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Although independent physicians, including neurolo-
gists, have historically preferred to own their facili-
ties, today’s practice owners may want to take some 

profit off the table or may need to redirect capital to other 
expenses. Changes in today’s healthcare environment have 
caused many to re-evaluate their real estate ownership, 
and physicians are considering strategies that allow them 
to recapture value from real estate owned by the medical 
practice.  

One such strategy is the sale of medical office buildings 
and land to a Real Estate Investment Trust (REIT), a com-
pany that owns or finances income-producing real estate. 
According to Revista, purchases of medical practices and 
facilities by Healthcare REITs has been on the rise in recent 
years, accounting for more than 50 percent of healthcare 
real estate transactions in 2014 and 2015.

Here are five tips for physician owners who may be con-
sidering the sale of real estate to a REIT.

1. Plan Ahead for Higher Returns
If you are a physician considering the sale of your building, 

be sure there is a lease between the physician owner and the 
practice in place with market rents and at least five to seven 
years of term remaining. This creates value for a potential 
REIT buyer and higher returns for the physician seller.

2. REIT Benefits: Stock in Diverse Portfolio vs. 
Single Asset Investment

When a neurologist owns his or her building, they have an 
investment in one asset. When they sell to a REIT and take 
proceeds that include stock in the REIT, the physician then 
owns stock that is supported by multiple buildings in the 
REIT portfolio. This can reduce the risk of real estate owner-
ship for the physician.

3. Listed Publicly Traded REIT Benefits: Tax 
Consequences

Physicians contemplating the sale of their buildings 
should also consider the tax consequences. If the buyer is a 
listed publicly traded REIT, there are tax advantages for the 
physician that only publicly traded REITs can provide as the 
buyer of the building.   

4. Review the REIT’s Financial Data and 
Credibility

A physician should evaluate the credibility, financial strength 
and ability to close the purchase by any buyer being considered. 
The public nature of REITs provides the physician seller infor-
mation on the REITs financials, experience closing similar acqui-
sitions and references of other sellers to a particular REIT.

5. Review the REIT’s Access to Capital for Long-
Term Maintenance

Another consideration by a neurologist who wants to 
sell his or her building is the ability of the buyer to main-
tain the building appropriately. The buyer must have 
access to capital for improvements and maintenance over 
the term of the lease with physician practice. REITs typi-
cally have ready access to capital for buildings in their 
portfolio. n
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