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ÅMany practices struggle due 
ǘƻ ōŜƭƛŜǾƛƴƎ άΧ ōŜŎŀǳǎŜ ǘƘŜȅ 
understand how to do the 
technical work - the work of 
the doctor - they understand 
how to build a successful 
ōǳǎƛƴŜǎǎΦέ 

ÅGerber, Michael E.; E-Myth for Physicians; 
HarperBusiness; New York , New York; 1995; P. 



ÅDoctors, 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.  



Often times we hear  
complaints from 

ǇǊŀŎǘƛŎŜǎ ǘƘŀǘ ǘƘŜȅ ŘƻƴΩǘ 
have good information 
about their business 



This may be because of the 
lack of good reporting 
coming out of the practice 
management system, the 
inability to understand 
their financials or detail of 
their payroll data.  



²ŜΩǾŜ ŎƻƳŜ ǘƻ ǊŜŀƭƛȊŜ 
ǘƘŀǘ ǿŜ ŎŀƴΩǘ ǇǊŀŎǘƛŎŜ 
in the old way where 
you see your patient 
and at the end of the 

day you get fairly 
rewarded for your 

work 

Instead, practices have 
to make BUSINESS 

decisions on a regular 
basis 



Definition of Business Intelligence 

Skills, technologies, 
applications and systems used 
to help a PRACTICE acquire a 
better understanding of its 

BUSINESS context 



ÅFor business leaders 
who are making  

decisions about their 
practice whether it is 
a one-doctor primary 

care practice or a 
multi-million dollar 
corporation the best 
decisions are ones 
built on business 

intelligence. 







") ÔÕÒÎÓ ȣ 

Data into Information 

Information into Knowledge 

Knowledge into Decisions 

Decisions into Profits 



") ÁÎÓ×ÅÒÓ ÑÕÅÓÔÉÏÎÓ ÌÉËÅ ȣ 

1 
ωWhich of my patients are most profitable? 

2 
ωWho are my patients? 

3 
ωWhich products cost the most to maintain? 

4 
ωWhere can we cut costs? 

5 
ω½ of our marketing works ς which ½? 



Measure 

Analyze 

Strategize 

Implement 

Measure results 

Adjust 



4Ï ÂÅ Á ÓÕÃÃÅÓÓÆÕÌ ÂÕÓÉÎÅÓÓ ȣ 

Must create or provide something of value 

That other people want or need 

At a price they are willing to pay 

¢Ƙŀǘ ŜȄŎŜŜŘǎ ǘƘŜ ōǳȅŜǊΩǎ ŜȄǇŜŎǘŀǘƛƻƴǎ 

And provides the business sufficient revenue 
to make it worthwhile for the owners to 
continue operation 



People 

Systems 

Delivery 



Driven: How Human nature shapes our choices  
by: Paul Lawrence and Nitin Hohria 

Harvard Business School 
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Function 

The Personal MBA 
Josh Kaufman 

Mark Wright, OD 



1 ωEfficacy ς How well does it work? 

2 ωSpeed ς How quickly does it work 

3 ωReliability ς Can I depend on it to do what I want? 

4 ωEase of use ς How much effort does it require? 

5 ωFlexibility ς How many things does it do? 

6 ωStatus ς How does this affect the way others perceive me? 

7 ωAesthetic appeal ς How attractive or aesthetically pleasing is it?  

8 ωEmotion ς How does it make me feel? 

9 ωCost ς How much do I have to give up to get this? 

9 Values 
People consider when making a purchase  
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If you cannot measure it,  
you cannot manage it  

ÅKey performance indicators 

ÅBusiness metrics 

ÅPractice statistics 



Total Revenues 

Total Expenses 

Net 



How to increase $ in the door 

# Fees 
Frequency 
of exams 

# New 
patients 

$ / exam 


