CLIENT CASE STUDY

Elevating Value: A
Physician's Journey
from Challenge to
Success 1n Practice
Transition

INTRODUCTION

Situated thirty miles from Dallas, Dr. M lives
in a rural town and enjoys golf. However,
what he values most is seeing patients in his
practice. Dr. M has built up a large
successful practice over the years, with its
own in-house lab. He has also offered
several ancilll'ary services in addition to the
main practice. Managing such an expansive
office is time-consuming, and although Dr. M
wants to continue practicing, he wants to
spend less of his time managing his practice.

CHALLENGE

The easy option for Dr. M would be to take
the offer the local hospital system has put
on the table for $150,000. This would save
Dr. M the hassle of putting together his
financials and marketing his business.
However, Dr. M suspects his practice is
worth more than what is being offered.

OUR APPROACH

Dr. M decides to do some investigating on
price and fills out Practice Transition Group's
(PTG) medical practice valuation calculator.
He receives results that far exceed his
expectations. Shortly thereafter, Taylor Fyfe
reaches out to Dr. M to hear more about his
goals with the sale.



ROADBLOCK SOLUTION

Dr. M’s practice uses a unique approach to PTG is able to conduct an intricate

working with patients called chronic care underwriting of Dr. M's practice. Using the
management. This involves managing contacts and networks that PTG has built up,
patients’ care at other practices, in addition Taylor is able to bring multiple offers to the
to his own and ties payments to outcomes. table.

Taylor and PTG know this could be a selling
point but need educated buyers who
understand Dr. M’s approach and how it
could benefit them.

RESULTS

Ultimately, Dr. M sells to a conglomerate of physician partners for $3.7 million - or
$3.5 million more than the hospital system offered him directly Dr. M is pleased with
“such a generous paycheck, but far happier knowing he can continue treatlng patients
and now can squeeze golf games into h:s weekly routine.

Beyond obtaining the best financial outcome, we are committed to ensuring the long-term success and
legacy of each practice we work with. We approach every transaction with a genuine desire to
understand our client’s goals, crafting deals that align with their vision for the future. Then, we lead all
aspects of the sale or partnership. With a team that combines expertise in financial analysis, marketing
strategies, and sell-side negotiations, we execute successful, profitable transactions for our clients.

Call us at (512) 761-7101 or send us an email at info@PracticeTransitionsGroup.com
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