DEMO SCRIPT
CLASSIFICATION: INTERNAL & PARTNERS
MEDICARE MAPPER HANA EDITION DEMO

General Information

•
•
•
•

Authors

• Tom Turchioe - Critigen
• I823664

Date Last Updated

• February 18, 2014

Healthcare, Public Sector, Retail, Consumer Prod.
HANA (specifically spatial capabilities)
Value Scenario
Global

1

TABLE OF CONTENTS
1.

Demo Script Overview ......................................................................................................................... 3

1.1.

Demo Description ................................................................................................................................................ 3

Background...................................................................................................................................................................... 3
Demo Scenarios .............................................................................................................................................................. 4
Consumer Scenario ......................................................................................................................................................... 4
Provider and Provider Comparison Scenarios .................................................................................................................. 4
Demo Context .................................................................................................................................................................. 5
1.2.

Business Pain Points ........................................................................................................................................... 5

1.3.

Key Messages and Value Proposition .................................................................................................................. 6

1.4.

Storyflow Summary ............................................................................................................................................. 6

2.

Technical Requirements ...................................................................................................................... 8

2.1.

System Access Information ................................................................................................................................. 8

2.1.1.

SAP Demo Cloud Showroom ............................................................................................................................... 8

2.1.2.

Predefined Demo Users for Favorites .................................................................................................................. 8

2.1.3.

Translation & Localization .................................................................................................................................... 8

2.1.4.

Data .................................................................................................................................................................... 8

3.

Demo Script .......................................................................................................................................... 9

3.1.

Story Flow ........................................................................................................................................................... 9

3.2.

Step-By Step Guide ............................................................................................................................................. 9

4.

Appendix ............................................................................................................................................ 29

4.1.

How to Reset the Demo......................................................................................................................................29

2

© Copyright 2012 SAP AG CUSTOMER

1. DEMO SCRIPT OVERVIEW
1.1.

DEMO DESCRIPTION

Background
Medicare Mapper, HANA Edition demonstrates that spatial visualization of transactional data, in this case 2011 US
Medicare data, can provide new insight from data an enterprise already has.
Any data where there is a relationship between a provider (hospital, health network, retail) and a consumer can
leverage this visualization to provide rapid insight. Medicare Mapper, HANA Edition utilizes SAP HANA, Esri ArcGIS
Server and Esri ArcGIS Online to bring big data to life.
Although the data volume in this demonstration is small (~ 1 million records), folding in additional data (like diagnostic
codes [DRG]) would quickly push the data volumes into the hundreds of millions of rows and beyond. Folding in the
DRG codes, for instance, would enable a hospital, healthcare network, or governmental agency to understand why
people are going to a certain healthcare provider. Although the granularity of the data used in this demonstration is
constrained by US Federal HIPAA regulations (no individual patient can be identifiable – data is to the ZIP Code
level), organizations can leverage their own data to drill down to the patient level.

Below is a block diagram of Medicare Mapper, HANA Edition:

Figure 1 - Medicare Mapper HANA Edition Architecture

Critigen built the Medicare Mapper application using Objective C and the Esri ArcGIS iOS SDK. The iOS native
application utilizes HANA to query the data, and utilizes ArcGIS Server to perform spatial operations for the ZIP
Codes and facilities, and to draw the map.
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Demo Scenarios
Medicare Mapper HANA Edition presents an otherwise impossible to understand 40 character record (shown below)
via a spatial visualization that provides rapid insight into the 2011 Medicare data. By using ZIP Code level heat maps
for a selected KPI, the user gets rapid feedback at a ZIP Code level for the different KPIs including Average Cost per
Visit, Average Length of Stay, Total Medicare Spend and so forth. When viewing where consumers go for care, the
pins for each associated facility are color coded according to the selected KPI.
The user can also see where consumer goes for care from a given ZIP Code and, for providers, where their patients
come from – all in a very visual way that enables the user to quickly spot trends. Any data where there is a provider –
consumer relationship and there is geolocation information for each of them can benefit from this spatial visualization
capability. The application also allows comparison of facilities or ZIP Codes to quickly show differences for each KPI.

