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Business Value Snapshot
 
Organization: A healthcare 
services provider 
 
Operational challenge: Company 
needed to quickly shift its 
application development to a secure 
and flexible environment. 
 
Solution: Built multiple applications 
on Force.com  
 
Benefits:  
• Reduced costs for developing 

applications by 90% 
• 5–10 times faster to deploy 

applications 
• Saving over $1.3 million per year 

in IT costs 
 
ROI: 544% over three years with 
payback in 5 months 
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Project Summary 
The Schumacher Group is a fast-growing health services provider 
headquartered in South Louisiana. Four years ago, it realized that it 
needed to shift key business applications to the cloud and selected 
Force.com as its platform. Today, the Schumacher Group supports 
over 150 applications — five of which are at the core of its business. 
The company estimates that between 50% and 60% of its business 
processes run on Force.com. This has enabled the company to 
manage the credentialing, deployment, and payment of over 2,600 
emergency and hospital medicine providers and to grow its business 
at 30% annually.  
 
Introduction 
After the region endured being ravaged by Hurricane Katrina and 
Hurricane Rita, the Schumacher Group, located only 40 miles from the 
Gulf Coast, realized that its datacenters were at greater risk than those 
in other parts of the country. The Schumacher Group provides 
physicians and nurses on a contract basis to multiple medical and 
emergency facilities. Securing its datacenters is a corporate imperative. 
In addition to ensuring that its data assets were secure, the Schumacher Group needed to work 
quickly, which is why a cloud solution was attractive. As CIO Doug Menefee said about the 
company's first experience, "We did our first application in less than four hours. It really is easy. 
You've got the data there. You just write the code on top of it."  
 
Initially, the company used Salesforce CRM to build out its customer applications and 
gradually expanded the implementation to include use of the Force.com platform for custom 
application development. Its business runs on multiple applications built on Force.com, with 
integration to over 14 applications, including PeopleSoft Financials, Tangiers Physician 
Scheduling, Google Maps, the National Weather Service, Workday, and GE Healthcare.  
The applications are also mobilized to provide information to users via Blackberry devices 
and range from Contract Management to Provider Enrollment.  
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One of the core applications that Force.com supports is the company's Credentialing Cycle-
Time application, which is used when a clinical provider is going to work at a hospital. The 
Schumacher Group enrolls the provider in insurance programs, examines credentials, and 
ensures that the provider's application is approved by the hospital. This process is typically 
lengthy with many workflow considerations. The credential package travels to a lot of people 
and has to stop at many points: It goes from the Schumacher Group to the provider, to the 
hospital, to the physician, and back to the hospital. At the end of the day, the result is a 
provider identification number. This number is entered into Schumacher's billing system so 
that when a claim is submitted, all parties are authorized for reimbursement by Medicaid, 
Medicare, or an insurer. 
 
Implementation 
Currently, the Schumacher Group has an enterprise license agreement for all 3,000 internal 
users and another 2,000 partners use the customer portal. The company has built over 390 
workflows, 85 custom objects, and over 30 integration points, including SSO integration with 
only three developers and three administrators. The Schumacher Group has established 
Force.com as an enterprise development solution. When employees have a new business 
requirement, they first investigate whether they can build the process on Force.com because 
Force.com is the primary driver of all of the information in the company. Force.com pushes 
information to all of the company's other ancillary applications. It is the beginning of every 
workflow process. If employees need to do a custom workflow, they first evaluate whether it's 
faster inside the cloud or a third-party application. Nine times out of ten, they end up building 
it on Force.com.  
 
Challenges 
The company's main challenge has been that the Force.com Web application development 
team produces many more projects than the teams using traditional project development tools. 
This creates a schism among the internal developers, which requires effort to balance out. 
Menefee commented, "The Force.com developers are looked at like rock stars around here." 
 
Benefits 
To Menefee, the major benefits are the faster application development and deployment time in 
addition to the ability to leverage a small development and management staff and existing IT 
resources. He estimated that Force.com has delivered the following benefits to his operation: 

• Deployment is 5 to 10 times faster with Force.com than with an on-premise solution.  
• Design time is all but eliminated as all applications are built on the Force.com 

platform. 
• Coding is 20 times faster. 
• Testing time is reduced by 60% because using the Force.com sandbox enables the 

company to quickly identify and address problems. In the traditional environment, it had 
to change all of the relevant codes, which could take anywhere from 2–3 times as long.  

• Configuration, assembly, and integration are nearly eliminated.  
• Deployment is reduced to the flip of a switch.  
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In total, application development and deployment is reduced by 98%. Because of the 
Schumacher Group's high application growth rate (increase by a factor of six over two years), 
its savings on development staff will average $1.2 million annually over three years.  
 
Along with the staff savings, Menefee estimated that the company would need to triple its 
current development server environment, which would cost an additional $88,000 annually in 
hardware, software, and infrastructure. 
 
Figure 1 compares the number of developer hours required for application development and 
deployment using traditional development tools and Force.com. 
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Source: IDC, 2010 

 
In addition to speed and cost, Force.com applications tend to have better performance than the 
Schumacher Group's in-house solutions. Menefee estimated that total availability averages 
96% to 97% with on-premise solutions, including planned service downtime for maintenance. 
Availability with unplanned downtime is 98% for applications developed in-house, while 
applications developed with Force.com average 99.9%. Force.com is quicker to troubleshoot 
and recover, averaging 10 minutes compared with traditional applications, which experience 
downtime for approximately 1.2 hours per incident. The Schumacher Group feels that it has 
gained a distinct competitive advantage because it can deploy solutions much faster and has 
greater insight into information than its competitors.  
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ROI Analysis 
The primary benefit is the cost reduction associated with custom application development and 
deployment. The savings from reduced application development and deployment costs comes 
to almost $1.3 million annually, which drives the three-year ROI of 544% (estimated by IDC). 
 
Methodology 
IDC used its standard ROI methodology to value the dollar benefits derived from the 
Force.com deployment. All data is sourced from direct interviews with a corporate manager at 
the client site. 
 
IDC performs a three-step process to calculate the ROI and payback period: 

1. Measure the benefits from reduced downtime, improved time to market, improved 
customer service, and reduced IT costs since the deployment.  

2. Ascertain the total investment made while deploying the solution (hardware, software, 
FTE requirements for deployment and annual maintenance, customization, training, and 
consulting). 

3. Project the investment and benefit over three years and calculate the ROI and payback for 
the Force.com deployment. 

 
The ROI is shown as the three-year net present value of the benefit divided by the discounted 
three-year investment. To account for the time value of money, IDC bases the ROI and 
payback period calculations on a 12% discounted cash flow. 
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