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Executive Summary: Inheriting the Lease in a Practice Acquisition

Acquiring an existing independent optometry practice or a boutique optical retail shop is a powerful acceleration vehicle for entering
practice ownership. By purchasing an established entity, you inherit an active patient database, trained staff, functional lane
equipment, and immediate day-one cash flow velocity. However, a practice purchase is fundamentally bound to the existing
commercial lease agreement governing the physical retail or clinical space.

The lease agreement is one of the most critical, legally binding contracts you will ever execute in your professional career. In
standard commercial real estate, landlords and their attorneys embed severe operational traps and hidden assignment risks that can
compromise your inherited equity. Failing to properly deconstruct and restructure the lease during an ownership transfer can
jeopardize your capital financing, expose personal assets, or block a future transition. This blueprint outlines the tactical execution
phases required to manage a safe, high-yield practice transition.

"In a practice acquisition, you are not just buying diagnostic lanes and frame stock—you are taking over a landlord-tenant
relationship. If that relationship is built on predatory lease covenants, your entire investment is exposed to risk."
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Forced Relocation Trap Practice Sale Roadblocks Predatory Rental Premium
Of un-negotiated commercial leases grant Of standard leases contain transfer restrictions Of independent clinical and retail tenants
landlords the right to force-move a practice, allowing landlords to deny lease assignments across North America are significantly
triggering $100,000+ in toxic, un-budgeted or seize transaction goodwill when a doctor overpaying base rent metrics due to un-audited
buildout CapEXx costs. attempts to sell. operating escalations.

| Step 1: Conduct a Practice Needs and Long-Term Goals Assessment

Prior to completing your purchase, you must carefully audit the practice's historical performance metrics and align them with your
short- and long-term expansion goals. This tactical evaluation dictates exactly what provisions you must extract from the landlord
during the lease assumption process. Evaluate four key growth parameters:
 Specialty Eyecare Model Scaling: Assess if the existing spatial layout can support alternative medical models, such as advanced dry
eye spas, myopia management clinics, or specialized low vision/vision therapy spaces.
- Showroom Expansion Velocity: Determine if you will need to expand the physical retail showroom footprint or add auxiliary frame
displays and furniture to drive high-velocity turn rates.

« Clinical Capacity Buffers: Audit if the square footage allows for the future installation of additional automated refraction lanes or
separate pre-testing suites to absorb higher examination volume.

 Succession and Exit Horizons: Clear horizons must be established if you plan to introduce associate practitioners or position the
practice for a highly profitable transition or entity sale within the next 10 years.

| Step 2: Assemble Your Specialized Practice Acquisition Team

The next step in your practice acquisition plan is gathering a team of reliable healthcare retail professionals to help make your vision
a reality. Surround your startup with a dedicated network of industry professionals to insulate yourself from risk:

Optical Layout Planners Ophthalmic Equipment Experienced Contractors Lease negotiators /
Evaluates inherited patient flows, Reps Handles required plumbing Lawyers
traffic pathways, and space Audits the historical calibration modifications, lighting circuits, Audits and restructures the
optimization vectors inside the life of inherited diagnostics, and structural wood blocking commercial lease contract to
dispensary showroom. phoropters, scanners, and adjustments for cabinetry panels. remove hidden assignment traps,
automated finishing edgers. control rents, and limit liability
profiles.

| Step 3: Secure Practice Financing and Advance Budget Planning

What is your budget for buying the practice? Arrange financing in advance and meet with your healthcare financial advisor and
accountant to review and determine your ability to manage the investment. Carefully model your debt leverage metrics, contrasting
long-term fixed-rate amortization loans against liquid operational lines of credit. Your advance budget must establish rigorous
budgets for ophthalmic diagnostic technology, optical showroom displays and furniture, product inventory, and initial operational
reserves.
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Step 4: Draft and Execute the Letter of Intent or Offer to Purchase

A Letter of Intent (LOI) or Offer to Purchase (OTP) are non-binding agreements that outline the buying optometrist's interest in the
eyecare practice. They include high-level terms such as the purchase price for the practice, closing dates, the transitional role of the
departing doctor, restrictive non-compete covenants to the seller, and more. Draft, negotiate, and sign the LOI or OTP for the
practice. Ensure you make the purchase of the practice strictly conditional upon a successful transfer of the lease agreement without
rental inflation or loss of option structures.

Step 5: Deconstruct and Negotiate the Details of the Optical Retail Lease

When an optometry practice changes ownership, so must the lease agreement; the lease interest needs to be transferred from the
existing tenant to the purchaser via a formal Assignment and Assumption Agreement. Lease agreements are drafted by landlords
and their attorneys for their own financial interest, containing highly landlord-favored language to control the tenant throughout the
tenancy. Your negotiation team must audit and sanitize these high-risk leasing variables:

Critical Leasing Factor Standard Predatory Term / Clause Trap Strategic Corrective Negotiation Action Step

The Restoration Trap

Lease Term & Options

Assignment Language & Rights

Scope of Services Restrictions

Personal Recourse Control

Covenant requiring tenant to return the unit to
raw shell condition, demanding $100,000+ in
demo costs upon exit.

Landlord declares renewal options personal to
the seller, completely extinguishing them upon
practice transfer.

Landlord retains absolute right to deny
assignment requests or terminate the lease
entirely upon transfer request.

Restrictive clauses limiting use to basic
optometry, explicitly prohibiting advanced
specialized clinics.

Continuous personal guarantee throughout the
10-year life, completely exposing personal and
family holdings.

Strike all restoration language, ensuring you accept the
space in its current built-out state with zero exit
demolition liability.

Enforce absolute option transferability to the purchaser;
ensure remaining lease duration matches or exceeds
bank financing terms.

Force provisions requiring the landlord to grant
assignment approval to any qualified, state-licensed
optometrist without spikes.

Broaden the lease use parameters to legally shield all
optical retail sales, secondary surgical management,
and specialized medical eyecare.

Negotiate a strict corporate entity shield or a rolling
personal guarantee "burn-off" parameter tied to early
lease-year milestones.

Step 6: Close the Transaction with Coordinated Document Execution

Upon the successful negotiation of the dental office lease (or assumption agreement), have both parties execute the documents,
make copies, and save them somewhere safe. Ensure you receive a fully executed copy of the contract for your records. Finalize the
transaction by completing the Purchase of Sale Agreement by formally waiving all outstanding purchaser conditions once the lease
assets are legally locked in.

Step 7: Launch Planning, Staging, and Operations Setup

Prepare to open by finalizing budgets, confirming office design layouts, completing renovations (if applicable), and ordering,
delivering, and installing your equipment and supplies. General contractors must finalize all messy drywall sanding, prime painting,
and HVAC duct scrub programs inside the space before unboxing diagnostics. Sensitive diagnostic hardware—including high-
definition OCT instruments, automated visual fields, and digital phoropters—must only be transferred into a completely dust-free
environment to prevent airborne particulates from settling on internal lens arrays. Acquire the appropriate permits, hire and train your
staff, apply any last-minute design touches, commence marketing efforts, and open your doors!

Combine a sophisticated opening announcement framework with localized digital marketing outlays and an advanced **Al Visibility
Planning Strategy**. Coordinating directly with Dr. David Hettler and Mani Vaghedi to structure your practice dataset for
contemporary generative search platforms and Al local mapping systems represents an indispensable modern pillar for driving
immediate consumer traffic, protecting inherited patient files, and securing rapid cash flow velocity from day one.
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