Siemens Healthcare Consulting
Case study of a general hospital

Producing a business plan for establishing
a cardiac cath lab

www.siemens.com/medical-consulting

SIEMENS

s 2 B




Challenge

As part of a strategic realignment, a
general hospital in Bavaria, Germany is
planning on installing a heart catheteri-
zation laboratory. The intent is to expand
its cardiology service spectrum with
invasive cardiological diagnostics and
therapy. Aconsulting team from Siemens
Healthcare developed a comprehensive
and detailed business plan for this invest-
ment project.

Procedure and results

The following aspects were evaluated to

provide the customer with the necessary

decision-making tools:

e Market potential and competitive
situation

* Planned service spectrum and required
service volume

¢ Required personnel, infrastructure, and
technological resources

e Cash flow calculation and determination
of time of amortization

e Risk evaluation of the project

Market and competitive analysis

The Siemens consultants performed a
regional market and competitive analysis.
The focus here was on identifying the
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market to be addressed and the compe-
tition. The competition’s geographical
distance from the hospital, catchment
area, as well as respective service spec-
trum and service volumes were all
evaluated.

Displaying the competitors’ options for
action was part of the analysis.

Potential

To estimate the expected service vol-
umes, the Siemens consultants created
a forecasting model that analyzes the
development in the number of proce-
dures in invasive cardiology (separated
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into diagnostic and therapeutic aspects)
in Germany, and extrapolates it into the
future. In addition, an analysis of the
catchment area weighted to the commu-
nity level was performed. In this case,
qualitative aspects such as the flow of
referrals and conditions relating to infra-
structure were considered. By comparing
the knowledge obtained from the market
and competitive analysis as well as the
forecast model, the potential for the
intended customer location was deter-
mined. The expected DRG revenue is
derived from the number of procedures
calculated.

Investment expenditures and
ongoing costs

Determination of the requirements
regarding personnel, technology, and
space were also part of the project. The
change required was determined by
comparing the resources needed with
those already in house. The amount of
investment required for capital equip-
ment and construction, as well as ongo-
ing personnel and overhead costs, were
assessed.

Overall profitability analysis

The Siemens consultants compared
revenue and costs using a calculation
model. This information, combined with
a dynamic investment calculation
allowed the team to determine the amor-
tization period of the investment.
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Risk assessment

customer with the necessary decision-
making tools.

An additional sensitivity and risk
analysis was performed to provide the
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The risk analysis qantifies the probability
of positive results.

Qualitative analysis
Finally, a comprehensive qualitative

assessment of the investment project was
performed as part of a SWOT analysis.

SWOT analysis
as the tool
Strengths Weaknesses for qualitative
evaluation
Oppurtunities Threats

Not only were strengths and weaknesses
presented, but also recommendations
were given on how to enhance strengths
and reduce weaknesses. In addition,
actions were evaluated that would enable
risk reduction and the use of existing
opportunities. Specific action options
were assessed and recommended

to ensure the success of the investment
project.

Customer benefits

The report by the Siemens consultants
made the investment project transparent
for the customer in terms of profitability,
risks, and opportunities. The business
plan was an important instrument in the
customer’s decision-making process and
for approval of the investment by the
customer’s financial backer.



On account of certain regional limitations of
sales rights and service availability, we cannot
guarantee that all products included in this
brochure are available through the Siemens
sales organization worldwide. Availability and
packaging may vary by country and are subject
to change without prior notice. Some/All of

the features and products described herein may
not be available in the United States or Japan.

The information in this document contains gen-
eral technical descriptions of specifications and
options as well as standard and optional features
which do not always have to be present in indi-
vidual cases.

Siemens reserves the right to modify the design,
packaging, specifications, and options described
herein without prior notice. Please contact your
local Siemens sales representative for the most
current information.

Note: Any technical data contained in this
document may vary within defined tolerances.
Original images always lose a certain amount
of detail when reproduced.
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