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Key Discovery Findings 

• Keywords – Healthcare Patient Financial Engagement (PFE) Solution/Provider/Platform – B2B 
solution being offered by competitors to Payers & Providers, being sold as improvement to them 
as revenue cycle management. It is outsourced payment processing/collection that is automated 
& digitized but the companies offering it are 100% B2B focused.  
• Point of Differentiation for CoPatient is patient centric/focus vs payer/provider centric/focus
• In payer/provider space, will need completely different strategy & tactics vs. the patient. 

• As PFE to get them $ faster?
• As data provider? 
• Filling capacity, steering patients to better rate options, etc.?

• Patient Demographics – Likely Personas B2C
1. Chronic users of healthcare – mostly elderly
2. Female healthcare decision makers for families
3. Millennials

• Targeting In-Market Segments – B2C
• Seniors (Need Omni-Channel)
• Life Events – times when people are more open to CoPatient

• Taxes, Insurance(Open Enrollment?), Marriage, Children
• Elective Procedures
• Dental could be an overlooked segment 
• Exclude under 26

• Employers, Health Plans, TPAs – B2B2C
• Revenue Sharing Options, Free Quality Benefit for Employers



SWOT Analysis



Brand Assumptions – For discussion – I hypothesize that CoPatient is most successful launching a Patient First company, 
which will truly differentiate them from any competitors and protect against early entry from PFE Solution Providers 

It pays               
to pay with  
CoPatient

Values: Honest, 
Reliable, Friendly, 

Problem Solver

Patients care about us because 
we save them time & money 
while offering peace of mind

Out competitive advantage is our focus on 
the patient and our technological ability to 

help the patient with our automated review

We are in the business of facilitating fair healthcare 
billings & transactions while rewarding patients for 
active participation (loyalty, timing discounts, etc.)

Brand Idea: 1 central message 
for the company to rally around

Core Values: What do we want 
to represent to our target 
market

Why does our core customer 
care about us?

How do we deliver value 
differently than 
our competition

What business 
are we in


