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Information to Research

Why is this information important?
Basic health system financial, operational, and patient demographic information can quickly tell you a lot about the organization’s priorities, challenges, and purchasing patterns. For example, organizations with low bond ratings likely have difficulties raising investment capital, while those with unfavorable or deteriorating payer mixes often have declining operating revenues, making them more likely to avoid costly products or services. Knowing the answers to questions like those listed below provide strategic account managers with a foundation for any hospital or health system executive meeting.  

Health System Overview 
Question	Answer	Relevance	Data Source
How do the system’s patient volumes and revenues compare to those at nearby systems?	Write-in answer	Market share offers a proxy of system influence relative to peers 	Health Care Facility Quickview	Hospital Performance Profiler
What is the health system’s operating margin? How does it compare to the 2016 NFP average of ~3.5%?	Write-in answer	An excellent metric for understanding financial performance	Health Care Facility Quickview	
What is the health system’s bond rating? Will this meaningfully affect its ability to finance capital?	Write-in answer	Low ratings make it difficult to raise money for capital projects	Moody’s “Look Up a Rating”	
What is the health system’s payer mix? Has this been improving or worsening over time? 	Write-in answer	A growing portion of Medicare/Medicaid enrollees may constrain finances	Health Care Facility Quickview	Hospital Performance Profiler	
How many procedures most relevant to us does the health system perform annually?	Write-in answer	Procedure volumes can help estimate potential product sales	Health Care Facility Quickview	Hospital Performance Profiler	
How is the local market’s demand for procedures most relevant to us set to change in 5-10 years?	Write-in answer	Expanding demand may lead to a need for new products and services	Market Scenario Planner
What is the prevalence of relevant chronic conditions where this health system is located?	Write-in answer	Chronic disease rates are indicative of future procedure or visit volumes	Chronic Condition Inpatient Est.	Demographic Profiler
What are this health system’s quality scores and projected financial impact from P4P[footnoteRef:1] programs? [1:  Pay-for-Performance programs, including the Value-Based Purchasing Program, Hospital Readmissions Reduction Program, and Hospital-Acquired Conditions Program] 	Write-in answer	Low scores may make a system more likely to seek help from suppliers or service providers[footnoteRef:2] [2:  Strong performance may make the system less interested in economic arguments focused on HACs or readmissions] 	P4P Impact File	
Is the health system participating in any bundled payment arrangements (esp. in areas affecting your products/services)?	Write-in answer	Participation in bundles signifies cooperation by providers and payers to cut costs (often by reducing supply spend)	CMS Innovation Map
Insert data source here
Insert new question here		Write-in answer	Write-in answer	Insert data source here	
Insert new question here		Write-in answer	Write-in answer	Insert data source here	

Information to Research (continued)

Market and Competitors
Question	Answer	Relevance	Data Source
Has the health system recently announced or completed any mergers, acquisitions, or partnerships?	Write-in answer	M&A activity may lead to changes in  products and service purchasing	Annual reports/press releases	
Have any other hospitals, health systems, or provider organizations in the market recently announced or completed any mergers, acquisitions, or partnerships?	Write-in answer	Increasing competition may impact investment decisions regarding IT, facilities, and clinical technologies	Regional Market Profiles	Annual reports/press releases	
Who are the biggest competitors in the local market? What percent of the market do they command?	Write-in answer	Consolidation in a market indicates product purchasing leverage	Health Care Facility Quickview	Hospital Performance Profiler	 Regional Market Profiles	
What investments has the system recently made (or announced) in ambulatory services, urgent care clinics, and/or retail clinics?	Write-in answer	A wide outpatient footprint may lead systems to look to shift procedures outside the four walls of the hospital	Annual reports/press releases	
What are the largest employers in the area?	Write-in answer	Local employers can impact the levels of bad debt and charity care for local health systems 	Regional Market Profiles	Web search	
Is the health system part of an ACO? Commercial or Medicare?	Write-in answer	ACOs will look to reduce demand for unnecessary services	CMS Innovation Map	Annual reports/press releases	
Does the health system own its own health plan? If yes, how many covered lives?	Write-in answer	Plan ownership leads to a focus on long-term total cost of care	ABC data sets (upon request)
Insert data source here
Insert new question here		Write-in answer	Write-in answer	Insert data source here	


