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Sample Case Study : Identifying High Value Customers for a Certain Medical Device Company

One of our clients had a database of medical education events and their impact on the surgeons’ revenue generation

They were aiming to acquire in depth insights on the kind of events that would be suitable for different types of
surgeons and the best possible pathways or order of events that a surgeon must undergo to maximize his revenue
generation

Problem Statement

« We performed a multilevel event- We identified high value customers and
based analysis to identify the the events attended by these high value
* We developed a trends and impact of various customers.

hierarchical framework for types of events on different types We then performed various statistical
the multilevel analysis by of surgeons analyses such as, predictive analysis
considering the relevant and scenario analysis on the outcomes
parameters associated We performed a surgeon-based of the multilevel event and surgeon
with the events and longitudinal analysis to identify based analysis and came up with
surgeons. the trends and impact of various optimal no. of events and optimal path

combinations of events on of events to be attended by these high

various types of surgeons value surgeons.
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* Orbees identified various high value customers based on their specialty and demographics.

* Orbees came up with recommendations for the medical education events focusing on the high value customers.

Outcomes

* Orbees became an integral part of planning phase of the medical education events for the client.




Orbees Deliverables

Framework forthe analysis Event-based analysis— All spine/Unspecified
The hierarchical categorization of physicians and various types of The retention of customers among Neurological and Orthopedic
events surgeons is highest for WWHQ Visit events under All
spine/Unspecified
Hierarchy of categorization Bmonthsretention of Neurclogical surgeons (Customer) for All spine/Unspecified
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Event-basedanalysis — MIS/Lateral Optimization — path of events
The 6 months impact for conversion of prospects is highestfor Both Neurological and Orthopedic surgeons should preferably
National — Basic events among Neurological surgeons and for attend an All spine/Unspecified basic eventatthe beginning of the
National — Advanced events among Orthopedic surgeons medical education program
—Comversion of prospocs for MSLaterat P [ 2=cvent | Svovent | 4scvent | svevent | o~ovent |
Neurological surgeons Orthopedic surgeons E S’ Prospect conversion Customer retention
=
— : = ; o e : i
Eventtype Conversi Con"’iersi SHTOUH"'"‘CSD:_IT;’;; Rating conversio Con?fersio aSmmaonntrcw:sé ;.Tgr?:: Rating 5 E yav yoZ B aBX EEU EEU
L1 on suggeons L n sugrgeons E% i Yoz ki LI e il
E % Ay yoz paY =8 EEU paU
Mational - : !
et 7 24% $ 84,151 & 13 45 $ 72,596 & g3 o ez B B paU o
T é\) é;\_. B yAN BEU aBX aBX E2U =18
S 10 26% §122,523 1" 3% § 63,362
Basic : :
D:'mn_e: 3 1T% 551,874 E? o 16 5 @k‘ E § Prospect conversion Customer retention
:ﬁ?‘"ﬂ[ E 2 yEV yCzZ 2BV =AU AU AU
.e.ﬁgamnl; t Ll §31,462 @? E 5 yEW AU BV =AU pEU aAl
Besonal 3 100% $73536 e 4 B7% % 40,967 @ ‘E g 40 v =Y el i o
Basic : ' £F BV iU =BV U sau AU
ER)ierlg:;lr"a[_ 01 0% w 3 2 yEWV aAN aBy aAU sl @Al
Meeting “Abbreviations—
Regional - ) 2y
Product B 29% 37,390 & a7 0% 5. 3 B rR—'-gn:Jna 3)C~WWHQ Vist 4) 0 - B
Evaluation — Advenced 23\ — Basc 3) W — Dinner Mestng 4) X - Produdt evelustion 53 — Summit §3 Z - WWHQ Visit

m 57
@rbﬂ@f}m é) Good @ Average ‘/\? Bad e



	Sample Case Study : Identifying High Value Customers for a Certain Medical Device Company
	Slide Number 2
	Slide Number 3

