PracticePulse

Orthodontic business analyzer
3.1

USER’S GUIDE

Copyright © 2008 GAC Intl, Inc., all rights reserved.
(Revised 12/16/2008)

No part of this manual may be reproduced or transmitted in any form or by any means, electronic
or mechanical, including photocopying, recording, or by any information storage and retrieval
system, without permission in writing from GAC Intl, Inc.

Practice Pulse is a trademark of GAC Intl, Inc. Other brand and product names are trademarks
or registered trademarks of their respective holders.

GAUC International, Inc.
117 Gemini Circle
Suite 403
Birmingham, Alabama 35209 U.S.A.

For Technical Support, call:
Voice: 1-888-422-2376
Fax: (205) 945-8932
Email: technocenter@gacintl.com

Page 1 of 32



PRACTICE PULSE 3.1 LICENSE AGREEMENT

The installation and use of this product indicates your understanding and acceptance of the
following terms and conditions. This license shall supersede any verbal or prior verbal or written,
statement or agreement to the contrary.

If you do not understand or accept these terms, or your local regulations prohibit “after sale”
license agreements or limited disclaimers, you must cease and desist using this product
immediately. Copyright laws supersede all local regulations.

Copyright

This product (in whole or in part, including all files, data, and documentation, from here on
referred to as “Product”) is Copyright © 2008 GAC Intl, Inc., all rights reserved, and is protected
by United States copyright laws, international treaties and all other applicable national or
international laws. This product may not, in whole or in part, be copied, photocopied, translated,
or reduced to any electronic medium or machine readable form, without prior consent in writing,
from GAC Intl, Inc. and according to all applicable laws. The sole owner of this product is GAC
Intl, Inc.

Liability disclaimer

This product and/or license is provided exclusively by GAC Intl, Inc. on an “as is” basis,
without any representation or warranty of any kind, either expressed or implied, including
without limitation any representations or endorsements regarding the use of, the results of,
or performance of the product, its appropriateness, accuracy, reliability, or correctness.
The entire risk as to the use of this product is assumed by the user and/or licensee. GAC
Intl, Inc. does not assume liability for the use of this product beyond the original purchase
price. In no event will GAC Intl, Inc. be liable for additional direct or indirect damages
including any lost profits, lost savings, or other incidental or consequential damages arising
from any defects, or the use or inability to use this product, even if GAC Intl, Inc. has been
advised of the possibility of such damages.

Restrictions

You may not use, copy, modify, translate, or transfer the product or any copy except as expressly
defined in this agreement. You may not attempt to unlock or bypass any copy protection or
authentication algorithm utilized by this product. You may not remove or modify any copyright
notice, nor any “about” dialog or the method by which it may be invoked.

Operating license

You have the non-exclusive right to use the product only by a single person, on a single
computer at a time. If the product permits, you may physically transfer the product from one
computer to another, provided that the product is used only by a single person, on a single
computer at a time. In group projects where multiple persons will use the product, you must
purchase an individual license for each member of the group. Use over a local area network
(within the same locale) is strictly prohibited under any and all circumstances. Use over a wide
area network (outside the same locale) is strictly prohibited under any and all circumstances.
Any violation immediately cancels all distribution rights.
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Back-up and transfer

You may make one copy of the software part of the product solely for back-up purposes, as
prescribed by Canadian, United States, and international copyright laws. You must reproduce
and include the copyright notice on the back-up copy. You may transfer the product to another
party only if the other party agrees to the terms and conditions of this agreement and completes
and returns registration information (name, address, etc.), including a signed license, to GAC
Intl, Inc. within 30 days of the transfer. If you transfer the product you must at the same time
transfer the documentation and back-up copy, or transfer the documentation and destroy the
back-up copy. You may not retain any portion of the product, in any form, under any
circumstance.

Terms

This license is effective until terminated. You may terminate it by destroying the complete
product and all copies thereof. This license will also terminate if you fail to comply with any
terms or conditions of this agreement. You agree upon such termination to destroy all copies of
the software and of the documentation, or return them to GAC Intl, Inc. for disposal.

Other rights and restrictions

All other rights and restrictions not specifically granted in this license are reserved by GAC Intl,
Inc.
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The History of Practice Pulse™ by pr. Glen Cowan

I began working on the Practice Pulse Program as the result
of two important events in my professional life.

First I was asked to become a part time faculty member in the
orthodontic department at the UAB School of Dentistry.
Because I was a relatively young practitioner I was
approached often by the residents with questions about their
career options. [ felt an obligation to provide sound advice,
but at times I could only give my opinion or reference an
isolated article. I often lacked the ability to effectively
communicate a comprehensive analysis and plan of action for
their specific practice visions. This was particularly true for
more complex questions and long-term perspectives.

Second, at approximately the same time that I started teaching, my mentor, Dr. David Sarver,
asked me to join the Midwest Component of the Edward H. Angle Society. One of the
requirements for admission into the society was a research project. I saw this as an excellent
opportunity to work on a computer program to assist practitioners, both new and experienced. It
could aid in planning the future of their orthodontic practices. While this was not a typical
research project, I was fortunate the research committee approved it.

I worked on the program for several months and presented it to the Angle Society as my last step
towards admission. I also began to use the program in a series of practice management lectures
for the residents at UAB. Over time several people saw the application and encouraged me to
distribute it to the various residency programs. [ knew, however, that I had reached the limits of
my computer skills and had no way to distribute or support this system. Fortunately, through a
series of events, I became associated with the GAC TechnoCenter. They took my original
application and worked their magic to create a user-friendly program with a wonderful support
network. GAC shares my goal of assisting practitioners in defining their practice visions and
outlining plans for success. Proactive orthodontists now have the tools to turn their practice
dreams into reality.
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Installing Practice Pulse

To install Practice Pulse simply insert the CD into your computer and follow the on-screen
directions. The program will be automatically installed to your C: drive and you will be
prompted for Authorization before you can begin using the program. Note: in order to protect
your financial information that this program has been designed to run on a stand alone computer
instead of in a network environment.

Please be aware that if you are installing on a Windows 2000 or Windows XP computer you
will have to be logged on with Administrative Privileges in order to complete the installation.

AUTHORIZATION INFORMATION

When you run Practice Pulse the first time, you will be prompted to get a Product Key to operate
the software. If you want to take advantage of the 10-day money back guarantee then please call
GAC (888.422.2376) and let the customer service representative know that you need a “Demo
Key” for evaluating the software. All Practice Pulse functions will be available to you during
this period.

= puthorization 5
. Densrry Site Code: EKEMO-CFEFF -IEMIL -GFCHH
GAC ortedonic softwers sclufions GC -
Pocuctkey | |- - - :
| —

PracticePulse

Orthedontic business analyzer

Doctor Mame:
Contact Mame:

Address:

Develop a 5-year business plan for your practice
-.enter income and expenses

City, State Zip;
Evaluate case load =
-..work days vs. number of active patients =red (== Country

Track profitability = Phane
~.compare in graphiczl format 2
Fax

Please contact GAC to obtain a key for this version Email
Versior: 301
License Type: Practice Pulse
-

At the end of the ten days, the program will prompt you for a “Permanent Product Key”. All
access to Practice Pulse will cease until this “Permanent Product Key” is obtained. Please note
that you may obtain this “Permanent Product Key” at any time during your 10-day evaluation
period.

ONCE THE PERMANENT PRODUCT KEY HAS BEEN ISSUED
THE PROGRAM IS NON-REFUNDABLE

A permanent “Product Key” ends the evaluation period and allows the use of Practice Pulse
indefinitely. The permanent “Product Key” is a sequence of letters provided by the GAC
TechnoCenter, which is unique to each computer. Thus, if you have two computers (A & B) and
request a permanent “Product Key” for computer A, this “Product Key” will not work on
computer B. Each computer must be authorized with its own “Product Key”.

To obtain your permanent “Product Key”, you must first display the Authorization window by
double clicking on the Practice Pulse icon. If you are in “Demo” mode you can access the
Authorization dialog, by clicking on Help, About and then the Authorization button. The
Authorization dialog will then appear.
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Via fax: Enter a Dr. name and then a phone, fax or an e-mail address in the Authorization
window. Select the “Print Registration Form” button to print out your authorization request
form. Fax the form to (205) 945-8932.

Via phone: Contact the GAC TechnoCenter at (888) 422-2376 or (205)945-8911 to receive
your Product Key. Please have your Dr. Name, address, product name and Site Code ready.

Via email: Contact the GAC TechnoCenter at TechnoCenter@GACIntl.com to receive your
Product Key. Please include your Dr. Name, address, product name and Site Code.

Once the GAC TechnoCenter receives the Site Code you will receive a Product Key. Enter the
Product Key in the Authorization window exactly as it is given to you and then click the
“Authorize” button to complete the entry and the Authorization process.

Please Note: 1f the Product Key is not entered exactly as shown on the faxed Authorization
form, Practice Pulse will not be authorized.
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Chapter 1: Overview of Practice Pulse™

The Practice Pulse System works on a number of levels to help define a viable business vision
and then assist in finding the most effective Scenario to achieve your goals.