Physician Relationships
Question	Answer	Relevance	Data Source
Does the system own one or more physician groups?	Write-in answer	Physician alignment can influence purchasing processes 	ABC data sets (upon request)	Health system annual report
What has the health system done to improve physician alignment (especially with specialists using your products/services)?	Write-in answer	Certain alignment models can lead to added incentives to reduce usage of vendor products and services 	Annual reports/press releases	
Insert new question here		Write-in answer	Write-in answer	Insert data source here	Insert data source here




Information to Learn From an Insider
Why is this information important?
All health systems have unique policies, procedures, and structures for making purchasing decisions. As a result, attempts to segment and understand providers through data alone have natural limits. The “ins and outs” of these health systems are best learned from observation on the ground at the system or from an insider – such as a colleague who has previously worked with the customer or an ally at the system. 

Product Purchasing Considerations
Question	Answer	Relevance	Data Source
What supplier access restrictions are in place?	Write-in answer	Violating access rules can result in the termination of sales contracts	Internal resources	Insert data source here
Approximately what % of the health system’s purchasing is locally contracted for? For what types of products?	Write-in answer	Local contracting can lead to more provider engagement than GPOs	Internal resources	Insert data source here
How does the system use scorecards, outcomes tracking, or look-back analysis processes?	Write-in answer	Hospitals are increasingly formally evaluating their vendors	Internal resources	Insert data source here
How does the system use e-sourcing in the product procurement process? Automated spend analytics?	Write-in answer	Sales representatives must be aware of procurement technology	Internal resources	Insert data source here
How has the importance of physician preference for purchasing changed in the last three years?	Write-in answer	Declining importance of preference may dictate changing sales strategy	Internal resources	Insert data source here
Which types of purchases are most likely to be determined centrally vs. at the individual facility level?	Write-in answer	Spend authorization  makes each system’s key purchasers unique	Internal resources	Insert data source here
Insert new question here		Write-in answer	Write-in answer	Insert data source here	Insert data source here


Provider-Supplier Relationship
Question	Answer	Relevance	Data Source
Does the health system have a history of asking us for certain data points on request-for-proposals (RFPs)?	Write-in answer	Preparing in advance can lead to greater success in the RFP process	Internal resources 	Insert data source here
Have we or the health system proposed working together through risk-based contracts?	Write-in answer	Working together toward risk requires building trust with a system 	Internal resources	Insert data source here 
What were our volumes at the health system last year? How does this compare to 3 years ago?	Write-in answer	Volume trends are important to understand your place at the system	Internal resources	Insert data source here
Have any of our competitors gained or lost share at the health system in the last year? The last 3 years?	Write-in answer	It is vital to see how and why competitors have gained volumes	Internal resources	Insert data source here
How well does the health system comply with contractual decisions with us? With competitors?	Write-in answer	Contract compliance on contracts helps you understand the risk of current agreements.	Internal resources	Insert data source here 
Insert new question here		Write-in answer	Write-in answer	Insert data source here	Insert data source here

Information to Learn From the Institution
Why is this information important?
Ultimately, when you enter a meeting with an important health system constituent, you’ll want to establish expertise and learn more about your customer before making your pitch. But asking the basic questions on this toolkit’s previous pages may demonstrate a lack of knowledge or preparation. Questions such as those on this page can help elevate your discussions to highlight areas where your products and services can help.  
To learn about the system’s strategy and mindset, we strongly recommend viewing their annual report when available. 

