
Michael Roberts (00:09): 

Welcome to the Health Connective Show. I'm your host Michael Roberts. Joined by our COO Justin 

Bantuelle and our company President Scott Zeitzer. In this episode, we're continuing our Consultant 

Insights series. I'll be picking Scott and Justin's brains on how medtech companies can connect the dots 

between their product and physicians, ultimately getting their treatment to the patients that need it 

most. You may be surprised to learn that custom developed tools can help with this process. 

Michael Roberts (00:34): 

Scott, Justin, we're back again. Thank you so much. Today we're talking about a little different topic. Last 

time we got together we went really deep in the weeds in talking about sort of the future of coding and 

whether AI coding lives up to its hype, right? And all of that fun kind of stuff. And this time we're talking 

about a type of technology, a type of system that people have done for a long time now. I's not 

necessarily like a brand new concept, but it is something that I think the needs have changed a lot. 

We've actually had like some interesting conversations about how it isn't just the same thing, like 

websites have not stayed the same in the past 10, 15 years. Like there's a lot of different aspects of how 

people interact online that have a big difference. So let's kind of set the stage here before we get into 

talking about things like physician locators, like all these kinds of different ways that companies can try 

to interact with potential patients. But Scott, let's start off with why is it so important for medtech 

companies to connect the dots between the product and the physicians that are using it? 

Scott Zeitzer (01:31): 

You know, 

Michael Roberts (01:31): 

So the great device and whoever's gonna be using the great device. 

Scott Zeitzer (01:35): 

Bottom line guys, is they're making devices so they can sell those devices. So you better do a good job of 

connecting the dots between the device and the physician or the surgeon. And you know, it's one of the 

things that you learn when you're a sales rep, and I sold for quite some time, was like, here are the 

features and benefits of said product and here's what it can do for the patient. 'Cause 99% of the time 

fellas, when you're selling a particular product out there, the surgeon, the doc, they wanna know like, 

how is it gonna help my patient? How is it gonna make their lives better, easier? Sometimes it is about 

like, wow, this is gonna be faster if I use this particular device, et cetera. So the criticality here is, and I 

think anybody listening to this podcast, it's just simple capitalism. 

Scott Zeitzer (02:18): 

It's, we've got to get that point across. You mentioned surgeon locator. It's, I think the next thing is, 

alright, I'm doing a good job in my head of explaining the features and benefits of the product, and part 

of it is this is why it's good for the patient. How do I get that information to the patient and then how do 

I utilize the surgeon to also get that information to the patient? 'Cause that's a double win for 

everybody. Like if you're the vendor of a particular product, hey I've got this magical box, it's gonna do X, 

Y, and Z, it's really gonna help your patients. Great. Doc thinks that's great. And then you'll see this a lot. 

I mean we've all been up late at night and wondering, "wow, am I that old that I'm getting all of these 

ads?" Usually these are pharma ads, but there have been medtech, uh, Zimmer Biomet's, uh, paying a 

lot of money, I presume for Arnold Schwarzenegger to talk about a lot of the Zimmer Biomet products. 
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But you also want patients to go to their doctors and or surgeons and say, "hey, I heard about this, can 

this help?" 

Justin Bantuelle (03:17): 

And that's the driver of the physician locator, right? Because the reason someone would be looking for it 

is that the patient knows about the product and is trying to connect it to someone who can utilize it. 

Scott Zeitzer (03:25): 

Absolutely. And Justin, you have built out with your team quite a few of these things. And Michael, you 

mentioned this like in the beginning, a surgeon locator was nothing more than a checkbox. It was like, 

okay, I got X number of surgeons, physicians, whatever it is, physician locator, surgeon locator, they're 

using the product, I'm gonna put them into a list, I'm done. They go online. It's not that hard, everybody, 

I shouldn't say this because Justin's gonna be like, but I built it and it is a little bit, but in essence J, I don't 

think that at its base core having a page with a zip code lookup and pulling the closest one to that zip 

code is that, is that big a deal. Again, I'm not the one coding it, J's team is doing it. But where you start, 

where things have changed over the years and where you can really take advantage is everything that's 

happening behind. 

