
 
Want to lower  office lease costs? 
 

Planning to purchase  or lease a space  to establish your practice?  
 

               Considering selling your practice  when you retire? 

 
When dentists enter into negotiations with a landlord, they feel at an immediate disadvantage due to their 
lack of experience and knowledge regarding commercial leasing.  Dentists want peace of mind but are 
apprehensive about dealing effectively with landlords because they are not familiar with the Good Leasing 
Guidelines for Dental Offices.  Too often, they overlook risk and focus on rent, ignoring the 5 key risks that 
can unnecessarily cost dentists hundreds of thousands of dollars.  

 

Knowledge is king when negotiating a lease.  LEWIS GELMON offers a highly charged and 
interactive educational experience where practitioners learn straightforward leasing 
guidelines that are essential to protecting their practice.  Lewis will demonstrate how to 
negotiate the practice’s lease effectively by explaining the common tenant pitfalls and how to 
avoid them.   
 

Save thousands of dollars, gain peace of mind and increase the value of the practice with the 
knowledge acquired through Lewis’ presentation. 
 

 

 What the landlord doesn’t want dentists to know  
 Actionable steps practitioners can take immediately 
 Seven practical and effective leasing guidelines every dentist 

must know 
 Top five hidden traps in every dental office lease and how to 

eliminate them 
 Pros and cons of buying versus leasing an office space 
 Benefits of commencing lease renewal negotiations well in 

advance of term expiration 
 Strategies to effectively communicate with the landlord and 

save money 
 Learn why the salability of your practice is closely linked to a 

good lease 
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The first person to provide lease 
negotiation education for dentists, 

LEWIS GELMON has educated 
countless dental audiences and 
negotiated thousands of leases 
for dentists in the past 20+ years.  
His background in commercial lease 
negotiations – first as a shopping 
center lease negotiator and then as 
Vice President of Real Estate for 
one of the world’s largest multi-unit 
chains – has provided Lewis with 

the insight and skill to develop effective strategies for dentists 
entering into lease negotiations with a landlord.    
 
In addition to Lewis earning an MBA in International Business, 
he continues to study the techniques used by landlords in 
commercial lease negotiations.  This allows him to deliver 
useful educational content - that is not otherwise easily 
accessible - through his lectures for dental practitioners.  
Lewis’ unique experience as a former flight instructor gives 
him the ability to explain complex concepts to the audience in a 
way that is immediately useful to them.  His lectures have been 
accredited by the Academy of General Dentistry for CE credits.   
 
Lewis has presented for numerous dental associations, 
societies and study clubs.  He has published extensively on the 
subject, with articles regularly appearing in industry 
publications.   
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Dentists who are: 
 looking to lower office lease costs 

 ready to purchase or lease a space to establish a practice  

 planning to retire and/or sell practice within next 10 years 

 needing to renew a lease 

 developing an action plan for upcoming negotiations 

 

 

 Greater New York Dental Meeting 

 Pacific Dental Convention 

 American Association of Women 

Dentists 

 Seattle Study Club 

 New York County Dental Society 

 CEA Dental Convention 

 Evan Gold Study Club 

 

 

 
“This workshop found me at the perfect 
time.  My lease is up for renewal, I knew I 
needed changes but had no idea where to 
start.  Thanks for helping me put things 
into perspective and prioritize my needs.” 

Dr. J. Lee 
 
“Terrific course!  This should be presented 
at every dental school across the country.” 

Dr. A. Gold 
 
“The most effective course I have ever 
attended.  Within just a few hours I have 
gone from almost zero knowledge in lease 
negotiations and real estate strategy to 
being able to analyze and evaluate leases 
and negotiations.  Fabulous course!  Well 
worth the investment.” 

Dr. H. McDermott 
 

“The information provided in this workshop 
was definitely an effective tool and a solid 
stepping stone in confronting issues that 
face dentists every day.” 

Dr. W. Schmidt 
 
“Definitely it’s a real and practical course 
about real estate and lease negotiations.” 

Dr. B. Oswell 
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