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HHC Retailer Best Practices 

Annual Gross Sales = $1Mil - $1.5Mil 
Revenue Mix = 1/3 Medi/Medi, 1/3 3rd Party & 1/3 Retail 
Gross Profit Margin = 48% (COG=52%) 
Net Profit = 8 – 12% (12-15% if fully automated) 
Showroom = 1200 – 1500 sq. ft. 
Sales/sq. ft./year = $800  
Gross Sales/FTE = $150,000/yr (up to $200,000/yr if fully 
     automated) 
Advertising Budget = $800 - $1500/mo 
         (print + TV or radio) 
 



HME Advertising Budget 
(5% of $1 Mil Gross Sales= $50,000)  

Media % $ 
Yellow Pages   5%   $2,500 
Newspaper 20% $10,000 
Radio/TV 35% $17,500 
Web 10%   $5,000 
Direct Mail 10%   $5,000 
Health Fairs/Shows 10%   $5,000 
Open Houses   5%   $2,500 
Misc.   5%   $2,500 

Event 
marketing 
= 25-35%  



Create Your “Shell” 

HME Specialists 
 Total Health Solutions 
Equipped for Life 
Better Life Home Medical 
 The Healthy Living Store 

= Name/Logo/Tag Line 



Design a Logo 



Add a Tag Line 

We Treat You Like Family 
We Care About Your Health 
Caring for Your Health & Wellness 
We Serve and Care for Our 

Community  



Business Cards 

 



Marketing Tools for  
Retail HME’s  

Fliers 
Brochures 
Sales Folders  
Catalogs 
Videos 
Sample Program 

 In-Services 
Seminars 
Direct Mail  
Open Houses 
Disease 

Management 
Programs 

  Does your vendor coop program include these?! 



Fliers 

 Handouts 
 Newspaper 

Inserts 
 Print Ad 
 Mailers 
 Rx Bag Stuffers 
 Car Window 

fliers 



Fliers 

Announce a 
 Grand Opening! 



Fliers 

 Introduce your 
new HHC business 
to referral sources 

 Ask what 
products and/or 
brands they prefer 
for their patients 



Dear Healthcare Provider, 
 

Welcome to Family Home Health Care Pharmacy.   
 

We offer a complete selection of home medical equipment and supplies.  But 
service is our real niche.  All of us at Family HHC Pharmacy are professionals 
who are dedicated to providing you with the home health care answers and 
information you need. 
 
We have the largest showroom in the Los Angeles, featuring the most 
comprehensive selection of equipment and supplies for virtually any home 
treatment or rehabilitation program prescribed for our customers.  And we pride 
ourselves on being specialists in medical equipment for the home. 
 

Family HHC Pharmacy is recognized for achieving the highest level of care that 
exceeds all State and Federal regulations, having been awarded accreditation with 
commendation. 
 
Rentals.  Sales.  Repairs.  Patient Education.  Product training.  These are the 
services we provide beyond the sales of home healthcare products.  We have 
been meeting the home healthcare needs of our community since 1983, and our 
pledge is to continue doing so each and every day. 
 
Please don’t hesitate to call us whenever you have a question or need concerning 
home healthcare. 

Sample Cover Letter 



Brochures 

 Tri-fold 
 Photos store 

& staff 
 Photos 

customer 
service 

 Map sales 
territory 



 







Sales Presentation 
Folder – Left Side 



         
       Mobility Products   
     Homecare Bedroom   
        Bathroom Safety   
    Compression Therapy  
      Respiratory Therapy  
        Insurance Coverage  
              Our Services   

  Sales Presentation Folder 
(Right Side w/tiered sheets) 



Tiered Sheets 



Catalog 

Private Label 
 8-16 pages 
Generic HHC 

categories 
Drop-off w/ 

deliveries 



Newspaper Advertising 

Daily 
 Subscribers only 
 ROP vs. Zone 

editions 
 Health Page or 

Section? 
 Target with inserts 

by zip codes 
 

Weekly 
 Throw-away to every 

home in community  
 Lower rates 
 Ads read by locals 
 3 wks/mo = 4 wks 

exposure 
 
 
 



 



Multi- 
Product 

 Ads 

 Feature 1 
Expensive 
Product 

 Also offer 
4-8 
inexpensive 
products 

 Offer $$ Off 



Billboards 

   



Where to Advertise on TV? 

1. Ask your customers: 
►Favorite show (= station/time of day) 

2. Match station demographics with 
your customer base 

3. Compare cable vs. local affiliates 
4. Track, Track, Track! 



Sign a Contract 

 Film donut spots for $800-$1200 
 Run 2 weeks on/2 weeks off 
 ROS vs. Prime Time 
 Frequency + Saturation 

• 2-3 days/wk 
• 2-3 stations (entertainment & news) 

 $1000 - $1500/mo cost 
• $5 - $20/spot (vs. $50-$100/spot 

prime time) 
 





Sample Spots 

Branding 
Spot: HME 



Sample Spots 

Branding Spot: 
HHC Rx 



Sample Spots 

Sample 
“donut” 
spot for 
rollators 



PR 

Perfect Timing for Walnut Creek  
Medical Supply Company 
 
WALNUT CREEK -- Even a bad economy couldn't shake the confidence of 

Mike Kuller. 
He feels that if you can create a business with a solid customer base, put it 

in an ideal location and throw expertise with passion behind it, success 
is guaranteed. 

His answer is AllStar Medical Supply in Walnut Creek, which he founded a 
year ago. It targets primarily seniors with everything from scooters to 
walkers to knee braces to compression socks. Currently the business is 
bringing in about $50,000 a month. 

