
 
 

7 COMPELLING REASONS….. 
WHY NOT TO SELL YOUR PHARMACY PRIVATELY 
 
 
 
 
 
 
 
 
 
 
 
 

 

Written by  
Anne Hutchings  

Managing Director 
Hutchings Consultants Ltd 



tel: 01494 722224 email: anne@hutchingsconsultants.com 
Copyright © 2013 Hutchings Consultants Ltd 

2 

DON’T SELL YOUR PHARMACY PRIVATELY!! 
7 Compelling reasons why…………….. 

 
Of course we would say use an agent to sell but to be brutally honest I have seen so many 
private sales go wrong, causing untold stress and time wasting, not to mention pharmacies 
being sold at far less than their true market value. Private sellers tend to contact us when their 
sale has gone wrong, or for an opinion on what the business is worth, whether the price they 
have been offered is good, or sometimes it’s a tax issue connected with the proposed sale. We 
therefore see the mistakes pharmacists make when they negotiate their own sale and we also 
hear the stories of the sales that have gone wrong.  
So what do sellers actually experience when they try and sell their own pharmacy business 
themselves? 

 

1. Stress, Stress, Stress and more Stress  

Perhaps I only hear about the sales that go wrong but it seems to me from the number of 
pharmacists who contact me that an awful lot of sales do go belly up. If you are selling your 
business it is more than likely that you have no previous experience in selling a pharmacy. The 
problem with this is that you are on a learning curve and you don’t really want to be learning the 
ropes and making mistakes with what is likely to be the most valuable asset you have. 
 
The following is just one of many real life examples: 
 
A pharmacist contacted me recently because he was so stressed out and didn’t know what to 
do next. The saga of him trying to sell his business privately had been going on for nearly 4 
years! First a multiple had approached him and they agreed a sale only to find that the multiple 
then pulled out. Next an agent contacted him with a specific buyer (where an agent brings a 
buyer to you in this way, the buyer will be paying the agent and therefore the agent will be 
acting for the buyer and not you) again the sale was agreed and again the sale fell through. 
  
Then another private buyer contacted him and the sale was agreed. The sale had been 
dragging on for months when the seller contacted me. In fact it had been due to complete over 
6 months earlier but the buyer was dragging the sale on and on. During the delays the buyer 
had managed to renegotiate a reduced price from what was already a low price of about 
£300,000 - £400,000 under the proper market value. In addition the buyer changed some other 
previously agreed terms which made the deal more expensive in terms of tax for the seller. 
Even after the seller had caved in and agreed to all these unreasonable demands there was still 
no completion happening! The seller got to the point where his focus was almost entirely on the 
sale to the detriment of his business. 
 
It wasn’t surprising that the seller commented to me that selling his business was not something 
he would ever want to do on his own again. 
 

2. Underselling the Business 

As specialist pharmacy transfer agents our job is to get you the best price in the market. This is 
the most important part of an agents work. We not only know the market, who the buyers are, 
but also the financial status of those buyers.  The only way you can be sure to obtain the best 
price is by obtaining competitive offers from different buyers. Our job is to bring these offers to 
the table and then negotiate the best deal for you.  
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The following table demonstrates examples of uplifts in offers we have received on 
recent pharmacy sales. 
 
 

Location Lowest Offer Highest Offer Uplift % Uplift 

Essex £2,950,000 £3,500,000 £550,000 19% 

N. London £1,000,000 £1,310,000 £310,000 31% 

Scotland £571,000 £675,000 £104,000 18% 

South Wales £2,600,000 £3,200,000 £600,000 23% 

Northampton £700,000 £1,000,000 £300,000 43% 
 
 

The above illustrates the importance of having a number of offers. If you are selling privately 
and dealing with one buyer you are likely to achieve close to the lowest offer. Our objective is 
always to generate interest and competition for the pharmacy, resulting in several offers, which 
then paves the way to negotiating the top price. 
 
 

 
“I spoke to my friend Jonathan Skeeles a few years ago about selling my                  
pharmacy, as you had sold his shops. He said “Go to Hutchings” – He was 
absolutely right. I am so pleased I did. You achieved an excellent price for me, far in 
excess of what I would have got had I sold privately to the chap who was interested 
after a pharmaceutical chap had informed him I was selling. I would be happy to 
speak verbally to anyone about the service you gave, you could not have been 
kinder. Excellent.”     

