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The purpose of this document is to briefly describe the Heart Exercise Accelerometer Rehabilitation Tool (H.E.A.R.T.) System and the approach it takes to prevent cardiac failure or ensure the requirements of rehabilitation are long-term. Also, this document will go into depth on H.E.A.R.T.’s competitors, potential customers, sales and marketing strategies, break even analysis estimation, customers’ benefits, and Return on Investment.
1. 
Promotional Statement

The following is the slogan that will be used in the promotional campaign of H.E.A.R.T. when this has been introduced to the market.

“Anything is humanly possible with H.E.A.R.T.”
2. 
Product Description

There are 22 million people worldwide are living with heart failure (Svoboda, Binns, Dyer, & Morgenstern, 2008).  Out of the 22 million people, over five million people in the United States are living with heart failure, and there are over 550 thousand new cases a year. Of these five million post cardiac-rehabilitation patients, 80% of them never complete their cardiac rehabilitation program. This can cause muscle atrophy, lower the quality of life and other complications due to lack of self-care after the cardiac crisis. With nearly 2,400 Americans dying of cardiovascular disease each day, (an average of one death every 37 seconds), a change is needed.
Nearly 79% of patients who did not complete their rehabilitation program will die prematurely.  Our solution to this massive problem is to design a system that will be utilized during long-term rehabilitation patient follow‐ups and allows the rehabilitation specialist to reinforce positive progress. It will do this through mechanics that monitor and record the patient’s exercise while being non‐intrusive to the established rehabilitation process.  A study was conducted that proved that if patients are involved in their rehabilitation program and believe that the program will enhance their recovery, then they are more likely to stay in rehabilitation programs and less likely to experience heart complications. This will lower the risk of a heart attack, lessen hospitalization, and increase rehabilitation retention rate.  

So how does our solution involve the patient? By integrating the patient into their rehabilitation process, we are offering the patient education and information, and offering the rehabilitation specialist patient accountability. When the data is downloaded to the provided software, it will produce a chart similar to Figure 1. This will inform the specialist of the progress of the patient. So if the produced chart shows that patient is not performing at the expected rate, then the rehabilitation specialist can reinforce the severity of the patient’s exercise. If the chart shows that the patient is performing at an expected rate, then the specialist can reinforce positive progress. Therefore, the data produced by the device and outputted by the software will increase patient accountability, and will allow the rehabilitation specialist to inform the patient of their progress. By doing these things, we can increase patient involvement.
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Figure 1:  GUI Screenshot of Sample Data
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3.
Market Analysis

Our potential customers are rehabilitation companies (small, medium, and large), hospitals, insurance companies (to have insurance coverage on H.E.A.R.T.), and the open market. 

Currently, there are more than 12 thousand rehabilitation facilities in the United States.  These rehabilitation centers have money to spend.  Below is a summary of the Rehabilitation Market.
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“The elderly are the fastest growing population group. Along with their rise in numbers is their volume of use of health care services, in both number and intensity. Since many elderly live alone, can their independence be maintained such that health care costs can decrease? With the rise in technology utilization, specifically the Internet, can the elderly utilize the Internet for health care purposes? Survey methodologies conducted for this study showed that the elderly can learn to use computers and are looking for methods to stay connected and be informed. Further longitudinal research is needed to measure clinical outcomes.” (Keil, 2008)
As of today, our solution has three major competitors:

Sense Wear (SenseWear, 2008)
The Sense Wear System is a web-aided interactive system, designed to aid the burning of calories for rehabilitation. Composed of a network of armbands and web-enabled software while following a weight management program, Sense Wear analyzes total energy expenditure (calories burned), active energy expenditure, physical activity duration and levels (METs)
, and sleep duration and sleep efficiency.
Disadvantages

· Expensive – ranges from $ 275 to $ 350
· No heart rate detection 

· Exercise count isn’t implemented – does not count number of times doing an exercise
· No exercise discrimination – does not tell difference between exercise types
“In Home Rehab” (Mortgages Financing and Credit.org)
The “In Home” Rehabilitation system is a complete surveillance system composed of all the needed equipment and rehabilitation specialists. This system depends on a already well equipped home for rehabilitation.  
Disadvantages

· Expensive – $350 monthly fee (lowest)
· Is not Mobile – have to be at home for rehab
· Doesn’t record historical data
“Rehab Only” (Long Term Care Insurance)
“Rehab Only” is based in the actual rehabilitation center itself. It allows use of all the best equipment with approved rehabilitation specialists at hand.
Disadvantages

· Expensive – up to $600 per visit
· Is not long term – only helps while at the rehab center (no lifestyle changes)
· Is not Mobile – have to be at the rehab facility
· Lacks sufficient Involvement of the patient
The following matrices compare each of our competitors’ capability with our product.
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All of these products are trying to solve one problem, a lifestyle change. And what makes H.E.A.R.T. different from its competitors? Its adaptability and low cost. H.E.A.R.T. does not only operate in rehabilitation facilities; it can also operate in at home and anywhere exercise can be recorded; all the other products fail to work in those environments because they are too expensive, only work in one specific place, or cannot record appropriate information such as exercise type and heart rate . H.E.A.R.T. does not require very expensive equipment because it uses sensor technology which reduces H.E.A.R.T.’s cost and makes it accessible to more customers.
4.
Target Market

Our initial target will be the rehabilitation facilities and more than 20 facilities exist in Virginia alone.

