
Buying an Existing Practice 
The opportunity to purchase an established naturopathic practice is increasing.  As 

doctors retire or move, there is a need to have a new naturopathic doctor take over their 

patient's care.  Taking over an existing practice can be a great way to get up and running 

quickly.  It can also be the start of a very frustrating journey.  Know what you are getting 

into, before you make any decisions. 

 

The cost of a naturopathic practice is primarily about the number of active files and the 

chance that patients will remain with the new practitioner.  When evaluating a practice, 

you need to assess how satisfied the patients are.  Also, assess what factors will influence 

whether or not the patients will want to be transferred to you. 

 

Advantages of Purchasing a Practice: 

� Decreased risk compared to starting from 

scratch. 

� Established naturopathic presence in the 

area and an established patient base. 

� Often a proven location. 

� Method of operation is established.  In 

many cases, the receptionist or office 

manager will stay on and support the new 

practitioner. 

� Relationships with suppliers established. 

� It is often easier to obtain financing. 

Disadvantages of Purchasing a Practice: 

� The established style of practice might not 

suit you. 

� Patient satisfaction might be low. 

� The location might not be a strong one. 

� There might be too much inventory and 

equipment that you can't utilize. 

 

 

 

 

Steps to Purchasing a Practice 

1. Ask why the practice is being sold?  Is the practitioner retiring, moving to another 

city or is there a family illness?  Any of these reasons is valid reasons to sell a 

practice.  Other reasons might be that they have been under a lot a financial or 

personal stress lately.  Do they see a better opportunity or location not too far away?  

Have they had difficulty retaining patients?



Is there a problem with the clinic facilities?  It is important that you have an idea of 

why the practice is being sold.  This information will give you an idea of the level of 

patient satisfaction. 

2. Ask for documentation that supports the growth or decline of patient visits year after 

year.  What you are assessing is the actual size of the active patient base.  What is the 

usual frequency that patients visit the clinic?  If the practitioner has had fewer new 

patients in the last couple of years it is important to know why.  Is it a reflection of 

the market (not usually for Naturopathy)?  Is a decline in patient numbers due to the 

practitioner decreasing his or her marketing efforts?  Were they discouraging new 

patients because they were fully booked or looking to pull out of their practice? 

3. Evaluate the similarity in the philosophy and practice of naturopathic medicine.  The 

more similar the philosophy and modalities practised, the more likely you will be able 

to retain the patients.  For example, if the selling practitioner has been doing mostly 

acupuncture and hands on therapies and you do mostly homeopathy, nutrition and 

supplements you may find that the patients have a difficult time with the transition. 

4. Spend time in the office examining the methods of practice and the patient 

expectations.  For example, is the rapport with patients formal or more relaxed?  Do 

patients call in on a regular basis with questions?  How often does the practitioner go 

over on the allotted time and, if so, is there a charge for the patients?   

5. Ask neighbours, staff at local health food stores and people from the area about the 

reputation of the naturopathic doctor and about the history of the location itself.   

6. Ask for a complete written list of what is actually being sold.  Is it just the patient 

files or does it include inventory, equipment, furniture, etc.? 

7. Ask for a complete list and copy of the outstanding obligations, leases and contracts 

and review them all in detail. 

8. Ask for a complete list of suppliers and vendors and what the terms are with each 

one. 

9. Ask for copies of the income statements and balance sheets from the last 2 - 3 years.  

Look for revenue growth or decline.  Confirm the cost of running the practice.  

Review the financials with an 'expert' so that you understand what you are getting 

into.   



Assessing the Inventory 

� First and foremost do an actual inventory count and compare it to what is recorded.   

� Check the expiry dates of all the products.  Have the practitioner write off all products 

that have expired and that will expire within 3 months.  Write-off any product that is 

non-saleable (open packages, broken containers, missing or torn labels, etc.). 

� Determine the likelihood that you would use the inventory that is remaining.  For 

example, if you don't use a lot of homeopathics and there is $1,000 in homeopathic 

remedies, you might decide not to purchase that part of the inventory. 

� When evaluating the purchase price of the inventory, the rule of thumb is 25% - 50% 

of the original cost price.  The decision is often made based on the 'new' practitioner's 

comfort level that they will be able to use the inventory. 

 

Calculation of Net Worth 

Net worth is often determined by the numbers on a balance sheet.  It is determined by the 

total assets minus the total liabilities.  Assets include cash, investments, inventory, 

furniture, fixtures and equipment.  Most naturopathic doctors don't hand over the cash or 

money in investments when they are selling their practice.  Many also keep the furniture 

and equipment.  However, they may sell the inventory.  There are usually minimal 

liabilities associated with a naturopathic practice. 

 

What makes it difficult with buying an established naturopathic practice is that you are 

often purchasing the 'good will' aspect of the practice and not the book value of net 

worth.  The sale of most naturopathic practices is really about selling the patient files.  

There are no hard and fast rules for how much a patient file is worth.  It depends on 

properties like: the age of the file, whether or not the patient is still active in the clinic, 

how often the patient visits are and what the satisfaction level of patients is overall.  The 

retention rate for that naturopathic doctor and how easy or difficult it is to attract new 

patients also will reflect on how much a practice is worth.   



Active patients are considered those patients that have visited the naturopathic doctor 

within the last three months.  A general rule of thumb is that an active file is worth the 

cost of an initial intake.  This is about $125 - $200.  Semi-active patients are those 

patients that have come in within the last three to twelve months.  The value of semi-

active patients is about the cost of one patient visit. 

 

A practitioner cannot just hand over their files.  They need to get the permission of their 

patients to transfer their files.  Often the practitioner selling the practice will send a letter 

to their patients informing them that they are leaving the practice and notifying them of 

the new practitioner.  In the letter they have to request that any patient that does not want 

to have their file transferred notify the 'old' practitioner directly.  The new practitioner, 

often in the same letter, will introduce himself or herself and welcome patients to the 

clinic to meet him/her. 

 
There are a lot of advantages of selling a practice for the 'old' practitioner, the 'new' 

practitioner and the profession.  However, there is also a lot of thought that needs to 

occur in this process.  There are legal obligations, privacy concerns, and financial 

repercussions.  Take your time.  Don't rush the process and as much as possible, keep 

emotions out of it!! 

 

 


