Texas Ambulatory
Surgery Center Society

Marketing Your ASC to Both
Patients and Physicians

Presenter:
Richard Boyd

VP Marketing & Business Development
Texas Health Partners



41 Texas Health
(—9 Partners




Who are your customers?

(With everyoné in t

Receptionist
Nurse

Schedulers
\VVA |
The Physician”




2. How does your communication with general staf
impact your overall relationships?

Builds trust

Creates partnerships
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3. How critical is it to understand the key
pl ayers with a physi

Deals are won and lost at this point




4. Always ask/gain physician buy-in before sharing
sensitive/confidential information with staff
personnel.

* |dentify a go-to person within/each office

 Ask always and never sugge\st
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Be aware of buying signs

Services offered vs existing services

Sell with value and not financial returns

If it does not make se o the physician
It won'’ _mak\e S eng;s
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6. Say what you know and know what you
are saying

e Don’t be adom’itd hav
answer to that, allow me to/re,search |
and get back with you.-Does next
Tuesday at 2pm k for yo& P

\ke another visit tqf".
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