workplaces, college
campuses, and residential high-rise buildings to deliver
care that is comfortable and convenient.

21
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Seth A. Gibree
DMD, FAGD, Senior Director of Clinical
Al and Innovation, Heartland Dental

Advancing Dentistry:

As the largest dental support organization in the U.S., Heartland Dental is uniquely positioned to
lead the charge in transforming dentistry through innovation and patient-centered care. From the
transformative integration of artificial intelligence (Al) fo reimagining insurance claims processes,
we are committed to helping supported doctors navigate advancements that redefine care
delivery at scale, drawing on our rich history of technological integration.

Managing Change at Enterprise Scale

Introducing new technologies across our vast network—which includes over 3,000 supported
doctors and 6,000 supported hygienists—requires strategic planning, collaboration, and input
from interdisciplinary teams comprised of clinicians, business leaders, and technology experts.
Our approach, honed through years of innovation, includes comprehensive proof-of-concept trials
and multiple pilot phases to assess effectiveness and integration potential.

For example, we spent over four years rigorously testing multiple clinical Al tools, followed by

an additional two years of staged pilot programs before choosing VideaHealth as an Al partner
and fully deploying them across our network. This measured approach ensures the technology
delivers measurable value, integrates seamlessly into workflows, and gains the confidence of our
supported clinicians.

In 2025, our initiatives include deploying advanced business
tools, enhancing mentoring and educational resources for
providers, and integrating cutting-edge Al imaging solutions.

22
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Advancing Dentistry: Practical Insights from a Senior Clinical Leader

These efforts aim to further improve patient outcomes, operational efficiency, and the overall care
experience while maintaining clinician autonomy.

Artificial Intelligence: Practical Applications in Diagnostics

and Efficiency
Al-assisted diagnostics
have resulted in

precision and streamlining operations. Radiographic Al tools
enhance clinicians’ ability to detect subtle anomalies, enabling O %

earlier interventions for conditions like caries, periodontal

Al continues to revolutionize dentistry by boosting diagnostic

disease, and oral cancer. In our supported network, Al-assisted improvement in patient
diagnostics have resulted in a 20%+ improvement in patient case case acceptance
acceptance, underscoring the tangible impact of this technology

on patient trust and treatment adoption.

Beyond diagnostics, Al is also transforming clinician development by supporting personalized
mentoring and education. Data-driven insights enable tailored mentor-mentee pairings, while
Al-powered simulations and virtual reality provide hands-on experience, enhancing clinical skills
without requiring live patients. These advancements reflect Al's ability to address both operational
and clinical needs.

Additional Al-driven tools—such as automated scheduling, voice charting, and predictive
analytics—significantly reduce administrative workloads. This allows dental teams to focus more
on patient care while improving practice efficiency. However, realizing Al's full potential requires
careful implementation. Transparent communication, robust safeguards, and clinician autonomy
are essential to building trust and ensuring the technology serves as a support tool rather than a
replacement for human expertise.

Streamlining the Insurance Adjudication Process

Navigating the complexities of dental insurance remains one of the industry’s most time-intensive
and frustrating challenges. Inconsistent claim handling and unnecessary denials not only delay
care but also place additional burdens on dental teams.

For instance, an X-ray missing a portion of a root can lead to claim denials, requiring costly and
fime-consuming resubmissions. Addressing these inefficiencies begins with enhancing transparency,
ensuring consistency, and keeping clinicians central o decisions about medical necessity.

Heartland Dental’s 2025 vision includes leveraging Al to automate patient insurance verification,
support “clean” claims processes, improve accuracy, and predict potential denials before
submission. By automating routine tasks and reducing administrative friction, we aim to ensure
that more time is spent focusing on patient care.

23
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Advancing Dentistry: Practical Insights from a Senior Clinical Leader

Introducing Innovative Care and Workforce Solutions

Innovation is at the heart of Heartland Dental’s mi  ssion to support doctors and their teams as
they deliver the highest quality dental care and exp  eriences to the communities they serve, by
assisting in supporting patient care improvement and increasing operational ef  ciency. Two
recent initiatives illustrate our commitment to pract  ical, scalable solutions:

e Curodont Repair Fluoride Plus: This groundbreaking treatment regenerates enamel an d
reverses incipient carious lesions through a biomimet  ic process, providing patients with a
minimally invasive and effective solution to early-  stage decay.

< Hygienist and Dental Assistant Staf  ng Program: This initiative is evolving to not only
address workforce demands but also serve as a platfo rm for ongoing education and skill
enhancement. Hygienists and dental assistants can gro  w professionally while contributing to
operational success during high-demand periods.

