Balancing your practice sale with
everyday tasks
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Buring a practic there’s a lot to think abeut, but to acheeve a successful sale
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you need to strike a balance between your respensibilities as a vendor and as a
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your everyday tasks while also considering how they could

affect the sale becomes essential

r example, it may be that an associate resigns during the transaction and you

must recruit to fill that positon. While your main pricrity would be to find a
SHARE THIS replacement, you also need to remember that it's no longer pust yourself you must
answer to. Any decision made after heads of terms must be done in collaboration
with the purchaser, because if they agreed to take on staff salaries at a certain

cost, you can't then alter them wathout consultation

You need to ensure that everyday ta

s Including recruitment are handled in sux

a way that the purchaser is always taken into consideration. Recruitment of any

sort would need to be carried out without giving any indication that the practice is
changing hands, both for confidentiality purposes and to protect goodw

Likewise, existing team members should not be made aware of the sale untd the

atter stages of the transaction, otherwise they meght become very unsattled
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ou wdll need to cons

W

er during the sale is the potential impact of

ur day-1o

sibilities. All teo often principals make the mistake

of reducing s ours and the number of patients they see

dting in
growth stagnation and less of income. This can unsattle both the buyer and the

ending bank, so it is best to maintain your surgery hours and patient base

There are also bigger changes that sometimes need add

5ing, such as NHS
contr

rerformance. If your NHS contract is underperforming, you will need to

deal with that before you approach the end of the contract year. With

management of this kind it is alway

visable to notify your legal and sale

representatives of the situation, as they can offer guidance on how bestto e

; are met and the sa sfully concluded
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st way to deal with changes and problems - as well as the
everyday management of the practice - you can be confident you'll acheeve

timal res
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