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Intro: With everything that goes into real estate, a small misstep can cost you 10s to 

hundreds of 1000s of dollars over the course of a standard typical lease. 

Bethany: Hi, and welcome to the Power Hour, I'm Bethany Fishbein, CEO of the 

Power Practice, and host of the Power Hour. One of the key values of the Power 

Practice is client defined success and whether a doctor is looking to improve their 

established practice or open a practice for the first time, our team's job is to really 

help them dig deep and define their dreams so that we can help them get there. 

 Location is a critical piece of the vision for a practice and what you're paying for the 

location is an important piece of the financial success of the practice. So today, I am 

excited to have a guest Ken Jorgensen, who is National Director for Carr Realty, 

which is the nation's leading provider of commercial real estate services for 

healthcare tenants and buyers. Ken has been with Carr Realty since 2015 and has 

personally been involved in hundreds of real estate lease and purchase transactions. 

He's a trainer for commercial real estate agents in markets across the country and 

has lectured to 1000s of healthcare professionals and administrators, so he is an 

expert here. I'm happy to have him. Thank you so much for being on Ken. 

Ken Jorgensen: Bethany. Thanks for having me. I'm excited for the conversation. 

Bethany: Me too, so before we get into the nuts and bolts of a real estate 

transaction, talk about what you're seeing after COVID.  Are more people looking to 

buy, looking to move? What has that done, especially with optometry? 

Ken Jorgensen: That's an interesting question, and I think one of the more 

surprising things that really has come through COVID over the last 18 months, as 

we're kind of sitting here today and looking back over the last year and a half, I think 

there is a perception in the market that because of COVID, because of virtual officing 

because of remote workspaces and businesses really moving their team to office at 

home that commercial real estate should be a fire sale, that landlords are losing 

revenue, losing tenants, people are moving out or working at home, and so one of 

the common questions and I think one of the expectations or ideas that a lot of times 

we have to help temper a little bit with clients is they're thinking that because of 

COVID, we're going to get rates or deals or real estate at deep discounts. The truth 

of the matter is that we've not seen that in the last year and a half. In many markets, 

we've actually seen an increase not only in commercial real estate prices and 

compression but also the cost to build out an optometry whether it's building on 

brand new practice, the construction of maybe a relocation or expansion or whatever 

the cost of lumber and labour and all of this subs and all that kind of stuff. It's just 

been an interesting last year and a half, and so all that to say while real estate may 

not be on a 30 or 40% discount which I think was the hope for a lot of optometrists 

and healthcare practices, what I will say is that landlords are interested. What they 



found over the last year and a half is the most stable tenant type that they can get 

one of the most stable industries they can have in their building, whether it's a retail 

center or a medical office building or whatever the most stable tenant they can get 

would be an optometrist to healthcare practice somebody that is going to be you can 

only do so much virtual in terms of exams and treating patients and all that, there's 

always going to be a need for the healthcare practice to be on site, and so you 

become as an optometrist you become a much more desirable tenant. This means if 

it’s presented correctly and the landlord knows it, then you can tend to get them to 

stretch a little bit further. So although we may not have seen deep discounts on rent 

rates or purchase prices, we have seen landlords that stretch further in terms of 

helping you build out your space and giving you more tenant improvement allowance 

or giving you more leeway when it comes to build out time where it might have taken 

four or five months before, you might get the landlord to give you six or seven 

months of free rent now and so we have seen them stretch further but it hasn't been I 

think what everybody expected initially which was this free-fall. 

Bethany: I guess there's got to be regional differences, but it does feel like here (I'm 

in New Jersey) a lot of businesses have closed we’ve seen dry cleaners, 

restaurants. So I feel like when I drive around there's a lot of open space, our 

landlords just holding on to it waiting for the right people? 