Scott Zeitzer (04:16): 

So on the front end side, it should be simple, it should be elegant. It's a zip code conversation. Like you 

mentioned J, "hey, I'm a patient, I'd like to know more about this box." This is my zip code, who's using 

the product, right? But Michael, bring you in as the chief marketing officer. You know, there's a lot of 

information that's occurring on the backend that we need. When you and I talk to the marketing team 

and the sales team, we have a lot of conversation. I wouldn't mind you talking a little bit about what 

questions we're asking. 'Cause instead of it all being about me and Justin then explaining how he gets it 

done, what kind of questions do you ask the marketing team? 

Michael Roberts (04:53): 

Yeah, so a lot of it is we are trying to talk about like how are you sharing this information? Do you know 

which zip codes? I mean theoretically you should be able to figure out like which codes were actually 

searched <laugh> and which doctor was actually searched. And depending on how their locator is set 

up, like presumably the patient, the person that's interested in this product is going from the medtech 

company's website to the actual surgeon's website, to the practice's website. How often is that 

happening? Is the practice seeing any of that? You know, there's kinds of different referral codes and 

stuff like that that you can set up even in that outgoing click to say like, this traffic came from Medtech 

Company XYZ. So like there are ways that you can start setting up different types of attribution and that 

process is changing all the time, but getting some sort of attribution, and attribution's always tough and 

messy. But these are one of the things that you can do to actually start seeing that journey and start 

having those conversations with the physicians beyond just like, "Hey, we've got this, you're on the list." 

But actually like no, no. We had like according to this, there's like a good 30 people that left our site to 

go go to your website this past month, this past quarter, whatever that may be. 

Scott Zeitzer (05:59): 

Yeah. You know, it's interesting Michael, that you bring that up. I was at the OSET, which is uh, 

Orthopaedic Surgery and Emerging Technologies out in Las Vegas. And I was talking to a couple of 

people at a booth. It was very funny. It was like one of the head marketing guys, the head of sales and 
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somebody was like a regional salesperson in Chicago, and they didn't like their surgeon locator. I'm not 

gonna talk about the company, it's not appropriate. But they didn't like their surgeon locator. And I said, 

what? 'Cause they said, we just don't like it. It sucks. And I said, well why do you think that? And it was 

all that stuff that you brought up. And as a former sales rep, there's only so many times you can walk in 

and say, what do you think of the box? Do you want to try it? <laugh> And being able to walk in and say 

to the doc, "Hey, do you know that 35 people were sent over to your website? I'm not sure how many 

people asked about the product, but I'm showing 35 people." And guys just so there's a way to do it. 

Justin Bantuelle (06:52): 

Or even if you're trying to sell to somebody new, say like on average we're seeing this much traffic to 

Scott Zeitzer (06:57): 

Yep, you're absolutely right. You're not even in the surgeon locator yet. Would you like to be in it? And 

you're on average we're getting this. There are HIPAA compliant ways. So I don't know the name of the 

patient. I wanna make sure that patients listening, like no idea. But that's very critical. But on the 

backend to keep track of that, things need to be built that Justin's team builds. Justin, in addition to that, 

how to add, edit and delete the surgeons. 

Justin Bantuelle (07:23): 

Yeah. Data integrity is very significant aspect of it, right? Like where are you housing this information 

about your customers? How are you getting it accurately updated? Like if a physician leaves a hospital, 

then did you remove them from it? It's coming from an ERP system. Is it coming from Salesforce? Do you 

just have it like people are uploading a spreadsheet that they're maintaining? You can get into some 

pretty messy stuff if your data is not well maintained and well organized. 

Scott Zeitzer (07:51): 

And you bring up a good 

Justin Bantuelle (07:51): 

And that's where a lot of these shortcut solutions are. Like you build it quick, you build it fast, and the 

data gets stale so rapidly that it starts to actively like harm your credibility when patients are 

Scott Zeitzer (08:02): 

That is what I was gonna bring up, harm your credibility. I can't tell you how many times as a rep, like 

whether you go in thinking like, all right, this is great. I'm gonna tell 'em that X number of people came 

to the site and they're going, yeah, but it's the wrong information. You don't. And I'm like, oh, come on. 

