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If you are thinking of selling your pharmacy…
Contact Paul Steet today and quote “England Report 
2021” to discuss your FREE and con� dential valuation.

Paul Steet,
Senior Pharmacy Consultant

Tel: (01494) 722 224 (ext. 50)
DD: (01494) 422 850
Email: Paul@HutchingsConsultants.com

What our clients say about us... 
“If we had not have 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.”

Mrs F Akinwumi & Mr O Olojede, 
Herbert Pharmacy, London

Hutchings Consultants’ business is that of pharmacy brokers and 
valuers. The pharmacies, which they sell, value and act as sales agent 
for, typically range from £300,000 turnover for single shops, through 
to groups with turnover reaching £100M. The Firm deal exclusively 
with pharmacies and as such are true experts in this � eld. Hutchings 
Consultants are also recommended by the NPA to its members for all 
matters relating to the selling and buying of pharmacy businesses 
across the UK. They are currently the only NPA partner supplier to reach 
Platinum Status.



Welcome to the latest Hutchings Consultants 
Market Update: England 2021
Designed to provide an insight on current trends and influences in the pharmacy sales market, 
the report covers topics such as buyer activity, funding, goodwill prices, profit margins and 
market predictions for the coming year. For sellers, be sure to read about our new market 
leading Help to Sell Scheme which reduces the financial risk associated with a sale.

Those with an interest in the pharmacy market will be interested to learn that despite the 
many challenges posed by the pandemic, activity from buyers remains high and confidence in 
acquiring has improved significantly throughout the last year. 

New Buyer Interest is currently 156% Year on Year

Will you take advantage of this spike?

The Current Market
The last 12 months has presented tumultuous challenges to the pharmacy sector, which has 
risen admirably and resolutely to meet them. Pharmacy contractors and their teams have 
been at the forefront of fighting the pandemic dispensing over 1 billion items whilst facing 
unprecedented workload pressures including increased demand from patients for face to face 
consultations, staff illness due to COVID and ensuring adequate safety measures are in place 
within the pharmacy to name but a few.

During this period pharmacy teams have engaged enthusiastically and played a pivotal role 
in helping protect the nation’s health as evidenced by the rise to 2.6 million flu vaccinations 
given in 2020/2021 compared to 1.7 million administered in 2019/2020.The Government, 
having finally recognised the important contribution made by pharmacy to the immunisation 
programme, has stated publicly the intention to approve 400 pharmacy based COVID 19 
vaccination centres. So far over 1.7 million COVID vaccinations have been administered by 
pharmacy led centres which is a credit to the profession’s ability to support the NHS at this 
crucial time. 

Questions still remain around government funding for the sector particularly repayment of the 
£370m COVID Advance Payment which is currently in negotiation with the PSNC.However, the 
addition of a new Advanced Service for COVID 19 Lateral Flow Distribution is a positive signal 
in light of the recent decommissioning of Medicine Use Reviews.

Although there have been some teething problems with incoming referrals, 94% of pharmacies 
are now registered to provide the NHS Community Pharmacist Consultation Service which has 
seen over 200,000 patients so far. Ninety percent of whom have received assistance without 
the need for onward referral, thereby alleviating pressure on other parts of the NHS.

2019-2020

2020-2021

New buyers Registered 

New buyers Registered 
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In spite of work place pressures, those in a position to sell or buy a pharmacy have continued 
at pace as throughout this last year the pharmacy sales market has remained very active 
with buyer demand outstripping the supply of pharmacies for sale. Having completed 
the large-scale disposal of lower item volume pharmacies by various multinationals and 
large groups, a corner appears to have been turned and a number of groups are now 
focused on acquisitions once more. Avicenna’s purchase of the 57 shop Dudley Taylor 
Group, Well’s acquisition of the 6 shop Pharma Z Group and PCT Healthcare’s merger with 
Murrays Pharmacies creating a 150 branch group is just some of the market activity to 
hit the headlines over recent months. However, there may be further significant pharmacy 
disposals to come as both Lloyds and Pharmacy 2U are reported to have appointed bankers 
to explore sale options due to a change in respective fortunes during the pandemic.