Ken Jorgensen: Yeah, that's also a really common and great question, it gets a little 

technical because the way that a building is valued when you own an investment 

property it is based on the lowest lease rate you have in that Shopping Centre in that 

building, and so if they go and let's say this landlord has 10 different spaces inside of 

their building and eight of the 10 are paying $25 a square foot, it devalues their 

property substantially if they give one of the vacant spaces, they give it to you for 

$15 or $17 or $18, a square foot now their entire property their entire all 10 spaces 

are now on an investment standpoint, valued at that $17 or $18 a square foot right, 

and so they're better off to keep it vacant because that doesn't mess up their cap 

rate that doesn't mess up the valuation of their building on the open market. And so 

many times it's better for them to go through a year or a year and a half a vacancy, 

than it is to sign a five year or a 10 year term at a much more reduced rate, and 

sometimes it's hard to understand that because you're like, well they're not making 

any money. But in the long run, they're likely getting some relief from some of their 

lenders or the people that they are answering to and so they're in many cases just 

sitting on that vacant space. 

Bethany: That's interesting, I hadn't thought of it like that. So yeah, thank you.  So 

let's talk about somebody wanting to open a practice for the first time. Because I feel 

like from a consulting standpoint it feels like we are getting a lot of calls from people 

who maybe never intended to own a practice but then once COVID hit all of a 

sudden, what they thought was a tremendously stable job, they got laid off, they 

didn't like how their employer was handling COVID protocols, they didn't feel safe in 



the office and they decided, let me do this on my own. Are you seeing more doctors 

going out wanting to open a cold start? 

Ken Jorgensen: We are definitely seeing that is an interesting shift in the last year 

or two which is more and more people to your point are stepping out and saying I 

want to run my own world, right? I don't want to be under the management of 

somebody else, I want to own my own practice. I didn't go to school this long to be 

an employee for somebody, I want to run my own ship and so we have seen an 

increase an uptick in helping start-up practices, whether it's honestly even right out of 

school or somebody who's been working for one of the corporate groups and they're 

saying it's time to do my own thing. So our team across the country has helped a 

tremendous amount of start-up optometrists over the last year or two and kind of 

walk them through that whole process. 

Bethany: So when someone comes to you and they say, I want to start up a 

practice, what are the factors that you take into account? What do you need to know 

from them to be able to guide them towards picking that right location? 

Ken Jorgensen: So to back up just real quickly, most people don't think about the 

fact that real estate is typically your second highest fixed expense in your practice, 

and so you've got obviously you've got equipment, you've got the merchandise, 

you've got payroll, you've got technology and marketing and then you have real 

estate. Real estate is usually second to payroll, that's going to be one of your highest 

costs in your practice, and so with everything that goes into real estate a small 

misstep can cost you 10s to hundreds of 1000s of dollars over the course of a 

standard typical lease. And so with that said, when somebody comes to us we're 

going to take a few minutes and talk through, take some time with that client and 

walk through their vision, so where do they want to be? What are they looking for? 

What kind of demographic are they looking to serve, really what gets them excited 

about where they want to open up and where they think they're going to plant 

themselves long term, because this is not a one or two yearlong decision. This is 

something that you're going to invest a lot of time and money and energy into an 

area you want to be certain, and so the first step we look at is really the 

demographics. So we'll take a look at competition mapping, we'll take a look at 

sometimes clients want to take a look at the insurance mapping and what that looks 

like in a certain county or city or state. We're going to look at the demographics in 

terms of population data and growth and income and household makeup and all that 

kind of stuff. We can look at a lot of that to really determine where it is going to be 

most advantageous for that optometrist to open up and then once you've kind of 

nailed down where we're looking and if there are any non-competes that we have to 

be aware of or anything like that with previous employers. We're going to take a look 

at that and then we kind of from a consultative approach, partnering with and 

discussing with the client really start to step into looking at multiple options. The 

game in real estate is you've probably heard it said location, location, location, which 

is true, you want to be in the right location.  We would say just as important, if not 



more is Options, Options Options and so when we bring on a client our goal is and 

desire is not to show them one property, we have a lot of clients that say, I really like 

this one building here this one retail centre, I want to be on First and Main, can you 

go negotiate that for me and we always say we can, however we have to go to the 

market, we have to get some other options because the only way to get you the most 

amount of concessions and pay the lowest amount of rent possible is to leverage 

other options in the market. It's amazing when we take a client, so typically we're 

going to go tour, there might be 15 or 20 buildings that fit your needs, the square 

footage and the signage and the parking and the zoning and what kind of 

neighbouring tenants do you have and all these other things that kind of go into it. 

