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Buying a Pet 
Care Business
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Understanding the Purchase 
Process
As someone looking to purchase a pet care 
business, you may see the steps involved and feel 
a little intimidated. That’s understandable. But, 
it’s important to remember that what may be 
a totally new experience for you, is one we are 
experts at. 

Our team guides you step-by-step through the 
process in a way that is both informative and 
reassuring. At no point in the process are you “on 
your own”. 

While every transaction is unique, in general, the 
process flows as follows:

1. Identification. We help you find a business 
that meets your needs, financial ability and 
matches your philosophy of pet care in your 
desired location. We can provide financial 
analysis tailored to your personal situation 
including: down payment requirement, 
loan payments, personal/family income 
needs and if a particular business generates 
enough cash flow to support your needs.  
We also dissect any pet care business 
to show its strengths, weaknesses and 
future opportunities. Because of our vast, 

Process Overview
There are a number of steps involved in buying a pet care business. By learning about the process 
before you begin, you can work more effectively with our team at National Kennel Sales & 
Appraisals to help ensure a fast, efficient and seamless transaction.

long-term experience in this industry, we 
bring considerable value to your facility 
identification process. We are not here to 
simply “sell” you something, we are here to 
educate you about the industry and pros and 
cons of each listing.

2. Review of presentation package. You will 
be provided with presentation packages on 
our listings that are quite comprehensive 
with details on history of the business, 
services provided, employees, operational 
information, competition, seller’s role, 
financial analysis, price justification, 
expansion opportunities, real estate or lease 
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Confidentiality and the 
importance thereof
Before we start working with you, we’ll have you 
complete a buyer profile. We require you sign 
a Non-Disclosure Agreement (NDA) to keep 
all information we provide you on businesses 
completely confidential. You cannot share 
information about any business (not even the 
fact that it’s for sale) with anybody (other than 
licensed advisors; attorney or CPA) without 
them signing a NDA as well. NDAs are standard 
process for a professional business brokerage or 
M&A Firm. 

The Benefits of an NDA:
1. Signing an NDA separates you from the  

‘tire kickers’.

2. Most closely held businesses are on the 
market confidentially. Sellers are very 
concerned about their staff or customers 
learning of an impending sale as this can 
have a negative impact on the business. 

3. It is in your best interest that a business you’re 
purchasing is fully intact and not negatively 
affected by rumors of an impending sale 
that can result in employees resigning or 
customers being confused about the future of 
the business.

4. We only work with buyers who understand 
the process and act professionally during it.

Ultimately, the NDA is good for everyone involved.

The Benefits of a Buyer Profile
• The buyer profile gives us information 

about your past professional career, pet 
industry experience (if any) and your buying 
preferences.  

• The profile lets us present listings that fit 
your profile, even ones that are not publicly 
marketed. 

Are You Ready?
Buying a pet care facility is a fairly involved process. However, for those who are ready to put in the 
time, effort and capitol, it can be a tremendous investment into this fast growing industry. In order 
to find and purchase the perfect business for your needs, you need to be well educated in the process 
and prepared to make a commitment.

• The profile assists us in determining your 
“purchasing power”, both in terms of financial 
capacity and experience level. Listings have 
varied financial and skillset requirements and 
we can quickly determine what listings are 
within range and present those targets to 
you.

• The profile is not shared with a seller until you 
are ready to tour the facility. At that point, 
providing this information to the seller allows 
them to build trust in you and take you more 
seriously than the myriad of ‘lookey-loos’.
The profile is also important for a seller to 
determine if you are a good fit to purchase 
the brand they have built and to take over 
their employees, pets and clients.

Next Steps
Are you ready to commit the time, effort and 
capitol needed to purchase a pet care business? 
If so, we’re eager to provide the skilled assistance 
that will ensure you find the perfect opportunity. 

Contact us today at 877.690.3647 or 
teija@nationalkennelsales.com and let’s talk 
about your goals.

Keep reading for more information in our 
buyer’s series, “Buying a Pet Care Business: 
Process Overview,” which describes the steps 
we’ll walk you through in purchasing a pet  
care facility.  

It’s our experience that only about 10% 
of prospects, who indicate to be ‘serious’ 
buyers, end up making a business purchase. 
If you’ve done your homework, and are ready 
to pursue a pet care facility acquisition 
when the right opportunity presents itself, 
National Kennel Sales & Appraisals can 
make your dream come true!
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information. The packages also have pictures 
of the entire facility, residence (if applicable), 
real estate and property. The package will 
give you a clear portrayal of the facility and 
you’ll quickly know if it fits your needs and 
wants.  

