
Budget Bootcamp III: Materials 
Management and Pricing
In this advanced budgeting module, participants will explore strategic 
materials management and pricing models that directly impact IVF laboratory 
efficiency, profitability, and compliance. This session focuses on procurement 
structures, inventory control, leasing vs. renting, and a comprehensive review 
of ethical and strategic pricing methodologies, tailored to the financial 
realities of high-complexity labs and fertility centers.

by Fertility Guidance Technologies



Course Overview and Learning Objectives

1

Procurement Strategies

Understand and compare 
procurement strategies such as 
standing and blanket orders.

2

Equipment Acquisition

Evaluate leasing vs. renting options for 
lab equipment and determine cost-
effectiveness.

3

Pricing Models

Explore ethical and strategic pricing 
models including competition-oriented 
pricing and discounting.

4

Compliance

Identify and avoid pricing violations such as price 
discrimination or deceptive practices.

5

Financial Sustainability

Apply pricing models to support financial sustainability and 
market competitiveness.



Why Materials Management and Pricing Matter in IVF Labs

Major Expense Category

Materials and equipment costs are among the largest expenses in IVF operations.

Margin Protection

Efficient procurement and accurate pricing protect margins and ensure financial 
sustainability.

Operational Efficiency

Strategic management can prevent waste, optimize inventory, and support profitability.

In the highly specialized field of IVF, where precision is paramount, financial management requires the same attention to detail as clinical procedures. Effective materials 
management and strategic pricing are foundational to maintaining both quality of care and business viability.



Procurement Models: Standing Orders
Predictability and Inventory Control
A standing order delivers a set quantity of supplies monthly (e.g., culture media, pipettes).

Advantages
• Predictable cash flow and usage patterns

• Fewer stockouts or critical shortages

• Reduced administrative burden from frequent ordering

• Often preferred for essential, consistently used supplies

• Potential volume discounts from suppliers

Disadvantages
• Less flexibility in adjusting to volume changes

• Risk of surplus if cycle counts fluctuate seasonally

• Storage space requirements for consistent inventory

• Potential waste if products expire before use

Standing orders work best for supplies with predictable usage patterns and stable shelf life, such as basic culture media, pipettes, and standard consumables used in 
every procedure.



Blanket Orders: Flexibility and Volume Pricing

Blanket Purchase Agreements (BPAs) for IVF Labs

Blanket Order: Allows purchases up to a dollar/quantity limit over time at a fixed per-unit price.

Often used for general consumables like gloves, gowning supplies, or embryo culture dishes where usage varies but is recurring.

Key Benefits
• Streamlined procurement process with minimal paperwork
• Price lock-ins despite multiple deliveries over time

• Flexibility to adjust order timing based on actual usage

• Reduced administrative costs for purchasing department
• Better cash flow management with "as-needed" delivery
• Volume pricing advantages without large upfront inventory



Rent vs. Lease: Equipment Acquisition 
Strategy

Rental Agreement
• Short-term, flexible (month-to-month)

• Higher cost over extended periods

• Includes maintenance and repairs

• No long-term commitment

• Useful for temporary expansion or trial periods

• Typically expensed immediately

Lease Agreement
• Long-term, stable arrangement (1-5 years)

• Potential tax benefits and equity-building

• Lower monthly costs than renting

• May include purchase options

• Better suited for large equipment

• Can be capitalized on balance sheet

Equipment acquisition decisions should consider not just immediate costs, but also maintenance, 
obsolescence risk, tax implications, and capital allocation strategy. For core equipment like ICSI 
micromanipulators and incubators, leasing often provides the best balance of access to technology and 
financial management.



Strategic Pricing Foundations
Overview of Pricing Models for Lab Services and Supplies
Effective pricing strategies must align with your business strategy, market conditions, and patient demographics while ensuring regulatory compliance.

Consumables

Cash pay supply packages, medication 
management fees, specialized media

Clinical Services

Oocyte freezing, PGT, embryo storage, ICSI, 
assisted hatching

Diagnostics

Semen analysis, AMH testing, endometrial 
receptivity assays

Packages

Bundled services, multi-cycle discounts, 
shared risk programs

The challenge in IVF pricing is balancing cost recovery with competitive positioning while maintaining transparency and ethical standards. Your pricing 
strategy should reflect both your cost structure and your market positioning.



Competition-Oriented Pricing Strategies
Positioning Your Prices in the Fertility Marketplace

Going Rate Pricing

Match prevailing industry prices in your market. Example: Setting standard IVF cycle costs at the regional 
average.

