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Recently, the ABA practice market has been very active in the area of 
mergers and acquisitions (M&A). This newsletter presents the main 
trends and M&A transactions as well as implications for ABA practice 
owners. 

Trends and M&A Activity

• A number of private equity firms have entered the market of ABA 
practices, by either acquiring large/middle sized practices or by 
forming new companies.  There are several factors attracting these 
investors:

• Increased demand for autism services: Changes in the federal and 
state insurance markets have facilitated the access to these services.  
Additionally, the rapid expansion in the rate of diagnosis has 
increased demand for services.

• Increases in funding: With commercial insurers covering these 
services in many states, treatment for ASD has more funding than in 
the past.

• Value proposition: ABA practices provide a unique service, adding 
value to all stakeholders in the process.

• Private equity firms in a position to facilitate growth: These firms’ 
access to capital, experience in operating businesses and in growing 
and increasing  profitability make them an attractive partner to 
owners of ABA practices.

• Large fragmentation:  The large number of practices and the lack of 
large market participants offer opportunities to consolidate this 
industry, develop best practices, increase profitability and increase 
wealth of shareholders.  

• Companies already acquired by private equity funds are acquiring 
smaller practices around the country.

• Valuation of ABA practices depends on a number of factors 
including size of the practice, quality of management, portfolio of 
services, profitability, geographic locations, clinical proposition, 
and strategic fit for acquirer. 

• At least a dozen platform-like groups and several other behavioral-
health businesses with an autism division have received 
investments from  private equity firms. Some of those are:

• TA Associates acquired Behavioral Health Works

• FFL Partners acquired Autism Learning Partners 

• LLR Partners acquired Learn It Systems

• Shore Capital Partners owns both Orlando’s Florida Autism Center 
and Dallas’s Behavioral Innovations

• TGP  Capital founded Kadiant

• KKR founded Blue Sprig Pediatric
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Firm Overview

Mergium Advisors is an 
investment banking boutique 
providing financial advice and 
transactional services to owners  
of companies interested in 
selling their businesses.  
Mergium also provides services 
in capital  raising (equity and 
debt) and related advisory 
services (including business 
valuations) in the healthcare 
services and knowledge / 
education sectors.

Healthcare Services Focus

• Behavioral Health companies
• Physician Practices
• Staffing companies

Education Focus 

• K-12 schools
• Preschools
• Colleges & Universities
• Continuing Education & 

Training
• Education  Technology
• Language Training and Tutoring
• Publishing & Instructional 

Materials
• Special Education

Contact Information
Luis F. Lopez, PhD 
Managing Partner
2200 N Commerce Pkwy, Suite 200
Weston, FL 33326
Direct: +1 (954) 806-4807
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Implications for ABA Practice Owners

• Given the current M&A activity and the number of players investing in the ABA practices space, it is 
our assessment that if an ABA owner is interested in either selling 100% of the business or part of it  (if 
he/she needs capital to grow through acquisition of other practices or by opening new locations) this is 
an ideal time to do it.

• Currently, Buyers are looking for practices with the following characteristics:

• Anywhere in  the country.

• Minimum annual revenue of $1-2 mm (preferably larger).

• Earnings Before Interest and Taxes (EBITDA) greater than $500 thousand per year. Some of them would 
consider acquisitions of companies with less than $500k in EBITDA.

• Delivery model: Acquirers are looking for either home, school, or center based models.  A mix of these is 
preferable.

• Most of the acquirers offer back office services, i.e., billing, customer service, recruiting, etc.

• Strong preference to have all staff as employees instead of independent contractors.

• 100% Medicaid compliant.

• Some investors prefer to keep the acquired brand.  Others prefer to use their “umbrella” brand.

• Some investors are interested in having some revenue from OT, PT and ST services. 

Advantages in Selling an ABA Practice to an Investor

There are several advantages for the selling owners. Among these, we have:

• Obtain liquidity by selling  all or part of their practice.

• Continue in the business,  doing what they excel at (mostly clinical part) and leave the back office work for 
others.

• Get back  office support (controllership, billing, collections, payroll, human resources activities (e.g. 
recruiting, HHRR management),  marketing, client service, and compliance.

• Access to capital to grow via other practices acquisition or by opening up new locations.

• De-risk personal positions (no longer need to guarantee loans to grow and operate with their personal 
property), and 

• Provide professional development alternatives for current staff through well formalized career paths. 

Thinking  About Selling  Your Practice?

If you are thinking about selling your practice and wish to know about potential deal terms, times to  
closing, what the sale process entails, and other details, we would like to speak to you. Please call us or e-
mail us.

This newsletter is for the recipient private information only. This material is for general information only and should not be read as containing advice or recommendations. Any 
person should consider whether the information is appropriate to their needs or seek advice before making a decision based on this information. The material is based upon 
information that we consider reliable, but we do not represent that it is accurate or complete, and it should not be relied upon as such. Opinions expressed are our current 
opinions as of the date appearing on this material only. No part of this material may be (i) copied or photocopied or (ii) redistributed without Mergium Advisor’s prior written 
consent.

All securities are offered through StillPoint Capital LLC, Member FINRA, Member SIPC.
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