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CASE STUDY: STRATEGIC MARKETING PLAN FOR HOME HEALTH 
 

 

   

 

 

 

 

Organization 
By 2019, Southeastern Home Health Services had grown from a single location in suburban Philadelphia to 12 
locations across Pennsylvania and Virginia with services encompassing traditional home health, hospice, heart 
failure disease management, palliative care, wound care, lymphedema, geriatric care, gero-psychiatric, oncology, 
mobile primary care, and telehealth programs. At that point, Geneva Glen Capital, Southeastern Home Health 
Services’ private equity firm, was eager to build up the business at an expedited trajectory in order to prepare a 
sale of the organization within the coming two to three years.  
 
The Southeastern Home Health Services executive team hired DeTora Consulting to develop a three-year Strategic 
Marketing Plan which would include a complete rebranding of name and logo, as well as a digital overhaul.  

 

Challenge 
In order to achieve the success required by Geneva Glen Capital, Southeastern Home Health Services was required 
to re-position itself as the place to go first when consumers need the highest caliber of home health care. Between 
market share, media, and creative analysis, it was clear Southeastern Home Health Services must move from a 
highly localized brand to a broader regional presence. It was also critical to highlight Southeastern Home Health 
Services’ specialized expertise, experience, and technology to elevate its brand from the non-skilled competitors 
who are extremely active with media messaging in the marketplace. 
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Approach 
The Strategic Marketing Plan (SMP) was insighted from the evaluation of profit & loss statements, market share, 
physician referral and leakage statistics, out-migration patterns and market growth projections. DeTora Consulting 
then conducted primary and secondary quantitative and qualitative competitive research. Once the required 
rebranding and digital strategies were determined and completed, the marketing launch could begin. Southeastern 
Home Health Services was rebranded Southeastern Health Care at Home (SE). 
 
The SMP outlined an integrated approach in phases. Phase One targeted the primary and secondary markets and 
includes “mass media marketing” initiatives to achieve SE’s goals, and “niche marketing” initiatives for service lines 
not explicitly covered in the mass media marketing. The mass media marketing included communications channels 
that enhanced SE’s market position including a mix of B2C and B2B traditional and digital mediums. The niche 
marketing included direct-marketing channels such as direct mail, physician initiatives, public relations, and other 
non-mass media approaches to drive business to designated services.  

 
In Phase Two micro-targets personalized messaging in the primary and secondary markets as well as focused heavy 
emphasis on the expansion areas within the tertiary markets. Phase Two recommended that SE adopt a 
reinforcement media strategy in the primary service area (PSA) and directed heavier media toward the secondary 
and tertiary service areas (SSA and TSA). It was highly recommended the introduction of the Customer Relationship 
Management (CRM) and Physician Relationship Management (PRM) also include additional Account Executives.   

 
Key messages to physicians varied between hospital-employed physicians, non-employed referring physicians, and 
non-employed attending physicians, as well as technical and clinical staff.  Market segmentation within a PRM 
System was recommended.  The PRM system is a data warehouse designed to: 

• Strengthen physician relations and alignment 

• Assess local physician market (demographics, specialty, payer mix, profitability, hospital affiliation, etc.) 

• Find splitters and better manage outmigration patterns 

• Identify high-value physicians 

• Increase profitable revenue 

• Improve the coordination of care 

• Report the activities and value of Account Executives 

• Report physician “issue resolution” for operational and clinical improvements. 
 

The PRM tracking system was integrated with an external physician database with claims data to determine 
those loyalists, splitters, loyalists to other home health competitors, and new referral sources to the 
marketplace. Tactics were outlined, tracked, and reported throughout the system, clearly identifying direct-to-
physicians return-on-objectives.  Tactical efforts were weighted in three segments: Reinforcement, Penetration, 
and Expansion. 
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Phase Three initiatives were all about making SE the national expert in home health with efforts on clinical standard 
of excellence certificate programs and partnering with the nation’s best healthcare organizations to development 
methodologies for a newly developed U.S. News & World Report “Nursing Homes” rankings. The integrated, phased 
approach outlined in the SMP focused SE’s marketing resources to drive ROI through increased volumes of more 
severe cases within high-margin services that feed downstream revenue. 
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Results 
Through the SMP business analysis, goals were forecasted as part of the ROI valuation. The plan’s execution 
exceeded 25% volume increase across the board in the first year. Based on this sales and marketing success and 
SE’s efforts to continually form partnerships with prominent acute care providers, in June of 2021 AccentCare 
announced it has purchased SE from its parent private equity firm Geneva Glen Capital.  
 
Owned by global PE firm Advent International, the Dallas-based AccentCare is a provider of home health, hospice 
and personal care services, as well as private-duty nursing and care management services. The company has more 
than 250 locations across 31 states. 
 

Creative Samples 
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