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Trip Background 

Who are your tour companies?  
 
AnMed Health ς AnMed Health is a 695-bed, not-for-profit health 
system based in Anderson and serving the Upstate region of South 
Carolina and northeast Georgia. The five-hospital system is anchored 
by AnMed Health Medical Center, a 461-bed acute care hospital which 
has earned the prestigious Magnet® designation. 
 
Carolinas HealthCare System - Carolinas HealthCare System is one of 
the nation's leading and most innovative healthcare organizations. Our 
diverse network of more than 900 care locations includes academic 
medical centers, hospitals, healthcare pavilions, physician practices, 
destination centers, surgical and rehabilitation centers, home health 
agencies, nursing homes, and hospice and palliative care.  
 



[ŜǘΩǎ bŀǾƛƎŀǘŜ 

ÅRough seas ς identifying the issues 
ÅBarometer ς where is the focus?  
ÅDangerous shores 
ÅThe Crew ς ǿƘƻΩǎ ƻƴ ƻǳǊ ǘŜŀƳΚ  
ÅLatitude & Boundaries ς what is it that we want to cover?  
ÅNavigation ς how do we evaluate equitably? 
ÅBuoy ς ǎƘƻǿ ǳǎ ǿƘŀǘ ȅƻǳΩǾŜ ƎƻǘΗ 
ÅTidal Race ς ŘŜŎƛǎƛƻƴǎ ŘƻƴΩǘ ŎƻƳŜ Ŝŀǎȅ 
ÅFinal Constellations ς someone gets to shine! 
ÅArriving in port 
ÅAdrift ς lessons learned  



Rough Seas ς Identifying The Issues 

Å20 partners in primary and secondary collection 
services across the total enterprise 

ÅSubstantial variation in contingency fees 

ÅVariations in account placement, process and 
timelines 

ÅMultiple client customer service contacts across the 
enterprise 

ÅDisparate performance reporting across facilities and 
partners 

 



Barometer  - Where to Focus 

ÅTotal spend on revenue cycle support partners:  

ï28.05% for primary and secondary collection 
services  

ï16.64% for extended business office (EBO)services 

ï11.7% for patient statements 

 

These services represented 56% of the overall spend 
with revenue cycle support partners.  



Dangerous Shores 

ÅChallenges 
ïMultiple independent revenue cycle operations 

ïLoss of operational autonomy 

ïLack of enterprise wide core computer system 

ïwŜŀƭ ƻǊ ǇŜǊŎŜƛǾŜŘ ǎǇŜŎƛŦƛŎ ŦŀŎƛƭƛǘȅ ƴŜŜŘ ŦƻǊ άŎǊŀǾŜ ƻǳǘǎέ 

ÅRisk 
ïLack of commitment to speak as One 

ïVendor actions to divide 

ÅOpportunity 
ïExpense reduction ς performance improvement ς 

streamlined contract negotiation 

ïDevelopment of best practice models  

 



Dangerous Shores 

ÅProject considerations 

ïBalance expense reduction with ease of 
implementation 

ïBalance contingency fees with net recoveries  

ïIdentify any facility nuances which could impact 
partner success 

ïDemand performance guarantees in contracts 

ïConsider potential gain-share for exceptional 
performance 



The Crew  

ÅCaptain ς CHS System CFO and EVP 
ÅFirst Mates 

ÅJulianne Dreon  
ÅChris Johnson 
ÅMike Simms 

ÅCrew 
ÅEqual representation between CHS PE and Regional 

Affiliates 

ÅNavigator 
ÅOur attorney friends  

 



Latitude  & Boundaries  

ÅDevelop a systematic approach to coordinate the Total 
Enterprise Revenue Cycle Vendor relationships to ensure 
consistent pricing and customer service from our vendor 
partners 

ÅProvide a better forum for knowledge and best practice 
sharing among Primary Enterprise and Regional 
Enterprise executives that can be integrated into the 
unified contracting strategy 

ÅEnhancement of our overall strategy to be recognized 
and speak as One System in a manner similar to other 
successful CHS strategies such as group purchasing 



A Three Hour Tour? 



Navigation 

ÅSpeak as One! 

ÅMove as One! 

ÅSelect partners through the committee process 

ÅProvide selected partners with  

ïVolume 

ïStandardization (when possible) 

ïTime Commitment 



Navigation 

ÅCast a wide net to ensure sufficient comparison 
between potential partners 

 

ÅOur strategy:  

ïDevelop an initial Request For Information to 
identify market availability and expertise  

ïEstablish on-going resource for future project 
needs 



Navigation 
How Do You Evaluate Equitably?   

ÅEstablish minimum criteria, relevant to your organization 
or to the specific project,  for advancement of potential 
partners to scoring phase, i.e.:  

ïIn business for more than five (5) years 

ïNet revenue greater than $1.5M 

ïHealthcare comprised more than 50% of their 
business 

ïLicensed to operate in states within your primary 
service area 



Navigation ς How Do 
You Evaluate Equitably?  

ÅEstablish a scoring methodology with focus on the 
most critical indicators of a successful long-term 
relationship, i.e.:  

ïAge of company 

ïRatio of staff to number of accounts 

ïAverage tenure of senior staff 

ïAverage tenure of employees 

ïAverage retention of clients (in years) 



Navigation ς How Do You 
Evaluate Equitably?  

ÅEstablish a scoring range, i.e. 1 -5 

ÅIf appropriate assign a weight to each question  

ÅDetermine which questions hold the highest value for 
your organization 

ïIs average tenure of the senior team more important 
than average tenure of staff 

ïIs the percent of business related to healthcare more 
important than average client retention period 

ÅUse the committee format to keep the process ethical 


