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There are several ways to increase EBITDA (Earnings Before Interest, Taxes, Depreciation,
and Amortization) at a medical group. Here are some strategies:

Increase patient volume: One of the most direct ways to increase revenue is to see more
patients. This can be accomplished by expanding marketing efforts, adding new providers
to the group, or extending office hours to accommodate more appointments.

Improve billing and collections: Medical groups can improve their cash flow by making sure
that they are accurately coding and billing for services, verifying insurance coverage, and
following up on unpaid claims. Outsourcing billing and collections can also help improve
efficiency and reduce errors.

Optimize expenses: Reviewing expenses and finding ways to reduce unnecessary costs can
have a significant impact on EBITDA. For example, renegotiating contracts with vendors,
reducing overtime, or improving supply chain management can help reduce expenses.

Utilize technology: Investing in technology can improve operational efficiency, reduce costs,
and increase revenue. Electronic health records (EHR) systems, telehealth services, and
automated patient scheduling and reminders are just a few examples of technology that can
help a medical group improve its bottom line.

Explore new revenue streams: Medical groups can consider diversifying their revenue
streams by offering new services or expanding into new markets. For example, adding
aesthetic or wellness services, offering virtual consultations, or opening a new office in a
different geographic location can help increase revenue.

Improve provider productivity: Encouraging providers to see more patients or generate
more revenue per patient can help improve EBITDA. This can be achieved by setting
productivity goals, providing training and support, or implementing performance incentives.

Reduce patient no-shows: Patient no-shows can be costly for medical groups. Implementing
a system to remind patients of appointments, offering flexible scheduling options, or
charging a cancellation fee can help reduce no-show rates and increase revenue.



