
When Is the Best Time to Sell Your Medical Practice? 

Timing is one of the biggest factors in a sale. Sell too early, and you leave money on the table. Sell too 

late, and your number will drop. Timing changes everything. 

This guide walks you through the signs showing when is a good time to sell. It also covers how to prepare 

your practice for sale once you have made that decision. 

Why Timing Affects Your Final Price 

The value of a medical practice isn’t based on a single number. It's valued on trends. Buyers want to see 

growth, not decline. They want stable earnings, not a dip in revenue right before you list. 

That's why so many advisors treat the timing of a medical practice sale as a strategic decision. It’s not 

just a personal one. The right timing can increase your medical practice value by a real margin. The 

wrong timing can quickly reduce it.  

Signs It Might Be the Right Time to Sell 

A few clear signals tend to show up when timing works in your favor. 

●​ Revenue and EBITDA are trending up. Not flat or declining 

●​ Patient volume is steady or growing, with strong retention 

●​ Buyer interest in your specialty right now is high 

●​ Your energy for running the business is fading, even if clinical work still feels satisfying 

●​ You've already started to prepare the practice for sale, with clean records 

None of these signs need to be perfect. But when several line up at once, it's worth a real conversation 

with an advisor. 

Signs It Might Be Too Early 

Selling too soon can leave money on the table. Watch for these signs first: 

●​ Revenue has grown recently, but a trend isn't established yet 

●​ Your team still leans on you for daily decisions 

●​ Financial records aren't completely organized 

●​ You haven't taken steps to increase EBITDA in the past year or two 

●​ You haven't gotten a professional valuation yet 

Waiting even twelve to twenty-four months in these cases may change your outcome. 



Signs It Might Be Too Late 

Some owners wait past the ideal window without realizing it. These warning signs often show up too late 

to fix promptly: 

●​ Revenue has started to flatten or dip 

●​ Burnout is affecting patient care or staff morale 

●​ Equipment or facilities need costly upgrades  

●​ Competitors in your area are actively expanding 

●​ Health concerns are making the decision for you 

If any of these sound familiar, start the conversation now. Don't wait for a better moment that might not 

come. 

How Retirement Timing Plays a Role 

For many physicians, the decision to sell is directly tied to retirement. Thoughtful physician retirement 

planning usually starts long before an actual exit. That extra runway gives you room to fix weaker spots 

and strengthen your numbers first. 

Physicians who plan retirement and a sale together tend to get better results. Those who treat the two 

as separate, last-minute decisions typically don't. 

The Market Side of Timing 

Your own readiness is only half the equation. The market also matters. 

Market Factor ​ Why It Matters 

Buyer demand in your specialty More active buyers usually means stronger offers 

Interest rates Affect how buyers finance and structure deals 

Consolidation trends Specialties seeing heavy consolidation often draw premium 
offers 

Local competition A crowded market can impact your valuation 

An advisor who tracks these trends can tell you whether now is a good window, or whether waiting 

could work in your favor. 

Building Value Before You List 

Whether you are selling in six months or six years, the same valuation tips apply. Focus on the 

fundamentals buyers actually care about. 



●​ Strengthen your financial records and keep them up to date 

●​ Work on ways to increase EBITDA through smarter operations 

●​ Reduce how much the practice depends on you personally 

●​ Improve patient retention and payer mix 

Get a professional valuation to see where you stand today 

These steps help you maximize practice value no matter when you decide to sell. They also give you 

flexibility. A well-prepared practice can move fast when the right offer is made. 

Why Exit Planning Should Start Early 

Many physicians treat the sale itself as the finish line. It really is one part of a longer process. Strong exit 

planning covers far more than just a purchase price. That includes your role after closing and your tax 

strategy. You must also consider how the transition affects your patients and staff. 

The same goes for practice succession, especially if you consider selling to a partner rather than an 

outside buyer. Each path has its own timeline. Starting early gives you leeway to compare both entirely. 

Why Work With an Advisor Before You Decide 

Timing a sale well takes more than gut instinct. It takes real data on your practice and the market. A 

specialized advisor can tell you honestly whether now is the right time. Or whether added preparation 

could raise your final number. 

Ellis & Associates helps physicians across specialties prepare their practice, evaluate timing and move 

forward once the moment is right. 

Final Thoughts 

There is no single perfect time to sell a medical practice. But there are clear signs that point toward a 

strong window. There are clear signs too, that suggest you should wait. Paying attention to both puts you 

in control of the timeline. 

Ellis & Associates can help you figure out where you stand right now. Request a valuation or schedule a 

consultation to talk through your plan and know all of your options. 

Frequently Asked Questions 

How do I know if it's the right time to sell my medical practice?  

Look for steady or growing revenue. Look for strong patient retention. Look for active buyer interest in 

your specialty. A professional valuation is the best way to determine where you stand. 

Does waiting longer always increase my practice's value?  



Not always. Waiting helps if you are actively improving the fundamentals. Waiting without a plan can 

make the value slip, especially if aging equipment or burnout begin to show. 

How does retirement planning affect the sale timeline?  

Physicians who plan retirement several years ahead usually have more time to raise the value of their 

practice first. Last-minute exits often bring lower offers. 

Should I get a valuation even if I'm not ready to sell yet? 

 Yes. A valuation tells you exactly where your practice stands today. It also highlights what to fix before 

you list, whether that is next year or five years from now. 
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