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   Pin and Tonics Acupuncture & Herbs, LLC
   Contact: Leah Michel, LAc 

   (541) 523-5740 
   pinandtonicsbc@gmail.com 
 
Strategy: Seeks Acquisition Average Gross Yearly Revenue (3 years): $94,700+ 
Office Location: Baker City, OR Average Monthly Revenue / Expenses: $7,895 / $2,315 
Website: SellingAPractice.com/PinAndTonics Asking Price: $74,950

 
Summary  
Unique opportunity to own a lucrative, high-net practice in gorgeous 
and tranquil eastern Oregon. Pin and Tonics Acupuncture & Herbs 
(Pin and Tonics), currently the acupuncture and traditional Chinese 
medicine practice of Leah Michel, is located in the eastern center of 
Oregon, a couple of hours northwest of Boise, Idaho. With a health-
conscious population and consistent return business, the opportunity 
to have an abundant practice drawing from a large geographic area is 
available from the moment you step in. 
 
Imagine earning close to $100,000 per year working only 2½ days per 
week with up to 8 weeks off for vacation. No additional marketing 
necessary—the reputation of this practice keeps a steady flow of new 
patients streaming in. Low overhead, years of records and consistent 
patient flow mean you’ll continue to keep your costs predictably low. 
Add more hours, hire an associate and/or sublease some of your 
space, and you have the chance to add even more success to an 
already prosperous practice. 
 
Whether you are a practitioner who is just starting out or an 
established clinician with some years under your belt, Pin and Tonics 
offers you the chance to hit the ground running. Step into this rare, 
once-in-a-lifetime, turn-key opportunity to run the practice of your 
dreams in one of the most historic and serene areas in the country. 
Call or email us today, come by and spend some time with us, and be 
thriving in a month or two.  
 
The Setting  
Often called the “Queen City of Eastern Oregon,” Baker City is 
located 130 miles northwest of Boise and is the county of seat of 
greater Baker County. The area has a population of just over 16,000, 
and the clinic draws patients from up to an hour away. Baker City is a 
center of local tourism, with visitors attracted by nearby ghost towns, 
the Elkhorn Mountains, the Anthony Lakes Ski Area, the Eagle Cap 
Wilderness Area, the Hells Canyon Recreation Area, and the Snake 
River. The Miners Jubilee is held each year, and rodeos entertain in 
Baker City, nearby towns Haines and Halfway. Baker City also has an 
authentic Victorian business district, which is on the National 
Register of Historic Places, including the historic Geiser Grand 
Hotel. On the outskirts of Baker City is the National Oregon Trail 
Interpretive Center, which opened in 1992 and is administered by 
the Bureau of Land Management. 
 
The clinic is located on the “old main street” an area with much 
commercial business and traffic. It is in a complex within a quarter 
mile of the DMV, a law office, a credit union, hospice and home 
health facilities. The hospital, major medical clinics, the local high 
school and city and county offices are all within a quarter mile of the 
office. The office space consists of 2 treatment rooms, an ADA-
compliant bathroom (with two more bathrooms available in the 
lobby nearby), and a small reception area, The office also has ample 
parking. 

 
 
Patient Demographics 
Pin and Tonics is a non-specialty practice, seeing everything from 
subclinical and acute orthopedic conditions to chronic issues that 
have not responded to other medical interventions. The patient 
population has spanned from infants to great grandparents, and 
everyone in between. That said, the majority of the current patient 
load consists of women between the ages of 35 and 70, and the most 
common chief complaints are pain, fatigue, and autoimmune issues.  
 
Over the past few years the clinic has averaged about 25 patient visits 
per week. Eighty-five percent of the patient population has insurance 
that covers acupuncture while the remaining 15% pay in full at the 
time of service.   
 
Most patients are from communities within 25 miles of the office. 
Given the owner’s long history in the area, almost all patients are 
referred by word-of-mouth and area physicians, while some come 
through the practice’s online presence.  

The current owner is happy to provide years of past calendars to 
prove consistent patient volume.  
 
Modalities Utilized 
While trained in standard acupuncture and traditional Chinese 
medical techniques, the current owner has also studied and uses 
Master Tung points. She mostly treats patients with acupuncture, 
occasionally incorporating deep needling, motor points and electric 
stimulation. Herbal medicine in the form of patent formulas and 
cannabidiol (CBD) products are provided to a limited number of 
patients. (CBD products have been legal in Oregon since 2015.) 
 
