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Introduction to Partners First Cardiology and Varsity Healthcare
Partners
Company

Leadership
•
•

Partners First Cardiology (PFC) is a physician
practice management business solution
specifically designed for cardiologists.

Varsity Healthcare Partners (VHP) is a private
equity firm focused exclusively on growing
multi-site healthcare providers.

Rob Jardeleza,
CEO

•

•

David Alpern,
Founding
partner

Co-founder of PFC
20 years of healthcare
experience
PE focused healthcare
companies
– SCA – TPG
– NCP – Bain
– BPL – Bain/Create
U.S Naval Academy

•18 years of
investment experience
•Aurora Capital Group
•GTCR
•Golder Rauner
•Credit Suisse
•MBA Harvard
•BA University of Michigan
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PFC has partnered with VHP to provide
capital and assist with growth
Question

Answer

What is private
equity?

•

Private equity refers to a committed pool of funds, traditionally raised from institutional
investors (e.g. pensions, endowments, and insurance vehicles) seeking strong returns and
targeted for investment in private businesses

What is private
equity’s goal?

•

Private equity firms seek to drive accelerated growth in the business and a higher
purchase price at a future liquidity event at exit

•

There are many different strategies for value creation, including:
– Venture capital / “early stage” investing
– Growth equity
– Financial and/or operational restructuring / “turn-around” investing
– Leverage buyouts (LBOs) / highly leveraged equity investment in mature business
– Growth consolidation / “roll-up” investing

Are there
different types of
private equity
firms?
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Partnering with VHP will accelerate our
growth and build scale
Question

Answer
•
•

What are the
benefits of
partnering with a
private equity
firm?

•
What are the
benefits of
partnering with
VHP?

•

Private equity firms use capital, resources, and developed networks to catalyze change in
private businesses
Private equity managers will assist with a variety of growth-related functions, depending
on the needs of the business, including:
– Recruitment of executive talent;
– Implementation of operational best practices;
– Enhancement of financial, operational reporting processes
– Expansion of information technology capabilities
– Resources to structure, diligence and execute acquisitions and identify, analyze and
execute other growth initiatives
– Growth capital, including arrangement of debt financing for expansion
VHP’s investment strategy is exclusively focused on multi-site healthcare providers, all of
whom have business models that address cost, quality, or access challenges
VHP has a strong track record of investing in multi-site provider platforms; since 2014,
VHP has completed:
– 10 platform investments
– 56 add-on acquisitions
– 2 exits
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What is an MSO?
A management services organization (MSO) is a health-care specific administrative and
management entity designed as a shared services model that allows physician practices
to access the benefits of a large organization’s market power and economies of scale
while also maintaining the local autonomy of their individual practices.
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Case study – Forefront Dermatology
Business description
•

Post investment developments

Forefront Dermatology ("Forefront") is one of largest providers of general and
surgical dermatology services in the country
– 38 clinical locations and 39 MDs (at time of investment)
– 80.0% market share within its nearly state-wide geographic footprint in
Wisconsin (1)

Management

• Multiple senior leadership positions, including: CEO, CFO, VP of
Operations, VP of Business Development, VP of Marketing, VP
of Payor Contracting, and Controller

Finance

• Complete overhaul (including cash to accrual financials)
• Refinancing to accommodate growth
RCM
Call center
Marketing
Integration and compliance

Operations

Challenges addressed

• Access – Significant shortage of dermatologists (~14k
nationally) (1)
• Quality – Given access issues, patients forced to seek
treatment from unqualified providers

•
•
•
•

Reporting

• Extensive financial, operating and clinical reporting

Market size & growth

• $13+ billion growing at more than 5% annually (~10%
growth in skin cancer treatment) (2)

Business
Development

• 23 acquisitions
• Eight de novos
• More than doubling sites to 78 and dermatologists to 86

Consolidation
opportunity

• ~96% of all dermatology clinics independently owned
by dermatologists (~90% of all dermatologists in small,
local practices) (2)

Geographic
Diversification

• Grown from 1 to 10 states

Sector criteria

Financial performance
•
•

(1) OneKey Market Profile of U.S. Dermatologists., 2015.
(2) Dermatology Services Sector Review, 2013, Jefferies LLC.

83.7% revenue growth over three years (2013-2015)
Physician shareholders made multiples of their rollover investment in the
transaction
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PFC builds a fully integrated practice that creates value for
all stakeholders
Current state

• Multiple unaffiliated
cardiology practices of
varying sizes and
geographies, operating
separately from each
other
• Each practice has its own
support functions (ie.
Scheduling, purchasing,
credentialing, contracting,
etc.)

Practice integration

Practice growth

Capitalization

PFC

PFC

Larger capital partner

• PFC works with physician
partners to identify
attractive practices
• PFC pursues and negotiates
mutually beneficial deals
with each practice, to
include:
– A physician comp
reduction
– A lump sum payment
for the sale of the
practice
– Equity in a JV cath lab
– Equity in PFC
• PFC creates a shared services
organization to efficiently
support the practices

• Potent combination for
practice growth
– Local physician
autonomy with aligned
incentives
– Access to capital
through VHP
– Access to expertise
through PFC
• Ancillary sources of income are
identified, evaluated, and
pursued with partner
physicians

• By aggregating some of the practices
and removing some of the risk around
scaling the business, PFC will
command a sale price higher than the
sum of its parts
• Aggregation similar to other physician
practice management companies (see
slide 6)
• PFC physicians will have meaningful
equity in PFC to align interests, and
will receive some of the sale proceeds
(pro rata) – This is what is sometimes
referred to as the “second bite”
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Increasing costs and declining reimbursement are macro
forces behind practice consolidation
Influencing force

Regulatory environment

Ancillary income
opportunity

Physician dissatisfaction
with hospital
employment

Payer pressure

Detail
•
•
•
•
•
•
•
•
•

Consistent annual CMS fee schedule decreases
CMS expansion of site neutral payments
CMS approval of additional cardiology procedures in the outpatient setting, and consideration of
additional procedures
CMS innovation and signaling towards risk sharing models
Hospital price transparency promoting informed patient choice, and downward price pressure
Stark regulation changes designed to promote the move to value-based care
Increased cath lab/ASC income opportunity due to CMS approval of additional cardiology procedures in
the outpatient setting
Increased reimbursement related to different imaging modalities
Capital needed to invest in these opportunities

•
•
•
•
•

High levels (80-85%) of cardiologist employment by health systems
Competition for health system time and resources
Limited practice performance reporting
Complex health system bureaucracy to navigate and slow down processes
Health system response to COVID pandemic revealed new challenges, and exacerbated existing ones,
with the physician employment model

•

Increased scrutiny and approval hurdles meant to direct care to high quality and low-cost options (ie.
Outpatient)
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If you and your cardiology partners are interested in…
• Growing your practice
• Investing in another business line
• Regaining or maintaining your independence and autonomy
• Continuing to lead your practice through physician-led governance and oversight
• Partnering with proven business leaders focused solely on your practice
• Taking advantage of economies of scale
…then we are available to help. We would love to discuss the opportunity to work
together.
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Contact info
For more information, please contact Rob Jardeleza or Sara Payne. We look forward to exploring
this opportunity together.
Rob Jardeleza
CEO

rob.jardeleza@partnersfirstcardiology.com
847-404-5970

Sara Payne
Director of Business Development

sara.payne@partnersfirstcardiology.com
281-229-1326
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