Figure 2 - Source Data from Hospital Service Area file

Consumer Scenario
This scenario would be used by a state health agency to determine where people on Medicare in a particular state go
for medical care. The amount a state receives from the Federal Government is determined, in part, by the percentage
of people who receive care in state vs. out of state.
A health insurance company or a healthcare network would also utilize Medicare Mapper to understand where people
in ZIP Codes within their service area go for care. Maybe more outreach is needed or more advertising. It could also
indicate where a healthcare network might open a new urgent care or outpatient facility.
Although this is not in the speed demo, Medicare Mapper enables comparison of 2 selected ZIP Codes; the user can
see how these ZIP Codes compare on up to 7 KPIs. This provides rapid insight on patterns, levels of spend, length of
stay and so forth. Each associated facility pin is color coded according to the selected KPI providing rapid visual
feedback to the user.
Adding additional data like the Diagnostic Codes (DRG) would provide even more insight as to the reasons why
people in a given ZIP Code (or Postal Code) are going to providers for care. For instance, the application could show
the top 10 DRG codes for a given ZIP Code, at the state level or at the Federal level.
Provider and Provider Comparison Scenarios
A health care provider, network or insurance company who wants to understand where patients for a given facility
come from would use this scenario – this is sometimes referred to as the service area. For a healthcare provider or
network, this could be used to determine which parts of the service area are underperforming and may benefit from
outreach or additional advertising.
A health insurance company can get insight as to the demographics of their customers who go to a particular health
care provider. If the DRG codes are folded in, for instance, the insurance company can understand why their
4
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customers go to a given provider. Medicare Mapper enables comparison of 2 selected facilities; the user can see
how these facilities compare on up to 7 KPIs. This provides rapid insight on patterns, levels of spend, length of stay
and so forth. The ZIP Codes where patients for a given facility come from are color coded (i.e. heat map) according
to the selected KPI providing rapid visual feedback to the user.
Adding additional data like the DRG codes would also provide the same kind of insight to a healthcare provider
network or a healthcare facility.

Demo Context
The first part of the demo shows the KPI heat map (by ZIP Code) for some selected KPIs. For instance, the average
length of stay is longer in the Louisiana area. This could be because this area is called Cancer Alley due to the large
number of petrochemical plants in the region. Examining the Average Cost Per Case shows that major metropolitan
areas have a higher cost of care.
Additional information for KPIs can be obtained by swiping up across the KPI number. For instance, of the $631B
USD spent on Medicare in 2011, about $13B is unmapped. That could be because ZIP Codes are a bad way to track
trends; ZIP Codes are deleted, split and created regularly. It could also be due to waste, fraud and abuse. Or maybe
bad data…
In the next part of the demo, there is a search for a given ZIP Code (Parker, CO), viewing some KPIs for Parker, and
seeing where people in Parker go for medical care (the “provider web”).
Key points for these parts of the demo are that trends are easily discovered because the demo uses geography to
communicate insight.
Next, the demo progresses to the Provider scenario and Provider Comparison scenario where KPIs for a given
provider will be examined, and two providers will be compared.
The key elements covered in the next part of the demo is how easy it is to change perspective from the ZIP Code
view (the “provider web” that services a given ZIP Code) to the Provider view – where are my patients coming from?
In the case of Stanford, 93% of them come from in state and 5% come from out of state and 3% were from ZIP Codes
that could not be mapped (they no longer exist or there’s bad data). You can see the ZIP Code heat map – where
patients come from (the “service area”). By zooming out to a national view, the user can clearly see visually where
patients come from – perhaps people vacation in the Bay Area or maybe Stanford is known for certain specializations.
Finally, the ability to compare facilities is shown. The two facilities chosen are Parker Adventist in Parker, CO and
Mercy Hospital in Redding, CA – two mid-market facilities. The key point is the ease with which a user can spot
trends – obtain insight – about relative performance of two facilities.

1.2.

BUSINESS PAIN POINTS

Enterprises (in this example hospitals and healthcare networks) need to understand their customers – where do they
come from, why do they go to a particular provider? It is more than just numbers; it’s about geography –
understanding the service areas and provider webs, how far do consumers travel and why. In healthcare, especially
with the Affordable Care Act, federal and state agencies need to know about patients (where are they, where do they
go for care – in state, out of state?) and providers (where do their patients come from, how much do they spend).
There are a number of reasons that enterprises don’t have the thorough understanding necessary to truly understand
their customers. Here are the pain points usually encountered by those enterprises:


Inability to gain the spatial insight into their customers. This most often occurs when there’s high data velocity
and volume from multiple data streams with both structured and unstructured data and there is no intuitive way to
display information in a way that is easy to understand and quick to grasp.



Lack of understanding of the relationship between customers and providers resulting in impact to top-line revenue
(or in the case of state government, impact on reimbursement for Medicare programs by the Federal government)
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Impact on customer satisfaction and retention resulting from the inability to gain rapid insight and, as a result, not
being able to understand their coverage area – where customers come from, their demographics and why. This
is usually because operational data and the relationships are visualized in suboptimal ways

1.3.