The objectives of the Practice Pulse System are as follows.

Allow the practitioner to establish individualized financial standards for their vision of a
healthy orthodontic practice.

The program allows the orthodontics to look at a five year snapshot of financial variables.
More than five years can be entered, but only five years can be viewed at a given time.
Identify key practice and business variables that influence most orthodontic practices.
These variables are broken into three major groups: Income, Expenses, and Time.

Allow for the simultaneous manipulation of these variables to study the “Ripple Effect”
on the practice vision over an extended time period.

Provide a platform for multiple Scenarios

Allow the practitioner to compare multiple Scenarios and choose the Scenario that will
most effectively achieve their vision.

The Practice Pulse System is divided into five major modules which represent the business
essence of an orthodontic practice:

MRS

Income Projection
Expense Projection
Cash Flow

Time Analysis
Income Distribution

Things to Know Before You Start

General Information:

If you are using any of the income or expense screens, you must enter a collection rate
before starting any other data entry.

Once a Scenario has been changed you can’t revert back to the original numbers.

The software automatically updates all the numbers in the Scenario you are working with.
Therefore, if you want to “play around” and make changes to an existing Scenario you
will need to make a copy first. Click on File, Save As... and select a new File Name and
then click OK. After you click the OK button you will be transferred into the “new”
Scenario just as you would if you did a File, Save As... in Microsoft Word or Excel.
Many screens have an “auto populate” function that will assist you with data entry. Data
entered into these fields will automatically transfer to the adjacent fields. Any data
entered in this manner can still be manually changed.

On the screens with the “auto populate” function you can make future projections by
entering a + or — percentage change. For example if you enter +5% in a field the program
will automatically make the calculations for the subsequent years.

Values in green mean that there was an increase in value from the previous year. Values
in red denote that there was a decrease from values from the previous year.
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There is one standard Scenarios included with the program:

The Gold Standard Scenario: This Scenario represents a solid practice based on
information from a number of sources. This Scenario was created only for illustration
purposes and to demonstrate the data entry process.

Income Analysis/Projection

The income module is designed to analyze and project the various income streams in an
orthodontic practice. These income streams may come from new patient contracts, existing
patient contracts, or supplemental income. The Income module is broken up into 6 tabs:

1.

Collection Rate - The collection rate represents the percentage of all eligible monies that
should be collected over a 12-month period.

New Contract - In the new contract screen the practitioner can make five year income
projections for an unlimited number of cases based on number of starts per case type, total
annual starts, fees, and payment arrangements.

Existing Contract - The existing contract income screen calculates the income that is
derived from patients who are already in treatment.

Supplemental - The supplemental income screen includes income from other sources such
as contract labor, associateship, and spousal income.

Total Annual Income - The total annual income summary screen displays the total income
from all sources as annual totals.

Total Monthly Income - The total monthly income summary screen shows the total income
from all sources as monthly totals.

The income analysis module provides a simple but detailed way to effectively project long-
term income changes and how they will affect overall profitability.

Case Study: What if your vision is to have your practice income grow by 20% over a
five year period? Unfortunately you practice in an area under economic distress along
with increased competition. How can you reach your goal? With the Practice Pulse
system you can study the combined effect of graduated fee increases in selected years
along with small but steady increases in patient starts. This combination of variable
manipulation could provide the road map to your desired vision.

Expense Projection

The expense module is designed to analyze and project the various expenses in an orthodontic
practice. These expenses are based on clerical, clinical, facilities, financial, insurance, staff and
support expenses. The nine expense screens are:

Page 10 of 32



Clerical: Clerical expenses are those most closely tied to the business portion of patient
care. Subcategories include expenses such as office supplies, postage, and equipment.

Clinical:  Clinical expenses are those most closely tied to clinical patient care.
Subcategories include expenses such as supplies, lab, model fees, printing supplies, and
equipment.

Facilities: Facility expenses are those most closely tied to occupancy costs for either rental
or owner occupied offices. Subcategories include expenses such as rent, utilities, taxes,
maintenance, leasehold improvements, and lawn and janitorial expenses.

Financial: Financial expenses are those most closely tied to the business control of an
orthodontic practice. Sub-categories include expenses such as business interest, taxes,
license, depreciation, and service charges.

Insurance: Insurance expenses are those related to the asset, business, and personal
financial/liability protection. Subcategories include expenses such as auto, building, business
property, employer liability, overhead, umbrella and workman’s compensation.

Staff: The Staff Expense screen allows for the comprehensive tracking of staff expenses on
both an individual and group basis. For each staff member wages, benefits, and taxes are
calculated to determine the total annual and hourly expense for each employee. The total for
all employees is maintained on an annual basis.

Support: Support expenses are diverse group of expenses that are required to grow and
sustain an orthodontic practice. Subcategories include expenses such as accounting fees,
auto, consulting fees, continuing education, donations, dues, legal fees, meals, promotion,
and student loan interest.

Total Annual Expenses - The total annual expense summary screen shows the total expense
from all sources displayed in annual totals.

Total Monthly Expenses - The total monthly expense summary screen shows the total
expense from all sources displayed in monthly totals.

Case Study: A practitioner is considering the options of either adding a staff member
vs. using new technologies, such as digital models and automated calling systems, to
ease the existing staff work load. Using Practice Pulse the practitioner could establish
two Scenarios for comparison. QOne Scenario would evaluate all the expenses,
including base pay and benefits, for an additional staff member over a five year period.
Another Scenario would evaluate the technology expenses, both short and long term,
over the same five year period. The Scenarios could then be compared to see which
best meets the desired expense vision.

Cash Flow Projection

The Cash Flow screen is divided into two summary areas, Annual and Monthly Cash Flow, to
provide a snap shot of gross income, expenses, net income, and percent overhead. This summary
screen is very useful to quickly see long term trends that may affect the health of a practice. This
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screen also provides a glimpse into the “Ripple Effect’ where changes to one or more variables
may cause unexpected results.

1. Annual Cash Flow: The Annual Cash Flow combines data from the income and expense
screens to project the practice net profit and overhead over a five-year period.

2. Monthly Cash Flow: The Monthly Cash Flow combines data from the income and expense
screens to project the average monthly net profit and overhead over a five-year period.

& Case Study: A mature practitioner evaluates their cash flow projections and discovers
their percent overhead will be rising in later years. The initial impulse is to begin
seeking ways to cut expenses such as switching to “cheap” appliances. On further
analysis it is found that switching appliances has little effect on decreasing the
overhead and may in fact cause an increase due to excessive appliance breakage.
Another Scenario reveals that instead of cutting expenses the desired overhead can be
obtained by small changes in fees and better collection policies.

Time Analysis

The Time Analysis screen seeks to evaluate time both on an individual case level and on a total
practice level. To accomplish this goal there are two sections: Case Profitability and Case Load.

1. Case Profitability: Examines the time required to treat an individual case. This is
accomplished by recording the different types of appointments, the number of appointments
for each type, and time for each appointment. Summations are then made for the total
number of appointments and the total case time.

&\ Case Study: A practitioner enters their “Gold Standard” profitability for an adolescent
extraction case. They then record the needed data on their last ten debanded
adolescent cases. They find only a few are near the “Gold Standard”. Of those not
reaching the desired levels the primary cause is found to be an excessive number of
either broken appointments or extended treatment visits. The practitioner can now
make definitive changes that will dramatically improve their profitability.

2. Case Load: Case Load looks at a variety of appointment types including starts, debands,
active adjustment, supervision, and retention. The data from these various appointments is
summarized to establish the total number of monthly patient appointments. With this
information the practitioner can calculate the number of work days and number of patient
appointments required per day.

2y Case Study: A practitioner is considering switching to a more expensive frictionless
bracket system that may allow for longer treatment intervals. How would the number
of daily patient appointments change if the treatment interval for the active treatment
patients was extended by two weeks? The practitioner would likely find a significant
decrease in the number of patients appointments needed per day. This may in turn
provide room for additional patient starts far offsetting any increase in appliance
expenses.

Page 12 of 32



Income Distribution

The Income Distribution screen allows the user to evaluate the income distribution between
multiple doctors within a practice. The Income Distribution screen is divided into three sections:
Income Distribution, Asset Distribution, and Doctor Totals. The user has the option to divide the
net practice profit into several different income streams spread among multiple doctors. The
practice income can then be combined with the income/expenses associated with the sale of
assets. All of the income streams are then combined to provide a comprehensive view of the
practice incomes distribution.

Ay Case Study: A senior doctor is considering bringing in a partner to their practice. How
will the combination of income distribution and the sale of the practice assets affect the
senior doctor’s final income. What if the practice does or does not grow. How could this
affect the ability of both doctors to have satisfactory level of compensation.
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Chapter 2: Using Practice Pulse™

Selecting a Scenario

Select A Scenario To Load E|
When you open the Practice Pulse program, you will be prompted to one -

select a Scenario. A Scenario is a combination of income and
expenses for a particular practice situation. You can use one of the
default Scenarios or choose to Add a New Scenario by left clicking
on the green Add icon in the lower left corner, and then clicking OK.

