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Dealmakers Q&A: Epstein Becker’s Kevin Ryan 

Law360, New York (September 22, 2014, 11:47 AM ET) --  

Kevin J. Ryan is a member in Epstein Becker & Green PC’s health care 
and life sciences practice, in the firm's Chicago office. Ryan advises 
for-profit and not-for-profit health care clients, including hospitals, 
nursing homes, surgery centers, physician groups, and other provider 
organizations and businesses, on transactions and regulatory 
matters, including licensing laws, Health Insurance Portability and 
Accountability Act privacy requirements, and state and federal 
administrative matters. He counsels providers on Medicare and 
Medicaid rules relating to state and federal anti-kickback and fraud 
and abuse laws, the physician self-referral laws, also known as the 
Stark Law, and reimbursement issues. He also counsels for-profit and 
not-for-profit businesses on mergers, acquisitions. and joint 
ventures. 
 
In addition, Ryan drafts and negotiates managed care agreements, 
physician employment agreements, licensing agreements, and 
management services agreements and advises international clients 
on issues concerning the globalization of the health care industry, 
including the development of, and participation in, international provider networks and the growing 
medical tourism industry. 
 
As a participant in Law360's Q&A series with dealmaking movers and shakers, Kevin Ryan shared his 
perspective on five questions: 
 
Q: What’s the most challenging deal you’ve worked on, and why? 
 
A: The most challenging deal that I have worked on involves the acquisition of the assets of over 50 
licensed health care providers located in 18 different states. There were numerous regulatory issues 
that had to be addressed. Because the deal involved a change in ownership of health care facilities, 
there were over 200 filings with state and federal agencies including licensing agencies and Medicare. In 
addition, there were Federal Trade Commission parameters that needed to be complied with. Filings 
began months before the transaction closed and one certificate of need approval was granted nearly 15 
months after the deal closed. 
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Q: What aspects of regulation affecting your practice are in need of reform, and why? 
 
A: There are a few areas of regulation that are in need of reform, including multistate licensure of health 
care providers and the corporate practice of medicine. As health care providers expand the use of 
technology allowing telehealth and telemedicine services, the current state licensure laws require that a 
provider be licensed in the state of the patient. This requires providers to become licensed in multiple 
states or limit the services they provide. Another area of regulation needing reform is the prohibition on 
the corporate practice of medicine found in many states. As health care services continue to be 
provided in innovative ways, this prohibition inhibits some companies from implementing new models 
of practice on a national basis. 
 
Q: What upcoming trends or under-the-radar areas of deal activity do you anticipate, and why? 
 
A: I think that there will be deals relating to telemedicine providers as new providers are rolled up to 
even larger nation providers. I also think that there will be deals involving organizations that are 
providing primary health care services through nurse practitioners. 
 
Q: What advice would you give an aspiring dealmaker? 
 
A: If you are going to do a deal involving a health care provider or entity, then you need to spend some 
time determining the required filings and timing of those filings prior to determining when the deal will 
close. This upfront diligence will help avoid the deal being held up by a state or federal approval that 
may not happen until after the scheduled closing of the deal. I would also advise an aspiring dealmaker 
to be willing to deal. It is very tough to get a deal done if a dealmaker isn’t willing to negotiate. 
 
Q: Outside your firm, name a dealmaker who has impressed you, and tell us why. 
 
A: Christian Nugent and his team, including Jared Spitalnick at Goodwin Proctor. They have great 
experience in helping clients navigate and negotiate complex transactions, even when the client has 
little or no prior experience in the industry involved in the deal. 
 
The opinions expressed are those of the author and do not necessarily reflect the views of the firm, its 
clients, or Portfolio Media Inc., or any of its or their respective affiliates. This article is for general 
information purposes and is not intended to be and should not be taken as legal advice. 
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