Health System Investments
Question	Answer	Relevance	Data Source
What are some of the health system’s largest investment priorities over the next few years?	Write-in answer	System spending can help you map  strategy to system purchasing goals	Annual reports/press releases	Insert data source here
Does the health system need any data from suppliers to support clinical quality initiatives?	Write-in answer	Aligning your data offerings with system needs is crucial to sales	Annual reports/press releases	Insert data source here
Has the health system recently made any technology or facility investments in our space?	Write-in answer	New investments will likely mean new product and service needs 	Annual reports/press releases	Insert data source here
Does the health system have any plans to expand service offerings in our space?	Write-in answer	A system expanding offerings may open up new product markets	Annual reports/press releases	Insert data source here
Has the hospital partnered with, or built, any centers of excellence in the last few years?	Write-in answer	Centers of excellence may indicate new rounds of product purchasing	Annual reports/press releases	Insert data source here
Insert new question here		Write-in answer	Write-in answer	Annual reports and pressers	Insert data source here


Population Health and Community Footprint
Question	Answer	Relevance	Data Source
What efforts to improve the population health of at-risk patients is the health system undertaking? 	Write-in answer	Managing long-term costs is critical under risk-based payments	Annual reports/press releases	Insert data source here
What is the health system’s long-term strategy to attract retail consumers of health care services?	Write-in answer	Systems will be challenged to attract price-conscious consumers 	Annual reports/press releases	Insert data source here
Has the health system set up any network agreements with local employers?	Write-in answer	Strong employer contracts can steer patient volumes to the system 	Annual reports/press releases	Insert data source here
How does the system brand itself to its community? Does it have cohesive identity?	Write-in answer	Branding  can influence how key purchasers interact with the system	Insert data source here	Insert data source here 
Insert new question here		Write-in answer	Write-in answer	Insert data source here	Insert data source here




Appendix: Useful Data Sources for Learning about Your Provider Partners
Over the past several years, The Advisory Board Company’s Health Care Industry Committee has developed numerous resources to assist sales and marketing leaders improve commercial performance. The most relevant resources referenced in this toolkit are outlined below. All of these resources are available in unlimited quantities through your organization’s Health Care Industry Committee membership.
Investment and Strategic Guidance
Health Care Facility Quickview
The Quickview tool offers members short reports that summarize an individual health system’s service offerings as well as key  demographic, financial, operational, and quality data. The Quickview tool also includes annual Medicare DRG/APC volume data. Members can select health systems by characteristic or via a visual map interface. 
View the Health Care Facility Quickview
Hospital Performance Profiler
The Quickview tool offers members facility-specific performance data across more than 100 clinical, financial, and operational metrics. Users can create custom cohorts of up to 20 facilities to compare facility performance against their peers. 
View the Hospital Performance Profiler
Hospital Pay for Performance (P4P) File
The P4P File is a collection of individual health system quality and patient satisfaction data from Medicare’s three Pay-for-Performance programs: Value-Based Purchasing, Readmissions Reduction, and Hospital-Acquired Conditions. Members can view the projected financial impact of these programs on each hospital’s Medicare reimbursement.
View the Hospital P4P File

Market-Specific Utilization Forecasts
Market Scenario Planner 
The Market Scenario Planner generates population-based estimates of current and forecasted volumes, length of stay, and bed days for any geography within the United States and may be useful for market sizing and strategic planning purposes. Members define a market by selecting counties or zip codes and view market size estimates by service line, sub-service line, or individual services/ procedures. 
View the Market Scenario Planner







Appendix: Useful Data Sources for Learning about Your Provider Partners

Strategic Overview of Providers and Patients in Major Markets (Regional Market Profiles)
These profiles offer an overview of hospital, physician, employer, and consumer market trends in major metropolitan statistical areas (MSAs). 
View the Regional Market Profiles 

Chronic Condition Inpatient Estimator
This tool estimates the percentage of services attributable to patients with a given chronic condition by service line, sub-service line, or DRG. Members may define a market through the selection of counties or zip codes and view market size estimates by service line, sub-service line, or individual services/ procedures. 
View the Chronic Condition Inpatient Estimator 

Demographic Profiler
This tool offers access to population demographic sets, including standard demographic data from the US Census, consumer characteristics, ailment prevalence, and more. Members may define a market through the selection of counties or zip codes. 
View the Demographic Profiler 
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