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Retained Search Case Study – RSG Talent
Ambulatory Surgery Center Management and Development

The Client: A national ambulatory surgery center management and development company specializing in multi-specialty joint ventures.  The company had management agreements in place with over 30 ASCs while also providing consultative services in supply chain management, perioperative services, and financial valuation to ASCs and also hospital systems.  
  
The Goal:  The client was founded in 1995 and had seen incremental growth over many years.  In 2007, the founding CEO sold a majority interest in the business to a national provider of financial and management solutions to national healthcare systems, community hospitals and physician groups.  After the purchase in 2007, the strategic goal of the purchaser was to build the client’s business to a critical mass in hopes of ultimately selling the business.  In 2011 the founding CEO retired and a CEO was hired with the explicit goal of accelerating the growth and financial stability of the business for the ultimate purpose of sale.  As part of the new CEOs strategy to improve growth and financial stability, he identified a need to improve current talent within the organization and also add new talent that would expand the company’s service offerings. 
The Solution: In late 2011, RSG Talent was contacted by the new CEO to provide services to support his initiatives of improving current talent as well as add new talent to the organization.  RSG Talent was ultimately retained to lead several of these searches, which included the addition of multiple ASC Administrators and Regional Vice President of Operations.  In addition, RSG Talent helped add new talent that expanded the client’s consultative capabilities in supply chain, business office operations, and perioperative services. 
The Result: Over two years RSG Talent completed more than 10 retained searches for this client.  The goal of improving talent and expanding service offers to ultimately improve the growth and financial stability of the client’s organization was partly realized through these search efforts, and the client was successful in meeting their ultimate goal of sale.   In the spring of 2013, the client was purchased by one of the top three ambulatory surgery management and development companies in the nation.  
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