Once we narrow down from maybe 20 or 30 options in your area, down to the top 

five or six or seven, we're going to jump in the car and go tour those go walk-through 

get a feel for them, look at their centre, look at the area, look at how the building is 

maintained all that kind of stuff. The goal is not that the client likes all seven or eight 

but that there are two or three potential winners there, because we always want to 

be negotiating with a few of them simultaneously and so we're going to negotiate all 

the things we kind of mentioned a few of them earlier but not only the rate, but you 

know most leases escalate each year and that can be anywhere from one and a half 

per cent up to, we've seen even five or 6% a year that the landlord escalates that 

rent rate-- well over 10 years you can end up substantially over market. So 

everything from base rent and escalations to tenant improvement allowance, which 

we can talk about in a little bit to free rent once you open up to all kinds of who takes 

care, who's liable for the air conditioner, are the utilities included in this lease? Or am 

I paying those on my own and what happens when you know what kind of insurance 

is, so there's so much that kind of goes into that and so we kind of help walk the 

client through the top two or three options and negotiate those and then we're kind of 

off to the races. 

Bethany: As you're telling this I'm kind of walking through my own practice 

ownership history of opening cold and leasing a space and then buying a practice 

and taking over their lease and ultimately buying a building and doing the 

renovations from scratch and then buying an existing practice buying the property 

and doing those renovations, and thinking about all of the mistakes that I've made 

along the way so this is great for someone doing this to hear. So when you go on 

those walk-throughs, you said you're looking at all these things, how it's maintained? 

Is there anything that you would recommend people absolutely stay away from?  Any 

red flags that you see and say, nope we're not doing this one? 

Ken Jorgensen: There are a number of things that as we kind of walk-through, 

we're looking at and so obviously you want to make sure that and there are a 

number of questions you would ask the listing agent that is kind of walking you 

through or the landlord, things like how long is the space been vacant? If it's been 

vacant for quite a while wonder if there's a reason you're going to be looking at the 

ceiling tiles, you want to make sure that there are no big leaks or issues up there. 



You do want to find out who is responsible for what and how they're going to deliver 

this space. I got a call from a client not too long ago who said hey, I just signed my 

lease, can you help and at that point, once the lease is signed it's a legal document 

and so it was really between the client and the landlord at that point. They hadn't 

heard about us yet but he said I didn't know that I was responsible to demise the 

space so this shopping centre had 5000 square feet, the client only needed 2000 

square feet and they said we thought that the landlord was going give us 2000 

square feet but in the fine print of the lease, the landlord said the client, the tenant 

needs to demise the space meaning put up the wall between the two spaces, well a 

two hour thick firewall and depending on how long or narrow the space is I think that 

were going to end up costing them $25,000 to $30,000. Well that's a bit of a ouch, 

that he didn't know about until it was too late and so there are a number of things 

that you kind of walk through that you are looking at. A lot of times we have clients 

who say I want to be next to like a Starbucks or next to this shopping centre because 

it's so there's so much energy and it's so busy and there's a lot of traffic and that's 

great until your patients have struggle parking or finding a space that's convenient. 

Think about when it's snowing in New Jersey or it's raining in Florida or it's windy 

sideways in Oklahoma wherever you're at, you want to make sure that your patients 

the people coming to your practice are not thinking, Oh it's always a pain because I 

can never find a parking space and they do, they might do it once, they might go 

twice but chances are that is an impression that they have of your brand, that it's 

always a pain to go there because I can't ever find parking and so although you 

might want to be close to a Starbucks, I would never suggest being right next one. 

We have a lot of times, we'll walk into a space and we're going to look at the 

neighbouring tenants and if there's a jazzercise or a some kind of gym a workout 

type gym on one side and it's quiet, I'm going to say okay, well what kind of classes 

do they hold because I don't want to be in the middle of my work day and all of a 

sudden they pump the music and they've got the power lifting and the loud music 

and the grunting and all that I mean, it's great for like a 6 am workout but if you're in 

the middle of seeing patients, that's not a great look.  Or Subway- love Subway 

sandwiches, right? But I don't want to be smelling bread all day, so how is that air 

conditioning unit? Are they all shared? Is there good ventilation? So there's a ton of 

different things that you want to kind of walk through and look around and get a feel. 

