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ATTENTION PRACTICE OWNERS:

An Emerging Market Opportunity
and The Keys To Ensuring Your
Practice Reaps The Benefits




David Hall

Co-Founder, GeniusVets
Founder, The SEO Effect

Written 8 Books on Marketing

 Named “Top 100 Marketing and Advertising
Influencer” by MARsum Conference

« Forbes Agency Council Member

« 20 years digital marketing for global
agencies, fortune brands, and veterinarians

« Featured speaker on business growth and

marketing
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and so many more...




Genius 2
&0 O Show

For Practice Owners and Industry Pros

Find the podcast on every
streaming platform.
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The Best Opportunity
You'll EVER See Is Coming




You may not be
feeling it yet...




Butlam

hoping to
Inspire you!




VETERINARY PRACTICE

OWNER SURVEY
The Results Are In
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We used this survey
to create a study
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Industry Study of High Performing
Veterinary Practice Owners Reveals

THE TRENDS, THREATS, AND
OPPORTUNITIES FACING VETERINARY

PRACTICE OWNERSHIP TODAY
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What trends do you think are impacting veterinary practice ownership now?




What threats do you think are impacting veterinary practice ownership now?
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What opportunities do you think are impacting veterinary practice ownership now?

Customer Service [ 38.1% ]
[ 19.0% ]

[ 17.5% ]

No Opportunities [ 14.3% ]
[ 11.1% ]

[ 7.9% ]

Virtual [ 6.3% ]
Revenue [ 4.8% ]

New Medicine 4.8%

Culture 3.2%

Practice Management [ 3.2% ]
Taxes [ 3.2% ]
Increasing Demand [ 3.2% ]
Self Improvement [ 3.2% ]




It’s Obvious That
Practice Owners
Are Feeling Pressue




It's Interesting and it's also understandable.
Especially considering that we're coming off of:

Three years of a COVID fueled surge in demand for pet care, that
has now cooled off
A feeding frenzy of acquisition activity, that has also cooled

Adjustments in service delivery from changes in both regulations

and emerging technologies
Cultural changes in the workforce

A shortfall of qualified staff

Plus an election year with differing opinions and divisive rhetoric
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LOOK UP!

A business owner’s #1
responsibility is to have a vision
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There are
current trends
that will breed

big opportunities.




CORPORATE ACQUISITIONS
OF INDEPENDENT PRACTICES

Trend and Threat




At one point there were 182 groups buying practices.
Arbitrage = Buy Low, Sell High.

The biggest groups would rather buy smaller groups,
as opposed to buying practices one by one.

A new business model emerged

« A PE group would put together $100M, for a 4 year fund,
with the thesis of buying 30-60 individual practices for a
15-20 multiple of EBITDA

* Once they owned them all, they could re-capitalize or sell,

to a much larger group for a 25-30 multiple of EBITDA.

That's arbitrage.




What They Said * What They Meant

“Don’t worry, we're not going “Don’'t |et the

to force you to do anything
different. We're here to help if

wheels fall off

you really need it, but we like
you just the way you are!”

until we sell you!”

Note: Most former owners were
given 2-3 year “earn out” contracts



The Music
Stopped Sooner
Than Expected

FTC started anti-competitive blockin

 Hiring doctors and staff was hard

« Money became expensive
e The demand curve flattened

« PE lost it's appetite




Time is running
out on former

owher contracts!




Sinking Ships
Who is the captain?




ISLANDS OF
OPPORTUNITY



LEVEL
UP

This big wave Is going to be the best
opportunity in our lifetimes for many
practices to level up!










In 4-6 years, this trend will
start to bring the acquirers
back in a stong way.




LESSONS FROM HISTORY

What the pharmaceutical
industry can teach us
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A Window of —
Opportunity




How To Take Maximum

Advantage Of This
Opportunity




BUILDING THE
[FRACTICﬂ
LYOU WANT

.,
oy

Clarify Your Mission

Cultivate Your Culture - Aligh Your Team
Business Ownership is Not On The Org Chart
Owners Work On The Business Not In The Business

All the things from Dr. Drake’s book



Next Step:
Look at

Veterinary
Customer
Journey




Let's take a little time
to step outside the
practice and look at it
from the perspective

of an outsider.
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From the perspective of the
client, veterinary care primarily
involves receiving and reacting

to INFORMATION.
9 |
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' - For your clients...