Mr T Taggett – Bristol 
 
 

3. Confidentiality  

We know that for most pharmacy owners confidentiality is crucial and one of the biggest 
worries during the process of selling the business. If you are trying to deal with the sale 
yourself you may find it difficult to maintain confidentiality, as you will be dealing with the 
whole process yourself.  
 
We insist on having signed confidentiality agreements with every buyer and we will be in 
control of all communications, so that you are only contacted at times of your choosing and by 
a method that suits you.  
 
Appointments will be arranged to suit you i.e. outside working hours etc. Because we are 
dealing with the buyers your contact will be limited which will minimise the likelihood of your 
staff becoming suspicious.   
 
We also have a code of conduct for buyers and keep a blacklist for anyone who has breached 
this.   
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4. Buyers who can’t fund the purchase 

A high percentage of sales fall through because the buyer cannot actually raise sufficient funds 
to buy the business. When a buyer makes an offer on your business how can you know if 
he/she really has the money. Of course, they will say they have got funding and often genuinely 
believe that they have. The problem is that particularly with first time buyers e.g. your locum 
they are inexperienced having never bought a business before and consequently often have 
little idea of the true costs involved in a pharmacy purchase. The reality is that many of these 
buyers will fall down on the financing and be unable to complete. The problem for you is that 
you are unlikely to find out until you are quite a few months down the line by then having 
wasted time and spent money on legal fees etc.   
 
Remember, anyone can make an offer on your business but how do you know if they have the 
funds to complete the deal. An offer without financial backing is worthless.  
 
We are dealing with buyers every day and know the realistic amounts pharmacists can borrow, 
sources of funding, and put simply whether the pharmacy buyer is going to be able to finance 
the purchase of your pharmacy. We will also require proof of funds and will check that the buyer 
has some contingency funds.  

 
 

5. Time Wasters 

Unless you are in the market like we are selling pharmacies day in, day out you will not know all 
the main and credible buyers along with the time wasters. How will you recognise the potential 
buyer who falls into the category of what I call a paper trader, they go through the motions but 
never actually commit any money. Unfortunately this type of buyer will take up a lot of your time 
whilst never actually progressing to completion, they will get cold feet somewhere along the line 
and the sale will disintegrate. There is also another type of person to be aware of, those who 
are just fishing for information about your business. They may be just curious about how well 
your business is doing or worse, they may be thinking about trying to set up in competition and 
want to see your figures so that they can calculate the potential for their new business. 
 
An important part of our job is to put together deals which have a realistic expectation of 
completion. There are plenty of buyers out there who do have the commitment and ability to 
purchase the key is knowing who these buyers are. 
 
 

6. Buyers who use the private sale to their advantage 

There are some large players in the market who seem to change the way they operate when 
negotiating a private deal. Suddenly shortly before completion they decide to reduce the price, 
try to re-negotiate previously agreed terms or maybe pull out completely on some flimsy pretext! 
Basically these buyers try to take advantage of the private sale situation, which they have 
engineered, knowing that the seller has nobody advising them or looking after their interests.  

 
We deal with pharmacy groups and multiples all the time and rarely encounter problems in our 
dealings with them.  So why do some of them behave differently when dealing directly with the 
vendor in a private sale? I believe it’s because if they are dealing with us we will usually have 
other buyers lined up so if the original buyer steps out of line we can go to the next buyer on the 
list.  
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Also if a group is regularly acquiring pharmacies they need to build up a relationship with 
pharmacy agents otherwise they will eliminate themselves from a large part of the market. If a 
group builds a bad reputation for themselves agents aren’t going to want to deal with them or 
recommend them to their clients. 
 
Just because a large group makes an offer it doesn’t mean it’s a good offer or that the deal will 
actually complete. Again it’s all about knowing the market. 