These programs highlight our focus on addressing th e real-world challenges faced by both
providers and patients.

A Focus on Practical Bene ts

The adoption of new technology in dentistry should deliver clear, measurable bene  ts. From Al-
enhanced diagnostics to streamlined insurance work ows and innovative workforce solutions,
every advancement must prioritize improving the expe riences of patients, supported providers,
and their practices.

As we integrate cutting-edge technology, our focus remains on balancing innovation with the
human touch. By fostering continuous, personalized le  arning through Al, we aim to create a
culture of excellence that directly enhances patient ca re. By thoughtfully integrating new tools
and emphasizing measurable outcomes, everyone at Hea rtland Dental remains committed to
supporting clinicians in delivering exceptional care while shaping the future of dentistry.

©

HEARTLAND.

Heartland Dental is the nation’s largest dental support organization, providing non-clinical administrative
support services. What started from the entrepreneurial spirit of Rick Workman, DMD, with his single
dental practice, has evolved into affiliating with over 3,000 doctors in over 1,800 locations across 39
states and the District of Columbia. The company is majority owned by KKR, a leading global investment
firm. For additional information, please visit  heartland.com.
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Lorri Detrick
President and COO,
Riccobene Associates
Family Dentisiry

Combining Culture and

Operations to

||'“ﬂ '"'l A!

We're seeing positive changes in staffing. The hygiene market has become more stable and

Enhanced Employee Loyalty and Engagement

creative solutions such as assisted hygiene programs are working well. The era of work-from-
home has subsided, and employees are rediscovering the value of being part of an in-office
team. At Riccobene, we've worked hard to foster employee loyalty, and our low turnover rate
reflects that effort.

In 2025, we're rolling out Nectar HR, an employee recognition platform that consolidates rewards
and recognition intfo one seamless system. Employees can earn points for prizes like gift cards or
swag, offering a sense of ownership in how they feel appreciated.

Leveraging Technology for Efficiency and Patient Experience

Technology is evolving quickly, and we're focused on maximizing efficiency and elevating the
patient experience. We're introducing more ways to enhance revenue cycle management (RCM)
through partners who are using artificial intelligence and automation. We're also prioritizing
patient communication, integrating Al engines for automated missed-call responses, online

appointment scheduling, and more ways to streamline the patient experience.
We're actively consolidating our systems to operate on a platform, working with vendors to

ensure APls interact seamlessly with our practice management system. We're exploring tools that

help us mine data for patient reactivation and outreach.
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Combining Culture and Operations to Drive Success

Navigating Reimbursement and Procurement Challenges

Managing payer relationships remains a priority as we negotiate fair reimbursement rates that
align with rising operational costs. We're also maximizing tools like Dentira to get the best value
for supplies, balancing price, quality, and vendor relationships.

Consolidation and Expansion in the Market

It will be interesting to see what happens in the dental M&A market this year. Riccobene
completed one of the few major transactions in 2024, recapitalizing with a new private equity
partner. This partnership positions us well to expand our presence in the Southeast and explore

opportunities in new states, with an eye on doubling our size.

Our growth will be fueled by innovation and an unwavering commitment to patient care.

Survey conducted by ADA Health Policy Institute, 4th Quarter, 2024
Looking ahead the next six months, how confident are you in the economic conditions:

DSO respondents

28.8% 45.5% 12.1% 10.6%
Your particular dental practice? | A N
21.2% 43.9% 18.2% 13.6%
The dental care sector in general?
15.2% 47% 13.6% 19.7%
The U.S. overall? | [
M Very confident Il Somewhat confident [l Neither confident nor skeptical B Somewhat skeptical Very skeptical

Non-DSO
27.3% 39.5% 18.4% 12.9%
Your particular dental practice?
17.1% 45.3% 22% 12.9%
The dental care sector in general?
14.7% 41.2% 19.6% 18.8%
The U.S. overall? |

M Very confident M Somewhat confident [l Neither confident nor skeptical B Somewhat skepiical Very skeptical

!Su "COBENE
Riccobene Associates Family Dentistry is a DSO that offers

general dentistry and specialty services at more than 70
locations in North Carolina, South Carolina, and Virginia.

4
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Sundeep Rawal
DMD, Senior Vice President of Implant '
Support Services, Aspen Dental D U ‘\

Technologies change and evolve

quickly, as do other aspects of the I\
industry. In the next few years, we're

Leading
Change

going to see changes in how we
leverage data, artificial intelligence,
diagnostic technology, manufacturing

operations, and more. I I

Driving Innovation at Scale

To be an effective leader, you have to take
the responsibility that you're going to be at

There's so much that is changing the forefront of that change. We've already

in dentistry, and if you really think
about being a leader in healthcare,
there are a couple of things that
people need to focus on: It's
important to make a commitment
to being an early adopter.

seen how Al improves diagnostics and
freatment, but there’s no doubt there's so
much more to come that we can apply
within our organization and across the
industry in the upcoming years.

