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Many developers and owners of ambulatory surgical centers (ASC) and medical buildings are physicians or 
healthcare operators who have an entrepreneurial nature.  As their practices grow, plans to take control of 
their schedules, staff, equipment, income and real estate are exhilarating.  They may purchase land and 
develop an ASC, medical office building (MOB), urgent care facility or other type of healthcare building.  But 
costs related to operating the business continue to increase.  

With new  IT and equipment expenses (particularly related to EMR requirements), growing employee salaries 
and insurance premiums, many ASC/MOB operators have learned that the reality of managing property in 
addition to a medical practice is another challenge they were not expecting.  Many have been pleasantly 
surprised to discover there is a way to infuse their business with cash from the real estate and keep the 
operation that provides the flexibility, efficiency and income they sought to control.  In fact, there is often 
more value in their real estate than they had realized.

Here’s an example:  If a doctor borrowed $1.5 million ten years ago to develop a $2.5 million medical facility 
and is now operating an established and successful medical practice, the loan for the building has probably 
been reduced by half while the business has been paying market lease rates.   The value of the real estate is 
tied to the lease payments.   Assuming the rent is at market rates, and it increases with market “bumps” 
(usually 2 – 3 percent a year), the real estate may be sold for $5 million or more today.  The doctor/operator of 
the business can pay off the debt on the real estate and invest the profits in more appealing investments.   
Many sellers of medical real estate have used the money to buy new equipment, hire additional personnel, 
strengthen operational and financial performance, and gain flexibility to reinvest the money in more flexible 
and high-yielding investments.  

When looking to sell one of these properties, keep in mind that most medical property investors prefer long 
term leases that are triple-net agreements at competitive market rental rates.   The conditions that attract the 
highest prices include fully-leased, well-located class A and B facilities that are less than ten years old with 
initial ten-year (or longer) leases, although shorter leases are often acceptable.  Profitable tenants with strong 
financials attract the best offers.  Otherwise, if a tenant provides personal guarantees and the right to review 
financial statements occasionally, the financial risks appear smaller to the buyer, typically resulting in multiple 
competitive offers.   Another factor is when a lead doctor in a surgery center approaches retirement age.  The 
stability of the surgery center can be viewed as “at risk”.  Prospective buyers place much value in knowing 
productive physicians will be working for the full term of the lease.   Therefore, selling sooner, rather than 
later, will provide the best results.

The last few years have seen a growing market for medical properties.  As investors and lenders began to 
understand the stability, financial strength and growth of these tenants, they also witnessed the tremendous 
growth of the healthcare industry in general.  There is plenty of competition for high quality properties with 
growth potential.  In fact today, there are many more investors of healthcare properties than there are 
medical buildings for sale.  

Although that sounds like a sellers’ market, there are several current trends that may affect values.  The 
Covid-19 pandemic may require more lockdowns, there are questions about reimbursements and continued 
pressure on facility fees by payers.   There are strong reasons to sell ASCs and MOBs now rather than later, 
particularly if the owner is nearing retirement age or thinking about investment portfolio changes. 

Finally, if you are ready to sell your ASC or MOB, make sure you are advised by an experienced broker who 
specializes in medical properties.  If the broker doesn’t work in your area, ask to be referred to a specialist who 
knows your market.  A well-established medical broker will be able to offer you excellent advice.
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Beth Young is a real estate advisor to health systems, private and institutional investors, and users of
medical facilities. She specializes in dispositions, acquisitions, marketing, asset valuation, contract negotiations, and 
leases of medical and investment properties. 

Prior to joining Colliers, Beth was Vice President of the Investment Services Group of the former Grubb & Ellis 
Company where she specialized in the sale of investment properties including office, medical, retail
and industrial buildings, and was a member of the Healthcare Practice Group. From 1996 to 2002, she
served as Vice President of Corporate Services for The Staubach Company, now JLL. 

Beth has served in numerous executive positions on the Boards of the Houston/Gulf Coast Chapter of CCIM, the 
National Board of the CCIM Institute, CREW, CoreNet Global, and the Greater Houston Women’s Chamber of 
Commerce. In 2002, she was the first female to be elected President of the Houston/Gulf Coast Chapter of CCIM. In 
2003, she was presented with the Presidents’ Cup Award, the international award for outstanding achievement and 
leadership by a chapter president. In 2003 and 2004 she was elected Regional Vice President of CCIM’s Region Four 
over Texas, Louisiana and Oklahoma. 

Beth is a Director of the Greater Houston Women’s Chamber of Commerce and has served since 2011. She is the 
Chamber Liaison with the Texas Medical Center; and has been recognized and presented with many awards 
including the Chamber’s Volunteer of the Year, President’s Key Supporter Award, the first Role Model Award and the 
Committee Chair Award. Beth is a Trustee and Assistant Secretary on the Harris County Hospital District Foundation 
Board and is Chairman of the Small Grants Committee. She has also served on the boards of the American Heart 
Association and the War Against Drugs. In addition to being an industry speaker at conferences, she regularly writes 
healthcare property articles that have been published by GlobeSt.com, Knowledge Leader, the Houston Medical 
Journal, Texas Real Estate Business, REDNews, Commercial Investment Real Estate magazine for the CCIM Institute, 
CREW White Papers, the Houston Chronicle, and the RCA Report for the National Association of Realtors.
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