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ÅPressures in the Industry 

ÅSnap Shot of Reimbursement  

ÅPayment Compliance 

ÅClaims Contract Profitability 

ÅContract Negotiations 

ÅNegotiations Profitability 

ÅDenial Analytics 
 



Pressures in the Industry  

Issue:  

Healthcare costs continue to rise year 
over year, while reimbursement from 
large volume government payers 
Medicaid, Medicare, and Tricare 
remain on a down trend.  

Solution:   

Maximizing revenue under 
evolving payment models 



Past : 
ÅEvergreen; % of charge and per diems 

Present: 
ÅTraditional fee-for-service 
ÅPayment based on volume  
ÅCost Based 
ÅProspective Payment System 
ÅCapitation 
ÅSelf Pay 

Future: 
ÅCommercial & Government move to Value 

Based Reimbursement 

 
  

Snapshot of Reimbursement 



Claim Adjudication-Revenue Recovery  
 
Å20% - Health Insurance Providers 

Process 1 in 5 claims incorrectly 
(AMA)   

 

Å41.4 % Contracted fees were 
improperly paid                        
(AMA)  

 

ÅMillions of Dollars Can Be 
Recovered Year over Year 
 

ÅPlan and gather 

ÅAnalyze and Audit 

ÅPayment Compliance 



Planning and Gathering 

Å Reports at Org/Contract/Clause Level 
Å Ability to drill down to the patient level 
Å Incorporate costs for Payer/Clause level P&L 

 



Planning and Gathering 

Å Reports at the Patient Level 
Å Depicts exactly how a claim should be reimbursed 
Å Line by line reimbursement 
Å Provides all necessary information for follow up 
Å Mark claims for follow up/claims tracking 



Analyze and Audit 
 

Focus on areas of difficulty: 
ÅStop-loss terms 
ÅCarve outs  
ÅThresholds 
ÅImplants 
ÅHigh-cost drugs 

ÅOutpatient ASC /APC / EAPG 
ÅMedicare Advantage HMO claims 
ÅNew payment methodologies 

 

  



Contract Profitability Assessment  


