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Key Metrics to Drive Service Line Growth
Presentation Overview

« Abstract:

Maximizing a service line’s penetration of the overall market requires a holistic approach to
understanding market, competitor, patient and provider dynamics and shape effective strategy.

This session will focus on how to measure and interpret key data analytics such as patient
utilization of the care continuum, competitor market positioning, provider alignment, inpatient and
outpatient (HOPD, ASC, imaging, other ancillary services) market share and physician practice
dynamics.

Case study examples reviewed will highlight difference in key metrics utilized for community-based
hospitals up to statewide academic health system.

* Learning objectives:

Outline key data metrics and information that should be reviewed prior to support service line
development.

Recognize how market-level insights can help determine service line growth opportunities in their
market(s).

Review health system use-cases on utilization of data analytics in service line growth.
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DJ SULLIVAN Managing Director and Chief Strategy Officer at HSG Advisors.

MBA, MHA * Provider of Claims Data Analytics market-level insights several
hundred hospitals and health systems nationwide.

Chief Strategy Officer « Development of primary care and service line growth plans

resulting in multi-million dollar increases in incremental
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* Mandate for Growth in 2024

* Key Metrics for Utilization in Service
Line Strategy

* Questions and Discussion
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Mandate for Service Line Growth in 2024




| Mandate for Service Line Growth in 2024

» Increasing competition for patient lives and increasing focus on the “value” of the “patient life”

« Community hospitals face regional/tertiary pressure as health systems react to mandate for top-line
growth —and progressively encroach on local markets

* Non-health system-aligned entities (virtual/telehealth, retail, travel medicine, etc.) are impinging on
local markets looking to disrupt historic competitive dynamics

* Provider supply constraints and expanded APP-centric care becoming increasingly common
* Many markets have 25-30% of primary care physicians aging 65+ through the end of the decade

 Incorporation of Advanced Practice Providers (APPs) into primary care delivery differs vastly from
market-to-market and system-to-system

» Health Systems continue to contemplate how to best respond to historic Fee-for-Service incentives
versus variable growth in value-based reimbursement

» Hard to push clinical practice model transformation while incentives are split and margins are low
« Markets move at different speeds due to differing payer pressures
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| Key Questions for Service Line Strategy

* What is our positioning in the outpatient and inpatient environment
— what are our benchmarks for growth?

« Do we have capacity for growth?
* Do we lack capabilities within the service line?
 Are our resources accessible to the populations we want to serve?

* Where do our patients come from and how do we capture more?
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Key Metrics for Utilization
In Service Line Strategy




Service Line Growth Objectives Development
Considerations

 Subdividing Markets into Strategic Clusters

» Determining Service Line Market Share (both inpatient and
outpatient) and Setting Targets for Growth

 Developing Targeted Provider Supply and Demand
 Overall Market
« Strategic Market(s)

* Integrating Existing Practice Capacity and Access

 Tying Service Line Strategy to Primary Care Growth and
Market Penetration

555555
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Key Metrics for Utilization
in Service Line Strategy
Subdividing Markets into Strategic Clusters




Identifying Growth Opportunities
Geographic Footprint

T

« Submarket Definitions should be based on:
« Common Routes of Travel
» Historic Penetration
« Demographically-similar groups
« Common Competitive Threats
 Strategic Priority

* This allows for:

» Targeted geographic footprint decision-making for
access points and competitive action plans

* Prioritization of opportunities

Broader Strategic Submarkets

Central

Northeast

North

East

Southeast

Southwest

South

West

STARK III Market
HSGadvisors.com | © 2024 HSG

12



Key Metrics for Utilization
in Service Line Strategy
Determining Service Line Market Share




Market Positioning

Understanding Service Line Share (Inpatient Services)
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Definition — State-Level Market Share:
Inpatient (or subset thereof) market share
defined at the Hospital and/or Health

System level based on a subset of DRGsg,
ICD-10 coding, etc.

