ADVERTISING

Real Estate

Bank of America | Home Loans e Specializing in Dr Loans
since 1996

¢ No origination fees, no
points

e | ow down payment,
no mortgage insurance
program

e Nationwide physician
relocation services

e Ask about our free Home
Scouting Report

Scot Kirk 952-239-2826
mortgage.bankofamerica.com/scotkirk

Atrion Faiola  612-239-2389
mortgage.bankofamerica.com/atrionfaiola

153 Lake Street East ~ Wayzata, MN

COMMERCTA L

MEDICAL OFFICE SPACE AVAILABLE

13,000 ft? Medical Office
Building available in Chaska

Two levels can be customized
for your business needs

Located a few miles from
Two Twelve Medical Center—
opening in 2011

Former location of
Fairview Medical Clinic

4.57 Acres available
in Waconia

Excellent site located next to
Ridgeview Medical Center

Site is designated for
Commercial B-1 use

Property perfectly suited for
health care related business

Arrow Real Estate Corporation

Chad Weeks e Steve Fischer
Jeff Penfield e Todd Kallstrom
763-424-6355 ® www.arrowcos.com

This page is also online at www.mmaonline.net under Products and Services

Q + Should a medical

practice actively negotiate
a lease renewal?

°

A e Absolutely. Medical groups
should approach a lease renewal with the
same vigor and diligence as they would a
first-time lease for new space. Too often
groups simply accept the landlord’s lease
renewal proposal without any active nego-
tiation because it is comparable to the ex-
isting lease and because they have not con-
templated relocating or analyzed options.

When considering whether to renegoti-
ate your lease, the first step is to complete
a review of the facility and the location to
assess its operational, financial, and stra-
tegic performance relative to your clinic’s
business objectives. A seasoned medical
real estate professional can assist with this
evaluation.

At the same time, the real estate profes-
sional should identify alternative site op-
tions so the group can make an informed
decision about the costs and benefits of
renewal versus relocation. Typically, the
broker will issue a request for proposal to
the current landlord along with informa-
tion about the potential relocation op-
tions. This process will help the landlord
structure a renewal proposal and give him
or her incentive to negotiate. Even if your
group has no intention of relocating, fol-
lowing this process will lead to a much
more favorable lease renewal. —MSS

The Davis Group —
Healthcare Real Estate Team

Mark A. Davis
mdavis@davisrealestatemn.com
Michael S. Sharpe
msharpe@davisrealestatemn.com
Jill K. Rasmussen, CCIM, SIOR
jrasmussen@davisrealestatemn.com

If you have questions for a real estate

professional, please send them to
jcox@mnmed.org
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