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We are pleased to attach for your reference, a selection of client testimonials 
that have been received over recent months. 
 
One of the things we pride ourselves on is providing a first class customer 
service and achieving the best price for our clients. These were two of the 
main reasons why we were selected by the NPA as the only approved 
supplier for all matters relating to the selling of your pharmacy. 
 
I hope that by reading through the following comments, you will feel reassured 
that Hutchings Consultants are in the best position to provide you with the 
best price and with the least inconvenience. 
 
I look forward to speaking with you soon. 
 
 

Anne 
 
Anne Hutchings 



 

 

 

 

 

 

 

 

 

 

 

Hutchings Consultants has been a supplier to the NPA since 2005.  They have 

passed a rigorous vetting process and were chosen because of their experience 

and knowledge of the pharmacy market, their proven track record of successful 

pharmacy sales and their expertise in accountancy and tax advice, which is a 

vital part of their service to achieve the most profit for their clients. Over the 

years, they have helped some of our NPA Members to sell and buy pharmacies 

across the UK.  Their dedicated, professional team supply the highest quality 

service to our members and on behalf of the NPA, I am delighted to have them 

as a Platinum Supplier Partner for pharmacy sales. 

 
Anne Smith, Head of Sales Operations, NPA 
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6th May 2020

Anne Hutchings
Hutchings Consultant Limited
53-55 Woodside Road
Amersham
Buckinghamshire
HP6 6AA

59a Hemdean Road
Caversham

Reading
RG4 7SS

Telephone:  0118 9471455
Secretaries: 0118 9187895

Fax: 0118 9461766

Dear Anne,

I  should like to thank Hutchings on behalf of the partners following the
successful sale of our pharmacy.

We had been working with Sanjay Magecha of Financial Visibility Limited,
who had collaborated with Scott Hayton at Hutchings on a number of
successful pharmacy sales, and he therefore recommended that we should
ask Scott to handle the sale on our behalf.

We have been extremely impressed with the service we have received from
Scott throughout the sale.  He has been very accessible and supportive
thought the whole process. Scott clearly has significant expertise in this area,
and is a great asset to Hutchings.   He worked very diligently to coordinate the
sale, from valuation through to completion, working well with Sanjay, our
solicitor, and with our buyer and his representative.

We have no hesitation recommending Hutchings; we have been extremely
pleased with the level of professionalism, service and considerable support
Scott has provided, to guide us through our successful pharmacy sale.

Kind regards

Yours sincerely,

Crd'zrfudiz
Dr Andrew Brewster
GP, Balmore Park Surgery



-----Original Message----- 
From: RICHARD STURDEY  
Sent: 06 May 2020 09:29 
To: Scott Hayton <scott@hutchingsconsultants.com> 
Subject: Bidford Pharmacy 
 
Hi Scott, 
 
Sorry for the delayed reply. 
 
We had considered selling the business for several years but needed to wait until the trading 
position had settled after issues with competition within our area. Chris (pharmacist) was now 65 
and ready to retire. We hadn’t bought or sold a pharmacy before having inherited the family 
business. We needed reassurance that the business was now in the correct state to market and that 
there was potential for a sale and we were also keen that the ethos of the business would be carried 
forward if possible. 
 
Hutchings had helped us on a previous occasion related to the local competition issues. We 
therefore felt confident that they understood our situation. Anne Hutchings book, Selling Your 
Pharmacy For All Its Worth, had been a helpful tool to get us started. 
 
An understanding and informed pharmacy agent is vital for a ‘good’ sale. We would recommend 
Hutchings. Scott Hayton was our principle contact there and he ‘drove’ our sale with energy and 
understanding.  
 
The biggest benefit for us, now we have sold the business, is that we can embark on the next stage 
of our lives and enjoy a financially secure retirement together. We have a good relationship with the 
new independent pharmacy owner and are welcomed to visit the pharmacy. 
 
We will be forever grateful that Scott and the team ‘got our sale over the line’ in difficult times. 
 
Many thanks for all your help. 
 
Best regards 
 
Chris & Richard Sturdey 
 

mailto:scott@hutchingsconsultants.com
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Completed Sale Feedback & Testimonial / Case Study Form 
 

Business:  Kotecha Pharmacy 

Location:  Stanmore, Middlesex 

Client name:  Mr Mac Kotecha 

 

 

1) Please tell us a little bit about the history of your pharmacy; when and how you acquired the business? 
 
I have had the Pharmacy since 18th October 1976  
My dad and my wife suggested that I should go into business 

 
2) What made you decide to sell the business? 

 
I have been working in the Pharmacy profession for last 45 years. My wife and I thought it was time to 
retire now 
 

3) What were your concerns going into the sale process? 
 
How long would the process take? 
Lots of my friend had warned me that is can take a long time to sell 
 

4) What made you choose Hutchings to handle your sale? 
 
My brother in law recommended me to Hutchings 
 

5) How did you find dealing with Hutchings and our team? 
 
Extremely friendly and very helpful. Alan helped us all the way. He was there for us 24/7. He guided us 
through the process till the last minute. Thank you very much Alan. You are an asset to Hutchings. 
 

6) What are you most looking forward to now that your sale has completed? 
Taking it easy, Travel a little, enjoy spending time with our two grand daughters 

 

7) What do you think will be the biggest benefits for you, now you have sold the business?  

I will have time to do things I always wanted to do 

No worries about the quality payment, Surprise visit from GPhC inspector 

 

8) Is there anything else you would like to add that may be useful for pharmacy owners who are thinking of 

selling to know, having been through the process?  

If anyone is thinking of selling their Pharmacy business please do it now and I would recommend Hutchings 

as they will guild to through whole the process and make it easy for you. 

 

9) Would you recommend Hutchings to other pharmacy owners? 

Yes absolutely. 
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The Background 

Mr Rohit Patel of Village Pharmacy contacted us in May to discuss the possibility of selling one of his two 
branches to his locums which he bought in 1992.  He had decided to sell Village Pharmacy due to it being 
located too far from his prioritised branch in Harefield, plus he had the opportunity to purchase a main 
competitor pharmacy nearby. 
 
The shop originally occupied a double unit, half owned by our client and the other half held on a leasehold 
basis.  Due to the lease expiring and passing of the landlord, the vendor decided to halve the size of the 
pharmacy by sectioning off from the rented unit and operating from the part that he owns, which in return 
would reduce the overheads significantly and make it more appealing to any prospective buyer. 
Simultaneously, the pharmacy underwent a complete contemporary refit during June.   
 
Rohit initially asked Hutchings to look into the funding position of his two locums who were very interested 
in purchasing the pharmacy and had made a verbal offer of £900k.  

 
Our Approach 

We quickly reacted on behalf of Rohit and started to prepare the marketing.  Whilst focusing on the locums 
funding position we advised Rohit that we should approach a number of other buyers who we felt were the 
most active in the area and suited to this business.  
 
After vetting the interested locums, it was quickly established that they were unable to proceed at the level 
indicated and therefore retracted their interest from the business, at which point we were able to increase 
our marketing and search for the right buyer.  
 

Outcome 

It wasn’t long before we found a first time operator who not only submitted an offer above the guide price, 
but also secured the business with an offer in excess of the verbal amount put forward by the previously 
interested parties. We were also able to help negotiate an agreed offer amount for the sale of the freehold 
premises.  
 
Two experienced pharmacy solicitors were appointed for both sides which benefitted the deal from start to 
finish and once Hutchings circulated the Heads of Terms (subject to contract), we assisted to work towards 
completion within a timescale of 3.5 months.  
 
Having now completed on a successful sale, Mr Patel said….. 
 
“It was an absolute pleasure to deal with Alan. The whole process was handled with total professionalism 
and Integrity. Alan was always available and he coordinated all the different parties involved in the sale 
with calmness and speed. Having to deal with another agent in the purchase of Malthouse Pharmacy, I can 
say there is no comparison.  If you are looking to sell your business you must talk to Hutchings and not go 
anywhere else.” 
 

Mr Rohit Patel, Village Pharmacy, Middlesex 

Using Hutchings to handle my sale increased my profit 

 



 
 

 
 

The John Preddy Group of Pharmacies, 10 independently owned shops located across Sussex and the 

West Country, have been successfully sold to a family run independent operator in a deal negotiated 

by Hutchings Consultants. The deal was headed and negotiated by Anne Hutchings and Scott Hayton, 

Directors at Hutchings Consultants. 

Background 

 

Mr John Preddy and his company provided pharmacy services to various local communities across the 

South and South West of England during his successful 52 year career in pharmacy. John’s first 

pharmacy was purchased in Newhaven, East Sussex in 1961 and he slowly built on this success through 

the following decades. This was achieved through a combination of the opening of new contracts as 

well as acquisitions of existing opportunities that presented to market. His most recent purchase was 

of Minster Pharmacy, Ilminster in 2007 and whilst several pharmacy units were strategically sold off 

along the way, by 2017 the Preddy group consisted of ten pharmacies. This was an important sale for 

us, both as a company and on a personal level because as independent business operators, we could 

sympathise with the challenges and decisions the Preddy family faced and we wanted to do whatever 

we could really to assist them in improving the business in the run up to the sale and ultimately boost 

the sale price for Mr Preddy’s retirement. Mr Preddy had been approached privately several years 

prior to our discussions with the family and a deal had originally been struck in 2015 to acquire the 

group. Unfortunately after some time and expense this failed to proceed. Following this distraction, 

at 88 years old and keen to realise his planned retirement, one of John’s family members, Donna 

Preddy, was drafted in to oversee some difficult changes in the company. This is where Donna and 

Jeremy Preddy (John’s son and daughter in law) first contacted us for some advice and guidance. We 

assisted Jeremy and Donna over the course of the following year before formally presenting the group 

to a selected number of buyers on a confidential basis. These were selected based on whom we felt 

were the most likely candidates looking at their funding capabilities, strategic objectives and ability to 

take over an operation of this size and nature. We also took into consideration whom the Preddy’s 

felt would be best suited to operate the business from a more personal perspective. 