That's why having options is important because if you have options not only are you 

not going to make an emotional decision, I want to be in this one space, you're going 

be able to make an emotional and factual but you're also going to be able to 

leverage that with a landlord and say, look we're getting a better deal over here and 

I'd love to be in your spot, but I have this issue and this issue and this issue, right 

and so a lot of that comes through the tour and walking through those multiple 

spaces, it gives you kind of a good feel of what's available on the market.  

 Bethany: So you talked about things like who pays for the air conditioner, who puts 

up this firewall, you mentioned tenant improvements. What other things are people 

looking at that can be negotiated in a lease that people might not realise?   



Ken Jorgensen: So there are a couple of stages of negotiation. When we have a 

client we're going to be doing the demographic studies and looking at that, we're 

going to be looking at the space searching, walking through and touring and then we 

negotiate on a number of deal points. So the base rent, the escalations, tenant 

improvement allowance, the exclusivity making sure that another optometrist can't 

come in the shopping centre, free rent to build out time and all that kind of stuff, how 

they're going to deliver this space that is what would have helped that one practice, if 

they would have known how the landlord was planning to deliver the space to them 

without a demising wall that would have saved them, that one little sentence would 

have saved them $25,000, so those are the things we are going to negotiate on as 

agents or brokers; but then there's always a second stage and this is kind of building 

your team of advisors, you're going to have multiple people who help walk you 

through this process and a good real estate attorney is going to be one of those 

players that helps one of those people on your team that helps walk you through this 

and it's not your cousin Eddie who practices Family Law up in Seattle, it's not your 

neighbour who is a litigator, it needs to be somebody who reads leases and walks 

through purchase due diligence and title work all day every day.  You want a good 

real estate attorney and it's even better if they can be optometry or healthcare 

specific, because then they know the terms and the clauses to really watch out for, 

so most leases are anywhere from 30 to 65 pages of legal language, nobody reads 

that. It's kind of like the terms and conditions when you're flipping through your new 

iPhone or you're clicking through to get to a website or whatever. Most people do not 

read any of that and so it's tough for us to really understand what they're saying but 

the attorney and the broker together are going to work on things like expansion, do 

you have the right of first refusal, if the space goes vacant next door to you, when 

you sell your practice, this is a big one. A lot of times landlords will put little clauses 

in the lease that is called the assignment or assignability clause and if you want to 

sell your practice, we've seen leases that gets sent over to us that say literally say 

I'm not making this up, you have to give the landlord 35% of the proceeds of the sale 

of your practice to get out of that lease, so you build up a practice for 15 or 20 years. 

If that assignability clause has language in there that you have, sometimes it's only 

1000 or five or $10,000 fee. Other times it's a percentage of the sale of the practice. 

Well, if you go and sell your practice for 500, 750, a million dollars or more, that's a 

huge chunk that you're paying to the landlord to sell and get out of that lease. Things 

like, do you have a purchase option is there in a retail centre and a shopping centre 

you're likely not going to be able to get an option to purchase but if you're in a 

professional park or you're in a building that is condo’d out, you may have an option 

to purchase down the road. You might not be ready for it when you're starting in 

practice but 10 years, 15 years down the road I might want to own my building and 

not only own my practice but on the building as well and so competition, do you have 

the ability to exclude people and there are all kinds of a number of different things 

that you're going to negotiate beyond just dollars and cents if it was just about rate 

and term the lease wouldn't be 65 pages. So there's way more that goes into it than 

just the rate you see on the flyer. 



Bethany: This gets me thinking about all kinds of questions here. So when you find 

that stuff or the attorney finds that stuff, you go back to the landlord and say, Okay 

this assignability thing is unreasonable, are they usually willing to negotiate those 

things? Or do they just say, Oh well, like are they just putting it in there? Hoping 

somebody's just going to sign? 

