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Buying or Selling a Veterinary  
Practice in Today’s Economy

In our current economic environment the professionals  
at TPSG want to communicate to our colleagues the  

current trends in the veterinary market place. This will be 
timely information if you are thinking of buying a practice 
or if you have contemplated selling your practice. 

First, there is good news for sellers. In today’s climate there 
is an abundance of buyers that are actively looking to pur-
chase a profitable practice. Many associate veterinarians  
are unsure of their financial future and ownership offers  
a more promising financial future.

Another reason that there are an abundance of buyers  
is that many associate veterinarians can’t make enough 
money to be able to satisfy their school debt and the cur-
rent cost of living. Many of the new graduates are leaving 
school and going into the work place with debts totaling 
150K or more! They realize that if they are able to purchase  
a profitable practice they can pay the debt on the practice 
and hopefully realize more income for their families.

More good news for buyers and sellers in the veterinary 
practice market is the availability of financing for veter-
inary practice acquisitions. Lenders are eager to loan on 
practices that have a proven track record of profitabili-
ty. Even in our current economic condition, Veterinary 
Practices still enjoy a low failure rate, and the low risk, 
make these loans attractive to lenders.

However, we are seeing lenders tighten their guidelines for 
these acquisitions.  The smaller practices that are grossing 
under 400K still pose the problem of having enough cash 
flow to satisfy debt, and have enough left over for owner 
compensation. The lenders like the larger practices that 
have adequate cash flow to provide for debt service and  
a reasonable return to the new owner.

The bad news for sellers relates to overall practice values 
declining (including Real Estate values), and the uncertain-
ty of our tax laws.

On average, veterinary practice sales prices have seen a 
decline over the last few years. We have mentioned rea-
sons for this decline in previous newsletters, but the fact 
remains, that the banking industry has played a role in this 
decline. 

Many areas of the country have shown a 20 to 30% decline 
in commercial Real Estate and this has also contributed to 
the shortage of practices for sale. 

No one knows quite what to expect from our government 

in regards to taxes on small businesses, but everyone agrees 
it will definitely increase over the next few years. This will 
lead to a greater tax burden for future sellers.

For buyers the bad news is the availability of quality 
practices for sale. Many owners that were getting close to 
retirement age have elected to continue to practice in hopes 
that things will improve with our economy. This concept 
has caused a shortage of practices on the market.  This also 
has a trickle-down effect that leaves some associates out of 
work and no practices to purchase.  

In summary, when the economy does rebound, there will 
be more practices available for sale. In the interim, we rec-
ommend that as a potential seller, you need to have your 
practice evaluated for profitability. In this process many 
times, areas of improvement can be identified and the prob-
lems corrected. 

For buyers in the interim, now is the time to keep your 
credit clean and live within your means. That profitable 
practice acquisition is just around the corner!

Whether buying or selling, please contact the professionals 
at TPSG. 

Hints & Tips



Ensuring a Healthy Credit  
Profile in Ten Easy Steps

You’ve finally decided it’s time to start your own veter-
inary practice, and of course, you’ll need to secure 

financing. Let’s say you’re still in significant debt from 
your student loan. What kind of impact will your credit 
profile have on your ability to obtain an acquisition or 
start-up loan with reasonable interest rates?  

In a word – major.  
Good credit is the basis for all of your financial investments, 
whether you’re buying or building your first animal hospital, 
or your first home. While lenders look at a number of fac-
tors when making a credit decision, the most critical aspects 
of your financial profile are your personal debt – including 
student loans, credit cards and lines of credit – and your 
overall credit rating based on amount of debt and timeli-
ness of monthly payments.

Credit decisions for practice acquisition loans are usually 
based on an assessment of practice cash flow and your ability 
to repay the loan while covering your expenses and lifestyle. 
Credit decisions for practice start-up loans are primarily 
based on your debt-to-asset ratio. The amount of your  
personal debt will factor directly into both equations, and 
generally, a low level of debt yields a higher credit limit 
decision, while high debt results in a lower credit limit 
determination.

Following are 10 simple steps you can take to improve your 
credit rating and ensure a healthy financial profile:
 1.  Maintain at least two or three revolving credit accounts 

(such as credit cards and lines of credit).  This indicates 
you are credit worthy and able to manage debt. 

 2.  Avoid applying for credit from too many lenders.  
Multiple credit inquiries made within a short time-
frame will negatively impact your credit rating. 

 3.  Demonstrate that you know how to use your credit 
wisely by not using all the credit available to you. 

 4.  Make on-time monthly payments on credit cards, mort-
gages, installment loans and student loans.  Remember, 
most service providers such as doctors’ offices, cell phone 
companies and health clubs do report late payments and 
collections to credit bureaus. 

 5.  Consolidate your personal loans in order to improve 
your cash flow and generate a better financial profile. 

 6.  If you are in dispute with a creditor, continue to make 
minimum monthly payments while you work towards 
a resolution. 

