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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

• We developed a 
hierarchical framework for 
the multilevel analysis by 
considering the relevant 
parameters associated 
with the events and 
surgeons.

• We performed a multilevel event-
based analysis to identify the 
trends and impact of various 
types of events on different types 
of surgeons

• We performed a surgeon-based 
longitudinal analysis to identify 
the trends and impact of various 
combinations of events on 
various types of surgeons

• We identified high value customers and 
the events attended by these high value 
customers. 

• We then performed various statistical 
analyses such as, predictive analysis 
and scenario analysis on the outcomes 
of the multilevel event and surgeon 
based analysis and came up with 
optimal no. of events and optimal path 
of events to be attended by these high 
value surgeons.
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Sample Case Study : Identifying High Value Customers for a Certain Medical Device Company

• 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.

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



Orbees Deliverables
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