Pharmacy buyers have been active and we have experienced a large increase in demand 
across all buyer categories. In the 12 months to March 2021 we saw a staggering 56.9% 
increase in new buyer registrations compared to the same period the previous year. As 
with recent years the new registrations have been principally led by enthusiastic first 
time buyers, however we have also seen an increase in other categories of buyers such as 
investors and existing pharmacy owners looking to add to their portfolios.

Breakdown of New Buyer Registrations

First Time Buyers 75%

Previously Owned 2.5%

Pharmacy Owners 15%

Others 1%

Investors 5%

Group Owners 1.5%

Overall, for many new buyers a combination of stability offered in the CPCF and the 
pharmacy sectors crucial role in providing healthcare during the pandemic has bolstered 
confidence in acquiring suitable opportunities as they arise.

Whilst eager first time buyers have been very active, we have also seen strong 
demand from some small and medium sized group owners who have been strategically 
buying as suitable opportunities have arisen. Many of these buyers are prepared to pay 
a premium price for a pharmacy if it is a cohesive fit for their growing group. As the 
leading pharmacy sales agent we speak to a wide range of buyers every day which has 
enabled us to identify opportunities to agree sales ‘off market’ in complete confidence. 
By engaging prospective buyers in a targeted approach they are reminded of the 
risk of missing out on the  purchase to another buyer should they be reluctant to 
place their best offer for the pharmacy business. 

For any pharmacy owners contemplating selling privately, the benefit of using an experienced 
pharmacy specialist agent will ensure you achieve full market value for your business and 
are supported throughout the transaction. Whether through a broader marketing strategy 
seeking to generate competitive bids, or through a targeted approach to a well rated and 
financially qualified buyer, it will enable a seller to strike a deal at the best price and 
terms at a time when there is increased competition between buyers.
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England Goodwill Prices
The unprecedented impact of the pandemic and a desire to support their pharmacy colleagues has 
meant many owners who otherwise would have sold in the last year have had to place their plans 
on hold. Furthermore the large scale disposal of pharmacies by the multi nationals appears to have 
run its course for the time being, which in turn has also contributed to a reduction in pharmacies 
coming onto the market, during an active period when demand has increased rapidly. This imbalance 
in supply and demand has led to an encouraging improvement in average goodwill prices attained 
by those in a position to sell as demonstrated in the table.

Average Pence in Pound

  2021   2020   2019   2018 

  0.83p*   0.77p   0.90p   £1.15 

*(completed & sale agreed so far in 2021)

Whilst there remains some way to go before average prices recover to levels seen during 2019 
the current lack of pharmacies provides would be sellers with a good opportunity to achieve 
favourable terms on their sale. As demonstrated in the graph below the number of offers per 
sale has recently reduced slightly as we have chosen to speci�cally target potential buyers who  
have identi�ed themselves to us as incredibly keen to acquire in that location and can demonstrate 
they have the necessary funding to complete the deal. As mentioned, this strategy of a  
targeted approach has the potential to achieve a premium price whilst reducing the risk of 
con�dentiality breach.

Average No of offers per sale

  2021   2020   2019   2018 

  4.5*     5     4     5

 *(sales agreed and completed so far in 2021) 
 
EBITDA (Earnings before Interest, tax, depreciation and amortisation) is the most crucial �gure 
in assessing the goodwill value of any pharmacy. Following a wave of sales in 2019 & early 2020 
which had a higher proportion of smaller turnover pharmacies, many of which were loss making or 
barely pro�table, buyers often reverted to making an offer based on ‘Pence in Pound’ methodology 
which had the effect of increasing the average EBITDA multiple. This year a higher percentage of 
more pro�table pharmacies have been sold, reducing the average multiple statistic as buyers shift 
their valuation weighting back toward EBITDA from Pence in the Pound.’