Income and Expenses 
The following income and expense summaries are derived from an 
average of income and adjusted* expenses from 2017-2019. Note 
that Ms. Michel has office hours two and a half days per week and 
takes up to eight weeks off per year.  
 
Income 
Average gross yearly revenue (3 years): $94,700+ ($7,895/month)  
 
Expenses 
Average adjusted expenses: $27,785 yearly ($2,315/month)  

 
*Adjusted expenses are the net expenses that a new owner would 
have to take on in order to run the business at the same level of 
revenue as the current owner.  
 
Net Profit 
Average $66,958 per year (~$5,580 /month) 
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Pricing and Terms 
 
$74,950 OBO.  
 
The price is based on a conservative professional valuation over 
$75,000, with an average yearly gross of about $95,000 for the past 
several years. The owner’s motivation to sell in a timely fashion has 
allowed her to generously factor in a discount off of the average 
gross revenue for potential attrition and start-up costs on change of 
ownership. She expects the right person will retain her patients and 
transition smoothly, making this a great opportunity for the buyer. 
 
The purchase will be structured as an asset purchase agreement and 
may be drawn up between buyer and seller (preferred) or by 
attorneys, at the discretion and by agreement of both parties.  
 
Approval of the buyer is subject to a credit check, and loans from 
medical practice brokers, banks, or the Small Business 
Administration (SBA) may be available to finance the transaction 
depending on the buyer’s creditworthiness. The seller may also be 
willing to hold the loan given a significant down payment from the 
buyer. 
 
Upon purchase, the new owner will receive all patient records and 
equipment in addition to any supplement inventory. The current 
owner will also transfer to the new owner all clinic-related intellectual 
property, including the clinic phone number, website, the email 
address associated with the website, claimed Yelp page, Office Ally 
EHR and billing system, Unified Practice scheduling and charting 
system, MailChimp mass email application and clinic-related 
financials. 
 
The landlord is willing to transfer the lease and the current owner will 
facilitate interaction with the landlord in order to secure favorable 
lease terms. 
 
The current owner’s goal is to surrender the practice by the end of 
2020. She would be willing to stay on for a limited time to train a new 
owner in her techniques and to assist in the transition, if so desired 
by the new owner, at no additional cost. 
 
 

Opportunities for Growth 
 
While the current practice nets a healthy return, a motivated buyer 
could significantly increase their income upon acquisition through a 
number of simple changes. 
 

• Work more hours. The current owner has office hours two 
and half days per week with up to eight weeks of vacation, 
leaving plenty of room to work more hours in the clinic, 
which would obviously increase revenue.  

 
• Add additional practitioners. In addition to or in lieu of 

working more hours, the practice could easily support at 
least one more provider during the times when the office is 
unoccupied. 
 

• Add a room. The current owner works out of two treatment 
rooms, and a third room is available if needed.  
 

• Accept more insurance. The practice is proud to be a low-
maintenance practice taking in-network insurance. An 
enterprising new owner could attract more business by 
accepting and billing Veteran’s Administration, Medicaid, 
and MODA insurance. 

 
• Do some marketing. The practice does very little marketing 

outside of its web presence. There is a database and two file 
cabinets full of patient information that could be used for 
marketing directly to current and former patients, but the 
clinic has been busy enough that these resources have not 
been leveraged. Doing any kind of additional marketing 
would create more opportunities for an increase in new 
patients and a return of pre-existing patients. 

 
• Improve online presence. The current owner has been successful 

without putting too much effort into creating an ongoing 
online presence. More frequent blogging, improving the 
website, paid online marketing, adding social media and 
doing some email marketing all hold great potential to 
improve awareness of the clinic in order to generate more 
revenue. 

 
• Sell more supplements. A minority of patients currently take a 

limited smattering of patent herbal medicine and CBD 
products. Giving a greater percentage of patients the option 
of supplements offers another opportunity for increased 
revenue.  

 
 
 
Take advantage of this exceptional opportunity to run your own 
high-profit, low-maintenance clinic in gorgeous eastern Oregon. Call 
(541) 523-5740 or email pinandtonicsbc@gmail.com today. 
  

 