 

Donna and Jeremy Preddy said; 

 

“Mr Preddy entered an agreement to sell the West Country shops in 2015, which never came to 

fruition. It was evident during this time period that the pharmacy industry was and is going through 

many evolutionary changes and the group needed a new infrastructure to grow with the changes. 

While family could help in the short-term, no one possessed the right skill set for the long term to 

grow and strengthen the group. Given the failed sale we’d already experienced, confidentiality was 

very important, as was a process to maximise value in a market where buyers were becoming more 

selective.  One of our key objectives was to sell as a group rather than have to split up into smaller 

pieces. Historically we had not used an agent but we decided early on that an agent was key for us to 

Hutchings Consultants broker the sale of Preddy Pharmacy Group 



be able to run a tight sales process.  We became aware of Hutchings initially because of the book 

“Selling Your Pharmacy”.  Anne Hutchings came to us within days of contact to listen to our concerns 

and her business acumen was apparent from this point through to completion.  We quickly discovered 

that Hutchings understood our position, as a seller and their responsiveness to our questions, track 

record, and advice offered in selecting lawyers were some of the key reasons. The team also 

introduced us to many key players in pharmacy so we could start building the infrastructure to support 

the industry’s changes and become more marketable as a group.  

 

Hutchings provided important introductions as we changed our legal advisors and they also 

introduced us to other pharmacy operators, which provided us with valuable insights, such as how to 

devise a staff incentive scheme, and controlling overheads in this challenging market. 

 

We found Hutchings to be very ‘hands on’ and available and motivated to get a deal done while 

respecting our wishes as to how the process should occur such as using NDA’s before viewings. Anne 

Hutchings, Scott Hayton and the team were always accessible throughout the process.  No query was 

left unanswered.  They managed the process with potential buyers and interacted effectively between 

buyer and seller, arranging meetings and being available to participate in meetings at important points 

in the sale process.  

 

Not having used a broker in the past, it was helpful to understand and be aware of the scope of 

potential buyers for our group so that we could devise a sales strategy, to eliminate certain buying 

groups and focus initial marketing on select number of buyer groups.  Once decided, Hutchings were 

proactive in contacting buyers and providing us with feedback. Prior to marketing the group, 

Hutchings Consultants gave valuable counsel and guidance preparing the groundwork for a smooth 

sale.  Prior to completion, Hutchings played a critical role as a point of contact for both buyer and 

seller to assist both parties to completion. We feel it would be hard for another firm to replicate the 

standard of personal service that Hutchings provided. 

 

We would recommend Hutchings to other pharmacy owners without reservation. Mr Preddy has been 

able to end his longstanding pharmacy career of 52+ years on a positive note, knowing the business 

he cultivated is being developed for the future with another family run independent pharmacy group. 

We look forward to more family time with this peace of mind.” 

 

Conclusion 

 

Hutchings Consultants are delighted to see the sale conclude for the Preddy family.  Whilst no doubt 

it meant a full range of emotion, Mr John Preddy has finally realised his goal and can enjoy his 

retirement. Donna and Jeremy, who had personally invested a huge amount of their own time 

working to stabilise, improve the business (as well as oversee the sale and legal process on Mr 

Preddy’s behalf), can now regain the lives they were used to and can focus on family, a matter we 

know was very close to Donna’s heart in the final few months. For both Anne and Scott, the positive 

effect that getting this sale over the line will have had on the family’s lives is extremely rewarding for 

us. We wish the entire family the very best for the future and thank them for the opportunity to 

work with them and broker the sale of their longstanding family business. 

 



Abington Pharmacy 

Location: Northamptonshire 

Client name: Louise Harte 

No of Offers:  5 

 

Please tell us a little bit about the history of your pharmacy business; when and how you acquired 
the business? 

 
Abington Pharmacy is a family business acquired by my Father in 1969. Originally a small unit in a 
parade of shops, we relocated to Abington Medical Centre in 1996.  Having qualified, I joined the 
business in 1995. Supporting an 8 GP doctors practice and the wider community meant the 
Pharmacy is one of the busiest pharmacies in the area. 

 
 

What made you decide to sell the business? 
 

Pressures of reduced fees from Government and the thought that this will continue to decline. 
Children are not pursuing a career in Pharmacy. Time for a change 

 
 

What were your concerns going into the sale process? 
 

Keeping the sale confidential. Getting the right price. 
 
 

What made you choose Hutchings to handle your sale? 
 

Recommendation from 2 colleagues who had sold through Hutchings 
 
 

How did you find the process selling with us? 
 

Very easy. Kept up-to date with anything that was happening. Luke was happy to take calls in the 
evening so this didn’t affect working in the Pharmacy during the day. 

 
 
What are you most looking forward to now that your sale has completed? 

 
Working as a Pharmacist without the pressure of running a business and managing Staff 

 
 

Would you recommend Hutchings to anyone?  

Yes 

 

Thank you to Louise for her kind feedback.  The team at Hutchings wish her well in her new role. 



 
-----Original Message----- 
From: Hywel Evans  
Sent: 03 July 2019 14:30 
To: Luke Williams <luke@hutchingsconsultants.com> 
Cc: 
Subject: Sale of Margaret Street Pharmacy Ammanford  
 
Dear Luke, 
 
Sorry we couldn’t finish our telephone conversation properly on Monday afternoon. 
 
Now that the sale is complete we just want to thank you for all your invaluable assistance throughout 
the whole process and for achieving a better price for the Pharmacy than perhaps we would otherwise 
have obtained. 
It turned out to be a far more torturous affair than we anticipated, but we got over the finishing line in 
the end.  
 
On behalf of Alwyn and myself please accept our sincere thanks for your invaluable help and 
guidance throughout the sale and for the courteous and professional manner you always displayed. 
As mentioned briefly on the telephone, we have no hesitation in providing the endorsement and 
recommendation you seek for Hutchings Pharmacy Sales. Just let us know how you wish this to be 
done. 
 
Please pass this message to Anne so that she may understand our appreciation of your personal 
achievements, conduct and endeavours throughout the sale. 
 
Kind regards, 
Hywel . 
Sent from my iPad 
 

mailto:luke@hutchingsconsultants.com


11th June 2019 

Diran Ltd T/A Williams Dispensing Chemist 

Location: Rainham, Essex 

Client name: Mr Avnish Shah 

Sold Price £550,000 

 
1) Please tell us a little bit about the history of your pharmacy business; when and how you 

acquired the business? 
Run the business as sole trader since 1986, when I was youthful, energetic, enthusiastic and 
naive entrepreneur.  Incorporated the business in 2003.   Seen enormous turbulent changes 
during this time, mainly having to adapt to changing of goalpost by various NHS authorities. 
 

2) What made you decide to sell the business? 
Tired of adapting, getting old!  
And having to re-focus on life priorities following changing family circumstances. 
 

3) What were your concerns going into the sale process? 
Very daunting process of preparing for sale, marketing, interviewing prospective buyers, 
negotiating, dealing with solicitors, as well as letting go of life’s work. 
 

4) What made you choose Hutchings to handle your sale? 
Narrowed down the choice after looking at other agents, took advice from previous sellers 
testimonials, especially with personal recommendation.  Initial interview with Alan Akerman, 
provided the reassurance. 
 

5) How did you find the process selling with us? 
Very frustrating at times dealing with other professionals who showed such disregard of the 
process and responsibility.   There were many setbacks during the whole lengthy process 
however the perseverance and determination and focus, particularly from our solicitors and 
support from Alan Akerman at Hutchings drove the matter to conclusion. 
 

6) Do you feel there were any specific aspects or benefits for using Hutchings? 
The Services of Alan Akerman to have supported and persevered with this transaction made 
it come true.  I am sure it would never have come to a conclusion without his sterling efforts.  
Bravo. 
 

7) Have you had experience in the past with business brokers like ourselves, and if so how do 
we compare? 
No previous experience, and hopefully would not be in a position to have again in the future, 
however would not ever consider any other brokers. 
 

8) Was our sister company Hutchings Accountants Ltd involved and if so how did that help? 
Yes, initial assessments and ongoing support whenever required.  Our accounts team was 
able to gain some clarification on some specific element advice. Such support is invaluable 
where your normal accountant is inexperienced in the pharmacy sale.  There was also 
support on tax planning the sale, which brings incredible financial benefit. 

 
 
 



 
9) What are you most looking forward to now that your sale has completed? 

The freedom of wealth of time to devote to family and personal leisure. 
Put ticks on those bucket lists before I kick it. 
 