For example, what else could Al be
applied to in the context of the patient
experience, the clinical experience, or

the team experience? Can we make
scheduling easier? How can we create
better environments for work-life balance?
How do we think that we can diagnose
and treatment plan more predictably to
have better outcomes for patients?

There's fruly so much going on, and as
that rate of change increases, so do
patient expectations. As a dental support
organization (DSO), we are uniquely
positioned to have the resources and
structure to drive innovation at scale and
create change for the industry.
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Leading Change in Your Organization

Innovations in Dental Implant Therapy

I'm the most energized about dental implant therapy and the trajectory it has to change how
we deliver dental care to the patients that Aspen Den  tal serves. In the past few decades, going
back twenty or thirty years, there hasn’t been much o f a shift in how we’ve thought about tooth
replacement as implant dentistry was for a selectf  ew who could afford costly treatments—
until now.

Innovations in dental implant therapies are changing the trajectory of what we as clinicians
are able to offer patients. Dentures have long beent he go-to solution for people with tooth loss
who were not able to afford complex yet meaningful tr eatment solutions, and therefore for a
long time were the best we could offer. Technology h  as changed that, especially when utilizing
dental implants.

Today, we have a superior solution for patients—affordable dental implants in conjunction with
premium prosthetic solutions that look like natural dentition, but more importantly, function like
natural dentition. Patients can eat a wider variety of foods, they're at less of a risk for bone loss,
and so much more.

Q U.S. Dental Implant Market
$2.98B
N\

S

61,658 10.2%
$1.3B I CAGR
Q I I I I I I 2024 - 2030
2020 2021 2022 2023 2024 2025 2026 2027 2028 2029 2030

B Titanium Implants Zirconia Implants

Source: Grand View Research
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Leading Change in Your Organization

Increasing Access to Care

This is also a priority as expanding access to care has always been Aspen Dental’'s mission, and
the developments we’re making with implant therapy through innovation and technology are
going to continue to fuel that mission.

Through technology and innovation, we're able to make certain processes easier, take less
time, and make implant therapy more affordable. Historically, there have been many barriers for
patients seeking dental implant therapy. They feel out of reach due to cost, the time it takes to
heal, or fear of a lengthy procedure.

The work we're doing focuses on breaking down these barriers patients face by providing a
simple, reliable, and more accessible offering that's easy for a patient to say “yes.” We've had the
most wonderful experience doing this over the last few years, and we’re even more excited about
what 2025 holds for the future of implant therapy at Aspen Dental.

TAG Oral Care Center for Excellence

One of the greatest honors I've had in my career is to help spearhead the TAG Oral Care Center
for Excellence (OCC). It's the greatest example of our level of investment and commitment to
changing how implant dentistry is delivered to patients.

While we formally opened the OCC in 2022, we’ve continued to build on the multi-day,
contemporary implant training we offer to Aspen Dental clinicians in 2024. It's been a hub for both
innovation and collaboration, while serving residents in and around Chicago who wouldn’t have
access to quality care otherwise.

To date, we've donated upwards of $10 million in fr  ee care while placing thousands of dental
implants for those patients who need tooth replacem ent. It's been a privilege to be part of
something so impactful that changes not only the tr  ajectory and careers of doctors we support, but
also the patients who need us the most, and the pat  ients the doctors we educate will go on to serve.

O

A
TAG

The Aspen Group (TAG) supports more than 1,400 locations
in 46 states through its five consumer healthcare brands:
Aspen Dental, ClearChoice Dental Implant Centers,
WellNow Urgent Care, Chapter Aesthetic Studio and Lovet
Pet Health (formerly AZPetVet).
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Emmet Scott
Partner, Dentist
Entrepreneur Organization

Discipline,
Focus, and Innovation

At the Dentist Entrepreneur Organization (DEO), we  work with more than 300 dental group
owners representing over $3 billion in revenue. Our  members are navigating one of the most
challenging yet opportunistic times in the industry  , where growth and pro  tability require sharp
focus, disciplined systems, and a willingness to inno  vate.

The Pro tability Pivot

Margins are under a microscope. Here’s an example: P ost-pandemic supply costs climbed
between 7% to 10% of revenue, and lab fees ran 10%  to 13%. Today, we're helping members cut
those numbers deeply—supply costs are down as low as 4%, lab fees slashed.

