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Seeking certainty in radiology: Mergers, acquisitions and alternatives

Mark F. Weiss, JD

Imagine if you could image the future. You’d see the exact path your radiology group 
must take to protect, and expand, its business. You’d be safe, secure and satisfied.

In reality, there’s a tremendous cloud of uncertainty resulting from the rapidity of 
change in radiology and in medicine in general. Hospitals seek to employ or otherwise 
“align” physicians. They seek to control specialty referrals through employment 
models, accountable care organizations and other hospital-centric networks.

For radiologists, there's mounting competitive pressure from large regional and 
national groups.

Many believe that they will find shelter through a sale to a hospital, large regional or 
national group or to a private-equity backed venture. Yet others are forging new 
routes, alone or in alliance with other practitioners, and creating their own futures.

What route is best for you
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Step up your game. Immediately begin taking steps to cement your relationship with the facilities at which 
your group currently provides services and intensify your efforts on securing additional services contracts and 
outside opportunities. Explore new opportunities for your own facilities, especially to hedge against a longer term 
future that might not be hospital oriented.

Tighten up your group's internal operations. Get your governance structure in order to enable your group to make 
quick decisions. Review your compensation plan to make certain that it creates the proper incentives. And begin 
to "bank" capital to enable the group to expand on multiple fronts.

Create a profit stream from your internal business function. If your group has an internal business 
operation with a dedicated practice manager, consider expanding that function into a separate business entity
that provides managed services organization (MSO)-type services to other groups as well as to your own.

For example, you can sell your manager's, and your group's leaders', business expertise, you can repackage billing 
services, and you can operate a locum's service with your own group's physicians or with third parties.

Importantly, your MSO structure can be a vehicle to create initial relationships that might later be expanded to 
make the client a merger or acquisition target.


