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December 2015 Outpatient Revenue

Methodology

« Athree-gquestion survey on outpatient revenue was sent to members of the
HealthLeaders Media Council in December 2015

« The HealthLeaders Media Council comprises executives from healthcare provider
organizations who collectively deliver the most unbiased industry intelligence
available

« Atotal of 131 completed surveys are included in the analysis

« The margin of error for a base of 131 is +/-8.6% at the 95% confidence interval
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Respondent Profile
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Respondent Profile — Title
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Base = 131

Senior leaders

CEO, Administrator, Chief Operations Officer, Chief Medical Officer,
Chief Financial Officer, Executive Dir., Partner, Board Member,
Principal Owner, President, Chief of Staff, Chief Information Officer,
Chief Nursing Officer, Chief Medical Information Officer

Clinical leaders

Chief of Cardiology, Chief of Neurology, Chief of Oncology, Chief of
Orthopedics, Chief of Radiology, Dir. of Ambulatory Services, Dir. of
Clinical Services, Dir. of Emergency Services, Dir. of Inpatient
Services, Dir. of Intensive Care Services, Dir. of Nursing, Dir. of
Rehabilitation Services, Service Line Director, Dir. of
Surgical/Perioperative Services, Medical Director, VP Clinical
Informatics, VP Clinical Quality, VP Clinical Services, VP Medical
Affairs (Physician Mgmt/MD), VP Nursing

Operations leaders

Chief Compliance Officer, Chief Purchasing Officer, Asst.
Administrator, Chief Counsel, Dir. of Patient Safety, Dir. of
Purchasing, Dir. of Quality, Dir. of Safety, VP/Dir. Compliance,
VP/Dir. Human Resources, VP/Dir. Operations/Administration, Other
VP

Financial leaders

VP/Dir. Finance, HIM Director, Director of Case Management,
Director of Patient Financial Services, Director of RAC, Director of
Reimbursement, Director of Revenue Cycle

Marketing leaders
VP/Dir. Marketing/Sales, VP/Dir. Media Relations

Information leaders
Chief Technology Officer, VP/Dir. Technology/MIS/IT
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Respondent Profile — Employment

Which of the following best describes your place of employment?

Hospital 46%
Health system 28%
Physician org 14%
Long-term care/SNF 4%
Government, education/academic 4%
Health plan/insurer 3%
Ancillary, allied provider 2%
Base = 131
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Respondent Profile — Size of Organization

Number of beds

1-199 52%
200-499 22%
500+ 27%

Base = 60 (hospitals)

Number of sites

1-5 19%
6-20 32%
21-49 49%

Base = 37 (health systems)

Number of physicians

1-9 11%
10-49 39%
50+ 50%

Base = 18 (physician orgs)
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Respondent Profile — Type of Organization

Which best describes your type of organization?

Base =131
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Survey Results
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Drivers to Improve Financial Performance

What is driving your organization to improve financial performance in your outpatient and/or
ambulatory setting?

Increasing need to develop outpatient care

0,
delivery and revenue 62%
Transition to value-based payment 60%
Desire to improve care delivery through 589,
0

better population health management
Increased regulatory oversight and scrutiny

Insufficient policies, procedures, and
workflows to ensure compliant practices

High error rates in Pro Fee and OPPS
coding and billing

Base =131
Multi-response
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Greatest Challenge in Optimizing Revenue Integrity and Compliance

What is your organization’s single greatest challenge in optimizing revenue integrity and
compliance in the outpatient/ambulatory setting?

Recognizing the areas of risk vs. opportunity 24%

Physician practices with little documentation,

coding, billing, and compliance support 23%

Understanding risk adjustment and how the
aggregate Risk Adjustment Factor score impacts
my financial outcomes

Insufficient documentation for medical necessity
criteria

Lack of internal skill set/capacity to handle specialty
OP coding and billing rules

Lack of information governance knowledge and
assistance
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Greatest Risk of Doing Nothing to Improve Financial Performance

What represents your organization’s single greatest risk if you do nothing to improve financial
performance in your outpatient and/or ambulatory setting?

Will miss opportunity to enhance outpatient 399

revenue to support organizational needs °

Will be unable to reflect accurate quality
and utilization reporting data

Will be unprepared for population health
management initiatives

Incomplete, inaccurate, and noncompliant
billing will put us at risk for audits

Will lack reliable data to understand current
population and future patient needs

Will be unable to defend against claim

denials and adverse audit outcomes
Base =131
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