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Its easy to lose sight of the big picture. VisionVPM lets you take a step back and investigate your 
practice growth and overall trends. These reports have been developed to help you set 
benchmarks and easily review them. One of the keys to micro managing your business is to 
leverage the Analysis Groups in VisionVPM - If you need help setting these up, the Stock 
manual provides a good overview. Don't forget, the support team are always there to help you. 

 
 

Active Clients in Last 12 Months 

Go to: Clients Menu > Marketing Schedule > 

Clients Tab: Spent Between 1.00 and 15000.00 for last 12 months 
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For your own benchmarking: You may also wish to identify an active client as someone who 
visited in the past 18 months, to allow for clients who have not yet responded to reminders or 
who visit the practice less often. 

 
An alternate method is to use the Client Management Report from the Clients menu. 

��  Select Reports 

��  Management Report 

 
 

��  Select the date range, enter the number of full time equivalent vets. 

(This is required to run the report but won't have an effect on the result) 
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��  Tick the field for Number of active clients per vet & Select OK 
 

 
 

��  This might give the following result: 
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New Clients 

Go to: Clients Menu > Marketing Schedule: 

Clients Tab: 1st Visit Date From [1st of Period]  to [31st of Period] 

 

This will show all clients who joined the practice and had a consult recorded in the sales period. 
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Returning Clients 

Formula:   

1. Identify the number of active clients in last period 

2. Compare to number of active clients this period 

3. Subtract any new clients gained in this period. 

 

Go to: Clients Menu > Marketing Schedule > 

Clients Tab: 1st Visit Date From [1st of Month]  to [31st of Month] in previous period 
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In the result set below, we have found 111 clients that visited the practice last year. 
 

 

 

Now you can generate a list of active clients in the current period. 
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This result set shows that 185 clients visited the practice in the current period. 
 

 

 

Active Clients in Last Period = 111 

Active Clients in This Period = 185  (less 80 new clients from previous exercise) 

Return Clients in this period = 105 

Retention rate 105 / 111 = 95% 

 

Do your new clients exceed lost clients? 

How much money and effort is spent attracting new clients Vs keeping existing ones? 

Why have these clients not returned? 
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Monthly Sales 

Go to: Clients Module > Reports Menu > Sales Reports > Monthly Sales > Department 

 

This will show an overview of your monthly sales on a month by month basis. If you have more 
than 1 department this will show the breakdown between each. 
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Analyzing Doctor Production X Month 

Go To: Clients Module > Reports Menu > Sales Reports > Monthly Statistics > Vet 

This will show you a further breakdown of the previous report, grouped by each vet. 
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Analyzing Doctor Production X Invoice Totals 

Go to: Client Module > Reports Menu > Sales Report > Sales Selection > Vet x Sales Group 

 

 

 

This report can also be exported to Excel and the filters applied as shown in the next example. 
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Analyzing Doctor Production x Analysis Groups 

Go to: Client Module > Reports Menu > Sales Report > Sales Selection > Vet x Analysis 
Group 

Analysis groups give you the power to divide and conquer your stock items. They provide 
enormous flexibility for tracking selected groups of stock items that have a commonality, for 
example flea products. Some common analysis groups may include: 

�  Brands of parasite control - Advantage, Frontline, Revolution, etc. 

�  Brands of nutrition - Hills Prescription Cat, Hills Prescription Dog, etc. 

�  Manufacturer - Pfizer, Fort Dodge, Bayer, etc.  

�  Types of Treatment - Renal, Cardiac, Arthritis, etc. 

�  Types of procedure - Wellness, Critical 

When you create analysis groups, ensure you plan a naming convention before you start. They 
are also used for discount control, price control and marketing searches. So for detailed sales 
analysis, you might prefix each with: Sales - Frontline, Sales - Revolution, Sales - Advantix, etc. 
This will help you and other staff navigate through your fee structure. 
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This report can also be restricted to each analysis group, or exported to excel and filtered as per 
the following instructions: 
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The result below is filtered by: Vet Name = Jenny Jones, Analysis Groups = Select All 

 

 
The example below is filtered by: Analysis Group = Consultations, Vet Name = Select All 
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In the previous example you could filter by Vet Name or by Analysis Group or by both.  
If you don't have analysis groups established you could choose to use Sales Groups instead, 
however these will be broader and less targeted on specific product groups. 
 

Please contact VisionVPM support if you require any help setting up your analysis groups, or 
refer to your Stock manual on the VisionVPM website.  www.visionvpm.com  
 

 


