Jan-16-2017 1019 Womens Wellness 6055541023 /11

HEALTHCARE
SUCCESS®

Scientific Marketing That Delivers Patients

Marketing Questionnaire

This detailed questionnaire is designed to help you organize the vital information we will need to
analyze your business and devalop your cusiom marketing plan.

"Materials to Include with your completed questionnaira:

In addition to completing the questionnaire below, please provide copies of any current marketing
materials you may usa in your business, including but not limited to

_ Website domaln address mma_bmmbth : OrY
Brochures, pamphlets or other printad business collaterd

Current/recent advertising in any medlum (TV, radio, print, mailers, blliboards, Yellow

Pag}a. ete.)
—+” Business logo, business cards, letterhead
. Bio(s) of principsls, pariners or other key management psrsonne! - if available

— Optional: websitea, marketing or ade from majar competitora \www . )| Formnil ,
Optlonal: anything slse you think may help us to better understand your bus‘lnasa \/med cen

www . hwronel inie . comn
Your questionnaire: Wi horizonheadrhcarve.ore

Please flll out this form as completely as possgible. For il quam%}{mvgs'al%\ch'cgm&? B/&Yi i

your Merketing Questionnaire, pleese call (800) 858-0907 or email jnio @ healthcaresuccess.com. Pgm.e
Pleass return your completed questionnalre and matarials at your earliest conveniance. “

Date: QCAnimer 20|
Profession / Specialty: Ob! (37\’.1 r

Total Yaars that your business has been established: 5 \ll eavrs

Business Name: _\Womens Wellness Center

Principal(s)/Partners: _ouwa Costel Ianog; | ] )

Elyse Broclc, MT>

[l—! LAY O Re.afonc:\l MMedical Center ( kuzmc.)]
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HEALTHCARE
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Scientific Markating That Deflvers Patisnts

SHORT-TERM OBJECTIVES (next 12 months)
Please desaribe your short-term business goals, including financlal targets, areas of focus and/or
opportunity.

’5'99 iNcreose 1N &\}Q Surger\_f(servfc.e {ine.
ma\'n-l-odn‘, l'dea\lv,; Ncrease. , Do of B moveetshare

(esp. pt=.w/ commercial \'ngsuv'ance)
) oF J
T womens awareness of purpose’ond need Ffor
geb@#ﬁ -.;‘.-.Ee—dc:_d-h Cowe, )
Fecruir iA Usiness to sustain 0. 2 ob/gyn prachce~

LONG-TERM OBJECT (3-6 years)

Please describe your ideal business 3-5 years from now. What types and how many
customers/clienta, what products or services will you provide, how many locations, partners, ete.?
What kind of reputation will you have? How much profit will the business generate annually, etc.?

madrttim _jnd ggﬂmt Pviva‘k'e Pmcvl-fc.e.n cund fdmﬁl—y

b DY OVeE: Commu t;h’g ptreeotion of hosoitel Sevvice W@“ﬂf

idey -fi - lness
e\ and mediah- vl
[&Pm‘i‘cd-im o= ggtd stondard 10 OB cnd womens’ heaHhcare

TARGET CUSTOMER/CLIENT
Please list your highest prioritles for customer/client types (by industry, profession, business
category or other pertinent austomer profile criteria for your businass.

5. _Inferdility
- /

r PREFERRED PRODUCTS OR SERVICES
Pleass list your highest priorities for products and/or serviees you want your customers to value
and purchese,

1. _Cormmercinlly nsured patientss
2. fmrdy reproduckive age. patients
8, lnisln ln\;ql-l-\lf clientel

4« LCommunity |eaders/ siniceholdlers

5.
v 2
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Business SWOT (Strenaths. Weaknesses, Opportunities, Threats) Seli-Analysis
(Hint: Strengths & Weaknesses are internal to the business; Opportunities and Threats are
external to the business.)

