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   Health for Life, Inc. 
   Contact: Sylvie Morin, DOM 

   (321) 302-3053 
   admin@healthforlifewellnesscenters.com 
 
Strategy: Seeks Acquisition Average Gross Yearly Revenue (36 mo): $141,800+ 
Office Location: Melbourne, FL Average Monthly Revenue / Expenses: $11,800+ / $3,465 
Website: SellingAPractice.com/HFL Asking Price: $97,500

 
Summary  
Rare opportunity to take over a lucrative, all-cash, high-net practice in 
Melbourne, Florida. Health for Life Wellness Center (Health for 
Life), currently the acupuncture and herbal medicine practice of 
Sylvie Morin, is located in the heart of Florida’s beautiful mid-
Atlantic coastline. With a diverse population, a large sector of health-
conscious people, and consistent return business, the opportunity to 
have an abundant practice drawing from a major metropolitan area is 
available from the moment you step in.  
 
Imagine making over $140,000 per year, all cash, working only 2 full 
days per week, with long weekends and up to three weeks of vacation 
every year. No additional marketing necessary—the reputation of this 
practice keeps a steady flow of new patients streaming in. Add more 
hours, accept insurance, or split the purchase with a colleague and 
you have the chance to instantly add even more success to an already 
prosperous practice. Low overhead, years of records, and consistent 
patient flow mean you’ll continue to keep your costs predictably low.  
 
Whether you are a practitioner who is just starting out, or an 
established clinician with some years under your belt, Health for Life 
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 beautiful and fastest-growing areas in the 
country. Call or email us today, come by and spend some time with 
us, and be thriving by the end of the summer.  
 
The Setting  
Located about 50 miles southeast of Orlando, Melbourne is the 
largest city along Florida’s “Space Coast” (so named for its proximity 
to the space launch pad at Cape Canaveral). It has been ranked as one 
of the top 25 places to live and to retire in the United States by US 
News and World Report and is known for its family-friendly charm 
and incredible beaches. The region has down-to-earth attractions too. 
Melbourne's Eau Gallie Arts District features a blend of museums 
and galleries, while the historic downtown area features a mixture of 
restaurants, bars and shops. Meanwhile, the population has access to 
water-centric activities on the 155-mile long estuary, Indian River 
Lagoon, which separates the Space Coast from the Atlantic Ocean. 
Surfing, golf, kayaking, boating and fishing are all popular pastimes.  
 
The tastefully decorated and custom-built 2,500 square foot clinic is 
owned by Dr. Morin. It has a rectangular shape, with a hallway on 
each side of the reception desk. Behind the desk are custom cabinets 
and shelves that house the herbal pharmacy, and charts are stored 
behind the pharmacy in the kitchen and laundry room. To the right 
of the reception desk are 6 treatment rooms, each furnished in a 
minimalist fashion to avoid distractions, with pocket doors to 
optimize space and a chair for those who prefer sitting for distal 
points, as well as a floating wall shelf for patient personal items. This 
section of the clinic also has a patient bathroom, two hallway cabinet 
sinks, and a  

 
large work countertop with hidden floor-to-ceiling shelving for 
inventory storage. To the left of reception are four large rooms 
currently leased to tenants practicing complementary modalities, one 
of which is large enough to host small groups for lectures or other 
activities. A bathroom and shower in this section of the building is 
reserved for employees. Parking is easy, abundant, and free. 
 
Patient Demographics 
Health for Life is a non-specialty practice, seeing everything from 
subclinical and acute orthopedic conditions to chronic issues that 
have not responded to other medical interventions. The patient 
population has spanned from infants to great grandparents, though 
the majority are women aged 30 to 55 years.  
 
The EHR system contains over 5,000 patient records and shows 
nearly 2,000 visits for acupuncture and over 1,000 herbal product 
sales in 2018, all 100% cash. Most patients are from communities 
within 20 miles of the office, and while most initially come in to 
resolve a pressing medical issue, over 90% continue with lifelong 
maintenance care. Given the clinic’s long history in the area, many 
patients are referred by word-of-mouth, and about 50% find the 
practice through its online presence. Beyond that, the current owner 
has found local educational events to be a substantial source of new 
patients. 

