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Discover opportunity

Three ways financial services companies 
leverage healthcare commercial intelligence 
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A company uses CBSA data, which provides a market overview for specific geographies.

Whether it’s looking at the current market or assessing a new one, financial services companies use our 
claims, health reference and affiliations data to: 

Analyze the total 
addressable market (TAM): 
Capture the true TAM by  
tracking network relationships, 
purchasing power, patient  
claims volumes, technology 
market share and more.

Uncover investment 
and M&A opportunities: 
Use financial, affiliations,  
clinical and quality metrics to 
understand market dynamics  
and how healthcare  
organizations are operating.

Conduct competitive  
analyses: Examine diagnoses  
and procedure volumes, vendors 
and service line offerings of  
key competitors to discover 
where and how to capture  
more market share.
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Companies leverage detailed profiles on healthcare organizations and professionals to find the best 
vantage point to get their foot in the door and elevate their customer conversations. Access profiles via 
our platform or integrate our data into your internal systems to incorporate into your existing workflow.

Leverage affiliations, network integration and facility 
ownership data to identify the right markets, channels  
and players making purchasing decisions. 

�Use financial performance metrics such as revenue 
and patient leakage to find expansion, financing and 
partnership opportunities with healthcare providers.

Assess clinical data including claims codes, payor 
information and quality measures to pinpoint  
organizations and professionals who fit the ideal  
customer profile.

Define facility characteristics like bed size, revenue, 
employee size, firm type, fiscal year, practice locations  
and geography to prioritize the right opportunities.

Access technology intelligence like technology category, 
implementations, vendors and products to focus on 
facilities with the greatest purchasing opportunities.

There’s countless ways to analyze the market with Definitive Healthcare. Here are some examples of how 
companies segment and target the market for sales, business development, marketing and sourcing:

Segmenting and targeting accounts

Sales outreach and meeting prep

Segment the physician group market by 
independent, unaffiliated practices.

Find key executives by title, department, position or org chart 
and access current emails, direct dials and LinkedIn profiles.

Want to learn more? Schedule a demo.

Profiles contain detailed intelligence, including 
financials, vendor footprint, payor mix, claims  
volumes, practice locations, affiliations, physicians, 
staffing, referral patterns and more. 

2

3






