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HOW USEFUL ARE EDUCATIONAL RESOURCES?
In the veterinary industry, there is no shortage of publications, consultants, courses 
and organizations offering advice on running a practice more successfully. As 
a veterinarian, you’re likely in the 70-85% percent that’s sampled at least one 
continuing education course, an industry newsletter or magazine like Veterinary 
Practice News or Veterinary Economics, or an informal consultation with peers 
or other practice owners. Take a moment to consider: which of these resources 
have you found to be most useful? 

In our most recent survey, we asked practice owners and managers a series of 
questions regarding these available resources with the intent to gain some clarity 
on their value. Since VPP regularly dispenses our own insights about running 
a successful practice, we sought to understand which resources veterinarians 
view as truly useful by increasing practice management knowledge and inspiring 
results.

Unsurprisingly, of the 263 practices we surveyed, 85% have tried continuing 
education (CE) courses, which was confirmed as the most frequently used 
resource, as well as the most useful and actionable tool. When considering the 
diverse range and combination of resources, however, it becomes obvious that 
there is no clear consensus of what works and does not work.

For survey participant demographics 
and study methodology, see page 7

Used at Least 
Sometimes

Resource
Most Useful and 

Actionable Resource

85% Continuing Education Courses 48%

83%
Industry Magazines/Newsletters (e.g. 

VPN, Veterinary Economics)
26%

71%
Informal Consultation With Peers / 
Other Veterinarian Practice Owners

22%

51% Friends that Run Other Businesses 11%

48%
Formal Practice Management 

Programs or Groups 
(e.g. AAHA, VGM)

14%

21% Paid Industry Consultants 7%

40% Your Accountant/Lawyer 10%

58% Other 3%

   TABLE 1
Question: How frequently do you use the 
following resources & which ones have provided 
you the most useful and actionable information?
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“It becomes obvious 
that there is no 

clear consensus of 
what works and 
does not work”
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Perhaps the most thought-provoking finding is the disconnect between costly 
resources and their perceived effectiveness. Two approaches that require 
significant investment of both time and money – paid industry consultants and 
formal practice management programs – are perceived as mediocre compared 
to other resources on the list. Only 7% and 14% of practices find paid consultants 
and management programs, respectively, to be most useful and actionable!

At VPP, we’ve talked to hundreds of practice owners about the various advice 
they’ve received over the years. Our recommendation is to be very diligent when 
choosing your advisors, industry consultants and management groups, to ensure 
you are getting the most ‘bang for your buck’. Likewise, don’t discount advice that 
you find in free or low-cost industry resources. Any pragmatic guidance that you 
can actually implement and track at your practice to drive better results is key. 

WELLNESS LABS: IN-HOUSE VS. REFERENCE LABS
In our next set of questions, we attempt to learn more about the perception, 
usefulness and cost associated with in-house and reference wellness lab tests. 
With the collaboration between Antech and Abaxis, the competitive landscape 
has changed, and we were curious to see if this is reflected at the practice level. 

When you think about your own clinic, how does your team decide where 
wellness labs are performed? Is the choice based on price, urgency, or quality 
of results? Is it a habit or status quo decision that hasn’t been evaluated in 
many years?

Our findings indicate that veterinarians hardly agree on the respective costs and 
benefits of reference and in-house wellness labs. We were especially surprised, 

however, to learn that 46% of practices feel 
that it is less expensive or about the same 
cost to run in-house wellness bloodwork 
than to send out to a reference lab (Table 2).

While each clinic has its own pricing, it is 
extremely rare for in-house bloodwork 
to be less expensive, particularly when 
considering some of the variable costs: 
slides, reagents, rotors and technician time. 
If you do the math and in-house bloodwork 

appears less expensive than the pricing of your reference lab, it is time to approach 
your reference lab company to negotiate better pricing!

Furthermore, if veterinarians misperceive in-house lab work as less expensive, they 
are likely also pricing this service inappropriately and losing out on some profits. 
Given the number of wellness labs performed on a regular basis, it is incredibly 
important for practices to understand the costs of providing in-house lab work. A 
sales representative who is able to assist with quantifying these costs in relation to 
your pricing can ensure that the price to clients yields an appropriate profit margin.

In-House Cheaper 30%

Reference Cheaper 48%

About the Same 16%

Not Sure 6%

TABLE 2

Cost of Same/Similar Tests 
Done In-House and Off-Site

“While each clinic 
has its own pricing, 

it is extremely 
rare for in-house 

bloodwork to be less 
expensive”
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When is the last time your practice changed the frequency of in-house and 
reference lab tests? According to our findings, most likely not in a very long time! 
Only about 33% of practices surveyed saw significant change in this distribution 
in the last six years (Table 3). 

1% 2015

8% 2014

8% 2013

7% 2012

5% 2011

5% 2010

18% Prior to 2010

49% Not aware of any changes

TABLE 3
Last Time % Distribution of Tests Done In-House vs.

Sent Out Changed Substantially

When it comes to choosing a lab company, IDEXX still leads the pack for both 
in-house technology and off-site labs. Almost a third of practices, however, use 
more than one lab or technology for both their in-house and off-site lab needs.

WELLNESS LABS: IMPORTANCE OF LAB TESTS & VALUES
We were also curious how our sample of 263 practices categorized the importance 
of 20 different lab tests for adult and senior canines. This categorization explored 
if a lab was perceived as essential, nice to have, or unnecessary based on a dog’s 
age. 

The most essential value for a puppy, adult and geriatric dog is Glucose, 
consistently, followed by BUN and ALT. Even the most ‘unnecessary’ labs for adult 
and geriatric dogs were rated as such by typically less than 10% of respondents 
(Table 5). The sole outlier in that category is Giardia ELISA, which remains a test 
that lacks consensus in regards to its value. 