How? Relentless management and a mindset shift. For ~ example, some groups are moving
hygienists from just hourly pay with an arbitrary b~ onus to a percentage of hygiene-driven
collections greater than their hourly compensation. E ~ veryone’s goals are tied to performance
metrics that drive pro tability. It's not just about cost-cutting; it's abo  ut aligning incentives.

Even staf ng decisions are formula-driven now. Does a doctor need another dental assistant?
There’s a speci ¢ calculation for how much extra production justi es the hire. Everything is
systematic, intentional, and built to scale.

Revenue Cycle Reboot

Gone are the days of staring at monthly collections v ersus production reports like they're the
holy grail. The focus has shifted to collections by  date of service and aggressive follow-up on the
unpaid difference. It's about tightening up the processes and leaving no dollars behind.

The Al Revolution in Dentistry

Al is no longer just hype—it's becoming a must-have.  X-ray analysis powered by Al is on the
verge of being standard equipment, not an optional upgrade. Marketing technology is also
stepping up, with tools that actually track attribu  tion rates and return on investment (ROI), giving
practice owners real data to act on. Phone systems that make or answer calls are on their way.
The tech revolution has already begun.
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2025 Keywords: Discipline, Focus, and Innovation

The New Playbook for 2025

Dentistry is evolving fast, and staying competitive means embracing change, adopting systems,
and staying data driven. Whether you're scaling from a single location or re  ning a multi-practice
empire, the playbook is the same: Tie every decisio  n to metrics, leverage technology, and build

systems that make your business unstoppable.

Four Stages of Dental
Practice Growth

The dentists we coach fall

into four distinct growth Builders
stages, each with speci ¢ Revenue building is their primary
priorities that need to be issue. These practices are laser-

focused on single practice growth,
either by increasing patient ~ ow
or adding associates. Clinical
capability is key.

speci cally addressed:

High
Producers

These groups are booming with
patient ow but feeling the strain on
Their systems are dialed in the team and facilities. They need
and their focusis on  ne- operational support, leadership
.tuning:.leveraging technolc?gy, talent, and standardized processes

increasing revenue per patient, to scale effectively. It's about
and perfecting their strategy. xing bottlenecks to launch
additional growth.

Empire
Builders

They've cracked the code.

Path nders

These are multi-location
groups with inconsistent
performance. Their focus is
on implementing systems to
optimize the underperforming
practice. This is the “* gure out
the playbook” stage.

Y The Dentist Entrepreneur Organization (DEO) is a coaching
D "\'j‘ and community platform designed to help dental practice
- owners achieve more time, more profit, and more impact.
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Kerry Straine
CEOQO, Straine Dental Management

Getting Back
to Basics

In some cases, it's back to basics for the dental in  dustry. Investors are less interested in rack-and-
stack EBITDA and instead are focusing on dental pra  ctices that can show organic same-store
growth. The C-suite needs to have  nancial acumen and understand revenue cycle manageme nt
strategies and expense management.

Key Performance Indicators

Everyone needs to be focused on their KPIs (key per formance indicators). The KPI priorities
are producing to goal, collecting all production, re appointing patients, achieving the clinical
standards daily, operating the dental practice at cap acity, managing overhead, and developing
an outstanding team.

Staff Alignment

After years of increasing labor costs, wages are leve  ling off. Hygienist salaries
Hygienist salaries went up 10% to 20% per hour, and  that led went up

us to look at how their responsibilities and produc  tion should 10_20 %

increase to make the economics work.
per hour

Many employers are eliminating work-from-home positi ons.
We've brought all of our management back into the o f ce,
and it creates a better culture.

Al Technology

Top technology trends include Al for many areas of  a dental practice. Al provides incredible
insights, such as reviewing radiographs from past v isits and identifying patients with potential
treatment needs, which allows dentists to better pl  an their day.
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Getting Back to Basics

Every practice needs to be tracking its phone calls and appointment requests. Call tfracking and
analysis tools can evaluate calls, identify missed opportunities, and provide coaching to improve
team performance and recapture potential patients. Additionally, Al-powered communication

platforms can be used to streamline appointment booking and answer patient questions via text

and web chat.

Preparing for the Future

A successful DSO partnership often involves a commitment of five years or more from doctors.
This commitment is typically rewarded with the opportunity to participate in the DSO’s equity
growth. Doctors should clarify the details of equity participation when exploring a DSO
partnership.

oI

NSULTING « ANALYTICS

Straine Dental Management operates a DSO with 51 practices
and provides consulting services to over 200 practices.
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4_ ,\ Jill Nesbitt

) CEO, Optimize

\ ; Dental Consulting

Maximizing Software

Investments in 2025

Dental support organizations (DSOs) are realizingt he value of optimizing their practice
management systems. Organizations recognize that relyi ng on third-party analytics
companies to bridge data from disparate systems doesn 't allow for the successful execution
of their operations model. Leaders want con dence in their reporting and a strong valuation
in the marketplace.