Gold Standard

NOTE: The first time you access a scenario using a converted dataset, you will be asked to
select a Start Year. Please choose the Start Year carefully, as it cannot be undone. After you
set the Start Year for a scenario, you will not be asked to set it again.

Practice Pulse ] ﬁ- Start Year EI [E| [g|

Please pick a start year for this scenario. This will give real dates ta your scenario. Choose carefully, this cannaot be undone.

Chooze a Start Year For Thiz Scenarnio;

About the Main Screen

Once you have chosen a Scenario and clicked OK, you will be taken into the Income screen. On
the left hand side, you will see a column of four icons — See Table 1. Each of these icons will
take you to a different module. Each of these modules will be discussed in further detail in the
following chapters.

Table 1:

g
]

The Income Projection icon takes you to the Income Module.

The Expense Projection icon takes you to the Expenses Module.

The Cash Flow icon takes you to the Cash Flow Module.

The Time Analysis icon takes you to the Time Analysis Module.

NGk

The Income Distribution icon takes you to the Income Distribution Module.
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At the top of the Practice Pulse window you will see a row of 9 icons.

Table 2:

The Open Scenario opens an existing Scenario.

\ .--‘::}1 The New Scenario icon creates a new Scenario.
i

5;__# The Print icon allows you to print the screen.

active.

_I_- / The Screen Info icon launches the Information window for the screen you have
]

The Compare Scenarios icon allows you to compare and contrast information
between multiple Scenarios.

screen.

The Delete icon allows you to delete a case, or delete an employee, depending on the
screen.

2
: The Add icon allows you to add a new case, or a new employee, depending on the

= The Calculator icon launches a calculator.

you can choose a start month, or change the Medicare tax rate, social security tax rate,
and the Maximum Social Security taxable amount. The defaults are based on current
values. Iftax laws change, these default values can be modified.

The Preferences icon takes you into the Preferences menu. In this Preferences menu,
I v

On the Income, Expense, Cash Flow and Time Analysis screens you will see a series of tabs
across the top. Each time you click on a new tab, an information window will appear, giving an
explanation of that particular screen. If you prefer to not have that information window appear
each time, you can left click in the box next to “Don’t show this again” and click OK.

- T T ] !|Ei‘ml
AR Y B 2007 v
L\ | -~/ - N plall i 5
] Anrual Cash Flow | Monthly Cash Flow
-
- Year IEETICTY Cash Flow Monthly Projection rg|
2 Vear 1 - Income 98350 102637 1 Monthly Cash Flow )
- Expense £13%2  £1398 12
! Mt Frofit Iz 41239 i 41
Overhead 624z s9E% The Monthly Cash Flow screen provides an averaged o4
— 1 |[vear2- Income 9830z 102590 1 summary of the income. expenses. net income. and 5
? Expense 61333 61338 percentage overhead for each year. None of the data ik
: Het Brafi 305 41182 4on this screen can be modified except via the income 40
— Overhead 25%  59.8% 24
= and expense screens.
Q’) Vear3-lncome | 121888 121888 1 p iE
Expense 61406 61406 14
— Mt Profit 60482 60482 04
Overhead 504%  50.4% 0.4
q;}? esrd-Inoome 12188 171888 1 i
Expense 61406 61406 14
Het Profit 0452 BO4E2 04
Overhead S04%  50.4% 0.4
Year5-lncome | 121838 121888 1 16
Expense 61406 61406 (Bisial o ein oK 141
Het Frofit 60452 60482 3 2 - 04
Overhead S04%  S04%  504%  504% 504 504 504 S04%  S04%  504%  504% 504
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General Data Entry — white Cells Are Editable and Gray Cells Are Not

In Practice Pulse you can enter values in a variety of ways just as you can with Microsoft Excel.
Values can be numbers, equations or percentages depending on in which cell you’re working

with.
1. Numbers — Click in the cell and then type in the value you want to enter (Ex. 23)
2. Equation — Click in the cell and then type in an equation. Unlike Excel, do not precede

C__9%

equations with the sign. Use the standard mathematical operators + for addition, - for
subtraction, * for multiplication and / for division. (Ex. — if 20 is the value in the first cell
and you type in *5 in the second cell it will multiply the value in the first cell by 5 and yield
100 in the second cell.)

Percentage — Click in the cell and then type in the percentage you want to increase, decrease,
multiply or divide the preceding value by (Ex. +3%, -3%, *3%, /3%).

|Yeal 1 |Yeal 2 |Yeal 3 |Yeal 4 |Yeal H] |
Manthly Starts 20.00 23.00 +3% 23.00 23.00
Initial Payment 750 780 750 750 780
Mumber of Monthly Payments 22 22 22 22 22
M onthly Payment &mt 165 165 165 165 165
Final Payment 165 165 165 165 165
Tatal Fee $4.545 $4.545 $4.545 $4.545 $4.545
Tatal Case Starts 2400 276.0 276.0 276.0 276.0
Collection Rate 96.0% 96.0% 96.0% 96.0% 96.0%
Mew Contract Income $381.888  $835.363 $1.172880 $1.204.243 $1.204.243

Data can be entered in any cell with an automatic population of future fields. Future income
projections can be made by entering a new dollar amount or a percentage change (+X%, -X%).
Any new values will again populate future fields. It is not necessary to start each field at Year 1
unless appropriate. It is also possible to skip years and add data in only some future years.

4. Category Splits - Categories of income, expense, time, and case load variables can be

“Split” to show more detail of a variable when desired. Any category that is in dark blue text
has the ability to be Split into numerous subcategories. To make a Category Split, double
click on the category name and a Splits window will appear. Use the + button to add an entry
and the X button to delete an entry. After clicking the + a blank subcategory will appear and
you will be able to edit the field name. To the right of each new subcategory name you will
be able to put in the correct amount. If a Category has been split then the total will appear in
light blue to differentiate it from the un-split cells in white.

i_';_\

For example, on the |-~ a2
Expenses | Clerical tab you |le' ) > i) ERE] — -
will see the Office Supplies S | e SE— )
in dark blue. Double click ] .

on that field and the Splits = = oomom =
window will appear. Use

the + button to enter in the

new subcategories and the
corresponding amounts.

Subcategory
Office Supplie:
Postage
Equipment
Equipment e
Other

Total Clerical

Front Office Suj
Marketing Supy

o] | &

Click OK when you are %

finished and the total from . N
the Splits window will be
transferred back into Office

Supplies category.
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Chapter 3: Entering Income Variables

After you choose a Scenario, the program automatically puts you in the Income S
Module. You can also get to this screen by left clicking on the Income Projection icon =22

on the left side of the main window. The Income module is divided by category: New
Contract, Existing Contract, and Supplemental Income. The Income screens serve as an aid to
long term income projection, budgeting, and fee determination. All of the screens are designed in
a similar manner. These tabs are designed to be used in the order in which they are listed. For
example, it is extremely important that you set your collection rate first, as it will affect your
contract income.

) Any item in blue may be split into subcategories.
For more information, see page 15- General Data Entry | Category Splits.

Collection Rate

In Practice Pulse, you can enter the data for the total accounts collected, total past due accounts,
and the total charged off accounts for an automatic calculation of the collection rate. If this data
is not available simply enter a specified collection rate. It is possible to change the collection
rate for any year by going to the desired cell and entering a new collection rate. When a new
collection rate is entered the cells to the right will automatically be populated with the same rate.
Because the collection rate is used in other calculations it is necessary to have a rate defined for
each year.

{€ Practice Pulse - Gold Standard (=13}

Fle Edt Wiew Help

| N 3 - ) =
\ » i ! U :I 2007 -
L\ | 9 '—_/ | i
;}} Collection Rate | Wew Contiact || Existing Contract | Supplemental | Total Annual Income || T otal Monthly Income
5

Contracts Billed [Previous 12 months] $1.450,000
Past Due Accounts [Previous 12 Manths] $28,000
Charged O Accounts [Previous 12 Months $2.400
Collection Rate 97.9%

2007 2008 2009 2010 2011
Collection Rate 98.0%  980%  980%  980%  98.0%

| &

N
@
@

The collection rate in Practice Pulse is calculated by the total accounts collected for a specified
12 month period less any charged off accounts and the current past due accounts. Most offices
will strive to have a collection rate above 96%.

X\ Be sure to enter the collection rate otherwise other fields may not be calculated correctly.
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New Contract Income

The critical values involved in new income production include the type of case, the number of
case starts, fees, payment arrangements, and the collection rate. In this screen it is possible to
manipulate either single or multiple variables such as the number of monthly starts, initial
payment, number of payments, etc. The resulting combination of variables will generate a 5-
year projection of income from new case starts.