 State-Level Market Share incorporates
state-level inpatient data to visualize
overall market share, service line and
subservice line market share, and
geographic market share for inpatient
services of all relevant service lines.

« Common Utilization: Hospitals and
health systems of all sizes; focused on
measuring performance and defining
opportunities in the inpatient setting.
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Market Positioning

Understanding Service Line Share (Outpatient Services)
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Market Positioning

Understanding Provider Market Share (Outpatient Services)

Service Area LEGEND

Al W Other
B Competitor F
County Name B Competitor A

B Competitor B
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Definition — Provider Market Share:
Outpatient, Ambulatory and Physician Office

market share defined at the Provider Billing

NPI level based on a subset of CPTs.

* Provider Market Share allows health
systems to understand what
percentage of a specialty’s office
visits, imaging/labs and/or
procedures that practice provides
within the market.

« Common Utilization: Measuring
Office Visit Market Share for a given
service line as a core metric of
success — the more office visits we
provide, the more opportunities to
grow downstream market share

HSGadvisors.com | © 2024 HSG
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Market Positioning
Understanding Competitor Market Share (Outpatient Services)

Competitar A Market Competitor A Market Competitor A Market Competitar A Market
Share Volumes Share Volumes Share Volumes Share Volumes

Definition - Competitor Market Share:
your competitors (health systems, non-

Share

Difference

Sub Service Line

CV- Noninvasive 23.8% 59,659 259% 58398 27.3% 60,161 27.8% 60,927 4.0% allg ned phyS|C|an pra Ct|CeS, Other ent|t|es)
CV: Imaging - Echo 29.4% 14,439 31.0% 14,162 31.4% 14,284 32.0% 14,466 2.6% ma rket Sha re for OUtpat|ent d nd Am bU|atO ry

_ | | | services in your market area.
CV: Imaging - Ultrasound 26.1% 11,801 28.3% 11,404 29 1% 11,502 30.3% 11,383 4.29%

CV: Cardiac Rehab 15.1% 11,062 14.5% 11,622 14.00% 13,026 14.5% 13,561 -0.6%

» Evaluating Competitor Market Share
CVElectrophysiology | S59% 6165 620% 6304  652% 0548 o72w 7024 13 allows for understanding how competitive
S L s health system and physician practices are
growing (or not) within your market
definitions

CV: Vascular Surgery 22.7% 2,023 26.0% 1778 25.45% 1,671 30.6% 1,570 7.89%

CV: Catheterization - Diagnostic 12.9% 1,779 14.2% 1,611 15.8% 1,553 17.0% 1,527 4.0%

CV: Catheterization - Interventional 36.5% 1,638 35.4% 1,548 33.9% 1,537 35.3% 1,560 -1.3% o Must be matChed agalnst your health
system'’s market share to understand

CV: Imaging - CT 73.4% 474 75.4% 516 74.5% 538 79.6% 663 6.2%
where our growth (or lack thereof) is
CV: Imaging - MRI 02.8% 321 90.6% 341 92.1% 330 93.6% 326 0.79% .
coming from
CV: Medical Cardiology Procedures 2.2% 365 2.5% 279 5.9% 202 11.9% 118 9.7%
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Market Positioning
Comprehensive View (Inpatient, Outpatient, and Provider Share)

Outpatient (HOPD & ASC)

npatient Market Share Market Share Provider Markt Share
2022 2023 2022 2023 2022 2023

General Medicine 54.2% 54.0% 43.6% 43.5% 0.8% 11.2%
Orthopedics 52.7% 50.9% 39.3% 38.9% 18.9% 22.1%

General Ssurgery 58.0% 57.0% 53.6% 53.0% 47 6% 52.6%
Cardiac Services 66.4% 67.1% 52.9% 53.1% 29.1% 32.3%

Other OP Diag nostics 43.8% 44.0% 16.5% 18.7%
Spine 63.2% 61.6% 30.4% 31.6% 9.0% 10.4%