Justin Bantuelle (08:16): 

Yeah. Yeah. 

Scott Zeitzer (08:17): 

And what makes it worse, excuse me, is that you then need to call somebody <laugh> and they need to 

log in, and they need to, and you're going, well why wouldn't you design a system that you could do that 

on the backend by yourself? Whether everybody has their own ways that they would approve it. 

Whether it's the sales rep or it's the marketing person, whether it's the tech, whatever, it just depends 
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on how each company does it. But all of those things need to be built so that it'll work. How is it looking 

on a phone? How is it looking on a laptop? How do you keep track of all that? So surgeon locators, I 

think like when I look at a lot of them, I think it's one of those things as the owner of this business, I 

always go like, yeah, I can help that company, I can help that company, I can help that company. And I'm 

always surprised at how many of them where you're just going, wow. 

Justin Bantuelle (09:01): 

There's also a regulatory consideration that goes into it because trying to draw attention or favor to 

particular physicians, right? You wanna highlight your uh, the people who are, yeah, your key customers, 

right? Like the your key physicians who have used your device the most, they have the most experience. 

But you have to kind of find that balance between endorsement and factual representations of 

information that might infer something that you're genuinely not trying to play favorites. But there is 

information about how many procedures people have done and whether you can slap a badge on that 

says over 50 procedures or over a hundred procedures performed. Just like factual, right? And different 

companies have different ideas about this kinds of things, but ways to drive more engagement, create 

more value for the patients who are coming to your site to then try and encourage them to take action 

from it, right? You want them to follow through, but it gets muddy around what you can and can't do. So 

you really need people who are familiar in this space to build something that's compliant but still 

valuable. 

Scott Zeitzer (10:04): 

Yeah, I think from my perspective, it's one of the jokes I always say, guys, and you've heard this many 

times before, it's like you never want to hear from anyone, "This is interesting. I've never done this 

before." I always make it about the doctor of a lawyer. Like when your doctor says this is interesting, 

you're going, oh God, I don't wanna be interesting at all. And when it comes to surgeon locators, we've 

built so many of them. Sometimes it's about knowing the questions, like we ask the questions they may 

not even know to ask yet because we built so many of them. And to your point J, it does go back to like 

every company's gonna be different about what they're comfortable putting on that page. Forget about 

the back end for a second. Just, hey, how many times you done 

Justin Bantuelle (10:42): 

The actual user experience? Yeah. 

Scott Zeitzer (10:44): 

Let's just talk about what you're comfortable doing and not comfortable doing. Then we can figure out 

what to do on the backend. 

Michael Roberts (10:49): 

Yeah, I was actually gonna ask about that. 'Cause one of the types of things that we've done in the past 

was, hey, you should get this wellness check. You should get this kind of scan. And that particular case, it 

was like, look, everybody who does this particular type of procedure should be listed, right? Like you 

show too much favoritism. Just because they may use our product doesn't mean that you can't get that 

same scan done somewhere else. Right? But you know, if you've got something where you're doing the 

robotic joint replacement, right? Just to use orthopedics to stick with that. There's a level at which you 

can say like, "Hey this doctor uses this robotic device." Right? Because part of the reason that the 

potential patient is there is because they want to know who does the procedure with this thing. Right? 
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So I'm just trying to lean into some of the specification there, like what companies can and can't do. And 

you know, lawyers are gonna advise them on this all the time. But yeah. 

Justin Bantuelle (11:37): 

And sure that's, that's a pretty standard and comfortable, it's just to say like all of these people have 

acknowledged that they perform procedures with this. It's the more qualifying statements that you start 

tacking onto it. 

Michael Roberts (11:49): 

Yeah, sure. 

Justin Bantuelle (11:49): 

That's what where it where gets a little messy. 

