PRACTICE

business cannot function without measuring its suc-
cesses and failures. A dental practice has special
needs, and, from the beginning, it is important to keep
statistical records.

Knowing what numbers to track and understand-
ing how they relate to what your practice is actually doing now
(busyness vs. productivity and profit) and how they relate to your
future planning is an essential element in taking control of your
practice and keeping your business solvent. There are two elements in
the control process:

» Planning function—the establishment of reasonable, desired growth
and profit goals.

» Control function—the process of evaluating periodic results, compar-
ing them to your plan, and implementing changes to ensure the
achievement of your desired results.
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Monitoring the
daily/monthly function

o keep your practice sol-
E ; vent and on a pattern of

continued growth, you
continually must evalu-
ate the time you are spending in
your business in relation to the
dollars you are earning. The follow-
ing numbers should be kept on a
regular basis:

» Production: This is the amount
your practice is charging your pa-
tients for treatment rendered on a
daily basis. A dental practice’s only

Month of;

STATISTICS

product is its “time,” and this figure
enables you to measure the produc-
tivity of your time. It helps you to
evaluate whether your time is prof-
itable or not.

» Collection: This is the amount
your practice collects daily for serv-
ices rendered (your product) from
patients and/or insurance compa-
nies. Keeping a daily record of this
figure ensures that you will have
the ability to pay your bills and
maintain your livelihood.

» Hygiene production: The hy-
giene department in your practice is
key in the development of your busi-
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ness. It is a profit center, and it is
the part of your practice that moni-
tors the retention of patients. You
should know how much your hy-
giene department is charging daily
and how those charges relate to the
overall production of your practice.
A healthy general dental office
earns 20 to 25 percent of its income
from hygiene.

« Lost time: Broken appointments
cost money. Because they seem to
be more of a problem in the hygiene
schedule than in the dentist’s
schedule, it is important to monitor
the effectiveness of your staff in
providing a full hygiene schedule
daily and keeping it full. At the
beginning of each day, count the
number of hygiene patients sched-
uled, and at the end of each day
count the number of hygiene pa-
tients actually seen.

Attracting new business

ew business is an essen-
tial element in the de-
velopment and growth
of your practice. It is
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Patient Receivables

Balance, beginning S $

Fees charged

Fees received

Adjustments

Adjustments

Patient refunds

Balance, ending $

New Patients
Hygiene Patients Seen
Payroll-Staff
Payroll/Fees Received

Dental Supplies $ $

Lab Costs S $
Lab Costs/Fecs Received % .

Rent S, $

OPERATING

Dental Supplies/Fees Received %

"Rent/Fees Received %o

important to know whether the
time and money you spend on mar-
keting is not only bringing new
patients to your practice but also
retaining those patients. The fol-
lowing information about every
new patient telephone call, if kept,
helps you to evaluate the effective-
ness of your marketing efforts:

» The date of the new patient tele-
phone call

* The new patient’s name

» Was an appointment made? This
helps you to monitor the effective-
ness of the staff member taking the
telephone call.

« Was information, i.e., a welcome
letter, appointment card, health
history, etc., sent to the patient
before the scheduled appointment?
If you are doing this, it is important
to document the date your office
sends this information.

- Was the appointment kept?
Knowing whether or not the new
patient kept the first appointment
helps you to monitor the effective-
ness of your communication with
that person before you have met
face-to-face.
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» Did the new patient make and
keep a second appointment? Know-
ing whether or not the new patient
made and kept a second appoint-
ment helps you to monitor the effec-
tiveness of your communication
with that person after you have
met.

+ The referral source helps you to
monitor which marketing efforts
are bringing you the best return on
your dollar.

» Was a thank-you note sent? If the
referral source was another patient,
a thank-you note often motivates
the patient to refer other people.

Cost of doing business

ollars brought into your
practice must be com-
pared to the amount of
money it costs you to
run your business. Your practice
needs to bring in enough monthly
income to pay the bills and provide
you with a profit. It is essential for
you to keep a monthly tab of your
practice expenses in relation to your
practice income:
« Charges (production)
» Payments (collection)
» Accounts receivable (the amount
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of money owed your practice from
patients and insurance companies)
+ New patients (the number of new
patients your practice has seen that
month)

+ Hygiene patients treated (the
number of patients seen by you
and/or your hygienist for mainte-
nance)

» Major monthly operating ex-
penses, i.e., staff payroll, dental
supplies, laboratory supplies, rent,
etc.

Budgeting for
upcoming expenses

lanning for upcoming
expenses can ensure
the stability of your
business. Budgeting at
the end of each year for the next
year will allow you to be prepared
for your expenses (i.e., rent, dental
supplies, staff payroll, laboratory
costs, insurance, utilities, tele-
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Operating expenses:
Car aflowance
Conference & Mestings
Depreciation
Dues and subscriptions
Insurance: Health

Malpractice
Otter
Interest
Laboratory expense
Meals & antertainment
Office expense
Payroll: Dentist
Staff

Professional fees
Rent
Repalr and maintenance
Supplies, dental
Taxes, payroll
Telephone
Utiilies
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BUDGETING FORM

phones, etc.). It also will enable you
to earn the salary/profit you want
from your practice and have the
dollars available to make changes
and additions to your practice. Use
the form shown and consult with
your accountant at the end of the
year to project your earnings and
expenses.

Monitoring the numbers of your
practice on a regular basis is essen-
tial. Practices that start keeping
statistics on day one prevent cash
flow problems. This is a main ingre-
dient for success. +

The author, Lynn Garber, is a con-
sultant and lecturer in the field of dental
practice management with more than 30
years of experience in the dental profes-
sion. Ms. Garber has worked as a dental
assistant, and as a dental business coor-
dinator and consultant with a national
dental consulting company before
founding Lynn Garber Consultants in
1982. She can be reached at 215-493-
9335.
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