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Expanding Ambulatory Services,
Extending Reach, and Enhancing Revenue
Through Development Management Strategy
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A highly respected radiation oncology
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Little Company of
Mary: Redeveloping a
Complicated Urban Site
Little Company of Mary purchased an
urban land site in Oak Lawn for their first
new outpatient medical center in many
years. The urban site required the demolition of an existing fitness center while
working with a design team to navigate
around the site’s tight boundaries and
maximize the building size; brokering a
long-term parking license agreement with
a neighboring property owner; and negotiating an agreement to gain permission for
a driveway to be installed between the
properties to create direct access to signalized intersections.
The creative parking solution resulted in
a larger building with a more significant
program of services, thereby exceeding
original revenue projections.
Construction is now complete, with the
facility opening at the end of July and coming in under budget. The three-story Little
Company of Mary Outpatient Center will
provide urgent care, lab, diagnostic imaging and office space for the hospital’s primary care and specialty physicians.
Bottom Line
Ultimately, facility expansion increases
market share and enhances your bottom
line revenue. By aligning with a healthcare
development management expert, navigating the waters of the process will allow you
to focus on your core business of delivering exceptional patient care, while the
management firm handles the rest.
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