Cardiothoracic surgery A% B2 T1.0% B0.0% TD.0% 437
Other OP Treatment/Procedures 5.4% 5.3% 15.0% 16.6%
Wascular Services 65.4% 66.7% 56.7% 56.9% 16.2% 17.1%
Urology 59.1% 59.1% 46.8% 45.5% 27.6% 30.2%

Neurology 60.1% 59.9% 0.0% 0.0% 19.4% 22.4%
Oncology/Hematology 61.0% 61.4% 39.2% 42.6%
Obstetrics 68.4% 68.4% 68.8% 71.2% 33.8% 40.4%
MNeurosurgery 66.4% 65.2% 32.3% 31.4% 12.8% 12.4%

Meonatology 67.6% 67.6%

Gynecology 60.3% 59.4% 63.0% 63.9% 36.1% 39.1%
Ophthalmology 78.7% 78.0% 2.5% 2.4% 0.1% \D'%B

ENT 60.2% 61.9% 27.4% 27.5% 8.6% &1 0.1%

Trauma 79.4% 78.4% 27.4% 27.3% 0.8% ?‘ 10.7%

HSG
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« When inpatient, outpatient, and
physician office share are compared
relative to one another significant
variance is easily identifiable.

* Misalignment in inpatient and
outpatient share can lend itself to
quickly identifying opportunities
that will provide the great return
on the investment required for
incremental service line growth.
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Key Metrics for Utilization
in Service Line Strategy
[argeted Provider Supply and Demand




Demand and Capacity

Regionalizing Supply and Demand Data

* Provider Supply and
Demand data should be
evaluated at the
submarket level to
identify gaps in care

Variation in need may be
warranted, or may define
incremental opportunity

Has implications for
Access Point
Development, Specialty
Clinic strategies, and
other facility placement
decisions

HSG
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Facility

Specialty Selector

Adult Primary Care

Cluster

-* Primary - (Al

Service Area

Provider Supply and Demand Details - By Cluster

Net Need -
Physician Physician
Demand Suppl Onl APP Supp

Central

North Expanded
East

North

South

South Expanded
West
Unassigned Zips

Grand Total

2489 2016 474 358
1154 67.0 48.5 189
145.0 105.2 398 148
1053 385 66.9 109
171 1184 52.7 215
54.9 487 6.2 16
499 10.0 39.9 6.2
178 178
908.3 589.3 319.1 109.6

Net Need
Including
APP

115

209.5

County Zip Code
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Demand and Capacity

Regionalizing Supply and Demand Data

* Intensity of Adult Primary Care
Need is relatively high throughout
market

* However need varies by geography
— historic concentrations of
providers near hospital campuses
creates opportunity for
regionalizing geographic footprint

HSG

Facility Service Area Cluster County Zip Code
[ ~ | [Frimary | [ram | [1am | [ram v
Specialty Selector Provider Meed Type

|Adu|1 Primary Care

= | |l Provigers (Physicians + APFs) -]

Provider Net Need
Newberry
_-30.70 2411 -

i IIIII ] &
© 2024 Mapbox © OpenStreetMap

; ﬂkaafe’mhgﬁ

_ Mational
Wildlife Refuge:
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Key Metrics for Utilization
in Service Line Strategy
Integrating Practice Capacity and Access




Demand and Capacity
Integrating Practice Capacity and Access

 Provider productivity is a
reasona b | e p rOXy fo r Productivity Percentiles by Provider Number of Providers in Each Productivity Quartile

Provider Type 11

evaluating existing capacity W e 000 10

B physician

10
ey . . . . @
within the service line being s :
@
evaluated. " & b
* Providers achieving 75t .
percentile productivity will g I

likely have difficulty increasing  © « o®
access/capacity versus those

below the 50t percentile ®e : - -

® 0-25th 25th-50th 50th-75th 75th+

il
®

wRYU Percentile

i _
° This Sample analySiS indicates 25 .... T 0-25th 25th-50th 50th-75th 75th+ Total
. - . @
potential additional capacity - Q
for more than half of the listed ecss V@ i ; 1 2 “
d _ 1 ” h 9 Grand Total 10 8 3 7 28
proviaers — especially the ’

APPs.
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Demand and Capacity

Integrating Practice Capacity and Access

* ... whereas this sample analysis
indicates little additional
capacity for existing providers
and likely predicts access
challenges — except for the APPs.

