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ADoctors,administrators and office managers are
experiencing the increasing difficulties of
running a practice. There Is increasing pressure
on reimbursement, increasing operating costs,
heightened degrees of complex things such as
Information technology, compliance, and
regulations.
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LIN} O A OSa
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lack of good reporting
coming out of the practice
management system, the
Inability to understand
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Definition of Business Intelligence

Skills, technologies,
applications angystemaused
to help aPRACTIC&cquire a

better understanding of its
BUSINES&Ntext
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AForbusmess leaders
who are making §
decisionsabout their
practicewhether itis _
a one-doctor primary <
care practice ol
multi-million dollar
corporation the best
decisions are ones
built on business
Intelligence.




SALES
Drdar Intaks Total

Sales Harth
Sales Middle
Sales South

Bid to BNl (%)

64
Dimputes Wulue .
Disputes Mumber w [ ]
Cuss bomer
satisfaction
-]

PRODUCTION FIMNAMCE HRM A
. Humber of open
Pivgeidise b by . Tusrmeirwai Toltal FTE's Audit findsngs .
shop . Turnousr Horth B Abzance 9 Turnarcund Gime [ ]
ripair tme Turmoyar Middla . Training
Turnover South Improvement Projects
SUPPLY CHAIN Gross Margin ? Employes Praject 1
satisfaction E:.gj:g %
Dielivery reliability Avarage Paynent 1] 10
tirne invoices
50 Y Coming next:
25 -] |. — B —
Man — _ Connect charts and
| Teragement dashboard: | ouse 9 il i)
[ [T R [ databases that are
4 { |.'..--.--..._-:?r-hm.I of Performance dvailable in your
/ e, =aL0FE | nebwork

A ; the indicajne.
o =S0FE Bre connectad |
; e o ?rc;;d: - How to build the dashboard
Werhere - Design the dynamic charts
:.;-e:cz.:l:r} - Connect tham to the lists
i m-:l.tml::us ang

A '
E‘:T?mll ally Updated wihen

erailed nformakon.

- A i
Click far @ wWithin the roee

formation 15 | &
Detailed IRDTTRE : )
presented 10 »h.'num-f_.char‘ﬂE. |
ysing singhe of rvultiple
popup wWindows

: Read more.
st data j= Miodifilad ‘




Gross Collections Net Productivity/hr $/Comp exam
W Srags Collsctions W Benchimerk — k=t — B=nchimart —Stafihour — BEnchimark — &/ Cama =xam
S50 000 00 — BEnchimark
£50,000 T =T 2190 M 2200
£40,000 | e SN[ $600 =t
20000 0 | T [ 400
E - 30 ]
shrooon) Lelelslelalelaly 121 3 & 3 5 7 B 12 3 4 3 5 7 8
COGS Payroll Overhead Marketing
—O0DES — Benchmerk — oD, peryra — Cwerhesd —— Benchmerk —— Marketing —— Benchmark
£70,000 — Bemhmar £20,000 £2,000
$50,000 1 - £50,000 £50,000 - 36000 T Ao
390000 A= Y 570000 = 340000 == 4000 T
E=Tala o] - 000 __: J- £20,000 = = 4 7000 =
=000 $30000 & s
1 2 2 4 %5 &8 7 2 1 5 4 38 7 & 12 5 4 3 5 7 & 1 23 24 3 &8 7 2
Rent Chair cost/Exam Chair cost/Hopen # FTE Staff
——FRent  —— Benchmars — Cfvir Cost/Edmm Crimir cost/frs open —#—E5mf — Benchmark
e H | = = ..
® ! =2 —] - &3 - o !
$11.000 S 400 : : b = ra— _-\"m
£10,000 = t200 2300 D S o ———
8,000 430
25,000 = = 2.00 | E— — T— T 7T 1
1 2 34 38 7 3 1 2 % 4 5 5§58 7 & 1 2 5 4 5 8§ 7 38 1 £ 2 &4 3 858 7 B

Created by Patfiwsvs 87 Suceess far Dotamatnisis

email mwright@pathways-o.com




) 00Ol

Data into Information
Information into Knowledge

Knowledge into Decisions
Decisions into Profits
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wWho are my patients?

~

v

y wWhich products cost the most to maintai

wWhere can we cut costs?

wWhich of my patients are most profitable]?

0%

v w2 of our marketing workswhich 2?




Measure

Analyze

Strategize

Implement
Measure results

Adjust
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Must create or provide something of value

That other people want or need

At a price they are willing to pay
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And provides the business sufficient revenue
to make it worthwhile for the owners to
.continue operation
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Driven: How Human nature shapes our choices
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O Values

People consider when making a purchase

w Efficacy¢ How well does it work?

wSpeed; How quickly does it work

wReliabilityc Can | depend on it to do what | want?
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wEase of use How much effort does it require?

w Flexibility ¢ How many things does it do?

w Status¢ How does this affect the way others perceive me?

wAesthetic appeal; How attractive or aesthetically pleasing is it~

wEmotion¢ How does it make me feel?
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w Cost¢ How much do | have to give up to get this?
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If you cannot measure It,
you cannot manage It

AKey performance indicators
ABusiness metrics

APractice statistics




Total Revenues
— Total Expenses
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How to increase $ in the door

Frequency

of exams