10) Would you recommend Hutchings to anyone?  
Yes to both Buyers and sellers.  A must. 
 

11) Is there anything else you would like to add that may be useful for pharmacy owners to 
know? 
Recommend the service by Hutchings because of the wealth of experience and support of 
the teams including the accounts department.  They have knowledge and experience with 
dealing with accountants, solicitors, valuers, banks mangers, stocktakers and others involved 
with the sale process. 
 

 
Thank you for Mr Shah for such positive comments about our team.  We wish you well 

spending time with your family. 



 
 
 

28th May 2019 
 

Bardney Pharmacy 
 

Location: Bardney, Lincolnshire 
 

Client name: Mr Zeshan Tahir 
 

  
Please tell us a little bit about the history of your pharmacy business; when and how you acquired the 
business? 
I acquired the business in 2012 as my first venture.  

  
What made you decide to sell the business? 
The distance and family commitments. 

  
What were your concerns going into the sale process? 
Uncertainty as being my first time.  

  
What made you choose Hutchings to handle your sale? 
The reviews were good and good support material. 

  
How did you find the process selling with us? 
I found Paul extremely helpful in the whole process, and can’t thank him for his support.  

  
Do you feel there were any specific aspects or benefits for using Hutchings? 
I definitely feel the process was much smoother with Hutchings. 

  
Was our sister company Hutchings Accountants Ltd involved and if so how did that help? 
Yes, they did help a lot as my own personal accountant had not dealt with a pharmacy sale before, so was 
helpful having them on standby. 
  
What are you most looking forward to now that your sale has completed? 
I’m looking to have a holiday with the family! 

  
Would you recommend Hutchings to anyone? 
Definitely I would, I think the sale would not have been the same without Paul and Hutchings. 

  
Is there anything else you would like to add that may be useful for pharmacy owners to know? 
It’s good to have support there when selling. 

  
 
Thank you to Mr Tahir for his feedback.  We would like to wish him well and hope he has a great family 
holiday. 



 

 
We are pleased to confirm following a successful marketing exercise, the sale of the six pharmacies owned by the 
East of England Co-operative Society, has now been sold to Suffolk Pharma Ltd. Suffolk Pharma Ltd is a new venture 
whose directors already hold an interest in 20+ pharmacies across Merseyside, Midlands, Essex, London, Kent, 
Norfolk and Suffolk and has further plans to grow.   

Luke Williams, Senior Pharmacy Consultant at Hutchings Consultants said; 
“From an early stage in our meetings with the East of England Co-operative Society we worked quickly to identify 
the client’s main objectives, which were; 
 
• To ensure that the process was handled in a smooth, timely 

fashion from marketing through to completion. 
• To identify a buyer who holds the same values as the client 

to help ensure continuity for the existing staff and an easier 
transition for them. 

 
Following the preparation of an informative memorandum of 
sale which clearly laid out the structure of the sale and an 
overview of the six pharmacies available, a total of eight pre-
vetted parties had submitted offers on this opportunity.  
 
We’re delighted to have been able to work with the East of 
England Co-operative Society in the sale of their pharmacies 
which is helping them to focus on their future plans. The success 
has been very much a group effort.”  
 
Nick Denny, Joint Chief Executive at East of England Co-operative Society said; 
“From beginning to end we were happy with the service provided by Hutchings Consultants. At the initial meetings 
we felt that they asked the right questions and took on board our objectives, particularly the primary aim of 
continuity of employment for our colleagues, leading to an impressive set of sales particulars.  
 
“We were very impressed with the excellent coverage obtained during the campaign. To receive eight offers in a 
timely fashion for all six properties in the current climate is a reflection of Hutchings Consultants professionalism, 
hard work and negotiation skills.  
 
“With Hutchings guidance to translate what was going on throughout the sale, and holding relationships together, 
we are pleased with the overall result.”   
 
Sanjay Patel, Director of Suffolk Pharma Ltd added;  
“We were very happy with the professionalism shown by Hutchings Consultants throughout the process.  We are 
delighted to grow our existing group and continue to provide an excellent health service to the local community.  
We look forward to dealing with Hutchings again in the future.” 
 

Suffolk Pharmacy Group Sale 

9th May 2019 



 
 
 
 

17th April 2019 
 

M&A Weinronk Pharmacy 
  

Location: Chester, Cheshire 
 

Clients: Mr Andrew Weinronk & Mrs Tee Weinronk 
 

Sold Price: £620,000              No. of Offers: Multiple Offers 
 

Timeframe from Sale agreed to Completion: 4 months 
 

 
 
Please tell us a little bit about the history of your pharmacy business; when and how you acquired the 
business? 
 
Family owned pharmacy business with the branch sold having first opened by my father in 1982.  
 
 
What made you decide to sell the business? 
 
Uncertainty about future NHS funding.  
Wanting to consolidate pharmacy businesses within a smaller geographical area of Wirral. 
 
 
What were your concerns going into the sale process? 
 
Never having sold a pharmacy we had many concerns around the valuation of the business, the fees that 
we may have to pay to sell the pharmacy and the amount of information gathering we would have to do to 
proceed. 
 
 
What made you choose Hutchings to handle your sale? 
 
I read an advert for Hutchings, which included the availability of Anne’s book on Selling your Pharmacy so I 
ordered a copy. The book was a really good insight into how to run the business with a view to selling. 
However, more important is the relationship between ourselves and Hutchings. Once we had met with 
Alan, understood the way the process worked and how the fees are structured so that we did not have to 
pay until completion and how he was going to be on hand to guide us through it, we were much more 
comfortable with the whole process. 
 
 
Do you feel there were any specific aspects or benefits for using Hutchings? 

 
This is difficult to judge as it’s the first time we have sold a pharmacy however Hutchings are specialists in 
this field and made the process very easy. Their accountants were on hand if we needed any specific 
accountancy advice during the process and Alan made us feel that he was always looking after our interests 
and not just the interests of the firm. 
 
 
 
 
 
 



How did you find the process selling with us? 
 
Having read the book we made preparations to have all our paperwork in order before we put the 
pharmacy on the market to try to reduce the burden during the due diligence process. Once we received 
the initial free valuation and we made the decision to put the pharmacy on the market, Alan really took 
over and arranged the memorandum of sale and the marketing of the pharmacy including pharmacy visits 
for prospective buyers. He held our hand through the process and also gave us a view of what to say, or 
what not to say to interested parties. He also stressed that all communication should be through him which 
took a lot of the pressure off us. He was always very approachable and we could (and did) ask many 
questions during the process. Alan also recommended a specialist solicitor for the process who happened 
to be fairly local to us. His recommendation was also spot on as the legal team did an excellent job for us as 
well. 
 
Was our sister company Hutchings Accountants Ltd involved and if so how did that help? 
 
Atif from the accountancy firm gave some minor advice over the phone around mid-month completions but 
our own accountant and solicitors were quite switched on to the process for selling a pharmacy, in 
particular the way NHS payments work, so our need was fairly limited. 
 
What are you most looking forward to now that your sale has completed? 
 
This was the sale of one of our pharmacies only so unfortunately it is back to work on Monday morning for 
us. However, when we look at our future retirement planning (5-10 years away) we are hopefully in a much 
more relaxed frame of mind. 
 
Would you recommend Hutchings to anyone?  
 
Yes. I already have recommended Hutchings to a friend of mine with multiple pharmacy outlets. He should 
be in touch for a copy of your book. Do I get a commission??? 
 
Is there anything else you would like to add that may be useful for pharmacy owners to know? 
 
The important thing to know is that with Hutchings you will not get the hard sell tactics, just well informed, 
helpful advice and information with someone always on hand to help steer you through one of the most 
difficult transactions you will ever take on. Go ahead and order a copy of the guide to Selling your 
Pharmacy.  It’s a great place to start.  
 
 
 
“Thanks for the card and thanks for all the help you have been to guide us through the process over 
the last 6 months or so. We have found dealing with you a pleasure from start to finish and the 
service you have provided has been highly professional so thanks again.” 

Mr Andrew Weinronk, Seller of M&A Weinronk, Chester 
 
 
 “Thank you for your wishes, this purchase has been a pleasure to be involved in and we are 
extremely happy and very grateful to all those involved. Your advice, guidance and expertise has 
been appreciated throughout.” 

Mr N Goodwin, Buyer 



Jade Pharmacy 
Branches located in North Harrow & Rayners Lane 

Client name:  Mr Neal Radia 
North Harrow     Rayners Lane 

Sold Price: £655,000    Sold Price: £530,000 
Total No. of Offers: 9    Total No. of Offers: 8 

Both sales agreed within 6 weeks 

Please tell us a little bit about the history of your pharmacy business; when and how you acquired the 
business? 
Jade Pharmacy is a family run business with 20 pharmacies based in North West London and 
Hertfordshire. The two pharmacies were bought as part of a 6 Pharmacy group acquisition in 2010. 
 
What made you decide to sell the business? 
Due to NHS funding cuts, smaller pharmacies have become unviable for groups to own and operate. 
 
What were your concerns going into the sale process? 
Finding a committed buyer who could take the businesses to the next level. 
 