Average EBITDA multipliers

  2021   2020   2019   2018 

  8.57*   11.52   11.43    9.33

*(sales agreed and completed so far in 2021)
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Pro�t Margins
Gross Pro�t Margin is a useful business performance benchmarker of interest to both sellers and 
buyers alike. Despite the wide range of challenges faced by contractors in the last 12 months there 
has been a notable increase in the average Gross Pro�t Percentage Margin data as evidenced in the 
table below. 

Average Gross Pro�t Margins

  2021   2020   2019   2018 

  32.3%*   31.5%   31.4%   34.4%

*(sales agreed and completed so far in 2021)

Due to a variety of reasons, whilst some pharmacies around the country have experienced downward 
pressure on their margins, many have seen an increase so far this year which is a strong indicator of 
the time and hard work contractors have invested in their business. It is testament to the dedication 
and professionalism of the sector which, during the pandemic has had to contend with drug supply 
issues whilst also bearing the �nancial cost of dispensing some loss making medicines.

For some contractors there are still ongoing adjustments required in their business to move more 
in line with the service led CPCF but it is hoped that this focus on margin can be maintained 
over the coming year as this should reap dividends, particularly for those considering a sale in the 
near future. 

Pharmacy Buyer’s Finance
Whilst a small percentage of pharmacy sales proceed on a cash purchase basis the majority of 
buyers continue to rely on bank lending and in the last 12 months there has been a shift in 
lending requirements for those seeking funding. Banks are generally demanding higher levels of 
deposit as well as greater �nancial insight on the target business. It is fairly commonplace now 
to receive a request for additional business information such as up to date management accounts 
for example. Buyers are also required to undertake more in-depth due diligence and produce sound 
business plan proposals to support their funding applications which are heavily analysed by bank 
credit teams.

For those sellers operating on a leasehold basis another consideration which has been cropping 
up more recently among lenders is the requirement for a longer remaining term on the length 
of the lease. This doesn’t always apply and may depend on the individual circumstances at the 
time. Overall banks remain keen to support pharmacy buyers in their acquisitions which isn’t 
unexpected given that pharmacy has been one of the few sectors to continue trading with any 
certainty through this turbulent period. 

Mr David Brewer, Managing Director of pharmacy �nance  
brokers FTA Finance comments:- 

‘2020 was a year like no other and will be etched into our memories forever. Remarkably the pharmacy 
sales market was broadly unaffected and goodwill values have held up well due to the increased 
demand primarily from first time buyers. Most pharmacy purchases completed as expected in Q3 
and Q4 of 2020 and this has continued into the first quarter of 2021 with few delays or issues linked  
to Covid-19.
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The demand from first time buyers has been driven by their poor experience during the first 
lockdown in 2020. A sizable number were furloughed and those who were self-employed 
struggled to access Government grants and loans – this experience has been a key driver for 
pharmacists to secure their long term future through pharmacy ownership.
 
It is heartening to see the banks still actively supporting the pharmacy profession. Funding 
remains available for acquiring pharmacies and bank appointed valuers are mostly supporting 
the goodwill values calculated by Hutchings. Pharmacy has long been a green light sector for 
the banking profession and even in the current economic climate it continues to be so.

The lending stance does vary markedly from bank to bank hence it is vital to engage an 
independent agent to source and negotiate the most appropriate option for you.’ 

Market Predictions For The Next 12 Months
The pharmacy sales market has remained extremely robust 
since the start of the pandemic buoyed both by an increased 
demand from buyers keen to acquire in a sector which 
has performed outstandingly well under dif�cult trading 
conditions and banks continued desire to lend. Despite on-
going Government funding uncertainty, workload pressures 
and competition from internet-based pharmacies, buyers 
of all types have a growing desire to invest in their future 
through pharmacy business acquisition. 

“We anticipate an increase in  
the number of pharmacies  
coming onto the market”

As we hopefully return to some normality in our lives 
and the wider economic outlook starts to improve, we 
anticipate an increase in the number of pharmacies 
coming onto the market as owners take the opportunity 
to move forwards with their business and retirement 
plans. It is unknown at this stage if any rumoured large-
scale disposal of pharmacy chains such as Lloyds will 
affect the market but any rapid increase in the volume 
of pharmacies available to the general market could 
potentially impact Goodwill sale prices. In the immediate 
short term, whilst the lack of quality pharmacies for sale 
continues, we anticipate a further stabilisation if not 
a further increase in goodwill values. Those pharmacy 
owners considering a sale would be wise to consider 
taking advantage of the current conditions in order to 
maximise their sale price through either targeted off 
market disposals or a competitive offer tender process.