Scott Zeitzer (11:52): 

Most of the devices, especially the robotic systems, most of the robotic systems, part of the process of 

adding the doc or the surgeon onto just forget about the list. Forget about the surgeon locator list. It's 

like hey, you can now use this particular robotic system because they've been trained to use that. And 

this goes back to that process of how you keep that surgeon locator, that doctor locator up to date. It's 

like well if that's the case, no we don't want anyone to use the robot unless they're trained. Well at that 

point, when they're trained what happens? Are they added to the locator, or does somebody have to 

remember to call the one person who does it? Which guys, all been on the call where they're like, "oh 

yeah Diane's on vacation." But making that part of the process so it's integrated. Making it so that, and I 

was just having a conversation with that one group I was talking about like where you don't want as a 

salesperson, I make fun of myself and we're very bad planners, salespeople and everybody listening. 

Scott Zeitzer (12:51): 

I can't tell you how many times I've been in awe and wonder at Michael taking responsibility for setting 

everything up. Here's when the dates are, here's how we're doing it. And I'm like, "What are we doing 

today? Oh okay. Okay." And I can't tell you how many times a salesperson has called into a marketing 

person to go like "How many people went to blah blah blah?" And you're like, "I'm having lunch man, 

can't you call me the day before?" <laugh> "No!" <Laugh>. Well that's again one of those things where 

it's like on the front end it's a surgeon locator on the back end. Wouldn't it be great if the salesperson 

could log in and just answer that question themselves? Couldn't there be some sort of system where, 

hey I noticed that the zip code isn't right or that doctor's no longer there? Whether you allow the 

salesperson to do it themselves or whether it has to be approved by whomever, it could be built in. 

Justin, you've done that all the time. That type of stuff. That's the kind of stuff that makes a surgeon 

locater--I've worked with too many orthopedic surgeons over the years, so it's always surgeon locator--

but that's what separates out like a good locator from a bad locator, quite frankly. And the HIPAA 

compliance part, I know we personally we're third party certified as being HIPAA compliance 

Justin Bantuelle (13:56): 

We're verified. It's not a certification 'cause there's no such thing as a HIPAA certification. But yeah, 

we're verified for sure. 

Scott Zeitzer (14:01): 
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Yeah. I always make that mistake everybody and thank you J. I think that's a critical component. There 

are other companies, we're not the only one. But work with a company that's been there, done that. 

Work with a company that is verified, not certified. And I think you'll be in a better position when you're 

starting with the project. 

Michael Roberts (14:17): 

Yeah, there's some interesting things around all this too. Like I want to talk about verification and we've 

talked about like being able to track sort of like what that patient journey is. There are more and more 

things that are interfering with attribution, right? Like just, hey, people's browser settings. Like there's 

all sorts of much more privacy minded browsers. There are even plugins that you can put in Chrome. 

The one that wants to suck up every single bit of information about you that it possibly can. There are 

these different things that are making it more difficult. But one of the conversations that we've had is 

around like, hey, even if I can't give you an exact number because of some of these different interfering 

factors, we can look at trends. Are people engaging? Are people coming through? Are you like ready and 

set to handle them? And like there's a whole separate conversation, right, about like is the practice 

ready to receive a patient that is actually sharing some information? Like, do you have anything on that 

hospital website, that practice website that says like, "yes we use product X, Y, Z and here's why you can 

know that we're gonna take care of you." 'Cause there's very definitely some? 

Justin Bantuelle (15:21): 

Don't drop, don't drop them on a homepage, right? Like make them fish for information. Yeah. 

Michael Roberts (15:27): 

Here's the two surgeons that do this and we're never gonna show them <laugh>. 

Michael Roberts (15:31): 

So like people get there and it's a very jarring experience and they just go like, "well I guess they do. I 

don't know who it, it would be" like, 

Justin Bantuelle (15:37): 

Especially if you're talking like landing on a hospital system, like yeah. 

Scott Zeitzer (15:41): 

The worst, right? And again, that goes back to when you've got an appropriate interface on the backend 

of tweaking those things. So, empowering your sales force to work with the marketing for uh, team to 

really take care of their customers, the physicians, is what separates it out, right? So to your point 

Michael, there are a lot of websites out there. Forget about the hospital site. A lot of websites out there 

which basically just say like, "Hi, I'm Dr. X, I do these things, I play golf, I love my children." Okay. No 

information about how they're experience doing a particular procedure, what to expect when doing a 

procedure. Forget about all that. And to your point Michael, it's a great opportunity for the salesperson 

to be able to say, what are you doing? How are you presenting yourself? We have a whole separate 

division of our company, P3 Practice Marketing, that focuses just on that. But getting them prepared for 

that is gonna be very helpful. And again, it allows the salesperson to walk into the office and stop just 

talking about this one product but talking about the bigger picture. Same thing with the hospital on the 

other end. Hospitals of course have very large websites, but they're complex and they're meant to take 
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care of everyone. And there is no easy way to get everybody where they need to go. That could be a 

whole different podcast about that. And there have been many. 