Changing Expectations for Automation and Customization

The dental industry has lagged behind medical health care in terms of revenue cycle
management (RCM) technology. Now DSOs demand increa sed automation, seamless API
connectivity, and customizable tech stacks.

The concept of a DentalOS ™ embraces the need for product-agnostic strategic le aders who can
help DSOs achieve measurable outcomes in these ways:

e Streamlining payment posting:  The Optimize team helped one DSO eliminate $3,000  per
month in outsourced help and cut fteen hours of manual work per month by optimizingt  heir
insurance payment work  ow. This translated into accurate, timely reporting , increased visibility
into their data, and empowered leadership decision-m aking.

e Scaling without additional staf ng: Optimize revamped work  ows for a DSO revenue cycle
management manager of four practices who thought she would need to hire two more people
to help as the company scaled to six locations. The ne ~ w work ows streamlined EFT and
paper check posting and sending statements, saving the manager up to 50% of her time and
eliminating the need to hire additional staff.
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Maximizing Software Investments in 2025

e Ensuring accurate doctor compensation: An improper work ow led o
to a $100,000 gap in collections reporting, impactin g the doctors’ 2 8 .4 /c
compensation. We identi  ed the issue and created a standard Owner dentists
operating procedure (SOP) for team members to follow, ensuring who made a
accurate payouts. major equipment

purchase in 2024
Al-Powered Call Centers Take Center Stage
Missed calls, particularly from new patients, are a  revenue drain. Al-
enabled call center software has illuminated this pro blem and offered
solutions, driving investment in tools that capture ~ missed opportunities

and enhance revenue streams. 27 7 O/C
(@)

Owner dentists

. who invested
DSOs must embrace technology not just as a tool but as a strategy for in new software

growth. The trends we see in 2025 highlight an urge  nt need for expertise in 2024

Embracing Technology for Growth

in dental tech and operations. DSOs need leaders who can bridge gaps,
drive innovation, and achieve results.

Optimize
DENTAL CONSULTING
Optimize Dental Consulting  provides technology project
leadership to dental group practices to help evaluate,
implement, train, and scale their tech stack.
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Dental Gets Down
to Business

Join Mike Huffaker and visionary leaders as they uncover
ideas and trends transforming the dental industry.

STEVE BILT BRIAN COLAO DEE FISCHER DR. SULMAN AHMED
CEO of Smile Brands Member & Director of CEO of Fischer's Founder, Chairman, &

& OneSmile, LLC Dykema DSO Industry Group Professional Group CEO of DECA Dental Group




Professional Group

%’ Dee Fischer
\ CEO, Fischer's
\”

KPls Must Evolve with Technology

Traditional KPIs alone no longer suffice in the current

® S
AI Ig n I n g market. Metrics like production, collections, and new

patient numbers must be aligned with the technology

KP I s driving your operations. For example:
[ |
h I * Revenue cycle management (RCM) automation:

gy’ denial rates to ensure the automation is delivering

and Talent on o promice

» Patient retention tools: Engagement metrics such

The dental industry is at a as patient recall rates and appointment follow-

pivotal moment, one that through should be tracked and evaluated.

requires leaders to rethink

how they align their key

performance indicators
(KPls), embrace new saved, and improved patient outcomes.

KPIs should measure claim turnaround times and

« Al for diagnostics: Practices using Al for X-ray
analysis should track case acceptance rates, time

technologies, and staff
strategically for growth.
These factors will shape
not only operational growth
but also M&A activity,
particularly for sellers with
one to ten practices.

Staffing Trends: Hiring from Outside Dental

Another significant trend in the industry is hiring
people from outside the dental field. Hiring jewelry
store clerks, realtors, and other sales professionals
for tfreatment coordinator positions can increase case
acceptance because these personalities are very
comfortable talking about money and value.

People coming from the hospitality industry

often make great front-office employees, while
bookkeepers, auditors, and medical coders may excel
at insurance billing and revenue cycle management.

Integrating these non-dental professionals requires a
strong onboarding process, clear communication, and
a culture where industry newcomers feel supported

as they adapt their skills to the unique demands of the
dental industry.

W Fischer's Professional Group is a dental consulting company focused on helping emerging
da dental groups and DSOs create systems, accountability, and exponential growth.
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Paul Kaiser
CEO, DentalXChange

Dental revenue cycle management (RCM) has long been hampered by inef ciencies, forcing
team members to spend countless hours navigating payor portals, making phone calls to con rm
bene t eligibility, chasing down claims, and resolving insurance payment issues.

