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KPI’s – Winning through the 
Numbers
Simples Steps to help you run a profitable practice…

Mike White, CPA
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Create Opportunities

Introduction: What are “Key Performance 
Indicators”?

Key Performance Indicator (or 
KPI) is a type of performance 

measurement an organization 
uses to evaluate its success, or to 

evaluate the success of a 
particular activity in which it is 

engaged. 

By monitoring Financials & 
Practice Management Data you 

can best identify which areas 
need to improve…
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Today’s Goals
• Key Performance Indicators
• Statements 101
• Accounts Receivable
• Controlling Overhead
• Production Targets
• New Patients Goals
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Key Performance Indicators (KPIs)

• Know your widget

• Know the value and cost for yourself 
and your competitors

• Time, Product, Service

• Compare this to your financials to 
ensure accuracy

• Benchmark yourself

– Against yourself

– Against the market

– Against your peers
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STATEMENTS 101

Revenue
• AKA “Top Line”

Overhead
• AKA “Expenses”

Distributable Profits 
• AKA “Bottom 

Line”

PRODUCTION YTD %

Service Fees $1,724,853 100%

Less Adjustments (798,300) -53%

NET CHARGES 926,553 47%

REVENUE
Fees Collected 924,732 47%

Less:  Refunds (15,986) -1%

Net Service Collections 908,746 61%

Capitation and Contract 
Receipts 1,207 0.1%

Other Income 19,248 1%

TOTAL REVENUE 929,201 62%

EXPENSES
Total Personnel 252,536 27%

Total Supplies 80,199 9%

Total Facility 65,441 7%

Total Equipment 49,193 5%

Total General and 
Administrative 119,001 13%

Total Practice Overhead 566,370 61%

Professional Profits for 
Doctors 362,831 39%

Dr. Fringes 16,112 2%

Dr. Retirement Contribution 33,493 4%

Total Doctor Fringe 49,605 5%

TOTAL EXPENSES 615,975 66%

NET INCOME 313,226 34%

Simplified Income Statement

% of 
Productio

n

% of 
Revenue
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PROFITS 101
**NOTE: Income Statement can not be correct if the balance sheet is 
wrong

Two ways to increase your Distributable Profits (Bottom line)

1. Increase the “Top Line” (Revenue) by maximizing revenue 
opportunities…
• Increased scheduling efficiencies
• Increased patient flow through effective marketing strategies
• Increased efficiencies in billing and coding

2. Decrease Overhead (Expenses) by focusing on the “Big Three”
• Personnel Costs
• Laboratory Costs
• Supplies Costs



©
2

0
1

8
 C

lif
to

n
La

rs
o

n
A

lle
n

 L
LP

Create Opportunities

Accounts Receivable

Accounts Receivable is 
described as money 
owed by patients in 

exchange for work that 
has already been done.

• “Working” A/R
• “Aging Buckets”
• Production vs. 

Collections
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Accounts Receivable – “Collectability”
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Overhead Control

Profits for Doctor
40%

Personnel
28%

General & 
Admin

10%

Clinical 
Supplies

5%Lab
5%

Facility
7%

Equipment
5%

*Expenses
60%

Breakdown of Practice Income
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Overhead Control

Example: So you’re 
paying too much 
for personnel. 

…Which would you 
choose?

Most people believe there are 
two options…

1) Let some employees go or
2) Cut back on hours
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Overhead Control

We take a different 
approach…

Maybe, instead

• Your practice isn’t 
“overstaffed” but 
“underperforming”?

or

• Maybe your wages are 
too high?
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Overhead Control

Tips for Controlling 
Dental Supplies Costs
• Inventory Control

– Semi-annually

• Pick up the Phone!
– Just call your 

vendors!

• Know when to say 
“When”

– Timing is key
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Overhead Control

“Quid pro Quo”
• Give something to 

Get something
• Negotiate exclusive 

rights deals for best 
possible savings

• Know what you 
spent the last two 
years to help with 
negotiations…
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Producing more means earning more

Production Targets
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Knowing the “Value” of a Patient

• Each patient pays for 
treatment, and each treatment 
costs a certain amount, so how 
much does the average patient 
pay? 

• Identifying this figure is 
imperative as it is the driving 
force behind your revenue, and 
ultimately, your profitability. 
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Calculating your Patient Value

Why is this useful?

• Discovering the “Seasonality” of a practice

• How much can you pay for Marketing?

• Monitoring your practice’s performance… 

– Production vs. Collection

𝑃𝑟𝑜𝑑𝑢𝑐𝑡𝑖𝑜𝑛 𝑝𝑒𝑟 𝑃𝑎𝑡𝑖𝑒𝑛𝑡 =
𝑇𝑜𝑡𝑎𝑙 𝑃𝑟𝑜𝑑𝑢𝑐𝑡𝑖𝑜𝑛

𝑇𝑜𝑡𝑎𝑙 𝑃𝑎𝑡𝑖𝑒𝑛𝑡𝑠 𝑆𝑒𝑒𝑛
* Try to calculate Production/Patient 
WEEKLY and Monitor any changes
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Calculating your Patient Value

Remember,

The difference? 
• Accounts Receivable
• Insurance Adjustments
• Bad Debt

Production/Pt ≠ Collections/Pt
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PRACTICE PRODUCTIVITY

Performance

• Know your practice intimately 
to make best decisions

• Per patient, per day, per hour

• Know costs of taking off half a 
day, or benefits of staying an 
extra hour
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Imagine a Scenario…

Patient “Attrition”

• 17% of Americans 
move out of their 
current zip code 

• If you lose 17% of your 
patients, what will you 
do?
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Difference b/w “New” and “Existing”

Existing 
Patients

New 
Patients
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The Enamel Team: 
No one works harder!

Sample 

Consolidated 

Budget 

Scorecard
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Comparison 
Scorecard 

Sample
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• Who is your team?

• How can we help?

Items for Action

We offer a free assessment to all new clients.
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A special thank you to 
each of you for giving CLA 
the opportunity to speak 
today.

Mike White, CPA
CLA
469-974-6693
mike.white@CLAconnect.com
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