ﬁpractice Pulse - Gold Standard Q@El
File Edit iew Help
1) | T | @) Bl 1 U Y 2007 3
L |/ el | P 4 ¥
=) | | Colection Rate [ Nem Contiact | Existing Cortvact| Supplemental | Totsl AnnualIncome | Total Marihy Incame
T2y
® Case Starts New Contract Income ]
Nome 2007 2008 2009 2010 2011 @ 2007 2008 2009 2000 @ 2011
Historical Data 0 0 0 0 0 0 0 0 0 0
Jd|Full Treatment 300 300 300 300 300 562276 1175675 1462650 1462650 1462650)

Total 300 300 300 300 300 B62275| 1179676 1462650| 1462660 1462650 w

Case Name Full Treatment
Estimated T reatment Time 24

2007 2008 2009 2010 2011

tonthly Starts 25.00 25.00 25.00 25.00 25.00
Initial Payment 950 950 950 950 950
MNumber of kMonthly Payments 22 22 22 22 22
taonthly Payment &mt 175 175 175 175 175
Final Payment 175 175 175 175 175
Total Fee $4.975 $4.975 $4.975 $4.975 $4.975
Total Case Starts 300.0 300.0 300.0 300.0 300.0
Collection Rate 98.0% 98.0% 98.0% 98.0% 98.0%
Newve Contract Income 4562276 $1.179675 41462650 $1462650 41462650

Adding New Case Categories

In the New Contract Income module it is possible to enter data for a variety of different Case
Types. Click on the Add icon at the top of the screen to add a new Case Type. Once a particular
Case Type has been designated you can define the number of projected case starts per month for
the first year. The case starts for future years can then be defined by entering a new number of
case starts or by entering a percentage increase/decrease (see General Data Entry for more
information). The total annual case starts for the specified Case Type is automatically calculated
in the bottom section.

In a similar fashion data can be entered for the initial payment amount, number of monthly
payments, monthly payment amount, and final payment amount to determine the total case fee.
Projections can be made for future years by changing the field number or by entering a
percentage increase or decrease.
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& Practice Pulse - Gold Standard
File Edt Wiew Help

LUV e=EE

H. Collection R ate I New Contract | Existing Contract | Supplemental | Total Annual Income | Total Monthly Income
= Case Stats Mew Contract Income s
ﬁ:,f:, 2007 | 2008 2009 2010 | 2011 2007 2008 2009 @ 2010 2011
Historical Data 0 o 0 [t} 0 [t} o 0 o 0
| Full Treatment 300 300 300 300 300 562275 1179675 1462650 1462650 1462650)

P
5
. 2

Total 300 300 300 300 300 562275 | 1179675 | 1462650 1462650 1462650 »

Case Name Full Treatment

Estimated Treatment Time 24

2007 2008 2009 2010 2011

tonthly Starts 26.00 25.00 25.00 2800 2600
Initial Payment 950 950 950 950 950
Number of Monthly Payments 22 22 22 22 22
tanthly Payment &mt 175 178 175 175 175
Final Payment 175 175 175 175 175
Total Fee $4.975 $4.975 $4.975 $4.975 $4.975
Total Case Starts 300.0 300.0 300.0 300.0 300.0
Collection Rate 98.0% 96.0% 98.0% 98.0% 98.0%
Newe Contract Income 3562275 $1.173675 41462650 $14B2650 $1.462 650

Practice Pulse determines the total new contract income for the specified Case Type based on the
number of patient starts, treatment fees, payment arrangements, and collection rate. In addition,
Practice Pulse will maintain a summary total of income and number of case starts for all Case
Types in the upper section.

Existing Contract Income

The Existing Contract screen begins by defining the total value of any existing contracts. Next
the percentage distribution of the contracts is divided for up to five years. For example the
percentages may be 50% for Year 1, 30% for Year 2, and 20% for Year 3. The collection
distribution can be varied from year to year. However, the total must equal 100%. When a value
is entered, Practice Pulse automatically calculates the remaining percentage and places it in the
next field. The collection rate transfers directly from the collection rate screen. With data in
these cells, Practice Pulse system will automatically calculate the Existing Contract Income for
each year.

& Practice Pulse - Gold Standard
Eile  Edit Wiew Help

WU Vaddb=HEY

Collection Rate | Mew Eontracll Enisting Contract I Supplemental | Tatal Annual Income | Tatal Monthly Incame

2007 2008 2009 2010 2011
Percent of Contracts Collected TE1% 239% 0.0% 0.0% 0o
Callection Rate 98.0% 98.0% 98.0% 98.0% 98.0%
Tatal Existing Contract Income $900,902  $282.938 30 40 $0

¢ [\l &
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Supplemental Income

The Supplemental Income screen
incorporates funds that may be earned outside
the main practice. These sources may be
especially important in the early years of
practice. It is not necessary to start each field
at Year 1 unless appropriate. It is also
possible to skip years and add data in only
some future years.

Total Annual Income

The total annual income is calculated as the
sum of the New Contract Income, Existing
Contract Income, and Supplemental Income.
Practice Pulse automatically sums the income
for Years 1-5. Theses summations cannot be
changed except by changing data in the
income screens.

Total Monthly Income

The total monthly income is calculated as the
sum of the monthly values of the New
Contract Income, Existing Contract Income,
and  Supplemental Income. Theses
summations cannot be changed except by
changing data in the income screens.

& Practice Pulse - Gold Standard
Eie Edt Yiew Help

W3 Did = EE

2007 v

Callection Riate | New Conlract | Existing Coniract [ Supplemental | Total Annual Income | Total Monthl Income

2007 2008 2003 (2010 2011

Associate/Contiact Labor 0 0 0 0
Teaching [ 0 0 0 0
Spousal 0 0 0 0 0
Other 0 0 0 0 0
Total Supplemental Income 40 50 0 50 40

&
o
9
>

& Practice Pulse - Gold Standard
il Edt  Yiew Help

Wi ® Vid b=

2007 v

Collection Fiate | New Contract | Existing Contract | Supplemental | Total Annual Income | Total Monthiy Income

[2007 [2008  [2009 [2010 [2011
Total Income Al Cases 562275 1179675 1462550 1462650 1962650
Total Exis come 90s0z 282938 0 0 0
Total Supy me 0 0 0 0 0
[N 11453177 $1462613 §1462650 §1462650 $1.462650

4
3§

5

<>

£8 Practice Pulse - Gold Standard
Flle Edit Wew Help

A= y ) ] =

i » (i E
L) B L) | e E

Collection Rate | New Contract | Existing Contract | Supplemental | Total Annual Income | Total Manthly Income

2007 v

[Year [Jan  [Feb |Mar _[Apr _ |May [Jun _ [Jul _ [Aug [Sep |Oct _|Nav |Dec  |Total |
Yearl 38350 102637 106325 111213 115500 119787 124075 128063 132650 136937 141225 145513 $1.463177
Vear2 38303 10250 106A7A 111166 115453 115740 124028 128316 132603 136830 141178 145466 $1.462613

'vear3 121888 121888 121888 121888
reard 121288 121888 121888 121888

121888 121888 121888 121888 121888 121888 121888 121888 1462650

121688 121888 121888 121868 121888 121888 121888 121888 1462650

BEEE 121308 121008] 121868 121898 121898 121898 121888 121835 121835 121888 121988 121888 $1.462850

AR
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Chapter 4: Entering Expense Variables

=
You can get to the Expense Module by left clicking on the Expense Projection icon % on the
left side of the window. The completion of these screens serves as an aid to long-term expense

projection, expense control, and budgeting.

A Any item in blue may be split into subcategories.
For more information, see page 15- General Data Entry | Category Splits.

Expense Screens

Clerical

Clerical expenses are those most closely tied to the
business portion of patient care. Subcategories include
expenses such as office supplies, postage, and
equipment.

Clinical

Clinical expenses are those most closely tied to clinical
patient care. Subcategories include expenses such as
supplies, lab, model fees, printing supplies, and
equipment.

Facilities

Facility expenses are those most closely tied to
occupancy costs for either rental or owner occupied
offices. Subcategories include expenses such as rent,
utilities, taxes, maintenance, leasehold improvements,
and lawn and janitorial expenses. On the Facilities
Expenses screen, data can be entered in any field based
in the size of the office. Practice Pulse will calculate
monthly and annual expenses both on a total and per
square foot basis. So it is important that you include all
information, such as total square footage, so these
calculations will be accurate.
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j @ 2007 v

ance | Staft_| Support | Total Arrual Expense | Total Morihly Expense.
2007 2008 2009 2010 2011
EU ]
7200 7200 7200 7200
12100 12100 12100 12100
8900 8500 8300 8300

& Practice Pulse - Gold Standard
Ele Edt Vew tep

Jd O i) EE 207 B

L > Vi & 2

0 | | Cirical [ Clrica ] Facies | Financiel Insurance | Staif | Suppart | Totel Annual Expense | Total Monthly Expense.

