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How well do you know
your customer?

How do you get to know
your customers better?




How do you get to know
your customers better?

 Historical Interactions
» Virtual Check-Ins
« Sales Rep On-Site



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 cateqgory
that goes to your business
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Product Category Profile
Customer Segment
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/ Customer Segment: Services \

¢

Customer A Customer B

) -

K Customer C Customer D /

Product Category Profile




Wallet Share: Customer Summary

Show Customer/Category Opportunities > $

Account Name -~

RYERSON UNIVERSITY
GEORGE BROWN COLLEGE

GMP SECURITIES LP

50

Segment

Education
Education

Financial

Cat

w/Sales

28
33

22

<?

<

Acct
Tot

Sales
S's
$25,464

$133,062

$24,352

P
Vv

Oppt
S v

$1,348
$526

$1,656




Wallet Share: Customer Summary

Show only categories with Target $'s > 50

Target Category Opportunity Sales $'s Compared to Actual Sales $’s | g target s's

Customer: VALORIS FOR CHILDREN & ADULTS (UNCATEGORIZED) W8 Actual Sales §'s

Paper : PAPER
! $0

I ¢ o

lso

Product Category

Facilities : JANITORIAL PAPER




Wallet Share: Product Category

Show Customer/Category Opportunities > $ 50
Seart
Sales $ Potential Top Selling
, ltems ,
&| Category Actual Target ¢| Opportunity$S < < Interested/Committed
w/Category

Interested Commitied

Facilities : FOOD & BREAKROOM $72 $699 S627 245
Committed

Supplies : ENVELOPES SO S300 S300 67
Interested = Committed

Supplies : RETAIL SUPPLIES S11 $392 S381 115

ANt |n+g;gs:gd




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



How Big Is Their Wallet?



How Big Is Their Wallet?

How Is Their Wallet
Changing?




Leveraging
Industry Data



Your

Knowledge
of the Customer




Your

Knowledge
of the Customer
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Valuable Industry Info

Facility Type
# of Physicians
CPT Codes

Key Updates/News




First Look at Industry Data

Network_Parent_ID
SF Network_ID
Network_ID Surgery

\ Centers
Network_ID

Hospital_ID (Surgery_Center_ID)
PG _Parent_ID

Hospital HS
(HS ownership)

Physician Procedure Data File

Group
(Medical Group)
Network_ID

. Hospital_ID (Group_ID)
Hospital_ID Network ID /
Hospital_ID (Group_ID)

Parent_Hospital_ID

PG Practice

Location
(All/Only Practice

Facilities)

Hospital_ID (Group_ID)
Location_ID



Bringing Data Together

Parent
Network ID

Facility
Hospital ID | Parent
Distributor et Distributor DHC Information
Sales - Customer Name Name "
HiStOI‘ M t Address Address - F°aC||Ity - * DHC: Hospital ID
Y Al [Smart Universe by Notwarh farent 10
0 *SFP tiD
Match] LOC&]tIOﬂ . Hos;;grm
* Acct # * Acct #  Parent Name
 Date * Name * DHC: Hospital ID « Address
o ltem # * Address * Name  Firm type
« Category * Bill_to * Address « Company news
* Sales $, GPS * Ship_to Matching * Location NP « Summary data
* Rep, Hierarchy * Market « Name . Mark'et
* Specialty . Address * Specialty Hospital ID
! | :
Distributor [System]
ltem # Hospital ID i
ltem . Acct attribution, “— - Loc.atlon
Master benchmark, analysis Attributes
It AttrlbUteS l * DHC: Hospital ID
" Item # * Location NPI
:gaﬁ%(;% or * Contactinfo
oory Wallet Share '\ - #ofbrs
« #0Ts
* #PT:
. /> CRM . #Besds
LOSt/SlOWlng . FP{;oZidLérevolume
« Revenu

Network

* CPT/DRG codes

Network
Locations

* DHC: Hospital ID

* Parent Network IDs
* Location names

» Addresses

* Summary data




Distributor
Fully
Penetrated
Accts

* Acct #

* Market

* Specialty

* Category

* Sales S, GPS

Benchmark
Attributes

* Acct #

* Providers (PT, OT, other)
* Beds

* Procedure qty, CPT

* Location/specialty

Benchmarking

CRM

Wallet Share
List View

Wallet Share
Account Profile

Wallet Share
Category View

» Existing / prospect
» Benchmark spend by
Category

[System]
Acct attribution, benchmark,
analysis
Report data
Distributor
Customer
Profiles
Apply . Parenjc
Create Benchmarks Benchmarks :,k(t)tcr?tt)ftnes
1 * Sales
BenChmarkS PhYSlCIan/CPT * Benchmark targets
Universe
* Spend by specialty location _ l
« Spend by provider (PT, OT,..) For each Location:
« Spend by category, sub_cat * Oppty location
» Spend by bed count * Oppty by category, sub_cat
» Geographic variances \ Network
Network Attr. * View W/ Report data

Prospects

* Network

* Locations

* Types

v

Market: Network
Opportunities

N

Network Profile
New / Existing




Parent (Group) / Location Profile

Account:

Parent/Group: Prime Time PT V

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
Changein PTs: (-2)
No. of Beds: 21

Like Facilities <here>

Procedures:
CYTD: 23,550

PYTD: 42,564
Trending:

Top CPT Cogdes:
455: xxx i
765:; xxx

123 XXX

V

Category Benchmarks

$14,000
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M Benchmark M Current YTD
Category Opportunities:
Sales S Gap Oppty S Prior Month
Totals: $54,874 $13,669
$17,880
Product Category Sales S A 1 Gap Oppty $
Prior Month Trend  Notes =
Aids to Daily Living $9,745 v 52%%8
$2,503 v
Bathing and Toilets $1,109 $950
$505 A s
Mobility $5,250 $3,550

$2,548
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Gather Data About Customers

 Surveys (Digital, In-Person)
« CRM - Customer Attributes
« Social Media, News
Announcements, Reports
Publicly Available Permits
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Thank you for watching!

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
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