Relative Positioning

Adjust based on perceived value (higher or lower). Example: Premium pricing for specialized techniques 
or technologies.

Sealed Bid Pricing

Price set in anticipation of competitor bids. Example: Contracting with corporate fertility benefits providers.



Value-Based Pricing Models

Skim Pricing

Penetration Pricing

Loss Leader

Skim Pricing

High initial price to capitalize on innovation or limited supply

Example: AI embryo grading technology or novel genetic testing

Penetration Pricing

Low introductory price to gain market share

Example: New clinic offerings or services in competitive markets

Loss Leader

Intentionally low or no profit to draw patients

Example: Discounted consultations or first-year cryostorage fees

Value-based pricing strategies should align with your clinic's market position, competitive landscape, and long-term business objectives. The key is understanding the perceived value of your services from the patient's perspective.



Discounting and Segmented Pricing
Creative and Ethical Discount Strategies

Discount Pricing
• Volume-based discounts (multiple 

cycles)

• Package discounts (bundled IVF + PGT)

• Loyalty programs for returning patients

• Seasonal promotions during slower 
periods

• Multi-service discounts (fertility 
preservation + genetic testing)

Segmented Pricing
• Military/veteran discounts

• Cash pay patient pricing

• Income-based sliding scales

• Geographic market adjustments

• Employer or insurance-specific rates

Caution: Discounts must be structured to avoid perception of unfair pricing or 
inducement. All discount programs should be reviewed by legal counsel to ensure 
compliance with healthcare regulations, including anti-kickback statutes and insurance 
requirements.



Legal and Ethical Pricing Practices
Avoiding Pricing Violations in the Fertility Industry

Price Fixing

Illegal coordination of pricing among competitors. Never 
discuss specific pricing with other clinics or at industry 
meetings.

Price Discrimination

Must offer the same price to all under similar terms. 
Differential pricing must be justified by legitimate business 
factors.

Deceptive Pricing

Prohibited practices include fake discounts, hidden 
surcharges, or bait-and-switch tactics with advertised 
services.

Minimum Pricing

Cannot sell below cost to intentionally harm competition. 
Predatory pricing can trigger antitrust investigations.

The fertility industry faces unique ethical considerations due to the emotional nature of services and the vulnerability of patients. 
Transparent pricing practices not only ensure legal compliance but also build trust with patients navigating complex financial decisions 
during an already stressful time.



Materials + Pricing = Financial Optimization
Connecting Procurement to Profitability

Smart materials management reduces waste, improves cash flow, and aligns inventory with need. Strategic pricing drives revenue, market 
share, and patient trust.

Use tools (like inventory management software, ART Compass, or LIMS) to link procurement, usage, and revenue analytics.

Final takeaway: In IVF, profitability begins with precision—both in the lab and the ledger.



Inventory Management Best 
Practices

Key Inventory Metrics

Turnover Rate: How quickly inventory 
is used and replaced

Days on Hand: Average time supplies 
remain in inventory

Carrying Cost: Expenses related to 
holding inventory

Stockout Frequency: How often items 
are unavailable

Expiration Rate: Percentage of 
supplies discarded unused

Implementation Strategies
• Implement barcode scanning for 

accurate tracking

• Establish par levels for critical 
supplies

• Use FIFO (First In, First Out) for 
perishable items

• Conduct regular physical inventory 
counts

• Analyze usage patterns to optimize 
ordering

Effective inventory management in IVF labs requires balancing the risk of stockouts 
against the cost of excess inventory. Critical supplies with long lead times or limited 
shelf life require special attention and potentially higher safety stock levels.



Equipment Lifecycle Management
1Acquisition

Evaluate purchase vs. lease vs. rent options based on expected 
usage, technological advancement rate, and capital constraints.

2 Maintenance

Implement preventive maintenance schedules, service contracts, 
and calibration protocols to extend equipment life.

3Upgrade Evaluation

Regularly assess whether equipment upgrades would improve 
efficiency, outcomes, or competitive positioning.

4 Replacement Planning

Develop capital budgeting for equipment replacement before 
end-of-life to prevent disruptions.

5Disposition

Evaluate resale, trade-in, donation, or recycling options for 
obsolete equipment.

Equipment represents one of the largest capital investments for IVF labs. A strategic approach to lifecycle management can reduce total cost of 
ownership while ensuring access to technology that supports optimal clinical outcomes.