=S 2007 2008 2009 2010 2011

Othodortic Supplies  WICEEIN] €550 85500 85500 65500

o A 1430 16200 14300 14300
2000z 2000 zio0 2100
a0 smwo 30 a0 30
os0 850 850 850 8500
20 420 420 420 4200

La
ModelFees

g Supples

Other . 1 1200 1 1200
Total Clrical $138500 $138,500 $138500 $136500 $138.500

¢ [oltufe G

’./J @ 2007 v

Insurance Staff_| Support | Totel Annual Expense | Total Monthy Expense

Offce Size (Sa. Feel] 3800

2007 2008 2008 2010 2011
4600 4300 4800 4600 4800

Ren (Month)
Uties (Monity) 1250 1250 1250 1250 1250
T

kes 2700 2700 2700 2700 2700

%5 % %5
15000 15000 15000 15000 15000
%5 285 o 6 5

$96,660. $96,660. $96,660. 96,660, $96,660.
Evp (PerSa Fool] | $2544 $2544 $2544  $2544  $2544

iy Exp. $8050 $80550 80550 $80%50 $80550
ol FaciityEvp.(PerSq.Fool) | $212 $212 8212 8212 $212




Financial

Financial expenses are those most closely tied to the
business control of an orthodontic practice.  Sub-
categories include expenses such as business interest,
taxes, license, depreciation, and service charges.

Insurance

Insurance expenses are those related to the asset,
business, and personal financial/liability protection.
Subcategories include expenses such as auto, building,
business property, employer liability, overhead,
umbrella and workman’s compensation.

Staff

The Staff Expense screen allows for the comprehensive
tracking of staff expenses on both an individual and
group basis. For each staff member wages, benefits, and
taxes are calculated to determine the total annual and
hourly expense for each employee. The total for all
employees is maintained on an annual basis. On the
Staff Expenses screen, to add staff members click on the
Add button and begin the data entry.

Be aware that you can enter staff compensation by
entering a Salary, Hourly Wage or combination of the
two. If you pay an employee Hourly, be sure not to fill
in the Salary information also.

Support

Support expenses are diverse group of expenses that are
required to grow and sustain an orthodontic practice.
Subcategories include expenses such as accounting fees,
auto, consulting fees, continuing education, donations,
dues, legal fees, meals, promotion, and student loan
interest.
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a0
3500
4500
1300
1150
1,350
1.250

00

3500 3500
4500 4500
1300 1300
1150 1150
1350 1350
1350 1350

a0 a0

& Practice Pulse - Gold Standard
Ele Edt Vew tep

W@ D e[

50 | | Cleical | Cirical | Faciles | Financial | Insurance [ St&_] Suppott| Total rusl Expense | Total Monthly Expense
. Annual Expense

1816
1920

23
1920

18005

5

Hourly Expense

26

1816
26
EX)
1920
o

1824

1600 1800 1600
T -

190 1900 1300
30400 $30400 $30400

2081

0
0
3

2081

Ve 2007 2008 209 2010 201
3 213
¢ 1920 1924 013 2013 213
Dean

75 5 226
16T %2203

2007

4628
4628
32630
4628
7628
30628

2007 v

2008 2009 2000 20m
s Mem e 46|
R T

2007 2008 2009 2010 2011
3500 3500 3500 3500 3500
3600 3800 380 3800 3800
3200 3200 320 3200 3200

[ 0 0 [ 0
1685 1895 1885 1685 1895
48 4w an
1282 12825 12826 1286 12826
$275 275 $275 $275  $275

we | $43226 $43205 $43206 $432%6 $43226

3800
3800
5000
4500
4000
4500
3800
3500

[
2800
1750

ance | Sttt [ 506001 ] T Arvs Espen | Tod Moy Expense

3800
3600
5000
4800
4000
4600
3800
3500

0
2600
17500
3600

3800
3600
5000
4800
4000
4600

3800
3800
5000
4500
4000
4500
3800
3500

0
2800
17500
3800

009 2010 2011

380
3600
5000
4800
400
4600
3800
350

0
2600
17500
3600

1 1 15 1 150
$58500 953500 $58500 58500 $58500




Total Annual and Monthly Expenses

The total annual and monthly incomes are calculated as the sum of all expenses and for Years 1-
5. These summations will be provided automatically by Practice Pulse and cannot be changed
except by changing the data in any of the expense screens.

& Practice Pulse - Gold Standard
File Edit Wew Help

o Clerical | Clinical | Faciliies | Financial | Insurance | Staff Suppurll Tatal Annual Expense ITUtaI Monthly Expense

duy

£ Practice Pulse - Gold Standard
File Edit VYiew Help

l . e | (i) ‘ I=WE 2007 v
5} Clerical | Clinical | Faciitizs | Financial | Insurance | Staff | Support Tota\Anm,laIE:q:nenselTDtE"'*"'D“”’ﬂjJ ENDEHSEI
wng

Name [2007  [2008  [eo03 2010 [20m |

Total Clerical 00 38000 000 36000 36000

= | ||Totd Clnical 130500 1335000 138500 1395000 138500

| Total Farilties SEGEN GRG0 SRRRD  ORGEN  3RESO

Total Financial 19950 198500 19850 1998800 138E0

— || Total Inswrance 14700 14700 148000 14800 14800

? Total Staff 322373 322373 322373 322373 a2

Total Suppott EGG00  ES500)  G9EDO. 5600 GEOD

Q 696683 35965993 9606683 9696683 3606683
/

Year |Jan |Feh |Mal |Apl |May |Jun |Ju| |Aug |Sep |Elct ‘Nov |Dec ‘Tulal |
Year1 | B7223 57223 57223 57223 G223 BY223 GVZ23) GF223 G223 G7223  GVZ23) BFZZ3 $GBGEE3
Year2 | B7215 57215 57215 572158 57215 57215 57215 G716 67218 57215 67215 GFZIS $6BGGE3
\ Year3 | B7223 57223 57223 57223 G223 BY223 GV223) GF223 G223 G7223 GVZ23) BFZZ3 $GBGEE3
Yeard | B7223 57223 57223 G7223 7223 BY223 GV223| GF23 G7223 G7223 BVZR3) GFZ23 $GBEEE3
Wem 57223 57223 57223 G723 BT223 BY223) GVZ23| GR223) G7223 G7223 BVZR3| GFZ23 $GBEEE3
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Chapter 5: Cash Flow Module

You can get to the Cash Flow screens by left clicking on the “Cash Flow” \;:."- icon on the left
side of the window.

Annual and Monthly Cash Flow

Practice Pulse will automatically populate each field. These summations can only be changed by
altering data within any of the Income or Expense screens.

& Practice Pulse - Gold Standard Q@
File Edit “ew Help
d ] 1 i) & [ = E 2007 v
— Morthly Cash Flow
3} Name [2007 [% oH[2008 [% oH[2009 [% oH[2010 [% oH[2011 [ OH
Income
S New Patient Income $562,275 $1.173675 $1.462.650 $1.462 650 $1.462 650
g E xizting Contract [ncome $300.902 282938 30 $0 30
Supplemental Income 30 30 30 $0 30
Total Income $1.463177 $1.462,613 $1.462 650 $1.462 650 $1.462 650
"\3? Expense
———— Clerical 36100 25% $36.000 25% 36000 25% $36.000 25% $36,000) 2.5%
Y Clinical $138.500 9.5% $138.500 35% $138.500  9.5% $138.500 35% $135.500 9.5%
Facilities $96.6B0 E.7% $96EED B 7% $96.6B0 E.7X% 96660 E7E $96.660 EB.7%
- Financial $19.850 1.4% $19.8500 1.4% $19.850 1.4% $19.8500 1.4% $19.850) 1.4%
Insurance $14.7000 1.1% 147000 1.1% F14.800 11% 148000 1.1% $14800 1.1%
@ Staff $322.373 221% $322373 221% $322.373 221% $322373 221% 322,373 221%
Support $58.500 4% $58500 4% $58.500 4% 358500 4% §08.500 4%
Total Expense $686.683 $686.583 $686.683 $686.683 $686.683
Net Profit $776.494 $776,030 $775.967 $775,967 $775,967
Overhead A7% 47% A7% 47% A7%
ﬁ Practice Pulse - Gold Standard
File Edit Wew Help
| 3 A8 i) = 2007 v
LWt @Y p o=
_— Annual Cash Flow
i} Year |Jan | Feb |Mal |Apl | May Jun Jul Aug Sep Oct Nov Dec
“fear 1 -Income 98350 102637 106325 111213 1185000 119787 124075 128363 132680 136937 141225 1455
p’ Expense 57223 G7223 G7223 57223 a7223 57223 57223 a7223 57223 G7223 G7223 572
g Net Profit 41127 45414 43702 53330 58277 62564 EBE52 71140 75427 79714 84002 452
Overhead 58.2% 55.8% 53.5% 51.5% 43.5% 47.8% 46.1% 44.6% 431% 41.8% 40.5% 3.
“Year 2 - Income 93303 102530 108873 111166 115453 119740 124028 128316 132603 1368300 141175 1454
= Expense 57215 G715 7215 57215 7215 57215 57215 7215 57215 G715 7215 572
. Net Profit 41083 45375 43663 53351 58238 62525 EBE13 711m 75358 FIETE 3363 452!
——— Overhead 58.2% 55.8% 53.5% 51.5% 43.6% 47.8% 46.1% 44.6% 431% 41.8% 40.5% 3.
Y ‘fear 3 - Income 121888 121888 121885 121883 121888 121833 1218858 121838 121883 121838 121883 1214
Expense 57223 G7223 G7223 57223 G7223 57223 G7223 G723 57223 G7223 G7223 572,
= Net Profit E4665 G4665 B4665 E4665 G4665 B4665 E4665 G4665 E4665 G4665 B4665 E46
Overhead 46.9% 46.9% 46.9% 46.9% 46.9% 46.9% 46.9% 46.9% 46.9% 46.9% 46.9% 46.9
Qﬁ? ‘fear 4 - Income 121688 121888 121888 121888 121888 121888 121888 121888 121888 121888 121888 1219
Expense 57223 57223 57223 57223 57223 57223 57223 57223 57223 57223 57223 572
Net Prafit E4665 64665 G465 B4665 G4665 B4665 B4665 G4665 E4665 64665 B4665 G46
Overhead 46.9% 46.9% 46.9% 46.9% 46.9% 46.9% 46.9% 48.9% 46.9% 46.9% 46.9% 469
“fear B - Income 121888 121888 121882 121888 121888 121888 121888 121888 121888 121882 121888 1219
Expense 57223 B7223 B7223 B7223 B7223 57223 B7223 B7223 57223 B7223 B7223 572,
Met Profit E4GE5 E4EER E4EES E4EER E4EES E4EER E4EER E4EES E4GE5 E4EER E4EER E4E
Overhead 46.9% 46.9% 46.9% 46.9% 46.9% 46.9% 46.9% 48.9% 46.9% 46.9% 4B.9% 469
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Chapter 6: Time Analysis — A Global Perspective

