
CASE STUDY
Return On Investment analysis

Wound care
A successful solution with a syndicated team towards GP’s :

high quality medical device.

Challenge
Customer company:  Leading company in wound care
Product : Medical device of high quality, with improved
reimbursement conditions
Target group: 5400 GP’s

Solution
A syndicated GP position in a team, 18 reps +
2 managers
Period: 24 months
Target : Grow above the market, and get a positive ROI

Sales & Return On Investment

Target Realized Achievement

Call volume 17,100/y 17,289/y 101%

Call frequency 3.1 3.2 103%

Call rate 5.0 5.2 104%

Conclusion
Due to the successful result, a breakeven was realized at the
end of the first year.

A significant positive ROI was reached during the 2nd year of
collaboration, and is still continuing.

Sales & Return On Investment
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