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BY STANLEY MORGAN Reporter

The expanding market share for corporate
ownership of long term care facilities has at-
tracted a lot of attention recently, but the
changing face of the industry has at the
same time produced tremendous opportuni-
ty for creative independent operators. Many
facility operators are discovering that with
the strategic and financial help of San Fran-
cisco’s Hudson & Hudson Private Invest-
ment Bankers, they can take advantage of
breakthrough opportunities to expand their
businesses or develop new facilities, often
with no money down.

Large corporate owners will double own-
ership in the four years ending next year, ac-
cording to the American Seniors Housing
Association. But even as they expand, these
companies are having trouble keep up with
the growth and turnover that the rapidly
changing industry is producing. And with
the Baby Boom generation increasingly
reaching the age where long term care is re-
quired, .there are tremendous opportunities
for smaller niche operators to take advan-
tage of the flexible financing and expert ad-
visory services Hudson & Hudson can offer.

HUDSON & HUDSON’S KEY
PROFESSIONAL CONTACTS
Eddie Arnold, and an Arkansas operator
of 188 beds in two nursing facilities, has
seen the changes the industry has gone
through in 30 years, as his family-owned
business has grown from a single, largely
unregulated home to a sophisticated busi-
ness offering both long term care and assist-
ed living services. E

strategic and advisory services of Hudson &
Hudson to help expand and adapt to chang-
ing regulatory demands, as well as to obtain
the very best financing rates in the industry.

“Right now its difficult to get traditional
financing because lenders are skeptical
about Medicare cutbacks and the future of
the industry, “Amold said, “With the com-
plicated regulations today, you need some-
body that knows the business inside and out,
exactly what information lenders and regu-
lators are going to need to put together the,,
very best financial package at the best rate”
available.

Hudson & Hudson works with top law
firms and Big Five accounting firms to
make sure that nursing home clients are
compliant and up-to-date on all regulatory
matters, reducing liability risk and thus en-

During that time, he has called on the -
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HUDSON _ DELIVERS 100% FINANCING TO LTC INDUSTRY

suring them the best standing with lenders.
The firm’s relationship with institutional
sources of capital can offer operators of any
size the same financing options available to
large corporate operators.

If you are looking to raise money for ex-
pansion, simply draw capital out of an exist-
ing business, or even if you are a potential
buyer seeking to make an entry into the long
term care business, Hudson & Hudson’s
100% financing programs can allow you to
leverage the value of potential cash flow”
against your financing cost.

100% FINANCING AVAILABLE

Hudson & Hudson encourages potential
buyers or sellers to consult with the firm
even before a project is identified. By deter-
mining a client’s strategic position, Hudson
& Hudson can structure guidelines for the
best financial package available as the best
deal forms.

Those guidelines create surprisingly easy
conditions to meet, based on the historical
performance and balance sheet.of existing
operations.

Using standard accounting practices,
Hudson & Hudson looks for three chief con-
ditions in a potential company to determine
where a deal makes sense for the buyer, and
then structures an appropriate way to fi-
nance it.

The firm can offer 100% financing on a
purchase price of as much as 30% over asset
value.

Loans can support a debt to equity ratio of
0.65 or less fully financing a $1 million pur-
chase of a business with $800,000 in equity.

Hudson & Hudson can comfortably
finance any deal with an earnings to cost of
interest ratio of 1.25 or better, where at an
easily achievable 5% rate, a buyer can
support a $1 million purchase on as little as
$62,500 earnings.

PERSONAL CHEMISTRY

“A free private market is a mechanism for
enabling a complex structure of cooperation
to arise.” said Nobel Prize winning econo-
mist Milton Friedman. Hudson & Hudson
respects that fundamental market principle,
and uses its experience and personal rela-
tionships to make sure that free market
forces work in a clients favor.

John Lee Hudson, Senior Partner of Hud-
son & Hudson, first developed his skills ar-
ranging debt financing for large
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companies during the Wall Street merger’s
and acquisitions heyday in the early 80’s but
for more than a decade he has been using
those skills to help independent businesses
achieve the same financing advantages of
large corporations. In 1994, Hudson & Hud-
son was the subject of a Wall Street Journal
profile detailing how it is able to bring those
advantages to small businesses.

“If there is a third leg to the stool, it
weuld be personal chemistry.” Hudson said.
“Investors must feel completely comfort-
able with their investment banker and we
have longstanding relationships with
lawyers, accountants and other profession-
als to make sure everything is done right.

SAVE ¥:OF $1 MILLION ON A
$5 MILLION LOAN

Hudson & Hudson believes that today is a
historically propitious time to undertake
new ventures, and its specialized capabili-
ties can make the crucial difference in es-
tablishing the very best financing package
available, saving enormous costs over the
term of a loan, In a typical case, the assis-
tance of Hudson & Hudson can save a facil-
ity close to one-fifth of the principle cost by
negotiating a one-half percent reduction in
the interest rate. On a $5 million loan, Hud-
son & Hudson’s ability to structure debt fi-
nancing at 7 percent rather than 8% using
good financial management, could save
your facility $742,000 on a standard 20 year
term on a $5 million financing.

LTC FACILITIES FOR SALE?

In addition to helping owners and buyers
obtain financing, Hudson & Hudson works
with groups of investors with the financing
in place to act quickly to acquire nursing fa-
cilities in all regions. The firm urges inter-
ested sellers to contact it in lieu of brokers
and listing agents, to see if Hudson & Hud-
son’s network of financial buyers provide a
better fit for their needs than large corporate
buyers. ‘

Hudson & Hudson believes that condi-
tions in the nursing industry today strongly
favor creative operators willing to take ad-
vantage of historic financing opportunities,
and the firm is eager to help you at any stage
or a transaction or strategic opportunity.

For more information call Hudson & Hudson
Private Investment Bankers at: =~
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