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CASE STUDY

Switching to SymplastCRM:
More leads, increased revenue.

SUMMARY:

A Plastic Surgery Practice and Medical Spa client recently implemented SymplastCRM to streamline

their operations and enhance patient engagement. By integrating SymplastCRM into their workflow, they
observed remarkable month-over-month improvements in opportunity management, revenue growth, and
overall business efficiency. This case study highlights the platform’s measurable impact during the first
two months of use (September and October 2024).
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KEY INSIGHTS:

« Total opportunities grew from 771 in September to 155 in October, representing a 118% increase. The
number of won opportunities expanded from 6 to 45, highlighting a significant boost in successful
deals.

- The total opportunity value surged from $71.2K in September to $404.5K in October, a 468% increase,
reflecting the higher volume of leads converting into high-value opportunities.

« In October, each stage of the funnel saw growth compared to September; Booked Appointments
increased from $71.2K to $404.53K, showcasing improved engagement and conversion efforts, and
while No Shows increased proportionally, the higher overall lead volume mitigated the impact.

Hear how world-renowned Symplast client Dr. Johnny Franco
grew his revenue by over $6M in one year.

“If there's one thing that you want to change about your practice that's going to help you

explode overnight, it's integrating a CRM like this. If it's built into your EHR, it's just going ) ’
to be that much easier. The key is moving people along the funnel, starting with lead
magnets, social media, & targeting with drip campaigns.”

Dr. Johnny Franco
Austin Plastic Surgeon
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CONCLUSION:

The implementation of SymplastCRM drove exponential growth for the client within the first two
months. The platform enabled the practice to efficiently manage opportunities, boost conversion rates,
and improve sales performance. This demonstrates the critical role SymplastCRM plays in empowering
aesthetic practices to scale and thrive in a competitive market.

0G000°

Ve
%8
Dashboard 2024-10-01 2024-10-31 Y
e
Q Opportunity Status 2 Opportunity Value 2 Conversion Rate 2
¥
- + 118.31% Vs Last 31 Days + 46815% vs Last 31 Days 4+ 100% Vs Last 31 Days
Oa
D
& \ ] -
Open - 100
o o,
155 -WO\“\*“S “\0 29.03/0
8 - Lost-o
5 B Abandoned - 1 $0 $50K 100K $150K  $200K  $250K
Total revenue Won revenug
$404.53K $122.18K
Funnel 1. Simple Symplast Pip... = Lost Opportunities By Reason
<
@ @ Not Respons... - 5
$122.18K - e
+100% vs Last 31 Days B nsurance - 2
o] ' 17 W No Physicia... - 2
B 20 0 80 80 160 2 Cumulative Next Step @ Distance - ... - 2
@ Conversion \ /
Chose Anoth... - 1
100.00% 100.00% T o
w ARY
100.00% 100.00%
s
98.33% 98.33% o ) )
E] Stage Distribution 1. Simple Symplast Pip... 2
62.50% 63.56%
=
5917% 94.67% 1 20
Consulted/ Estimate Submitted - $404.53K 58.33% 98.59% T 69.01% vs Last 31Days
" N New Lead
{3} I} - Deposit Pai... 45.00% 7714% - $0(0.00%) - 0
Si On Hold/ Deposit Made - $138.73K o Contacted
urgery On Hold/ Deposit Made 4167% 92.59% - S0t <2
No Response...
' - $0 (31.67%) - 38
Booked Appo...
3 $0(3.33%) - 4
Sales Efficiency All Users
*Note: As per client request, all identifiable information has been removed frgr% the CRM platform scr@enshat.
N Consulted/ ..
) 'Z,L.:| $183.3K :msa%) -13
Average Sales Duration Total Sale Value Sales Velocity [ ] Fiocedurs B,

$40.3K (2.50%) - 3

12D 30m $64.95K $152.84K/M Surgery On ..

$0 (0.00%) - 0

AV

4 100% +100% 4+ 100%



