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CRM for Healthcare? Why?

» Cope with Health Industry
— Privatization, Competition
— Patient Empowerment

— Co-insurance and
contributing payments

» Goal: Sell services better!

» Today's standardized CRM applications cannot cope
with the unique demands of the Healthcare industry
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How to find the right customer

» Marketing of services, not products
— Address the right target groups
— Include geo-location information
— Spend money wisely

» Learn about the customer
— Influencing sources
— Recommendations
— Pre-entry Assessments
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Multiple contacts for one lead

» Timing is key: Health status,
occupancy, care level

» One lead, many influencers
— Husband/wife
— Children/parents
— Other family members

» Essential information management
— Keep track of relationships and contacts
— Collect preferences, personal details, amenities, etc.
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Networking and Referral sources

» Sources for new customers
— Doctors: Recommendations
— Hospitals: Admission (portals)
— Nursing: Hospitals, doctors, ...

» Manage partnerships and
build a stakeholder network

» CRM can serve as a tool to support
Healthcare Relationship Management (HRM)

ALASTRA
© 2008 Th. Althammer, Aastra DeTeWe GmbH 5
DeTeWe



OPAS Sozial CRM-System

» OPAS Sozial CRM helps solving these challenges

» Current Deployment

— SQL-based client/server
— Modular licensing

— Multilingual user interface
— Integrated system

— 40+ installations

— Germany, United Kingdom

— Focus senior care,
hospitals to be trialed
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Requirements concerning the transfer business

» We are looking for:
— Business Partners
— Licensees
— New Sales Channels

» We want to achieve:
— R&D Cooperation
— Licensing
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Thank you

Thomas Althammer (Int. MBI)
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