3. Review of financials. Once you’ve identified 
a listing that fits your basic needs, we 
will provide financials for the past three 
years upon receipt of a personal financial 
statement from you. The financials are 
based on the company’s tax returns and 
Year-To-Date Income Statement identifying 
all revenue streams (boarding, daycare, 
grooming, etc.) and expense categories. We 
show all adjustments of income or expenses 
that will not continue for a buyer so you can 
clearly see what the financial reward of the 
investment would be for you. This type of 
financial statement is called a Recasted 
Income Statement and it calculates the 
Seller’s Discretionary Earnings (SDE) and/or 
Earnings Before Interest, Taxes, Depreciation 
and Amortization (EBITDA). SDE and 
EBITDA are the two benchmarks of business 
valuation and ROI calculation.

4. Tour & pre-qualification.  After review of the 
presentation package and financials, if you’re 
still interested in a particular listing, we’ll 
coordinate a tour of the property and  have 
you meet with the seller. Prior to scheduling 
the tour, we will have one of our lenders do a 
pre-qualification to assure that the potential 
transaction will obtain financing; this process 
gives both buyer and seller credibility in the 
deal. We have excellent relationships with 
several SBA and conventional lenders and 
the process can be completed in 24-48 hours. 
Once the lender gives us the green light, we 
will schedule the tour and prepare you for it.  

5. Offer & negotiations.  If the tour meets your 
expectations, it’s time to make an offer! Initial 
offers are made in the form of a Letter of 
Intent and once the basic terms of a deal are 
successfully agreed to by both the buyer and 
seller, we draft the legally binding purchase 
agreements for your attorney review. After 
the contracts are signed, escrow is opened 
and earnest money deposited, the listing is 
officially “under contract”. During this process 
we conduct all negotiations and assist in 
mediating any roadblocks. By understanding 
both parties motivations and requirements, 
we can structure a transaction to satisfy  
both sides. 

6. Due diligence. After the listing is under 
contract, Due Diligence phase begins. This 
is a 30-45 day process, during which you will 
investigate the business and real estate, 
and if any surprises come up that can’t be 
remedied, you can cancel the purchase 
contract and receive a full earnest money 
refund. It is during this period that you 
make your final purchasing decision. Our 
firm will have collected a comprehensive 
set of documents from the seller and these 
documents will be provided to you for 
analysis. The documents consists of business 
financial information for the past three 
years in the form of tax returns, federal/
state required form filings, employee 
census, insurance policies, bank statements, 
kennel software reports, real estate related 
documents (appraisals, survey, deed, SUPs, 
etc.) and anything else relevant to the 
particular business you’re buying. During this 
time we will also accommodate conference 
calls with the seller to answer  questions and 
provide more insight into the business. For 
the real estate, we will assist with ordering 
appropriate inspections, title work, etc.

7. Financing. We have strong relationships 
with SBA and conventional lenders and will 
provide assistance with all documents related 

to the loan application. As experts in SBA 
financing, we know how to structure a loan 
application for a positive approval and how 
to complete required documents without 
errors. The lender will order a business and 
real estate appraisal to substantiate the 
contract price and if either “falls short”, we 
will offer remedies to both parties to keep the 
transaction together. If, for some unforeseen 
reason, the appraisals do not substantiate 
the contract price, and a mutually agreeable 
remedy can’t be negotiated, you have the 
right to cancel the contract and receive a 
refund of your earnest money.

8. Closing process. You will be assigned a 
team member who will work with you closely 
regarding due diligence, financing and the 
entire closing process. The team member 
will, with your help, obtain all necessary 
federal, state and local accounts and licenses 
(including a kennel license if required) to 
allow you to legally take over the business, 
as well as assist with insurance, merchant 
services, employment accounts, payroll set 
up, etc.  After all lender required items are 
completed, and you have obtained all your 
legal licenses, we will schedule the actual 
closing date and coordinate the transition 
with the seller.

9. Transition. To ensure that you assume your 
role as the new owner smoothly, we assist 
with post-closing tasks and any issues that 
might arise.  

It’s important to keep in mind that the purchase 
of a pet care business takes time. We understand 
that when you’ve done all your research and are 
committed to buying a pet care business, you 
want the transaction to take place quickly, and 
we do all we can to streamline and simplify  
the process. 

Depending on financing, a transaction can take 
from 45 to 90 days from the time a contract is 
signed to closing.  Business-only transactions go 
faster; deals involving real estate take longer.

Avoiding Potential Pitfalls
One of the biggest benefits of working with 
National Kennel Sales & Appraisals is that we 
are skilled in preparing you for—and possibly 
steering you clear of—potential pitfalls. What 
are these challenges? The most common ones 
include:

• Financial scrutiny. Obtaining a loan requires 
an in-depth examination of your finances 
that some buyers find uncomfortable. 
Unfortunately, there’s no way around it. 
However, knowing what to expect can help 
you prepare for having your finances under 
the microscope.