What made you choose Hutchings to handle your sale? 
We had dealt with Hutchings many times before when we have been buying pharmacies. The entire 
team at Hutchings have always been an absolute pleasure to deal with. The firm is very professional and 
fair. They know the market really well. 
 
How did you find the process selling with us? 
Alan, who dealt with the sale was brilliant! He made sure he was at the forefront of the deal and kept 
the momentum going. 
 
Do you feel there were any specific aspects or benefits for using Hutchings? 
Using an agency like Hutchings who know what they’re doing is invaluable! We are all busy people with 
businesses to run. They take the stress out of selling a pharmacy. Right from actually finding a buyer to 
receiving the sale funds.  
 
Our deal was even more complicated as there were FIVE sets of solicitors involved, both buyer and 
sellers, both landlords and the buyers banks solicitors. As Hutchings are so experienced with these types 
of transactions, they had dealt with many of these solicitors in past transactions. This allowed them to 
keep abreast of the deal and give the relevant party a push if necessary! 
 
Have you had experience in the past with business brokers like ourselves, and if so how do we 
compare? 
To date, we have only had experience with Hutchings selling a pharmacy. 
 
What are you most looking forward to now that your sale has completed? 
Focusing on the rest of the group! 
 
Would you recommend Hutchings to anyone?  
Absolutely! I highly recommend Hutchings to anyone selling or even thinking about selling their 
pharmacy. 
 
Is there anything else you would like to add that may be useful for pharmacy owners to know? 
Speak with Anne prior to going to market. She really is a great accountant who’ll give you great advice 
on tax planning prior to sale. 

30th March 2019 



 

 
JMW Vicary Limited, an independent, family owned group of pharmacies has just acquired Maple Leaf 
Pharmacy in Twickenham in a deal negotiated by Hutchings Consultants. The deal takes the number of 
pharmacy units under the JMW Vicary group to 5 with one more in the pipeline. 

Scott Hayton, Director at Hutchings Consultants said; 
“There is a lot of history that goes with this pharmacy sale, not just for the outgoing seller who grew up in 
the residence above the pharmacy, but also because there has been a pharmacy on the same site here 
since 1880. We’re delighted to have been able to assist the Rosenberg family in their sale which has been a 
complicated but rewarding deal to have seen come to fruition. We wish the Rosenberg’s the very best for 
their retirement and the future. It has been a pleasure to work with the family on this.” 
 
The outgoing seller Mr Rosenberg said; 
“The pharmacy was built and opened in 1880 under the name Peakes and was then taken over by a Mr 
Howells in 1930 and then my parents Paul and Doris Rosenberg in August 1965. I’ve been involved with the 
Pharmacy for just over 53 years since 1965! I used to work there after coming home from school. 

My father unfortunately had Alzheimer’s start in the late 1980s so I took over running it. In 1992, I 
extended the pharmacy making it 3 times larger. It took about 10 months and we didn’t close the shop, not 
even for one minute of normal opening times. Since 1992, we stayed open every day including Christmas 
from 9-9 during the week! 

We’re very sad to see the pharmacy go but the time was right for us and we had to move on. Scott from 
Hutchings was there with us offering support at each step of the sale process, not just in finding a buyer for 
us but in all of the nitty gritty that came afterwards at the legal stage, including the change of ownership 
process. I really don’t think that this sale would have completed without Scott’s continued efforts, helping 
to co-ordinate with me, my bookkeeper, my buyer and both sets of lawyers and accountants, keeping 
everyone focused on what needed to be done. I’m looking forward now to life without all of the stresses of 
running a pharmacy!” 

Yogesh Patel, owner of JMW Vicary added; 
“We felt Hutchings were supportive in what transpired to be a very long and complicated transaction. Scott 
was instrumental towards the end in closing the deal. We persevered with the Maple Leaf transaction 
because of its location. The shop appealed to us at the first viewing but more importantly it was always 
going to be a valuable addition to the group, not least because of its proximity to Herbert & Shrive (another 
Pharmacy owned by JMW Vicary). Purchasing Maple Leaf now gives us a good presence in the area. We are 
still looking to grow and would be interested in anything that will be right for the group.” 

The Rosenberg’s will continue to operate a space for healthcare professionals, ‘The Maple Leaf Clinic’ from 
above the pharmacy. This side of the business was started by Mr Rosenberg in 1989 with homeopathy and 
has grown since that time to include a wealth of holistic and beauty services alongside a private GP and 
cardiologist.  This complimentary business along with JMW Vicary’s strong experience in pharmaceutical 
services provision will continue to ensure that the Twickenham local community have at their disposal an 
excellent range of health and medical advice and pharmacy services all available under one roof. 

We wish Yogesh and Neepa of JMW Vicary Ltd the very best of luck and success as they embark on this 
exciting new venture. 

Twickenham Pharmacy Sale 

13th February 2019 



 
 
 

4th December 2018 
 

Edlesborough Pharmacy 
 

Location: Buckinghamshire – near Dunstable Bedfordshire 
 

Client name: Dr Martyn Ray Jones & Dr John Richard Bell 
 

Sold Price: £1,250,000  Total No. of Offers: 20 
 

Sale agreed within 4 weeks of marketing 
 
 
 
Please tell us a little bit about the history of your pharmacy business; when and how you acquired the 
business? 
In 2001, having been a 100% dispensing practice since its inception in 1985, we decided we were unlikely to 
successfully oppose, for the third time, a ‘predatory’ Pharmacy application in our practice area. We thus 
formed Edlesborough Pharmaceutical Services Ltd, enlisted the help of an old Harpenden friend – our 
favourite Pharmacist, as Superintendent and (he) submitted an application to open a Pharmacy in 
Edlesborough. This time we did not object!!  Obviously the application went through smoothly and we set 
about building a new wing to the Surgery to create both a Pharmacy and a Dental Surgery. We then set 
about finding an ‘in house’ Superintendent Pharmacist in 2002. This was the year that the Pharmacy degree 
course had been extended for a year and there was a death of Pharmacists, but the attractiveness of the 
challenge and the desirable locality helped overcome that difficulty.  Mitul Patel became our 
Superintendent in 2008 and has made a roaring success of it. 
 
What made you decide to sell the business? 
Doc Martyn retired in 2012, and Doc Richard had plans to retire in the next year or two.  We had not taken 
a dividend for years on the advice of our accountant – in order to benefit from 10% entrepreneurs relief at 
sale. So we had amassed a large cash balance – not earning a penny in interest. So the argument for sale 
became overwhelming – if nothing else before a possible change in Capital Gains tax law.  
 
What were your concerns going into the sale process? 
Obtaining the true value of the business on the basis that a business (as is a house) worth only what 
someone is willing to pay for it and not what a valuation states.  
 
What made you choose Hutchings to handle your sale? 
If I remember, it was Nick Dansie’s recommendation. Hutchings handled the sale of Bridge Cottage 
Pharmacy in Old Welwyn in 2016 dealing with Dr Elaine Adams on behalf of the Dansie Practice. Nick (who’s 
coming to my 70th on Saturday) gave Hutchings a glowing recommendation, echoed by Elaine’s ‘thankyou’ 
letter to Hutchings of 29th June 2016. 
 
How did you find the process selling with us? 
Exceptionally well organised – you wrote a superb ‘Sales Memorandum’ and were very responsive to minor 
corrections and clarifications.  
 
Do you feel there were any specific aspects or benefits for using Hutchings? 
Howzabout exceeding our initial direct approach ‘final’ offer and memorandum ‘offers in excess of’ by 47% 
 
 

 
 
 
 



 
 
Was our sister company Hutchings Accountants Ltd involved and if so how did that help? 
No - we opted to stay with our own accountant who had intimate knowledge of the business and had never 
failed to give sound, informed advice.  
 
 
What are you most looking forward to now that your sale has completed? 
Finishing building my ‘top of the range’ B&Q kitchen and catching up with my life – weeding the overgrown 
allotment and digging up the spuds before they rot. I have spent most of the last 14 months supplying 
information regarding the sale- Hutchings initial information gathering, then the dreaded ‘due diligence’ for 
the Solicitors, and then ironing out the inevitable sticking points consequent to any high value , complicated 
sale – not in the billions bracket, but complicated enough for a retired ‘jobbing’ GP. 
 
 
Would you recommend Hutchings to anyone?  
Yes, Yes and Yes again  
 
 
Is there anything else you would like to add that may be useful for pharmacy owners to know? 
1) prepare for some serious work in the Due Diligence Enquiries 
2) Allow at least 45 minutes- ideally an hour for ‘viewings’  
 
A serious buyer will have memorised the Sales Memorandum and done their own research – but will still be 
looking for answers to other questions. I personally found the viewing process very rewarding and met 
some lovely interesting hard working Pharmacists. The successful purchaser in our case was our preferred 
purchaser – our Superintendent Pharmacist – and he was the only potential purchaser who did not have a 
viewing – but in retrospect, he should have had a formal viewing – it would have prevented a number of 
misconceptions which would not have arisen with the other prospective purchasers. At least he and we 
knew the other top offers he had to match.  
 



5th September 20 I 8 

Anne Hutchings 
Hutchings Consultants Ltd 
Maple House 
53-55 Woodside Road
Amersham
Bucks HP6 6AA

Dear Anne, 

I chose Hutchings to handle my pharmacy sale based on your NP A endorsement and your 
invitation to "Selling your pharmacy for all it's worth" seminar. 