What Hutchings’ clients 
say about them

HERE’S WHY NPA MEMBERS  
ARE THE BEST SUPPORTED

INDEPENDENT PHARMACIES

To view all the NPA member benefits visit 
www.npa.co.uk/memberbenefits
To join the NPA call 01727 795 914

As a trade association, the NPA truly belongs to 
its members. With no shareholders to satisfy, our 
only priority is to help independent community 
pharmacies to prosper, for the benefit of their 
patients. 

As a not-for-profit organisation, all proceeds 
generated by the NPA are invested back into 
services and resources for NPA members. 
That’s why the NPA can offer so many 
benefits.

HELPING YOU

TRAINING AND 
DEVELOPMENT

PROTECTION

REPRESENTATION

H

 SUPPORT 
AND ADVICE
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What Hutchings’ clients 
say about them

PRICE 
If we had not come to Hutchings, we probably 

would have accepted a lower offer as we did not 
know the true value of our business. Having an 

agent with your experience and expertise helped 
us gain nearly £500,000 more. There is no way 

we could have done this on our own.

Mrs F. Akinwumi & Mr O. Olojede
Greenwich, London

OUR PEOPLE

“Scott from Hutchings was there with us offering 
support at each step of the sale process…”

“Luke, you handled the sale and obtained 10 offers 
for me from serious buyers…”

“Extremely friendly and helpful, Alan helped 
us all the way. He was there for us 24/7…”

CONFIDENTIALITY
We were very impressed that from the minute 

the shop was marketed until completion, 
confidentiality was maintained, no-one had a 

clue we were selling which we really appreciated.  
We were also very happy with the price 

you obtained for us.

Graham and Lorna Turnbull
West Linton, Peebleshire

PRICE
I contacted Hutchings as I had been struggling 

with a private sale. They took all the issues on board, 
vetted the buyer to ensure suffi cient funds were 

available, re-negotiated the deal and improved the 
terms and conditions. This resulted in us securing a 

substantial deposit from the buyer as well as 
negotiating a higher price than originally offered.

Richard Marsden
Ripon, North Yorkshire

SERVICE
From beginning to end we were happy with the 

service provided by Hutchings Consultants. 
To receive eight offers in a timely fashion for all 
six of our pharmacies in the current climate is a 

reflection of Hutchings Consultants professionalism, 
hard work and negotiation skills.

Nick Denny
Joint Chief Exec at East of 

England Co-operative Society

SERVICE
I want to thank you and your firm for all the 

help given to me during the sale of my pharmacy. 
All aspects of dealing with Hutching Consultants 

were perfect. You found me a buyer and I was happy 
with the price achieved. In fact I have already 
recommended you to someone who asked me 

how the sale went.

Mr Chauhan
Finchley, London
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Recent Sales
A selection of recent sales brokered by Hutchings Consultants

The successful sale of 22 Health Centre & High Street 
based pharmacies with a total turnover of circa. £20m 
on behalf of Co-Op Mid Counties has now completed.