KEY MESSAGES AND VALUE PROPOSITION



Businesses need to anticipate trends and make adjustments rapidly. That requires the ability to handle big data –
structured and unstructured – and the ability to provide rapid insight to key decision makers.



SAP HANA makes it possible to store and instantly analyze big data. But the ability of a user to gain insight from
that quantity of information requires a visualization to distill that down in a way that is easy and fast to gain insight.



How presenting the data and relationships spatially provide actionable insight quickly and intuitively which is not
otherwise possible. This means the ability to respond faster and more time to plan and anticipate impending
events

1.4.

STORYFLOW SUMMARY

This demo covers three scenarios: consumer, provider and provider comparison.
When Medicare Mapper HANA Edition starts, the following screen is displayed:

This demo shows how a user can gain rapid insight gleaned from big data and the associated analytics performed by
SAP HANA. This particular use case is targeted towards healthcare though any scenario would benefit where there is
a spatial relationship between consumers and providers. Medicare Mapper enables a user to spot trends from a
consumer perspective and shift rapidly to a provider perspective and back again. That ability to rapidly switch
perspectives provides the kind of quality insight that customers demand.
6
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The customer should consider:


The volume and velocity of data their enterprise requires in order to make timely decisions based on accurate and
rapid insight



How they are going to process, integrate and analyze the different data sources they require – not just what they
currently have



Are they using the proper visualization for the data they have? For instance, SAP has many excellent visualization
tools like SAP Explorer, SAP Dashboard (Xcelsius), SAP BusinessObjects WebIntelligence, SAP Crystal Report
and SAP Lumira. However, as SAP’s partnership with Esri demonstrates, data that can be spatially enabled
should be. And that data can now be displayed in a way that conveys much insight in a rapid fashion in a way
that is intuitive.

Be sure to discuss the underlying SAP HANA capabilities beyond the Medicare Mapper application. This visualization
metaphor provides value to many verticals in addition to healthcare, federal and state government and by explaining
this you are in the position to provide this capability to customers who are in other verticals, and as a result, increase
their utilization of SAP HANA which will lead to additional license sales.
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2. TECHNICAL REQUIREMENTS
2.1.

SYSTEM ACCESS INFORMATION

2.1.1. SAP Demo Cloud Showroom
Showroom = Cluster Name
Click here for information for accessing all SAP Demo Cloud Showrooms

2.1.2. Predefined Demo Users for Favorites
Demo User

Password

System

Client

UI

No
username
needed

No password
needed

EC3

800

NWBC
Webbased

Parameter

Port

2.1.3. Translation & Localization
If translation is available then the screens display is the languages available as indicated below. If localization is
available then regional data sets are available in the Data Section. Note the demo and the RDS are capable of
localization; it simply wasn’t implemented for the demo.
English
German
French
Spanish
Russian

√

Portuguese
Japanese
Simplified Chinese

2.1.4. Data
Data Type

Data Value

Distribution Center

n/a

Company Code

n/a

Sales Organization

n/a

Distribution Channel

n/a
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Purchase Organization

n/a

3. DEMO SCRIPT
3.1.

STORY FLOW

This demonstration scenario focuses on three scenarios: for a given ZIP Code, where do those consumers go for
medical care and for a given hospital, where do their patients come from. And, finally, how do two facilities stack up
against one another. The scenarios will focus on:


Selecting a specific ZIP Code and examining KPIs and the “provider web” for that ZIP Code



Selecting a specific provider and examining KPIs and the “service area” for that provider



Selecting another provider and comparing it against the previously selected provider

This demonstration script covers all three of these scenarios.

3.2.

STEP-BY STEP GUIDE

Note that steps have been collapsed together compared to the speed demo.

Please refer to section 4.1 for steps to reset this demo
Step 1.0
What to say

I’m an analyst for [select one as appropriate] a health insurance company, a healthcare provider (or network) or a
governmental agency. I want to understand where my customers go for care and for providers in my network (or
state or healthcare provider network) where those patients are coming from.
[Once you’ve dismissed the tutorial as explained below and the screenshot shown below is displayed] The map
shows the total cost of inpatient Medicare services that were provided to beneficiaries in every zip code in the
nation. Bright purple zip codes had higher values; bright blue are lower values. As you’d expect, costs are higher in
areas with higher populations.
What To Do & What you should see

Open Medicare Mapper application by tapping on the Medicare Mapper HANA Edition icon. Explain that the app
has a tutorial on how to use it, but you’re going to dismiss it. Dismiss the tutorial by tapping the “X” in the upper
right corner, then the “Begin Exploring” button on the next screen. The following screen will now be shown. You
can tap on the “?” in the bottom left to show the legend for the heatmap.
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Step 2.0
What to say

