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marketware overview
SaaS Based Physician Relationship Management & Analytics

data analytics platform 

physician relationship management

physician & patient marketing



marketware client locations

•
•

hospitals & health systems

clinics



client profile

1,010 Bed Teaching Hospital

15 Primary Care Offices

14 JV Radiology Clinics

4 Multispecialty Ambulatory Care Centers

1264 Physicians 

5 Physician Liaisons (Service Line-Oriented)



research & 
discovery

setting 
the stage

in the moment 
coaching

hardwiring
next steps

monitor & 
act on results

preparing providers for outreach
five t ips for



research & 
discovery • get to know your doctor

• understand the patient pipeline(s)

• zone in on key markets

• study internal data trends

• leverage external data trends



sample tool

download this tool & 
others at 

marketware.com/tools

http://marketware.com/tools


onboarding questionnaire

Source: TGH sample adapted from Barlow-McCarthy



internal data external data field intelligence

Epic Data 

Claims Data 

Strategy Analysts 

Surgical Services / OR 

Marketware 

SG2 

Intellimed

Physician Marketing 
Readiness Form

Online research 

Physician intel 

Market Intel 

data diving
using data to  dr ive target  l is ts



making a target list & checking it twice

leverage 
access to data

review 
& refine

prioritize 
key players

multiple, 
meaningful visits

assess & 
act on results



research & discovery: gyn-onc

Need: Launch surgeon who relocated to market, replacing a defected surgeon.

Research & Discovery: 
• Physician Marketing Readiness Questionnaire completed to understand background, 

professional interests & key differentiators, etc. 

• Used a combination of internal data for former surgeon as well as shared patient 
analysis to develop target list.

• Made visits to providers & completed SWOT analysis to assess alignment opportunity.

• Partnered with marketing & community relations to execute provider to provider 
outreach & CME programming & community education events. 

Results: Captured 123 patients across 18 referring providers; continued growth going 
into year 2 across both internal (new patients, total procedures) and external (shared 
patient volumes) data sources.

Dr. Rutherford
Gynecology Oncology



internal data analysis
attending vo lumes by month



external data analysis
top secondary prov iders  analys is



setting
the stage • discovery/pre-visits

• provider preferences

• calendar smarts

• clarify selling points

• practice graceful exits



setting the stage: thoracic surgeon

Need: Rebranding of market thoracic surgeon who recently aligned with TGH.

Setting the Stage: 

• Collaborative meeting with provider & key internal stakeholders to discuss goals for 
joining TGH, practice passions, competitor analysis, etc.

• Focus on sharing key points of differentiation (i.e. robotics).

• Support in leveraging those relationships that were not as organic as others.

Results: Maintained 82% of shared patients from out of network relationships while 
creating new connections within network.

Dr. Sommers
Thoracic Surgeon





Dr. Keith Eric Sommers

“It is a pleasure to work with TGH Physician relations 

because I know they are super well informed about 

their referring physicians and their offices. The trips I 

make with them to the referral offices is one of my 

favorite parts of my practice because I get to highlight 

the incredible work that we do at TGH.”



in the moment 
coaching

• use windshield time wisely

• sharing fun facts

• turn the spotlight around

• bring a strong wing(wo)man



sample tool

download this tool & 
others at 

marketware.com/tools

http://marketware.com/tools


Dr. Beard
Breast Surgery

in the moment: breast surgeon

Need: Supporting a breast surgeon transitioning from training to private practice.

In the Moment Coaching: 

• Share helpful tips to providers in advance as part of discovery meeting or first 
outreach event.

• Re-review SWOT to help set the stage & add market intel while in route.

• Coach to ask questions about their practice & needs.

• Reminder to highlight access.

Results: Still under evaluation.



hardwiring
next steps

• first meeting follow up

• handwritten notes

• hardwiring consistent communications



sample tool

download this tool & others 
at marketware.com/tools

http://marketware.com/tools


hardwiring next: aortic surgery

Need: Support vascular surgeon in boosting outreach results.

Monitoring & Acting on Results: 

• Ordered boxes of cards for provider to complete in the car & liaison can mail out.

• Scheduled follow up visits afterwards including CME invite.

• Secure referral list from practice & follow up with thank you note. (sometimes done 
for vs by provider) 

Results: 24% increase in overall shared patients.

Dr. Shames
Vascular Surgery



measuring impact 
internal  and externa l  data analys is

targeted zip codes shared patients previous shared patients current % change

33606 289 324 12%

33511 75 103 37%

33607 58 77 33%

33609 72 76 6%

33612 23 31 35%



monitor & act
on results

• referral tracking 

• provide operational solutions for access

• follow up visits

• sharing results



first referral analysis
new refer ra l  par tners  per  inbound refer ra l  t rends

explore initial visit impact

Reviewing first referral data can tie back first 
referrals to initial outreach visit.

understand return on visit 
trends

Monitoring key trends can uncover 
understand patterns that will support future 

planning.

identify new prospects

Following up on unsolicited referrals can 
highlight new relationships.



network utilization
shared  pa t i en ts  be tween  TGMG prov ide rs  &  i n  ne twork /ne twork  f r i end l y  spec ia l i s t s



sample tool

download this tool & 
others at 

marketware.com/tools

http://marketware.com/tools
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