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Handing over the keys

Dr. Kehoe
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T
raditionally, selling

your practice as you

neared retirement was

the goal of most independ-

ent/entrepreneur optometrists.

You would have built your

business and ultimately

received a fair price for the

sale of the practice, and the

proceeds would become a sig-

nificant portion of your retire-

ment assets or income. 

For several years, we’ve

been hearing about the chal-

lenges in transitioning a prac-

tice from a senior doctor to a

junior doctor around the coun-

try. Our industry partners have

recognized this and suggest

that possibly several hundred

viable optometric practices lit-

erally close their doors each

year rather than being transi-

tioned to a new independent

optometrist. 

As the organization that

represents optometrists in all

practice settings, it is critical

from our perspective that

independent practices

(optometrist owner) remain

viable and transition to new

owners whenever possible. 

There are at least two

important reasons why the

AOA has taken on this issue.

First, a successful transfer of

ownership will hopefully

ensure that the optometric

patients of that practice

remain as optometric patients.

And secondly, the viability of

our profession requires that

opportunities exist in all prac-

tice settings for those seeking

new opportunities.

The AOA worked closely

over the last couple of years

with several industry partners

and business experts to devel-

op the foundation for the new

Practice Transitions Program.

I was able to attend the

first program at the recent

EastWest Eye Conference in

Cleveland. As an optometrist

who has been on the buying

side of three offices and the

partial selling side (to hope-

fully ensure a smooth retire-

ment transition some day

many years from now) as

well, I can only hope that

every optometric owner and

future owner will take a day

and learn the fundamentals of

how, AND WHEN, to transi-

tion their practice at the future

programs that will be offered

around the country in coming

months. 

The majority of entering

students in optometry school

want to own their own prac-

tice. The majority of graduat-

ing seniors from optometry

school want to own their own

practice. Our goal with the

AOA’s Practice Transitions

program is to help all the

potential sellers and buyers

find each other and success-

fully complete a transition of

ownership.

Having real-life experi-

ences with multiple practice

transactions myself, I can

assure you that, like any good

marriage, desire will take you

only so far. 

First you have to find

your potential “mate,” then

you have to learn about each

other and really understand

the needs, wants and desires

of each other to be sure that

you are a good fit. Then you

need the support of your fami-

ly. In the case of buying or

selling a practice, having your

spouse involved helps to

ensure that unrealistic expec-

tations aren’t being estab-

lished. 

And your family extends

to your accountant, lawyer,

office staff and most likely a

business broker, or practice

management consultant to

help you through all the hoops

necessary to make the transac-

tion successful. 

The one-day Practice

Transitions programs offered

around the country will not be

the magic bullet all by itself. 

However, the programs

will hopefully springboard

more of our colleagues to start

thinking about transitioning

their practice more than a few

months before retirement. 

One of the key compo-

nents of a successful transi-

tion is starting the transition

when the practice is still in a

growth or strong financial

phase rather than the wind-

down phase. 

The Practice Transitions

Committee met recently to

review the first program and

will be developing additional

tools and materials to supple-

ment the one-day programs.

The AOA and our state and

regional affiliates will work

closely to help potential sell-

ers and buyers come together

to ensure the successful tran-

sition of any independent

optometric practice. 

If you are two months,

two years or 20 years away

from retirement, or think you

might someday like to own

your own practice, I encour-

age you to watch the AOA

News and www.AOA.org for

upcoming Practice Transitions

programs. 

I started the process

when I was in my early 40s,
and it remains one of the wis-

est decisions I’ve made in my

career. My advice, just like

the financial advisers: You

can never start too early think-

ing about ownership or retire-

ment.

To our profession’s suc-

cess,

P.S: PLEASE be sure to visit

my blog:

www.PetesAOABlog.com

to share your thoughts on

this, or any other topic you

feel is important. 

As the organization that repre-
sents optometrists in all practice

settings, it is critical from our
perspective that independent
practices (optometrist owner)

remain viable and transition to
new owners whenever possible. 
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