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DEVELOPMENT OF A

HEALTHCARE
ANALYTICS
DASHBOARD

FOR BUSINESS PERFORMANCE EVALUATION
AND REVENUE OPTIMIZATION
IN DIAGNOSTIC SERVICES
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A data-driven initiative to build an interactive dashboard for

real-time monitoring of sales performance, client metrics,
revenue, and business insights across Medanta Labs.
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DURATION
15 March — 15 July 2026

ORGANIZATION
Medanta Labs

! CHALLENGES BEFORE DASHBOARD
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TOOL USED

Microsoft Power Bl

Multiple Excel Files
Data scattered across
multiple files and formats

Manual Reporting
Time-consuming manual
data compilation and reporting

No Single Source of Truth

Lack of centralized and
reliable business data

Difficult Target Tracking
Challenges in tracking targets,
achievements and gaps

Delayed Decision-Making
Delayed insights leading to
slow and reactive decisions
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DATA SOURCE

LIMS & Business
Reports
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@ PROJECT OBJECTIVE

To develop a centralized, interactive dashboard

that enables real-time monitoring of business
performance, identifies revenue optimization
opportunities, and supports data-driven
decision-making.

STAKEHOLDERS
Sales Team,
Sales Admin,

Business Leaders,
Management
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DASHBOARD DEVELOPMENT JOURNEY

From ldea to Impact — A Structured & Iterative Approach
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INTERFACE REQUIREMENT DATA DATA CLEANING & POWER BI DATA DAX MEASURES & MULTIPLE AMENDMENTS FINAL DASHBOARD
DESIGN GATHERING COLLECTION TRANSFORMATION MODELING KPI DEVELOPMENT & VALIDATION DEPLOYMENT
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» Initial dashboard » Meetings with » Data extracted » Removed duplicates » Built data model » Created key DAX » Shared with stakeholders » Finalized interactive
wireframes & Sales Team, from multiple » Handled missing using star schema measures for feedback dashboards
layout design Sales Admin sources: values » Created relationships » Developed KPls: » Made multiple » Published in Power Bl
using ChatGPT and Business v LIMS » Standardized between fact and v Achievement %, ASP, amendments Service
& Canva Lead(.ar‘s v Target Sheet formats dimension tables v DRR, CRR, Client Mix, » Validated logic, data » Ready for management
> ldent.uﬁed KPls, v Sales Tagging File » Mapped categories » Optimized data v Business Contribution, accuracy and use and decision-making
metrics & v Client Master and test groups model for v Lab Rank & more visual outputs
dashboard needs v Test Master performance _
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Dashboard

Reliable Data

Measures

Performance

Actionable Insights
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Data Sources, Architecture, Measures and Transformations

1. DATA SOURCES USED 2. POWER BI DATA MODEL (STAR SCHEMA) 3. KEY DAX MEASURES & LOGIC

Fact Data (Sales > 1 - . Achievement

( ) ® Dim Client 4  Dim Date Dim Lab
Daily test-level revenue, visits, }.‘ ﬂ SUM(Actual Revenue)
lab, client and billing data « Client ID (PK) « Date (PK) « Lab ID (PK)

« Client N « Day + Lab Name 5
fen ke Achievement %
Sales T ina Fil « Client Type * Month * State
ales lagging File < Bissingbe Group « Quarter « Region DIVIDE([Achievement], [Target])

Client mapping, business - Stitus « Year « Category

group and segment tagging

Target Sheet ; Fact Sales <—J

Monthly target for labs,

ASP (Average Revenue per Visit)
DIVIDE([Achievement], [Total Visit])

regions and business groups Date ID (FK) DRR (Daily Revenue Run Rate)
Client ID (FK) DIVIDE([Achievement], DISTINCTCOUNT('Date'[Date]))
Test Mix Master ﬁ] Dim Test Mix Lab e @mm Dim Business
o Test ID (FK) [ra=] li

Test classification into v | . : CRR (Client Run Rate)

« Test ID (PK) Business ID (FK) « Business ID (PK)
billing categories « Test Name Raveriie - Business Group DIVIDE([Achievement], DISTINCTCOUNT('Client'[Client ID]))

« Billing Category Visit Count « Segment
Client Master « Test Group Quantity « Billing Category Lab Rank
Client details, type and * Test Type « Contribution Type RANKX(ALL('Dim Lab'[Lab Name)), [Achievement])
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All data files were extracted securely
from LIMS and internal systems.

onboarding information

; Star Schema model enables efficient analysis,
faster performance and scalable reporting.

Client Mix Logic

Categorized as Existing, New, Churn using rules
based on client onboarding and transaction history
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Business Contribution Logic

4. DATA TRANSFORMATIONS & PROCESSING

Revenue share of each business group
based on total achievement

+ l 7 Data Cleaning Data Mapping O Relationship Building KPI Creation
.' « Removed duplicates - + Mapped tests to billing — C « Created relationships - « Built measures using DAX Verification
« Handled missing values categories between fact and » Created calculated « Data validation
« Standardized formats « Unified client & lab codes dimension tables columns where required o Cioss:check With sotirce

files and stakeholders

OUTCOMEi dd del with te KPIs and business logic formed the backbone ol "orte e e e 3 S { a
A robust, well-structure ata model with accurate s an usiness logic for 2% Analytics 2 Data Pesformance ..l Ineohts

of the Sales Intelligence Dashboard, enabling reliable insights and data-driven decision-making.




