Critical Success Factor:  Value

Topic:  Additional Revenue

Goal:  Our goal is to generate additional revenue through the development of sharing agreements to sell both clinical and non-clinical services to partners in the public and private sector.

What are the benefits to the Network of selling services to public and private business partners?

	Recruitment of new patients
	Utilize excess capacity

	Gain revenue, prestige, notoriety – seen as experts
	Opportunity to expand use of new technology 

	Maintain clinician competence
	Collaboration leads to additional opportunities

	Filling community needs where we have expertise
	Cover fixed costs and standardize products

	Offers services not available in the community
	Deeper level of expertise (larger talent pool)

	Increase community awareness
	


What are the top critical actions that need to happen to expand our sharing program?

	Need subject matter experts to market excess space 
	Identify true cost of service or space to be sold / leased

	Accurately value the item, and link to market rates
	Ensure legality of opportunity

	Integrity of billing process
	Need a data-based process to identify excess capacity

	Ensure veterans needs are met and not compromised
	Cost / benefit analysis of contract proposals

	Look at VA – DoD sharing agreements for opportunities
	Advocate for legal changes to enable additional opportunities

	Seek best practices in place at other VISNs
	Establish foundation / non-profit to enable creative initiatives

	Develop and sell educational programs
	Website / marketing on what we have to sell or offer

	Affiliation agreements
	Need specific champions with administrative support

	Update billing structure – consider contracting this segment to outside agency
	Allocate to veteran first before offering to outside

	Congress – change the speed / timeliness of actions
	Identify areas of best practice, e.g., credentialing

	Improve / ensure reliable transport (specimens, people, papers)
	Need seed money (external)

	Ensure adequate resources for marketing and contracting
	


How does this program benefit our veteran patients?

	Develops and maintains programs not otherwise affordable
	Generates revenue to use in other areas – reinvests revenue to improve programs and services

	“One Stop Shopping”
	Dependable, consistent services

	Revenue may offset impact of reduced appropriated funds
	Ameliorate budget limitations

	Enhanced coordination / interaction / value within community healthcare
	Helps provide comprehensive services

	Lets us capitalize on the things we do very well
	Clinical efficiencies (improved turnaround time, etc.)

	Veterans would have access to best practice models at the VA or in the community
	


