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Ok, here's how outpatient surgical centers operate. 
They provide facilities for doctors to perform surgical procedures that don't require an overnight stay, such as colonoscopy, plastic surgery, eye surgery, arthroscopic knee surgery, and pain management.

A typical center has $4 million of annual revenue, 30 employees, and three operating rooms.

Activities revolve around scheduling and performing procedures, of which there may be 1,500 per year for each operating room. Patients are referred by the doctors who perform the procedures. Marketing aims at getting more doctors affiliate with the center.

Pricing is largely determined by the health insurers with whom the center has contracts, including Medicare. The center bills for the use of its facilities and doctors bill separately for their services. Computer systems are used for scheduling, billing, and patient records. 

Here are some strategic things you should know.

Outpatient surgical centers compete with hospitals, but may also have partnerships with them. Doctors often prefer to use surgical centers that specialize in particular procedures. 

A large volume of business may come from a handful of doctors. Many centers are owned by groups of doctors. State and federal laws regulate how doctors can refer patients to facilities they own.

Many doctor-owned surgical centers contract with professional management companies to run their operations. A lot of centers operate well below their capacity.

The aging of the US population will increase the market for outpatient procedures like cataract surgery, plastic surgery, and arthroscopic knee surgery. Advances in medical technology will also allow more types of procedures to be done at outpatient centers.

Here are some good talking points.
What are the main types of procedures they do?

How many operating rooms do they have?

How many procedures do they perform per year?

What percent is that of their capacity?

Does a lot of their business come from a few doctors?

How many doctors use the center?

Are they affiliated with a hospital?

How much of their revenue comes from Medicare?

How much do their typically bill for a procedure?

And finally, how do they see their business changing in the future?

Now, you're ready.

