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Course 
Description

• Knowledge is power.  In a negotiation, the more 
you know about the other side, the better 
position you are to close the deal.  This course 
teaches what the seller is looking for as well as 
what the buyer is looking for.  Then, this course 
gives the overall picture of how the entire 
process works.



Course 
Objectives

The attendee will be able to …
• Understand the seller challenges

• Understand the buyer challenges

• Understand how the process works



Introduction: 
Knowledge is 
power - What 
makes a good 
deal

Buyer must be able 
to buy & run the 
practice

The seller has to 
agree to a reasonable 
price & terms



Understand 
the seller 
challenges

What is your time frame?

Can’t demonstrate or                                   
calculate practice net cash flow

Retirement funding may be incomplete

Finding a buyer

Don’t know how cash flow is used to determine 
practice value

Not ready to retire – but want to slow down

Don’t know what a buyer wants



Understand 
the buyer 
challenges

Student Debt is not a barrier to practice ownership

Practice Net Cash Flow must

Pay acquisition debt service

Provide an adequate living for the  buyer including

Student Debt Payments

Buy practice big enough for needed cash flow

Counter intuitive

Vision One Prequalification



Understand 
how the 
process works

Emotion – I have to buy at any cost / Right Now

Inability to perform due diligence

Calculation of practice cash 

Successfully negotiating with a Seller and Broker 

Creating a successful transition plan

Immediate issues

Patient retention

Business continuity 

Non-compete/non-solicit agreement

Seller working in practice 

I can’t afford to hire “my team” to look out for 
my interests



Buyer & Seller 
Representation
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