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SDE (2024): $326,036

Real Estate: 5.5 acres - 3200 SQF Remodeled House / Pool - Covered
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DISCLAIMER

All information contained in this Confidential
Information Memorandum (“CIM"), including
narrative text, numerical data, tables, links, and other
content, is summary in nature, provided without
warranties of any kind, subject to change without
notice, and intended solely to assist interested parties
in determining whether to proceed with their own
independent, in-depth investigation and analysis of
the subject company (the "Company” or the
"Business”). This CIM does not purport to contain all
of the information that may be necessary to evaluate
the Company. Interested parties must perform their
own independent due diligence and analysis of the
Company and any information contained within this
CIM, as well as any other materials made available.

This CIM contains information provided by the
Company and third-party sources. It does not
constitute or form part of any offer to sell, or a
solicitation of an offer to buy, subscribe for, or
otherwise invest in any securities or assets of the
Company. Nor shall it form the basis of, or be relied
upon in connection with, any contract, commitment,
or investment decision. No reliance should be placed
for any purpose on the information or opinions
contained in this CIM or in any related oral or written
communication. No representation or warranty,
express or implied, is made by the Company or its
representatives, directors, employees, agents, or
advisors as to the accuracy, completeness, or fairness
of the information or opinions presented herein.
Except in the case of fraud, no liability or
responsibility is accepted for any errors, omissions, or
misstatements contained in this CIM.

This CIM and accompanying commentary may
contain "forward-looking statements” within the
meaning of the Private Securities Litigation Reform
Act of 1995. These statements are not guarantees of
future performance and reflect current expectations,
estimates, projections, and assumptions made by the
Company's management. Forward-looking
statements may include terms such as “may,” “will,”
“expect,” "anticipate,” "believe,” “estimate,” “project,”
or similar expressions. These statements are subject
to known and unknown risks and uncertainties, many
of which are beyond the Company’s control, that
could cause actual results to differ materially from
those expressed or implied in such statements.
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Readers are cautioned not to place undue reliance on
forward-looking statements and are advised that the
Company has no obligation to update or revise these
statements, except as required by law.

This CIM and any related information provided to the
recipient shall remain the property of the brokerage
firm (the "Brokerage Firm”) and may not be copied,
reproduced, or distributed to others without the prior
written consent of the Brokerage Firm. The Company
reserves the right to negotiate with one or more
interested parties at any time and to enter into a
definitive agreement without prior notice to the
recipient or any other party. Delivery of this CIM shall
not be deemed to imply that there has been no
change in the affairs of the Company since the date
of this document. The Company and the Brokerage
Firm also reserve the right to terminate, without
notice, the solicitation of interest or participation in
this process by any party at any time.



Investment

Opportunity

Introduction

This professionally operated equestrian education
business represents an exceptional acquisition
opportunity combining strong recurring revenue,
purpose-built infrastructure, and significant
scalability within one of the fastest-growing
metropolitan markets in the region. The facility
generates approximately 80% recurring revenue
year-over-year through its monthly enrollment
model, with the core lesson program operating
independently through a staff of 10 professional
trainers using standardized curriculum that
ensures operational continuity under new
ownership. The 5.5-acre unrestricted property
features two premium arenas, 33 stalls with
automatic waterers and ceiling fans, and a
remodeled 3,200 sq ft residence - infrastructure
that creates substantial replacement-cost barriers
given rising regional land values and construction
costs. Positioned within a high-income corridor
with thousands of families within a 10-mile radius,
the business benefits from strong demographic
tailwinds, limited competition from comparable
riding schools, and multiple expansion
opportunities including increased lesson capacity
and additional revenue channels.

Market Opportunity

The metropolitan area represents one of the
fastest-growing and most affluent equestrian
markets in the region, with an estimated 160,000
horses and $1.25 billion in annual economic
activity. The area has experienced robust
population growth driven by high-income family
households with strong participation in youth
extracurricular activities. The limited supply of
purpose-built, lesson-focused riding schools
combined with increasing land values and
development constraints creates significant
barriers to entry for competitors while supporting
sustained demand and premium pricing for
structured equestrian education programs.

Growth Opportunities

Lesson Program Capacity Expansion: With
80% year-over-year customer retention and
thousands of families within a 10-mile
radius, the business can significantly
increase revenue by adding lesson horses
and expanding class schedules without
substantial infrastructure investment.

Camp and Seasonal Programming:
Expanding seasonal camps, birthday parties,
and clinics represents immediate revenue
growth leveraging existing facilities and
staff in the high-income market area.

Training Program Development: The
facility's existing capacity allows for
reintroduction of training programs under
new ownership, potentially adding
$500,000+ in annual revenue through
underutilized stall space and arena time.

Strategic Marketing Investment: With
marketing spend reduced from $29,000 to
$7,000 while maintaining strong enroliment,
targeted digital marketing could drive
substantial growth in a densely populated
corridor with limited competition.



Company

Snapshot

Highlights

Premier Lesson-Based Equestrian Education Platform: Unlike traditional boarding-centric
facilities, this business is purpose-built for instruction, serving riders from ages two through
advanced levels with a structured, safety-first curriculum that has established it as one of the
most professionally run children's equestrian programs in the region.

Strong Recurring Revenue Model: The business generates approximately 80% recurring
revenue year-over-year through monthly enroliment programs ($295-$395 per month),
demonstrating exceptional customer retention and predictable cash flow in the fast-growing
market area.

Scalable, Non-Owner-Dependent Operations: With a professional staff of 2 managers and 8
trainers operating under standardized lesson formats, the core lesson program runs
independently without owners' day-to-day involvement, providing operational continuity and
significant expansion potential.

Purpose-Built Facilities with High Replacement Costs: The 5.5-acre unrestricted property
features two premium arenas, 33 stalls, and a remodeled 3,200 sq ft residence - infrastructure
that would be difficult and costly to replicate due to rising regional land values and
construction costs, positioned within thousands of families in one of the fastest-growing and
most affluent metropolitan areas in the region.
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VValuation Report

Income Statement

Income Statements, EBITDA, and SDE

Annualized
Year Year Year
Ending Ending Ending
December 31, December 31, December 31,

2025 2024 2023
Revenue 922,500 1,007,848 687,948
Cost of Goods Sold 70,843 137,039 189,874
Gross Profit 851,657 870,809 498,074
Operating Expenses 664,197 725,922 259,086
Operating Profit 187,460 144,887 238,988
Other Income/(Expense) - - -4,322
Net Income/(Loss) 187,460 144,887 234,666
Adjustments

Owner Perks 38973 - -

Adjusted Income $ 226,433 144,887 $ 234,666
EBITDA:

Interest Expense 36,704 35,977 10,052
Depreciation - 145,172 44,560
EBITDA $ 263,137 326,036 $ 289,27

SDE:
SDE $ 263,137 326,036 $ 289,278

% of Revenues 27.1% 32.3% 42.0%
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Murphy

BUSINESS SALES
Excellence in Business Transactions

Murphy Business Sales is a leading business brokerage firm
specializing in assisting buyers and sellers in the process of buying
or selling businesses. With expertise, a vast network, and a
commitment to personalized service, we facilitate successful
transactions and maximize value for our clients.

For additional information, please contact:

Dave Key, Managing Director
Murphy Business and Financial

Dave Key
Managing Director
d.key@murphybusiness.com
(713) 899-5589

16015 Cairnway Dr., #840276
Houston, TX 77284

Private & Confidential. Not to be circulated without consent. Copyright © 2025.
All rights reserved.
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