A medspa can have strong revenue, a loyal patient base, and a polished brand, yet still lose value in a sale
because of the lease. Buyers tend to focus first on earnings, treatment mix, injector retention, and marketing
efficiency. Lenders do too. But once a transaction gets serious, the lease often becomes the quiet factor that

changes pricing, deal structure, or whether the deal closes at all.

That is especially true in La Jolla. Rent is rarely cheap, quality medical retail space is limited, and landlords know
the value of a well-positioned suite near affluent residential pockets, destination retail, and high-traffic corridors.

In that environment, lease language is not just a legal detail. It is part of the business asset itself.

When people discuss Medspa Practice Sales La Jolla, they often talk about EBITDA multiples, patient charts, and
before-and-after branding. Those matter. Still, if a buyer cannot count on staying in the space, expanding in the
space, assigning the lease, or controlling occupancy costs, the value of the practice changes fast. In some cases,

what looks like a premium medspa becomes a discounted acquisition because the real estate risk is too high.

Why the lease carries so much weight in medspa transactions

A medspa is not a generic office user. Its physical setting matters to patient psychology and operating economics
in ways that many other healthcare businesses do not face. The suite needs the right look, enough plumbing and
power, practical room flow, compliant treatment areas, and parking that does not frustrate patients arriving for

quick appointments. Aesthetic medicine clients notice surroundings. They also notice inconvenience.

A dental practice can often survive a move with some patient fallout. A medspa can suffer more if it loses a
polished retail-adjacent location and lands in a more clinical or hidden space. Repeat business depends on ease,
familiarity, and atmosphere. If the lease is unstable, buyers know they may be purchasing revenue that is more

fragile than it appears on paper.

| have seen buyers stay enthusiastic through financial review, then slow down the moment they read a lease with
less than three years remaining and no binding renewal option. Their reasoning is simple. They are not just
buying a business. They are buying continuity. If they may need to relocate shortly after closing, then they are
underwriting moving costs, tenant improvements, permit delays, patient confusion, staff attrition, and possible

revenue compression all at once.

That is why lease review belongs near the front of diligence, not the end.



Remaining term, the first number most buyers look for
Medspa Practice Sales La Jolla
The easiest lease issue to understand is term. How many years are left, and what rights exist to extend that term?

A medspa with seven years of control over its location, whether through the base term plus enforceable options
or a long initial term, will usually attract more confidence than a practice with only eighteen months left and
uncertain renewal rights. Buyers want runway. So do lenders. If a business is being valued on future cash flow, the

future occupancy picture has to be reasonably secure.

This does not mean every short lease destroys value. Sometimes a short remaining term can be fixed before the
sale through an extension. Sometimes the buyer prefers to negotiate a new lease directly. But uncertainty rarely
helps price. If the seller has not addressed term early, the buyer may use that risk to negotiate a lower purchase

price, holdback, or contingent payout.

In La Jolla, where replacement space can be expensive and scarce, short term risk hits harder. A suburban medspa
in a market with abundant suites may be able to move within a mile and keep most of its patient base. A La Jolla

practice built around a very particular trade area may not have that flexibility.

Renewal options are only valuable if they are real

Many sellers say, “There are options.” The important follow-up is whether those options are enforceable and on

terms a buyer can underwrite.

A true option usually gives the tenant the right to extend for a stated period if the tenant is not in default and
meets notice requirements. What matters next is rent. If the option rent is fixed, tied to fair market rent with a
clear process, or capped in some way, the option may be highly valuable. If the rent is entirely at the landlord’s

discretion, the option can be far less meaningful than it sounds.

The notice window matters too. | have seen otherwise useful options lost because notice had to be given nine or
twelve months in advance and nobody calendared it. If a sale is underway and the deadline is approaching, the

transaction can become a race against the lease clock.

There is also the issue of who can exercise the option. Some leases make options personal to the original tenant,
which means they vanish on assignment or after a change of control. That can be a nasty surprise in a stock or

membership interest sale if nobody flagged the clause early.