Having a timeline structure discussed in advance was specifically helpful but also having the 
support network of professionals who knew the market and purchasers from previous transactions 
was valuable. Being able to prepare the bulk of the due diligence in advance and having 
somebody at the end of the phone to answer any questions provided reassurance. 

Most helpful were Luke's negotiating skills to ensure that the buyer I had chosen was the best fit 
for my pharmacy, who then became the purchaser of my pharmacy and purchased at the best 
possible price we could achieve. I thought our starting price was fair, however the final figure 
was better than I had hoped for. 

Luke held my hand every step of the way. He let me work at my own speed. He never pressured 
me in any way. He was always available for a chat, whether about the sale process, viewings, 
potential buyers, offers, the offer process and negotiating the best price. He quietly and diligently 
worked away on the sale without glorifying his achievements. And they are his achievements. 
Seven viewings produced six offers and Luke's negotiating skills ensured that I sold to the best 
buyer at the best price. Having someone as capable as Luke who could liaise with all parties on 
all sides, was extremely beneficial especially when it started to get very stressful in the final days. 
You were really discreet and so helpful throughout the whole process. A big thank you to Luke. 

Also instructing Hutchings Accountants to handle our completion accounts was a great benefit. 

I would certainly have no hesitation in recommending Hutchings to anyone. 

Yours sincerely, 

Michelle Morris 
SF Wain Pharmacy, Manchester 









From: Mike [mailto:mikehambrey@hotmail.com]  
Sent: 11 July 2018 08:07 
To: Ryan Smith <ryan@hutchingsconsultants.com> 
Cc: Anne Hutchings <anne@hutchingsconsultants.com>; Scott Hayton 
<scott@hutchingsconsultants.com> 
Subject: THANKYOU 

 

Hi all, 
 
Ryan, you are a credit to your profession and an unbelievably calm and yet sharp negotiator. 
I can't thank you enough. You contributed to the facilitation of the sale with the utmost 
integrity, ability and dignity, liaising with all involved in the process to drive it forward to a 
successful conclusion. Thank you once again and I wish you well for the future. 
 
Scott, you assisted without delay when Ryan was on annual leave and I thank you for your 
dedicated approach and professionalism. Good luck for the future. 
 
Anne, I have known you for several years and I knew that I had made the right decision 
when choosing Hutchings. You have developed a business of the highest order and 
professionalism with a team second to none, in a sector of increasing challenges. You are 
obviously dedicated to your working life and I hope it continues to bring ongoing happiness 
to you and your 'team'. 
 
Mary and I are preparing for a new challenge as we project manage building our dream 
home in the Cotswolds, where we will spend our new life together. Thanks to you all, this 
dream will become reality. 
 
Kindest regards 
 
Mike from Worcestershire 
 

mailto:mikehambrey@hotmail.com
mailto:ryan@hutchingsconsultants.com
mailto:anne@hutchingsconsultants.com
mailto:scott@hutchingsconsultants.com




















Testimonial 

Name:-  Harrison Pharmacy Name:- Rowlands Castle Pharmacy 

Date:-  03/11/17 

1) What made you choose Hutchings?

In the beginning it was because I particularly liked the look of the website and then the very

informative book that followed after my first enquiry.

2) Were you happy with the price that you got?  Did it exceed your expectations?

Very happy and yes it far exceeded our expectations

3) What specific aspect of the sale did you find us most helpful?

All of it really from the very professional marketing materials to the constant support and 

hand holding along the way. The friendliness and explanations form both Linda and Alan at 

the very first meeting and how it made me feel – ‘yes we can do this’ as originally the 

thought of selling the business  and the process that would follow was quite daunting.

4) Were there benefits for using us?

Confidentiality was a huge issue for us and Hutchings handled everything with the utmost of 

confidentiality -  from the ‘mystery shopping’ first look of the pharmacy right through to 

completion of the sale.

5) Is there anything we could have improved on?

Not really

6) Would you recommend Hutchings to anyone? 

I would not hesitate to recommend Hutchings, however I do not know anyone at the 

moment that might be interested.

7) Is there anything else you would like to add that may be useful?

Just a huge thank you to Alan and Linda for all their help and support. In particular to Alan 

who seemed to make the whole process fairly painless! We managed to complete just one 

day later than originally planned and the whole experience was very positive.

Mrs Harrison also added;

“A very big personal thank you to you and colleagues at Hutchings too - such a professional 

service.”

8)









Hutchings Consultants Ltd 
Maple House 
53-55 Woodside Road
Amersham
Bucks HP6 6AA

161h August 2017 

Dear Anne, 

It is early to say how I am feeling but certainly thanks to you for all the efforts in selling 
Essentials Pharmacy. I might have disturbed and annoyed your team, especially Ryan many times 
but this was not easy for me and Sejal at times. 

I chose Hutchings to handle the sale because of my long term contact with yourself and Scott. I 
found you most helpful, always there to help, especially Ryan. You clearly understand the 
company share sale as opposed to an asset sale. 

I would certainly recommend Hutchings and will let you know of any prospects. Keep up the 
great team work! 

Yours sincere! y 

�. -
Vinod Patel 
Essentials Pharmacy, London 





13 Blundell Road, Hightown, Liverpool L38 9EE 

2"d August 2017 

Anne Hutchings 
Managing Director 
Hutchings Consultants Ltd 
Maple House 
53-55 Woodside Road
Amersham
Bucks H P6 6AA

Dear Anne, 

Having recently sold Gordon Short Chemist, I wanted to write to thank you for the level of service 
and help that we received from Hutchings. 

We chose Hutchings to handle our sale because you are regarded as the best in the field, more 
established than other agencies (not a one-man-band) and you are NPA recommended. We 
really liked the way you made the effort to come and see us as we liked dealing with you 
personally. 

We were very happy with the service and price that was achieved for our pharmacy. We felt that 
securing the right buyer was more important to us than obtaining the best price.  You supported us 
in this respect and were able to complete with a buyer who would carry on the great 
relationship we had built with our customers and staff.

Alan was extremely helpful throughout the whole process. He was always available to handle any 
queries and questions, and gave great assistance chasing solicitors and the NHS for updates which 
kept the sale on track. Even when Alan was out of the office, there was always someone available to 
help. We were also grateful of your solicitor recommendation. Having an experienced solicitor 
dealing in pharmacy sales was very beneficial to the whole process. 

Please pass on our thanks to Alan for all his help. 

All the best, 

Sincerely, 
/ 

�dl_, 
Geraint & Di Short 



We approached Hutchings Consultants to carry out some consultancy work 
for us regarding an opportunity that arose due to a new health centre 
development. 

It was during this process that we decided that we would investigate the 
possibility of selling our group of pharmacies and Hutchings were able to 
advise us on this. 

We were very happy with the service received from Hutchings and 
particularly from Luke. He was always available to speak to and his 
knowledge and experience about the pharmacy market and buyers was 
extremely helpful and reassuring. We had a preferred buyer and Luke was 
able to ensure that the transaction was excellently handled thanks to 
Hutchings' expertise. We were certainly glad that we did not try to sell our 
group of four pharmacies privately. 

On behalf of the shareholders of James Helgason Ltd, I would like to thank 
Hutchings for all the great work that you did across the board including the 
consultancy service and accountancy assistance to help us obtain a 
successful completion. 

With thanks and best wishes to you all. 

James Helgason Ltd, Cheshire













3 January 2017 

Dear Anne, 

Having recently sold Grove Pharmacy, I wanted to write to thank you for the good level of service and help that I 
received from Hutchings. 

I chose Hutchings to handle the sale for me as you had been recommended and I was keen to go with an agent 
that represented me and not both parties. 

From the outset I was impressed by the way you were constantly pushing for me and acting for me. The price 
you achieved was very good and it is certainly something I could not have done on my own. It is a one-off 
thing to do, so why try and do it on your own! 

I would certainly recommend Hutchings to anyone thinking of selling and something I have done personally 
already! 

Sincerely, 

Shashi Ladva 
Grove Pharmacy, Walthamstow 























































From: Kevin Smith [mailto:apharmacist@btinternet.com]  
Sent: 12 May 2015 22:28 
To:  Anne Hutchings 
Subject:  Sale of Barrington Healthcare Ltd 
 
Dear Anne and Linda 
  
Sale of Barrington Healthcare Ltd 
  
Having looked at using other agents, we decided to go with Hutchings for several reasons. We 
particularly valued your reputation, understanding & knowledge of pharmacy sales and we 
liked your straight forward honesty.  You answered all of our questions very clearly, sending us 
excellent correspondence, which gave more information and detail about the process. 
  
We were extremely happy with the price as it significantly exceeded our expectations. You were 
both excellent key contacts throughout the process, always available and approachable.  I felt we 
built a great relationship during the sales process and we appreciated your good guidance and 
recommendations, including solicitor recommendations. You acted in our best interest throughout.  
  
Your accountancy firm Hutchings & Co dealt with the Tax warranties and this too was a valuable 
additional service. 
  
Thank you for your excellent service. All the very best to you both and the team. 
  
