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Irip Background

IMed Health is a 69bed, notfor-profit health

1 Anderson and serving the Upstate region of South

northeast Georgia. The fhaspital system Is anchored
Med Health Medical Center, a 46&d acute care hospital which

earned the prestigious Magl%teagnatlon

Carolinas HealthCare Systei@arolinas HealthCare System is one of
the nation's leading and most innovative healthcare organizations. Oul
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.



the issues
e focus?
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& Boundaries what is It that we want to cover?
Navigationc how do we evaluate equitably?
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A Final Constellations someone gets to shinel!

A Arriving in port

A Adrift ¢ lessons learned
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nou;m >eas ldentifying The Issues

mary and secondary collection
the total enterprise

il variation in contingency fees

0Ns In account placement, process and
‘timelines

A Multiple client customer service contacts across the
enterprise

A Disparate performance reporting across facilities and
partners
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“Barometer - Where to Focus
nue cycle support partners:

mary and secondary collection

16.64% for extended business office (EBO)service
I 11.7% for patient statements

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



t revenue cycle operations
onal autonomy

orise wide core computer system
2NJ LISNODSAQOSR A4LISOATAO

I Lack of commitment to speak as One
I Vendor actions to divide

A Opportunity

I EXpense reductiog performance improvemen,
streamlined contract negotiation

I Development of best practice models



Dangerous Shores

1se reduction with ease of
ation
>eé contingency fees with net recoveries

dentify any facility nuances which could impact
partner success

I Demand performancguarantees in contracts

I Consider potential gaishare for exceptional
performance



The Crew

'CFO and EVP
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A Equal representation between CHS PE and Regional
Affiliates

A Navigator
AOQur attorney friends



Latitude & Boundaries

\atic approach to coordinate the Total
2nue Cycle Vendor relationships to ensure
pricing and customer service from our vendor

A\ Provide 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

A Enhancement 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






Navigation

ers through the committee process
elected partners with

I Volume

I Standardization (when possible)

I Time Commitment



Navigation

nsure sufficient comparison
partners

| Develop an initial Request For Information to
identify market availability and expertise

| Establish ormgoing resource for future project
needs
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lov Do You Evaluate Equitabl

riteria, relevant to your organization
Jroject, for advancement of potential
)ring phase, i.e.:

ess for more than five (5) years
\et revenue greater than $1.5M

I Healthcare comprised more than 50% of their
DUSINESS

I Licensed to operate in states within your primary
service area




/A Dc
YOuEvaluate Equitably

) methodology with focus on the
ators of a successful lelegm

-5

e..
of company
| Ratio of staff to number of accounts
I Average tenure of senior staff
I Average tenure of employees
I Average retention of clients (in years)



Navigationc How DoYou
EvaluateEquitably?

.eol
eight to each question
stions hold the highest value for

enure of the senior team more important
‘average tenure of staff

| IS the percent of business related to healthcare more
Important than average client retention period

A Use the committee format to keep the process ethical