{
You can get to the Time Analysis Module by left clicking the = icon on the left side of the
window. There are two tabs that are correlated to the Scenario you have chosen: Case
Profitability and Case Load. The Case Profitability screen evaluates the total treatment time and
profitability on individual cases and specific Case Types. The Case Load examines a more
global perspective of the practice relative to days worked and how each day will be filled. The
data contained on these two screens are saved into the existing Scenario that you are in.

Case Profitability

To use this screen, first select the pys—rG————5"—" OE®
desired Case Type from the list and f= = o= -

complete the information related to |-# -~ = /& o &

 Fase Profiabiily | Cace Load

case fee, overhead, and any
additional case expenses. Next enter
the appropriate data related to the
different appointment categories. It is
not necessary to enter data for every
appointment category. Once all the
information has been entered,

Lisa wheeler
08/25/2007 David Jones
[&cdult-E straction 08/23/2007 Eric: Thompson
[ Adult-E straction 08/24/2007 Mark Allen

Total Treatment Fee $4.545 | Months In Active Treatme 24
Average Overhead 60.0% || Treatment Interval (Week [}
Additional Case Expenses 300 || Nurn OF Adjustment Yisits 173

Num  Time Total Num Time Total
Exam 30 30/ | Num OF Adjustmert Visits 1

30 30| | Progress Records

30 a10
1] o

AR T

Initial Records

1 7
1 o
Consult 0 a 0| Appliance Remaval 1 45 45
1 Appliance Placement 1 120 120 | Final Records 1 30 30
Practice Pulse sums the total e e | 1 e
. Eroken Appointments 1 30 30 | | Retention &ppointment. 3 10 30
treatment time and calculates the e 20| [aervis a0
: Gross Profit Per Manth $189 | Met Profit Per Month $35  Total Number of Appointments 29
gross and net income by the month, ose PP 4157 NP P |47 TamCo o e ]| 45

Giross Profit Per Hour $312 | | Met Profit Per Hour $196.

hour, and appointment. To edit a new
Case Type or add a new Case Type
click on the Add icon.

This information is combined with the case fee information to provide a summary of both net
and gross income per month, appointment, and hour. The Case Types are automatically sorted by
type so that graphical comparisons can be made within individual Cases or Case Types. The
Case Profitability screen can be used proactively to set guidelines for desired profitability.
Retrospective analysis can also be used to find trends that either enhance or detract for the
desired profitability levels. This in turn will serve as an aid to fee, profitability, and efficiency
determination of different types of orthodontic cases.
e Fee determination can be evaluated by estimating the number and types of appointments
in conjunction with desired gross and net profit levels.
e Profitability can also be studied by manipulating certain appointments to determine
which changes have the greatest impact on the net profit.
e Efficiency can be examined by comparing different types of cases to see which most
closely met any pre-defined goals.

We recommend putting in at least two or three cases per month into the Case Profitability tab in

order to see the effect on profitability over time. Obviously, the more cases you enter, it will be
easier to identify trends.
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Practice Case Load

The Case Load screen is designed to assess scheduling needs, staffing needs and personal time
allotments. This screen functions independently from the other screens in the program and
provides a huge amount of information by inputting only a few key time variables.

The upper portion of the screen [T (=3
. . . . Fle Edt WView Help
is split into two sections that | . -
. WU Vd #=HD c—
s | Q 3 :
are combined to make the
. - Case Profitability |; Case Load ;
calculations at the bottom of the J = 570 [Hams T S E s
. Case Starts Per Morth 300/ | Start Appointments Per Patiert 200 000 5000
window. On the upper left, 25 ||| active Patients 70000 | Acive Treatment Appointments Per Month | BI5.56 6.00 15.00
. ||| Deband Patients Per Month 30.00 | | Finishing Appointments Per Patient 100 2000 £0.00
Varlables SuCh as average Fietertin Patients 450 (0 | | Retention Appointments Per Patient Per rear am 500 100
. Supervision Patierts 300.00 | | Supervision Appointmerts Per Patient Pervesr 200 500 1000
treatment nterv al, average | % Emergency Appointments 38% | | Emergency Appointments Per Month 083 .00 3000
% Broken Appointments 272 | Broken Appointments Per Morth 15.00 .00 3000
number of case starts and % Extended Traatment Appointments 1.8% | | Extended Treatment Appointments Per Morth | 10,00 .00 3000
. . (¥) Totals # Appls Dr. Hours Staft Hours
number of active patlents can == Sttt ppoiniments Per Month 5000 2000 50.00
. . . — Treatment Appaintments Per Morth 55139 BRE7 14330
[13 29
be entered. This blg plcture & Deband Appaintments Per Manth . 100 30.00
. . . . ,;;:’ Retention Appaintments Per Maonth 11280 9.38 1875
lnfo I | | |at1 On ls then Comblned Supervision Appointments Per Month 50.00 417 832
. . . Tatal Appointments and Hours Per Month 80289 100.21 256,39
with the time requir ed for each Number of Dactors 1.00] Number of Clrcal Staf 350
procedure on the i ght side Desited Patient Appointments Per Day 55,00 | Desired Work Days Per Manth 1200
. . . Riequired Mumber of Wark Daps Per Month 14.62 | | Required Mumber of Appaintments Per Day B6.93
The totals located in the middle Desired fppointment Time Per Day (Hous) 5.00] | Desired Work days/month 14,00
.. Required # of Dactor Wark Days/Morth 1253 | Rrequired Doctor Time Per Day [Hours) 716
are defined by d1V1d1ng the e e ===

required hours by the number
of doctors and staff. These are real world numbers that define how your practice is currently
operating.

This information provides a convenient snapshot into the overall practice workload and ways in
which effective changes can be made.

& Case Study: You are contemplating switching to a self-ligating bracket that has a
treatment interval of 10 weeks while the conventional bracket you are currently using
requires a treatment interval of 6 weeks. By changing your treatment interval from 6 to
10 weeks this will dramatically lower the days/month that are required for work. At the
same time, if you are interested in working a specific number of days you can see how
changing the treatment interval will reduce the number of appointments that are
necessary each day.

& Case Study: You think that your office is overstaffed but there is no definitive way to
calculate this. Taking a look at how the numbers change for Required Staff Time/Day as
the number of staff members decreases will give you the information you are looking for.

Once the ‘big picture’ has been defined, the totals are divided by the number of doctors and staff
to produce the results below each white box. This gives a representation of the flow of patients
and appointments that are currently moving through your office. At this point, you can vary the
number of appointments per day, hours per day, and then days per month you would like to
work. Adjusting these variables will allow you to perform a time analysis for meeting the
specified goals. This valuable information can also tell you if you are overstaffed, understaffed
or taking too much time with certain procedures.
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Chapter 7: Income Distribution

= L) @
t'— »{ﬁ / \\ '/ ﬂf‘l‘ —JJ B L:ﬂ 2007 3
‘»-3? [ | onien

Clicking the Income Distribution icon will
allow you to specify settings for income |gf
distribution in the event of adding a new doctor, or ?
selling your practice over time to an associate.