Strengths Include unique products, services, capabilities, processes, facllities, sredentials,

experlence, results, technology, Innovation, custemer experlence, current suocessiul

marketing, eto, \
spe.ua\ iats

Gun s EE e o e i I/ l(.'E L
Wﬂndmdm_cmied%_pug@nm%j%mupmﬂmmy
care, ol Lemoale ctalP, Spa nfsh—-sp_e_gk.:ng Rlaysicion,
uzuﬂaﬂf_mmnbnmmnnagﬂm&aj;ﬁsusgm_mdnoﬂ,
h s

Wea sses aro the lnta rs nd mitations that make the business mare vulnerable,
b]gb stoece :Inacn ovver [ RN shh m;;tg%e, inthe area
cit 11 linic Flo Folclene
_Mmmmﬁmm&m @ Atineno
Clinic.
L Emp.l.ndﬁg. %cr-
co \ﬁ+«e_rne+ wtere ioNs
Oppurtumhes incfud ew products, services, programs or locations, untappad or under-
cultivated niches, new target audlences, underserved population segmenta, new
technologies, etc.
| ’ njes
k),

; " - el

Rrenatal Fmergm cy MMedicnidd

Threats include new competitors, increased or different marketing activities by competitors,
industry changes, leglslative or regulatory changes demog Ehlc shifts, etc.
Cnew webs+ cgec,l imina Peds (£ nor OB Provicler)

Y,
Qnmmmdy_\ﬂy_o.ﬁfs_,_c.u_c@+ [eatablished core
patteras (Le.people leaving Huron forcore),

=i Viv i - 1 pe-Q“:iﬂﬂ
~P+s. ,Vocol PCPs rePerr;na elsewlrere.
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Sclantific Markating That Dekvers Patianis

What we weuld moat want to see as 3 positive result of a successtul marketing
program for our business is

What we ara moat concarned about in implementing a successful marketing program
for our busineas Is

— Stoffinag readiness

— ed ]'QQ.-Jl C,Mma];&y "aclklasin"
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BUSINESS LOCATIONS & CONTACT
INFORMATION

PRIMARY LOCATION

Address: _Wowien's \Weliness Cesnter
City: State: Zip; ___+ uron, S _SISSO
Office Phone:(La0es) S5t — 102D After-Houre/Back Offlce Line: _ v /o
Fax:(loO8) =564 = 1OD]  Web Site:

Yeers Established for this Location: 5 (estoblished 09/2011)

waiiman-Sontact-Home-Rhongrmu=me—————==——a Primary Contact Cell Phone:

Primary Gontact Email: Scwra . Dlog © goaail. com Sdo Castel lonos
Sacondary Contact: _E_l_\/_ﬁ_e‘_&i:nr‘_.ld_ Titte: _ ™D

Secondary Cantact Phone: ((D%) 3%0~57F secondary Gontact email:
agm ail . Ceom

THER LOCATION{S) IF APPL li location separately) N\t QPPHC_Q_le.-’

“:ocatlon #2 Address: _—
City: State: Zip?
Locatlon #3 Addms:\

City: State: Zip:

Locatlon #4 Address: /
City: State: Zip: /

hone; After-Hours/Back Office Line;

Add same Information on separate sheet for other locatlons if more than 4
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HEALTHCARE
SUCCESS’
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IST KEY P NEL IN YOUR N
Name: _L_OwLtvD fABeann Thie/Role: Bi1lirg /codi
~ C.V‘gcd cr\‘l'l(ﬁ

Parner: O Yas ﬂNo Yeare with thie Business: _L\A/_EQLE_
Name: _l.€slie Scihock WO H:F Tlle/Fole: OFFICe Manoger

Partner: O Yes I(No Yeara with this Business: < | €t
Name: Title/Role;
Partner: 0 Yes O No Years with this Business:

Name; Title/Role:
Pariner: @ Yes 0 No Years with this Business:

Add same information on separate sheet for other key personnel

ZIP codes (by location) that account for 2/3 of your customer base:

Laca"l'on”:ﬂSD & 'ﬁ@ Location #

Locatlon #4

|u.a

C. 5
d, mamu)d. :
e S35 (28)e " e o

£ o324R (29 o

Add same Informatlori below for other locations if more than 4
. 3212 23)

. 53324 (22)

L, 59595 (2
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BUSINESS DATA & STATISTICS

REA

List primary geographic target area(s) for your products/services (national, reglons, states, cities):

1._i:\.umn.,§&LE>_e.a.d.Le._Ca.\.4rﬂ-y

2Mﬂd¢a9¢nmwm£s_(_m_m_ec,_msmu , Redereld,
a. Wessington Spv-imﬂs)
4,
&,
3k 3 Avg No. of New Customers/Clients per Month: B
Curred'lt No. of Teta) Customars/Clisnte: TS5 < 22::.3 cv_%sd:cl \anos vixvaﬁ.-,
seeN Wiin past 1S mortthig) !fi
Avg. Customer/Client Lite Cycle {months/years): =
3k~—>> Avg Annual Revanue Per Customer/Cllent (Total);
Avg Annual Revenue Per Customer/Cllent (by Product or Service): —J
Product/Service Average Annual Revenue
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Top 6 Most Finanolally Lucrative or Desirable Products/Services:
1.

