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Key Performance Indicator (KPI)

• KPIs are a subset of 
performance indicators that 
provide management with 
quantifiable data on the 
company’s progress/ 
efficiency in achieving its 
key business objectives

Taylor et al (2015)



Application and Outcomes of KPIs

Gross Revenue is Exceeding 
Target = Profitability

“True” Earnings is Masked by 
Other Expense Factors 

https://corporatefinanceinstitute.com/

Gross Profit/Provider Units/Month



Potential Reasons for “Masked” Profitability

https://corporatefinanceinstitute.com/

Gross Profit/Provider Units/Month



Financial Analysis

• Financial analysis refers to an 
assessment of the viability, 
stability, and profitability of a 
business in the context of its 
industry and economic 
environment
• Assessment provides a 

recommendation/decision on 
the business’ performance and 
financial position

https://medium.com/@iDashboards_UK/5-kpis-to-assure-your-business-financial-stability-19982b09feec



What Financial Analysis(es) Should Owners by Reviewing and How Often?

• Balance Sheet - Reports company’s 
assets, liabilities, and equity

“What is Owned and Owed at a given 
point in time”

• Equations:
• Current ratio: Current assets/current liabilities

• Quick ratio formula: (Current assets - inventory)/current 
liabilities

• Assets: Liabilities + Equity

• Reviewed Monthly

https://blog.hubspot.com/sales/balance-sheet



• Profit & Loss (P&L)- Reports 
company’s revenue and expenses 
during a specific period

“Revenue less Costs”

• Equations:
• Gross Profit: Revenue – Cost of Goods

• Gross margin: Net sales - Cost of Goods Sold

• Net Income: Revenue – Expenses

• Reviewed Monthly

What Financial Analysis(es) Should Owners by Reviewing and How Often?



Cash Flow – Tracks incoming 
and outgoing cash, and 
what is left on hand

• Reviewed Monthly

https://www.shopify.com/nz/blog/cash-flow-statement

What Financial Analysis(es) Should Owners by Reviewing and How Often?



Tip #1. What Tip Would You Offer Audiology Practice Owners?
Accounting Strategy

https://www.a2xaccounting.com/ecommerce-accounting-hub/cash-accounting-vs-accrual-accounting/



Tip #1. What Tip Would You Offer Audiology Practice Owners?
Accounting Strategy

Example: Your business sells a $3000 hearing aid with 1 year SaaS for $1200 on October 
1st (i.e., $4200 total). The business is paid this amount on October 10th, and SaaS starts 
upon hearing aid fitting on October 10th. Your business pays for the hearing aid invoice 
to the manufacturer for $2400 on October 30th .

Cash Basis October November December Total

Revenue 4200 4200

Expenses 2400 2400

Net Income 1800 1800

Accrual Basis October November December Total

Revenue 3100 100 100 3300

Expenses 2400 2400

Net Income 700 100 100 900



Tip #1. What Tip Would You Offer Audiology Practice Owners?
Accounting Strategy – See A Professional



Tip #2. What Tip Would You Offer Audiology Practice Owners? 
Chart of Accounts

https://www.techrepublic.com/article/the-wrong-chart-of-accounts-will-destroy-a-business-before-it-even-starts/



Examples of 
Chart of 
Accounts



Examples of 
Chart of 
Accounts



Tip #3. What Tip Would You Offer Audiology Practice Owners?
Consumer-Base: Relational vs Transactional

https://www.copper.com/resources/transactional-selling



Tip #3. What Tip Would You Offer Audiology Practice Owners? 
Forecasting

https://www.datapine.com/blog/daily-weekly-monthly-financial-report-examples/



Tip #4. What Tip Would You Offer Audiology Practice Owners?
Healthcare Consumerism



Tip #4. What Tip Would You Offer Audiology Practice Owners?
Consumer-Base: Transactional vs Relational

https://wizardofads.org/transactional-vs-relational-customers-are-you-attracting-the-wrong-people/
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https://www.linkedin.com/pulse/health-as-a-service-vedran-bo%C5%A1ki%C4%87/



SaaS Story



Final Thoughts

• Applying KPIs and Financials 
• Professional Help
• Audiology SaaS Model
• Itemize Services from Products
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