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   Karuna Wellness, Inc.
   Contact: Melanie Severo, LAc, RN, MSAc 

   (718) 219-6053 
   melrs.lac@gmail.com 
 
Strategy: Seeks Acquisition Average Gross Yearly Revenue (2015-2018): $72,900+ 
Office Location: Brooklyn, NY Average Monthly Revenue / Expenses: $6,078+ / $2,130 
Website: SellingAPractice.com/Karuna Asking Price: $47,500 OBO

 
Summary  
Unique opportunity to own a lucrative, mostly cash, high-net practice 
in Brooklyn, New York. Karuna Wellness, Inc. (Karuna), currently 
the acupuncture practice of Melanie Severo, is located in the popular 
Park Slope neighborhood, just a block away from Prospect Park. 
With a health-conscious population and easy access to patients from 
all over New York City, the opportunity for an abundant practice 
with an exceptional quality of life is available from day one. 
 
Imagine making over $70,000 per year working in an office shared 
with friendly Chiropractors, taking up to eight weeks of vacation per 
year. No additional marketing necessary—the location, reputation, 
and online presence of this practice keeps a steady flow of new 
patients streaming in. Low overhead, years of records, and consistent 
patient flow mean you’ll continue to keep your costs predictably low. 
Sell herbs and supplements, see patients covered by insurance, or do 
some marketing, and you have the chance to add even more success 
to an already prosperous practice. In addition, there is the potential 
for increased cross referral from the Chiropractors if you choose to 
focus on pediatrics or expectant moms. 
 
Whether you are a practitioner who is just starting out, or an 
established clinician with some years under your belt, Karuna offers 
you the chance to hit the ground running. Step into this rare, once-in-
a-lifetime, turn-key opportunity to run the practice of your dreams in 
one of the most historic, accessible, and sought-after areas in the 
country. Call or email us today, come by and spend some time with 
us, and be thriving in a couple of months.  
 
The Setting  
The neighborhood of Park Slope in Brooklyn is located south of its 
world-famous neighbor, Manhattan, and close to the center of 
Brooklyn’s most popular areas. The neighborhood has about 65,000 
residents, with access to millions more in the greater New York City 
boroughs of Brooklyn, Queens, and Manhattan in under an hour by 
public transportation.  
 
Park Slope is considered one of New York City's most desirable 
neighborhoods. It was ranked the number one neighborhood in New 
York by New York Magazine, citing its quality public schools, dining, 
nightlife, shopping, access to public transit, green space, safety, and 
creative capital, among other aspects. It was named one of the 
"Greatest Neighborhoods in America" by the American Planning 
Association in 2007, "for its architectural and historical features and 
its diverse mix of residents and businesses, all of which are supported 
and preserved by its active and involved citizenry." And Natural 
Home magazine named Park Slope one of America's ten best 
neighborhoods based on criteria including parks, green spaces and 
neighborhood gathering spaces; farmers' markets and community 
gardens; public transportation and locally owned businesses; and 
environmental and social policy. 
 

 
Patient Demographics 
Karuna is a non-specialty practice, where we see everything from 
subclinical and acute orthopedic conditions to chronic issues that 
have not responded to other medical interventions. That said, we 
tend to focus on chronic pain, anxiety, depression, and women’s 
health. We have also developed an exceptional reputation for our 
work with jaw, neck, and shoulder issues.  
 
Our patient population tends to focus on adults; we do not see many 
children. At the time of this writing, about 75% of the patient base is 
female. We currently receive between 50 and 85 patients visits per 
month. About 80% of these are cash-paying, with the remaining 20% 
being out-of-network insurance patients.  
 
Most of our patients are from communities within 15 miles of our 
office. Given our history in the area, many of our patients are 
referred by word-of-mouth, while the remainder tend to find us 
through our exceptional online presence.  
 
Modalities Utilized 
We've been quite uncomplicated in the methods we use to treat our 
patients, primarily employing simple Zang-Fu and channel theory 
diagnosis and treatment methodologies. We also incorporate trigger 
point release, electrical stimulation, cupping, gua sha, and 
moxibustion in various forms.  
  
We do not currently sell herbs, supplements, or products, other than 
a limited amount of flower essences.  
 
Income and Expenses 
The following income and expense summaries are derived from an 
average of income and expenses from 2015-2018. Note that Ms. 
Severo works out of one room, and takes up to eight weeks off per 
year.  
 
Income 
 
Average gross yearly revenue (3 years): $72,900+ ($6,078+/mo)  
 
Expenses 

 
Average adjusted expenses: $25,560 yearly ($2,130/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.  
 
Net Profit: Average $47,300/year (~$3,940/month) – About 65% of 
revenue is profit after expenses.  
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Pricing and Terms 
 
$47,500 OBO.  
 
Our price is based on a conservative professional valuation of over 
$50,000, with an average yearly gross of about $73,000 since 2015. 
Our motivation to sell in a timely fashion has allowed us to 
generously factor in a discount off of the valued price for potential 
attrition and start-up costs on change of ownership. We expect the 
right person will retain our patients and transition smoothly, making 
this a great opportunity for the buyer. 
 
The purchase will be structured as an asset purchase agreement, 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, the new owner will receive all patient records. The 
current owner will also transfer to the new owner all clinic-related 
intellectual property, including the clinic web domain, all patient 
information, financials, MailChimp email list, and Unified Practice 
EHR, scheduling, and inventory program information. (Note that the 
EHR is paid annually, and the website monthly. Thus the transfer 
refers to the transfer of existing data, not ongoing payments for each 
program after the sale.)  
 
The current owner is willing to stay up until early 2019. She would be 
willing to stay on for a limited time to train a new owner in her 
techniques and to assist in the transition, if so desired by the new 
owner, at no additional cost. The current owner will also facilitate 
interaction with the office’s landlord in order to transfer over our 
current (and very favorable) lease terms.   
 
 

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. 
 

• Accept insurance. We are proud to be a low-maintenance, 
mostly-cash practice, but an enterprising new owner could 
certainly attract more business by getting on insurance 
panels and thus attracting patients who have acupuncture as 
part of their health care coverage. The clinic is in an 
affluent area where many potential patients have 
acupuncture as an option in their health care plans. 
 

• Selling products. With rare exceptions, we do not do any kind 
of resale of herbal medicines, supplements, or other 
products. Giving patients the option of allied products 
offers another opportunity for significantly increased 
revenue.  

 
• Do some marketing. We do very little marketing outside of 

our web presence. We have a database full of patient 
information, as well as a MailChimp email program that 
could be used for marketing directly to current and former 
patients, but we have been busy enough that we have not 
been using these as such. Doing any kind of additional 
marketing would create more opportunities for an increase 
in new patients and a return of pre-existing patients. 

 
• Improve online presence. The current owner has been successful 

without putting too much ongoing effort into the clinic’s 
online presence. Blogging, improving the website, and paid 
online marketing all hold great potential to improve 
awareness of the practice in order to generate more 
revenue.  

 
 
 
Take advantage of this exceptional opportunity to run your own all-
cash, high-profit, low-maintenance clinic. Call (718) 219-6053, or 
email melrs.lac@gmail.com today. 
  

 


