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   Live Longer Medical Center
  Contact: Kevin Greene, MD at (860) 331-3141| kpgreene@kpgmd.com 
  Melissa Grill-Petersen, DC at (828) 338-9545 | drmelissagp@gmail.com 

 
Strategy: Seeks Acquisition Average Gross Yearly Revenue: $900,000+ 
Office Location: Indialantic, Florida Average Monthly Revenue / Expenses: $75,000+ / $53,450 
Website: Sellingapractice.com/LLM Asking Price: $449,500

 
Summary  
Are you ready to feel good about how you practice medicine? To 
practice free from pre-set patient-load quotas or external monetary 
goals?  Would you like to manage your own work schedule, office 
hours, and time off?  
 
Live Longer Medical Center (LLM) is a prosperous, high-net, primary 
care practice that has been flourishing on the Atlantic coast for more 
than 10 years. Imagine grossing nearly $1 million per year managing 
your practice in-house or remotely. No additional marketing necessary-
-the reputation of this practice, along with its top Google-ranking, 
keeps a steady flow of patients streaming in. A new lease, electronic 
billing, and exceptional support staff will help you transition into this 
new opportunity. Add more hours, hire an associate, and/or sublease 
some of your space, and you have the chance to add even more success 
to an already prosperous practice.   
 
Whether you are a physician who is just finishing residency training, or 
an experienced primary care practitioner who wants to expand their 
opportunities and run a remote practice, this practice is proof that the 
private practice setting is alive, well, and in demand by patients. 
 
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 Indialantic is centrally located between Daytona 
and West Palm Beach, and about an hour east of Orlando and two 
hours from Tampa. It sits right on the water, and is known for its 
gorgeous beaches and exceptional quality of life. Niche.com ranks 
Indialantic among its top places to live in Florida, owing to its top-
ranked public schools, amazing family atmosphere, low crime, high 
percentage of home ownership (80%), and a small-town feel.  
 
The large clinic sits facing the beach, with a grand reception area, as 
well as spacious front and back office workspaces. Up to eight rooms 
are available for consults and treatments, and a kitchen, bathroom, and 
additional work spaces round out the office. Parking is free, easy, and 
accessible.  
 
The space is modern and tastefully decorated, and the clinic maintains 
a close relationship with nearby health providers and the local 
community, from which it receives many referrals.   
 
 
  
 

 
Patient Demographics 
LLM is a private primary care medical practice specializing in 
delivering personalized, integrative healthcare. The practice has a large 
patient base gathered from over a decade of success in the area, with 
an average of 60-80 patient visits per week. It is a unique practice with 
a well-established and stable patient population and a payer profile that 
is well balanced between patients paying monthly concierge fees, 
private insurance, Medicare, and cash, with a relatively low accounts 
receivable balance. 
 
Most of our patients are from communities within 20 miles of our 
office. A majority of patients are referred by friends, family members, 
allied health professionals, and insurance companies, as well as through 
the clinic’s marketing and Web presence. Many patients are dissatisfied 
with the current dominant healthcare system and are seeking more 
personalized care through our unique model. The current owner is 
happy to past calendars to prove consistently high patient volume.  
 
Modalities Utilized 
We are a primary care practice that focuses not simply on dealing with 
current health issues. Our special focus is on keeping patients well and 
improving their quality of life through a wide range of specialized tools 
and techniques. These may include, but are not limited to: Functional 
medicine; hormone therapy; BrainCore neurofeedback; clinical 
counseling; medically-supervised weight loss solutions; anti-aging 
medicine; clinical aesthetics; cardio-metabolic testing; special foods 
and supplements; and more. All in-house and managed remotely by 
the current owner.  
 
Income and Expenses 
The following income and expense summaries are derived from an 
average of income and expenses from YE2015-2017.  
 
Income 
 
Average gross yearly revenue: $900,000+ ($75,000+/mo)  
 
Expenses 

 
Average adjusted expenses: ~$640k yearly (~$53k/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 $261,726/year ($21,810/month) – 30% of revenue 
is profit after expenses.  
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Pricing and Terms 
 
$449,500 OBO.  
 
Our price is based on a conservative professional valuation of over 
$500,000, with an average yearly gross of about $900,000 for the past 
several years. Our motivation to sell in a timely fashion has allowed us 
to generously factor in a 10+% 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, 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. We currently employ a front office 
receptionist, a head clinical medical assistant, and floating technical 
staff that assist with some of the modalities utilized in the clinic. All 
are aware of the potential sale and would be interested in assisting with 
the transition and/or staying on with the practice if so desired by the 
new practitioner. The current owner will also facilitate interaction with 
the office’s landlord in order to transfer over our current lease terms.   
 
The current owner’s goal is to surrender the practice by January 31, 
2019. The current owner would be willing to stay on for a limited time 
to assist in the transition if so desired by the new owner at no additional 
cost.  
 
 

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. 
 

• Work more hours. The clinic currently employees mostly part-
time employees working limited hours. Having employees 
move to full-time work, as well as extending the hours the 
clinic is open (perhaps even into the weekend) is one way to 
easily drive up revenue. 
 

• Add additional practitioners. The practice could easily support 
more practitioners with a larger variety of treatment options. 
With eight available rooms, space is not a problem.  
 

• Add additional services. Patients would love to have access to 
more robust weight loss programs, as well as regenerative 
medicine using such services as PRP and others. Adding 
paraprofessional services such as cosmetic dermatology also 
has the potential to increase revenue. 
 

• Improve online presence. The current owner has been quite 
successful without an overt focus on the practice’s online 
presence. Updating the website with a blog, getting Yelp 
reviews, and using Twitter and email blasts are all ways of 
improving the online presence of the business in order to 
generate more revenue. 

 
• Sell products. We do not very little resale. Giving patients the 

option of supplements and other products to enhance their 
health is another opportunity to bolster the bottom line.  

 
 
 
 
Take advantage of this exceptional opportunity to run your own 
high-profit, low-maintenance clinic. For further information, contact 
Kevin Greene, MD at (860) 331-3141 | kpgreene@kpgmd.com, or 
Melissa Grill-Petersen, DC at (828) 338-9545 | 
drmelissagp@gmail.com.  
  

 