Hambleton Pharmacy, 
Lancashire

• Turnover circa. £1.1m

• Dispensing 10,952 items  
 per month

• Co-located with 
 village surgery

SOLD Amber Pharmacy, 
Derbyshire

• Health Centre based  
 pharmacy

• Projected Turnover  
 £1.25m

• Unopposed location

SOLD

Gohil Pharmacy, 
Gloucestershire

• Turnover circa. £2.1m

• Dispensing over 20,000  
 items per month

• Next door to Health  
 Centre

SOLD Green Lane Pharmacy, 
Merseyside

• Turnover £2.13m

• Dispensing 18,459 items  
 per month

• Close to city centre

SOLD

Spixworth Pharmacy, 
Norfolk
• Unopposed Pharmacy

• Turnover circa. £700k

• Dispensing 7,555 items  
 per month

SOLD Huccleclote Pharmacy, 
Gloucestershire
• Retirement sale

• Turnover £1.1m

• Dispensing 9,332 items  
 per month

SOLD

Southcroft Chemist, 
London

• Turnover circa. £530k

• High Street shop

• Dispensing 4,299 items  
 per month

SOLD Village Pharmacy, Kent

• Combined Pharmacy &  
 Private Dental Practice

• Combined Turnover  
 £1.15m

• Dispensing 8,739 items  
 per month

SOLD

SOLD
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4.

Private Deals 
The current high demand has led to many pharmacy owners being approached directly by someone hoping to 
buy their business. However, in a competitive market such as this, the best price a pharmacy can achieve will 
never be the �rst offer on the table. Methods to realise a pharmacy’s full potential include creating a competitive 
bidding process between multiple interested parties, or liaising directly with known, active buyers in your region 
to ascertain any additional premium they might pay for your location. If you are considering a private deal, 
make sure you know the answer to these 6 questions before you agree to anything.

Is the offer genuine?  
Sometimes the “emotional desire” to get on the ladder can result in an initial offer that, 
following some more detailed analysis of the target pharmacy, cannot be supported by the buyer. 
It could be a genuine case that the buyer has been too keen or hasty, or in rarer situations, it can 
be a deliberate attempt to “hook” the seller and back them into a dif�cult position later in the 
deal when you may feel you are too far into proceedings or too committed �nancially to back out.

01

Do they have the necessary funds to complete?  
Have they shown you credible proof that they have access to the level of deposit monies that 
would be required by a lending bank and how much will they need? This needs to be considered in 
relation to the fair maintainable pro�ts of your business, incorporating any adjustments necessary 
such as market rent if you own the freehold and a reasonable pharmacist salary if you are trading 
as a limited company to name a few.

02

Are you 100% clear what is actually being offered to you? 
There is considerable room for confusion when it comes to what is actually offered on the table 
by the buyer – particularly as the majority of pharmacists now trade under limited companies. 
The net assets or liabilities must be taken into account when considering whether an offer is 
comparable to market levels and moreover there needs to be a clear understanding of how those 
net current assets will be paid for by the buyer.

03

Are you getting the maximum price for your business and hard work? 
Establishing the true market value of a pharmacy is a complex process. In any sale, the term 
“market value” is another way of saying “what will someone pay?” To �nd this out, your pharmacy 
must either be assessed or taken to market to gauge. In the pharmacy sector, nearly all deals are 
completed in excess of the lending banks valuations. This might seem like a nice problem to have, 
but in practice, it means that even an offer that looks attractive at �rst glance may still result in 
drastically underselling your business.

04

What safeguards do you have in place?  
In order for you to consider parting with your most valuable asset, do you trust them and have 
they signed a con�dentiality agreement? The buyer should be willing to stake a deposit in order 
to secure the deal if they are serious. This should be suf�cient an amount and the terms and 
conditions of the deposit tight enough that it encourages the buyer to progress the deal quickly 
and at the price that was originally offered.

05

What advice will you receive around the terms of deal? 
Price is just one element of an overall sale. There will be many aspects up for negotiation and 
some can have reaching implications, even lasting many years after the sale has completed. What 
is a reasonable timescale for your exposure on these elements and what should the monetary 
ceiling be? Seeking advice from pharmacy industry experts will help ensure you fully understand 
your �nancial and legal obligations during and long after the sale. Pharmacy is not a typical 
business transaction and should not be treated as such.

06

Recent Sales 
A selection of recent sales brokered by Hutchings Consultants



Taxation - What’s changing?
From Hutchings Accountants Ltd

Capital Gains Tax Relief: 
You may think you will qualify for Business Asset Disposal Relief (formerly known as Entrepreneur’s 
Relief) when you sell the shares in your pharmacy, meaning you only pay 10% tax on the gain you 
make when certain conditions are met. However there are circumstances where you may not qualify 
for the relief, for example when you are trading through a limited company which also owns other 
assets besides the pharmacy or has a high level of cash at the point of sale. 