 
Result:  Week after PR in Newspaper Allstar reported highest weekly sales 

to date! 
  6  Lift Chairs 
  2 Scooters 
  1 King Adjustable Bed 
 



Peer 
Referrals 

 Ask your 
customers 
to review 
you on 
Yelp! 



Peer Referrals  

User Rating: 5 out of 5 stars (4 ratings) Austin's Pharmacy 
  
User Rating: 5 out of 5 stars by scottielover  
  
this a number one pharmacy. my parents have been with them for at 

least 50 years. my son needed wound care supplies and they were 
so personable, professional and just great to work with. the 
delivery staff are the kindest people i have ever had. I especially 
would like to thank the staff this morning when i called to have my 
medication trasferred from another pharmacy, due to the weather 
was inclement and I am diabetic for 30+ years. i was so sick and 
they were so understanding. they even sent my medication on 
there earliest delivey and I can not thank them enough. It is such a 
pleasure to be treated in such a kind way. Again, I would highly 
reccommend them. Most grateful. 

http://local.yahoo.com/profile;_ylt=AvqFB247SR4Zy1IYXUABwlWKNcIF;_ylv=3?target=arDQ1QouxY.n10e398x5RtEEcH43vtttF�
http://global.ard.yahoo.com/SIG=15kl7enqh/M=650008.13808530.13817882.5048641/D=X/S=96613770:HEAD/Y=YAHOO/EXP=1320349312/L=P.elg2KL77_uXSH6TUx97ge9YPuA2E6y0l8AAAAB/B=9OenWGKL5WU-/J=1320342112091344/K=4njE5EPPgHsJphL2SciDsw/A=5928132/R=14/SIG=10ojtblre/*http://local.yahoo.com�


Bright Plaza Pharmacy 
Like  
Anne E James · SubscribeSubscribed · 

Broker/Owner at Reliance Funding  
I've used Roy for medical equipment needs 

for my dad when he had cancer. Roy 
knows what to use and where to get it! 

Reply ·  · Like · Follow Post · October 3 at 
1:55pm 

   
   

 

http://www.facebook.com/pages/Bright-Plaza-Pharmacy/131371382602?sfrm�
http://www.facebook.com/RelianceFunding�
http://www.facebook.com/pages/BrokerOwner/103102026414472�
http://www.facebook.com/pages/BrokerOwner/103102026414472�
http://www.facebook.com/pages/Reliance-Funding/107047752661537�
http://local.yahoo.com/profile;_ylt=AvqFB247SR4Zy1IYXUABwlWKNcIF;_ylv=3?target=arDQ1QouxY.n10e398x5RtEEcH43vtttF�
http://local.yahoo.com/profile;_ylt=AvqFB247SR4Zy1IYXUABwlWKNcIF;_ylv=3?target=arDQ1QouxY.n10e398x5RtEEcH43vtttF�
http://www.facebook.com/pages/Bright-Plaza-Pharmacy/131371382602?sfrm�
http://www.facebook.com/plugins/comments_v1.php?app_id=91808904620&xid=http%253A%252F%252Fwww.stik.com%252Ffb_profile%252F1669411516&url=http%3A%2F%2Fwww.stik.com%2Froy.hanna9&fb_comment_id=fbc_5005970632702_699735_5006853039702�
http://www.facebook.com/plugins/comments_v1.php?app_id=91808904620&xid=http%253A%252F%252Fwww.stik.com%252Ffb_profile%252F1669411516&url=http%3A%2F%2Fwww.stik.com%2Froy.hanna9&fb_comment_id=fbc_5005970632702_699735_5006853039702�
http://www.facebook.com/plugins/comments_v1.php?app_id=91808904620&xid=http%253A%252F%252Fwww.stik.com%252Ffb_profile%252F1669411516&url=http%3A%2F%2Fwww.stik.com%2Froy.hanna9&fb_comment_id=fbc_5005970632702_699735_5006853039702�


Beyond Websites 

NOTE: 85% of consumers shop online to find local 
businesses.  Only 56% of small business have 
websites! 

 
 Google Plus Local: Free business listings available 
 Yahoo Local: Free business listings available 
 Google Plus Business Pages: Free map listings 
 Facebook: Free business pages 
 WordPress: Free blog as online brochure 



Quarterly Open Houses  

 Focus on a HHC category (i.e. mobility, leg 
health) and/or disease state (diabetes, sleep 
apnea, hypertension). 

 Coordinate with national nonprofit 
association’s month for respective 
category/disease state. 

 Plan a luncheon or after-work wine-and-
cheese. 

 Invite vendors to display and demonstrate 
their products. Charge them for tables to 
defer food cost. 

 Offer raffle and door prizes. 



Open Houses (cont.) 

 Invite a local hospital/medical/ 
insurance executive to present a brief 
keynote talk. 

 Send formal VIP invitations with RSVP 
cards. Call to follow-up. 

 Invite local newspapers. 
 Invite a radio station to broadcast live. 
 Host on Saturday to create a family 

event with face painters and balloon 
animal makers. 



Open House Themes  

1. Mobility – Outside in parking lot, race track 
for power chair/scooters, free wheel chair 
tune-up or steam cleaning 

2. CPAP – Dr. from sleep lab speak, free 
machine and mask cleaning, check on 
supplies 

3. Diabetes – CDE or Nutritionist speak, free 
healthy lunch, free cholesterol check 

4. Leg Health – Vascular surgeon speak, free 
compression fittings 



Open 
House 
Fliers 







Free 
Advertising 
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