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How Long Will it 
Take to Sell 
My Practice?

I N T R O D U C T I O N

S E L L E R  A :  
" I ' m  R e a d y  f o r  O t h e r  T h i n g s "

What you want determines how long it will take.

One of the top questions we as health care brokers
receive is, “How long will it take for me to sell?” The
short answer—it depends on what your goals are. 

Here are a few profiles of sellers and their timelines.  

Timeline:
6 months, sometimes sooner 

What to consider:
Do you know what you’re hoping to offload
once you sell? For example, are you hoping to
retain full control of the operations even after
you sell? Or are you selling to get a
management partner?
Do you have the capacity to be responsive
during the selling process? Are you:

Ready to email your accountants and
connect them with the broker? 
Ready to get us reports? 
Able to promptly answer emails and texts?

You are a young practitioner with a thriving practice.
You are selling your practice in pursuit of a better
work-life balance. You are ready to invest time and
energy into other areas of your life outside of your
practice.

What you want determines how long it will take.

https://practicetransitionsgroup.com/dental-practice-transitions-faq/
https://practicetransitionsgroup.com/blog/the-truth-behind-taking-on-corporate-partners/
https://practicetransitionsgroup.com/blog/what-do-practice-brokers-do-for-practice-transitions/
https://www.ada.org/resources/practice/practice-management/what-to-do-when-selling-a-practice


S E L L E R  B :  
" T h e  E a r l y  P r e p p e r "

S E L L E R  C :
" T h e  E n t r e p r e n e u r "

I N  S U M M A R Y

Timeline:
6 months, sometimes longer.  

· What to consider:
When do you want to retire?  
How long do you want to keep working? 
How do you want to get paid?
How much cash do you need?
How much equity do you want?

You are a practitioner who isn’t quite ready to hang up
your white coat, but you are thinking ahead. When you
envision your transition into retirement, you want it to
be simpler than having to prepare for a sale on top of
other preparations. This is the seller who wants to get
the selling work out of the way but wants to still have a
job for a few years after the sale.

Timeline:
 3-5 years 

What to consider:
What are the comps on what your practices or
practice types are going for in the market? We
can do this work for you
How can you use the prep years as
opportunities for building strategy? This may
include transitioning your accounting and
closing out development projects.

You’re a medical entrepreneur and you have multiple
practices and perhaps multiple practice profiles. You
want to know what your options are. 

We strongly recommend coming up with a plan for your practice transition, just like you would with a wealth
planner. Some rules of thumb we share with our clients are:

Sell when you want to, not when you have to. Get
comps as soon as 5 years ahead of selling. We
offer potential clients complimentary preparation
plans as early as 3-5 years out from selling. If you
want to maximize value by preparing your
practice, reach out now.

Partner with a broker to give you an accurate
picture of the market. 

Do not assume that the market will always go up.

If you need to keep making an income, you can
sell, keep working, and just have less stress. If you
want the most money for your practice, be flexible
on when you sell.  

Every practice is different. Get advice specific to
your practice in order to best prepare your legacy.

Practice Transitions Group prides itself on helping healthcare practice owners understand their options
when it comes to the transition of their practice. Once the options are understood, we execute the
transaction on the doctor’s behalf in a way that achieves maximum results. We enjoy achieving our
client’s goals while providing the best customer experience possible.

Call us at (512) 761-7101 or send us an email at info@practicetransitionsgroup.com
to explore your options for a career transition or practice sale.

https://www.ada.org/resources/careers/15-ways-to-increase-practice-value-asap

