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• Overview of the Profit Solver product and how it can help you make 
informed decisions on Pricing 

• One of the most difficult things to do is to try to figure out what to charge my 
clients that is fair based on my situation.  

• So how do we do it today?

• Guess

• Use Benchmarks

• Call competitors in my area?  Your costs are very different than your 
competitors so why should you base your pricing on what they charge?  
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• The veterinary product sales market is rapidly changing. In the midst of a 
challenging economy, veterinarians today are facing the challenges of 
increased internet competition, the expansion of veterinary products on 
super mart shelves and the highly advertised offering of low cost generics 
through human pharmacies. Failure in appropriately responding to these 
challenges has many veterinarians possessing a very inefficient inventory 
investment.

• Below are some of the more challenging issues in inventory management 
that, when not addressed properly, are leading to pharmacy sales effecting a 
decline, rather than a boost, in a practice profitability.

• Price Matching with the Competition

• Many owners feel it necessary to offer products at the same price that 
clients can purchase them on the internet. When an owner chooses to go 
this route, they need to do it with the understanding and awareness that they 
are matching prices with a company whose likely biggest costs are shipping 
and advertising. These companies do not have the costs associated with 
keeping a highly educated staff, providing health care services with 
specialized equipment and maintaining a hospital facility with patient record 
oversight. They receive and ship. That is it.
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• Introduced in House (02/10/2014)

• Fairness to Pet Owners Act of 2014 - Requires the Federal Trade 
Commission (FTC) to promulgate rules relating to veterinary prescriptions 
that: (1) require the prescriber of an animal drug to provide a copy of the 
prescription to the pet owner before offering to fill it or dispensing it and, 
upon request, to a pharmacy or any other person designated to act on 
behalf of the pet owner; (2) prohibit such a prescriber from requiring, as a 
condition for providing a copy of such prescription, purchase of the drug 
from the prescriber or another person, a payment as part of or in addition to 
the examination fee, or the signing by or delivery to the pet owner of a notice 
waiving or disclaiming liability of the prescriber for the accuracy of the 
prescription; and (3) permit the prescriber to require payment of fees for an 
examination before providing a prescription, but only if the prescriber 
requires immediate payment in the case of an examination that reveals no 
requirement for an animal drug.

• Defines "veterinary prescription" to exclude an animal drug administered by 
the veterinarian in the course of providing acute care. 

• Makes this Act applicable only to medication for a domesticated household 
animal that the federal government prevents consumers from purchasing 
without a prescription.

• Requires a violation of this Act to be treated as a an unfair or deceptive act 
or practice under the Federal Trade Commission Act.
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• Many practice owners are pretty good at increasing a product’s price when 
they notice the unit cost has gone up ( which we hope is noticed right away 
and not a month or two later) But what about the more subtle increases in 
cost of pill vials, syringes, applicators, reconstituting fluids, etc.? These are 
small items but used frequently and should be reflected in the services that 
you perform each day.

• How do you account for the increase in these foundational pharmacy costs?
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• Veterinarians are eager for pricing assistance, especially if defensible

– We have been using outside resources to determine our fees or making educated guesses.  
What our customers appreciate about the Profit Solver program is that they now have a program 
that can tell them what it costs to deliver their services and so now they have confidence in the 
exam rooms.  Now you will have confidence in the pricing strategy you set in your practice.

– One of The huge advantages of Profit Solver is that it takes the emotion out of the decision.  For 
many veterinarians you are looking at that client across the table and not only do they have a 
significant amount of emotion but they want to put that back on you and they would love to make 
you feel guilty or uncomfortable about your prices.  

– So if you don’t know where those prices came from then for many of us guilt and discomfort 
come very quickly if you cant defend that price to yourself or to anyone else.

– I find the vast majority of doctors that I talk with have the exact same concern and are looking for 
that relief from the emotional stress of handing that estimate over.

– The level of comfort that you have comes through in the body language, in tone and emotional 
level that you are comfortable with it and the clients pick up on that.  It may be very subtle but it is 
very important.

