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BUSINESS PLAN

INCORPORATING CLINICAL MODELLING -THE PEN TOOL AND PRACTICE HEALTH ATLAS

NAME & PROPRIETOR OF SURGERY/BUSINESS

Ergpa disclaimer: This plan has been prepared to assist practices in developing a business plan.  Implementation of the plan should be with the assistance of your accountant.

ERGPA
 expressly disclaims all and any liability to any person, whether a purchaser of this publication or not, in respect of anything and the consequences of anything, done or omitted to be done by any such person in reliance, in whole or part, on the contents of this publication .change or amend not verbatim. 
ERGPA would like to acknowledge the AMA as some resources from the document “ A business Plan for your own Medical Practice” have aided the development of this document.
1.0
BUSINESS SUMMARY

1.1
Description/overview  of business

The name and location details and who the business services
______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
1.2
Business partners/associates
Who owns the business and any associated investors
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

_______________________________________________________________
1.3
Customer demographics

Who are we servicing.  Who is our clientele and where do they live.
__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
[image: image1.jpg]1.4
Business structure

1.5
Key personnel and experience

_______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
1.6
Key partners/organizations

List relationships with key organizations include Eastern Ranges GP Association, DoHA, AMA, RWAV, local government, community health centres etc. 

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
2.0
GOALS AND OBJECTIVES
The goals for your practice define how you want your practice to develop (the style and approach it should adopt in getting there)
Key objectives

For example 

· To increase the revenue raised 

· To decrease the number of hours worked by GPs

· To increase the number of patients attending the clinic

· To ensure patients are informed about the number of services available

· To ensure the clinic is in “good hands” when I retire

2.1 Include both personal, professional and financial objectives 
Economic goals:

For example
· Increasing income through a variety of IT identifying TOOLs ie. Pen TOOL /Health Atlas.  Economic: (eg salary, profit margin) increase revenue through business modelling using various IT Tools ie PRACTICE HEALTH ATLAS and PEN Tool. For example CAT Tool allows practice staff to look at their data in new ways for the achievement of best practice and data quality while optimizing the financial opportunities for GPs and the practice.  Practice staff can produce a list of patients who fall into selected population “target groups” making population health and quality care initiatives simple to act upon and measure.  Business opportunities can be identified.

· The Practice Health Atlas summarizes business case potential based on (selected) current and potential Medicare Benefits Schedule (MBS) item number utilisation for the identified patient profiles.   It can also shoe the estimated potential income based on applying MBS items to these patients  into account the amount already earned by the practice. How much utilization is the practice currently making of Enhanced Primary Care (EPC) item numbers, SIPS and PIPS

· To increase the revenue raised
· To increase the number of patients attending the clinic

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
______________________________________________________________________________

______________________________________________________________________________
Professional goals:
For example 
· Working in partnership in a group practice. Employing or renting rooms to other allied health professionals.
______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Personal
For example

· Working hours, time for pursuing study, education in special interest areas, recreation. To decrease the number of hours worked by GPs.  To ensure the clinic is left in safe hands when I retire
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

2.2
Achieving your goals and professional development
In order to reach your goals, you need to evaluate the skills which you possess now as well as the skills you require in the future.

Improving your skills and introducing a wider range of services for patients can result in an increase in revenue and income.  It also leads to better job satisfaction and greater enthusiasm for your work. 

Evaluate your patient base and understand their needs, then obtain the skills to meet these needs .  A useful tool for identifying your patient needs is through the Pen TOOL and the Practice Health Atlas and any other computer software specifically designed for this purpose.

However it is important when introducing a new service to patients, that you are aware of the extent of this service and whether it will introduce a type of patient that the practice wishes to encourage. e.g will profit e.g will the profitability of providing this service be worth the commitment required by you.

Before embarking on further professional development you must consider:

· Direct financial cost 

· Time away from your practice 

· benefits to your current and prospective patients recoupment of expenses

· return on your investment
3.0
DETAILED PLAN/MARKET ANALYSIS

3.1
Current skills analysis
List skills you and your staff have now, as well as the skills you and your staff will need in the future and consider how to bridge the gap between them.

	Current skill
	Adequate
	Good 
	Very good
	No knowledge
	Need development to meet future skill

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	


3.2
Information Technology Analysis

Effective use of Information Technology is important if you want your small business to achieve the goals you have set.

Making a detailed analysis of the current software and IT Tools your practice has will enhance your potential to increase income

	Equipment
	Application
	If not used, why not?

	Accounting
	Billing, including Medicare, Workcover, Private, TAC & Veterans Affairs, Debtor Management
	

	Appointments
	Are appointments registered in a program? Linked to Accounting? And Medical Records
	

	Electronic Prescribing 
	Prescription Writing

Patient Management 

Patient recall and reminders
	

	Medical records
	Is any part of the medical record on computer?

Is all correspondence professionally done?
	

	Electronic Prescribing 
	Prescription Writing

Patient Management

Patient recalls and reminders
	

	Reports
	Are these produced from current software e.g banking, debtors, medicare? On a daily, monthly, yearly basis?
	