Ken Jorgensen:  Answer is yes to both, so a lot of times they do just put it in there 

because they want to see if they can get it, that's awesome. Their attorney is the one 

drafting those leases and the attorney is their fiduciary is to that landlord. That's why 

our clients, that's why the optometrist who is getting ready to sign a lease needs an 

attorney on their side as well and so many times they're just putting it in to see what 

they can get but that comes back to the initial discussion about options, they are not 

going to give anything away unless they feel like they have to and so presenting a 

healthcare practice on a silver platter to the landlord saying, hey, here's our client 

they are financed and ready to go we have their financials ready for you to see them. 

We have the team of advisors already built, we have equipment or an architect and 

attorney and GC, and we’re ready to move this thing forward. Here are the terms 

we're asking for we want to get, if we can present it to them like that and educate the 

landlord on why they should stretch further because an optometrist is really a blue 

chip tenant, they are stable and a portfolio stabiliser they pay their rent on time, 

they're low parking load low drama, they don't default and so if we can present that 

to them and tell them why they should push further, then when it comes to things like 

the assignability language or it comes to things like exclusivity or expansion or 

whatever and they know that we have other options out there in the market, they're 

more willing to negotiate with us. But if they think many times, we would actually say 

as healthcare real estate agents our main competition is not another commercial real 

estate firm, our main competition is the optometrist going out there and doing the 

deal themselves calling a number on the side of a building, they see a sign and they 

think that's a great shopping centre I want that space, they call the number on that 

sign and they don't realise that they are talking to an agent whose fiduciary is to that 

landlord, they don't realise that everything they say on that phone call can and will be 

used against them during that negotiation and so they give away posture, they give 

away leverage, they don't have the right strategy. And that's where you can really get 

when a landlord doesn't think you have other options; they're not going to negotiate 

but if they think that you have other options, just like, when you're buying a car if the 

car salesman sees you pick up the keys and you're walking away, they're going be 

like, Oh wait, wait, wait and try to get you to stay but if they don't think you have any 

other options, then there's no need for them to negotiate. 

Bethany: And all these things that you're talking about negotiating are these really 

mostly just in a first time lease? Or if you're already leasing and the lease comes up 

for renewal, is it an opportunity to talk about all this stuff again? 

Ken Jorgensen: That is a great point and so most clients do not realise the most 

common transaction in any market across the country, most common real estate 



transaction is a lease renewal and so that is a trigger point, that is a time where you 

have the ability to renegotiate some of those terms and you might actually have a 

lease renewal option in your lease. You might have leased for five or 10 years and in 

your lease you have the option to renew for another five years or another 10 years 

and you might be thinking to yourself, okay well that's my option. I have to sign the 

lease and everything has to stay in there but the truth of the matter is they don't want 

to lose you as a tenant. Again, you are one of the best tenants out there in terms of 

being a healthcare tenant optometrist. You pay your bills; they want to keep you 

more than you should be concerned about getting kicked out or them not renewing a 

lease and so what we do when we help, and we help 1000s of clients with their lease 

renewals every year, we go to that landlord and say, hey we've been hired by this 

optometrist and they've been in your space for 10 years but you and I landlord are in 

the business of real estate and we know that every year it's been ticking up and you 

are now way over market. We've seen it where they're actually marketing on loop net 

and coasts they’re marketing their shopping centre at $25 a square foot but our client 

is paying $35 a square foot because of those annual escalations and so we step in 

and say, if you want a shot at keeping them, they hired us to go and look at other 

options in this one mile radius and we have two other options we've actually 

negotiated with them so we know what the landlords are willing to do. If you want a 

shot at retaining them for another five or 10 years then you are going to have to get 

way more aggressive and here's what we would be willing to offer and most of the 

time to your point, Bethany, most of the time is not just lowering that rent rate, but it 

might be giving back the security deposit, it might be adding in purchase options, or 

assignability language, we might, sometimes they're like, well my air conditioner has 

been acting up and so we might say Okay, well let's put that on the landlord now, 

because the way most leases are written right at the outset is that all of that is on the 

tenant but if you're having issues and it's a 10 year old unit, let's try to negotiate that 

to get the landlord to cover that as an enticement to get you to sign another five or 

10 year term. 

Bethany: This is all such good advice. You've mentioned option to purchase a 

couple of times and so let's shift gears a little bit. When is it a good idea for 

somebody to purchase their real estate instead of leasing or instead of renting?   

