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Its easy to lose sight of the big picture. VisioM¥Rets you take a step back and investigate your
practice growth and overall trends. These repate been developed to help you set
benchmarks and easily review them. One of the t@ysicro managing your business is to
leverage the Analysis Groups in VisionVPM - If yoeied help setting these up, the Stock
manual provides a good overview. Don't forget,dteport 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 nsonth

Marketing Search - active

l Marketing Search '/ x
Save F7 |Ca

hcel F

Cient | &nimal | Clical | | Optins | [ Search Invoice Details

Client Records

Clients street | 2nd Street |
Clients suburb | j City Postcode
MHates contain | td ark.er | j
Spent hetween | 1.00 and [ 10000.00 from date | 1.JUL 02 to | 30JUN 09
Lazt papment from | ta | Ciredit lirnit > li
1t vigit date from | to | Distance » l_

Has email |_ Uzes email |_ Inactive m Bad debtar |_ Has Mobile No |_
Account Fee |— Add Interest |— Sundicate |— Zero Fated GST |—
Mever zend account |_ Always zend accnuntr Star Client |_

Custom fields 1-2 | = ~]
Custom fields 3-4 | j | j
Aged analysis | _;I | Date |

[~ Calculate balance due




For your own benchmarking: You may also wish toidg an active client as someone who
visited in the pasi8 months to allow for clients who have not yet respondedeiminders or
who visit the practice less often.

An alternate method is to use tGkent Management Reportfrom theClients menu.

SelectReports

Management Report

7| VisionVPM
File Edit Main Help Quick Access inl 00l More Reports  Window
Client Audit
Full Audit
Waork Summary
Monthly Balance
Till Audit

Invoice/Statement Run
Statement Run
Aged Debtors

Sales Reports

Print Batched Invoices
Post Invoices

Client List

Check Expired Discounts
Management Report
PAR. Report

Export Balances

Select the date range, enter the number of fuk equivalent vets.
(This is required to run the report but won't haweeffect on the result)

*



Tick the field forNumber of active clients per vet& SelectOK

Management Report Options

% Please select what information you require on the report:

|§| Fram |1 AUG 07 To |31 JuLog Full Time Equivalent [FTE]%ets: | 1.0

Retai Sales Analysis Group | j

[ Awverage doctor transaction

et Code [optional] *

[ Mumber of ranzactions per vet
@ ¥ Mumber of active clients per vet
[T Annual tranzactions per active client

[T Stock Sales

Consultation &nalysis Group |

accination Analysiz Group |

Lfle L

Meuter Analyzis Group |

Note: totals do nat include account fees or interest. Ok | Lancel

This might give the following result:

Report: Management Report
Date Range: 1 AUG 07 to 31 JUL 08

Active Clients Per Vet

Mo, of Clients FTE Vets Clients Per “et International Figures
2860 3.0 953.33 1.5k per FTE et Annually



Go to:Clients Menu >Marketing Schedule:

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

This will show all clients who joined the practiaed had a consult recorded in the sales period.

Marketing Search Results

%< g

L cige/F |Markers/S| PirtP | LabelssB | Custom | Dear | LetersiL | Cient/T | Animal | Close F3

Marker | Client Name | Steet | Town/Gity | Ciy [Lne |
ERT Adamson, Mr & Mrs Omokoros Road Ormokoroa Tauranga T 5
S¥A Aitken, Wrs 33 Boundary Ad RD MT MALINGANUI 2
SPYA Aitken, Mz 12 Barbary Lane MT MALINGANUI 3
2 A Albion, Miss R Cawdsle Fload Pues Pa TAURANGA 4
S¥A Arthur, Mrs 568 Crescent Rd Chermywood TAURANGA 5
YA Baranfield, Mr 12 Fliton load Castle Hil NS 3
BT A Barthew, b1 RD3 Pyes Pa TAURANGA 7
BAPZYA Bedford, Mrs 94 Ngapuhi Road Flemuera AUCKLAND 8
FrA Black, hs 28 Jons Cres Greetton Tauranga E]

BSYA Brown, WrH AD1 MT MAUNGANUI 10
CYA Brown, Hrs 78 Bell Strest TAURANGA 1
CyvA Brown, Wt 25 James Cres Mt Pleasant MT MALINGANUI 12
& Brown, W AD5 ADE TAURANGA 13
PSYA Brown, Miss 1 Hill Road Judea TAURANGA 14
WA Brown, Hr RDB AD 6 MT MALINGANUI 15
CYAl Browne, Hr 23 Jamison Cres TAURANGA 16
CyAd Brownley, hr 22 The Crescent TAURANGA 17
M1 Buick. Ms MT MALINGANUI w =
Add Marker/a| Clear Marker/E | Print Letter/Ri Save List Matker:  Letter | | Tatal Lines: B0




Formula:
1. Identify the number of active clients in lastipd
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: 1= Visit Date From [t of Month] to [3% of Month] in previous period



In the result set below, we have found 111 cliéims visited the practice last year.

Now you can generate a list of active clients i ¢hrrent period.



This result set shows that 185 clients visitedgtaetice in the current period.

Active Clients in Last Period = 111
Active Clients in This Period = 185 (less 80 ndiernds 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 newlents Vs keeping existing ones?

Why have these clients not returned?




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

This will show an overview of your monthly salesamonth by month basis. If you have more
than 1 department this will show the breakdown leetweach.



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

This will show you a further breakdown of the ps report, grouped by each vet.



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

This report can also be exported to Excel andittegs applied as shown in the next example.



Analyzing Doctor Production x Analysis Groups

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

Analysis groups give you the power to divide andgeeer your stock items. They provide
enormous flexibility for tracking selected grougsstock items that have a commonality, for
example flea products. Some common analysis grogysinclude:

Brands of parasite control - Advantage, FrontliReyolution, etc.

Brands of nutrition - Hills Prescription Cat, Hilyescription 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 piemeang convention before you start. They
are also used for discount control, price contral enarketing searches. So for detailed sales

analysis, you might prefix each with: Sales - Fliort Sales - Revolution, Sales - Advantix, etc.
This will help you and other staff navigate throygtur fee structure.



This report can also be restricted to each anatysisp, or exported to excel and filtered as per
the following instructions:



The result below is filtered by: Vet Name = Jenageks, Analysis Groups = Select All

The example below is filtered by: Analysis Grougensultations, Vet Name = Select All



In the previous example you could filter by Vet Naor by Analysis Group or by both.
If you don't have analysis groups established ymudcchoose to use Sales Groups instead,
however these will be broader and less targetezpenific product groups.

Please contact VisionVPM support if you require heip setting up your analysis groups, or
refer to your Stock manual on the VisionVPM wehsit@vw.visionvpm.com