-
Dacter 2007 2008 2009 2010 20011 2012 2013 2004 2015 2016

Net Profit 726394 725830 725767 725767 725767 735000 735000 735000 735000 735000
al

0 0 i 0
735000 735000 735000 735000

0% 0% 0% 0%
0% 0% 4 0%

0% 0% 0x 0%
0% 0% [ 0
0% 0% 0z 0z
0% 0% 0% 0x%
0% 0% [ 0%
0% 0% i3 0%

Income Distribution

When accessing the Income Distribution screen for the first time, you will be prompted to add a

doctor. Key the doctor’s name in the field provided, and click OK.
|

To add more than one doctor, click the “r icon.

The Income Distribution screen will show the net profit entered into the program for any of the
visible years. This Net Profit data will automatically be transferred from the prior Cash Flow
screen if applicable. You have the option to keep these values or to override the values by
manually entering data. If you have not filled in any information on the prior Income/Expense
screens you can simply enter a projected/anticipated Net Profit. Once the Net Profit has been
entered you can then begin the income sharing. This income sharing is first accomplished by
specifying any salaries that will be paid. These salaries are deducted from the Net Profit with the
remainder being identified as Net Profit Adjusted (NPA). If there are no salaries the Net Profit
and NPA will be the same. The NPA can now be divided as a percentage among several
categories including Profit Sharing, Ownership, Work Time, and Other. The percentages
assigned to these categories should equal 100%. These percentages can be changed as needed
from year to year. Within each category the user can then assign a percentage of how much each
doctor will receive. The doctor percentages within a category should also total 100%.

ﬁ Practice Pulse - Gold Standard g@@
File Edit Wew Help
g 1| = ) 3 | B . 2007 v
B S P g E (G
= Inzame Distribution | Asset Distribution | Doctor Totals
aay
- Doctor 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016
= Net Profit 726394 725830 725767 725767 725767 735000 735000 735000 735000 735000
Salary
Jochar 0 0 0 0 0 0 0 0 0 0
Junior Doctor 120000 1} 1} 1} 1} 1} 1} 0 0 0
'\9 Net Profit Adjusted ([NPA] 606394 725830 725767 726767 725767 735000 735000 735000 735000 735000
Profit Sharing % of NPA 100% 0x 0z 0z 0x 0x 0z 0x 0% 0%
- Senior Doctor 100% 0% 0% 0% 0% 0% 0% 14 0% 0%
':) Junior Doctor 0% 0% 0% 0% 0% 0% 0% 0 0% 0%
o Ownership % of NPA 0z 50% 50% 50% 50% 0% 0% 0% 0% 0z
Senior Doctor 0% A% B0% B0% f0% 0% 0% 14 0% 0%
" Junior Doctor 0% S0% 50% 50% 50% 0% 0% 14 0% 0%
‘;é? Work Time % of NPA 0z 50% 50z 50% 50% 0z 0z 0% 0% 0z
Senior Doctor 0% S0% S0% S0% 0% 0% 0% 14 0% 0%
Jupior Doctor 0% B0% B0% B0% E0% 0% 0% 123 0% 0%
Other % of NPA 0z 0z 0z 0z 0% 0% 0z 0% 0z 0z
Senior Doctor 0% 0% 0% 0% 0% 0% 0% 123 0% 0%
Junior Doctor 0% 0% 0% 0% 0% 0% 0% 0% 0% 0%

Page 27 of 32



Asset Distribution

The Asset Distribution Screen is designed to account for the buying or selling of the practice,
real estate, or other assets. This data will be calculated by the user and will vary depending on
the costs, finance rate, and length of terms for each type of asset. Some of these numbers may be
entered as a positive and others as a negative depending whether the doctor is buying or selling

assets.

LE?

O)
o

e

#& Practice Pulse - Gold Standard
Eile  Edit

WU Vel p=E

Wiew Help

Income Distribution | Asset Distribution | Doctor Totals

Doctor Yearl Year? Year3

Buy In/Dut

Senior Doctor 0 710000 170000

Juriar Dactor 0 -110000  -110000
Real Estate Buy In/0ut

Senior Doctor 0 0 0

Jurior Dactor ] ] ]
Other

Senior Doctor 0 0 0

Junior Doctor 0 0 0

Yeard

110000

-110000

0
]

0
0

Years

110000
110000

0
]

0
0

Yearb

Year?

2007

Yeard

Yeard Yearll

Doctor Totals

To view the income distribution for each defined associate, use the Doctor Totals tab to view up
to 10 years of distribution. This screen will total the income from Net Profit and Assets for each
doctor and illustrate their percentage of the total income distribution for each doctor.

File Edit

23y
day

P

2
e

& Practice Pulse - Gold Standard

Wiew Help

WS Dl o e [

Income Distribulion | Asset Distribution | Doctor Tatals }

Doctor 2007 2008 2009

Het Profit 776494 776030 775967
Income

5 EGE494 388016 3079334

120000 388016 387934

Assets

Senior Doctor 0 110000 110000

Junior Doctor 0 -110000  -110000
Total

Senior Doctor EGE434 438016 457334

Juniar Doctor 120000 27016 2779384
% of Total

Senior Doctor 84.5% 64.2% B42%

Juriar Doctor 16.6% 36.8% Cia=Ey
Income Totals 776494 776032 775968

2010

775967

387384
367984

110000
-110000

45973234
277984

B4.2%
36.8%
775968

2011

202

2013

775967 735000 735000

3459185
426782

110000
-110000

4553185
316762

53.2%
40 8%
775967

0.0
0.0
1]

0.0%
0.0%
0

2007

2014

2015

2016

735000 735000 735000

00%
0.0%
0

0.0%
0.0%
LI}

0.0%
0.0%
1]
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Chapter 8: Comparing Scenarios

What is a Scenario Comparison?

=
Clicking the Comparison B2 con will allow you to compare the same data between two or
more individual Scenarios.

Selecting items to compare

To use the Comparison feature, start on the screen that contains the data you want to compare
and then click the Comparison Icon. A new window will open and you will see a list of
Scenarios on the left. Left click and highlight the first Scenario you want to use, then hold down
the Control key on your prerm

keyboard and left click on
another Scenario/Scenarios you
would like to compare it to. The
comparison is displayed on the
right side of the screen.

3
Income Distibution ‘

2007 ‘ 2008 ‘ 2009 ‘ 2010 ‘ 20m ‘ 202 | 2013 ‘ 2014 ‘ 205 ‘ 2016 ‘ Total ‘

$120000  $262816 4252864 42526864 $283.172 $0 40 40 40 0 $1.167.856
16.5% 348% 8% 8% EEE2 0% 0% 0% 0.0% [

$60334  $472916  $472BB4 9472884 $436595 0 50 0 0 032,461,673
3.5% 66.2% 5.2 66.2% B0.2% 0% 0% 00x 0.0% vz
$726394 4725832 4725768 4725768 $725767 0 0 40 40 0 33629529

$120000  $252916  §252884  $252884  $283172 0 30 30 0 30 31,167,856
16.5% 8% 8 ez 8% 0% 0% 0% 0.0% [

$605334  $472916  $472BB4 9472664 $436595  $4365%5 $436535 §436595  $436535 436535 34644548
5% 65.2% 65.2% 65.2% B0.2% 0.2 60.2% 60.2% 60.2% 2
$725394  $725832 4725768 4725768 4725767 4436535 $436535  $436595  $436535 436535 45812504

Printing Scenario
Comparisons

To print the Scenario comparisons just click the print button in the lower left corner of the
Scenario Compare window. This will automatically send the print job to your default printer.
You also have the ability to save the information as a .TXT file or export as ASCII data that can
be imported into a database.

Printing Graphs of Case Profitability

To better illustrate the results, the Case Profitability comparison is done graphically. To print a
Case Profitability comparison, click on the Time Analysis button, select the Case Profitability
tab and then the Comparison icon. There are three items you will have to

select to obtain this graph: £ Case Graph

Graph Type

1. Select the Graph Type — there are 8 to choose from

ro$$ Profitability Per Appointrient
Grozs Profitability Per Hour

2. Left click and highlight the first case you want to use, then hold

down the Control key on your keyboard and left Nt Proftabilty Per Manth
. . = rofitability Per Appointment
click on the other cases you would like to compare 52 lvee Prafitability Per Hour

3l Appointments
3l Treatment Time

E xtraction

it to.

Adult- 1
Adolescent In-Owation

Adult E straction -l deal
Adolescent Estract-deal
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Select the Date range that you are interested in. You have the [¥]Show twerage
option to select All Dates or specify your own start and end dates. [ Date Range
You can also choose to Show Average.

Start Date

End Date

3. This gives you a printable graph of Case Profitability over time.

& Case Graph

Graph Type

E:' ross Profitability Per Manth

Adult E desal
Adolescent Extract-ldeal

1.

