CLIENT CASE STUDY

1 Spent a Year Gelling It
Right. The Buyers Noticed."

How PTG helped a Northeast
MedSpa owner draw five
competing offers and walk away
with $8 million.

WHAT HE BUILT

Dr. Carver built his MedSpa over nearly two
decades in the Northeast. Three locations. A
business that had held its ground and
maintained its revenue through market shifts
and industry changes.

GETTING READY

When he decided he was ready to sell, he
started with the books. He spent roughly a year
separating the financials by location and
cleaning them up before looking for
representation. He found PTG through an
internet search and reached out through the
website.

GOING TO MARKET

PTG reviewed what he had built. The
fundamentals were strong - an established
group with loyal clientele in a region where
buyers were actively looking to expand.

When PTG took the MedSpa to market, the year
Dr. Carver spent on the books showed. Because
the financials were separated by location,
buyers could evaluate each spa on its own, and
five offers came in close in value. With no clear
frontrunner, buyers kept outbidding one another
until the offers climbed well past where they
started.



THE OUTCOME

Dr. Carver and PTG weighed the final offers Dr. Carver walked away with $8 million - an 8x
based on which buyer was most likely to see the multiple, approximately 80% cash at close. He
sale through. They chose a strategically went in with measured expectations about what
motivated group PTG had set expectations with the business would bring, and the outcome
before the LOI was signed - what the data would exceeded them.

show, what it wouldn't, and why the business was

worth what it was. That buyer moved through due Note: Details have been anonymized to protect
diligence and held their number. client confidentiality.

Beyond obtaining the best financial outcome, we are committed to ensuring the long-term success and
legacy of each practice we work with. We approach every transaction with a genuine desire to understand
our clients’ goals, crafting deals that align with their vision for the future. Then, we lead all aspects of the sale
or partnership. With a team that combines expertise in financial analysis, marketing strategies, and sell-side
negotiations, we execute successful, profitable transactions for our clients.

Call us at (512) 761-7101 or send us an email at info@PracticeTransitionsGroup.com

[® | PRACTICE TRANSITIONS




	WHAT HE BUILT
	GETTING READY
	GOING TO MARKET

	THE OUTCOME

