
  
CPA Content+  

www.cpacontentplus.com  
 

 

 

 
SEO DETAILS:  
Page Title: Implementing a Growth Strategy for Healthcare Providers | [INSERT RELATED 
SERVICE] | [INSERT FIRM NAME] 
Meta Description: [NAME OF FIRM] discusses four strategies that leaders at healthcare 
organizations can take to help identify new markets, figure out missed opportunities and 
increase overall revenue. 
Headline: Creating and Executing a Growth Strategy in 4 Steps for Healthcare Providers   
 
BODY COPY:  
The COVID-19 pandemic has changed healthcare in the U.S. in countless ways. “Countless” is 
not hyperbole — changes have undoubtedly come in more ways than we realize yet. Doctors 
and clinics are far more likely to refer patients to providers other than hospitals for diagnostic 
tests, procedures, follow-up visits and more. Leaders in the healthcare field can take advantage 
of the changes in the landscape to reassess their strategies for growth, identify new growth 
markets, evaluate how they bring in patients, determine where and how they miss out on 
opportunities and increase their overall revenue. The following four strategies can help leaders 
prepare for a future that will almost certainly be different from what they have seen before. 
1. Where Are Your Patients Coming from, and Where Are You Missing Opportunities for 
Growth? 
Fundamental to any healthcare organization’s growth strategy is an understanding of how 
patients access your organization and how your organization either fails to capture new patients 
or loses existing ones. Information about access and leakage can help you build the rest of your 
strategy. 
You will need to gather data on how patients access your organization’s services. Data may 
come from surveys of new patients, existing patients, referring providers and your own staff. 
The goal is to improve both the intake of new patients and the retention of existing ones. 
Questions to consider regarding access might include the following: 

• Do patients find you by searching for a provider, or do they learn about you through 
referrals from other providers? 

• How would a patient be able to find your organization if they are searching for a provider 
(e.g. internet search, social media, print advertising, insurance directory, etc.)? 

• How many patients come from within your organization’s network, and how many come 
from out-of-network? 

• Who or what are your networks for referrals? 
To identify points where leakage is occurring, you might consider the following questions: 

• How many potential patients who contact your organization proceed to schedule 
appointments? 

• How many initial appointments become established patients? How the answer to this 
question affects your organization depends on the nature of the services you provide. 
Some organizations, such as physician practices, seek to develop long-term 
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relationships with patients. Others, such as hospitals, might only see individual patients 
sporadically. 

• What reasons, if any, do existing patients give for switching providers? 
You can also obtain useful data from internal records, especially financial data and operational 
metrics, such as your procedures for scheduling appointments and the average wait time 
patients experience when they arrive for appointments. 
2. What Is Your Place in the Market? What Would You Like Your Place to Be? 
Next, you should understand where your organization fits into the healthcare market in your 
area. Depending on the size and scope of your organization, your “area” could be local, regional 
or nationwide. 
Claims data can provide a wealth of information about where you fit into the existing market. It 
can also help you identify areas where your organization has the opportunity to grow, either to 
occupy a greater share of a current market or to expand into a new one. You should be able to 
search in all Core Based Statistical Areas in which you operate to track activity according to any 
or all of the following classifications: 

• Current Procedural Terminology (CPT) codes 
• Healthcare Common Procedure Coding System (HCPCS) codes 
• International Classification of Diseases, 10th Revision (ICD-10) codes 
• Medicare Severity Diagnosis Related Group (MS-DRG) codes 

3. How Are You Managing Your Growth Strategy? 
The best growth strategy in the world cannot work without qualified people in charge of 
overseeing and managing it. Your organization will need a committee charged with monitoring 
progress on the growth strategy and keeping it on track to achieve the best possible results. The 
functions of your organization’s oversight committee should include the following: 

• Coordinating business activities to maximize the achievement of goals 
• Maintaining communication regarding strategic goals across departments 
• Allocating resources to balance operational needs with strategic goals 
• Tracking results and making adjustments where necessary 

4. How Will You Implement Your New Strategy? 
Once you have developed a strategy for your organization’s growth, it will be time to put it into 
practice. You will need organizational controls to ensure that the strategy can play out while 
adapting to real-time developments and needs. The organization’s board of directors can create 
a project charter that makes the strategy official and establishes an oversight committee to 
manage it. 
The oversight committee should have the authority, as discussed above, to make adjustments 
as needed. The charter may include benchmarks to allow the board to keep track of progress on 
the plan, such as by directing the oversight committee and project leaders to provide periodic 
reports. It can also set deadlines for major milestones. 
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If you have any questions about creating and implementing a new growth strategy for your 
healthcare organization, please contact [NAME] in our [DEPARTMENT] at [NUMBER] or 
[EMAIL]. 
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