
MOST OUTREACH LABS LACK FINANCIAL SOPHISTICATION

Only 59% of lab directors say they have measured the profitability of their outreach programs, and of this total, 
only 48% used actual net revenue (after contractual discounts—not the same as charges!) as the basis of their 

analysis, according to the survey by Chi Solutions. These figures suggest that the profitability of only about one-third 
of hospital lab outreach programs has been analyzed using actual net revenue.

Despite the seeming lack of adequate financial information, the survey reported that an overwhelming 86.4% of 
lab directors “believe” their outreach program is profitable. This contrasts with the 62.4% of hospital chief financial 
officers who “believe” their hospital outreach programs are profitable.

The problem is that most outreach labs don’t have control over their billing. In fact, only 12% of outreach labs 
have a separate in-house or ASP billing application and 11% use an outside billing service, according to the survey. 
The majority (78%) rely on their hospital’s billing department. But when outreach billing is mixed with a hospital’s 
billing system, the ability to measure actual net revenue becomes extremely difficult.

Chi’s Kathleen Murphy says that the average lab outreach program--though it might have millions of dollars of 
annual revenue—is not run like a sophisticated business. “The biggest single improvement outreach labs can make 
is to outsource their billing so they can get a clear picture of net revenue and create a monthly profit and loss state-
ment,” says Murphy. She notes that an in-house billing department is an option, but adds, “Very few people have 
the skill sets necessary. It’s a mistake to fool yourself into thinking your lab can do it themselves. Its tricky even for 
billing firms that specialize in lab outreach.”

National Lab Outreach Survey: Profitability Review

	 Yes	 No	 Uncertain
Has	your	outreach	profitability	been	analyzed?	 58.6%	 32.4%	 9.0%

	 Actual	 Estimated	 Uncertain
If	yes,	was	net	revenue	actual	or	estimated?	 47.9%	 38.4%	 13.7%

	 Yes	 No	 Uncertain
Did	expense	analysis	include:
—Hospital	overhead?	 40.3%	 44.8%	 14.9%
—Laboratory	administration?	 63.2%	 25.0%	 11.8%
—Outreach	support	(couriers,	marketing,	etc.)?	 87.7%	 3.1%	 9.2%

	 Yes	 No
Know	the	bad	debt	rate?	 24.1%	 75.9%
Know	the	DSO?	 20.0%	 80.0%

	 Yes	 No	 Uncertain
Belief	that	your	outreach	program	is	profitable:
—Chief	financial	officer	 62.4%	 7.3%	 30.3%
—Respondent’s	belief	(primarily	lab	directors)	 86.4%	 4.5%	 9.1%

Source:	Chi	Solutions’	Eighth	Comprehensive	National	Laboratory	Outreach	Survey	(June	2009)
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