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Atthe endof this presentationyouwill be ableto:

A Recognizéhe importanceof realestateto your practice
success

A Understandangiblestrategieso maximizeyourLINJ O /
profitabilitythroughrealestate

A Realizehe valueof specializedepresentation

A Learnhowto avoidcostlypitfallsandcommonmistakes
dentistsmakeduringnegotiations

A Provideasolidgameplanfor succes#n realestate
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Transactio®pportunities

AStartUps
ARelocations

AExpansions*
APurchases
AAdditionalDffices
AlLeas®enewals
APracticd ransitions

*Thesetransactionsare the mostcommonbut are alsothe
transactionwherebuyersor tenantsare mostoften unrepresented.




Thelmportanceof Real
Estatdo YourPractice

SeconeHighestExpense

A Youroffice rent istypicallythe

secondhighestexpenseafter
payroll

A After yearsof leaseescalations
and marketfluctuations,most

officesare significantlyoverpaying
for their lease

A Youtypicallyonly get

onechanceevery5-10yearsto
reducethis expense.
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Thelmportanceof ReaEstate
to YourPractice T ol
Negotiations « T —

A Aproperlyor poorlynegotiated
leasecanbenefitor costa
practicetensto hundreds
of thousandsof dollarsoveraten-
yearperiod

A Tenantvs.Landlordfocus

A Anysaving®n realestate
areanet savinggo the practice
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Thelmportanceof ReaEstate
to YourPracticgcont.)

A Apoorlynegotiatedeasemaycostyou$150
$200kover10yrterm (BaseRent,TIA Free
Rent,etc.)

A Whenyoubilla dollaryouR 2 yké&2pa
R2f f | nedd® gagiexpenses

A Dentiststypicallyseea 30%- 40%profit
margin

NN {

A Amistakeof this magnitudeequatesto
increasingroductionanextra$600-$700k
overa 10yr.term just to breakeven

A Strategideasenegotiationanhavean
exponentialmpacton your profitability
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WhoShouldBeOnYourReal
Estatel eam?

A DentalCommerciaRealEstate
Consultant

Lender
Architect
Attorney

EquipmentSpecialist
CPA
InsurancesSpecialist

o Do Po o To To Ix

PracticeConsultant/Financidldvisor
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Firstimpressions

Yourbrandis beingestablishedeforeyour
patientsever meetyou.
AWhatis yourimpressiorof your office
Space?
AWhatareyourpatient'simpression®f your
officespace?

AThesearethe top four reasonsa patient
returnsto a practice:

1. Facility

2. FrontDeskStaff
3. SupportStaff
4. Doctor
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Firstimpressions

RealEstateConsiderations

ALocation

Demographicsaccessparking,
signageetc.

AAppealof building

AQuialityof interior space
ANeighboringenants
AFeelof the space
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Theme

Youroffice spacaempacts
everyaspect ofyourpractice:

A PatientExperience
A StaffExperience
A Overhead

A ClinicalApproach
A Profitability

R,
POTA
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CommercidReal

EstatedOverview

A CommerciaPropertyTypes
A Office| Retaill MOB| HospitalCampus

APros/Congor Each

A Signage

A Exposure

A Access

A Parking

A Amenities

A Costs

A Naturallight/windows

A Synergywith other tenants
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OFFICEPACE

Pros:

A Cost

A NaturalLight/windows
Aarking

cons:

A Exposure/Visibility
A Signage

A Parking/access
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RETAISPACE

Pros:

A Exposureisibilitsignage)
A Increasedraffic
AParking/access

cons:

A Cost

A Synergyith othertenants
A Naturalight/windows
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MedicalOfficeSpace

Pros:

A Synergwith othertenants
A Naturalight/windows
AAmenities/buildingjuality
cons:

A Signage

A Cost

A Exposure
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Representatiors Essential

1.) Professiondandlordsstill have
expertrepresentation

2.) Yetmanyhealthcarebuyersand
tenantstake aDlYapproach
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A Whoisthepersononthe OFFICES FOR LEASE
ALL SIZES

otherendoftheline? ‘
UP TO 120,000 SF
A Whatdoes$18/SFhean? .~ COVER PARKING

UP TO 60,000 SF

RETAIL SPACE
A leferencebetvveenOfﬁcean li ‘ HIGRGEILINGS

Retalspace? { PERFORMING. ARTS

A Whatdoesh dizhxdxx — ‘:5050
mean? -7800

|
e ;OI'D.COIT







I'™M VERY CONFUSED RIGHT NOW



DIFFERENYPESH_EASES: CARR

NNNLEASE:

A  Tenanpayscertaincostsassociategvith operatingaproperty:in additionto base
rent.

$18.00

R e

A Insurance
A Operatindexpense&bmmonAreaMaintenance)
A Mostcommorieasdype

eeeee
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DIFFERENYPESFLEASES: CARR
FULISERVIGEROSS):

A Aleasghathasone alkinclusiveeentalratethatincludedoththebasdeasaate

andtheoperatingexpenseforopertytaxesjnsuranc@andcommonarea
maintenancejombinedntoonenumberforthefirste S HebkRede(Gross).

A AnimportantaspecbfaFullServicéeasesto understandf the utilitiesandjanitorial
areincludedntheleaseateorif theyarebilledseparatelyo thetenant,andhow
anyincreases operatingexpensewillbed LJ- & & SlRakrig téréant.

A Becomingesscommongveninofficebuildings
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1.) Professiondandlordsstill have
expertrepresentation

2.) SOjustexactlywholShisfriendlypersoronthe
otherendoftheline?!?