Assignment clauses can make or break a deal

Many medspa transactions depend on assigning the existing lease to the buyer or to a buyer-controlled entity. If
the lease gives the landlord broad discretion to reject an assignment, demand economic concessions, or

recapture the premises, value can erode quickly.

Landlords often want control over who occupies their building. That is understandable. The problem arises when
consent language is vague or heavily one-sided. Buyers and their counsel will look for several pressure points at
once: whether consent can be unreasonably withheld, whether the landlord can terminate the lease instead of
approving the transfer, whether transfer to an affiliated entity is allowed, and whether profit-sharing on

assignment applies.
In practice, assignment restrictions create deal friction in three common ways:

1. The landlord delays review, which pushes closing and rattles financing.
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2. The landlord uses the assignment request to renegotiate rent or extract new guarantees.

3. The lease treats ownership changes as prohibited transfers, even when the business is not physically

changing hands in a disruptive way.

Each of those issues can affect value. A buyer may lower the offer if they expect months of uncertainty. A lender
may require landlord consent before funding. If the landlord sees the sale as leverage for a rent reset, the

economics of the practice may look very different after closing than they did in the marketing package.

For sellers preparing for Medspa Practice Sales La Jolla, this is one of the smartest areas to clean up before going
to market. Even a short amendment that clarifies assignment consent standards can preserve meaningful deal

value.

Use clause language, a sleeper issue with real consequences

A medspa’s use is rarely as simple as “retail” or “medical office.” The business may include injectables, laser
services, esthetician services, skincare retail, body contouring, IV therapy where permitted, and physician-
supervised procedures depending on the model. If the use clause is too narrow, buyers may inherit a business
that cannot legally or contractually offer part of its existing service mix from the premises without landlord

approval.

That is not a hypothetical concern. | have seen leases that allowed only “general office use” or “medical
consultations,” while the practice had long since evolved into a fuller aesthetic platform. The tenant may have
operated that way for years without landlord objection, but lack of objection is not the same as documented

permission.

A narrow use clause can affect value in several ways. It can limit expansion into higher-margin services. It can
complicate permit or licensing updates. It can create leverage for the landlord during a sale. It can also raise

questions for a cautious buyer who does not want to close first and fight over use later.

Broad but accurate use language is usually best. The goal is not to invite unrelated operations. The goal is to
allow the medspa to perform the services that actually drive revenue now and may reasonably support growth

later.

Exclusivity and nearby competition

If a lease includes any protection against direct competition in the center or building, that protection can add

value. If it does not, buyers should understand the risk.

Aesthetic medicine overlaps with dermatology, plastic surgery, wellness concepts, laser providers, and beauty
retail. In some centers, a landlord may lease to multiple health and beauty users without much concern for
category overlap. That can hurt a medspa'’s traffic and brand position over time, particularly if a better-capitalized

competitor arrives with aggressive tenant improvement support and a grand opening budget.

Exclusives are not always easy to obtain, and many medspa tenants never secured one at the outset. But if a
practice does have language restricting another tenant from operating a substantially similar aesthetic injectable

and laser business nearby in the same project, buyers notice. It lowers one category of future risk.

The absence of exclusivity does not automatically reduce value, though context matters. A medspa with a distinct
reputation, excellent reviews, and referral depth may be resilient even if a competitor opens nearby. But in a

premium submarket like La Jolla, proximity competition can move the needle faster than owners expect.



Rent structure, hidden occupancy pressure, and what buyers normalize

Headline base rent is only the beginning. Savvy buyers calculate total occupancy cost, then compare it to
revenue, treatment margins, and local benchmarks. A medspa can appear highly profitable until common area
charges, annual escalations, HVAC obligations, utility pass-throughs, and repair responsibilities are modeled

correctly.

In one deal, a seller focused on favorable current rent relative to neighboring spaces. The buyer focused on the
four percent annual increases, a looming HVAC replacement obligation, and pass-through language that had
produced erratic additional rent in prior years. The buyer was not being difficult. They were pricing risk. Those
future costs were real, and they reduced the amount of free cash flow the practice would likely deliver after

acquisition.

La Jolla landlords often use lease structures that are sophisticated and landlord-favorable. That does not make
them unreasonable. It does mean the economics deserve close reading. A medspa paying premium rent can still
be very valuable if the location drives premium pricing and strong recurring demand. The question is whether the

occupancy burden is in balance with the business model.

