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Darren Osborne

 1989 NCVEI Mega Study
◦ Women charge less

 “Women have low self esteem”

◦ Women make poor business decisions

◦ “ Women are not savvy negotiators”

◦ Women earn less

 “Women have lower expectations”

◦ Women don’t want to go into large animal

 “Too fragile

0%

25%

50%

75%

100%

30252015105

Years In Practice

Female

Male

 Less risk associated with buying
◦ If valued correctly you can’t lose with buying

◦ Pay yourself as an associate and give the excess to
the bank for 3 to 5 years – buying yourself a job

◦ Each year, excess profits go in your pocket

◦ After bank is paid, you get all the profit

 More risk with start up
◦ Two years before you earn as much as an associate

◦ How deep have you dug
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 Retirement planning if not selling

 Use a qualified valuator with experience in
veterinary medicine

◦ Cash flow approach

 Based on profit available to pay bank

◦ Market approach

 How much with the market bear

 Housing market

◦ Asset approach

 Based on value of assets and excess earning

 Cash Flow Approach

◦ Gross Revenue

◦ - Non-DVM Expenses

◦ Associate Wages

◦ Owner Wage

◦ = Profit

 Profit x Multiplier = Value

 How many years will it take to pay off debt

 Assume you have 100% financing from the
bank. If the transaction is risky, they will
want it paid off in 3 years (3 x multiplier). If
the transaction has less risk you can longer to
pay it off (5 years).

 More Risk – lower value

 Less Risk – higher value
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 Revenue and profit trends

 Staff seniority

 Staff agreements

 Location

 Demographics

 Facility

 Transferability of goodwill

 Whether you are buying or selling

 Bank assumes the risk

 100% financing available

 Cost of borrowing is low

 Free consulting service
◦ If it’s a stupid idea they won’t give you any money

 Figure out your costs

 How deep in debt can you afford to go

 How many clients at $500 each will it take to
break even

 How many clients do you need each month to
grow

 Be honest with yourself
◦ 10% of gross for drugs will not work

Nov Dec Jan Feb Mar Apr

New Clients 40 40 40 40 40 40

Active Clients 190 230 270 310 350 390

Revenue - New Clients 8,000 8,000 8,000 8,000 8,000 8,000

Revenue - Existing
Clients 9,263 11,213 11,213 13,163 16,792 22,750

Total Revenue 17,263 19,213 19,213 21,163 24,792 30,750

Expenses
Drugs and Supplies 3,970 4,419 4,419 4,867 5,702 7,073

Wages 12,667 12,667 12,667 12,667 12,667 12,667

'Wages DVM 6,250 6,250 6,250 6,250 6,250 6,250

Rent 1,833 1,833 1,833 1,833 1,833 1,833

Office 2,280 2,280 2,280 2,280 2,280 2,280

Accounting and legal 450 450 450 450 450 450

Bank Charges 345 384 384 423 496 615

Long Term Debt 3,043 3,043 3,043 3,043 3,043 3,043

Utilities 440 440 440 440 440 440

Repair & Maintenance 55 55 55 55 55 55

Laboratory 863 961 961 1,058 1,240 1,538

Professional Dues 150 150 150 150 150 150

Advertising - 50 50 50 50 50

Continuing Education 2,000

Insurance 150 150 150 150 150 150

Total Expenses 32,497 33,132 33,132 35,717 34,805 36,593

Net Income (all salaries)
-
15,234

-
13,919

-
13,919

-
14,554

-
10,014

-
5,843

Debt (Line of Credit)
-
15,234

-
29,153

-
43,072

-
57,626

-
67,640

-
73,483
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 Don’t say anything that will get you in trouble

 Satellite practices don’t work

 Cloning your practice does not work

 People are coming to the practice because
they have a valued relationship with you

 If you start up a second facility who is going
to be their veterinarian

 Let someone else open up in that spot

 The difference between net income in a high
rent practice and a low rent practice is the
difference in rent

 You are stuck with this place for a long time

 You can’t afford to grow into it

 You can’t afford the extra room

 1400 square feet 2800 square feet

 $140,000 leaseholds $280,000 leaseholds

 $20 per sqft rent $20 per sqft rent

 $23,333 leaseholds $46,667 leaseholds

 $28,000 rent $56,000 rent

 $51,333 annual cost $102,666 annual cost

 To cover rent

 100 clients 200 clients
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 Gross Revenue 500,000

 Expenses 350,000

 DVM Wage 70,000

 Profit 80,000 Value $320k

 Add $50,000 x-ray

 $10,000 per year in expenses

 New Profit 70,000 Value $280k

 Bring the baby to work

 Open a nursery for all staff babies

 Build a nursery into the owners office

 Cost of nanny < Owner wage

 I am not a lawyer

 Non-comp must not prevent you from
making a living
◦ How many kms

◦ How long

 Non-solicitation prevents you from knowingly
doing business with existing clients
◦ Preferred by the courts

 You can’t borrow money to pay taxes

 Pay installments

 Don’t let it catch up on you
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 Just because you are a good tenant does not
make you a good landlord

 Future value of the practice
◦ Treat it as an investment

 Rent from spouse to save taxes

 Who will hold building when practice is sold

 Practice $500 k

 Number of people with access to $500 k
◦ Many

◦ More buyers drives up the price

 Practice $500 k plus Land $500 k

 Number of people with access to $Million
◦ Few

◦ Fewer buyers drives down the price

 Utilizing Previous Owner - Positives
◦ Transferability of goodwill

◦ “Corporate knowledge”

◦ Act as relief vet vacation and busy times

 Negatives
◦ Billings drop

 Chats with staff

 Gives everything away

 Only wants to see “friends”

 “New owner is destroying my legacy”

 Lawyer
◦ lien search on gifts

◦ Refuse purchase over $10,000 difference in price

 Consultant
◦ live off line of credit while practice is being built

◦ buy digital x-ray, blood analyser and software
combo on new start up

◦ disregard bank advice and buy clinic

 Accountant
◦ File for bankruptcy protection and not tell bank
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 Clients want to see you
◦ Not some relief vet

◦ Not a different veterinarian every time they go back

◦ In the early days with fewer clients

◦ Between appointments

◦ Learn to protect yourself from thieves

What makes DVM Happy

1. Financial Stability
2. Colleagues

Working well together
3. Professional Development

Access to Continuing Education
4. Workload

Reasonable hours
5. Lack of Client Problems
6. Improving Veterinary Skills

1. Improving Clinical Skills
More CE

2. More attention to Work/Life Balance
Work Less

3. Improve Business Skills
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 Satisfaction
1. Financial Stability

2. Colleagues

3. Professional Development

4. Work Less

5. Good Clients

6. Clinical Skills

 Priorities
1. Clinical Skills

2. Work Less

3. Business Skills

 Financially and socially
◦ Close your eyes
◦ Where do you see yourself in
 5 years, 10 years, 20 years

 It might include veterinary medicine
 What is standing in your way?
◦ Remove it.

 Make sure it is you making the retirement
decision and not the banks