Veterinary care is about the delivery of
information first, and services second.



The average pet
owner has several
guestions a week
related to pet care

and pet health




How much time per
year on average does
a pet owner spend in
a veterinary practice?
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Google

Google Search I'm Feeling Lucky




PLEASE DON'T
CONFUSE YOUR

GOOGLE

SEARCH WITH MY
MEDICALDEGREE B




Shouldn’t

pet owners be
getting their pet
care advice from
a veterinarian?




*Customers

Commﬂr'xate




Outstanding Customer Service 'Customer
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Is your website
doing its job?




Delivering on the mission of

veterinary care

If the mission of veterinary care is to ensure that animals live healthy lives
and get the care they need, then job #1 is educating the pet parents.
This is the support they need most consistently throughout
their journey as a pet owner
This starts with your website. It's the foundation for your external
communications and for proactively supporting your community.
Not only should your website be a great information resource, but it
needs to authentically communicate your mission and culture through

photos and video of you and your staff in action!



Veterinary Website Examples

Not doing their job Doing a great job

* kcanimalhospital.com * thedrakecenter.com
* Wellshirevet.com * metrovetchicago.com



¢He A great website is the
W cornerstone for delivering
Genius outstanding customer service



A Strong Social Presence

When your website is a great information resource that involves and celebrates your clients

and your team, then having a great presence on social media becomes so much easier!

When your website is this great resource and your social presence is purposeful and helpful,

you will naturally get a notable increase in great reviews!
And, doing these three things right sends a bat signal to doctors and staff everywhere!

This kind of web presence, where your website provides a great pet care information
resource, your social networks support and engage the community, and your reviews are
plentiful and positive... all of this demonstrates that you are truly dedicated to practicing

good medicine and delivering on the mission of veterinary care!



.'Every Veterinarian Wants:
« Practice good medicine

/" + Healthy culture
« Support their community




This is also how you attract doctors and staff!

When a doctor is considering a new place to work,
before they call or fill out an application,
100% of them are going to look at:

The website ¢ The social profiles * The reviews

These are the three things they will use
to decide if they want to apply.



Your Website * Social Presence * & Reviews

Home

Services AboutUs Blog Resources Request Appointment

(760)456-9556 Office Hours
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195 N. £l Camino Real ;4:7 :‘7:.\"; 7pm

Encinitas, CA 92024 o 5’ i = g
clientservices@thedrakecenter.com pm & %
‘Map & Directions» Schedule an Appointment»

March New
Client Special

$50 Off Exam

Claim Offer »

Home Services AboutUs Blog Resources RequestAppointment

AD0)430,438 Hepdiin s f v o0 Welcome to the Drake Center
1950 6o ik e
i el baerios Ss e in & % For People Whose Pets are Part of the Family
s Schedale an Appointment>

Map & Directions »

At The Drake Center for Veterinary Care, we believe that pets

Welcome to the Drake Center
For People Whose Pets are Part of the Family

At The Drake Center for Veterinary Care, we believe that pets are
part of the family—yours and ours. And family deserves the very
best care. For over 20 years, a

compassionate pet care to families in North San Diego County.

Welcome to the Drake Center

For People Whosa Pets are Part of the
Family

el that pets are art o the family—yours
andours. And famiydeserves the very best
care, For over 20 years, we havebeen providing
ghaualty compassionste petcar t failies
in North San Diego County

March New
Client Special

$50Off Exam

Learn More

Claim Offer »

Are Key To Maximizing Your Potential




The next 2-3 years is going
to present an extraordinary
opportunity to grow and
strengthen your practice!




4“.‘ a

L

No doubt your day-
to-day will involve
trudging through 3

some muck...




But if you look up
and set your sights
on some of these
opportunities...




...and use modern
communication
strategies to let the
world know that you
are fully delivering on
the mission of
veterinary care...
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