Let’s look at the Average Cost per case. You can see that CA, FL and parts of Texas light up (higher than the
national average). Upper Midwest (Montana) are lower than the average
Now let’s look at the Average Length of Stay [proceed to Step 3]…
What To Do & What you should see

To show the Average Cost per case, tap the “Average Cost per Case” label below the $41.9K KPI value.
You’re now ready to talk about step 2 as described in “What to say”. The display below should be visible.
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Step 3.0
What to say

For Average Length of Stay, Louisiana lights up. For some reason, on average, patients here stay in the hospital
longer than in other parts of the country. This area has been referred to as ‘Cancer Alley’ and is clearly visible in
the map. Other trends can also be discovered because we are using geography to communicate insight.
Now we’re going to look at how much of that $631B spent for Total Cost of Care couldn’t be mapped [swipe up on
the Total Cost of Care KPI value - $631B]
$618B is mapped to a zip code polygon that is displayed in the map. $13B is not. Is this fraud, bad data, missing
data? Maybe a bit of each. It does highlight the problems of using Zip codes as the way to aggregate data, and
points to ways that the Medicare workflows could be modified to fix bad data at the source of entry.
Note that the PROJECTED COST of Medicare in 2017 is $756B, which is based solely on straight-line population
growth. It could be made more robust by tying in other types of data like lifestyle or obesity that can be accessed
since we’re using geography as the common denominator. HANA’s analytic engine could crunch the data through
as complex of a predictive function as you can imagine, and have the data to feed it.
The point here is that geography is the tie to additional socio-economic data. This could be down to a census
block for additional detail.
Now, we’re going to look for a specific ZIP Code to view that ZIP Code’s Medicare information [move to next step]
What To Do & What you should see
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Tap “Average Length of Stay” label below the 5.76 d KPI.
Now you’re ready to discuss this step

Step 4.0
What to say

Knowing geography, we can get information about a specific zip code. We can pinch and zoom into the map and
TAP a polygon or we can just search for it.
In Parker CO, 96% of residents get care within the state, 4% of residents out of state. Tap the Puzzle Piece (just
below the pie chart) to bring this ZIP into focus and update the KPIs.
[Before moving to next step…] Now let’s view the KPIs for this ZIP Code…
What To Do & What you should see

Tap on the search field and type in 80134. Parker, CO will be displayed in the list. Tap that entry.
Now you’re ready to discuss this step
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Step 5.0
What to say

To look at the world from the view of a zip code, we need to activate it. When activated, we see the zip code and
all of he hospitals (PINS in the map) where people from this zip code went for care, anywhere in the nation.
Next, we’ll zoom out to get a country wide view… [move to next step]
What To Do & What you should see

Tap the Puzzle Piece (below the pie chart) to update the KPI’s and zoom into ZIP Code 80134
Now you’re ready to discuss this step
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Step 6.0
What to say

We can see the entire network of hospitals that provided care to patients from Zip code 80134. Looks like
someone needed some attention while vacationing in Hawaii.
Now, let’s go back to a close in view of Parker, CO… [proceed to next step]
What To Do & What you should see

Tap the Tool Chest in the upper right corner… Then tap the “1:x” Magnifying Glass to zoom out to a country wide
view.
Now you’re ready to discuss this step
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Step 7.0

What to say
If we wanted, we could look at other KPIs for Parker, CO, but we’re going to look at Provider specific KPIs…
What To Do & What you should see
Tap the “Tool Chest” in the upper right corner. Then tap the 250m Magnifying Glass (left most one in the upper
right).
Now you’re ready to discuss this step.
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Step 8.0

What to say
We’re going to look at Stanford Hospital, which is a provider. So 93% of Stanford’s patients came from within
California, 5% came from out of state, and 3% were from zip codes that could not be mapped.
We want to look at the KPI’s for Stanford [move to next step]
What To Do & What you should see
Tap the search field. Tap the Provider button. Type in “Stanford” and tap Stanford from the list below the search
field.
Now, you’re ready to discuss this step.
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Step 9.0
What to say

Each colored polygon represents a zip code where at least one patient came from. Brighter purple polygons had
patients with a longer average stay.
Note that Stanford provided over $1.6B of Medicare services. $1.6B went to patients in 932 different zip codes,
and $44M went to patients in 92 different zip codes that could not be mapped.
Where do the patients come from? Let’s find out [proceed to next step]
What To Do & What you should see

Tap the “Puzzle Piece” below the pie chart to update the KPIs and set the focus on Stanford.
Now you’re ready to discuss this step.
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Step 10.0
What to say

People come from everywhere, even as far away as Anchorage. Is it because lots of people vacation in Palo Alto,
or does this hospital provide some specialized care that people seek?
Alternatively, this provides a tool to help a provider understand where its patients are located geographically using
existing patient data that they already have in-house.
Let’s zoom back to Stanford’s area [proceed to next step]
What To Do & What you should see

Tap the Tool Chest in the top right. Tap the “1..*” magnifying glass to zoom out.
Now you’re ready to discuss this step.