Ken Jorgensen: So that is very dependent on the unique situation of the client. So 

most of the time I would say 80% or greater of our start-ups are the initial real estate 

transaction is going to be a lease for a number of reasons. One of the questions we 

get all the time is it better to own my real estate or lease it I own my house I would 

not rent my house long term and so I would think for my business, it makes way 

more sense to own that as well but the truth of the matter is, it comes down to a lot of 

different things like availability in the market. If you want to be on First and Main, you 

want to be on one of the busy streets, the purchase prices, the land prices, the 

building prices are typically going to be much higher than what you would be paying 

on a lease on a monthly basis. The things when you first start up, if you lease you 



get concessions like we've been mentioning tenant improvement allowance, well that 

tenant improvement allowance sometimes it's called a T.I.A  that is an amount of 

money that the landlord is going to give you to help you build out your practice, so 

let's say you're looking at a 2000 square foot space, and you get a contractor in 

there and they say it's going to cost $100 per square foot to build out what you want 

your vision, okay just easy math, we're going keep it easy it's pretty early here right 

now, so 2000 square feet times $100 a square foot that's $200,000. If we can get the 

landlord to cover 50,000, 75,000 or $100,000 or more of that build out, that's real 

money you don't have to borrow right now or pay right now that's money the landlord 

is going to invest in your practice in your build up. Also, things like the time to be able 

to build out you're not paying rent and if your rent payments five or $6,000 a month 

or more, that can add up pretty quick if it's going to take you 5, 6, 7 months to go 

through design and permitting and construction and outfitting and all that and so 

most of our start-ups we're seeing end up doing a lease to start and then at some 

point 5, 7, 10 years down the line 15 years down the line. At that point they go into 

saying, okay I want to either buy the building I'm in if it's available or I want to 

relocate and own the dirt and own the building but again your ability to get a loan 

there are more options when you're an existing practice owner versus when you're a 

start-up, there are great start-up products for ownership and for leasing in terms of 

the banking world but most of the time again, we see the start-up look at the lease 

because there are a lot of concessions available. Now with that said, if you're in a 

more rural market or you've got options to buy buildings or whatever, that's awesome 

we would typically say go take a look at everything don't just look at leases don't just 

look at purchase options, let's look at everything and then we can run a purchase 

versus lease analysis and show you where your breakeven mark is and if it's in year 

three, or four or six or seven or whatever and it makes sense and you have the down 

payment and you have the money you need and you have the ability to walk through 

that, then that's great but we like to put them side by side so you can see. Okay, on a 

purchase when you close you're going to be paying that mortgage on day one. Even 

when you're in construction for those six or seven months on a lease, this is what it 

looks like but again, depending on the unique situation the cash position and the 

location if there's opportunities out there. I would definitely say look at both and 

compare them. 

Bethany: So you have something that you can say, okay its going cost you more to 

buy something but then somewhere in Year Four that shift, so you really can figure 

out the impact of those decisions. Are most people who are buying doing it because 

it makes financial sense for the practice or is it just part of an overall investment 

strategy for them? 

Ken Jorgensen: Yeah, so typically I'm in real estate, our company is in real estate 

but we would say, because we're in healthcare real estate we would say, never put 

your property ahead of your practice; you need to be focusing on your practice first 

and so many times people are like, Oh I need to own my building, I own my building, 



I want to own it I don't want to pay rent, I don't want to pay somebody else's 

mortgage and we would say the number one driver of profit and income for you is not 

the property, it is the practice so put your emphasis on the practice first and if we can 

find a purchase option that makes sense and you have the ability to do it and it's in 

the right area and it's a good building and all that, then go for it but when you first 

start, put your practice first and get whatever concessions you can from the landlord, 

build that practice up and then start looking, so again most of the time once 

somebody has built up a practice they've been in it for three, four or five years plus 