If you think any of this could apply to you, make sure you identify the problem and take action 
before you sell your pharmacy to ensure you qualify for this valuable relief. If you would like us to 
look at this for you then please send us a copy of your latest accounts which we can review and  
tell you if we identify any issues. All information you send to us is, as always, treated in the  
strictest con�dence.

In last year’s budget, the Government changed the name of the relief from Entrepreneur’s Relief to 
Business Asset Disposal Relief (BADR), and reduced the lifetime limit from £10M to £1M, meaning 
the relief is now only available on the �rst million pounds of gains on the sale of your pharmacy.

Following the COVID-19 lockdown the Chancellor has admitted that the UK is grappling with 
something that is unprecedented. With the UK having to borrow hundreds of billions the Chancellor 
will need to �nd ways of raising revenue. The Chancellor has commissioned a review on capital gains 
tax, which is an obvious choice for change as it is currently charged at lower rates than income tax. 
It is possible that the government will introduce further changes to the relief, or they may abolish 
it completely. To put this in perspective, under current legislation if you made a gain of £1m on the 
sale of your pharmacy and you quali�ed for BADR you would only expect to pay tax of £100K (10%). 
However, if the relief is scrapped your tax bill could soar.

If you are thinking of selling your pharmacy but haven’t decided when, it’s worth bearing in mind 
that ER may not be around forever and your tax bill could double without it.

Corporation Tax: 
The Chancellor announced an increase in the main corporation tax rate from 19 to 25 percent with 
effect from 1 April 2023. However, the 19 percent rate will continue to apply to companies with 
pro�ts of not more than £50,000, with marginal relief for pro�ts of up to £250,000. The Government 
notes that this will remain the lowest rate in the G7. 

Capital Allowances: 
Another surprise announcement in the last budget was the introduction of a new super-deduction of 
130% for qualifying capital expenditure. This new measure is only temporarily being introduced for 
two years for expenditure from 1 April 2021 to 31 March 2023. This will allow a 130% deduction for 
investments which would normally qualify for 18% plant and machinery writing down allowances. 
The new rules also allow for a �rst year allowance of 50% on special rate pool expenditure (which 
normally only attracts 6% writing down allowances).

Loss Relief: 
There has also been an extension of loss relief carry-back to 3 years from the previous one year limit. 
As the rate of corporation tax is set to rise over the coming years, with increased capital allowances 
and an extension of loss relief carry back, it’s advisable to see if there is an opportunity to reduce 
your corporation tax liability and maybe even get a corporation tax refund!
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Making Tax Digital: 
Since April 2019 most VAT registered businesses in the UK have been required to submit their 
VAT returns and details of their sales and purchases using MTD compliant software. For many 
businesses, this has meant a move away from desktop or manual systems and onto cloud 
based accounting software. From 6th April 2021 there is a further requirement for businesses 
to have in place digital links between all parts of their MTD compatible software.

If you haven’t made the move already, consider acting now. With 
the right advice and support, switching to a compliant cloud based 
accounting system can provide many benefits to your business, 
allowing you to get better quality accounting information with 
less effort and at a lower cost. 

IR35: 
In 2017 HMRC announced major changes to the IR35 regulations 
affecting the use of self-employed and non-permanent workers in 
the public sector and indicated that these changes were likely to 
be rolled out to the private sector next. Whereas it was previously 
for the contractor to decide their employment status and tax 
arrangements, from April 2021 it is now the responsibility of 
the client to determine this and deduct the appropriate taxes, 
unless they qualify as a small company. This will affect pharmacy 
businesses who use locums and don’t qualify as small companies.

If you use contractors or self-employed workers in your business, 
e.g. locums, it’s a good idea to confirm tax and national 
insurance is being accounted for correctly, and take specialist 
advice where necessary. 

