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Exit Plan Readiness Test 

The Exit Plan Readiness Test is a tool we developed for gauging how well prepared you are to 
transition your chiropractic practice so that you obtain the best value for your efforts. It’s 
designed to show you, the owner, where your business stands. Does the business work? Is it 
ready to be sold? Can it fetch a premium price? Can you take on a partner? What areas need to 
be addressed?  
 
Complete The Exit Plan Readiness Test, before you get into the meat of The Ultimate 

Chiropractic Exit Strategy to get your baseline score and an idea of where you stand with 
respect to your best possible transition outcome. As you proceed through the book and begin to 
prepare for your business transition, revisit the test periodically to see how your score is 
improving. Or you can take it alone and assess where you are at currently. 
 

Instructions: 
Complete the Exit Plan Readiness Test. Each statement has a weighted point value based on its 
importance to the overall outcome. Add up your points to find your score. Check your score 
against the key to see whether you’re ready to transition your business for the best possible 
outcome. 
 

 
Select the statement that best applies to you in each of the first two items. Be as honest and self-

critical as possible. It is better to score lower now and do the work required to get ready than to 

fool yourself into believing you are more ready than the reality. 

 

EXIT OPTIONS 

 

1. You have determined which exit strategy option would best suit 
your needs and best fits your practice.      ____10 pts 

 
You have 2 potential options in mind for transitioning out of chiropractic 
but are not sure which fits better.       ____8 pts 

 
Several options sound good, not sure which would work.    ____4 pts 

 
No options stand out based on my current practice; I need to work  
on the practice to be able to maximize value from any transition.   ____2 pts 

 
I don’t have any options based on my current practice situation.   ____0 pts 
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HOUSE IN ORDER 

 

2. Your practice is performing at its peak with an excellent staff and  
systems in place to make a smooth transition, regardless of which  
option you choose.         ____15 pts 

 
You are basically ready to transition but have a few loose ends to tie up or improve in 
order to obtain the maximum value for your efforts.     ____8 pts 

 
Mentally, you’re ready. The practice needs some work.    ____4 pts 

 
You are somewhat ready. The practice needs some work.    ____2 pts 
 
Neither you nor your practice is ready for transition at this time.   ____0 pts 

VALUATION 

3. You’ve obtained a professional valuation or appraisal for your 
practice and have determined its value.      ____10 pts 

 
You’ve made you valuation based on another (comparable) 
sale in chiropractic.         ____8 pts 

 
You have a sell price in mind and it’s based on a formula.    ____4 pts 

 
You have a sell price in mind but haven’t based it on 
anything other than your expectations.      ____2 pts 

 
You haven’t thought about a sale price.      ____0 pts 

 
ASEEMBLING YOUR TEAM 

 

4. You’ve assembled a team or person(s) with the following 
expertise: tax, accounting, legal, lead advisor, etc     ____15 pts 

 
You haven’t identified a team member(s) for each of the 
capabilities but you plan to do so.       ____10 pts 

 
You’re planning on handling all aspects of the deal yourself.   ____5 pts 

 
You are not certain of what team members are required.    ____0 pts 
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For the rest of the test, check YES or NO for each question and score the points indicated.  

 

BUSINESS SHAPE- PACKAGED TO SELL     YES      NO 

5. You have written a general background: practice history, 
summary of services/products, business strategy, core  
competencies (things you do best).     ____5 ____0 pts 
 

6. You have completed a written marketing plan/calendar 
and growth strategy for your practice.     ____5 ____0 pts 

 
7. You have clearly identified your patient base: you know your payer mix between cash, 

PI, WC, general insurance & medicare in terms of  % of each, $ generated and visit % 
         ____5 ____0 pts 

 
8. You have defined operations with a flow chart detailing how you operate 

your company & an overview of processes in place to facilitate 
efficient operation.       ____5 ____0 pts 

 
9. You have established efficient, reproducible, and compliant 

systems for documentation and chart noting.    ____5 ____0 pts 

  

10. You have outlined your management and employees:  
organizational chart, compensation philosophy.   ____5 ____0 pts 

 
11. You have a compliance plan in place and/or have had your  

practice reviewed by a compliance or coding specialist to  
ensure that your practice is meeting required standards.   ____10 ____0 pts 

 
12. You have a list of active & inactive patients; you have recall 

programs in place for re-activating old patients that are teachable 
and reproducible.        ____10 ____0 pts 

 
13. You have clean up your accounting and have prior three  

years’ financial statements and three-year projections ready,  
showing consistent growth trends, P&L Statements, & cash flow. ____15 ____0 pts 

 
14. You have a modern facility, with updated equipment and in need of 

no major repairs.        ____10 ____0 pts 
 

15. You have an EMR system, utilize electronic billing, and possess 
adequate computers and software for daily business operations.  ____10 ____0 pts 
 

16. You have no current disciplinary actions against you for the past 
three years from your state board, an insurance company, etc  ____10 ____0 pts 
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IDENTIFYING PROSPECTS 

 

