
Orthopedic
Services

Advances in orthopedics have disrupted a main revenue source for 
hospitals at a time when margins are shrinking. Less-invasive surgeries, 
improved delivery systems, value-based reimbursement models, and 
be�er patient outcomes have been a catalyst for the migration of 
high-volume, revenue-generating surgeries from the inpatient se�ing 
to ambulatory surgery centers (ASCs). At the same time, advances in 
technology and innovative models present new opportunities for 
expanded service o�erings and new partnerships. The challenges of 
navigating this new environment are considerable, and organizations 
that proactively address the changes are the most likely to thrive.

CHANGES IN ORTHOPEDIC 
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Rapid changes in how and where 
orthopedic care is received can present 
both challenges and opportunities.

Impact & ReactionDriving Forces

TECHNOLOGY ADVANCES: 
Many procedures have 
become easier and safer to perform, 
allowing them to migrate to 
outpatient se�ings.

PAYER PRESSURES: 
Aging populations and rising costs 
are unsustainable. Payers are 
encouraging a shi� to lower-cost 
environments when it is safe and 
e�ective to do so.

MARKET COMPETITION 
& NEW ENTRANTS: 
Market consolidation means that bigger 
systems with significant resources are 
competing for market share, while 
private equity and physician-owned 
facilities have entered the fray.

CONSUMERISM:
Evolving consumer norms are creating 
an expectation of easy access to 
high-quality service, making orthopedic 
program di�erentiation an imperative. 

HOSPITALS: 
Faced with volume and revenue loss, 
hospital service line leaders are working to 
create be�er alignment models with 
physicians, build new partnerships, expand 
program o�erings, incorporate digital health 
capabilities, and increase access points.

ASCS: 
To meet the demands of surgical migration 
and maximize new opportunities, ASCs are 
expanding their capabilities and footprint 
through new facilities and partnerships with 
hospitals, payers, and private equity firms.

PHYSICIANS: 
Physicians may feel their time is be�er 
served building a practice outside the 
hospital, or they may partner with service 
line leaders to develop programs focused 
on improving the hospital’s inpatient 
orthopedic programs.

PAYERS: 
Health plans are pushing for 
the migration of care to lower-cost 
ASCs and encouraging value-based 
reimbursement models.

PATIENTS: 
With the rise of high-deductible health 
plans and a prioritization of convenience, 
patients are spending more time 
comparing providers based on 
accessibility, value, and outcomes.

For orthopedic providers, the stakes—and opportunities—are at 
an inflection point. Success will come from pursuing new 

strategies and broadening program services.
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ORTHOPEDIC STRATEGIC
PLANNING

Service line leaders must broaden their 
understanding of what it means to 
develop a destination program that 
incorporates outpatient and ambulatory 
sites, investments in telemedicine, and 
expansion of digital health solutions.

SYSTEM-WIDE SERVICE
LINE RATIONALIZATION 

Orthopedic providers must assess their 
patient populations to determine what 
programs are needed and where in order 
to appropriately allocate resources and 
maintain su�cient volumes, revenue, 
and quality.

PHYSICIAN ALIGNMENT 
& PARTNERSHIP PLANNING

New partnerships with physician groups 
can build multifaceted orthopedic 
destination programs to be�er compete 
in an evolving world. 

PERFORMANCE IMPROVEMENT 
& TRANSFORMATION

Initiatives to transform and optimize 
operations and revenue cycles are as 
essential to orthopedics as expanding 
services. No organization can thrive without 
achieving operational excellence.

ECG’S ORTHOPEDIC SERVICE experts use a multidisciplinary approach to understand each 
provider’s specific needs and focus on the critical intersection of vision and implementable reality to build 
solutions that meet the unique challenges our client face.

STRATEGY

Multiyear Strategic Plan Design

Service Area Assessment and 
Opportunity Analysis

Program Development 
and Implementation

Outpatient and Ambulatory 
Site of Care Strategy

Partnership/Acquisition 
Structuring and Execution

Service Line Governance

FINANCE

Physician Compensation 
Analysis and Planning

Fair Market Value Assessments

Bundled Payment Strategy

OPERATIONS

Patient Engagement and 
Experience Design

Performance Transformation

Service Line Optimization
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CASE STUDIES

ECG facilitated the formation of Hoag 
Orthopedic Institute (HOI) through a 
series of transactions that resulted in a 
premier, physician-led orthopedic 
destination center.

POSITIONED HOI to become 
the highest-volume provider of hip 
and knee replacements in 
California

POSITIONED the organization 
for regional expansion in outpatient 
surgery and successfully assisted in 
the development of an outpatient 
enterprise with a series of surgery 
centers throughout Southern 
California

STRATEGIC ALLIANCE 
DEVELOPMENT

OSF entered into a physician services 
agreement with the largest orthopedic 
practice in its service area and 
engaged ECG to lead a ministry-wide 
strategic planning retreat with the 
practice leaders.

PERFORMED a situational 
assessment and interviewed 20+ 
leaders from both organizations

FACILITATED a full-day 
planning event to discuss the 
results of the assessment

SUPPORTED identification of 
common goals and priorities for 
both parties

HELPED articulate the 
ministry-wide service line vision 
and corresponding five-year 
strategic plan

OSF then engaged ECG to develop 
an implementation plan and 
timeline to advance the major 
initiatives identified during the 
retreat to select regions within the 
health ministry.

SERVICE LINE STRATEGY
AND STRATEGIC 
PARTNERSHIP PLANNING

UCLA Health asked ECG to evaluate 
the potential for a partnership with 
Southern California Orthopedic 
Institute (SCOI).

ASSESSED UCLA Health and 
SCOI’s orthopedic market position

PROPOSED a deal structure

DEVELOPED financial 
projections for a potential 
partnership with SCOI

MANAGED various aspects of 
finance-focused due diligence

ECG’s approach ensured that all 
parties understood where they 
were in the process and shared a 
common vision for the 
development of a partnership.

JOINT VENTURE PARTNERSHIP
AND GROWTH OF AN 
AMBULATORY NETWORK
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For more information
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services, visit ecgmc.com 
or call 703-522-8450.