Overall our target market is as follows:

Primary target:

· Rehabilitation out of the facility
· Heart Failure patients
Secondary target

· H.E.A.R.T. used as preventive device
· Athletes 

· Training Programs

5. 
Sales Plan
H.E.A.R.T. does not have very specific customers. Simply advertising to everyone will not get the system sold. Furthermore, we are targeting rehabilitation facilities that do not currently use “out of rehabilitation” technology solutions. We will contact different rehabilitation facilities to introduce them to the H.E.A.R.T. system. If they are interested, travels and meetings with rehabilitation directors and/or managers will be required to present and demonstrate our solution. During the demonstration we need to prove that H.E.A.R.T. will work as described and that it will provide a long term lifestyle change. 

Once we have proven, locally, the success of H.E.A.R.T., we can pursue more businesses in other states. We will initially expand along the east cost targeting as many rehabilitation facilities and other potential customers as possible. With more customers using our product we will be able to start becoming a far more recognizable company. After this has been achieved, it is only then that our company and its product can spread through the central area and west cost of the United States.

6. 
Advertising Strategy

We will advertise H.E.A.R.T. through our own website and by directly contacting representatives of rehabilitation facilities. Once we sell our product, we will get indirect-free publicity because our customers will promote that their patients have a lifestyle change because of H.E.A.R.T. In addition, we could have an agreement with our customers to market our product through their website. Also, we can contact the American Health Association to promote H.E.A.R.T. through their different events, conferences, and/or their monthly magazine. To summarize we will use the following mediums to initially advertise H.E.A.R.T.
· Our website

· Direct contact advertising

· Our Customers’ website

· American Health Association 
[Space Intentionally Left Blank]
7. 
Price Point for Team Orange

This is the product’s estimated cost for H.E.A.R.T. to be designed and tested.  The costs are related to Phase 1 and the prototypes of H.E.A.R.T.
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8. 
Price Point for Customer
This is the product’s estimated cost to implement the H.E.A.R.T. system in a typical rehabilitation facility.  The estimate will vary according to the size of the rehabilitation facility.
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*Note – Insurance can cover H.E.A.R.T. for patients
9. Break Even

The estimated cost to implement phase three is $ 628,000. We will be able to break even with 886 units sold.


10. Marketing Objectives

Orange Team has set some basic objectives for the first three years of H.E.A.R.T. in the market:
· First Year

· Get funded for $100,000 (Phase 1)
· Pay part of note payable account

· Advertise H.E.A.R.T.
· Second Year

· Get funded for $600,000 (First year of Phase 2)
· Pay part of note payable account

· Advertise H.E.A.R.T.
· Third and Fourth Year

· Generate revenue for $ 150,000 (Second year of Phase 2) 
· Generate around $ 180,000 profit
· Advertise H.E.A.R.T.
11. Customer Benefits
Within all the benefits offered by H.E.A.R.T., there is one that stands out among the others. This benefit is the priceless satisfaction of saving lives, and extending life from long term lifestyle change. Other benefits offered are:
· Involvement of the patient

· Extensible to other exercise applications

· Reduced insurance premiums due to decreased hospitalization.

· Reduced number of law suits

· Increased number of patrons due to extra safety measures

· Better reputation

· Low cost

12. Customer Return on Investment
H.E.A.R.T. bands can be bought by patients or possibly be covered by insurance. With easy payment and use, the reputation of the rehabilitation facilities will increase dramatically; bringing more customers.  After first year of purchase, profit will be $210,000 a year.
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H.E.A.R.T. Implementation Cost





The data shown by figure 1 will give a quick and easy overview of one’s exercise with the target heart rate.  This will allow a quick understanding of the exercise routine making it possible to change the exercise routine to better fit target schedule.
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�
Cost�
�
H.E.A.R.T.�
$180�
�
Inquiry�
$0�
�
In Home�
~$7500�
�
Rehab Only�
~$600 per day�
�
Sense Wear�
$250�
�
BodyBugg�
$300�
�
Wii Fit�
$450�
�
Nike Plus�
$250�
�
Mini ECG�
~$500�
�
Pedometer�
$120�
�






Total = $427,215





�














Another aspect of the market is the argument that the elderly do not know how to use computers or upcoming technology.  Below, Joan M. Kiel from the Department of Health Management Systems, Duquesne University, Pittsburgh, PA, discusses that the elderly are up to date on technology.








� 1 MET is equal to the amount of energy expanded during 1 minute at rest
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