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Statistics - the GPS of your facility

Alice, is the newest Physician Liaison at your facility. Enthusiastically, 
she wants to know what do to increase her physicians’ referral 
behavior. Unfortunately, she does not know what opportunities exist 
with each of her physicians.  

MarketWare’s Physician Relations CRM can be a GPS for Alice to guide 
her on how to improve referrals.  Through MarketWare she will be 
able to:  

  Quickly analyze Physician Statistical Trends
  Communicate goals and opportunities to everyone at  
  her facility
  Identify the e�ectiveness of her activities 

Alice and her organization, will know exactly what they need to do to 
improve their physician referrals. 

Quickly Analyze Physician 
Statistical Trends

By easily identifying physician referrals, physician 
liaisons, directors, and executives know exactly 
what opportunities exist to improve referral 
behavior. Everyone will be able to work together 
to build up physician retention and maintain the 
referrals of high referring physicians.  

Figure 1. MarketWare’s Statistics Page

Better understanding brings better results
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Communicate goals and opportunities to everyone 

MarketWare’s Physician Statistics page 
communicates goals and opportunities to 
everyone at the facility. Each person will know 
which physicians are increasing their referrals, 
and which physicians are decreasing their 
referrals. With this information easily 
accessible, all levels of the organization will be 
guided toward reachable goals and e�ective 
actions.

Alice, will now have the support she needs to 
maintain and build physician relationships. 
Results will follow and referral goals will be 
reached.    

Figure 2. MarketWare’s Inpatient 
Admissions graph 

Figure 3.  Action Plan page’s 
opportunity planning 
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Identify the e�ectiveness of activities 

Use MarketWare’s Call Report and Statistical 
Activity Report to identify the most e�ective 
physician relations activities. Find out what has 
been done with physicians; i.e., CME, Grand 
Rounds, O�ce Sta� Meeting, and MD to MD 
Visits. 

Use the statistical activity report to see which 
direction physician’s statistics are going. These 
two reports will guide you on what activities 
are most e�ective and what activities are not. 

Figure 4. MarketWare’s Reports
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Easy access to physician statistics produces success

Having physician referral statistics at the �ngertips of your liaisons will 
provide them with the knowledge they need to quickly analyze referral 
trends, indentify and communicate goals and opportunities, and learn what 
physician activities are most e�ective.  In so doing, the Physician Statistics will 
become a GPS for your Physician Relations and organization. 

MarketWare is the key

Provide your organization with the tools they need to become successful.
MarketWare is the key to e�ectively improving your relationships. Do not 
settle with guessing what you should do; use MarketWare and know what you 
should do.