Justin Bantuelle (17:10): 

A critical aspect is just considering that user experience, right? And so the group building it, working 

with the teams that are asking for it, they'll ask the right questions, they'll engineer this in a way that 

you realize like, oh I didn't think about that. I was gonna send 'em to the website. What does that mean? 

Where am I sending them on the website? If people don't have a, if a physician doesn't have a good spot 

to drop them, should they make it? Can I let them know that that's a gap that they should go fill? 

Because like I can add more value to you, right? Then suddenly you're coming with a value proposition 

back to your customers and improving the experience for the patients. Like it is just better all around, 

right? But it's so easy to just miss that. And to your point Michael, right? 

Justin Bantuelle (17:53): 

If you don't have somebody who's very analytics minded, who's very focused on how do we iterate, how 

do we improve, what is that user journey? What is that user experience throughout the entirety of it? 

It's a very easy thing to overlook or neglect, especially on a first pass. And then to your point at the 

beginning, Scott, right? A lot of people build these and they just go, "Boom, I'm done. I got it. I put in a 

zip code and I get results. What else do you want from me?" And <laugh> there's quite a lot more you 

can do to make it valuable as opposed to just viewing it as that checkbox item, so. 

Michael Roberts (18:24): 

Yeah, and even from the perspective of just like how are you getting patients into that journey? There 

are some companies that we've seen that like they built it and then they never talk about it again. They 

didn't like, you know, and so it just kinda languishes because like if you're not actively pushing that, if 

you're not making real estate forward, if you're not looking for ways that you're gonna drive people to 

that kind of system, that type of resource probably isn't gonna be like a data rich system that like 

Google's gonna go, yes, we should send a bunch of people here. One of the things that I've seen is some 

startups in the ortho space in particular, they were using Facebook campaigns, different types of Google 

ad campaigns to drive people to that spot. Or either driving them like to a landing page, which they 

could then go to that location. So you have to think about all the pieces of it. 

Justin Bantuelle (19:08): 

You can incorporate the locator into a page where, here's a bunch of content and then here's how you 

can find someone if you're ready to go on it, right? Like you can leverage this on more than one page. It 

doesn't have to be just, here's the locator. It exists in its own little space and just like, hope you know 

what you're doing <laugh>. You can contextualize it. You can embed it. Yeah. 

Scott Zeitzer (19:27): 

I think it kind of goes back to that whole thing of the way that we attack a problem is much more from a 

holistic perspective of what are you trying to accomplish here? What's a win for you? So when you think 

about surgeon locators or any particular project, in this case we're really focused on surgeon locators, 

but it's like, let's take a step back. Why are you doing this? What is a win for you? Are you budgeting 

time and effort so that it's always kept up? So that to your point, Michael, you just brought up an 

excellent point that it's not gonna languish somewhere. You're gonna put some budget and or time into 

getting people to actually go to the surgeon locator so you can take advantage of it. These are the kind 
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of things that we bring to the table when we're talking about a particular product before we even go 

like, "Yeah, that seems like a good idea, let's start working on it. 

Scott Zeitzer (20:12): 

We'll give you an estimate." And then it's a matter of triage, right? It's like at a minimum you're gonna 

need these things and if you add these things, yes of course it'll cost more money, we're doing more 

work, but here's the value you'll get out of that. And if you're ready for it now, that's great. If not, it can 

be added, which is another big part of any application when you're building it, is how do you maintain 

it? How do you add to it, right? All of that. What happens when iOS, well now it's all by the year so it'll 

be a lot easier. iOS 27 comes out or 28 or whatever. How is that tested? How do you make sure, do you 

keep hiring the company that built it or do you hand it off to your IT team? All that. We've done it every 

which way. But I think those are the questions that need to be part of the conversation as well. 