A simple way many buyers think about it is this: if occupancy costs are materially above what the current revenue
base can comfortably support, value becomes more fragile. If a single soft quarter or a reimbursement-like shock

from promotional discounting could make the location feel too expensive, buyers will underwrite conservatively.

Personal guarantees and post-sale liability

Sellers are often relieved to find a buyer, negotiate price, and sign closing documents, only to realize the landlord
will not release their personal guarantee. That issue does not always affect the business valuation directly, but it

absolutely affects deal quality.

If the seller remains liable Medspa Practice Sales La Jolla after assignment, they may push harder for buyer
financial strength, a larger down payment, or stricter default remedies. A buyer may resent that pressure, but the
seller's concern is rational. Nobody wants to sell a practice and then remain on the hook if the buyer mismanages

rent.

From a value perspective, a lease that allows assignment with a reasonable path to guarantor release is cleaner
and more attractive. A lease that traps the seller indefinitely can complicate negotiations and reduce the pool of
willing buyers. Some sellers accept a slightly lower purchase price from a stronger buyer just to secure a cleaner

exit from lease liability.

Build-out ownership, restoration duties, and specialty improvements

Medspas spend real money on build-outs. Treatment rooms, sinks, lighting, sound control, cabinetry, millwork,
reception design, branded finishes, and electrical upgrades are not generic office improvements. They are part of

the customer experience and part of the operational platform.

The lease should answer a practical question: what happens to those improvements at lease end or after

assignment?

If the tenant must remove extensive alterations and restore the suite to shell or near-shell condition, the future
cost can be significant. Buyers know this, even if the bill is years away. They may discount the business modestly

to reflect an eventual restoration burden or insist on escrow if the lease expiration is near.
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There is also the opposite issue. Some tenant improvements become the landlord’s property immediately, which
is common enough, but if that language is paired with strict alteration controls and no expansion rights, the

buyer may feel boxed in. They are inheriting a customized suite without much flexibility to adapt it.

The most valuable scenario is usually a practical one: the improvements can remain, the medspa can continue
using them, and end-of-term obligations are limited and predictable.

Relocation rights, often overlooked until they become a problem

Some leases let the landlord relocate the tenant to another suite in the project. In a retail setting, landlords
sometimes view that right as useful flexibility for future redevelopment or larger tenant placement. For a medspa,

relocation can be disruptive far beyond the moving expense itself.

Even if the landlord pays reasonable relocation costs, the business may still lose momentum. Aesthetic patients
get used to a front door, a parking habit, a visual identity, and room layouts that support efficient flow.

Downtime, permit work, reconstruction, and patient confusion can all follow.

If relocation rights exist, buyers will look closely at how broad they are. Are they exercisable at any time? Must
the new space be comparable in size, visibility, plumbing capacity, and patient access? Who pays for downtime?
Who handles permit delays? A vague relocation clause adds uncertainty that can shave value in subtle but real

ways.

Subleasing rights and flexibility if the model changes

Not every buyer plans to keep a medspa exactly as-is. Some want to bring in a medical director group, add
complementary wellness services, or share excess space with another lawful provider. Whether that flexibility

exists depends partly on lease language.

A lease that absolutely prohibits subletting, occupancy by affiliated providers, or sharing space can limit future
strategic options. That may not matter to a single-site owner-operator who plans no changes. It matters more to

a regional buyer or investor-backed group that thinks in platforms and efficiencies.

Flexibility has value, even when the current owner never used it.

Parking, signage, and access, the practical clauses that affect actual
revenue

Not every lease term sounds glamorous, yet some of the most revenue-sensitive provisions are mundane.
Parking allocation, patient validation rules, after-hours HVAC, monument or building signage rights, and hours-

of-operation restrictions all affect the day-to-day patient experience.

In La Jolla, where convenience and presentation carry weight, weak signage or difficult parking can cap growth.
Buyers often discover these issues only by visiting the location multiple times, including peak hours. A medspa
with average rent but strong access may outperform a more beautiful suite burdened by awkward entry, limited

parking, or poor visibility from the street.

