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PHYSICIAN RELATIONS TECHNOLOGY ECOSYSTEM
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Effectively Engaging the Referring Physician Throughout Their Experience

Market Insights
Purchased lists, liaison 
visits, All payer claims data

Physician 
Feedback
Ad Hoc Online Surveys, 
Real-time feedback, 
Physician Advisory Board

Physician Marketing 
Activities
Email campaign 
management, Event 
management

Outreach 
Activities
Prospect management, visit 
tracking, reporting; 
expense tracking and 
routing, (Physician Liaisons 
/ Sales Outreach), physician 
profiles

Operational 
Processes
EHR (EPIC) and physician 
portal tools (e.g., EpicCare 
Link), involved provider 
database

Reporting
Google analytics, Google 
URL builder, Crimson 
reports, HealthGrades, 
Physician360 Dashboard

Our understanding is that you would like to deploy a series of fit-for-purpose tools which integrate with a common base platform (e.g., Salesforce.com).  Your 
current toolkit is not comprehensive enough and does not currently integrate with other systems.  

Ideally, all of these elements would be integrated for real-time decision making at each of the engagement activities outlined above.
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Once optimized, your Physician Relationship Management Technology Stack should:

• Enable liaisons to be more effective during their interactions

• Facilitate a streamlined process from prospect to cultivation to referral

• Ensure technology improves liaison effectiveness and makes processes more efficient (i.e., doesn’t dictate how 
things are done, but is customized to lever its core value)  

• Create value by enhancing coordination of care with referring physicians via a portal

• Leverage industry experience for portal strategy, customization of existing tools, and HIPAA considerations

To do this, our team combines the strengths of our strategic advisors with the technical prowess of our digital insights 
team.  

Through this combination, we are able to strike the balance of strategy and tactics to achieve the outcomes above.

BENEFITS OF OUR APPROACH
What You Can Expect from our Work Together
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CUSTOMIZATION EXAMPLES
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Using the Latest Visuals Available to Create Value for Liaisons in the Office

Associate 
Physicians with 

Medical Groups 
via NPI

Document 
interactions 

with all 
Physicians, 

including 
Internal for 

engagement 
monitoring

Define and 
Document a 

Meaningful Visit

Capture and 
Distribute 
Physician 

Feedback with 
Cases
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CUSTOMIZATION EXAMPLES: “MarketView”

5

Using Claims Data to Drive Outreach and Marketing

Dive Deeper 
into Physician 

Activities

Search for 
Physicians

Continue 
Search, List 

Development,  
and Activity 

Logging in 
Integrated 

Lightning App
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MarketView High Level Concepts
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• Combining Data Sources into a Single Source of Mappable, Actionable Information

• Physician Information from Health plans updated monthly

• Referral Data from 3rd Party Vendors (e.g. Stratasan) or Government (e.g. CMS)

• Internal Data from EHR, CRM updated continuously
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MarketView Enables…
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Network Development

• Target physicians/practices in specific areas

• Load relevant data into CRM

• Holistic view of relationship maturity

• Identify pockets of underserved physicians

• Demonstrate the value of the “network”

• Show conversions from splitters to loyalists

• Report share of referral “wallet”

Physician Marketing/Outreach

• Visit Planning

• Visit History

• Referral Activity

• Onboarding

• Referral Based List Development
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MarketView: Encounter Data (this example: Stratasan)
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Track 
Conversions 

• Integrated with your Claims data
• Encounters tied to physicians with a diagnoses and facility with a procedure within 90 days
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MarketView: Specific Examples
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Track 
Conversions 

• A Health Plan expanding into new regions building targeted network of Specialists and PCPs

• A healthcare organization discovering areas where they have few PCPs relative to membership

• A Large Independent Physician Association (IPA) recruiting physicians associated with competing IPAs 

• A surgery related healthcare organization managing recruitment of practices from identification 
through contracting fully integrated into Salesforce. 

• A managed care organization visualizing increases and decreases in members assigned to PCPs

• A healthcare organization tracking liaison visits and flagging ‘out of standard’ visitation periods
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We have worked with nationally-recognized 
institutions:
• 13 “Honor Roll” institutions
• 4 out of the top 10 cancer programs
• 3 out of the top 4 pediatric hospitals
• 3 out of the top 10 cardiovascular programs

National Benchmarking Studies:
• Patient experience
• Marketing and communications 
• Quality and safety
• Government and community relations
• Physician relations
• International programs

Ranked as one of top 50 Healthcare Consulting firms 
by Modern Healthcare

The Endeavor Difference:

Our collaborative, information-based approach 
instills confidence in results and brings into focus 
the true meaning of offering an exceptional 
customer experience. 

We have been specializing in customer 
experience for over a decade. Our approach 
applies industry best practices and proven 
frameworks to real-world situations. 

Our team members have depth and breadth of 
experience and knowledge; many have executive-
level experience at leading healthcare 
organizations. 
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