2.

3.
4.

5.

Botiom & Least Financlally Lucrative or Desirable Producta/Services (slart with least

lucrative/desirable as #1):

1.

2

a.

4

5.

% lost B veorss (n=2041)
of Ne tomera/Clien No. of Clier %of NewClients Est. §

Value

8 Referrals from Other Clients 234 $

Q Reterrals frorn other Professlonals RN 398 $
qﬁ} Q Web Site/ Trriernet Lhes $

O Advertising =l $

Q Other (Please spacify): O © / 13/ 62_ s

‘W Unknown Source W@ 2S5y $

D+hﬁv'=@\lomen's Expo/wwlc Byor In [ Tnsuirance C.o)

Top Referring Clients/Professional Relationships (rank from most referrals)

Client/Business Name # of Referrals in last 12 months

Huvpn Clinie (Sara Goral /Eric Sioon)
Horiznns Clinic

dacikhetter Holbhwn Clinie,

8/

s
A {.;‘9;&

cA
et =

)
VX
eéwns P+??
SenuvrcLa-
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CURRENT MARKETING (last 12 months)

Activity Total Cost Tolal Revenua ) see this as a...

Q Q Opportuntty O Challengs Q
Non-issue

(] O Oppartunity O Chaltenge O
Non-issus

u | D Opportuntty O Challenge O
Non-ssue

a Q Opporiunity O Chatlangs O
Non-lesue

(m | O Opportuntty € Challange O
Non-iasue

a 0 Oppertunity O Chalienge O
Non-lgsue

0 0 Opportuntty O Challange O
Non-lssua

a 0O Opportunity & Challangs O
Non-lssus

a 0 Oppartunity 0 Challange O
Non-lesus

Q Q Opportunity Q Challengs O
Non-issua

| O Opporiunity & Challangs Q
Non-issue
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COMPETITION

Pleass list your most significant competitors:

Name How They Promote (Advertiaing, Practice Reprasentatives, Pubilc
Relations, ets,)

Comments:

10
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TRENDS

1. What type of financlal-growth trend has your business followed for tha past two years?
Q Strong Growth 0 Moderate Growth O Flat 0O Moderate Decline T Sharp Decline
2. Why is your business tranding In the manner that it is?

3. Glven the trend you indicated {assuming no additional and/or new promational afforts) what do

ylou p)ro]ect your estimated collactions would be over the next 12 momths? (consarvalive estimate,
Plaasa

COLLECTIONS TREND PROJECTION: §

4, Considering personnel changes, desired growth, location limitatlons and manageria!
oonsiderations, what do you want your groas collecilons to be over the next 12 months?

12-MONTH COLLECTIONS GOAL: 5

5. Implementing a successful marketing plan requires a financlal investment. What monthly
budget would you like us to uss for the firat draft of your marketing plan? (We will discuss this
live, and you can change your mind, but for now we are simply trying to get a senss of scale.)

AVAILABLE FUNDING FOR MARKETING BUDGET (MONTHLY): $

Please include additional information (challenges, opportunities, frustrations and aspirations) that
may havs been overlocked In this Questionnaire, A clear understanding of your businessz is
oritioal to creating the most affectiva growth and marketing plan. We encourage you to include
any Information that would help us better understand your business and your vislon.

THANK YOU!

WHERE TO SEND YOUR COMPLETED QUESTIONNAIRE AND MATERIALS:
1. Eleotronic Option email o Jamis @ HealthcareSuccess.com
2. Fax Optlon: (949) 258-5355

3, Hard Copy Option: If it Is tao difficult to emall or fax your materials, please send them by
OVERNIGHT MAIL to ensure {imely and trackable delivery. Mall to

Healthcare Success Strategles
8961 Research Drive, Sulte 200
Irvine, CA 92618

Please keep a COMPLETE copy of your Questionnalre and all materials
sent to Healthcare Success Strategles for your personal records.

11



