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Interamerican University of Puerto Rico Universitat de Barcelona Online Business School
Abstract:
Healthcare services in the EU accounts for an average of 10% of GDP among the members' states. There are different methods of payments to providers of services including government and different private payers. All payments are based on the country or market that the Sleep Center serves. Across the EU and the majority of the World, payers require different types of evidence for reimbursement. Not only the payer, but patients also expect to receive a service based on these expectations. As a Sleep Center, we should perform a Gap Analysis which measures the difference between patient and

Interamerican University of PR
The academic offer of graduate studies includes more than 70 academic programs leading to the master's degree and 12 doctorates classified in the disciplines of Education, Business and Management Development, Psychology, Theological Studies and History.




payer’s expectations for the amount of money paid.

References:

Expectation will be divided in two categories: ClinicalYan Xue and Nikos Kontos (2020), Show Me the & Technical Services and Patient’s Experience. DuringValue: Understanding the Payer Landscape and this presentation we will focus on the patient as centerEngaging with Payers in Europe ,
of the process    complemented by the clinical andBlue Matter Consulting European Payer

technical portion of services at the Sleep Center.

Landscape Posted on February 24th, 2020

During the conference the audience will understand the
differences	between		the		services	and	productsEurostat Statistics Healthcare expenditure companies.		They	will	also	understand	patient’sstatistics , Eurostat Online Publications , May 16th behavior, journey, expectations, points of differentia-2022
tion, positioning, 7 P’s of services, social networking Lovelock, Christopher Hand Wirtz, Jochen,
strategies,	B2B-B2C	strategies,	tangible/intangibleServices Marketing : people, technology, strategy
actions, account based targeting, the strategy of being Ninth edition, World Scientific, 2022
more	human	and	converting	patients	to	sleep

ambassadors.

Al Ries, Jack Trout, Positioning: The Battle for

As a case study, we will also present the evolution ofYour Mind: How to Be Seen and Heard in the our Sleep Center in Puerto Rico	and the way weOvercrowded Marketplaceby, McGraw-Hill integrated the most important part (Clinical) to theCompanies Published January 3rd 2001 by (first patient services using the above tools for businesspublished 1980)
development in and out the island.

Biography:
Health Care executive with career track record of achievement in health insurance service industry, DME healthcare consulting and entrepreneurship .For 10 years was professor at undergraduate and graduate levels at
USH and UPR. The last 15 years we have been .
developing our Sleep Lab and converted into an AASM triple certification for PSG, HST and DME Sleep Center.   Grown from 2 beds in one location to 15 beds in 2 locations. Next Tampa Flacross selling strategies,
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