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Summary Description

Ambulatory services are poised for significant restructuring. Explore how health systems are revisiting their ambulatory care strategies and planning for the next wave of large-scale development. Follow the path of a six-hospital system and its private medical staff in a quest to envision and redesign a rational ambulatory delivery system. Learn methodologies to estimate outpatient demand by clinical service line. Through case study, begin to consider how you can customize your organization’s ambulatory growth strategy to the unique dynamics of your market.
Learning Objectives 

1.
Understand the interrelated trends that will accelerate growth in ambulatory services

2.
Learn methodologies and tools for assessing the need for and sizing of ambulatory care networks

3.
Explore models for ambulatory system design and physician integration models tailored to specific market and organizational dynamics

Faculty Information

Laura Etchen is a Principal with The Chartis Group, with more than twenty years of healthcare leadership experience. Ms. Etchen assists clients in a wide range of strategic, organizational and operational initiatives, leading consulting engagements in the areas of strategic and business planning, integrated delivery system strategy and formation, new business development, organization redesign and financial/operational improvement planning.  Prior to joining Chartis, Ms. Etchen was a Partner at two other national healthcare consulting firms. Ms. Etchen also served as the Vice President for Strategic Planning at Ochsner Medical Institutions in New Orleans, where she was instrumental in the development and start up of a geographically dispersed ambulatory care delivery system. Ms. Etchen holds an MBA from Tulane University and Masters and Bachelors degrees in Psychology from the University of West Florida. 
Mitch Graves has served as president and CEO of Methodist Healthcare's Affiliated Services Division since 2005. This division includes a variety of home health companies such as nursing and therapy, hospice, infusion and medical equipment. Affiliated is also comprised of a variety of outpatient services such as minor medical/urgent care centers, a sleep center, wound healing services, diagnostic services and surgery centers. Mr. Graves joined Methodist in 1988 as vice president of Consolidated Recovery Systems and Miracorp Financial Services. He also served as corporate director of Finance from 1994 to 2005. He holds a Bachelors degree in business administration with a concentration in finance and economics from Christian Brothers University. Mr. Graves has served on numerous Boards for community, religious, and business organizations. He has also served on the United States Attorney's Healthcare Fraud Task Force, Memphis Alcohol Commission, and the Governor's Tenncare Claim Committee.

Executive Summary/Outline

I. Evolution of Ambulatory Care Services – Yesterday, Today and Tomorrow

A. Scope of ambulatory services

i. Technology drivers

ii. Economic impact

B. Demand

i. Aging

ii. Consumerism and buying factors

C. Business models

i. Physician centric

ii. Hospital centric

iii. New models

1. Primary care medical home

iv. New entrants

D. Reimbursement and profitability

E. Distribution, delivery and management of services

i. Service mix

ii. Locations

iii. Access

iv. Services

v. Organization

F. Future opportunities and opportunities

i. Impact of reimbursement

ii. Health system responsibilities/accountabilities

iii. Reality of local market dynamics

G. Getting from here to there – promise of integrated delivery

II. Ambulatory Development Experience – Audience Participation

A. Participants discuss how the ambulatory market is evolving in their market based on market evolution framework proposed

B. Participants discuss the role of ambulatory services in their health system enterprise strategy

C. Speaker’s comment based on their market experience

III. From Vision to Strategic Plans – One Health System’s Journey

A. Ambulatory services as a differentiating strategy

i. Market dynamics/opportunities

ii. Crafting the vision

B. Assessing the present and forecasting the future – planner’s toolkit

i. Evaluating ambulatory services as a business unit

ii. Defining ambulatory service lines by CPT code

iii. Forecasting future demand by geographic market

iv. Translating demand to resource requirements

1. Physicians

2. Services

3. Technology 

C. Evaluating and designing the delivery model

IV. From Plans to Reality – One Health System’s Journey

A. Engaging physicians

i. Building on a history of  collaboration

1. Physician Hospital Organization 

2. Ambulatory joint ventures

ii. Joint planning with the private medical staff

iii. Physician participation models

1. Real estate

2. Office leases

3. Ancillaries

iv. Managing reactions   

B. Progress against plan 

i. Setting priorities

ii. Seizing opportunities

C. New market entry

i. Developing the financial business model/case

ii. Gaining community support

iii. Marketing to physicians

iv. Navigating regulatory barriers

v. Evaluating make versus buy options

1. Facilities

2. Services

vi. Structuring the ventures

D. Future expectations and plans

i. Ambulatory surgery/procedure centers

ii. Fully integrated outpatient centers

1. Services

2. Information technology 

V. Lessons Learned and Key Success Factors

A. Lead versus lag

B. Physician participation

C. New business development 

D. Capital investment

E. Community support
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