Reach out with a procedure-specific site

Newer Web sites help urologists market vasectomy, other elective surgeries
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Comprehensive vasectomy data www.vasectomy.coris the provision for

In urology, one procedure-specific site thapatients to obtain financing for such pro

is particularly comprehensive iscedures, particularly vasectomy reversals
www.vasectomy.coms noted, vasectomy which are usually not covered by insuranc
and vasectomy reversal provide a uniqugompanies. The site can connect patien
marketing opportunity for urologists. Somd© @ finance company’s Web site, and th
500,000 vasectomies and an estimatdtient can register and be qualified withir
50,000 reversals are performed in thé hour.
United States annually. The number of re-  ysing one of the finance companies

versals is growing due to advancements gyailable, the physician submits a bill for
microsurgical techniques and the numbeyis or her services on the day of the proce &
of physicians performing the proceduregure and will receive reimbursemen
Growth in the number of vasectomies igithin 48 hours after the bill is submitted,
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medical sites. In my own practice, | havest rate for the patient is 15% to 20%.

used this site to provide potential new pa- A physician directory listing is free to
tients with a resource that supplements thgologists who become members o
information that | would give them priOfWWW'VasectomylconThe site also offers
to their first office visit. It offers the fol- four different pa|d membership programs|
lowing features: and as | evaluate them, itis clear that mem-
* Authoritative information. The site bership can quickly pay for itself in in- o procedure-specific website
includes nearly 100 informational pagessreased patient revenue. Annual membey- vasectomy.com p;ovi des
including feature and secondary articleship fees for enhanced, interactive listings i t ive inf t bout )
based on common questions and concerrenge from $600 for a basic interactive plaﬁU oriialive information dbout vasec
expressed by patients and site visitors. (including a directory listing with a link to 1™ Yasectomy reve,rsol' and related
+ Physician databaseFree access is the physician's Web page) to $3,600 for $PIcS while showcasing urology prac-
provided to practices that professionallyPremier Highlight Package, which include4ces that perform the procedures.
showcase the physician and practice in@primary position on both vasectomy and
highly credible editorial environment. ~ reversal Web pages, an article text pagepportunity is to reach financially quali-

« Third-party financing. Patient fi- Interactive profile presentation page, andied patients. Using interactive technology
nancing includes a free, online applicatiofirectory information listing. is not just a means of making us more avail-
and pre-qualification for a third-party loan ~ In summary, elective procedures ar@ble to patients—itis a professional, cred-
that enables patients to undergo electiveecoming a critical component of growthible way to bring more patients to us in an
surgical procedures using a line of creditand revenue generation in today's managedcreasingly fast-paced, competitive

One of the advantages ofcare environment. The key to accessing thgnvironmenUT
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