
| 1 |

Enhancing Profitability 
For Healthcare 

Distributors Series

Leveraging Industry Data
Nick Pericle
Managing Director, Distribution



Enhancing Profitability 
for Healthcare Distributors 

(Pt 4 of 4)

Leveraging Industry Data 

Nick Pericle
Managing Director, Distribution

ProfitOptics



How well do you know 
your customer?

How do you get to know 
your customers better?



• Historical Interactions
• Virtual Check-Ins
• Sales Rep On-Site

How do you get to know 
your customers better?



What % of your customers do 
you visit on-site 1x/quarter?



Wallet Share



Wallet Share
The percentage of a customer’s 

total spending within a category 
that goes to your business





Acute

LTC

Government



LTC





Wallet Share: Customer Summary



Wallet Share: Customer Summary



Wallet Share: Product Category



% of Wallet You’re Getting...
Once you know what 



How Big Is Their Wallet?



How Is Their Wallet 
Changing?

How Big Is Their Wallet?



Leveraging 
Industry Data



Your 

Knowledge

of the Customer



Your 

Knowledge

of the Customer

Industry 

Data



ACTION



Valuable Industry Info
Facility Type

# of Physicians
CPT Codes

Key Updates/News



First Look at Industry Data

Hospital HS
(HS ownership)

PG Practice 
Location

(All/Only Practice 
Facilities)

Physician 
Group

(Medical Group)

Network_ID
Hospital_ID  (Group_ID)
Parent_Hospital_ID

Network_ID
Hospital_ID

Hospital_ID  (Group_ID)
Location_ID

Surgery
Centers

Network_ID
Hospital_ID (Surgery_Center_ID)
PG_Parent_ID

Network_Parent_ID
SF_Network_ID
Network_ID

Procedure Data File

Hospital_ID  (Group_ID)



[Smart 
Match]

Distributor 
Customer 

Master

Distributor
Sales 

History

DHC
Facility 

Universe by 
Location

Facility
Parent 

Information

Network 
Locations

Location 
Attributes

• Acct #
• Date
• Item #
• Category
• Sales $, GP$
• Rep, Hierarchy

• Acct #
• Name
• Address
• Bill_to
• Ship_to
• Market
• Specialty

Matching
• Name
• Address

• DHC: Hospital ID
• Name
• Address
• Location NPI
• Market
• Specialty

• DHC:  Hospital ID
• Location NPI
• Contact info
• # of Drs
• #OTs
• #PTs
• # Beds
• Procedure volume
• Revenue
• CPT/DRG codes
• …

• DHC:  Hospital ID
• Network Parent ID
• SF Parent ID
• Hospital ID
• Parent Name
• Address
• Firm type
• Company news
• Summary data

• DHC:  Hospital ID
• Parent Network IDs
• Location names
• Addresses
• Summary data

Hospital ID

Hospital ID

Parent 
Network ID

Name
Address

Name
Address

[System]
Acct attribution, 

benchmark, analysis

CRM

Attributes

Wallet Share

Lost/Slowing

Network

Distributor 
Item 

Master

• Item #
• Category
• Sub-Category

Item #

Hospital ID

Acct #

Bringing Data Together



Apply 
Benchmarks 

Physician/CPT 
Universe

Create 
Benchmarks

Distributor
Fully 

Penetrated 
Accts

Benchmark 
Attributes

• Acct #
• Market
• Specialty
• Category
• Sales $, GP$

• Spend by specialty location
• Spend by provider (PT, OT,..)
• Spend by category, sub_cat
• Spend by bed count
• Geographic variances

Benchmarks

• Acct #
• Providers (PT, OT, other)
• Beds
• Procedure qty, CPT
• Location/specialty

[System]
Acct attribution, benchmark, 

analysis

Network Attr.

Distributor 
Customer 

Profiles

• Parent
• Location
• Attributes
• Sales
• Benchmark targets

Network 
View w/ 

Prospects

• Network
• Locations
• Types
• Existing / prospect
• Benchmark spend by 

Category

Wallet Share 
List View

Wallet Share 
Account Profile

Wallet Share 
Category View

Market: Network
Opportunities

CRM

For each Location:
• Oppty location
• Oppty by category, sub_cat

Network Profile
New / Existing

Report data

Report data

Benchmarking



Account:
Parent/Group:  Prime Time PT
Location:  Prime Time SC
Acct No:  435243
135 W. Main St
Charleston, SC

Profile:
Market:  Medical
Specialty:  Inpatient

Group Profile:
No. of Dr:  5
No. of PTs:  12
Change in PTs:  (-2)
No. of Beds:  21

Like Facilities <here>

Procedures:
CYTD: 23,550
PYTD:  42,564
Trending:   

Top CPT Codes:
455:  xxx
765:  xxx
123:  xxx

Category Opportunities:
Sales $   Gap Oppty $  Prior Month

Totals:      $54,874   $13,669  
 $17,880

Product Category     Sales $   Gap Oppty $
 Prior Month  Trend Notes
Aids to Daily Living        $9,745            $2,098            
$2,503
Bathing and Toilets   $1,109                   $950              
$505
Mobility                      $5,250               $3,550 
         $2,548  
       > Walkers                $3,200               $2,250 
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Gather Data About Customers
• Surveys (Digital, In-Person)
• CRM - Customer Attributes
• Social Media, News
• Announcements, Reports
• Publicly Available Permits



To watch the first three installments of the Enhancing Profitability For Healthcare 
Distributors Series, visit https://www.hida.org/learningcenter

Part 1: Defining Cost To Serve
Part 2: What Happens Post Sale?
Part 3: Measuring And Tracking Customer Profitability

Thank you for watching!

https://www.hida.org/learningcenter
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