Yours sincerely 
  
Kevin 
Sent from my iPad 
 













































































































































 
 

Neil’s Pharmacy  Brighton Hill  Basingstoke  Hampshire 

RG22 4EH        T  01256 841119        F  01256 463375 

 
Mrs A Hutchings 
Hutchings Consultants Ltd 
Maple House 
53 - 55 Woodside Road 
Amersham 
Bucks 
HP6 6AA 
 
 
 
15 March 2007 
 
 
Dear Linda and Anne 
 
I am writing on behalf of the shareholders to thank you for all your help with the 
sale of our pharmacy. We were extremely happy with the price you obtained for us 
it was well in excess of our expectations. 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. 
 
Yours sincerely, 
 

 
 
DJ McCarthy 
Director 
 

































-----Original Message----- 

From: Peter Leech [mailto:leech.peter@googlemail.com]  
Sent: 05 December 2007 08:41 

To: hutchings.linda@spitfireuk.net 
Cc: pharmacysales@hutchingsandco.com 

Subject: Re: CONGRATULATIONS 

 
 

 
 

 

 

Dear Linda, 

Thank you for your congratulations. I really appreciate all the help and 

guidance given to me throughout the process. I am especially appreciative of 

Scott's role, he was central to the success of the sale. I will be contacting you 

all more completely when the dust settles but I would like to congratulate you 

on finding the eventual buyers, M & B Healthcare.   
  

They have been true to their word at every stage, never even mentioning 

renegotiating the offer in the face of rapidly changing circumstances in the 

pharmacy market. They are all enthusiastic pharmacists who know what they 

are doing but have never been anything other than relaxed and keen to do their 

best for their new acquisition. The whole transaction was far less painful than I 

expected. I hope you can find them some more prospective businesses to view.  
  

I will be in touch soon. 
  

Very best wishes 
  

Peter 
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Case Studies 



 
 

 
 
 
 
 

 
 

By using Hutchings, our client netted an extra £500,000 
 
The Background 

Our client Mr Olojede was suffering health issues, the pharmacy was getting busier and they felt they couldn’t 
cope with the stress and the long hours required, it was getting them down and so eventually they made the 
difficult decision to sell. 
 
They had received an offer privately at £800,000 and felt that if Hutchings valuation of the business was 
higher, then they would go ahead and formally market the business.  We met with Mr Olojede, looked at the 
business and the figures and we felt that marketing for offers in excess of £1.2m would be the right level but 
also help us find a buyer quickly which was one of the client’s key concerns.  Mr Olojede was very happy with 
this feedback and decided to market the business through us. 
 
Our Approach 

Since Mr Olojede had recently moved accountant to a firm who had very limited experience in pharmacy or 
business sales, he decided that they would also instruct our services on the accountancy side since we had 
the knowledge and experience to deal with both the accounts and sale related matters which would arise 
and is critical in a share sale. 
 
When the news that we had been instructed reached the private party that had offered at the outset, they 
reconsidered their position and submitted an improved offer at our suggested guide price of £1.2m.  Given 
that Mr O;ojede’s heart was not in the business anymore, they were keen to accept this offer and move 
forwards, however we advised that we speak to the party directly in the first instance to negotiate the finer 
details of the offer and ensure that this was genuine, appropriately funded and that we were able to secure 
a non-refundable deposit from the party that would safeguard Mr Olojede’s interests going forwards. 
 
More importantly, during this stage we were required to agree the structure of the sale as a company share 
sale, including net current assets/liabilities. Whilst this was what was requested on the sales particulars, the 
buyer was initially adamant that they wanted an asset sale following advice they received from their 
accountant.  After some time spent explaining the implications of a share sale, what the net current asset / 
liability adjustment process entailed and meant in practical terms for them, we finally agreed the deal at 
£1.2m via a share sale representing a significant improvement in goodwill value over the initial private offer 
and massive tax saving for the client in the region of £100,000.  Our accountancy knowledge and expertise 
was critical in this aspect of the negotiations and during the course of the legal work itself. 
 
Outcome 

Having completed on a successful sale, Mr Olojede said….. 
 
“If we had not come to Hutchings, we probably would have accepted a lower offer as we didn’t 
know the true value of our business.  Having an agent with the experience and expertise helped 
us gain nearly £500,000 more.  There is no way we could have done this on our own.” 
 

Mr Olojede, Herbert Pharmacy 

Client Case Study 



 

 

Successful pharmacy relocation and sale helped client achieve 
£1.45 in pound  

The Background 
Steve & Jayne Hibbard first contacted Hutchings in April 2015 to discuss their pharmacy in Derbyshire.  This was on the 
recommendation of a family member whose business we had sold in Chesterfield. 
 
The Hibbard’s had owned the business since 1992 and had relocated the business in November 1999 to its present 
location when the freehold became available. When they contacted us, it had been proposed that their main surgery, 
just a few hundred yards away, might be relocated to a brand new Health Centre but information was limited at this 
point. This uncertainty over their main script source would mean many anxious months as Steve & Jayne waited to see 
how the situation would develop.  They were keen to maximise the value of their business and knew that if they could 
go with the Doctors to the new site, it would improve the value of the business.  However, at this stage in their lives, 
they didn’t want the hassle and burden of carrying out a relocation and refit by themselves. 
 

Our Approach 
We kept in touch with Steve & Jayne over the next year as things developed and it became clear that they were 
frustrated by the situation and were keen to retire.  After carefully considering their options, we presented the following 
valuation scenarios to them.   
 
One considered the future value of the business, assuming the pharmacy had been established in the new build Health 
Centre for a number of years and the turnover had increased as expected – this could have been the ideal scenario but 
the timescales were of course unclear and we had no idea at this stage what the rent and rates for the pharmacy in the 
new Health Centre would be, casting doubt over the valuation.  
 
Another scenario proposed a possible swifter exit for the Hibbard’s.   This was based on a structured deal from the 
market, involving a price paid for the business as it stood plus a future success fee if the buyer was indeed able to 
relocate into the new Health Centre. This was complicated and not ideal as it carried some risk to both parties. At this 
point it was still unclear exactly where the Health Centre was going to be located or even if it would go ahead!  
 
We’d identified a clear risk that in making the situation known to the wider market at this early stage in proceedings, it 
could weaken the Hibbard’s position and potentially affect the value of their business. On this basis, Steve & Jayne 
decided to give the situation more time and see how things progressed. There was an added bonus to the Hibbard’s 
waiting, when proposals for more than 350 new houses in the immediate area were made which, once approved, would 
add to the desirability of the pharmacy business.  
 

Outcome 
In the coming months, public ballots undertaken confirmed the proposed site for the build, directly opposite their 
existing site.  With the help of a specialist pharmacy solicitor, whom we’d recommended to the Hibbard’s, we were able 
to progress legal documentation with the developers to secure the pharmacy’s position within the new Health Centre 
and thus secure our confidence to approach the market at the best possible price for the Hibbard’s and without risk to 
interested buyers.   
 
After carefully selecting a number of key potential buyers from our database and discussing the opportunity with them 
in detail, we narrowed the group to 6 interested parties, from which developed 7 separate offers for the business.  The 
final successful offer was 12.5% over the initial guide price, representing in the region of £1.45 pence in the pound based 
on the turnover of the business prior to the relocation. The sale was completed swiftly and on target, within 3 months 
of the offer being accepted (including the slow down for the Christmas period). This was assisted by good preparations 
made on the seller’s side at an early stage in the transaction. 
 
“The level of service we received throughout the process was excellent.  Their contacts, 
knowledge and patience to see this through was exceptional.  We could never have managed to 
do this on our own.  Hutchings negotiated a very good price that was acceptable to both parties 
and it was also a great relief that the sale remained confidential throughout.” 
 

Steve & Jayne Hibbard, Jayne A Hibbard Pharmacy, Derbyshire 

Client Case Study 



 
 

 

 

 

 

By using the right agent, our client gained an extra £140,000  

 
The Background 
Mr C’s pharmacy located in Berkshire is a standard 40hr pharmacy.  Mr C was selling due to retirement.  Back 
in January 2016, he initially went to market with another agent in order to save money. 
 
He wanted a restricted marketing approach and ended up with 5 interested parties, agreeing a sale and 
accepting an offer of £710,000 which unfortunately ended up going nowhere.  The buyer was enthusiastic 
initially, but ended up missing deadlines and making excuses. The agent had critically not secured a deposit 
which meant there was no commitment from them.  Mr C ended up withdrawing from the sale due to this. 
 
Mr C was then in contact with a private buyer a few months later, who agreed to match the previous offer 
he’d received of £710,000. In October, a few months down the line, the buyer (who’d now instructed a 
consultant to act on their behalf) reduced the offer to £660,000 following the government cuts.  Mr C rejected 
this as he felt it wasn’t a valid excuse as the market had been aware of these cuts beforehand.  The deal went 
no further.  After two failed attempts at selling, Mr C decided to go back to the market and that is when he 
made contact with Hutchings in November 2016. 
 

Our Approach 
Mr C told us he wanted to achieve a certain figure after our fee, so before we marketed the pharmacy, we 
agreed on a structured fee that ensured this for our client with no obligation. We marketed the pharmacy 
early December, inviting offers in excess of £700,000.  We recommended no restricted marketing, which we 
are experienced at doing whilst still maintaining client confidentiality in order to maximise the sale value.  
With over 11 viewings, we ended up receiving 16 offers and Mr C accepted a figure of £800,000 from a 
cash buyer.  We also secured a sizeable upfront deposit. 
 

