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   Jacqueline Grosse, MA, CCC/SLP
   Contact: Jackie Grosse 

   (831) 588-2899 
   jackie_grosse@yahoo.com 
 

Strategy: Seeks Acquisition Average Gross Yearly Revenue: $154,000+ 
Office Location: Redmond, WA Average Monthly Revenue / Expenses: $12,852+ / $1,255 
Website: SellingAPractice.com/JGrosse Asking Price: $159,500

 
Summary  
Unique opportunity to own one of the most lucrative speech and 
language therapy practices in the Northwest. Jacqueline Grosse LLC 
is a high-net practice that has been consistently prosperous for more 
than a decade in the same exclusive Seattle suburb of Redmond.  
 
Imagine grossing over $155,000 per year seeing 30-35 clients per 
week, working 3 ½ days per week, with 4-day weekends and 3-6 
weeks off. No marketing necessary--the reputation of this practice, 
along with its top Google-ranking and reviews, keeps a steady flow of 
new patients streaming in.  
 
Beyond the current value of the practice, a new owner has ample 
opportunity for further growth. As part of the sale, the new owner 
has the option to be trained in the special techniques the current 
owner has created over her many years of experience. Along with the 
traditional aspects of therapy, this includes (but is not limited to) oral 
motor therapy, tongue thrust therapy, voice therapy for female 
feminization, and fluency therapy.  
 
See more clients, add an associate, accept work in local schools, or do 
some marketing, and you have the opportunity to add even more 
abundance to an already thriving practice.  
 
Whether you are a practitioner who has recently been licensed, a 
clinician with a great deal of experience or one who is simply 
becoming disgruntled with the unpredictability of being someone 
else’s employee, this practice is proof that the private small-practice 
setting is still alive, well, and in demand by clients.  
 
Step into this rare, once-in-a-lifetime, turn-key opportunity to run the 
practice of your dreams in one of the most beautiful, sought-after 
areas in the country. Call or email us today, come by and spend some 
time with us, and be thriving within a few short months.  
 
The Setting  
The community of Redmond is centrally just 15 miles east of Seattle, 
and even closer to the prosperous towns of Kirkland and Bellevue. 
The headquarters of Microsoft, Amazon, Nintendo America, and 
CostCo are all nearby, providing a wealth of clients. Honeywell, 
Aerojet, AT&T, and SpaceX are also big local employers. 
 
With easy access to Interstates 520 and 405 and ample parking, our 
office attracts patients from Seattle to Sammamish who value the 
ease and convenience of our central location. We are only a few 
blocks from three orthodontic offices, and a dental office is located 
in the same office complex. We are also walking distance to grocery 
stores, pharmacies, and restaurants. 
 
The office is situated in a beautiful, picturesque area directly across 
the street from an elementary school and a park. It is modern and 
tastefully decorated, with ADA-compliant parking and bathroom. 
The clinic maintains a close relationship with nearby health providers 
and schools, from which it also receives many referrals.   
 

 
Patient Demographics 
The practice has an active, well-established and stable client 
population ranging in age from 3 years of age, up to and including 
adults. It focuses primarily on speech and language delays, articulation 
disorders, oral motor disorders, fluency, and voice. Adults are 
primarily seen for tongue thrust therapy, accent reduction, sound 
production, and voice feminization.  
 
Most clients are from affluent communities very close to the office. 
Many of the practice’s current clients (or their parents) work at 
Microsoft or Amazon headquarters nearby. Both companies have 
great insurance coverage for their employees and their dependents.  
 
Modalities Utilized 
We’ve been quite uncomplicated in the methods we use to treat our 
clients, primarily employing standard treatment methodologies in the 
field of speech and language therapy, as well as oral-motor therapy. 
Clients are seen in our office in Redmond, and local schools provide 
an additional opportunity for an enterprising owner.   
 
Income and Expenses 

The following income and expense summaries are derived from an 
average of income from 2013-2017, and expenses from the past 12 
months ending December 31, 2017. Note that the current owner 
takes 3-6 weeks off per year.  
 
Income 
 
Average gross yearly revenue: $154,000+ ($12,852+/mo)  
 
Expenses 

 
Average adjusted expenses: ~$15,060 yearly (~$1,255/mo)  

 
Adjusted expenses are the net expenses that a new owner would have 
to take on in order to run the business at the same level of revenue as 
the current owner. Thus, elective variable expenses such as 
continuing education, transportation, licenses and fees, etc. are 
removed from gross expenses to calculate adjusted expenses. Take-
home pay for the owner is included in adjusted expenses at the same 
level the current owner is paid.  
 
Net Profit: Average $139,164/year ($11,597/month) – an astounding 
90% of revenue is profit after adjusted expenses.  
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Pricing and Terms 
 
$159,500 OBO.  
 
Our price is based on a professional valuation of $217,246, 
generously factoring in a discount of over 25% for potential attrition 
and start-up costs on change of ownership. Our average gross 
revenue over the past five years was $154,000+, 85% of that being 
net profit before adjustments, and without factoring in the value of 
goodwill, tangible, and intangible property. We expect the right 
person will retain most of our clients and transition smoothly, making 
this a great opportunity for the buyer.  
 
The purchase may be structured as an asset purchase agreement, or 
entity (company) sale, and may be drawn up between buyer and seller 
(preferred) or by attorneys, at the discretion and by agreement of 
both parties.  
 
Approval of the buyer is subject to a credit check, and loans from 
medical practice brokers, banks, or the Small Business 
Administration (SBA) may be available to finance the transaction 
depending on the buyer’s creditworthiness.  
 
Upon purchase, in addition to all patient records and equipment, the 
current owner will also transfer to the new owner all clinic-related 
intellectual property, including billing database full of patient info, 
financials, and scheduling. The current owner will also facilitate 
interaction with the office’s landlord in order to transfer or start a 
new lease.   
 
The current owner’s goal is to sell the practice by June 2018. The 
current owner would be willing to stay on for up to two months to 
assist in the transition if so desired by the new owner, and will stay 
for more or less time if requested by the new owner.  
 
 

Opportunities for Growth 
 
While the current practice nets a healthy return, a motivated buyer 
could significantly increase their income upon acquisition through a 
number of simple changes. 
 

• Add additional practitioners. The practice could easily support 
two practitioners. Splitting and growing the client 
population would certainly grow the business.   
 

• Work more hours. The current owner works an average of 3 
½ days per week, and does not work weekends. Taking 
more new clients and working more hours would obviously 
increase revenue.  
 

• Improve online presence. The current owner has been very 
successful for years without putting a huge effort into 
creating an online presence. Updating the website, adding a 
Facebook page, gathering Yelp reviews, etc. are all ways of 
improving the online presence of the business in order to 
generate more revenue. 

 
• Do some marketing. We do almost zero marketing. We have a 

database full of client information that could be used to 
market directly to current and former patients. Doing any 
kind of additional marketing would create more 
opportunities for an increase in new clients and/or a return 
of pre-existing patients.  
 

• Work at local schools. Many speech therapists find that much 
of their work comes from (or happens in) school 
environments. We have been busy enough that we do not 
work in schools, but opportunities to do so are available at 
highly-rated schools very close to the office. Working in 
schools in addition to the work available in-house at the 
office would be a great way to increase revenue.  

 
 
 
 
Take advantage of this exceptional opportunity to run your own 
high-profit, low-maintenance clinic. Call (831) 588-2899, or email 
jackie_gross@yahoo.com today. 
  

 