17. You’ve analyzed the market to come up with 
a list of prospects.       ____5 ____0 pts 

 
18. You have a list of at least five viable prospects.    ____10 ____0 pts 

 
19. You’ve received inquiries within the past year  

from more than one prospect.      ____10 ____0 pts 
 

DILIGENCE 

 

20. You have many of the items requested by a buyer  
for the due diligence process ready to go.    ____10 ____0 pts 

 
21. You’re planning to create a portfolio with all materials for the  

buyer or prospective partner’s review.    ____10 ____0 pts 

FINANCIAL OBLIGATIONS 

 

22. You have accounted for all the financial obligations the practice holds 
In terms of debt, leases, loans, equipment liens, etc   ____5 ____0 pts 

 
23. You are current on your practice related bills/debts   ____10 ____0 pts 

 
24. You are on good terms with the landlord/owner of your building 

so that you could successfully negotiate a new lease, if necessary.  ____5 ____0 pts 
 
TAKING IT TO THE NEXT LEVEL 

 

25. You’ve identified and branded many processes and unique  
selling propositions to create value throughout your business.  ____10 ____0 pts 

 
26. You’ve developed a formal succession plan.     ____5 ____0 pts 

 
27. You’ve considered and mapped out what you want for yourself post deal with respect to 

transition time, creative financing options, and working relationships. 
____5 ____0 pts 

 
28. You’ve considered your valuable employees and made moves to keep them working in 

your business through employment agreements, with bonus pools to keep their 
motivation high in order to drive the business hard during transition periods.  
         ____5 ____0 pts 



 

The Strategic Chiropractor, LLC     Tel: (800) 577-0321     Fax: (888) 508-8356     www.strategicdc.com 

 

29. You are confident that your billing, coding and documentation 
Is getting you effectively paid AND is compliant.    ____10 ____0 pts 

 
30. You have developed passive income streams and additional 

revenue sources in your practice that are not doctor dependent. ____10 ____0 pts 
 
MISCELLANEOUS 

 

31. You personally have sold a business before.     ____10 ____0 pts 
 

32. You have a mentor with experience in selling  
two or more businesses.      ____10 ____0 pts 

 
33. You’re willing to stay with the business for a  

time of transition after the sale/partnership.    ____10 ____0 pts 
 

34. You have enough time to dedicate to the sale, 
Partnership or transition process without your  
business suffering at all.      ____15 ____0 pts 
 
 

YOUR READINESS SCORE:       _________total pts 

READINESS  SCORING  KEY 

 

If your score was 275-300, you are ready to proceed and are in a great position to max out the 
transition of your business. You may wish to read The Ultimate Chiropractic Exit Strategy 

and to discover which options may suit you best for transition and how to start with your 
transitional strategy. Additionally, you may want to contact us regarding our Chiropractic 

Transition Planning consulting services to assist you in maximizing the income from your 
transition or exit plan, especially if the timeframe that you wish to transition is soon. 
 
If your score was 210-270, you’re not quite there, but you’re close. Your business is minimally 
prepared, but strive to get additional points to break the 275 threshold. Read The Ultimate 

Chiropractic Exit Strategy and pick up some more points by implementing the strategies that 
are currently missing or lacking in your practice Then, take the test again! Additionally, you may 
want to contact us regarding our Chiropractic Transition Planning consulting services to assist 
you in maximizing the income from your transition or exit plan, especially if the timeframe that 
you wish to transition is soon. 
 
If your score was 150-205, you’re not ready to transition and benefit fully. You might have 
enough here to get a sale, but you definitely will not maximize revenues. Choose and use one of 
the models discussed in The Ultimate Chiropractic Exit Strategy to help you better prepare 
your practice for transition. Read the book closely, implement the strategies and take the test 
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again. Then gauge your readiness by adding up your new score. The best time to proceed with 
your sale or transition is when your scores reach or approach the 275 point range. If you need 
immediate assistance, consider exit strategy advising through our Chiropractic Transition 

Planning consulting so that you can quickly prepare. 
 
If your score was 145 or less, the business definitely isn’t ready yet for a sale or transition of any 
kind. In fact, any attempt to do so will seriously jeopardize the final sale, amount or revenues 
you can generate from this transition or sale. If you can delay this process, you should read The 

Ultimate Chiropractic Exit Strategy so that you may gain significant improvements that can 
affect your bottom line before your transition. If you have a limited amount of time or are just 
considering walking away, it would be well worth your efforts to consider exit strategy advising 
through our Chiropractic Transition Planning consulting so that you can quickly make any 
possible last minute preparations that may add to the total value of your practice.  
 
More detailed information can be obtained about The Ultimate Chiropractic Exit Strategy 

manual and CD set by clicking any of the links above or by going to our website, 

www.strategicdc.com and searching under the Products category. 

 

More detailed information can be obtained about Chiropractic Transition Planning consulting 

by going to our website, www.strategicdc.com and searching under the Services category. I hope 
this test has been helpful to you and I wish you the best of success in your transition plans, 
whatever they may be! 
 

Tom Necela, DC, CPC, CPMA, CCP-P 

 

 