18

© Copyright 2012 SAP AG CUSTOMER

Step 11.0

What to say
Now, let’s zoom back in. We could look at other KPIs by Zip Code for Stanford Hospital but let’s move on to
comparing providers…
What To Do & What you should see
Tap the Tool Chest. Tap the first magnifying glass (“250 mi”) to zoom back in.
Now you’re ready to discuss this step.
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Step 12.0
What to say

So this is Mercy Hospital which receives 97% of its patients from in-state.
Now, let’s look at Mercy’s KPIs… [proceed to next step]
What To Do & What you should see

Tap the Search icon (upper left). Select the Provider button if not already selected. Type in 050280. Tap on the
Mercy Medical Center Redding entry.
Now, you’re ready to discuss this step.
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Step 13.0
What to say

Here are the KPIs for Mercy Medical Center, now we want to pull up Parker Adventist Hospital so we can compare
the two. Medicare Mapper enables us to compare data for similar entities – either ZIP Codes or providers.
What To Do & What you should see

Tap the Puzzle Piece just below the pie chart…
Now you are ready to discuss this step.
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Step 14.0
What to say

Now, to compare these two facilities, we just tap the Scales
What To Do & What you should see

Tap the Search icon (top left). Type in 060114. Tap the Parker Adventist Hospital entry.
Now you’re ready to discuss this step.
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Step 15.0
What to say

We can see that the hospital in Redding provides nearly twice as much care as the one in Colorado, but they each
have roughly the same average cost per case. Parker Adventist provides care to slightly more (24%) unique zip
codes.
This enables administrators, marketing, and community outreach personnel to quickly compare their facility against
another or compare two competing facilities and get rapid insight.
What To Do & What you should see

Tap the Scales just below the pie chart…
Now you’re ready to discuss this step
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Step 16.0
What to say

We’ve just viewed how easy it is to get insight on Medicare expenditures by ZIP Code and by facility, then to
compare either two ZIP Codes or two facilities – all within minutes simply by tapping and gesturing on a map.
What is amazing is what the source data used by this app looks like…
What To Do & What you should see

Tap the “X” to the right of the “Mercy Medical Center Redding” callout to clear its information from the map. Tap
the “X” to the right of the “Parker Adventist Hospital” callout to clear its information from the map
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Step 17.0
What to say

Here is the microsite with a lot of information about the app. We’re interested in the data story…
What To Do & What you should see

Tap the help “?” icon (lower left). Tap on the “?” icon in the help legend to bring up the microsite that explains
where Medicare Mapper’s data came from…
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Step 18.0
What to say

This page explains the number of records and where we got the data from. When you think unreadable and hard
to understand, the Hospital Services Area file should come to mind… So Medicare Mapper takes these 40
characters and turned it into what you just saw. This is Insight Alchemy – taking 40 characters and producing
insight “gold”. This app demonstrates the power of HANA to handle big data and analytics, and the power of Esri
geospatial capabilities
What To Do & What you should see

Tap “The Data Story” in the middle top of the webpage and scroll down
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Step 19.0
What to say

Thank you for taking time to understand how spatially presenting insight results in communicating much more
information quickly with minimal training and the freedom for the user to explore. Thanks to Google, almost
everyone understands what a map can do. By presenting the analytics spatially, leveraging the simplicity of the
map based interface, the user can explore the different relationships and gain insight much more quickly. You can
view where a facility gets its patients in a spreadsheet or even as points on a map, but when the radial lines are
shown especially from a national view, it delivers a compelling message. Snowbirds who go to Florida for the
winter? Many radials from the northeastern US and Chicago converging on Orlando and south Florida. Totally
different impact when rendered spatially.
With SAP HANA and Critigen’s location analytics leveraging Esri technology, the user experiences a compelling
view of the data and reaches meaningful conclusions that much sooner. Insight at the speed of thought provides a
business with a compelling advantage.
What To Do & What you should see

Close the page viewer to return the app. You are done with the demo.
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4. APPENDIX
4.1.

HOW TO RESET THE DEMO

There is no need to reset the data since the demo is read-only.
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