Some of the following marketing tools may or may not be useful for your clinic.  For example if you are the only clinic within a 20km radius then many of the following marketing strategies will not be relevant for you.  However if you are setting up a new clinic in a highly populated area and there are already clinics surrounding you, then conducting a SWOT analysis will be very useful when implementing your marketing strategies.
3.3
SWOT Analysis (Strengths, Weaknesses Opportunities and Threats) and PEST Analysis


(Political, Economic, social and Technological)

Conducting a SWOT analysis may be a useful way in obtaining information for marketing purposes
	Strengths
	Weaknesses

	Location

Bulk Bill Children


	May be new to the area

May not offer after hours services



	Opportunities
	Threats

	Can rent out existing surgery space

Possible new GP to be employed

	Other clinics close by 
Not offering as many additional medical services/allied health as other services



Some practices may also wish to do a PEST Analysis which is a technique that allows us to look at our environment by dividing it into four categories –political, economic, social and technological, in order to gain a broader perspective of potential influences.
3.4
Marketing Analysis

You will need to provide a brief description of the overall market, and the specific market segment targeted 

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Detailed information on current and proposed customers 

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Names of leading competitors, market share, alternative products or services

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Market influences  -economic trends, seasonal fluctuations, legislation, social factors.

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

3.5
Marketing your business 
Under the Medical Practice Act 1994, practices can advertise so long as the information provided is not intended to be false, misleading or deceptive, does not compare with another practice or practitioner and does not use testimonials.  Gifts and prizes if offered should be on clearly stated terms and conditions.

Before embarking on a marketing strategy, you will need to assess your patient base to gauge the services most used by your patients.

You will need to consider the appropriate pricing and promotion, and put in place strategy for each service you provide
Marketing 

· keep in mind the type of patient/customer the practice would like to have
· List new equipment/resources that may be acquired for specific services to these 

· Patients and prospective patients could be made aware of these services
In strategic planning you will need to keep in mind the following points:

· Satisfaction of the patient

· Keeping ahead of competition

· Improving your return on investment

List marketing strategies for the next 3-5 years:


4.0
FINANCIAL AND SUCCESSION PLAN

The financial plan is composed principally of figures of past, present and projected performance
including any start-up costs, profit-loss statements, cash flow analyses and balance sheet data.
Repayment, or return on investment will be of key interest to the investor so include accurate break-even projections.  It is also important to demonstrate how sound financial control will be exercised over borrowed and incoming funds.  Make sure you can support your sales forecast with reasons for your assumptions and opt for caution rather than for the rosiest scenario.
4.1
Sources of income
	INCOME SOURCE
	CURRENT

%                               % of Total
	3-5 YEARS

	Direct Medical Income Consulting

-Medicare

-Co payment
	
	
	
	

	Procedural

-Medicare/Health Insurance Fund

-Co payment
	
	
	
	

	Veterans Affairs
	
	
	
	

	Workers compensation/insurance
	
	
	
	

	Contract Medical Income

Visiting Medical Officer Income
	
	
	
	

	Other contract income

-Local Government responsibilities

-Occupational Health
	
	
	
	

	Other medical income:

-education

-divisional responsibilities

-academia
	
	
	
	

	Other non-medical income:

-Rental of rooms with support staff

-Rent, leasing and hiring income

-Government subsidies

Other operating income


	
	
	
	

	Interest income

Other non-operating income
	
	
	
	

	Total income
	
	
	
	


4.2
Outgoings  ie salary profit margin
	Items of Expenditure 
	$
	%

	Labour Costs

Wages and Salaries

Medical Practitioners

Other nurse/administrative staff
	
	

	Employer’s contribution to superannuation funds
	
	

	Workers compensation
	
	

	Contract payments

Medical Practitioners (locum and deputizing)

Allied health practitioners
	
	

	Selected expenses

Rental of rooms (with support staff)

Other rent, leasing and hiring
	
	

	Payments made to administrative service businesses 
	
	

	Motor vehicle running expenses
	
	

	Other operating expenses
	
	

	Purchases
	
	

	Purchase of medical supplies
	
	

	Other costs 
	
	

	Professional indemnity insurance
	
	

	Other insurance premiums
	
	

	Interest expenses
	
	

	Depreciation and amortization
	
	

	Other expenses
	
	

	Total expenditure
	
	


Additional potential income
· Employing a practice nurse

· Potential income identified through PRACTICE HEALTH ATLAS

· Recruiting allied health staff

· Recruiting additional GPs from Overseas/Interstate 

IMPLEMENTING YOUR PLAN/ ACTION PLAN
Succession Planning

Succession Planning is an important part of any business plan, especially for a sole practitioner.  What is the value of your business to your family if you die or cannot continue to practice? Unless you have planned for these eventualities, the answer is probably very little in dollar terms.

It is also important that you put in place procedures for those people such as practice nurses and administration staff who will be left to fend for their own devices.

In a partnership or associateship, the agreement should clearly document the steps to be taken in the event of a retirement, death, disa
· Review insurance and superannuation policies

· Review partnership/associateship agreements – ensure clause involving termination is included setting out decisions on patient records, goodwill and sale of practice.

· Review policies to be followed in the event of a retirement, death or disability of a practitioner in the practice
When all of the above steps have been taken, list the procedure, time frame and cost of the strategies that are about to embark upon.
With the assistant of the accountant, record the strategies and the order of the implementation and set dates for reviewing the progress of your plan.
Action Plan
You have now documented your skills and goals, analysed the market, examined your strengths and weaknesses, formulated a marketing strategy  and considered succession planning issues

	Key Objectives
	Task
	By Whom
	By When
	How much will it cost $

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


Conclusion

The conclusion summarises the key features such as, strategic direction, strengths and unique benefits, projected (realistic) sales and returns.  Include a proposed time-table of events to strengthen the image of sound planning.  The conclusion sets the scene for the executive summary 

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________















