REVENUE GENERATION WITH A HOSPITAL-OWNED DURABLE MEDICAL EQUIPMENT BUSINESS

Presenters:  Tim Van Antwerp and Don Gillespie                                           Lakeland Regional Health System, St. Joseph, Michigan
Hospitals refer millions of dollars of DME revenue to outside companies annually.  Can you afford to give this money to others?  Why not keep the significant profits from DME sales for the hospital?

Speaker Information

Donald Gillespie, Ph.D. is a seasoned health care professional with over 25 years of experience in health care administration. Most of these years were focused on home care services. As a hospital system administrator he has been the leader in planning and implementing over 25 home care and rehabilitation businesses. He now is a Senior Home Care Consultant with hospitals and other organizations on mergers, acquisitions, start-ups, transitions and turn-arounds of home care businesses. He works with the home health and home medical equipment division of Lakeland Regional Health System in St. Joseph, Michigan. He is a VGM – listed DME consultant. Dr. Gillespie has served as Vice President for Home Care for a regional multi-hospital health system and created a subsidiary of the that system which contracted with 10 surrounding hospitals to develop, manage and provide IT and billing services for home care operations. As Vice President for Business Development for a multi-state home care company he was engaged in starting new businesses in four states. He received his Ph.D. in Sociology from Western Michigan University and a Master of Social Work from California State University, Sacramento. Prior to moving to health care administration he was a professor of sociology at Andrews University in Michigan.

Tim VanAntwerp has over twenty years of experience in the home medical equipment business. He owned two home medical equipment companies and managed a large business for a regional company as well as held the position of Chief Operating Officer for a large regional home medical equipment company. Tim is widely recognized for his passion for excellence in service and operational processes. His success in starting and managing home medical equipment companies and his love for consulting make him a natural for the MPI consulting business. He currently is owner of Vans Medical Equipment of Lakeland, a partnership with Lakeland Regional Health System in St. Joseph, Michigan.

FOCUS OF THE SESSION

The content of this interactive session focuses on a new DME company as a source of revenue for hospitals in a challenging economic environment.  There are financial advantages from moving into the DME business. Methods of determining if it makes sense for your hospital will be explored.  The bonuses of improved quality, continuity of care and enhanced customer loyalty resulting from a professionally managed hospital–owned DME company will also be addressed. 
Together we will explore:

1. The many advantages of a hospital-owned DME

2. How to determine if starting a DME makes sense for your organization and how you can predict the revenue that will flow to your bottom line
3. The options for entering the business for your organization: start-up, acquisition of an existing business or merging with community DME in a partnership 
4. How to know which one of the options is best for your hospital

5. The impact of new government regulations
6. Other threats and barriers and how to overcome them

7. The elements of a careful planning process and the importance of planning
8. Sample implementation schedule for start-up
9. Practical, down-to-earth tools for enhancing the probability of success and gaining market share will be revealed.  
The knowledge gained from the presenters’ real-life experiences in helping hospitals with start-ups, mergers and partnerships will help you make an informed decision about this business opportunity for your hospital.
This interactive presentation is given by an experienced team of leaders in the hospital-owned DME arena.  Below is an outline of the content to be covered using an
INTERACTIVE APPROACH TO THE FOLLOWING CONTENT, DESIGNED TO KEEP THE SESSION INTERESTING AND FOCUSED ON YOUR INTERESTS AND CONCERNS
· A real-life case study of a hospital system approaching this dilemma
· Break-out groups for a Case Study: The Long and Winding Road 
· Steps toward a successful merger, start-up or acquisition: interactive discussion
· Important factors to assure smooth transition into the business regardless of mode of entry.
· Keys to developing a strong market share
· Secrets to expanding relationships with referral sources
· Maximizing access to referrals inside and outside the hospital
· Obtaining strong quality assurance feedback 
· Capital required for developing a DME 
The CEO, COO or CFO who completes this session will have the knowledge of issues and tools to start exploring the possibilities of moving into the DME business.  There are an increasing number of hospitals making the move and reaping the rewards.
