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NO ROOMS AVAILABLE
FOR MIDDLE-INCOME SENIORS

"As the cost of living increases and the
cost of development increases, there's
either people who can dfford really high
end class A+ developments, and there's
people who do not and rely upon
Medicaid reimbursement for help going
into these facilities. It's easy to cater to

SELLER’S SECRET SAUCE one of those two populations, because

the money is there, but less so in the
BEST PRACTICES FOR SELLING SENIOR CARE OPERATIONS  middle." These are comments by Rob

In this section you will find helpful information on (i) what successful sellers Koonin, Polsinelli, a real estate

do before they take their operations to market, (ii) how their deals are practice firm. He further commented
structured, (iii) what resources they use during the selling process, and (iv)
how they manage the transaction after closing. In this segment, we will REGULATORY WATCH
discuss what successful sellers do to prepare the agency's financial matters.
; — STATES COULD CONTROL
IMMIGRATION LABOR NEEDS
FINANCING U.S. Senators John Curtis of Utah and

UNDERSTANDING SBA FINANCING Mark Kelly of Arizona introduceq a
proposal that would let states pilot

This article is so important, we repeated it. The Bancorp has published this visa programs tailored to their labor
small business lending guide, Expert Guidance on the Phases of SBA Financing - -market needs. If passed, the State
from Application to Payout. This guide is free to the public. You can access it Sponsored ViePllot Proeram Act of
here. The guide is structured in a Frequently Asked Question format.
Sections of the guide include Sales, Credit, Closing, Portfolio, Operations, and
Construction.

2026 would let participating states
choose sponsored workers or
investors and monitor compliance.

The guide also includes an explanation of the SBA bank teams involved in
the process. Those team roles include the Business Development Officer, i

@du‘- @@-ﬂ-@[r@ siX sta . 4

SCAN Health Plan a ' heSqall.B
Wholesale are partnering
selling Medicare Advantage
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Visit CCHealthcarelntermediary.com for additional resources.


https://pages.thebancorp.com/LifeOfaLoan
https://pages.thebancorp.com/LifeOfaLoan
https://pages.thebancorp.com/LifeOfaLoan
http://CCHealthcareIntermediary.com
http://cchealthcareintermediary.com

B N~ N\ N A\

PﬂEP@IJDA]BEU&

T

;. oy

SELLER’S SECRET SAUCE

CONT'D

el

Preparing Financial Statements

Properly preparing the agency's
financial statements is one of the
most important tasks a Seller must do.
The Seller should have at least 3 years
of agency tax returns filed and 3 years
of internal financial statements.
Prepare monthly financial statements
for the past trailing 12 month period.
A tax advisor or CPA should prepare
these statements. Accounting

software like Quickbooks or NetSuite,

not MS Excel, are preferred. Work
with your medical billings vendor to
get access to various reports on your
agency's performance. Be sure to
include profit & loss statements as
well as balance sheets for each year.
Finally, examine the agency's Quality
of Earnings. Is there a concentrati
of revenue issue? Are operati
in line with industry averages? Are

paying yourself too much or too li
in W-2 income compa*

industry peers?
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* NC Governor Josh Stein signed
the State's budget that increased
the Medicaid Personal Care
Services reimbursement rate to
$30.00 per hour. The increase is
retroactive to July |,2026.

* Medicare began a short-term
demonstration called the
Medicare GLP-1 Bri
provide eligible Medicare
beneficiaries with access to
certain GLP-I drugs. Participant
pay a flat $50 monthly fee.The
program runs through December
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that private investors and real estate
investment firms are aiming at seniors
who can afford $12,000 to $18,000
per month for a unit. The Sun Belt
and the Pacific Northwest are leading
the surge in Class A senior housing
investments. The more these facilities

become resort-style, wellness-focused,

Class A facilities, the more bifurcation
the senior housing market. will
become. Currently, there are few
financial or tax incentives for
investors to fund middle-income
senior housing projects.

The National Investment Center for
Seniors Housing & Care issued a
report. It stated that by 2029, 54% of
middle-income seniors may need
financial assistance for housing.

FINANCING

CONT'D

Credit Officer (Underwriting), Closing
Team (Loan Closer), Construction
Loan Officer, Construction

Disbursement Officer, and Portfolio
Officer.

|mportant pa of
lending in the US. Ma
itioners use -ﬁBAf nancm'g to

practices through rea
purchases,and grow their practices

through acquiring other practices.
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Participating states would have to:

- Reassess workforce needs and wages
regularly

- Prevent displacement of American
workers

- Track participants's employment and
residency

- Report compliance to federal official,
and

- Accept visa allocation cuts or

suspensions for noncompliance.
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