This is where lease review and site visit should inform each other. A clause granting “nonexclusive common
parking” may be technically standard yet functionally problematic in a project crowded by restaurant users or
neighboring service businesses with high turnover. Paper rights and practical conditions are not always the same

thing.



What buyers usually want to see before paying a premium

When a buyer pays a premium multiple for a medspa, they are generally paying for durable cash flow, not a great
year that could unravel after a landlord dispute. The lease package that tends to support stronger value usually

includes the following:
1. A remaining term long enough to support transition and future returns.
2. Clear renewal options with workable rent-setting mechanisms.
3. Reasonable assignment language, ideally with consent not unreasonably withheld.
4. A use clause broad enough for the actual service mix and sensible growth.

5. Predictable occupancy economics without unusual deferred liabilities.

If one or two of those items are weak, the deal can still happen. Price and structure simply adjust. A buyer may

ask for a seller credit, a rent contingency, or a closing condition tied to landlord consent or extension.

How sellers can improve value before going to market

Owners often spend months cleaning up financial statements and employment records before a sale, yet ignore
the lease until a buyer's attorney starts asking hard questions. That is backwards. Lease work is often one of the

few value levers a seller can still improve before launching a process.

A landlord may not agree to every requested change, but many will engage if approached thoughtfully and early.
The landlord wants a stable, creditworthy tenant and uninterrupted rent. If the practice is performing well and the
request is commercially reasonable, there may be room to extend term, clarify permitted use, streamline

assignment standards, or address a personal guarantee.

The best timing is before there is deal pressure. Once a buyer is under letter of intent and the closing calendar is

running, the landlord gains leverage from urgency.

For Medspa Practice Sales La Jolla, that prep can pay off disproportionately. The market rewards businesses that
pair attractive earnings with secure occupancy. A clean lease narrative tells buyers that the business has been run

with discipline, not just style.

The lease can change structure even when price stays the same
Sometimes the lease problem does not lower the headline price. Instead, it changes how the money gets paid.

A buyer concerned about a pending renewal may agree on price but hold back part of the purchase amount until
the extension is signed. A lender may reduce leverage until landlord consent is obtained. A seller who cannot
secure a guaranty release may insist on a larger cash component and less seller financing. These are all value

effects, even if the initial top-line number looks intact.

That is why sophisticated sellers and brokers do not evaluate lease terms in isolation. They ask how the lease will
influence certainty of closing, financing, timing, and post-closing risk transfer. Price matters, but deal quality

matters too.

A final practical lens for owners and buyers

The simplest way to think about lease value is to ask whether the space control is helping the next owner protect

revenue and operate confidently. If yes, the lease is likely supporting enterprise value. If not, the lease is turning



part of the purchase into a bet on future real estate negotiations.

A medspa in La Jolla can command meaningful attention because the market itself carries prestige and patient
demand. Still, prestige does not fix a weak lease. Buyers know that. Lenders know that. Experienced sellers should

know it early enough to do something about it.

When the location, economics, and lease rights line up, a medspa sale tends to feel straightforward. When they
do not, the lease becomes the reason a promising deal gets repriced, restructured, or quietly abandoned. That is

why the lease is not just part of diligence. In many cases, it is part of the value story from the very start.

Aesthetic Brokers
Address: 800 Silverado St #301A, La Jolla, CA 92037
Phone number: +16197420310

FAQ About Medspa Practice Sales La Jolla

How much does the average MedSpa owner make?

The average medspa owner makes between $300,000 and $375,000 per year according to benchmarks from the
American Med Spa Association (AmSpa). However, depending on the business structure and location, total

compensation typically ranges from $150,000 to over $500,000 annually.

What is the failure rate of medical spas?

Approximately 60% of new medical spas shut down within their first 18 months of operation.



How much can I sell my med spa for?

Most single-location medical spas sell for 4.0x to 7.0x adjusted EBITDA (Earnings Before Interest, Taxes,
Depreciation, and Amortization), which typically translates to overall valuations ranging from $800,000 to over

$3.5 million depending on your net profit and business size.