Outcome 
We achieved £90,000 more than Mr C’s first offer via another agent and £140,000 more than he would have 
achieved if he had accepted the reduced price offered by his private buyer.  This demonstrates how important 
it is to market you pharmacy correctly, using the right agent who can target the right selected buyers, 
qualifying their offers and securing a deposit to achieve a successful deal. 
 
Having completed on a successful sale, Mr C said… 
“I found Hutchings very useful when it came to handling and negotiating the offers with 
interested parties. Hutchings found me serious buyers, handled the organisation well and 
assisted in dealing with any hiccups.  Having tried to sell privately and through another agent  
previously, Hutchings were a breath of fresh air.”  
 

Mr C, Berkshire 

Client Case Study 



 
 

 

 

 
 

How a Health Centre Pharmacy successfully increased the goodwill 

value by £500,000 before going on the market  

 
The Pharmacy 
Bridge Cottage Pharmacy, co-located within Bridge Cottage Surgery, which was a dispensing practice in 
in Welwyn Village, Hertfordshire. The pharmacy itself is ideally located at the front of the surgery building 
on the main high street, visible to patients and public alike.   
 
Hutchings worked with Dr Pathmanathan, one of the GP owners of the pharmacy for many months in the 
build up to the sale, advising the GPs in terms of the value of their 100 hour medical centre pharmacy 
and how to improve this before bringing it to the market. Charles Russell Speechley Solicitors were also 
involved, who in turn helped the partners with the application and process to notify the NHS that the 
practice would be giving up its dispensing rights.  Once this has been achieved and sufficient evidence of 
the pharmacy’s natural growth had been established, Hutchings brought the pharmacy to market. This 
thoroughly considered route to sale increased the value of the pharmacy goodwill from the time of our 

first call with the GPs by more than £500,000.  
 
Exceeding Expectations  
Following a successful marketing campaign, we received interest from a number of parties and in the 
end, 3 of those parties entered into competitive bids which resulted in us exceeding the guide price by 
£250,000. 
 
We met with the GPs to formally discuss the offers and run through each party’s position, the pros and 
cons, so that all of the shareholders understood the situation thoroughly. 

 

How the client benefited 
Once an offer was chosen, we chased diligently to ensure the deposit was paid over promptly and worked 
closely with the practice manager and their accountant, to ensure the due diligence enquiries were 
responded to quickly.  We gathered regular updates from the solicitors throughout the sale to feed back 
to the selling GPs and ensure that the legal process was maintaining momentum, any issues were 
highlighted and resolved quickly. 
 
The whole sale, including marketing, was successfully completed within a 6 month window and achieving 
£250,000 over the guide price for the client. 
 
Our experience enabled us to obtain the best deal for the partners, offering advice and liaising 
throughout, enabling them to achieve the best possible outcome on the sale of their most valuable asset. 
 

 

“Your understanding of the area, knowledge of the right buyers and pharmacy market were     
key benefits enabling us to exceed the guide price and successfully complete within 6 months. ” 

 

Dr E Adams, Bridge Cottage Ltd, Hertfordshire 
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How a London pharmacy owner doubled the value of his 

pharmacy in 6 months 
 
The Company 
The pharmacy business was first started in 1973 by Radhe Rattan and had remained in the family providing 
vital services to the community for the better part of 42 years.  A number of years ago, Radhe decided to 
take a step back from the business so it was passed onto his son Umesh.  In April 2015, they made the 
decision to sell the business and approached Hutchings for a valuation. 
 

Why he chose Hutchings 
Having sold privately before and knowing how difficult and time consuming a sale can be, Mr Rattan 
wanted a reputable agent to handle the sale.  After initial conversations and seeing that Hutchings are NPA 
recommended, Mr Rattan appointed Hutchings to handle the sale. 
 
Their accountant had valued the business between £500,000-£600,000.  We were confident we would see a 
huge interest in the pharmacy because of the clear and demonstrable potential in the business, as well as 
the huge demand for this type of business in the London area.  Based on all the information provided, we 
recommended the business was marketed at offers over £825,000 (£1.21 in £) to attract competitive offers, 
which was more than Mr Rattan and his father had anticipated.   
 

Exceeding Expectations 
Based on instructions from our client, we carried out a relatively limited marketing exercise in May.  
However, with our extensive preparation and by following our 6 key stage process, we had 13 viewings and 
10 parties in the bidding process, totaling 17 offers which resulted in final sale price of £1,105,000 
(representing a fantastic £1.62 in £). 

 
Dr A Patel was the perfect buyer as he was local and already had an understanding of the training required 
for some new services which were due to be rolled out in the local area. 
 

How the client benefited 
With some persistent chasing with banks, NHS and solicitors, the sale was completed on schedule within 6 
months leaving our client overjoyed and an extra £500,000. 
 

What Mr Rattan said after selling his pharmacy for double the price his accountant had valued..... 
 

“Our sale was handled brilliantly.  Kept completely confidential, only informing buyers on a need to know 
basis.  I highly recommend to anyone thinking of selling to use Hutchings.  It was money well spent, the best 
£33,000 I have ever spent!” 

Mr Umesh Rattan, Rattan Pharmacy, East London 
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Barrington Healthcare Ltd (t/a Harborough Field Pharmacy) Northants  

 

Harborough Field Pharmacy opened in 2006 and was in a prominent position at the front corner of 

Harborough Field Health Centre.  The pharmacy was attached to a 6 doctor practice dispensing 19,700 

scripts per month with year on year growth. 

Kevin Smith the pharmacist and a shareholder of Barrington Healthcare had been in regular contact with 

Anne for a couple of years. After making the decision that it was the right time to sell, Kevin and the 

shareholders wanted to meet Agents to see who they felt would be the right one to sell Barrington 

Healthcare for them.  

After meeting the Agents they chose Hutchings as they valued our reputation and extensive knowledge 

of the pharmacy market and informed us they felt very comfortable dealing with us.   

Hutchings experience with knowing who the key buyers would be for this pharmacy and turnover level 

resulted in a short viewing period followed by 20 offers over two rounds.  Percentage increase from the 

lowest of first round offers to the highest at second round was 50%.  Final offers achieved 20% over the 

guide price, equivalent of £1.53 to £1.   

We negotiated a substantial upfront deposit from the buyer which was subject to strict terms, conditions 

and time scales to safeguard our client’s interests. 

We were also able to work alongside the shareholders accountant on the extensive tax issues relating to 

the sale. This was not an area their own accountant had expertise in.  The shareholders found this a 

valuable additional service. 

 

Testimonial Extract 

“We were extremely happy with the price as it significantly exceeded our expectations.  You provided an 

excellent service throughout the process, always available and approachable.  You acted in our best 

interest throughout and your assistance with the tax warranties was a valuable additional service.” 

Kevin Smith, Barrington Healthcare Ltd 
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How a pharmacy owner added over £400,000 to the value 

of his pharmacy business without lifting a finger! 

 
The company 
Michael, owner of a pharmacy group in Lancashire, contacted us in March 2014 as he’d decided it was 
the right time for him to sell the business.  After our initial telephone conversation, we set up a meeting 
to discuss how we could help and to find out more information about his business.  He informed us that 
he wasn’t spending that much time in the pharmacy anymore and he didn’t want the responsibility and 
hassle of having to oversee everything.  He also wanted to spend more time abroad at his holiday home.  
 

Why he chose Hutchings 
Michael had received a private offer of £1,100,000 from a local group.  Having seen Hutchings were NPA 
recommended, he contacted us to obtain a valuation to give him a better understanding.  Based on the 
information Michael provided, we informed him that he should achieve a significantly higher offer if the 
pharmacy was placed on the open market.   Based on the information we provided, Michael considered 
his options and decided to appoint Hutchings to manage the sale of his two shops.   
 

Exceed Expectations 
Once we’d agreed everything with Michael, we marketed the pharmacy and we received interest from 
several parties, who were in good financial positions and were keen to acquire.  This ultimately led to 

two top offers of £1,500,000, which was £400,000 more than the offer that was received privately.  
This price far exceeded his expectations. 
 

How the client benefited 
Our experience enabled us to structure the overall deal for Michael in the most tax efficient way for him.  
We took the stress and strains away from Michael, allowing him to continue running his business 
successfully, whilst obtaining a significantly higher price. 
  

What Michael said after selling his pharmacy for £400,000 more than he was offered privately... 

“The price I received for my pharmacy far exceeded my expectation and you achieved 25% 

more than I had been offered privately.  Not only did you negotiate a fantastic offer, you 

also helped, supported and guided me whenever it was needed.  It is not a strai ght forward 

procedure and the service you offered far outweighed the fee .”  

Michael from Lancashire 
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Keencare Pharmacy, Greater London (Branches in Harrow & Victoria)  
 

When the Shah Brothers were planning for their retirement, they realised that the time would soon 
come to think about selling the family business which the three brothers had successfully operated for 
the last 30 years. They met with several agents before deciding but finally chose Hutchings because of 
our experience, comprehensive service and recommendations received from friends.  
 