Now APIs are transforming the RCM process by automating key work ows including eligibility
veri cation, claim processing, and insurance payment posting. For example, the XConnect Claims
API enables practices to validate and submit claims with a clean claim rate of 99% , without
leaving the practice management system.

Reducing Errors and Saving Time

APIs enable different computer systems to exchange information without manual intervention.
The XConnect Eligibility API gives fast access to details like deductibles, exclusions, copayments,
limitations, and more. Traditionally, it might take a dental team member ten minutes or longer to
verify a patient’s eligibility for coverage. Now, it may take under a minute.

Expediting Payment Through Automation

For years, dental team members would reconcile insurance payments by manually entering
the payment amount and details to the ledger, then depositing the payments in the bank.
DentalXChange enables the 835 electronic remittance (ERA), which can automate much of the
insurance payment entry and expedite bank deposits through electronic funds transfer (EFT),
reducing the number of paper checks and chance for data entry errors.

The Council for Affordable Quality Healthcare (CAQH) , a non-pro t organization that works
to streamline healthcare administration, reports dental providers can save two minutes per
remittance advice by going electronic. It also reports that the dental industry could save more than
$246 million from switching from paper to electronic remittance advice processes.

$246 million

saved by switching to electronic remittance
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From Manual to Modern: Dental RCM Gets a Tech Boost

Modernizing the RCM Ecosystem

By modernizing the RCM ecosystem, dental practices are signi cantly reducing the amount of
manual effort that had been necessary historically. New RCM technology will make the process

even easier, from scanning the schedule and automatically verifying patient bene ts to ensuring
cleaner claim submissions and automating payment reconciliation. By using APIs, automation,

and Al-assisted technology, dental team members will spend less time on time-consuming
administrative tasks and more time taking care of patients.

[ [ o
Gl +21 million
claims processed per month by
DentalXChange

¢
o *1 billion

transactions processed per year

=—1 92%

":@ U.S. dental claims paid in less than

20 days &

¢ 27% denrar

U.S. dental claims paid in less than Xchange

3 o d q s DentalXChange is an innovative
y revenue cycle management platform
and insurance claim clearinghouse
Source: DentalXChange that supports more than 200,000 dental

providers and connectivity to nearly
1,400 payer plans.
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Ato Kasymov
CEO and Co-founder,
Zentist

Emerging

Trends in RCM

As Al technologies evolve, DSOs that adopt intelligent automation will experience significant
improvements in financial performance and operational resilience. Remit Al, for example, is
at the forefront of this transformation, providing tools and insights that turn challenges into
opportunities, enabling sustainable, scalable success.

Automation Takes Center Stage

Al-powered tools continue to reshape RCM by enabling faster claims processing and reducing
manual errors. With Remit Al, approximately 96% of EOB (explanation of benefits) and ERA
(electronic remittance advice) data is delivered automatically, leading to an average time savings
of over 50% for posting and accounts receivable (A/R) operations.

Scalability and Flexibility

A forecast by Precedence Research estimates that the U.S. DSO market size was approximately
$145.88 billion in 2024, with projected growth to around $284.07 billion by 2034, reflecting a
CAGR of 6.87%. Additionally, LEK Consulting reports that in 2024, about 23% of dental offices are
affiliated with DSOs, a figure expected to rise to nearly 39% by 2026.

As DSOs expand—and transaction volumes grow with them—scalable solutions are essential
for sustaining performance without increasing overhead costs. Cloud-based platforms enable
seamless scaling, allowing practices to integrate new locations without additional infrastructure

while simplifying onboarding to reduce complexity.
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Simplifying Dental Insurance Administration

Legislative Changes Are Coming

Changes in state laws are adding another layer of complexity for dental practices and
RCM teams. For example:

» Stricter Financing Regulations:  States like Illinois are introducing laws that impose tighter
controls on third-party patient nancing options. Dental of  ces must adapt quickly to comply
and avoid penalties.

« Virtual Credit Card Payments:  Many states now regulate how insurance companies use
virtual credit cards for claim payments. Staying informed about these rules is critical to protect
revenue streams and maintain compliance.

Legislative updates require constant attention from administrators to ensure smooth operations.

Protecting Pro  tability in 2025

The future of dental insurance administration looks challenging, with continued network
confusion, rising administrative burdens, and persistent labor shortages. However, practices that
take a proactive approach can protect their pro tability. Key steps include:

« Monitoring inef ciencies in the revenue cycle before they become cash ow problems.
¢ Leveraging automation tools and outsourcing solutions to reduce manual labor.
« Keeping up with regulatory changes to avoid costly penalties and disruptions.