== mepanta FINAL DASHBOARD & KEY FINDINGS

Consolidated view of business performance across revenue, clients, business segments and labs

- TRACK PERFORMANCE ACROSS REVENUE

B E— — —~———————— - 7 \ TARGET ACHIEVEMENT

TOTAL TARGET ) TOTAL ACHIEVEMENT ACHIEVEMENT % TOTAL VISIT AVERAGE REVENUE DRR CRR DRR VS CRR

o
@ 9,480.76 L |I| 9,107.22 L @ 96.06% 2 101K €9 903.84 | 5721972976 70,05,552.92 | =5 3088.26% 96.06%
Achieved ¥ 9,107.22 L out of target X 9,480.76 L

2 (in Lakhs) ¥ (in Lakhs) vs Target Total Visits T per Visit T (Daily) 2 (Total) (%)

MonthYear Target vs Achievement by Lab Business Contribution (by Business Group) REVENUE GAP

Multiple selections @ Total Target @ Total Achievernent 4aM
7! 7.73 z 3 ; B 3 5 L kh
M ( 26) Y a

20M 21M 20M % : 3.94% gap to reach the target
Business Group
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™ TM gy M , PUP/SIS EXISTING CLIENTS
® HLM/RLM/NRL ¢
- - .. . & HOMECARE/COCO/SL 8 3 - 6 6 /0

46M (50.6 ; :
NRL MEDANTA - RLM MEDANTA-  SL NOIDA P (50.62%) Strong client retention and loyalty
GURUGRAM  PATNA INDORE i

v

v ASP GROWTH (MoM)

Bil;ing Category Mix ASP Month on Month (%) Client Mix ? 894 =, ? 91 2

0,
SM (5.58%) (s.asﬁ) Growth of +2.01% from Apr to May

894 912 :
. BillingCategory 86 ) Client Status
(37.40%) @ Routine (10.49%) e BUSINESS CONTRIBUTION
. @ Packages / @ Existing
o i ok New FOFO 50.62%
Super Specialty @ Chunn Followed by PUP/SIS at 37.02%

@® Goverment Cat.
51M 686

(56.36%) Apr-26 May-26 (83.66%) TOP PERFORMING LAB

MonthYear

MANAGEMENT INSIGHT SL PRAYAGRAJ

'@‘ Strong revenue performance with high client retention and healthy business mix. Achievement of 166.51% vs Target
Key opportunities exist in improving ASP, increasing package contribution and expanding new client acquisition.

~

OVERALL SUMMARY The dashboard provides a comprehensive view of sales performance, enabling leadership Real-time i _@’_ Actionable i §op~, Data-driven @0 Revenue
to monitor KPIs, evaluate lab performance and identify revenue optimization opportunities. Monitoring =0~ Insights 7&:8 Decisions A~ Optimization




%% mepanta ORGANIZATIONAL IMPACT & LEARNING OUTCOMES

Delivering Value, Driving Decisions, Building Capabilities

CHALLENGE SOLUTION

Centralized & Single Source of Truth Healthcare Business Analytics

Integrated multiple data sources into one

reliable platform. Data inconsistency

5 sn . across multiple files
Faster & Data-Driven Decision Making

Real-time insights enabled quicker and

smarter business decisions. Multiple data sources

in different formats
Improved Business Performance Visibility
Track targets, revenue, clients, labs and
segments in real time.

Test classification
and categorization

Revenue Monitoring & Optimization
Identified revenue gaps and opportunities
to improve ASP and test mix.

Complex relationships
in data model

Enhanced Client Management
Monitored client retention, new acquisition
and churn for better relationship management.

KPI logic and measure
development

Lab-Wise Performance Analysis
Enabled benchmarking and performance
improvement across labs.

Frequent amendments
and user feedback

4. PROJECT IMPACT SUMMARY
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Data cleaning, standardization
and validation

Integrated data from LIMS
and business reports

Created Test Mix Master
and billing categories

Designed star schema
with proper relationships

Built DAX measures and
business logic

Iterative development
and continuous improvement

Gained deep understanding of diagnostic
business metrics and revenue drivers.

i

Power Bl Development
End-to-end dashboard development with
data modeling and visualization.

DAX & Advanced Calculations
Created complex measures, KPIs and
dynamic calculations.

Data Modeling & Transformation
Built robust data model and performed
advanced data transformations.

Business Intelligence & Insights
Converted raw data into actionable insights
for business impact.

Stakeholder Communication
Learned to understand business needs and
deliver user-centric solutions.

T
83.66%

Existing Clients
High client retention
and loyalty

66 The dashboard transformed fragmented data 5 n
into actionable insights, enabling Medanta Labs 96.06%
to monitor performance, identify revenue Achievement %
opportunities and support data-driven Strong overall
decision-making for sustainable growth. performance

WAY FORWARD ~a
will

Top Performer

SL PRAYAGRAJ

Achievement of
166.51% vs Target

+2.01%
ASP Growth (MoM)

Positive average
revenue per visit

¥ 37.35 Lakh

Revenue Gap
Opportunity to
bridge the gap

Enhance predictive //‘\\ Automate data refresh
analytics . and alerts

Drive continuous
business improvement

Strengthen data
governance

Expand dashboard
to more metrics
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