“Only about 33% 
of practices 

surveyed saw 
significant change 

in this distribution in 
the last six years.”
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 In-House Technology Used For 
Routine Wellness Blood Tests 

 Off-Site Labs Used For 
Routine Wellness Blood Tests

57% IDEXX 45% IDEXX

31% Abaxis 40% Antech

7% Heska 3% Marshfield

5% Other 12% Other

25% % uses more than 1 technology 31% % uses more than 1 lab

TABLE 4
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Certain tests become significantly more important as a dog ages. The highest 
jumps in importance from adult to geriatric dogs are for T4 (40 point jump in 
essential importance), urinalysis (33 point jump) and Calcium-Po4 (30 point jump). 

As you look at the adult and wellness panels commonly prescribed at your 
practice, it is our hope that this study can give you clearer insights into what your 
colleagues in the veterinary field view as valuable.

Adult Dog TABLE 5 Geriatric Dog

Essential Nice to Have Unnecessary Test Essential Nice to Have Unnecessary

72% 24% 2% Glucose 93% 4% 2%

73% 23% 2% BUN 92% 4% 2%

71% 24% 3% ALT 92% 5% 2%

74% 21% 3% Creatinine 92% 5% 2%

67% 28% 3% Albumin 88% 9% 2%

55% 40% 4% U/A 88% 9% 2%

60% 35% 3% Total bilirubin 86% 11% 2%

44% 49% 6% T4 84% 12% 2%

57% 35% 5% Globulin 83% 13% 2%

50% 40% 8% Na/K ratio 76% 18% 4%

46% 42% 8% Calcium-PO4 76% 16% 3%

47% 40% 10% AST 71% 20% 6%

40% 50% 7% GGT 67% 27% 3%

35% 48% 15% Amylase-lipase 63% 26% 10%

35% 51% 13% Cholesterol 60% 32% 7%

30% 50% 16% CPK 58% 30% 9%

41% 42% 16% Tick-borne disease 47% 37% 15%

14% 52% 33% Giardia ELISA 24% 41% 34%

MARKET GROWTH STATISTICS
As part of our commitment to educating veterinarians on market trends, we 
include market growth data in each issue so you can compare your practice with 
industry benchmarks. We analyze revenue growth from VPP practices, VCA and 
IDEXX’s data that is a proxy for the market.

The fourth quarter of 2015 saw an acceleration in growth across the market due 
to the mild fall/winter and continuing improvement in employment across the 
country in 2015. VCA, IDEXX and VPP practices all saw strong growth in Q4 over 
2014. We continue to believe that we can achieve long-term growth of 2-3% 
above market for our partner hospitals.

VETPulse
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Year-over-Year 
Revenue Growth

2014 2015

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

VCA Antech 1.1% 2.2% 4.1% 4.4% 5.3% 6.0% 5.4% 7.4%

IDEXX (Market Proxy) 2.1% 4.3% 4.9% 6.1% 6.7% 6.5% 5.2% 7.1%

VPP 10.8% 13.4% 11.3% 5.4% 12.5% 11.4% 4.7% 11.6%

SURVEY METHODOLOGY
The survey was conducted by a New York City-based market research firm.  The 
survey questions presented in this newsletter were part of a larger ongoing market 
tracking study which has been conducted for several years to assess changes 
and trends impacting veterinary practices. Practice-wide metrics captured in 
this survey, including monthly revenue data, is provided directly from electronic 
practice management systems.  The survey is not affiliated in any manner with any 
veterinary practice management system.

Region
All Practices in Sample Set

(n=232)
Universe of Practices in US 

(n=32,755)
New England 4% 5%

Middle Atlantic 5% 10%

East North Central 23% 15%

West North Central 13% 10%

South Atlantic 20% 19%

East South Central 6% 7%

West South Central 9% 13%

Mountain 10% 8%

Pacific 10% 14%

Practice Revenue
All Practices 

in Sample Set
(n=232)

Universe of Practices 
in US (n=32,755)

Under $700,000 37% 59%

$700k to <$1.5 million 42% 27%

$1.5 million - <$3 million 18% 11%

Over $3 million 3% 4%

“The survey is not 
affiliated in any 
manner with any 

veterinary practice 
management 

system.”
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Practices were recruited randomly from a universe listing of veterinary practices 
provided by InfoUSA, a leading provider of medical databases. During October 
2015, 232 veterinary practices participated in this survey, of which 57% were 
veterinary practice owners, 24% were office managers, and 19% were non-owner 
veterinarians or had other titles. The practices participating in this research 
represent a good regional cross section of the country as illustrated by the table 
above. Additionally, from a total practice revenue standpoint, those surveyed are 
very similar to the national averages:
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ABOUT VETERINARY PRACTICE PARTNERS
VPP is a management company in the veterinary industry; we buy ownership stakes in practices and then work 
behind the scenes to manage and grow those practices.  VPP handles marketing, accounting, human resources 
and vendor contracting so our veterinarian co-owners can focus on patient care.  Working together as partners, 
VPP and the veterinarians make all major business decisions.

For more information on our unique approach to managing veterinary practices, and to learn how we might be 
able to help your practice meet its goals, please contact us:

Len Podolsky,       VPP Office
VP of Partnership Development    
lpodolsky@vetpartners.com     Phone:
215.500.3576       866.838.7278

        Email:
        info@vetpartners.com

Rich Lester,
Founder & CEO      Address:
rlester@vetpartners.com     601 S Henderson Rd, Suite 155
207.450.8800       King of Prussia, PA 19406
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= Indicates a VPP Hospital Partner


