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properties, for example, could offer those higher returns.

But Philip J. “P.J.” Camp, a principal with New York-based 
investment bank Shattuck Hammond Partners LP, added: 
“I know there are some groups who have cash – big piles 
of cash – earmarked for healthcare real estate, MOBs in 
particular, and I still think they’re going to spend it.”

As board members talked about the state of MOB 
acquisitions, they noted that total sales volume fell 
dramatically in the last half of 2008. From mid-2007 to 
mid-2008 saw “tremendous” volume, said Mr. Camp. 
“(The high sales volume) was driven not only by hospitals 
and healthcare systems but also by developers and the 

private groups who (realized that) pricing couldn’t get any 
better than it was at that time and they sold.” 

Mr. Camp and others felt strongly about why volume 
dropped 75 percent in the third quarter (Q3) of 2008 from 
Q2, according to statistics from New York-based research 
firm Real Capital Analytics Inc.

“Well, hospitals are preoccupied right now,” he added. 
“There’s been an awful lot of things going on, between the 
auction-rate debt, their endowment funds crashing, from 
the volume being off at most hospitals... So I think the focus 
has not been on real estate monetization.” Board members 
added that MOB pricing is currently in a state of flux, 
causing potential investors to wait for stabilization.

Several HREI™ board members added that as hospitals find 
the time to focus on their business strategies once again, 
they might decide to sell MOBs to raise needed capital. 

Despite the downturn in MOB sales, Mr. Camp pointed out 
that his firm recently received about 30 bids for an MOB 
portfolio offering, a net lease deal.

“Granted it was a net lease deal, but we’ve never seen this 
many (serious) bids on a deal before,” he said. “So I think 
what’s going on ... is that some deals are very attractive and 
will get done at good (prices) and the banks will provide 
debt for such deals – it might only be 60 percent or 65 
percent (loan-to-value) – but it will be there.”  Todd Varney of Rendina Cos. and Chuck Vogt of BremnerDuke


