
GROWING Your Practice 
In today’s world of declining insurance reimbursements and a multitude of competing options for 
patients to access care, vibrant, healthy practices are constantly seeking opportunities to grow. 
Growth can come from expanding your patient base as well as expanding your service offerings to 
your existing patient base and capturing an increasing share of their healthcare spend. Expanding 
your ancillary services is one option to accelerate your practice’s growth. 

Ancillary services can set a medical practice apart from 
the competition and enhance its ability to better serve 
patients. When primary care investment increased, both 
hospital stays and ED visits decreased, as reported by the 
Patient-Centered Primary Care Collaborative in 2019.1

Allergy assessment and treatment, like that provided 
by United Allergy Services, is an ancillary service that 
physicians can offer to both serve patient needs and drive 
additional revenue into the practice. 

ADDING Ancillary Services:
Three Steps to Determine Whether Ancillary Services Are Right for Your Practice

The three steps to take before implementing 
a new ancillary service in a medical practice.

1. Consider the current state of the practice

2. Qualify the ancillary services vendor

3. Determine the cost of investment
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Missed OPPORTUNITIES
A study published in the Journal of the American Board of 
Family Medicine (JABFM) noted that physicians are often 
unable to close the referral loop due to lack of referral 
completion. In fact, 17% of referred patients do not 
see the specialist to whom they are referred, according 
to the JABFM study.2 Is there a needed service in your 
community that your practice can fill?

Existing INFRASTRUCTURE
Available space along with current staff productivity 
levels and credentials impact the practice’s ability to 
execute new services. Consider how much time and 
money it would take for staff education and office 
renovation before a new service line would be functional 
in the existing practice.

Patient EVALUATION
Alignment with patient needs is critical for the success 
of any new service implementation. Consider the areas 
of common patient referrals, insurance contracts on file 
that may influence reimbursement rates, and patient 
perception of the practice.

QUALIFY the Ancillary Services Vendor

Resource LEVERAGING
A valuable partner will offer provisions that boost the 
likelihood of success when implementing a new service. 
Look for available customer support expertise in legal 
regulations and payer reimbursement for the services 
you may onboard. When you meet with a prospective 
vendor, ask about their expectations regarding qualified 
candidates for their services and reasonable revenue 
expectations for the practice.

Vendor REPUTATION
Partnership with an outside vendor requires a high level 
of trust. Review the vendor’s references and referrals 
from colleagues as well as their longevity and experience. 
Vet potential vendors by researching clinical studies that 
review the company’s protocols.

REFLECT on the Practice

17% of referred patients 
do not see the specialist 
to whom they are referred

Patient care should meet or exceed current practice standards. Ask the vendor: 

What services do they deliver through implementation and beyond?

What is their track record?

What sets them apart from their peers?

1
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The first step is evaluating the practice for untapped potential in both the physical space and 
services offered. What services are your patients seeking elsewhere either by choice or your 
referral patterns? These services could be services covered by insurance or they could be 
consumer-based medical services that your patients are exposed to through other care outlets. 
The advent of internet-based care outlets has greatly expanded the demand for certain services. 
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FILLING A GAP in the Market
Consider whether adding an ancillary service to the 
practice will be profitable. The most popular ancillary 
services adopted by internal and family medicine are lab 
services, ECG, prescription dispensing, and radiology/
imaging.3 Adding a service into a market that is saturated 
may not be a good business decision. While shopping 
around for service line vendors, consider what unique 
market gap you can fill that fits your patient base.

Vendor BUY-IN
Choose a vendor with infrastructure to handle not only 
implementation but staffing and ongoing customer 
assistance. This backing will help lower upfront costs 
needed for training and reduce the impact on productivity 
among existing team members.

DETERMINE the Cost of Investment

What is your “RETURN ON EFFORT”?
Your and your staff’s time is a precious resource. Any investment of time and money should generate 
a sufficient return to justify the expense. Here are a few questions to answer:

• What is the expected demand for the product or service?

• How will you identify potential patients/consumers?

• What is your investment to initiate the service?

• What is your cost to deliver and maintain the service?

• Is this incremental to your practice, or will this replace or cannibalize some of your existing business?

You do not need an MBA to answer these questions. Your vendor and some common sense can help you answer them. 
Also, your physician community may have experience with the product or service and can help you develop a simple 
financial model of the potential revenue and costs.
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Does it WORK? 
Adding a service to a practice should be beneficial for patients 
and improve ROI for the practice. Adding a service to an existing 
practice has the potential of improving patient adherence and 
minimizing the need for referrals overall. 70% of polled physician 
organization leaders noted that increasing the volume of services 
delivered is the top action that primary care and specialist 
physicians could take to increase their compensation.4

An expansion of services may require additional resources. Consider the 
financial investment and the potential ROI opportunity after implementation. 
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Take a Look at ON-SITE ALLERGY SERVICES 
50 to 60 million Americans suffer from allergies such as rhinitis (hay fever), food allergies and asthma, 
but only a fraction seek treatment from an Allergist. United Allergy Services (UAS) empowers 
physicians to offer on-site allergy services that fit seamlessly into existing medical office workflows, 
expanding delivery of services and increasing revenue.

Since 2009, UAS has successfully partnered with more 
than 2,450 practitioners across 20+ states to deliver 
proven, flexible and customizable services that directly 
meet the allergy needs of patients without requiring 
them to go elsewhere. Treatment protocols include 
immunotherapy delivered by subcutaneous injections 
in the physician’s office or at home as well as sublingual 
drops self-administered at home by the patient. A 
UAS treatment group showed >40% improvement in 
allergy symptom scores compared to control through 
administration of immunotherapy.5 A 3-year course of 
immunotherapy has shown long-term clinical effects and 
the potential of preventing the development of asthma 
in children with allergic rhino conjunctivitis up to seven 
years post-treatment.6

UAS medical partners maintain full clinical control and can 
easily test, treat and educate patients on environmental 

and food allergies with comprehensive solutions that 
include staff training, supplies, customer support, patient 
education tools and marketing materials.

The convenience of in-house allergy care both improves 
patient quality of life and satisfaction while generating 
additional revenue for the practice.
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associations%20between%20primary%20care,conditions%2C%20and%20
emergency%20department%20visits%E2%80%94found%20an%20inverse%20
association. Accessed 10.09.23.

2 https://www.jabfm.org/content/jabfp/34/6/1183.full.pdf. Accessed 10.09.23.

3 https://www.medicaleconomics.com/view/grow-your-practice-ancillary-
services. Accessed 10.09.23.

4 https://www.rand.org/news/press/2022/01/28.html. Accessed 10.09.23.
5 https://onlinelibrary.wiley.com/doi/full/10.1002/alr.21653. Accessed 10.09.23
6 https://pubmed.ncbi.nlm.nih.gov/17620073/. Accessed 10.09.23.

Learn more about how UAS can improve your practice and create 
a patient-centered medical home with comprehensive care.

Visit: unitedallergyservices.com.

UAS treatment group 
showed >40% improvement 
in allergy symptoms 
through administration 
of immunotherapy.5 
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