EX I _I_STRATEGIES

AS AN OWNER, THERE ARE A NUMBER OF
reasons you may choose to sell your esthetic
business or practice, Perhaps a can't-miss op-
portunity or marger presents itself while your
business is booming. Maybe retirement is look-
ing better and better. Or perhaps the unthink-
able has happened, and in spite of your best
efforts, an unforeseen circumstance leaves you
with no other option, Whatever the reason, know
the protocol when it comes to exit strategies,

Have your business or practice profession-
ally evaluated as soon as you realize there's a
chance you may sell it. If you wait until after
an unexpected event or serious lliness occurs,
the value will have diminished, especially if
no emergency plan had been put into place.
Knowing this, never get too attached to what-
ever you perceive the value of your practice to
be when you hire someone to properly perform
an evaluation. You want to make educated de-
cisions, not emotional decisions, Note that this
inchudes your real estate, your equipment and
your patient load, to name a few.

Define your message to the public—be-
fore it goes public. Know how you will get the
message 1o your staff, patients and the com-
munity. The way you get this message to each
of these groups will differ greatly, depending
on the reason you're choosing to sell or merge.
Know that regardless of the reason, unless you
had discussed this option with your team whie
still in the decision-making process, their faces
won't hide their shock. Present the dreumstances
in the most positive manner possible, and let

them know their honest fate. Will they be laid
off? i so, will you allow them time during the
work day to interview for other jobs?

If they are not going 1o be laid off, and there
will be a merger (or simply 8 new owner), will
the group or person taking over be present
when you break the news to your team, allow-
ing them to directly ask their new employer any
questions they may have? What is your proposed
timetable? Wil you remain on as an employee
or a partial owner? Have a plan in place for the
possibility of having to explain the changes to
the press, and know the laws in your state re-
garding how and when patients must be noti-
fied, including what happens to their records.

Seek assistance in the sale. For a number
of reasons, it makes sense to hire a third party
to assist you in the sale, indusive of an attor-
ney and a consultant. A strong negotiator who
knows your business is worth his or her weight
in gold. Note that if you are looking to ligui-
date your business, this is even maore important.
Lowball deals for equipment will come faster
than you can catch them, and it is important to
have someone on your side who can control
the playing field.

If your business s a practice owned by a
physican or requires a medical director, the po-
tential outcome of which physican will see your
patients could indlude a variety of options. Your
options vary depending on the reason you're
choosing to sell the practice and the amount
of time you have to make decisions, If you are
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6 STEPS TO TAKE WHEN SELLING YOUR SPA



IF YOUR BUSINESS
IS A MEDICAL
PRACTICE, KNOW
HOWIT IS SET UP
AS A LEGAL ENTITY;
THIS AFFECTS
WHO IS ABLETO
BUY THE BUSINESS
FROM YOU.

b

in a position where you are physically unable to
keep up your usual pace, plan to bring on a new
associate who can immediately generate rev-
enue (insured and non-insured) to at least cover
expenses. Perhaps a colleague is able to work
several days a week, and another one of your
currently employed physicians and mid-level
practitioner(s) can pick up the remaining slack.

Consider a temporary physician {locum te-
nens) to fill a temporary gap or lock at hiring
another full-time physician. Prepare this plan
as soon as possible to avoid a gap in service;
clients will begin seeking other physicians to
treat them when you are unavaiable, Check
your state guidelines when it comes to billing
nsurance.,

If your business is 8 medical practice, know
how it is set up as a legal entity; this affects who
is able to buy the business from you. For exam-
ple, in the state of Florida, as well as many other
states, if your practice is set up as a Medical/
Osteopathic Doctor in a Professional Association
or Professional Corporation (MD/DO PA or MDY
DO PQ), it can only be owned by a physician. In
other words, a physician may no longer be ca-
pable of owning the practice  his or her spouse
is not a doctor. They are unable to take aver
ownership, even as a previous practice adminis-
trator. Otherwise, in the case of death, the medi-
cal practice becomes part of the estate, under
the guidance of a personal representative and
attorney. Should this be a concemn to you, make
sure the practice is set up as a Limited Liability
Corporation (LLC), which can be owned by a
non-physician,

Be carefyl when it comes 1o personal guaran-
tees on lines of credit. Don't allow your spouse
to be a cosigner on any line of credit to your cor-
poration; you don't want him or her responsible
as 8 co-guaramor on the note. If you must have
YOour spouse as a co-signor, or if the bank insists
on it, have them place a lien on the practice
and/or the financed piece of equipment in the
amount of the note, as this makes him or her a
secured creditor, @

Jay A. Shorr is the found-
er and managing part-
ner of The Best Medical
Business Solutions, as-
es and medical practices
with their operational, fi-
health. He is also a professional mothvational speak-
o, an acdvisor to the Certified Aesthetic Consultant
program and a certifed medical business manager.

Mara Shorr serves as
the vice president of
marketing and busingss
development. She is a
national speaker and a
Level Il and IIl Cartified
Aasthetic Consultant, ut-
lzing knowledge and ex-
penence to help clients achieve their potential. The
Shoms can be contacted at infothebestrmbs.com.




