
Speaking Engagements   Provided by McGill & Hill Group’s Top Advisors

The advisors of McGill & Hill Group are available to share their 

designed to help your and your colleagues achieve their personal and 

For your convenience, we offer after-dinner (one-hour), half-day 
(four-hour), and full-day (six-hour) programs.

To learn more about speaking engagements, including speaker 
biographies and availability, call Sarah Casella at 877.306.9780 or 
email sarah.casella@mcgillhillgroup.com.

More Information

“McGill & Hill Group’s CE lectures are 
informative and engaging. The speakers 

- Dr. Jim Kelly 

www.McGillHillGroup.com/speaking

Looking for a Trusted Presenter for Your Next Meeting or Conference?

Hundreds of attendees have rated our presenters  
and seminars an average of 3.9 out of 4.0!



Speaking Engagements   Offered by McGill & Hill Group’s Top Advisors

Tax Saving Strategies and Legal Issues in Transitions  

This course covers the various legal structures of practice transitions, the practical effects, advantages and disadvantages of each, as well the tax 

This program also addresses the various legal documents and the variety of issues common in practice transition negotiations, and more! Highlights:
• Associateship and post-sale services agreements  • Restrictive covenants
• Practice sales, buy-ins, buy-outs, mergers, and dissolutions • Buy-sell provisions among owners
•  Purchase price allocation     • Income division among owners

• Related party rules     • Entity selection
• Use of deferred compensation

after-dinner (one-hour) topics also available. See separate page.Half-Day/Full-Day Topics

Doctors Approaching Retirement (for doctors age 50 or older)  

You will face more decisions in the last few years of practice than at any other time throughout your career, and these decisions will be some of the 

develop a well-designed plan to assure a successful retirement. Key topics include:
• When can you afford to retire?    •  Converting to tax-free Roth IRAs
• When and how to take retirement plan and IRA distributions • Methods to reduce taxes on the sale of your practice
• Meeting cash flow needs in retirement   • Social Security timing to maximize benefits

Achieving Financial Independence  

gleaned from over 30 years of working exclusively with the dental profession. Highlights include:
• Creative strategies to slash taxes    • Ways to save thousands in unnecessary insurance costs 

• Winning saving and debt reduction strategies    • How to maximize tax-free income
• How to cut children’s educational costs by 50% or more • Strategies for increasing business tax deductions

Transitions: Secrets to Success Despite All the Change  

Dentistry today is in the early stages of massive change in terms of practice values, new tax strategies, insurance reimbursement rates, PPOs, 
corporate dentistry, and the approaching retirement of Baby Boomers. Learn how to position your practice in order to understand all of these forces and 
optimize your transition outcome, whether your transition plans are immediate, near-term, or further down the road. Just some of the topics covered at 
this entertaining and productive course are:

• Where is dentistry headed?     • Partnerships: buy-ins / buy-outs – secrets to success
• PPOs, corporate dentistry, and shifts in payor sources   • Associateships: what determines success?
• Rising practice values     • Drivers of fair market value and how to increase your FMV

The Missing 4%  

When it comes to investing, you can often be your own worst enemy! Emotional timing mistakes and high fees are two of the problems decimating 
doctors’ investment returns. After 16 years of analyzing investment portfolios, we have found the average doctor is losing 4% or more each year due 
to these common mistakes. This course will teach you how to not only capture the missing 4%, but add to it! Topics covered include:

• Understanding fees and how to lower them     • Savings strategies that remove market emotions
• Sophisticated low-cost investment strategies using index and   • How to properly benchmark investment performance 

• DOL Fiduciary responsibility UPDATE for Plan Sponsors & Trustees • Pre and post retirement Roth IRA conversion strategies 
• Proper asset allocation and portfolio design

Estate Planning, FLPs, and Asset Protection Strategies  

Are you paying too much and ending up with too little? This course will show you the current pertinent federal estate and gift tax rules (e.g. available 
exemption amounts, deductions, credits, tax rates, etc.). This course will also show you how to implement aggressive family tax planning strategies 
to dramatically slash taxes, as well as successful estate planning and various asset protection strategies, and how to avoid estate planning mistakes! 
Topics covered include:

