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Decreasing

ĖHospital Stays

ĖGovernment Reimbursement

ĖHMO Coverage

ĖExtended Family Care

ĖSeniors as Customers

Ė5ŜƳŀƴŘ ŦƻǊ ōŀǎƛŎ άDƻƻŘέ tǊƻŘǳŎǘǎ

Increasing

ĕAging Population

ĕάvǳƛŎƪŜǊ ϧ {ƛŎƪŜǊέ tŀǘƛŜƴǘ 5ƛǎŎƘŀǊƎŜǎ

ĕHealth & Wellness

ĕSelf-Care

ĕBaby Boomers as Customers

ĕ5ŜƳŀƴŘ ŦƻǊ ά.ŜǘǘŜǊκ .Ŝǎǘέ tǊƻŘǳŎǘǎ
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Traditional Intake

1. ά²Ƙŀǘ ƛƴǎǳǊŀƴŎŜ Řƻ ȅƻǳ ƘŀǾŜΚέ
2. Show reimbursable product

3. Process insurance

ωEligibility

ωIntake

ω5ǊΩǎ ƻǊŘŜǊ
ωAuthorization

= 1 hr.

= 1 product/patient

Cash Sales

1.ά²Ƙƻ ƛǎ ǘƘŜ ŜƴŘ-user?

2. ά²Ƙŀǘ ƛǎ Ƙƛǎ ƳŜŘƛŎŀƭ ŎƻƴŘƛǘƛƻƴ ŀƴŘ ƴŜŜŘΚέ
Display all available products that meet his 
needs

1. Cross-sell and up-sell

= 20 min.

= 2 products/customer
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Boutique Business Basics

1. Specialty/Niche Retailer

2. More knowledgeable salespeople

3. Deeper selection, higher margins

4. Experiential store environment

άhǳǊ /ǳǎǘƻƳŜǊ /ŀǊŜ tǊƻƎǊŀƳέ

(or Pledge or Guarantee)

Sell the Package (or Brand!)

1. Medical grade product = Brand = 30% added value

2. Consumer education

3. Product demonstration

4. Delivery

5. Customer service follow-up 

6. 24/7 support

7. Recall notification

8. Warranty support

9. Repair service w/o shipping cost or wait period 
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ƹBefore

AfterƸ

5ƛǎǇƭŀȅΣ ŘƻƴΩǘ ǎǘƻǊŜ -- Offer product mix -- Use retail 
packaging -- Use branded product  -- Use category 
signs



VAvoid Clutter

VUse Retail  Packaging

VChoose Category Captain

VUse Distribution

VOffer Basic + Upgrade Product Options
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