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No Risk or Effort, Maximum Value

Actionable Insights To Fuel Your Ambulatory Strategy

Gain Competitive 
Insights & Benchmark

Leverage location analytics to expand your healthcare network 
and meet patient demand

Understand Populations 
& Consumers

Identify Growing Markets 
& Ideal Sites 

Analyze
Every Location

Enhance 
with 360° Data

Observe
Human Movement

Generate 
Actionable Insights

Privacy-safe foot traffic data from tens of 
millions of mobile devices forms an 
aggregated view of US commercial 
activity.

Machine learning accurately describes 
human movement throughout the U.S., 
from specific POIs to chains, markets, 
and regions.

Visitation data is enhanced with Placer 
Marketplace 3rd party datasets that 
further describe businesses, consumers, 
and markets.

Robust, statistically significant insights 
into how people and places interact are 
presented via an intuitive UI, data feeds, 
or the Placer API.
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Answer questions like…

New competitor impact analysis

Q: What is the impact of a new 
competitor in my market?

Q: What is the trade area overlap and 
potential risk? 

Q: Can I measure the trends and 
impact of market share in timely 
manner?

The Problem
A competitor added an emergency room to an 
existing medical office building in an Advent  
market w/o visibility into impact (waiting for 
claims data 12 month after) 

Placer’s Solution
Placer provides near real-time data which 
allowed Advent to start monitoring and 
analyzing impact quickly (35% of visitors to 
Advent FSED moved to new competitor
location and another 14% visiting both) and 
prepare a mitigation plan  

Competitor
Advent 

55% of visitors stayed loyal to Advent

14% visited both locations

35% churned to the competitor



Answer questions like…

New Location Analysis - FSED Placement

Q: Do I need a single location or more to 
serve a target market? 

Q: Can I use proxy to understand 
people’s actual willingness to 
commute to a location?

The Problem
Advent is hoping to service a new market in Florida 
& is wondering how many FSEDs would be needed 
to service the area.

Placer’s Solution
Leveraging true trade area (aka ‘where can we 
expect visits from’) by using other proxies, allowed 
Advent to realize the overlap is fairly limited and 
there’s a clear need for 2 different FSEDs Location 1 Location 2



Orlando | Migration (December 2023 to December 2024)

High population growth w/o close proximity to healthcare1

Demographic insights 2

Consumer Preferences3

Market development: population growth, demographics and preference



Potential Acquisitions & AdventHealth Medical CentersM&A analysis: location data insights into evaluation process 

Methodology

Macro: Population growth projections1

2

3

Location drilldown

● Cannibalization

● Brand awareness

● Competition density

● Demographic fit

Force ranking opportunities

Acquisition Target

Acquisition Target



Site Selection | Good Samaritan MC + AdventHealth COScoring assets by different factors including competition density and 
demographic fit  

Acquisition TargetAcquisition Target Analysis

Acquisition Target

Acquisition Target



Acquisition Target

Favorite Places | Good Samaritan Medical Center

Insights:

● Asset already has 10% of visitors overlap with 

own facility, indicating strong referral 

opportunity

● Asset has a comparable breakdown in terms of 

insurance mix breakdown

AdventHealth Location

Acquisition Target - Top Visited Medical Facilities

Brand awareness: some overlap and referencability exist between asset 
and own facilities  

Building on the acquisition target’s campus

AdventHealth Location

AdventHealth Location

Medical Center



Analysis | AdventHealth + Potential Acquisition Sites (Last 12 Months)Force ranking opportunities to assess different assets





Gain competitive intel to better target patients 

The Problem
A healthcare provider had a locations see a 10% 
decline in emergency visits YoY, & wanted to 
identify the causes and create a mitigation plan.

Placer’s Solution
Using location data to breakdown zip code 
‘battleground’ and smartly allocate marketing 
campaigns into focused areas, resulting in 8% 
recovery

Provider Competitor 1 Competitor 2 Competitor 3

Zip A

Zip B

Zip C

Zip D

Zip E

Zip F

Zip G

Zip H

Zip I

Zip J

Answer questions like…

Q: How are we doing compared to our 
competition, nearby locations, and the 
healthcare category?

Q: How are competitors performing? 
Which battlegrounds are we losing?

Q: What is the profile of our 
competitors’ patients? Do ours differ?



Answer questions like…

Q: What are the routes and commute 
time for patients?

Q: Where are competitor’s patients 
coming from?

Q: What is the profile of our 
competitors’ patients? Do ours differ?

Expose your brand at the right routes

The Problem
A FSED provider had a competitor nearby that 
was outperforming their location. Without data 
to understand where their patients routes, it 
was challenging to create a marketing plan to 
target the competition.

Placer’s Solution
Analyzing the path that competitor’s customers 
would take, the provider was able to place OOH 
advertising highlighting the improved care that 
they offer relative to local competitors, 
increasing traffic & bringing the location up to 
it's budgeted amount

Customer Competitor



Answer questions like…

Q: How are competitors performing 
during their expanded hours?

Q: Are there alternatives to costly 
investment?

Q: How can we increase clinical 
capacity?

Learn from competitors and optimize clinical hours

The Problem
An orthopedic provider had maxed out the 
number of patients that could be seen at one of 
their locations and evaluated a significant 
investment to add another location  

Placer’s Solution
Using Placer to see the visitor time of day 
provided an insight that patients were going to 
competitors after 5pm (when they are closed) so 
they expanded operating hours to 
accommodate demand resulting in increased 
visitation and avoiding costly investment

Customer
Competitor







AI First Company
Establish Placer as the leader in Generative AI for location intelligence

“Where is my competitor opening 
new locations?”

“Which zipcode attracts most visits 
to my ER in Chicago?”

“Find Urgent Care locations within 
0.5 miles of a hospital”

“How do I carry out a Site Selection 
analysis in Placer?”

NOTIFYLEARN

ANALYZEEXPLORE

“Create a Competition Map for 
Banner Health in Downtown LA”

PACKAGE
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Q&A
Please be sure to complete the session evaluation on the mobile app!