* ... although reviewing APP
utilization may be an
opportunity for this group.

HSG

advisors

ntile

wRVLU Perce

Productivity Percentiles by Provider

Provider Type
W pp

Number of Providers in Each Productivity Quartile

25th-50th 50th-75th 75th+

25th-50th 50th-75th 75th+

APP 5 3 8

Grand Total y i 6 12 24 49
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Demand and Capacity
Integrating Practice Capacity and Access

* Frequently, opportunities to
balance regional investment
exist within an employed
network.

« This network may be able to
reallocate resources to
more effectively meet
demand.

HSG
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Market A Primary Care

Number of Providers in Each Productivity Quartile

14

Market B Primary Care

Number of Providers in Each Productivity Quartile

13

27
25 .
Same Health System,
20 .
5 Different Markets
5 5 ¢ .

4 -
3
4
3 2
1
E— . 1
1 S 0

0-25th 25th-50th 50th-75th 75th+ 0-25th 25th-50th 50th-75th 75th+

Provider Type  0-25th 25th-50th  50th-75th 75ths+ Provider Type  0-25th 25th-50th  50th-75th 75th+
Physician 20 1 1 4 26 g Physician 4 3 1 1 19
APP 7 2 9 @Q\' APP 2 2 4
Grand Total 27 3 1 4 35 ev Grand Total 6 3 1 13 23
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Demand and Capacity
Applying Productivity to Succession Planning Challenges

Meadian ETF Ranlarement
Median FTE Replacement is calculated by taking the provider's actual wRWUs divided by the specialty specific Median Benchmark for wRWVUs. Grouped by Age Category. &
AN
_ Clinical FTE Actual wRVUs Median FT%. k. c1acement
Physician Age 60 or Less 101.0 671,199 1308
Age 60-64 8.0 65,209 12.6
Age 65 or Greater 3.0 225,617 443 \
Total 140.0 962,025 T87.7
APP Age 60 or Less 20 13916 3.9
Unknown 711 301,133 849
Total 73.1 315,054 8a.8
Total 213.1 1,277.079 276.5

» 28% of Adult Primary Care physicians over age 65
» 31.0 FTEs over 65 producing at a rate of 44.3 Median Primary Care physicians

« Must build organizational expectations that recruitment effort/resources will have to increase just to stay even

with current state of Primary Care capture.

HSG
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Key Metrics for Utilization
in Service Line Strategy
Primary Care Patient Acquisition and Retention




Identifying Growth Opportunities
Primary Care is Key to Service Line Market Share Growth

° Primary Care iS going to drive HSG Advisors Outpatient Market Share by Billing Entity - All Services Rendered by Selected Specialist
specialty-specific service line growth

% of Display %of Display % of Display = %of Display = % of Display = %of Display
Total Metric =~ Total Metric = Total Metric Total Metric Total Metric Total Metric

COMMUNITY MEDICAL ASSOCIATES INC | 28.5% 139,059 | 20.5% 129,542 31.0% 144,765 | 20.1% 136,048 | 28.7% 125496 27.5% 115,659

. .t BAPTIST HEALTH MEDICAL GROUP INC  12.7% 62,109 14.7% 62,647 16.8% 78682 17.3% 78120 17.5% 76461 17.6% 73,843
- Off -based Market Share f | | | | | |

O ICE VI sit-base M arket S are ror ULPFAMILY MEDICINE | 1.7% 8,108 | 6.2% 26,522 5%% 27,517 | 6.2% 27,958  64% 28113  67% 28218