Michael Roberts (20:55): 

Lemme bring it down to a couple questions and we'll kind of use this to kind of wrap up. But first 

question being, who is this good for? Who's the best company to use these kinds of systems on their 

websites? 'Cause it's not for everybody. So who's it good for? And then who's it not good for when we 

start looking at medical advice companies? 

Scott Zeitzer (21:14): 

Can I jump on that please? So good for, would be let's lead out some people first. So it's not good if you 

just came out with a new IV tube or something like that, you know. So there are a lot of devices that 

come out where frankly the patient would've no idea or not care at all about what it is that's used. Like 

wow, we just came out with a new scalpel <laugh>. I'm not gonna change who I'm going to based on 

some of that. So if it's extremely generic, may not be generic in the doc or the surgeon's hands, but as 

far as the patient's concerned, not really something you need to worry too much about it. If it's very 

technical or complex and hard to explain where the patient again would be, "I have no idea." And this 

goes back to there are some knee systems, hip systems, we keep talking about orthopedics or spinal 

systems where honestly you have to make a decision about whether you're gonna push that particular 

system. 

Scott Zeitzer (22:08): 

So now that we've gotten the ones you don't use outta the way so to speak, hey I've got a product I 

think the patient would like to know more about surgeons that are implanting that product or doctors 

that are using that product to solve their particular pathology or need. That's when the surgeon locator 

becomes critical. And then it's gonna be that, again, getting into the holistic part, how do we explain this 

to the patient about what their benefits are in a way that's understandable to the patient? How do we 

connect the dots between, as we just started, between the patient and the physician in a way that 

makes sense for the surgeon, for the patient, for the company. Those are the things, right? So I think I 

answered your question okay. Did I miss anything on that? 

Justin Bantuelle (22:55): 

One of the thing I would maybe add, I think we've seen a bit with the pain management side, a lot of 

these are pretty significant procedures that cause a fair amount of trauma to the body because that's 

just a necessary component of it. And recovery pain management, we've seen groups who want to 

educate patients on, hey, this is a treatment that can really make your recuperation faster, more 
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comfortable, so on. So here's the physicians that utilize our product as part of the post procedure 

recovery. I've seen that as well in addition to the device itself. 

Scott Zeitzer (23:29): 

A hundred percent. There are a lot of long acting pain block medications, whether that's actually the 

medication or whether that is something that blocks the electrical impulse, et cetera. It's not the 

procedure, it's just part of the post procedure. But yeah, 

Justin Bantuelle (23:47): 

It's the part that most people are actually patients are most worried about, right? 

Scott Zeitzer (23:51): 

I remember when I first started making websites for surgeons, they were always like, "Look at these cool 

cuts I made," and you know, it'd be this big bloody picture. It was gorgeous to somebody who worked 

like as a biomedical engineer who works with orthopedic surgeons, like that's beautiful. Your patient 

does not want to see that. No. What they wanna see is how quickly they can get back to normal. And 

what is the process? 

Justin Bantuelle (24:12): 

And be assured it's not gonna hurt too much <laugh> 

Scott Zeitzer (24:16): 

Please, right? I mean, you know, that's a big part of it. Sure. 

Michael Roberts (24:19): 

Yeah. There's definitely a lot of research into understanding how patients are selecting, you know, how 

they're actually going into these different procedures and there's a number of ways to tackle that that's 

outside the scope of what we're talking about today. But there are a number of ways that you can go 

after that kind of information. And definitely so critical. And then the final question that I'll ask is like 

websites, a lot of people already have these, they may have one that they like or don't like. And then 

what? What do you do with the one that you don't like? Is there any redemption? Is there any way to 

make it better? Is there any way to hope for the best? Like what, what are people gonna do when they 

have the one that they don't like and they're just looking for some sort of aspect of this to be better? 