• The seller’s emotions. Parting with a pet care 
business tends to generate a wide variety of 
strong emotions in the seller, from excitement 
and joy, to fear and sadness. We manage 
these fluctuating emotions and keep the 
transaction moving forward smoothly. 

• New information coming to light. In some 
cases, what you thought was the perfect 
pet care business for you, turns out not to be 
when certain details are uncovered during 
due diligence. However, it’s better to back  
out of a purchase than to make one you 
regret later.

We have an exceptionally high closing rate 
because we only work with buyers and sellers who 
are open, honest, prepared and committed to 
making the transaction work. Nevertheless, it’s 
important to be aware of all the possibilities as 
you move through the sales process. 

Next Steps
When you’ve reached the point where you are 
committed to making a purchase, we can guide 
you through the process. Contact us at 
teija@nationalkennelsales.com or
877.690.3647 to get started.

Keep reading for more information in our 
buyer’s series, “Buying a Pet Care Business: 
Choosing the Right Facility,” which covers how 
to find the business that will meet your needs.  
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Choosing the Right Facility
At National Kennel Sales & Appraisals, we are highly skilled at helping buyers identify the right pet 
care business for them. We understand both the joy and the challenges of owning and operating 
a facility; that is why we provide our frank assessment of any business you are considering, and 
maintain complete transparency throughout the sales process. 

Finding the Business that 
Meets Your Needs
They say information is power, and nowhere is 
that more true than when buying a business. In-
depth research is the key to finding the perfect 
business for your wants and needs. The following 
will help you make a solid acquisition decision:

• Focus on the numbers. While you may love 
the location, the facility and other aspects 
of a pet care business, at the end of the day, 
it has to generate enough revenue to service 
the loan and support your particular lifestyle. 
That’s why one facility is suitable for one 
buyer but not another.

• Do your homework. It’s critical that you 
start thinking carefully about exactly what 
you want. From there, we work with you to 
compare your list of requirements with the 
attributes of any facility you are interested in.  
Keep in mind that you will not get everything 
on your list; it’s important to know what your 
top one to three most important items are 
and be flexible about the rest.  

• Be patient. Snap decisions are rarely good 
ones. It’s important that you take your time 
and make an offer only when you’re sure a 
business is right for you. On the other hand, 

don’t be afflicted with ‘analysis paralysis’ – 
good opportunities don’t stay on the market 
long, so be prepared to make an offer and do 
the in-depth research during due diligence.

• Be realistic. It’s important to know your 
personal and professional skillset to avoid 
purchasing a business you are not ready 
to operate and grow. Business ownership 
demands a large variety of skills and the 
more realistic you are about what you can 
take on, the lower your chance of making  
a mistake.

• Obtain industry experience. If you don’t have 
pet care industry experience, get it quickly!  
Offer to volunteer at a facility, read books, 
hire a consultant, take business classes or 
attend a conference. This industry is about 
much more than “loving dogs”! 

Assessing the Viability  
of a Business
Buying a pet care business is both an art and a 
science. It’s about finding the situation where the 
financials make sense but also where the facility’s 
approach to its operations and its values align 
with yours. Here are some factors to look for: 

• Financial performance that justifies  
the asking price


• Revenues and client base that  

are steadily growing

• Expenses that are aligned with  
industry averages

• A business philosophy that matches yours

• Room for improvement that can drive future 
revenue, value and growth

• A well-trained staff willing to stay  
on after the sale

• A facility that is in full compliance  
with zoning and licensing requirements

• An owner who is willing to sign a “non-
compete” agreement and stay for a while  
to assist with transition

And, it’s easy to overlook red flags when you’re 
eager to purchase a pet care business. One of 
our jobs is to serve as the “voice of reason” when 
your heart, rather than your head, is starting to 
drive your decision making. Some of issues that 
may be cause for concern are:

• Owner who is still heavily involved and is the 
face of the business

• Owner who seems very emotionally attached

• Revenues that are not growing or even  
worse, declining

• Cash flow doesn’t support your needs 

• Zoning or licensing incompliance

• High staff turnover or very small staff 

Together, we’ll make sure you find the right 
business and acquire it for the right price.

Next Steps
To find the pet care business you’ve been 
dreaming about, contact us at 877.690.3647 or 
teija@nationalkennelsales.com. We can help 
make that dream a reality!

business growth

We are the only brokerage that 
focuses exclusively on pet care facility 

transactions.


