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TOP PRACTICES MARKETING

Mastering Your Metrics
Key Performance Indicators
for Podiatry Success

‘/4 ; AND MANAGEMENT SUMMIT
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Front Office and Patient Access

« New patient acquisition rate

» No-show and cancellation rates

« Patient satisfaction scores

« Average wait time

 Phone answer rate within three rings
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Clinical Operations

Provider productivity (patients per hour)
Room utilization rates

Clinical staff efficiency

Patient cycle time

« Quality metrics and patient outcomes
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Biling and Revenue Cycle

Provider productivity (patients per hour)
Room utilization rates

Clinical staff efficiency

Patient cycle time

* Quality metrics and patient outcomes




Marketing and Growth

Cost per patient acquisition

Return on marketing investment
Referral rates from existing patients
Online review scores and quantity
Welbsite conversion rates
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Financial Performance

Cost per patient acquisition

Return on marketing investment
Referral rates from existing patients
Online review scores and quantity
Welbsite conversion rates
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Cost 10 Acquire a Patient
{CAC)

Cost of Seeing a Patient

Ldetime Value of a Patient
{LTV)

Value of a New Patient

Room Utilization Rates

Clinical Staff Efficiency

Baing & A/R Metrics
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KPI Calculation Chart

How to Caiculate

Total Marketing & Acquisition

Costs = Number of New

Patients Acquired < $70 per patient

Total Practice Operating Costs

+ Total Patient Visits < §85 per patient visit

Average Annual Revenue per

Patient x Average Patient

Retention (Years) > $3,500 per patient

Lifetime Value - Cost 10 Acquire > $3.200 per new

- Cost of instial Visit patient

{Hours Rooms Actually Used =

Tota! Avallable Room Hours) x  Good: 65-75%,

100 Excellent: 75-85%

Method 1: Total Patlents + Total

Clinical Staff Hours Method 2:

Clinical Tasks Per Hour Method ~ Target: 1.2

3: Clinical Revenue + Clinical patienta/nour,;

Staft Wages Method 4: Patient ~ Revenue per staff

Flow Metrics (timing intervals) dodar: $8.00
AR = 2 months gross
biling >890 days <
15% Days in
Recsivables = 45

Days in Receivables = Avg A/R  days Ciean Claim

+ Gross Annual Charges x 360  Rate>97%

What KPI Should Be What to include

Markeating expenses (ads, website,
referral costs, staff time, events,
software, scheduling time)

Provider salaries, staff wages,
supplies, faciity costs, equipment,
EHR, malpractice, overhead
Annual coflections + active patients,
ratention years, segmentaed by
patient type and referrals

Ldetime Value, acquisstion cost,
initial visit cost

Avallable hours {rooms x practice
hours), actual
patient/procedura/turnover time
{exclude breaks, cleaning)

Patients seen, staff hours, tasks per
hour, revenue vs wages, EHR
timestamps, patient fiow intervals

Accounts recavable, accounts

aging, gross billing, claim rate, days
in receivables, inventory




Compiling and Using Your KPI's
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1. Who
2. How
3. When
4. Then Whate

vy

", TOP PRACTICES

N > T



\

;\‘\ Reality is what trips you

i Up when you walk around
) w1th ‘your eyes closed.
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YOUR PODIATRY PRACTICE
TO NEW HEIGHTS

Real World Strategies for Building and Sustaining a
Thriving Podiatry Practice in Today’s Complex Environment