– Clients will read you like a book and can tell immediately if you are shifting from foot to foot 
because you are not 100% comfortable with your pricing

• What Profit Solver brings to the table is buy in from your staff on your pricing strategy and their 
understanding of what goes into the pricing – They are the ones who often input our medical histories 
and are invoicing our clients and if they don’t have confidence in our pricing strategy then they are 
liable to give the service away or discount the service so this is a very important tool to give them 
confidence to talk about the pricing.  

• In many practices it is the staff members who present all or a majority of estimates to the clients so for 
them to have that emotional comfort in presenting it is critical. 

• We have a Rational, Objective Approach to Pricing 
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• One of the key elements of our program is our time and motion studies 
which is included in the Profit Solver software application
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• Performed 568 time and motion studies for services within this industry

• Through extensive analysis, we created a subset of those 568 services 
resulting in approximately 80 services that make up 90% of your revenue.

• These 80 services are perform more frequently on a daily basis as opposed 
to services performed less than a dozen times a year (ie. a pyometra
surgery) - You could quadruple that fee and it would have very little effect on 
your bottom line
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• Profit Solver Demo

• Short version of in-clinic presentation



• This is the report that you will receive after our implementation of Profit 
Solver.  This report will provide you with the profit and loss of each service 
that we review.  This report has been used as the basis for pricing strategy 
sessions for many practices.  
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• We have to prepare the software by entering your information into the 
system.  Once we have your information entered than the reports and 
pricing strategies can follow. 
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• after we receive your p&l data we will ask you a very important question –
“what is your targeted profit goal for your hospital?” We can help any 
practice at any profit level.

• This particular hospital came to us with a profit of 3.54% profit and this is 
true profit so this is the profit that’s left over after everyone’s paid including  
the owners.  So it is really is true profit or excess earnings or the amount of 
money available to new investor to pay off their debt to you when you sell 
your hospital. They are at 3.54% OUR average that we are seeing is 
between 4%  and 7% across the US.  

• What we target is 15% of profit initially but  this number can be anything 
based on the hospitals needs…as we have targeted lower for hospital that 
come to us with negative profitability and it can be targeted higher for 
hospitals that are already at 15 or 20% profitable.  
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• The first thing I will point out is that our process is patented. One of the keys 
of the patent was to separate labor from inventory.

• .  Once we get the profit loss statement we will dissect it and separate it out 
into 3 profit centers Labor, Inventory and Equipment.  But most importantly, 
we want to make the labor and inventory category pure .  We do this by 
isolating any charges associated with Labor and placing it in the labor 
category.
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• cost of goods sold is made up of inventory  and outside services.  The 
outside service would be antech ,IDEXX. Marshfiled lab or Phoenix lab as 
well as any specialist that you bring in. Radiologist or surgeon to do a 
specific surgery.  These individuals would then send you invoice and you 
would track that back to the client apply a mark up and bill them for it

• IMPORTANT POINT - Inventory then only have to cover itself.  So we are 
not going to rely on it to be your primary profit center so we are not going to 
rely on  inventory markup of pharmaceutical mark up to cover costs.  

•

• so when you’re asked or forced - to give up some of our pharmaceutical 
revenue ….we will now be in a position to price inventory competitively 
because it now it only has to cover itself.  So NOW  you can put a 
competitive markup on that because labor is going to be your primary profit 
center and hopefully keep your pharmaceutical sales in house.  
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• ‘The power of this information, pulling the levers of your business.

• Control your business versus it controlling you
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• 3 key areas reviewed

– Labor (billable and non-billable)

– Inventory

– Equipment

• We see on average a profit of 3.5 – 4%

• We target a profit of 15% (some higher, some lower depending on practice and current profitability)

• Profit Solver will review those services most commonly performed, approx. 60-80

• Profit Solver will show the exact profit level in each service fee you charge

• The Bell curve shows how you form and create your profit

• You will know where competitive prices are, which services offset them, and which services don't

• It is a powerful management tool to inform associates and staff of costs for services to reduce discounting or 
not charging for services
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• Profit Solver Demo