1 THE BETHANY CIRCLE OF KINGS DAUGHTERSHEALT..  2.5% 12,433 26% 10,563 26% 12,247 26% 11,652 25% 11,105 25% 10,606
Primary Care

ULRF FAMILY MEDICINE CARDINALSTATION | 0.2% 763 | 12% 5153 | 238% 13,263 | 3.1% 14048 33% 14433  35% 14862

° C | alms- ba Sed Ca | CuU |at 10N BULLITT COUNTY FAMILY PRACTITIONERS PSC = 3.1% 14,920 = 27% 11,638 21% 9764 | 2.0% 8843  20% 8713 20% 8349

. .. BCHS | 1.2% 5734 | 12% 5204 | 25% 11542 | 27% 12,228  2.8% 12122 | 27% 11,329

° Offlce V|S|t E&MS fOI’ a” CENTRAL MEDICALASSOCIATESPLLC | 2.0% 9,521 21% 9,090 22% 10,146 @ 21% 9,536 22% 9,643 23% 9481

: d . RHN CLARK MEMORIAL PHYSICIAN PRACTICES LLC | 14% 6682 | 15% 6437 | 16% 7303 | 16% 7355  17% 7322  17% 7154

p roviders in ma rket AMERICAN HEALTH NETWORKOF INDIANALLC  1.7% 8,046 = 13% 5595  14% 6752 15% 6726 14% 6301  16% 6548

ALLOTHER | 45.2% 220,258 | 35.8% 152,302 | 311% 145131 31.0% 140,174 314% 137108 31.5% 133,845

* Office ViSit Market Share prOVideS HSG Advisors Outpatient Market Share by Provider - All Services Rendered by Selected Specialist
an overview of the competitive 29 | 2020 2021 | 202201 | 202202 | 202203 |

% of Display % of Display % of Display % of Display % of Display % of Display

Ia ndsca pe fo r pri ma ry Ca re patients Total Metric Total Metric Total Metric Total Metric Total Metric Total Metric
. . MOHANA ARLA | 2.1% 10,049 2.0% 8,582 1.7% 7.873 1.5% 6,614 1.5% 6,335 1.5% 6,164
I n t h e S e rVI C e a rea JAWED MOVANIA  0.7% 3,623 0.8% 3,353 0.8% 3,848 0.8% 3,622 0.8% 3,533 0.8% 3,366

YASSIN KHATTAE | 0.5% 2,346 0.6% 2,348 0.6% 2,837 0.6% 2,827 0.7% 3,151 0.7% 2,524
TERRENCEDONOHUE  0.6% 2,845 0.6% 2,657 0.7% 3,141 0.6% 2,805 0.6% 2,551 0.5% 2,279

1 H 1 4 24 1,65 2 ).6% 263 .65 2 1654 et
e U nderstand|ng the h|ghest volume MUJAHIDNASIR  0.6% 3014 | 06% 2468 | 06% 2671 | 06% 2633 | 06% 2661 | 06% 2558
. JOSEPHBEAVEN 05% 2337 | 06% 2646  07% 3357 05% 2454  04% 1815 03% 1377
PCPs in the ma rket can hEI P STEVENGOLDSTEIN | 06% 2728 | 06% 2450 & 06% 2587 | 05% 2256 | 04% 1928 | 04% | é@
e e e . li li JOHNSNELL 06% 2813 | 06% 2374 05% 2557 | 05% 2266  04% 1900  0.4% Qlks
p"orltlze service line a Ignment DAVIDOVERLEY 05% 2433 | 06% 2418 | 05% 2569 | 05% 2261 | 04% 1959 ‘;g 1,762
ta rg ets (|f 18] d e p en d e nt) PLAVAKEERTHI KEMPARAJURS  0.6% 2925 @ 06% 2460 @ 04% 2053 | 04% 2025 05% 2045 1,339