Hutchings met with Dilip, Rashmi and Shailesh several times at the pharmacy and also with their 
accountant and tax advisors before the sale got underway. We were able to assist and guide them in 
terms of the market expectations and the best way to structure the deal for presentation to the market.  
This sale was slightly more complicated than most because there was a freehold, long leaseholds, and a 
pension fund all interconnected between the company and individuals. The existing company structure 
required some careful thought as to how to package it for market whilst both maximising the goodwill 
value, the saleability of the business and at the same time, minimising the Shah’s tax bill as far as 
possible. 
 

Before the marketing commenced, Hutchings highlighted that potential purchasers may have had some 
concerns with one of the units lease terms – subsequently the Shah’s had a good understanding of the 
matter and were able to agree a much more buyer friendly position with their landlord at review, which 
would have allowed for higher goodwill value to be attributed to the business.  When we finally 
marketed the company, it was received positively by the market and multiple offers were received.  We 
successfully negotiated these offers upwards to their maximum bids. From five financially qualified final 
offers received for the business, the successful bid was tendered by a relatively small but fast growing 
pharmacy chain with units sited across London. Greenlight Healthcare could really see the potential in 
the two Keencare shops and this was demonstrated not only in their offer for the business but time and 
time again in the way they dealt with matters throughout the sale, their commitment, attitude and 
efficiency. 
 

Once the sale was with solicitors, Hutchings role changed to that of ensuring a swift sale progress and 
supporting the Shah Brothers in the legal aspects. The first task in hand was to tie the deal together 
quickly with a tight exclusivity and deposit arrangement between the buyer and seller, affording the 
Shah’s reassurance and confidence in both the deal and buyer. Hutchings were on hand at every step to 
offer the Shah’s guidance in terms of NHS regulations and the legal due diligence process and act as a 
buffer and negotiator between buyer and seller in order to agree the best possible outcome on sticking 
points, thus ensuring continuity of the deal.  
 
“Your sound advice and help before marketing the pharmacy allowed us to present a far more buyer-
friendly business which resulted in a successful sale for us.  You are a very professional company who 
understands the pharmacy market inside out and having never sold previously, your knowledge and 
experience was invaluable.”                                                                                

Dilip Shah – Harrow, London 

 
Throughout the sale, Hutchings were able to keep pressure on both sets of solicitors, the buyers and the 
lending bank thereby helping ensure the deal was successfully completed as quickly as possible. 
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Alexander Pharmacy, Edinburgh 

Liz Alexander first approached Hutchings in July 2010 to gain a valuation of her pharmacy as she 

had been there for 25 years and was thinking of selling the business.  Hutchings valued her 

pharmacy but it wasn’t until October 2012 when Liz decided it was the right time to sell and after a 

few months of discussions, it was eventually marketed in February 2013. 

Further developments had happened since our first contact with Liz, with a rise in rent and the 

shop was also under offer with another agent in Scotland, whom she had been recommended. 

However Liz had been on the market with them for a year and nothing positive had happened, just 

additional costs incurred and Liz had decided enough was enough. 

Liz also informed us that a private buyer had approached her.  Liz asked our opinion of the price 

they had offered and if we thought it was acceptable.  We advised that we should market the 

pharmacy fully for her and hope to obtain a better price.  We included her private buyer in the 

marketing hoping he may also raise his offer.  However, Hutchings successfully secured Liz a buyer 

from Glasgow who offered 9% more than her private buyer. 

The sale progressed and Hutchings liaised with all parties involved to help deal with all the queries 
on behalf of Liz.  However, latest up to date accounts showed that the turnover had gone down 
from the previous year, which affected the offer.  Hutchings re-negotiated the price with the buyer 
to a figure that Liz was happy with (still substantially more than the first offer made by the private 
buyer).  The sale completed in September 2013 leaving Liz to finally enjoy a more relaxed life style 
and spend time at home. 
 
“Having tried to sell the pharmacy previously through a Scottish agent but not progressing any 
further in a year, I decided it was time for a change and I chose Hutchings because of your great 
testimonials and your NPA recommendation. 
 
You marketed the pharmacy effectively for me by managing to achieve a price much higher than I 
had been offered privately.  You handled all the negotiations for me, all the liaising backwards and 
forwards in such a calm manner – all something that I would have struggled to do on my own.  
Thank you!  I wouldn’t hesitate to recommend Hutchings for your speed, level of service and that 
the sale completed!” 

Mrs Alexander, Alexander Pharmacy, Edinburgh 
 
 

Hutchings were delighted to be able to assist Liz with our knowledge and experience, concluding 
with a very positive outcome rather than what would have been an uphill struggle on her own 
should she have taken on the sale privately. 
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R S Marsden (Chemist) Ltd, North Yorkshire 

Richard Marsden contacted Anne Hutchings, Managing Director at Hutchings in May 2012 because 
he was concerned over the sale of his business.  He owned a group of pharmacies in a limited 
company and at the time of sale this totalled 6 pharmacies across North Yorkshire. 

An agent who acts for buyers had approached Richard with a buyer for his group.  They had got as 
far as making an offer and drawing up Heads of Terms (HOT’s).  At this stage the HOT’s hadn’t been 
signed as there were points neither Richard, his solicitor or accountant understood plus the fact 
that he was unsure whether the buyer had sufficient funds to complete the purchase.  He was 
finding the whole experience overwhelming!  Richard had got to the point where his focus was 
almost entirely on the sale. 

Anne Hutchings agreed with Richard that she would start from scratch and re-negotiate the Heads 
of Term’s, vet the buyer thoroughly to ensure sufficient funds available, and obtain a substantial 
deposit on our terms in exchange for a limited period of exclusivity.  On behalf of R S Marsden 
group, Anne successfully re-negotiated the offer increasing it by £321,000. 

From start to finish there was a lot of negotiation and assistance required with accounting matters 
and structuring the sale.  Anne was able to use her extensive knowledge and experience of 
pharmacy sales to negotiate the best possible outcome for Richard.  Hutchings accountancy 
expertise was also invaluable during the actual price negotiations.   

Through persistence and determination by Anne, she was able to secure a substantial deposit from 
the buyer attached to a very tight time sensitive deposit form.  The deal progressed through to a 
successful completion and this allowed Richard to concentrate on other business interests. 

“I contacted you as I had been struggling with what was being offered privately by the buyer and 
his advisors and the structure of the sale and found it overwhelming.  You took all the issues on 
board, vetted the buyer to ensure sufficient funds were available, re-negotiated the deal and 
improved the terms and conditions, which resulted in you securing a substantial deposit from the 
buyer as well as negotiating a higher price than was originally offered.” 

Mr Marsden, North Yorkshire 

This demonstrates that for private sales, Hutchings can negotiate a better price and terms & conditions 
of sale than you are ever likely to achieve yourself.  Our fee was a fraction of the extra price achieved 
and of course Mr Marsden had the added bonus of us obtaining better terms of sale and reducing his 
stress levels. 
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Jaywick Pharmacy, Essex 

Mr Patel, the owner of Jaywick Pharmacy contacted us to take over the sale of his pharmacy 

because he had been trying to sell and had been let down by his buyer just before completion.  Mr 

Patel also wanted a quick sale due to personal reasons.  Having built up this successful business 

over 4 years, Mr Patel now wanted to retire from pharmacy work. 

At Hutchings, our team has over 80 years’ experience in pharmacy sales.  We realise how 

important the sale of a business is and we take time to understand what is important to the vendor 

and ensure our service reflects that.  By doing this, we are then to able to identify prospective 

buyers which would have the “right fit” for our clients business.   

The pharmacy was situated in an unopposed location close to large residential areas and was 

extremely well fitted out with private parking areas.  A new lease had been created for 20 years 

and the pharmacy was located just over a mile away from a Medical Centre.   

To achieve a quick sale, we marketed the shop to a target group of buyers that were registered 

with us whom we knew had funding in place.  We received immediate interest which generated 

viewings within 7 days.  Our objective as a company is always to maximise the net sale proceeds for 

our clients and we managed to negotiate an offer which was accepted by Mr Patel within 10 days 

of being instructed.  We could have marketed the pharmacy for longer but Mr Patel wished to 

proceed as quickly as possible and was delighted with what we had achieved for him in such a 

short timescale. 

Our client, Mr Patel, now an MBE, is enjoying his retirement with his family.  He kindly wrote to us 
saying;   
 

“Having been let down by my buyer almost at completion stage, I was recommended to contact 
Hutchings by a friend whose pharmacy you sold a few years ago.  Along with your NPA 
recommendation and Anne’s reputation, I didn’t need much persuading. 
 
You dropped everything and came to see me straight away.  You marketed my shop instantly and 
negotiated a very fair price for me.  You kept me up to date throughout the whole process and 
solved problems as they arose.  The service you supplied was perfect with no fault at all and I 
wouldn’t hesitate to recommend you at all to any of my friends or colleagues.  In the past I have 
dealt with other agents and compared to them your service is exemplary”. 

Mr K Patel MBE, Jaywick Pharmacy, Essex 
 

For Hutchings, this sale reinforces our belief that brokering a sale successfully is much more than a 

simple marketing exercise.  It involves a commitment to customer service from the outset which is 

maintained right up to the point of completion. 

Client Case Study 
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