
Are You Ready to Sell Your Practice to 
a Private Equity Firm?
If you are thinking about selling your practice to a PE firm, we’re offering 
this checklist of financial and personal issues to review, in consultation with 
your financial advisor, before you even have an initial conversation with one 
or more potential buyers:

Personal Considerations – before you decide you’re 
ready to talk to a PE firm about an offer: 

You’ve examined your reasons for pursuing a sale at this 
time, including financial and lifestyle goals.

You’ve had discussions with your financial advisor about 
the amount (ballpark) you are likely to receive from selling 
your practice, along with the salary you would earn from 
continuing to work in the practice for the required period. 
You’ve determined it would be enough - maybe more than 
enough - to support your financial and lifestyle goals. Such 
as paying off your mortgage and other debts, funding your 
retirement, paying for your children’s college education, and 
charitable giving.

You’re comfortable with the idea of becoming an employee, 
rather than the boss, including working at the practice for 
2-3 years after the sale, and seeing a minimum number of 
patients per week. 

You’re ready to relinquish control of the business side of 
things, even though it may require changing the name of 
the practice and other adjustments.

goldmedalwaters.com

https://www.goldmedalwaters.com


Preliminary Steps – things you should address early on 
in the process:

If there are other partners in your practice, you have 
discussed the idea of a buyout with them, and they are 
willing to consider moving forward.

You have lined up an attorney experience in PE transactions, 
a CPA/tax advisor, and a financial advisor to assist with the 
sale. 

You have talked to other doctors in your specialty who have 
accepted buyouts for their practices, preferably in your 
geographic area, to compare your expectations to their 
experiences.

You have estimated the ancillary financial benefits of owning 
your practice, such as retirement plan contributions and the 
ability to deduct certain business expenses. You’ll need to 
consider how a buyout offer covers these items.

You can show that your practice’s financial condition is 
healthy. A PE firm will make a better offer for a practice 
that generates steady income and has a stable or growing 
number of patients. If your patient count declined, then 
recovered, make sure you can explain why that happened.

Your financial books are in order. None of your non-business 
expenses are flowing through your business – you want your 
P&L to be clean, a business advisor can help with this.
 
You know your practice’s EBITDA (Earnings Before Interest, 
Taxes, Depreciation, and Amortization) for the past 2-3 
years. This number will likely be the basis for the offer a PE 
firm will make.

If charitable giving is one of your goals, you have talked 
to your financial advisor about maximizing the tax benefits 
of gifting in the year when you sell your practice. This 
conversation must occur before you enter into substantive 
discussions with a potential buyer.
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Gathering Key Documents – 

A PE buyout is an intensive business transaction that will require a great 
deal of time and attention - be prepared for that. As a first step, you 
should assemble the following documents for your practice. This is a 
partial list; consult with your attorney about other documents that may 
be relevant in your situation.

Articles of Incorporation or Organization

Bylaws or Operating Agreement

Shareholders’ Agreement (if you are not the sole owner)

IPA (if applicable)

Leases – for your office space and equipment

Employment agreements for non-partner employees

Loan documents (if appropriate)

Supplier contracts

Historical financial statements

Prior years’ tax returns

Insurance policies
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Assessing the Buyer and the Offer –

PE firms differ, both in their offer details and their cultures. Meet with 
more than one firm, and if possible, get more than one offer to make 
sure one firm isn’t “low-balling”. It is also critical to understand not 
only how much money you would obtain from a buyout, but how you 
would work with the PE firm after the sale.
 

You have researched the potential buyer’s reputation, 
including how long the PE firm has been in business, how 
many principals it has, and its “portfolio companies” – the 
businesses it holds as investments, often described on a PE 
firm’s website. You’ll want to see that the firm is invested in 
other medical practices and whether they invest in a wide 
range of businesses or have a specialty in a few areas.

You have talked with others who have sold their practices 
to the same PE firm. Since buyers are likely to provide only 
favorable references, try to find a few on your own. Social 
media and professional organizations can be helpful. Keep 
in mind that some people tend to be complainers and see 
every glass as half-empty.
 
You are satisfied with the percentage of ownership you will 
sell immediately, and how much you will retain after the 
buyout. Typically, PE firms intend to sell their investments 
after five years or so and will look to improve the practice 
to make it attractive to a future buyer. The more you retain, 
the more risk you have that a higher future offer will not 
materialize, but conversely, the more upside you have. 

You are comfortable with the post-buyout work 
requirements (i.e., the number of days/hours per week you 
will be required to work). 

You understand that a change in ownership will affect 
your staff and have had in-depth discussions with the PE 
firm about how they will work to retain and reward key 
employees.

If you own the building where your practice is located, 
you’ve negotiated a long-term lease with the PE firm. Often, 
they are not interested in owning real estate.
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You have compared the PE firm’s employee benefits to what 
your practice currently offers, including medical insurance 
and dental/vision care plans, retirement plan contributions 
and vacation and sick leave policies, for yourself and your 
employees.

The offer explicitly states that the PE firm will not interfere 
with you exercising your medical judgment as long as you 
continue to work for them.

You have carefully reviewed any “non-compete” clause with 
your attorney.

You asked yourself, “What would be required to make this 
a success for me?” and made a list of those items to discuss 
with the buyer.

For ophthalmology and optometry practices with ancillary 
services (contact lenses and eyewear sales, on-site surgery 
center), will the PE firm help to manage them? 

If you don’t hit specific financial targets (profitability or 
income) post-buyout, what recourse does the PE firm have? 
For example, can they force you to raise prices, which may 
mean losing some long-time patients?

Additional Questions to Contemplate

Selling your practice may not only represent the realization of your 
financial goals, but it may also bring a shift in your perspective. 
Practicing your medical specialty may still be part of your life 
for years to come, or you may be looking to step away from 
that as quickly as possible. The stress (both good and bad) of 
running a practice will no longer be present, but there may be 
different stresses arising from being an employee of the practice 
with targets to hit. The energy and rhythm of your life is likely to 
change, and it is a good idea to think about what you will do with 
your additional free time, post-sale. You may want to focus more 
on family, on hobbies, or on causes you wish to support. 

Also note that although no one can see into the future, the current 
trend of PE firms buying medical practices may not continue 
indefinitely, so the window of opportunity may be limited. These 
are all things to discuss with your financial advisor to determine 
how best to manage the financial windfall from the buyout so that 
you can maximize the probability of achieving all of the outcomes 
that are most important to you in life. 



Reach Out To Us With Any Questions

Disclosures 

The information contained in this article is obtained from a variety of sources which are believed 
though not guaranteed to be accurate. Past performance does not indicate future performance. 
This resource does not represent a specific investment recommendation.

No client or prospective client should assume that the above information serves as the receipt of, 
or a substitute for, personalized individual advice from Gold Medal Waters, LLC which can only be 
provided through a formal advisory relationship. Clients of the firm who have specific questions 
should contact their counselor. All other inquiries, including a potential advisory relationship with 
Gold Medal Waters, can be directed here.

https://www.goldmedalwaters.com/contact
https://www.goldmedalwaters.com/contact
https://www.goldmedalwaters.com/contact
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