10 years, whatever it is at that point, they’re thinking, Okay it's time for me to own my 

real estate and that's when we do one of those comparisons. Because there are tax 

implications, big time tax implications on both a lease and a purchase the 

comparison that will run for a client in many cases, it's never a one size fits all it's 

always better to purchase, if you're in Manhattan ,you're in Los Angeles, you're in 

downtown Seattle or whatever, Miami and I want to be on one of the busy streets 

ownership is likely never going to be something that you look at, because those 

buildings are three, four or $5 million and it just doesn't make sense. When you run 

the analysis you can make way more money, putting your money into the market or 

into a retirement investment account or whatever and so we look at that and we'd 

really like to put them side by side so we would say don't get set on one or the other, 

let's take a look at both and see what makes most financial sense. What is your 

monthly cost going to be? What is your annual cost going to be after tax 

implications? And then what kind of after a 10 year period, what have I paid down on 

my principal and so now my cash position that equity that I have and my balance 

sheet looks much stronger on a purchase than a lease typically, but it all depends on 

what kind of concessions we can get out of the landlord and what is available in your 

market, so again really tough question, because it's not one size fits all but most of 

the time the start-up is going to be looking at the lease to start because of the 

concessions and the focus on the practice and then once you kind of get into 

practice, we do more and more land purchases and building purchases and stuff like 

that. 

Bethany: And just real quick, because we're running out of time here. Do you guys 

work on the other side too for doctors who do own property and then have other 

tenants? They've got a dentist in there or whatever. Do you work on lease 

negotiation when your client is the landlord? 

Ken Jorgensen: I'm glad you brought that up because we do not actually, so we will 

help hundreds of practices in most states around the country. Each of our agents 

have a lot of relationships in that market and so we help our clients if they say, Hey I 

have a building and I have some vacancy, we can look at ,Okay who do we have 

looking in the market and we may be able to bring somebody to that building but we 

have from the very beginning we've been around about 13 years, we've drawn a 

hard line in the sand to say we only represent healthcare, buyers and tenants and 

why that's important is because 95% of commercial real estate firms represent both 



sides, landlords and also tenants, buyers and also sellers. The problem with that is 

when you're working with somebody who's always chasing the next listing, they 

make their money from landlords the vast majority of the income in real estate is 

being made from representing landlords and so when you have somebody who's 

representing you who has listings in the market or they work their firm works for both 

sides of the transaction you're not being fairly represented. There's a conflict of 

interest there it's like you going into court and having the opposing party's attorney 

represent you, that doesn't make any sense. You need somebody who only 

represents you, doesn't work for any landlords in the market because then you can 

get a fair shake we negotiate aggressively and we push hard because we don't really 

care about our relationship with the landlord. We care about getting our clients the 

best deal possible and so to your point, if somebody owns a five or 10,000 square 

foot building and they want to see if we can get them some tenants we can likely 

bring some tenants to them but we wouldn't represent the negotiation on the landlord 

side we would bring the client and then represent them, which is always kind of a 

funny thing because then they're like well now you're negotiating against me and 

we're like we did a solid job on the first go round so now you know what we're kind of 

looking at. 

Bethany: Thank you so much. This has been such great information.  If someone 

wants more or they want to get in touch with you, how do they reach you? 

Ken Jorgensen: On our website which is CARR.US that’s CARR.US we have a ton 

of blogs, we have a glossary sometimes people are like what does triple net mean 

what does modified gross mean what does escalation or whatever, so we've got 

hundreds of glossary terms FAQ's, blog posts, articles and all that on our website to 

help educate and there we also have a find an agent. My information is on the 

website, we also have a find an agent, I think we have about 150 on our team coast 

to coast now that you can just go on there and drop down your state or your city or 

whatever and find out who the local rep is in your area and be able to help walk you 

through this but my information is there on the website as well. If anybody has any 

questions for me, I'm more than happy to help and that website is CARR.US. 

Bethany: Ken thank you again so much. This has been great I learned a lot I know 

that our listeners will learn a lot and if any of you out there would like more 

information on the Power Practice or any help making your practice dreams come 

true. You can email us at info at powerpractice.com or visit our website 

www.powerpractice.com.  

Thank you for listening, I want to thank Kevin and Eric Dau for the musical intro. You 

can follow Kevin on Instagram @kdauguitar and also thanks to Allie Kramer for her 

superb podcast editing skills. Thank you 

 