Case Study: Optimizing Media 
Procurement

Challenge

A mid-sized IVF lab was experiencing 
significant waste of culture media due to 
unpredictable cycle volumes and short 
shelf life of specialized media products.

Analysis

Review revealed:

• 20% of media expired before use

• Emergency orders increased costs by 15%
• Staff time spent on frequent ordering
• Inconsistent usage tracking

Solution
• Implemented hybrid procurement model:

• Standing order for base media at 80% 
of minimum usage

• Blanket order with 48-hour delivery for 
variable needs

• Digital inventory system with barcode 
tracking

• Weekly usage analysis tied to cycle 
scheduling

Results

After 6 months:

• Media waste reduced by 85%
• Overall media costs decreased by 12%

• Staff time on procurement reduced by 70%



Case Study: Strategic Pricing 
Realignment

Challenge

A fertility clinic was experiencing declining 
market share despite excellent clinical 
outcomes. Analysis revealed their pricing 
structure was confusing to patients and 
positioned them as neither premium nor 
value-oriented.

Analysis

Market research showed:

• Competitors offered clear package pricing

• Patients perceived a la carte pricing as risky

• No clear value proposition for premium 
services

• Price-sensitive patients choosing 
competitors

Solution
• Restructured pricing into three tiers:

• Essential Package (basic IVF)

• Enhanced Package (IVF with add-ons)

• Premium Package (all-inclusive with 
guarantees)

• Implemented transparent fee structure

• Added multi-cycle discounts

Results

After 12 months:

• New patient consultations increased by 35%

• Average revenue per patient increased 
by 22%

• Patient satisfaction scores improved by 40%



Technology Tools for Materials and Financial Management

Laboratory Information Management 
Systems (LIMS)

Integrates inventory tracking with clinical 
workflows, allowing real-time monitoring of 
supply usage tied to specific procedures and 
patients.

Inventory Management Software

Barcode/RFID tracking systems that 
automate inventory counts, trigger reorders, 
and provide analytics on usage patterns and 
costs.

Financial Analytics Platforms

Tools that connect procurement costs with 
service pricing, providing insights into 
procedure profitability and revenue 
optimization opportunities.

Technology investments that connect clinical, inventory, and financial systems provide the data foundation for strategic decision-making. 
The most effective systems integrate these functions rather than treating them as separate operational silos.



Implementing Change: A Phased Approach

Assessment

Conduct comprehensive audit of current procurement practices, inventory management, and pricing structures. Identify specific pain points and opportunities.

Strategy Development

Design tailored procurement models and pricing strategies aligned with business objectives. Develop implementation roadmap with clear milestones.

Pilot Implementation

Test new approaches with limited scope (e.g., specific supply categories or services). Measure results and refine based on feedback.

Full Deployment

Roll out comprehensive changes with staff training, system updates, and communication plans for both internal teams and patients.

Continuous Optimization

Establish regular review cycles to assess performance metrics and make incremental improvements based on market changes and operational insights.

Successful change management requires both technical solutions and stakeholder engagement. Involve clinical, laboratory, and administrative staff in the process to 
ensure buy-in and capture valuable operational insights.



Key Performance Indicators (KPIs)
Measuring Success in Materials Management and Pricing

15%
Inventory Turnover

Target improvement in how 
quickly inventory moves through 

your lab

<3%
Expiration Rate

Percentage of supplies discarded 
due to expiration

<1%
Stockout Rate

Frequency of critical supply 
unavailability

10%
Profit Margin

Target improvement in service 
profitability

95%
Price Transparency

Patient satisfaction with financial 
communication

20%
Admin Time

Reduction in staff time spent on 
procurement

Establish baseline measurements before implementing changes, then track these metrics regularly to quantify improvements. The most valuable 
KPIs connect operational efficiency with financial outcomes and patient satisfaction.



Summary: The Precision Approach to IVF Financial Management

Key Takeaways

1. Strategic procurement models (standing and blanket orders) optimize supply chain efficiency and cost control

2. Equipment acquisition decisions (lease vs. rent) impact both operational flexibility and long-term financial health

3. Ethical pricing strategies balance competitiveness, profitability, and patient accessibility

4. Compliance with legal requirements prevents costly violations while building patient trust

5. Integrated technology solutions connect clinical, inventory, and financial systems for data-driven decision making

"In IVF, profitability begins with precision—both in the lab and the ledger."

The most successful IVF programs approach financial management with the same attention to detail and 
scientific rigor that they apply to clinical procedures.
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