 7.  Notify creditors in writing of your address change. 
 8.  Avoid co-signing and/or guarantying a loan for a 

friend or family member, as it has the same impact  
on your credit as being the primary borrower. 

 9.  Protect your identity. Review your personal credit report 
at least twice a year to ensure accurate reporting of all 
accounts. Inform all credit bureaus in writing of any 
discrepancies.  

 10.  Keep copies of all agreements, documents clearing 
judgments or liens, and letters from creditors clearing 
incorrect information reported on your loan history. 
Remember, all credit information stays on your records 
for up to ten years. 

Having good, well-managed credit will help you secure  
the financing you need to purchase or build the practice 
you truly want. It’s never too soon to get started on devel-
oping a healthy financial profile.

TotalPracticeSolutionsGroup.com

Judy Jennings 
Midwest Regional Manager 
800.540.0802 
judy.jennings@matsco.com
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 For information: Contact the Total Practice Solutions Group Associate in your area of interest
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•  WI- Wausau area – SA, gross $592K. Px and RE for easy sale at $610K.
•  WI- Kenosha/Racine area – Gross $547K, Priced at $425K. Great RE lease.
• MI- NE of Muskegon – Practice price $223K in beautiful leased facility.
• OH- Lorain County – NEW! Gross $562K. Px price $460K, RE price $325K.
• OH- SW Cleve Area – Gross over $500K. After debt income to buyer $156K!
• OH- Shaker Hts. – Gross over $600K. Quality medicine, high client income.
• OH- SE Cinci- Gross $500K with 4,300sf building. Very nice facility.
•  NJ- Monmouth area- Gross $475K, price $385K, RE price $715K. Great  

location and excellent demographics. Call for private showing.

Dr. Kurt Liljeberg – 800.380.6872 – kurt@tpsgsales.com
MN, WI, MI, OH, NY, PA, NJ

•  Kansas City, MO – Available, One & ½ veterinarian practice, grossing 
over $800K annually.

•  Springfield Area, MO – Available. The Springfield area veterinary hos-
pital is a 57 year practice that has been AAHA accredited for 27 years.

•  South Central MO Ozark Area – Small animal practice is currently 
available in a free standing building. Grossing over $800K.

•  North Central AR – Available, One veterinarian practice, grossing over 
$790K annually.

Dr. Dave Davenport – 816.331.9449 – dave@tpsgsales.com
MT, WY, CO, ND, SD, NE, KS, OK, IA, MO, AR

•  Litchfield County. CT – This is a very lucrative small animal practice 
grossing near $800K. This 2 doctor practice was established 30 years  
ago in a quaint rural town. Located in a fast growing community in the 
southern part of the county. Owner wishes to relocate. Call for details 
and a private showing

•  We have fewer available practices and many active buyers in the New 
England area. Even in the economy we have experienced in the last few 
years, practices have been holding their value. If you are thinking of 
selling or would like to start an exit strategy, contact us at TPSG.

Dr. John Bryk – 330.636.6970 – john@tpsgsales.com
CT, MA, ME, NH, RI, VT

•  Central Florida area – Profitable Practice…Purchase or lease the Real 
Estate. Call for details.

•  North Florida – very good cash flow with great location and valuable 
Real Estate. Call for details

•  Practice owners – we have buyers calling for quality Practices to pur-
chase. Now is a good time to call if you want to sell.

Dr. Richard Alker – 850.814.9962 – richard@tpsgsales.com
FL

•  Erie, PA – Gross $525. Run 4 dys/wk . RE,5,000SQ/FT .Buy Both for $800K
•  N/E,Pittsburg, PA – Gross1.6M . RE 5,000 SQ/Ft. Projected 2M for2010
•  Somerset, PA – Long established SA/EQ Gross $800k RE+acreage. .
•  S/E Cleveland sub OH – Gross 900k+ Vet/Econ award winning Hosp..
•  S/W Cleveland sub OH – Gross 300k RE Apr 350k. Buy both 500k. 

Practice run part time
•  Bel Air Md – Surgical Practice Owner will stay for transition.
•  Bloomington Ill – area.Practice ,Equipment+ RE for cost of RE.

Dr. George Sikora – 419.945.2408 – george@tpsgsales.com
IL, IN, OH, KY, WV, VA, PA, DE, MD

•  TN – North of Nashville, mixed animal, excellent facility. Gross $600K+
•  Houston, TX – Gross $800K+, Great location. RE available.
•  AL – Great Community. Wonderful opportunity. Start-up location with 

existing facility. Ready for new owner.
•  Houston, TX – Inside the loop, Gross $800K+. Beautiful facility.
•  Practice Owners – Plenty of qualified buyers. Right now is a great time 

to sell.

Dr. Len Jones – 334.727.2067 – len@tpsgsales.com
TX, LA, MS, AL, GA, SC, NC, TN,FL

Practice Listings


