
C A S E  S T U D Y

Mississippi Baptist 
Case Study
Growing profitable patient volume and building physician loyalty 
 through digital patient engagement

Challenges
•     Ensuring physicians that the hospital is willing and capable of 

assisting them in growing and sustaining their practices.

•   Providing physicians with an understanding of the Internet’s 

ability to generate new patients. 

•   Differentiating Mississippi Baptist’s clinical excellence in the 

minds of consumers and physicians to increase admissions.

Situation
For more than 100 years, Mississippi Baptist has served as a 

Christian-based, non-profit health system. A tertiary-care 

hospital with 541 licensed beds, two critical-access hospitals, 

a long-term acute-care hospital and ambulatory care network, 

Mississippi Baptist provides care to a three-county area with 

an approximate population of 500,000. The hospital has more 

than 250 affiliated physicians. 

 

While Mississippi Baptist performs at the highest level of 

clinical quality in the state and has been recognized as one of 

Healthgrades® America’s 100 Best Hospitals for Orthopedic 

Surgery™ and for Joint Replacement™  for 6 years in a row (2012 

– 2017), competition with the other five hospitals in the region 

is intense.

RESULTS

$41 
million in revenue generated  

over a 13-month period

$11.6 
million contribution margin

4:1
return on investment

13%
increase in commercially 

 insured encounters

Mississippi Baptist leverages Healthgrades® 

and Healthgrades Premium to generate  

additional volume, develop physician  

loyalty, improve payor mix, and promote  

clinical quality.

“ Not only have we seen real 
measurable revenue growth from 
the program, but we have been 
able to grow that ever-elusive 
commercial  mix. That is invaluable 

in our competitive market.” 
— Russ York, CFO



H E A LT H G R A D E S . C O M

Quality Achievements

Banner advertisements and  
integrated quality achievements 
highlighting the hospital’s quality 
awards were presented on the  
designated physician and hospital 
profile pages.

Convenient Appointments

Consumers searching for specific 
physicians were encouraged to 
make appointments via unique 
phone numbers, appointment 
request options and Online  
Appointment Scheduling directly 
on physician profile pages.

HEALTHGRADES PREMIUM PHYSICIAN PROFILE

HG Premium client physicians 

are featured prominently in 

online searches, resulting 

in more profile clicks and 

ultimately more appointments

Employing searches by consumers 

with near-term interest in a physician 

appointment, HG Premium is able to 

effectively drive engaged patients  

directly to a hospital’s physicians

Through HG Premium, hospitals 

are able to highlight their brand 

and physicians on Healthgrades 

in their own market areas

COMPETING PHYSICIAN PROFILE

Priority Searches

Searches for competing,  
non-designated physicians 
in the hospital’s market area 
were presented with options 
and convenient ways of making 
appointments with Mississippi 
Baptist-sponsored physicians.



H E A LT H G R A D E S . C O M

“ A real benefit of Healthgrades 

Premium is being able to show our 

physicians in detail how we help 

them grow their practices.”    
— Ginger Cocke, Director of 

Corporate Communications

Solution
Healthgrades Premium is a digital patient-engagement solution that leverages the 

more than 360 million annual visitors to Healthgrades to obtain appointments with 

physicians employed by or affiliated with a client hospital or system. 

Client Strategy 
Healthgrades Premium was able to effectively direct patients’ attention to Mississippi 

Baptist’s physicians through priority positioning and enhanced profiles on Healthgrades. 

Results  
Over a 13-month period, there were nearly 526,000 searches on the Healthgrades 

Premium physician/hospital profile pages. Consumers searching for competing 

physicians were successfully redirected to Mississippi Baptist more than 333,000 
times, resulting in 20,171 calls or requests for appointments.

With Healthgrades Premium, Mississippi Baptist was able to show each physician the 
referrals and appointment calls generated per month. Detailed reports were used to  

highlight the value brought to their physicians and encourage increased admissions 

from “splitters.”

Healthgrades Premium generated more than $41 million in new revenue and more than 
$4 million in contribution margin with a 4:1 ROI in the first 13 months. Based on the 13 

month actuals, it is projected new revenue will exceed $133 million with a contribution 

margin of more than $11.6 million, for an overall ROI of 12:1 over the life of the program.

Healthgrades Premium drove more commercially insured patients than other patient-

generating programs deployed by Mississippi Baptist — 48 percent of encounters 
driven by Healthgrades Premium were by commercially insured patients, compared 

with 35 percent of those driven by other programs.
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encounters
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526,000 
searches

20,171 
appointment calls

333,000
redirections

$41
million in encounters

$11.6
million in contribution

4:1
return on investment
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To learn more about how Healthgrades solutions

 can engage and align patients and physicians,

call 855.665.9276 or visit healthgrades.com/hospitals