ALLOTHER | 52.8% 452,454 | S25% 393,257 | 52.8% 433625 | 93.4% 422526 | 593.6% 409,005 | 93.9% 354,285
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Identifying Growth Opportunities
Understanding Office Visit Current Share by Market Area

HSG Advisors Outpatient Market Share by Patient County - By Rendering Specialists
(2022 QZ Reporting Period - Procedures)

« Office Visit Market Share provides R

direction on how well our provider | =~ kg __ ""’" |
resources are penetrating the ‘ voy ) T
primary care market ington R
3 =
 Setting targets for growth can /
inform needs for PCP presence to ens & ore
support service line targets | E‘
« Utilize existing capacity L i ey Gounts, 1 Fra”.“i‘f_ S
- Grow footprint e
) : AL e
et o > »-"""// /. Micholasville l-'.\\_
“.\\ \ it Da n.\.r Il le QQY
Vo
\"-\ B Client Markﬂ |
— 0.0% 20.0%
S Mapbo @\0\.-‘?‘9'25"“‘3‘““&9 = = % -“Ii Campballsvilla X

HSG

4 HSGadvisors.com | © 2024 HSG
advisors



| Identifying Growth Opportunities
Patient Retention — Practice Leve/

Archbold PCPs Volume by PCP Practlcnto Core Surglcal Specialties within 90 Days of Primary Care Service

. nte Racor Poe s ol iolis o) T Mprer sl
Practices w 0 Patients Based on Selfections Not Included in Visual

Orthopedics Urology ENT

Podiatry

Gastroenterology General Surgery

2022Q2
Practice A
2022Q2
Practice B
Practice C
Practice D

Practice E

2022Q3
N

&
s‘*\&

50% 100% 0%

0% S0% 100% 0% S0% 1009% 0% 50% 100% 0% 50% 100% 0% 50% 100%

% of Patients % of Patients % of Patients % of Patients % of Patients % of Patients

Neurosurgery

0% S0% 100%
% of Patients
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« Measuring patient retention
over time, by practice and
specialty, allows for evaluation
of current service line
opportunities and variation by
practice.
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Identifying Growth Opportunities
Patient Retention — Provider Level

Archbold PCPs Volume by Primary Care Proivder to Core Surgical Specialties within 90 Days of Primary Care Service
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Taking patient retention down
to the provider level allows for
individual provider
measurements; to determine
warranted and unwarranted
variation by provider to
determine provider specific
opportunities for growth.
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Identifying Growth Opportunities
Patient Retention — Specialty Specific Opportunities

* Lastly, determining where 2022 Q2 2022 Q3
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Identifying Growth Opportunities

Incremental Access Points for Patient Growth — Aligned Providers

» The lowest hanging fruit for
attracting new patients into
your system is by aligning
with physicians and APPs
that already share patients
with your network
providers.

« Utilizing claims-based data
can identify specialists and
providers that are already
aligned with your specialty-
care providers.

HSG

advisors

TOP FEEDING SPECIALTIES

All visits occurring up to 90 days before a visit with an included orthopedic provider

Grouped by the specialty categorization of the provider

Label indicates percentage of total

Family Medicine
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Medicine

Internal Medicine
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Identifying Growth Opportunities
Incremental Access Points for Patient Growth

Emergency
Department Patients

Immediate / Urgent
Care Patients

Moderately Loyal Patient Population

Typically fall into two distinct categories:
1)  Patients with true emergent needs

2) Patients that are unsure of the appropriate site of service for their healthcare
needs

Each category requires a distinct process for patient retention

Least Loyal Patient Population

Traditionally the most educated healthcare utilizers and most likely to
shop around for healthcare services.

