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Revenue Cycle Management

Engaged Patient PAYE!H\YDGII‘ ™
Coordinationof Care -
Coordinated Financial & Clinical Care
Compliant Clinical Documentation

CERTFK:ATION
PRICE
INSURANCE ESTIMATION
VERIFICATION

Resourceg

VALIDATION &
ACTIVATION

Satisfied Customer

FINANCIAL PATIENTCARE
CLEARANCE

Engaged Consumer

Ease of Access Appropriate Payment

Improved Consumer Service I Effective & Efficient Account Resolution
Improved Quality Decreased Costto Collect
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Revenue Cycle Framework

PATIENT EXPERIENCE RADICAL CULTURE ONE- TOUCH
FOCUSED TRANSFORMATION REVENUE CYCLE
N
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Marketing and Communications Epic Genesis

s Capabilities & Features

Strengthen Partnerships & Alliances Technology Agnostic Solutions

Role/Identity Clarity
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VENDOR ADOPT EXISTING EPIC i"iﬁ?g&?‘fs MEASURE PAYER RELATIONS INTEGRITY
MANAGEMENT FUNCTIONALITY SUCCESS & PROGRESS
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Revenue Cycle Strategic Pillars

N\
‘ Patient Financial Experience

Innovation, Automation/AI, Technology - Operational Excellence

‘ Performance and Relationship Management — Focus on Clinical Enterprise

[

‘ Workforce of the Future
/
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Revenue Cycle Organizational Chart

8+ million
claims
ELLGITETY
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Girish Dighe
VP, Revenue Cycle

Teresa Murray

Executive Assistant |

O Physician
Scheduling

O Central
Scheduling

O Customer

Service Billing

.

O Patient Access
Services

O Self-Pay Billing

O Financial
Assistance

O Charity Care

O Bad Debt

O Patient
Feedback and

Experience

/

.

U Health
Information
Management

J Professional &
Hospital Coding

O Vendor
Management

O Performance &
Continuous

Improvement
1 Budgeting

AN

O Revenue

Integrity

a Payment
Variance

0 Payer
Performance

4 Cash
Accountabili

Accountability

.

1 Hospital &
Physician Billing

1 Hospice and
Home Infusion

 Employer
Solutions

O Cash Posting
A Credit Balances

O Reporting and
Performance

- /

$2.3B+
Account
Receivables
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Linear (Cash Posted)
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TOTAL CASH POSTED TREND

Cash Collect
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Revenue Cycle Cost-to-Collect

-
Cost to Collect Trend FY21 - FY25
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Healthcare £E

leaders are under -

more pressure - P -

than ever to do portrbll | ek

more Wlth IeSS_ ‘ Out-of-pocket Cost-to-collect

and to do it fast. Pa’éilernetv\écr)]lﬁjgges 8 Turnover
Yield Loyalty

Competing business challenges and patient
concerns have accelerated the need for digital
transformation among providers.
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Current technology limitations & roadblocks.

The traditional
approach is
no longer
sustainable.

Technology deployment poses
roadblocks for healthcare
leaders trying to meet the
demands of today’s market
and healthcare consumers.

Stacked, disparate
technologies

D
O~
Disjointed patient
experience

&@

Vendor
misalignment

Slow, tiered
deployments

O O
000

Low/no touchpoint
personalization

—0—00—-0—00+
—00—0—-00—0+
—0—00-1-0—00+

Siloed ownership
and metrics

Capital & resource
intensive

S8,

Inefficient labor
utilization

AN

Low/no
scalability



However, today a common patient journey can be disjointed,
not personalized with multiple technologies from various vendors.
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Payment
Opportunity
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One Coordinated Patient Experience

(3

Make a
Payment

(%

Digital
Intake

Shop for

Service Self- View an
Schedule Estimate

Review
Statement

Prepare for
Appointment
[ N B ‘
RevSpring e RevSpring RevSpring
. H " Digital Intake Revs rin Frictionless

Evaluate Provider RevSprmg .ReVSPrmg with OCR P g Self-Service
Consider Insurance Proactive Outreach : Gather Data Revsprlng gsszge Digital g?;?tgzl PorLr;:egéch IIDI:C;!rLl\igr?tm(:)ptions
Compare Costs Fill Open Schedules Estimate Charges Remind, Confirm, Co-Pay / Pre-Pa Billing / Reminder CSR Support

par S ill Op C u i rg Prepare y / Pr y Campaigns . uppor

Personalized Engagement & Payments Everywhere



“You've got to think about big things
while you're doing small things,
so that all the small things
go in the right direction.”

- Alvin Toffler, American writer and futurist
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Patient Financial
Journey as a Vision

* Focus on patient experience to improve the patient
financial journey.

» Take a multidisciplinary approach to create a
comprehensive strategy.

« Utilize customer feedback and surveys to identify
key initiatives.

« Establish clear metrics for success based on the
initial focus areas to track progress and impact.



Technology &
Innovation Opportunities

* Prioritize patient-facing problems rather than
jumping straight to solutions, ensuring alignment
with their needs.

« Advocate for marketing the business case(s) that
align, highlighting measurable outcomes for
stakeholder buy-in.




Connecting Revenue Cycle
to Organizational Strategy

« Emphasize the necessity of aligning Rev Cycle
vision and mission with the corporate/business
strategy to enhance overall effectiveness.

 Encourage RCM leaders to actively promote
the journey and initiatives to senior leadership.




“People can handle change.
What they can’t handle is uncertainty.”

- Christine Aucreman, CPA, CHFP, FHFMA
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People Management

HOW TO BRING THE TEAM ALONG DURING NEW TECHNOLOGY ADOPTION.

Clearly communicate the
objective of the new technology

Involve the end-users early in the
design and implementation phase

Adopt a practice of continuous iterative
improvements once a tool is live
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- Get really clear
on current state vulnerabilities
and the problem you're trying to
solve. Build a plan to remedy.

* Pull the right leaders
to the table and proceed in a
way that’s collaborative, no silos.

* Create forums
that allow for ongoing iterative
improvements to drive
engagement and end user
adoption.
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Lessons Learned

When Driving ) |

= eadership

Transformational | Readiness
Change

Pace of

Change

Delusional

Optimism




What you can do

to create a connected
patient experience
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QUESTIONS?

1 OhioHealth  'RevSpring
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