Show Average
[JCrate Range
Start D ate

End Date

Grozs Proftabilty Per Month

| T i |
H 0
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Chapter 9: Troubleshooting

General Problems

If you are having trouble with Practice Pulse you can contact the GAC TechnoCenter for help.
Please provide the support representative with a description of your problem, the exact text of
any error messages and how the message was generated.

GAC TechnoCenter
Phone — 888-422-2376
Email — TechnoCenter@GACIntl.com
Fax —205-945-8932

Installation Problems

If you are installing on a Windows 2000 or Windows XP computer you will have to be logged on
with Administrative privileges in order to enter a valid Product key.
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Return Policy
GAC TechnoCenter Return Policy
Effective January, 2009

In order to return a software product/service to DENTSPLY/GAC you must call
The GAC TechnoCenter at 1-888-GAC-CDROM (422-2376)

Conditions:

All DENTSPLY/GAC products are manufactured to the highest standards under strict quality control procedures.
GAC reserves the right to modify, improve and change product specifications; to discontinue products; and to
change price schedule as it may deem necessary without notice or incurring obligation.

To return a product to DENTSPLY GAC you must call Customer Service at 1-888-GACINTL (422-4685) and
request a Return Material Authorization Number (RMA#).
If product is returned without an RMA number, it will be returned to the customer and not processed.

Warranty:

All products manufactured by GAC are warranted to be defect free in material and workmanship for one year from
date of purchase. GAC'’s sole responsibility will be, at its option, to replace, repair or credit the purchase price of a
product in the event of a manufacturing defect.

Unsatisfied customers may return any GAC TechnoCenter software product or service within 90 of purchase for
credit under the following conditions:

1. Products must be standard catalog items in unused and resalable condition, and only from the original
purchaser.

2. Products must be of current design.

3. Written explanation must accompany the return stating the reason for dissatisfaction with the product.

4. Returned merchandise must be properly packaged to withstand shipping. The customer must prepay all
postage fees, including insurance value of the package, and use a method that provides a tracking number.

5. Returns after 90 days will NOT be credited without prior clearance and/or letter of explanation, and WILL
be subject to a minimum 20% restocking fee.

6. That the merchandise is NOT categorized as a Non-Returnable product.

Non-Returnable Products:
The following products are non-returnable:

1.  GAC TechnoCenter software (upon receipt of a Permanent Authorization code)
2.  GAC TechnoCenter hardware
3. GAC TechnoCenter Upgrade/Support
a. Upgrade/Support return within 90 days of billing — OK
b. Upgrade/Support return after 90 days of billing — prorated credit based on billing date

GAC Software 30-Day Money Back Guarantee:

The customer is granted a 30-day money back guarantee for GAC TechnoCenter software that begins at the date of
Authorization code®. At this time, the customer will install the software and request a TRIAL/DEMO
Authorization code from the GAC TechnoCenter in order to evaluate the product. The length of the
TRIAL/DEMO period will vary based on the software that has been purchased. At the end of the TRIAL/DEMO
period the customer can request a Permanent Authorization code and keep the software OR choose to return the
software for credit. Any software return should follow the guidelines outlined above. Any customer who receives a
Permanent Authorization code will NOT receive credit for the purchase.

*Please note: All software returns must be completed within 90 days of purchase even if the Authorization

code that was granted was a TRIAL/DEMO. No credit will be issued for customers who received a
TRIAL/DEMO code but DO NOT return the product within 90 days of the original invoice.
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The following pages were designed to assist you in gathering the information that
is needed to begin working with Practice Pulse.

Many offices have found that their accountant can fill out the much of the
information for them. This is especially true in the Expense section of the
program.

INCOME PROJECTION

Collection Rate

The collection rate represents the percentage of all eligible monies that should be
collected over a 12-month period. The collection rate of Practice Pulse is
calculated by the total accounts collected for a specified 12 month period, less
any charged off accounts and the current past due accounts. Most offices will
strive to have a collection rate above 96%. In Practice Pulse, the participant can
enter the data for the total accounts collected, total past due account, and the
total charge off accounts for an automatic calculation of the collection rate. If this
data is not available simply enter a specified collection rate. It is possible to
change the collection rate for any year by going to the desired field and entering
a new collection rate. When a new collection rate is entered, the later fields will
automatically be populated with the same rate. Because the collection rate is
used in other calculations, it is necessary to have a rate defined for each field.

INCOME PROJECTION YOUR OFFICE’S INFORMATION

Collection Rate

Contracts Billed (Previous 12 Months)

Past Due Accounts (Previous 12 Months)

Charge Off Accounts (Previous 12 Months)
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New Contract Income

The purpose of the New Contract Income Screen is to evaluate the income
generated from new case starts. The critical values involved in new income
production include the type of case, the number of case starts, fees, payment
arrangements, and the collection rate. In this screen, it is possible to manipulate
either single or multiple variables. The resulting combination of variables will
generate a 5-year projection of income from new case starts.

Note: You will want to complete the following information for each type of
contract.

INCOME PROJECTION YOUR OFFICE’S INFORMATION

New Contract Income

Case Name

Estimated Treatment Time

Monthly Starts

Initial Payment

Number of Monthly Payments

Monthly Payment Amount

Final Payment
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Existing Contract Income

The Existing Contract Income represents the income derived from the collection
distribution of payments made on existing contracts. The total existing contract
value in an orthodontic practice is the sum of all contracts that have been booked,
but not yet collected. These funds will be collected over time as determined by

the underlying specifications within the patient contracts.

INCOME PROJECTION

YOUR OFFICE’S INFORMATION

Existing Contract Income

Total Value of Existing Contracts

Percent of Contracts Collected

Collection Rate

Total Existing Contract Income

Supplemental Income

The Supplemental Income screen incorporates funds that may be earned outside
the main practice. These sources may be especially important in the early years

of practice.

INCOME PROJECTION

YOUR OFFICE’S INFORMATION

Supplemental Income

Associate/Contract Labor

Teaching

Spousal

Other
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EXPENSE PROJECTION

Clerical Expenses

Clerical Expenses are those most closely tied to the business portion of patient
care, such as office supplies and postage.

EXPENSE PROJECTIONS YOUR OFFICE’S INFORMATION

Clerical

Office Supplies

Postage

Equipment

Equipment Lease

Other
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Clinical Expenses

Clinical Expenses are those most closely tied to clinical patient care, such as
orthodontic supplies, lab fees and model fees.

EXPENSE PROJECTIONS YOUR OFFICE’S INFORMATION

Clinical

Orthodontic Supplies

Lab

Model Fees

Photos or Printing Supplies

Equipment

Equipment Lease

Other
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Facilities Expenses

Facility Expenses are those most closely tied to occupancy costs for either rental
or owner occupied offices, such as rent and taxes.

EXPENSE PROJECTIONS YOUR OFFICE’S INFORMATION

Facilities

Rent (Monthly)

Utilities (Monthly)

Taxes

Maintenance (Monthly)

Leasehold Improvements

Lawn and Janitorial (Monthly)
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Financial Expenses

Financial Expenses are those most closely tied to the business control of an
orthodontic practice, such as business interest and business taxes.

EXPENSE PROJECTIONS YOUR OFFICE’S INFORMATION

Financial

Business Interest

Business Taxes

Business License

Depreciation

Service Charges

Other
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Insurance Expenses

Insurance Expenses are those related to the asset, business, and personal
financial/liability protection, such as the building, auto and workman’s
compensation.

EXPENSE PROJECTIONS YOUR OFFICE’S INFORMATION

Insurance

Auto

Building

Business Property

Employer Liability

Overhead

Professional Liability

Umbrella

Workman’s Compensation

Other
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Staff Expenses

The Staff Expense screen allows for the comprehensive tracking of staff
expenses on both an individual and group basis. For each staff member wages,
benefits, and taxes are calculated to determine the total annual and hourly
expense for each employee.

Note: You will need to complete the following information for each employee in
your practice.

EXPENSE PROJECTIONS YOUR OFFICE’S INFORMATION

Staff

Employee Salary

Employee Hourly Pay Rate

Employee Hours per Week

Employee Weeks Worked per Year

Employee Totals Hours per Year

Employee Base Wages

Employee Vacation Hours per Year

Employee Personal Hours per Year

Employee Sick Hours per Year

Employee Bonus

Employee Insurance

Employee Retirement

Employee Other
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Support Expenses

Support Expenses are a diverse group of expenses that are required to grow and
sustain an orthodontic practice. Examples include accounting fees, legal fees,
and continuing education.

EXPENSE PROJECTIONS YOUR OFFICE’S INFORMATION

Support

Accounting Fees

Auto

Consultant Fees

Continuing Education

Donations

Dues / Subscriptions

Entertainment

Legal Fees

Management Fees

Meals

Promotion

Student Loan Interest

Other
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For Technical Support, contact the GAC TechnoCenter at:
Phone — 888-422-2376 (Toll Free)
205-945-8911 (Local)
Email — TechnoCenter@GACIntl.com
Fax — 205-945-8932

GAC International, Inc.

117 Gemini Circle

Suite 403

Birmingham, Alabama 35209 U.S.A.
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