• Current estate and gift tax rules     • Proper insurance coverages
• Estate planning techniques for taxable and non-taxable estates  • Disposition of IRAs and retirement plan accounts
• Use of Family Limited Partnerships to slash taxes and protect assets • Lifetime gifting  
• Use of trusts       • Marital rights issues



Speaking Engagements   Offered by McGill & Hill Group’s Top Advisors

Half-day/full-day topics also available. See separate page.After-Dinner (One-Hour) Topics

Top Tax, Financial Planning, and Investment Strategies for New Doctors  

When starting your dental career, it’s important to set goals and establish an overall game plan. In this exciting course, you’ll hear the 

future! Topics covered include:
• Debt management – saving versus pre-payment  

• Education planning     
• Methods for maximizing retirement funds

How to Increase the Value of Your Dental Practice  

Regardless of where you are in your dental career, when the time comes to sell your practice the goal will be to obtain maximum 
possible value out of your life’s work. Yet, many dentists overlook the seemingly innocuous decisions that - over the course of several 

common mistakes, as well as why planning in advance can save you hundreds of thousands of dollars over the remainder of your 
career, and ultimately maximize the sale of your practice. Topics covered include:

• Practice values and how they are determined

• Mistakes to avoid over the course of your career that negatively impact value
• Special considerations for multi-doctor and/or multi-location practices
• Methods for maximizing sale proceeds

Tips On Becoming Financially Independent In Today’s Economy  

Only a small percentage of dentists can actually afford to retire at age 65 and maintain their current standard of living. Discover the 

• Overview of current dental economy and doctors’ retirement needs

• Choosing the right retirement plan for your practice
• Understanding the importance of investment allocation, risk, and rate of return

Deadly Sins of Investing – Simple Mistakes That Cost Doctors Millions  

now, but it can add up to millions of dollars over the course of a doctor’s dental career. We’ll discuss today’s complex investment 
environment and how doctors can improve their investment results. Topics covered include:

• Understanding the different types of investment professionals and associated fees
• How to avoid emotional decisions and monitor your investment performance
• Using defensive investment strategies to protect against risk

Prelude to a Transition: What to Consider Before Choosing a Transition Pathway 

Few decisions in your life will have as large of an impact as your practice transition, both qualitatively and quantitatively. Given this, 

planning. Sadly, many transition plans suffer, and sometimes fall apart, due to an inability or unwillingness to understand the other party’s 
requests, concerns and/or demands. This presentation will discuss, from both a buyer’s and a seller’s point-of-view, issues that need to be 
addressed and decisions that need to be made prior to transitioning into the next phase of your career. Course objectives include:

• Discuss associate compensation from both an employee and an employer standpoint
• Identify the appropriate representatives that buyers and sellers should have involved in their transition.

• What to do and what not to do to get the most value out of your practice sale



Speaking Engagement Inquiry

Contact Information

Name ____________________________________________________________________________________

Group/Organization _________________________________________________________________________

Address ___________________________________________________________________________________

City/State/ZIP ______________________________________________________________________________

Phone ____________________________________________________________________________________

Fax ______________________________________________________________________________________

Email ____________________________________________________________________________________

How Did You Hear About Our Speakers?_______________________________________________________

Program Information

Program Date ______________________________________________________________________________

Program City/State __________________________________________________________________________

Closest Airport _____________________________________________________________________________

Topic Length (circle)  Full-Day (6 Hours)           Half-Day (4 Hours)          After-Dinner (1 Hour)

Topic(s) of Interest __________________________________________________________________________

__________________________________________________________________________________________

Approximate Size of Group ___________________________________________________________________

Other Details or Comments ___________________________________________________________________

__________________________________________________________________________________________

__________________________________________________________________________________________

McGill & Hill Group
8816 Red Oak Blvd. Suite 240 Charlotte NC  28217

Phone 877.306.9780  Fax 704.424.9786 
www.McGillHillGroup.com/speaking

Thank you for your interest in scheduling a trusted speaker for your next meeting or conference!

Detailed topic descriptions are available at www.mcgillhillgroup.com/speaking. For additional information, 
including speaker biographies and availability, complete the form below and fax it to 704.424.9786, call 
Sarah Casella at 877.306.9780, or email sarah.casella@mcgillhillgroup.com.
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