ATheexpertrepresentative

AWorkedonmn n QakomnnnQa
transactions

AFiduciaryONL Yo the landlord

STARTING FROM




Representatiors Essential

1.) Professiondandlordsstill have
expertrepresentation

2.) Yetmanyhealthcarebuyersand
tenantstake aDlYapproach

3.) Knowthe partiesto atransaction

4.) Commissionare paidby the landlord
or seller
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IMPORTANREAESTATE
CONSIDERATIONS




HowMuchSpacd&ol Need?

ITDEPENDS!

A Howmanyoperatoriesreneedechow/inthefuture?* e
A Whattypeof spacdofficeretail) y Ny
A USRsRSF = 1l -

Whatfeaturesareneededconsultprivateoffice # of .=
bathroomspan/cephetc.) 0 e d 9%

Typeofdentaluse/specialty
HOWMUCHCANAFFORD?

Ruleof Thumb400500sf/Operatory

Importancef adentalspecifidrchitect/Equipment
Specialist
*(Answer:1moreOpthanyouthinkyouneed)

o Po o Do I
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Should Purchas®rlLease?

PURCHASE

A Paydownprincipal
Longtermflexibility
Beingyourownlandlord

Potentiataxbenefits consuliwvith a
gualifieddentalCPA

Optionfortenantincome

Do o o P>
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Should Purchas®rlLease?
| EASE:

A Tenanimprovementllowancdrom
landlord

A Notpayingentduringouildout
A Flexibilitto move/expand

A Landlorgpaygor/handlesmany
neadaches

MAXIMIZE YOUR PROFITABILITY THROUGH REAL ESTATE"



Should Purchas®rlLease?

Considerations:

CARR

A Currenimarketconditions/options

A

o To o

_endeparticipation
Practicacquisition?
_ongermgoals

dentalspecifidtender

mportanceof workingwith anexperienced

MAXIMIZE YOUR PROFITABILITY THROUGH REAL ESTATE"



CommercidReakEstate
OverviewCont.)

CurrentMarketConditions

A Themarketisadjusting tathe impact
of COVIEL9

A Thetrue impactmay notbe realized
for quite awhile

A Despitethis adjustmentsomeareas
are still experiencingearrecordhigh
leaserates

A Online shopping;o-working,and
teleworkinghavealsochangedhe
landscapef commercialeal estate

MAXIMIZE YOUR PROFITABILITY THROUGH REAL ESTATE"®
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CommercidReakEstateOverview
(Cont.)

LandlordMVotivations

AHigherleaseratesleadto higher
propertyvaluations

= ATheyarewillingto givesignificant
i1 concessiono desirableenants
AHealthcardenantsare anextremely

attractiveuse,particulariyin the
currentenvironment
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Negotiations ThelmportanceOf

CreatingStrongPosture

A




EverythingsNegotiable;
Lease

e, ' ALeaseRate
CLEIEE & _g : : _“ == :_;_ ATerm
F—s m | e — ARenewaDptions
A AnnualEscalations

ABuildoutPeriod
ATenantlmprovementAllowancegTI)
AFreeRent

A SignageParking ExclusivityHVACetc.
A Detailsof LOlterms

Almportanceof QualifiedReaEstate
Attorney
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EverythingsNegotiable:
Purchase/Groundp
Construction

APurchasérice
AEarnestMoney

wDueDiligencePeriod

l'l:
HH]
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HHH
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wContingencytems(Appraisal,
InspectionSurveyetc.)

AL APurchasé\greement.egal
FmEmm e Language

Almportanceof QualifiedReaEstate
Attorney

OUR PRQ \: RO



NegotiatiorStrategy

Appropriatetimeframefor search
ANew Lease:-92 months
ABuildingPurchase: 128 months
ARenewal12/24 months
ALand Purchasd:8-24 months
APracticeAcquisition: 3660 days




NegotiationStrategy Nt N A

Correctpostureiskey.

AUnderstandvhatisreallyat stake

ALandlordsvant the highestBaseRate
and leastconcessionsYoucan't fault
them.

AWouldyoutake more $$ for your
home?

AWhatis afair marketrate?

A If youaskalandlord & ! nduchasthe
Tenantwill LJI- € €
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7 NegotiationStrategy
Whoeverhasthe mostviableoptionswins:

A Havingmultiple legitimateoptionson the
table createspostureandwarrants
competitiveterms

_{‘

A Nevergetmarriedto onelocation
A Alwayde willingto walkaway
A Force[ [ tQédmpeteandwin yourbusiness




QuestionsLandlord
AskS heiBroker

ADoesthe tenanthaveabroker?

Alf so,doesthe brokerknowthe
market?

ADothey haveother viableoptions?

Aln arenewalor startupsituatiorn
a ! MBSy willingto move,or are
theywillingtog I £ 1 K¢

A2 K I théndostwe cangetthem
to pay?

-
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CommonMisconceptions

Hiringanagentwill costme money
Not hiringanagentcansave

me money

My attorneycanhandlemy
realestatenegotiation
Allcommercialealestateagentsare
the same

My residentialagentcanhelpme

Do o To Do o
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CommorMistakes

ABelievinghe landlordor sellerwill
simplyoffer their bestterms

AAllowingthe landlordor sellerto
Initiate negotiations

ADeterminingmarketvalueby
askingwhatneighbors argaying

ARelyingon advicefrom patients,
friendsor colleagues
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Closing
AHireprofessionatepresentation

AEnsureyouragenthasno
conflictsof interest

AGiveyourselfenoughtime
ACreateastrongposture

AUnderstandhe marketandyourtop
options

AI\/Iakesureyouragenthasa solidgame
planto deliverresults

-
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Questions