All in all, selling your pharmacy business is likely to be the 
biggest financial transaction you will ever undertake, and the tax 
implications can vary depending on your individual circumstances. 
If you’re thinking of selling it’s very important to take specialist 
professional advice at an early stage, so you can understand the factors affecting the value of 
your pharmacy and structure your sale tax efficiently to make sure you take advantages of all 
available reliefs and deductions. In fact the earlier you look at this, the more opportunities 
there are to improve your pharmacy value before sale and pay less tax when you do sell.

Hutchings Accountants are specialists in pharmacy sales, with many years’ experience helping 
business owners grow their pharmacy’s potential and prepare for sale. Our advice has helped 
clients save hundreds of thousands of pounds in tax, walking away from their sales with 
considerably more money in their pockets.

If you would like a free consultation with one of the Hutchings Accountants team, please 
send a copy of your latest accounts to info@hutchingsaccountants.com. All the information 
you send is treated in the strictest confidence in accordance with the company’s privacy 
policy. A pharmacy specialist accountant will carry out a review of your accounts and tax 
position, and go through their recommendations on the steps you need to take to make your 
sale as profitable as possible!
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Help to Sell Scheme for Pharmacy Sellers

This new unique service allows you to market and sell your pharmacy 
without paying any agency, accountancy or legal fees until your sale has completed. Never 
before have pharmacy industry experts teamed up to provide a 360°degree service for the 
sale of your pharmacy, all on a no sale no fee basis. 

This scheme removes all of the risk from you when approaching the market and provides 
total clarity as to the fees you will pay on successful completion, before you start. If for 
any reason your pharmacy does not sell, you will not be liable to any agent’s, accountant’s, 
or solicitor’s fees. Furthermore, utilising our in-house expertise, and that of our pharmacy 
specialist legal partners Clarke Mairs LLP and accounting partner Hutchings Accountants, 
we will ensure your pharmacy is in the best possible shape to achieve the maximum market 
value, while simultaneously mitigating almost every foreseeable hold up, reducing your 
stress levels and letting you focus on running your business.

The companies providing the Help To Sell Scheme 
are:

Hutchings Consultants
Hutchings Consultants are pharmacy brokers and valuers. The pharmacies they sell and act as 
sales agent for, range all the way from £300,000 turnover for single shops, through to groups 
with turnover reaching £100M. The Firm deal exclusively with pharmacies and as such are  
true experts in this field. Hutchings Consultants are also recommended by the NPA to its 
members for all matters relating to the selling and buying of pharmacy businesses across the 
Uk. They are currently the only NPA business partner to reach Platinum Status.
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Anne Hutchings
Managing Director

Tel: (01494) 722 224 (ext. 48)
DD: (01494) 422 848
Email: Anne@HutchingsConsultants.com



Clarke Mairs
Clarke Mairs LLP is a commercial law firm acting throughout the UK providing legal services to 
pharmacy businesses and individuals nationwide. Specialising in pharmacy transactions, they 
can assist you at all stages, whether it is an asset sale or selling the company that owns the 
pharmacy business. They can also review your premises lease and help negotiate a new lease 
if applicable. Clarke Mairs pride themselves on providing a first class legal service which is 
practical and specific to their clients’ needs.

Contact: Tim Clarke, Partner, Clarke Mairs LLP
tjc@clarkemairs.com | 0191 245 4730

Hutchings Accountants
Hutchings Accountants are a firm of pharmacy specialist accountants and tax advisors with 
over 30 years’ experience. They can structure your sale to help minimise your tax liabilities, 
advise on excess cash in the business, help with due diligence requirements and prepare final 
accounts with net asset adjustments. Hutchings Accountants are a recommended business 
partner to the NPA and its members.

Contact: Atif Butt (ACCA), Senior Accountant, Hutchings Accountants
atif@hutchingsaccountants.com | 01494 422855

To take advantage of the Help To Sell Scheme, please contact our managing director, Anne 
Hutchings, personally and confidentially using her contact details overleaf. We have also 
provided contact information for Tim Clarke of Clarke Mairs and Atif Butt of Hutchings 
Accountants, in case you would prefer to start your journey to sell from a legal or financial 
perspective. We look forward to discussing your circumstances and working together on your 
personal plan.
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