Ef cient revenue cycle management is essential for staying competitive and ensuring
effective collections.

Teresa Duncan conducts dental insurance and
management classes and is an annual contributor

to the ADA's CDT Companion Guide, the author

of Moving Your Patients to Yes: Easy Insurance
Conversations , and the podcast host of “Nobody Told
Me That!” and “Chew On This.”
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Andrew Smith
CEO, Association of
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Rachel Wall, RDH
CEOQO, Inspired Hygiene

Staf ng hygienist roles is a challenge for dental practi  ces, and different states and organizations
are looking for creative solutions.

Hygienist salaries are up 10% to 20%—or even higher —since 2020. Many hygienists retired and
others traded full-time employment for temporary pos itions that allow them more  exibility.

ADA Resolutions to Alleviate the Hygiene Shortage

In response, some state dental boards have launched dental assistant expanded functions
certi cations that permit the dental assistants to assist dentists and hygienists with scaling
supragingival calculus, polishing teeth, and giving oral hygiene instructions.

The American Dental Association approved three resolutions in November 2024 to help alleviate
the hygienist shortage. Now the state dental boards are evaluating them. The American Dental
Hygienist Association is strongly opposed.

¢ Resolution 401H-2024: Increases the ratio of dental hygiene students to faculty members to
make education programs more exible and increase class sizes

* Resolution 513H-2024: Allows dental students and residents who have completed their
hygienist competencies to practice as dental hygienists

¢ Resolution 514H-2024: Allows foreign-trained dentists to practice as dental hygienists
according to state licensing rules

Elevating Hygiene Care

For dental hygiene teams to remain pro table, hygienists must embrace their role as a healthcare
practitioner and ensure they are prioritizing the identi cation and treatment of periodontal disease
and incorporating adjunctive services. There are several new technologies including Al for X-ray
analysis that can help with identifying potential bone loss, and just as importantly, help patients to
understand why they need periodontal therapy.

We also see continued adoption of guided bio Im therapy (GBS), which removes plague and
", which uses a peptide to remineralize

"

bio Im from teeth using air ~ ow technology, and Curodont
enamel and prevent tooth decay.
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Gary Salman
CEO, Black Talon Security

Cybersecurity Reset:

High pro le cybersecurity attacks on healthcare providers, DSOs , and even major supply chain
companies dominated headlines in 2024. The lessons |  earned from these events remind us that
stronger security measures are no longer optional. They're essential. This year will bring sweeping
changes as Al evolves, cyber threats grow more soph isticated, and regulations tighten. Here are
ten cybersecurity trends to watch for in 2025:

Al in Security—and Attacks

Arti cial intelligence will enhance security with real-tim e threat detection and automated
responses. But the same tools will empower hackers,  enabling smarter, faster attacks. IT teams
must act quickly to stay ahead of both opportunitie s and threats in Al.

Ransomware Gets Smarter

Ransomware will remain a primary threat, using Al't o breach networks more ef  ciently. Criminals
will exploit technical weaknesses faster than many | T teams can patch them, raising the stakes
for proactive defenses.

Personalized Phishing Scams

Spear-phishing attacks will grow more deceptive, fueled by Al-generated, highly convincing
messages. Hackers will also use tactics like malicious QR codes to trick users into sharing
sensitive data.

Remote Work Vulnerabilities

Remote workers and third-party vendors will face greater risks, making training, VPNs, multi-factor
authentication (MFA), and endpoint security non-negotiable for remote access. Organizations
must make cybersecurity awareness part of their culture.

Stricter Regulations

Expect new and stricter cybersecurity laws, forcing businesses to strengthen their compliance
strategies. Data handling, breach reporting, and proactive risk management will likely become
regulatory focal points.
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Cybersecurity Reset: 10 Trends to Watch

e Growth in Cyber Insurance

With the nancial risks of breaches rising, cyber insurance will expand. Insurers, however, will
demand that businesses implement robust preventive measures before providing coverage.

G Cloud Security Challenges

The shift to cloud services will continue, requiring improved con guration management and
non-stop monitoring. While cloud operations remain safer overall than on-premises systems,
their growing popularity will also attract cybercriminals.

e Collaboration on Threat Intelligence

Sharing cyber intelligence between companies and government agencies will increase, creating
a more uni ed front against cyberthreats. This collaboration will strengthen defenses and help
manage future risks.

e Cybersecurity-as-a-Service
Outsourcing cybersecurity to specialized providers will rise, giving companies access to expert
protection without the need for in-house teams. Managed services will be the most cost-effective
solution for many businesses.

