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Made Simple.
Start-Ups



STEP 1 : 
FINANCING 

The first phase of any start-up project 
is to secure financing.  We make sure 
our clients get access to the best 
financing options from multiple 
lending partners.  We assist our clients 
in negotiating loan terms, walking 
them through lending conditions to 

ease the stress and workload.

STEP 2: 
SITE SELECTION

 
Once the loan process is done, the next 
step is to finalize your decision in 
determining the best location for your 
practice.   We obtain demographic 
studies and support material to help 
our clients identify the best areas that 
meet our client’s need.   As we close in 
on a specific location, we will introduce 
you to a lease negotiator to facilitate 
the lease process and Letter of Intent 
submission to meet the lending 

conditions.  

STEP 3 : 
SPACE DESIGN

The design process ensures that our 
client’s vision for the office materializ-
es.   We coordinate tours with potential 
contractors and equipment specialists 
to certify feasibility of the design for 

optimal function.

STEP 4 :  
CONSTRUCTION COORDINATION

It is essential to get the contractor and 
construction process started as quickly 
as possible.  If not done correctly this 
seemingly insignificant step can add 
2-3 months to the project process as 
well as take away large chunks of the 

budget.

STEP 5 : 
LOAN FUNDING CRITERIA

In this step, we walk our clients 
through the important process of loan 
document signing.  Loan documents 
need to be endorsed before signing the 
lease so you can write a deposit check.  
We review with our clients if there are 
any hard versus soft cost restrictions 
to ensure that the “Conditions of 

Lending” are quickly satisfied.
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From Dreams to Reality
in less than a year.

STEP 6 : SIGNING THE LEASE
 

In this step, we verify the start date of 
the lease to ensure that there are 
proper tentant improvement allowanc-
es made so that the contractor has 
ample access to the space with limited 
or no restrictions.  Unless it is your last 
resort, we NEVER recommend using 

the landlord’s contractor.

STEP 7 : SELECT EQUIPMENT

We then, finalize what equipment the 
doctor needs and wants with known 
lending terms.   We introduce our 
clients to their territory representative 
that they will be working with after the 
project is complete.   We verify that the 
equipment representative and the 
contractor have successfully collabo-
rated together in the past to guarantee 

that mistakes are minimized.

STEP 8 : MARKETING

Marketing is what brings new patients 
into the practice and is responsible for 
its growth.   We make sure our clients 
create a brand and identity for their 
practice, and capitalize on organic 
marketing like social media, website, 
yelp, etc.).  Insurance companies are 
also considered as a tool for marketing 
as well as internal dental service plans 
to attract non-insured patients.  Then, 
we implement systems in the practice 
to keep patients coming back for life, 

not just for one or two visits.

STEP 9 : HIRE YOUR TEAM

The culture of a practice is paramount 
and most often overlooked.  The “team” 
is the engine that keeps the practice 
running in the right direction.  It is 
important to hire candidates based on 
personality profiles and values that fit 
the job description and needs of the 
office.  Having the right HR system in 
place ensures the employee and 

practice’s long term success.

STEP 10 : GRAND OPENING 

After all the anticipation, the excite-
ment is revealed with the Grand 
Opening to share our client’s dream 
project with their new community.  One 
week before the grand opening, we 
invite our client’s friends and family 
members for a soft opening and a dry 
run of the event.  The Grand Opening 
event welcomes the local community 
and potential referral sources for the 
doctor and team to connect with.   
Press releases and photos of the event 
are posted on all available social media 
platforms and community news 

outlets. 
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From Dreams to Reality
in less than a year.

STEP 6 : 
INSURANCE GUIDANCE

 
One of the most important items the 
banks need before finalizing the loan is 
having the proper insurance(s) in 
place.  It’s not just the typical life and 
disability but also knowing the proper 
coverage amounts for business 
personal propery and worker’s 
compensation insurance.  It is our goal 
to make sure that you have proper 
coverage without overspending unnec-

essarily. 
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"The real value in working with Fortune and their start-up program is the 
certainty and power in making quick decisions that their experience allowed 
me to have. Because of that I was able to get what I wanted and not what 
other people were telling me I should want."

     Dr. Dimple Desai
     Luminous Smiles, Newport Beach, CA

Speak with Jonathan today

614-406-4859

WWW.FORTUNEMGMT.COM | JONATHANMILLER@FORTUNEMGMT.COM

Jonathan Miller
First-Time Owner Specialist

Jonathan Miller has dedicated the past 12 years working with 
dentists exclusively in helping them realize their visions of 
practice ownership. During that time, he has helped open 
over 200 new dental offices from scratch working closely 
with nearly a thousand doctors. Utilizing Fortune Manage-
ment’s established network of over 90 Executive Coaches 
across the country, allows access to real-world experience on 
what makes a successful practice. Jonathan is an experienced 
public speaker and has been invited to speak year after year 
to some of the top dental schools in the country like USC, 
UCLA, University of Pennsylvania and Temple.


