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WHY?

Platelet Rich Plasma Market Size, Share & Trends Analysis Report By Type, By Application (Orthopedics, Sports Medicine, Cosmetic

Surgery), By End-use (Hospitals, Clinics), By Region, And Segment Forecasts, 2021 – 2028 – Grandview Research

$476 M
Global PRP Market in 2020

12.0%
CAGR from 2021 to 2028 29.8%

Orthopedics Largest Revenue Share

Global PRP Market 2020



Think like a 
CEO
- Have a vision for your role.
- Become the voice of care, not just a care provider 



Take “Business” and Dissect It!
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The Characteristics of the Six Board Members of Business

Product │Service Company Strategy Profit Structure Operational Functions Capital Position Outside Factors

Customers

The “What”

About

The Objective

Business Objective

Operational Objective

Methods

Revenue Side

Cost Side

Financials

The Workforce

Sales & Marketing

The Company Engine

Implementation Cost

Financial Position

Raising Capital

The Industry

The Climate

The Stakeholders
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Patient Framework
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Sales Mindset
Outcomes Focused
Saying yes is based on an Emotion: FEELINGS

What it is going to do for me!



Have 
Systems in 
Your Clinic

Patient Journey Starts with YOU 

1. Starts @ social media, 
website, advertising,
2. KEY is in the appointment 
phase!
3. What Happens when client 
walk-in? VALUE THEIR TIME
3. Check & Measure
4. Ask for Feedback
5. Improve & ReassessEach and Every Step from Entry to Exit

Must be written down



Sometimes you have to say no to the 
professional.
… and say yes to personal
~ Daniel Clearfield, DO

Its not about the medical 
history…Its about the personal 
history. 
~ Rikin Patel, DO

ASK QUESTIONS.
- What are 3 things you can’t do as a result of 

your pain
- What are 3 things you want to do if you are 

pain free
- What is it going to mean if you are able to 

achieve those goals.

CONNECT TO YOUR CLIENT
HISTORY IS ALL ABOUT LISTENING……



Have a Pitch

- LEAN: 60 seconds or less
- DO NOT TALK ABOUT THE 
SCIENCE
- Illuminate their pain point; you 

have the solution
- Confidence & Sincerity
- Staff Takes Over 



Marketing 
Pearls

- Say More with Less
- Don’t Make False Claims
- Know what you can & can not 

say
- Do not want to open yourself 

up to the FDA
- Patient Experience Reviews not 

Outcomes.



Leverage 
patient-
reported 
outcomes

real world data

SCIENCE IS CONFUSING: HELP US MAKE w/ SAFE & EFFECTIVE TREATMENT OPTIONS. 
WON’T DRIVE PATIENTS TO SAY YES!



Databiologics
2nd annual 

report. 



Current
Opportunity

Enhance 
Per Patient 
Value.

100/wk
• Every Patient is a Lead

10/wk
• Conversion rate 10%

$500/case
• Average sale

$5K/wk
• Annualized: $260K/year
• Profit Margin: 25% = $65K



Growth 
Opportunity

Understand 
Levers

Compounding 
Effect

110/wk
• Every Patient is a Lead (Increase 10%)

22/wk
• Conversion rate (Increase to 20%)

$600/case
• Average sale (Increase $100)

$13K/wk
• Annualized: $686K/year
• Profit Margin: 30% = $205K



Lifestyle 
Opportunity

Less 
Patients

More Per 
Patient 
Value

50/wk
• Every Patient is a Lead

25/wk
• Conversion rate (Increase to 50%)

$750/case
• Average sale (Increase $750)

$19k/wk
• Annualized: $975K
• Profit Margin: 40% = $390K



www.thinkbusinessmd.com

www.tobinetworks.com

Success in medicine and in business requires the same thing: 
shifting your perspective — finding the extraordinary 

potential in the ordinary.

http://www.thinkbusinessmd.com/
http://www.tobinetworks.com/
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