Modalities Utilized 
Nearly all acupuncture treatments are given using distal points. 
Cupping and bleeding are also used. Moxa is not done in-house, 
though patients may be sent home with moxa sticks. The owner is 
also trained in injectables for neural therapy, prolotherapy, and 
acupuncture facial rejuvenation. All patients are educated in herbal 
and supplement care, and herbal medicine accounts for about 50% of 
revenue, with many patients calling in consistently just to refill their 
prescriptions.  
 
Income and Expenses 
The following income and expense summaries are derived from an 
average of income and adjusted* expenses from 2016-2018. Note 
that Dr. Morin works the equivalent of two days per week and 
averages about three weeks off per year.  
 
Income: Average gross yearly revenue (3 years): $141,881 
($11,823/mo)  
 
Expenses: Average adjusted* expenses: $41,584 yearly (~$3,465/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 $100,297/year (~$8,358/month) – About 70% 
of revenue is profit after expenses.  



2 

Pricing and Terms 
 
$97,500 OBO.  
 
The asking price is based on a conservative professional valuation of 
just under $160,000. The owner’s motivation to sell in a timely 
fashion has allowed her to generously factor in a discount of more 
than 40% off of the valued price for potential attrition and start-up 
costs on change of ownership. She expects the right person will 
retain the patients and transition smoothly, making this a great 
opportunity for the buyer.  
 
The purchase of the practice 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. The seller may also be 
willing to hold a loan for the right buyer. 
 
The current owner of the practice also owns the office and is happy 
to write up a lease with the buyer, and/or offer the office for sale if 
the buyer is interested. A buyer interested in both the office and the 
practice will be afforded more flexibility with pricing and terms.  
 
Upon purchase, the new owner will receive patient records and 
relevant equipment, in addition to supplement inventory. The current 
owner will also transfer clinic-related intellectual property including 
the clinic phone number, website, Facebook page, claimed Yelp page, 
MedicFusion EHR system, Mailchimp mass email program, medical 
records, and clinic-related financials. Some equipment such as the 
clinic’s hyperbaric chamber and infrared sauna may be added to the 
purchase by mutual agreement. 
 
The practice currently has three employees. One is a W-2 employee 
who has been with the practice for 15 years, working 32 hours per 
week. She is a qualified RN, and has tasks including the removal of 
needles, giving B12 injections, as well as cupping and bleeding 
procedures. She also does some charting, orders medical supplies, 
encapsulates herbs, does patient education, restocks rooms and takes 
care of the laundry. This employee recently semi-retired and is now 
working part-time (15hours/week) with a plan to fully retire at the 
end of 2021 when she turns 65ys old.  
 
The two other employees get 1099s. The first is a massage therapist 
who manages the front office and reception desk when not doing 
reflexology or foot detox treatments. The other works remotely 
managing social media and coordinating speaking events for the 
owner.  
 

Beyond these employees, the owner also sublets office space to 
several tenants in allied professions. All employees and tenants are 
aware of the potential sale and may be interested in assisting with the 
transition and/or staying on with the practice if so desired by the new 
owner.  
 
The current owner’s goal is to surrender the practice by the end of 
2019. She 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. Given that the current owner only works 
the equivalent of two days per week and takes about three 
weeks off per year, working more hours would obviously 
increase revenue.  
 

• Add additional practitioners. If opting to buy the building, in 
addition to or in lieu of working more hours, the practice 
could easily support at least one more provider in the 
available treatment rooms during the times when they are 
otherwise unoccupied.  

 
• Accept insurance. Health for Life is proud to be a low-

maintenance, all-cash practice. An enterprising new owner 
could certainly attract more business if desired by accepting 
and billing insurance. 

 
• Learn a script for lifelong patients. The current owner has 

developed a trademarked 10-minute script she uses to 
convert new patients into lifetime return patients. Inquire 
with her to find out more about this script in order to 
further extend and increase the future value of the practice. 

 
• Improve online presence. Blogging, improving the website, paid 

online marketing, and doing some email marketing all hold 
great potential to improve awareness of the clinic in order 
to generate more revenue. 

 
 
 
 
Take advantage of this exceptional opportunity to run your own all-
cash, high-profit, low-maintenance clinic. Call (321) 302-3053 or 
email admin@healthforlifewellnesscenters.com today. 
  

 