 
 

7. Poor Terms of Sale 

Selling a pharmacy is complicated there are lots of issues to be agreed with the buyer not least 
being the structure of the sale. I often get called by private sellers who have agreed a sale and 
are then having doubts about whether they should be getting a higher price for their business. 
The answer to that is usually yes but when I delve into what they have actually agreed time and 
time again I find that the buyer has insisted on a structure which suits them and will result in the 
seller paying thousands and in many cases hundreds of thousands more in tax than they 
should be paying. Most sellers have no idea of the financial consequences of what they have 
agreed or how they should have negotiated the sale to their benefit. Sadly very often the sellers 
accountant also doesn’t have the knowledge or experience of pharmacy sales to guide or help 
their client achieve the best outcome. 
 
We are the only agents who have tax and accountancy expertise in house so we can ensure 
that your sale is structured in the best possible way to ensure that you do not pay excessive 
amounts of tax.  In a recent case we dealt with we were negotiating the pharmacy sale for the 
seller and the seller’s accountant not only had a complete misunderstanding on how to 
structure the deal but to make matters worse kept on insisting he was right. The seller 
eventually realised he was not getting proper advice and asked us to help him. Through skillful 
negotiation with the buyer and their lender we structured the sale so that the seller saved 
£80,000 in tax.  
 
There are many other points which arise during a sale, here are just a few common examples: 
 
Stock – Buyer not wanting to purchase all the stock, would you know what the normal stock 
level was for your type of pharmacy and how to negotiate on this? 
 
Retentions – Buyers often propose retention of part of the sale proceeds for a period of time as 
contingency. Would you know what was acceptable in the pharmacy market and how to 
negotiate this? 

 
Renegotiation during the sale – There can be many reasons why a buyer may try to 
renegotiate after a sale has been agreed such as a category M announcement, loss of nursing 
home business, latest NHS statements showing reduced items to name but a few. Would you 
know how to assess a situation like this and whether the buyer was just trying it on or if there 
was a sufficient loss of value in the business to warrant a price reduction? This is a problem we 
hear about a lot in private sales.   

.   
“We would never have achieved such a high price had we marketed 
the shop ourselves. We were impressed with your professionalism, 
friendliness and your expertise in finding us the right buyer for our 
shop. You dealt with everything on our behalf with ease. We would 
have no hesitation in recommending your company to anyone who is 
considering the sale of their pharmacy.” 

        Mr M -  Hampshire 
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So why do some pharmacists try and sell their business 
themselves?  The main reasons are: 

 
Easy option?  It can sometimes look like the easy option to sell to someone you know like 
your locum or someone who has contacted you directly such as a pharmacy group. There are 
also a number of agents now approaching pharmacy owners directly stating that they have a 
buyer for the business. Please be aware that these agents will be paid by the buyer which 
means they are acting for the buyer and not for you. Unfortunately, with no competition none of 
these buyers are likely to offer you the top price or best terms and conditions. If you have 
someone you particularly want to sell your pharmacy to it is worth engaging us to deal with the 
negotiations for you. The fee should be far less than the additional price obtained. If you are 
concerned about this you can have an agreement with us that we will only be paid if the price 
we negotiate exceeds a figure which is more than you have negotiated privately. 
 

To save agents fees?  If this is the reason it is short sighted because a good agent should be 
able to obtain a higher price than you will negotiate yourself. The additional price should far out 
weigh the agents fees. If you are selling the business yourself you will be starting from a 
position of weakness, because as a pharmacist, selling businesses is not your area of 
expertise. A buyer will be aware of this and use it to their advantage in negotiating as low a 
price as they can and the best terms and conditions for them. A buyer will also know that as the 
business is not on the open market they will be in a strong position during the process of the 
sale to try and renegotiate the price.  
 
A challenge? Perhaps some pharmacists look at dealing with the sale themselves as a new 
challenge. The risk here is that whilst focusing on the sale, which will be time consuming and 
stressful, you will not be concentrating on your pharmacy business. 
 

 
 
A good pharmacy agent should obtain more offers for you and at a higher price 
than you could achieve yourself, whilst maintaining confidentiality. 

 
 
 

 
If you are serious about selling your pharmacy pick up the phone and call us on: 
Tel: 01494 722224 
 
Alternatively you can email me at  
Email: anne@hutchingsconsultants.com 
 
I’m looking forward to speaking to you, answering any questions you may have and discussing 
the opportunities available to you. 

 
Many thanks 

 

Anne 
Anne Hutchings 
Managing Director 
Hutchings Consultants Ltd 

 


