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Same Store Growth
8 Keys to Growing Your Surgery Center
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@ ASC Industry Review
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ASC Industry Overview
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@ Challenges

* Reduced pool of available MD’s due to rapid
hospital employment

* Managed Care restrictions; ACO’s?
« Market saturated with ASC’s
Eligible MD’s less entrepreneurial

D New Opportunities

* Direct to consumer initiatives
— GI Direct Access
— Spine / Bariatric’s

« Expand breadth of current partners
— Spine 2 level ACDF’s
— 23 hour stay

— Recovery Care Centers

— Hemorrhoidectomy w/ Expiral
* New Specialties

— Spine/ Joints
— Bariatric’s

O Recruit More Surgeons:

{Physician-l’mncls] { Clinical Staff ] [ Scheduler ]
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8 KEYS TO DRIVE SAME
STORE GROWTH

CB) 8 Keys to Drive Same Store Growth

B . 60
Market? Bl Encounter Pro Forma Loy Sub

Assessment : Trial A

CB, 8 Keys to Drive Same Store Growth

STEP 1. Identify ASC Eligible Cases

* Expanding breadth of cases allows you to grow
case volume without recruiting new surgeons
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STEP 2. Market Assessment
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STEP 3. Build Physician Owner
Consensus to Recruit
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STEP 4. Target Surgeons for Recruitment
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STEP 5. The Encounter

* Prepare a list of questions ahead of time

* Summarize important benefits of the ASC

STEP 6. Detail the Financial Model

* Administrator or business partner

@ Sample Pro Forma

CB) 8 Keys to Drive Same Store Growth

STEP 7. Initiate 60 Day Trial
* Credential

* Accommodate new surgeons’ scheduling needs
* Case cost
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STEP 8. Sign Subscription Agreement and
Complete Investment

A1,

Welcome!