Justin Bantuelle (24:59): 

I think you touched on it earlier, Michael, when you talked about the kinds of attribution analytics. Like 

understand why don't you like it? Right? What's specifically wrong with it? And getting into something 

that's more objective metrics, that's hard numbers, will help take something from a qualitative 

standpoint into a quantitative standpoint, right? So are there friction points? Are people falling off? Is 

just no one actually getting there. Is it driving traffic? Like if it doesn't look good, it's like yeah, refresh it, 

but are people using it already? Is that actually what's wrong with it? Is that where you can best spend 

your dollars on it? In terms of whether something's salvageable, a lot of that is gonna come down to 

how it was coded on the backend and that's gonna be on a case by case basis. So some things might be 

too archaic or have been built in a very strange way that's very difficult to update. So it's, hey, how much 

money do you want to throw into trying to train someone new up on how it works to add a feature 
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when maybe you could have spent the same amount of money building something from scratch that 

you love substantially more? But I would say starting by getting an honest assessment of how it's doing 

<laugh> will help you answer what to do next. 

Scott Zeitzer (26:07): 

I back that a hundred percent. Yeah, it is about the numbers. It is about taking a look at when you're 

having a conversation. It's not just with, this has happened a lot where we'll talk to somebody and they'll 

tell us like "we hate our locator." And you go like, alright, what specifically don't you like? What 

numbers, to your point? And that's the conversation. 

Justin Bantuelle (26:26): 

And start measuring, 

Scott Zeitzer (26:26): 

Start measuring. 'Cause you have to go to your boss and have a conversation as to why you wanna add 

dollars to a budget that wasn't going to include that. "I thought I was done. Now I have to go back to it?" 

"Yes. This is what we're not getting. Here are the numbers. Here's what I think we could get out of it." 

And again, to your point Michael, it wouldn't just be about the cost of developing, it would also be about 

what's the cost of getting people to it so that we can really take advantage of it and really get a better 

return on investment. 

Michael Roberts (26:56): 

Yeah. So like if I'm, I'm gonna try to pull together like a few different things that we've mentioned just in 

terms of like if this was something a company was interested in doing or if this was something they were 

really exploring. I think the very first thing, and it's the thing I just kind of mentioned very quickly, but 

that like really understanding the audience research of, do people that yes want to get this type of 

procedure go to look at things like which type of robotic devices are being used, which types of 

implants, like whatever the specifics are for that procedure? But there's a lot that you can get. We've 

had a, one of our guests on, Dean, that works with Feedback. I think it's, I'm blanking on the full name at 

the moment. We'll include the link in there. But he does a lot with qualitative and quantitative research, 

you know, and really digging in like, how do people talk about these things when they go on Reddit, 

when they're in these like kind of more obscure forums, unless you have this particular procedure. 

Michael Roberts (27:46): 

But that's the type of information that you can get to see like what is that patient journey, where are 

they looking, where are they trying to go? Then all of the subsequent conversations about like is this 

worth investment, is it not? Those sorts of things, they kind of start to line up. So it's very much like we 

are focused very much on the software side of things, but this kind of more holistic approach. Dean 

Browell is his name. I just remembered, there we go. B-R-O-W-E-L-L. Shout out to Dean. But these kinds 

of things, like we are a piece of a much bigger plan and people have to think about that when they think 

about like, "Oh I wish this part of the site was better." But then you have to start looking at, do I have 

real numbers? Can I get real budget information about like fixing this versus creating something new. So 

whatever that may be. Guys, whew. We talked about it, we got through it. There's a lot of stuff that we 

explored there. So thank you very much. Any final words, any final thoughts on that before we wrap up? 

Scott Zeitzer (28:36): 
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Michael, I'm gonna say it. You did a great job of doing the wrap up for us. 

Michael Roberts (28:39): 

Boom! Man, best episode we've ever had. That's it right there. <laugh>. So that's, that's my win. Thanks 

everybody for listening. Have a good one. In this episode, Scott shared insights into how medtech 

companies can connect the dots from the product to the physician and ultimately to the patient. Justin 

shared how custom physician portals can support these efforts and what to consider when building one. 

Thank you to our viewers and listeners for joining us for this episode. For more on the Health Connective 

show, please visit hc.show to see previous episodes. While you're there, you can sign up for our 

newsletter to get updates on new episodes and medtech industry news and observations. 
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