Patient education should happen while in the center and include:

Provider Capabilities, Pricing Transparency, Service Offerings, Other Access Points

HSGadvisors.co m | © 2024 HSG
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Conclusions




| Conclusions

 Service line growth evaluation needs to be 3-pronged
« Comprehensively evaluate the current state of the service line
» Identify internal opportunities for growth (service development,
access capacity, network keepage opportunities)
 Look externally for growth opportunities (provider alignment,
market growth, incremental access points)

 Decisions regarding service line strategic growth can, and should, be
data driven

« Metrics utilized for service line growth objectives needs to be
measurable and repeatable to track ROL

 Quarterly updates of metrics will keep consistent pulse on achieving
growth targets

HSG
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| HSG Overview

HSG Advisors (HSG) partners
with health systems to
transform their approach to
their markets, services, and
providers for improved
growth and operational and

financial sustainability.

Headquarters: Louisville, KY
Formed: 1999

HSG EMPLOYED PROVIDER NETWORKS

Improve your financial and quality performance and
overall Operational Excellence by building a Shared
Vision and developing strong organizational,
leadership, and governance support structures.

HSG STRATEGY

Define strategic goals and direction for your health systems’
long-term growth plans that allows for the simultaneous
pursuit of immediate market opportunities, focused on growth
strategies and Medical Staff Development Planning.

HSG COMPENSATION AND COMPLIANCE

Develop sustainable provider compensation solutions to
achieve market competitiveness, financial sustainability,
and regulatory compliance through compensation model
development and implementation.

HSG CLAIMS DATA ANALYTICS

Evaluate competitive dynamics within markets, service
lines, providers and patients based on all-player
healthcare claims data analysis and HSG insights and
expertise.
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| Service Line Strategy
Additional Resources

WHITE PAPER

IMPROVING ACCESS, BUILDING PROVIDER CAPABILITIES,
AND FACILITATING STRATEGIC GROWTH

Health System Medical
Staff Development
Planning

JUNE 2021

SHSMD
Health System Medical Staff

Development Planning

I ISG CLINICAL PRACTICE TRANSFORMATION:
FUNDAMENTAL PHILOSOPHIES
CREATING
TO PATIENT

HSG

advisors

Clinical Practice Transformation:
Fundamental Philosophies

Patient Share of Care:
Measuring Patient Brand Loyalty
SHS M |] Ststooya Merket
Development

Wednesday August 25, 2021
1:00pm - 2:00pm ET

SHSMD
Patient Share of Care:

Measuring Patient Brand Loyalty

How to Measure and Improve Your
Patient Attraction and Retention
Growth Strategies

Part II: Baptist Health (Jacksonville, FL) Case Study

TR
Development™
Wednesday March 23, 2022
1:00pm - 2:00pm ET

SHSMD

How to Measure and Improve Your
Patient Attraction and Retention
Growth Strategies

HSGadvisors.com | © 2024 HSG


https://hsgadvisors.com/wp-content/uploads/2019/07/Clinical-Practice-Transformation.pdf
https://hsgadvisors.com/wp-content/uploads/2019/07/Clinical-Practice-Transformation.pdf
https://hsgadvisors.com/white-paper/health-system-medical-staff-development-planning/
https://hsgadvisors.com/white-paper/health-system-medical-staff-development-planning/
https://www.shsmd.org/education/webcasts/Patient-Share-of-Care#:%7E:text=Patient%20%E2%80%9Cshare%20of%20care%E2%80%9D%20is,it%20within%20a%20health%20system.
https://www.shsmd.org/education/webcasts/Patient-Share-of-Care#:%7E:text=Patient%20%E2%80%9Cshare%20of%20care%E2%80%9D%20is,it%20within%20a%20health%20system.
https://www.shsmd.org/education/webcast/measure-and-improve-your-patient-attraction-and-retention-growth-strategies-part-two
https://www.shsmd.org/education/webcast/measure-and-improve-your-patient-attraction-and-retention-growth-strategies-part-two
https://www.shsmd.org/education/webcast/measure-and-improve-your-patient-attraction-and-retention-growth-strategies-part-two
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