@ Building Resilience

With cyber incidents on the rise, resilience is now a priority. Companies must implement
thorough incident response plans and continuity measures, ensuring quick recovery when
breaches happen.

for protecting operations and earning patient or cus tomer trust.
DSOs should evaluate their readiness by asking tough questions. Are their defenses evolving
alongside the threats? Are they using the right tool s, training, and strategies? Most importantly,
are they prepared to safeguard the trust placed inth  em?

Don’t wait for a crisis to act. This is the time to be proactive with con denceanda rm
commitment to outpace the threats of the digital age.

Black Talon Security provides advanced cybersecurity
@ services to protect businesses with effective cyber risk
UL LSS mitigation strategies, and swift cyber incident response to
minimize disruption and ensure compliance.
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Marketing
Channel

@ PPC ads

@ SEO

! Referrals
Social
Media

Mailers

Television

Bene ts

Quickly and
predictably generate
leads at scale.

Long-term play to
gain organic
website traf c.

Low-cost organic
growth and more
high-trust patients.

Highlight happy
patients or cosmetic
procedures.

Appeal to audiences
who may not be very
online.

Great for full arch
if you know how to
convert those leads.

Challenges

Need to be properly
targeted for
maximum impact.

Vulnerable to the
whims

of Google’s
algorithm.

Not scalable or
predictable.

High follower counts
usually don't translate
into more patients.

Usually only
successful in rural
areas where people
get less junk mail.

Waste of money
when targeting GP
patients.

| planeTt

The year 2025 can be the turning point
when your dental practice takes the
leap from ordinary to exceptional. But
you have to be willing to adapt because
your business-as-usual approach is
probably costing you not just money, but
opportunities.

Here are the three most valuable steps
most dentists can take to increase new
patients and boost production this year,
according to the SMC National 2025 State
of Dental Marketing Report

Use the Right Marketing Channels

Not all marketing channels produce equal
results. For most dental practices, the
most effective new patient growth channel
is a pay-per-click (PPC) ad campaign via
Google and Facebook.

This approach will quickly put you in front
of anyone in your community looking for

a dentist. And it’s also highly predictable.
Once you have your campaign dialed in,
you can expect to see roughly the same
ROI whether you spend $2,500 or $10,000
a month on marketing.

There’s always some nuance here. SEO is
a good secondary strategy, and dentists
speci cally looking to do more specialty
treatment may bene t from additional
channels like social media or even

television ads.

But for general dentists who want to grow,
digital ads will generate the most reliable
bang for your buck.
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The 2025 Dental Industry Outlook is an industry-foc  used report based on the

ndings from almost 5,000 dental practices and insigh ts and data from dental
industry experts. Individual contributions are copyri  ghted by their respective
authors and used with permission.

Data Collection Methods

The datasets presented in this report are cited acco  rdingly, including from the
analysis of 3,400 practices on Denticon and 1,500 prac  tices on Cloud 9. The data
review process involved quantitative and qualitative analysis, data mapping,
statistical modeling, normalization, anonymization, and validation.

Planet DDS Contributors

Special thanks to Amber Ahlberg, Jon Alsip, Jaylin ~ Becker, Joe Biggs, Emmanuel
Deressa, Mehmet Dogan, Beth Gaddis, Mike Gibson, Cor ine Gosselin, Guillaume
Jandelle, Rahul Khot, Chae Kim, Nick Orlando, Alame lu Palaniappan, Kim Purcell,
Kevin Simmons, Azusa Tarn, Dereje Tau, and the many  other professionals who
added their expertise.

Use of Data

This document is provided by Planet DDS for general guidance only and does not
constitute the provision of legal advice, accounting se rvices, investment advice, or
professional consulting of any kind. The information provided herein should not be
used as a substitute for consultation with professio  nal experts, consultants, legal, or
other competent advisers.

This publication may be excerpted, cited, or distribu  ted without the prior written

permission of Planet DDS. Please cite as follows: PI anet DDS Dental Industry
Outlook 2025. March 6, 2025. PlanetDDS.com/20250utlook
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DDS

denticon | apteryx | cloud 9

Planet DDS is a leading provider of a platform of
cloud-based solutions that empowers growth-minded
dental businesses. Now serving over 13,000 practices
and 118,000 customers in North America, Planet DDS
delivers a comprehensive suite of solutions, includin g

Denticon Practice Management, Cloud 9 Ortho Practic e
Management, Apteryx Cloud Imaging, and Planet DDS
Practice Marketing. Planet DDS is dedicated to enab  ling
dental support organizations (DSOs) and groups to
grow and thrive with technology that delivers seamless
integrations, improved work  ows, and future-proof
scalability. To learn more, visit




