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Funding Source

This project is supported by the Health Resources and Services Administration (HRSA) of the U.S. Department of Health and Human 
Services (HHS) as part of a financial assistance award totaling $205,000 (25 percent) funded by HRSA/HHS and $615,000 (75 percentage) 
funded by nongovernment sources through an award with the Missouri Department of Health and Senior Services, Office of Rural Health 

and Primary Care (DHSS, ORHPC). The contents are those of the author(s) and do not necessarily represent the official views of, nor an 
endorsement, by HRSA/HHS, or the U.S. Government.



WHAT IS REVENUE CYCLE?



4

Pre-Claim Pre-Visit Visit Claim Submission Inbound 
Processing

Accounts 
Receivables 

Management
Analytics

Revenue C ycle Management

Revenue Cycle Management Support

Front End Transaction Processing Back End

Claim Life Cycle



5

Pre-Claim Pre-Visit

Scheduling / Registration

Insurance Verification

Prior Authorizations

Appointment Reminders 

Visit

Patient Check-In

Co-pay and Deductible 
Collection

Patient Payment 
Arrangements

Encounter Documentation

Coding and Charge Capture 

Claim Submission

Charge Entry

Claim Scrubbing

Pre-Adjudication

Claim Submission

EDI Management

Inbound 
Processing

Mail Processing

Scanning/Indexing

Bank Deposit

EFT/ERA Processing

Payment Posting

Revenue Allocation 

Accounts 
Receivables 

Management
Claim Status

Denials Management

Appeals and Resolution

Patient Statements

Collection Letters

Patient Refunds

Small Balance Write-Offs

Collections Process (In/Out) 

Analytics

Revenue C ycle Management

Revenue Cycle Management Support

Front End Transaction Processing Back End

Claim Life Cycle



6

Pre-Claim

Contract Negotiations

Provider Credentialing

EDI/ERA Enrollment

Banking Setup 

CDM Creation

Price Transparency

Pre-Visit

Scheduling / Registration

Insurance Verification

Prior Authorizations

Appointment Reminders 

Visit

Patient Check-In

Co-pay and Deductible 
Collection

Patient Payment 
Arrangements

Encounter Documentation

Coding and Charge Capture 

Claim Submission

Charge Entry

Claim Scrubbing

Pre-Adjudication

Claim Submission

EDI Management

Inbound 
Processing

Mail Processing

Scanning/Indexing

Bank Deposit

EFT/ERA Processing

Payment Posting

Revenue Allocation 

Accounts 
Receivables 

Management
Claim Status

Denials Management

Appeals and Resolution

Patient Statements

Collection Letters

Patient Refunds

Small Balance Write-Offs

Collections Process (In/Out) 

Analytics

Cash Collected

No-Show Rate

Total Days AR (Gross / Net)

Payor Denial Rates

Clean Claim Rates

Rejection Analysis

Cost to Collect  

Revenue C ycle Management

Revenue Cycle Management Support

Front End Transaction Processing Back End

Claim Life Cycle



7

Pre-Claim

Contract Negotiations

Provider Credentialing

EDI/ERA Enrollment

Banking Setup

CDM Creation

Price Transparency

Pre-Visit

Scheduling / Registration

Insurance Verification

Prior Authorizations

Appointment Reminders

Visit

Patient Check-In

Co-pay and Deductible 
Collection

Patient Payment 
Arrangements

Encounter Documentation

Coding and Charge Capture

Claim Submission

Charge Entry

Claim Scrubbing

Pre-Adjudication

Claim Submission

EDI Management

Inbound 
Processing

Mail Processing

Scanning/Indexing

Bank Deposit

EFT/ERA Processing

Payment Posting

Revenue Allocation

Accounts 
Receivables 

Management
Claim Status

Denials Management

Appeals and Resolution

Patient Statements

Collection Letters

Patient Refunds

Small Balance Write-Offs

Collections Process (In/Out)

Analytics

Cash Collected

No-Show Rate

Total Days AR (Gross / Net)

Payor Denial Rates

Clean Claim Rates

Rejection Analysis

Cost to Collect

Revenue C ycle Management

Revenue Cycle Management Support

Front End Transaction Processing Back End

Claim Life Cycle

Month-End 
Closing

Performance 
Management Compliance Information 

Technology
Quality 

Management



PRE-CLAIM ACTIVITIES



9

Pre-Claim

Contract Negotiations

Provider Credentialing

EDI/ERA Enrollment

Banking Setup

CDM Creation

Price Transparency

Pre-Visit Visit Claim Submission Inbound 
Processing

Accounts 
Receivables 

Management
Analytics

Revenue C ycle Management – Pre-C laim

Revenue Cycle Management Support

Front End Transaction Processing Back End

Claim Life Cycle



1 0

C ontract N egotiations

• Do you have Copies of the Agreements 
• All Amendments
• Most Current Fee Schedules

• Pay Attention Special Clauses
• “Lesser of” – Payment Clauses
• Price Changes Notification

• Timely Filing Deadlines vs Payment Windows
• Claims (including Appeals) Must be filed in XX 

days
• Payments will be Received in YY days
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C ontract N egotiations – Payer C ontracting

Increases to Gross Charges do not always fall to the bottom 
line
• Modeling to project the impact of CDM price changes by payor

Payer contracts may contain reimbursement methodology 
language:
• Excluded services that should not be priced for that payer
• Changes in charges could trigger “lesser of” clauses in payer contracts
• Clauses that limit the Annual Increase percentages

Renegotiate Existing Contract

• Voluntarily reduce overall charges to ger a higher % of charge 
reimbursement
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C hargemaster (C DM)

The Charge for the Procedure

Where the services were provided 
(RHC/FQHC = 052X)
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C hargemaster Best Practices – Four Key Areas
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C hargemaster – Key Q uestions

Defensible Pricing Strategy 
• Does your hospital have a strategy established for pricing?
• Is this strategy defensible?

Full Chargemaster Review 
• When was the last time your entire hospital chargemaster 

was reviewed?
• Consistent pricing – Same CPT/HCPCS with different prices
• Deleted codes

CDM Maintenance
• Ongoing policy for establishing new procedures that engages 

both operations and revenue cycle 
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Pricing Transparency – Shoppable Services

Annual Maintenance
• Required CMS annual review

Charge Review
• Changes in Standard Charges
• Changes in Negotiated Rates
• Ancillary Services – new or revised

300 Shoppable Services
• New services added
• Deleted services
• Market needs – Marketing Strategy
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(T/F) 207-221-8283
(M) 561-628-0066
_________________________
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O ur team is driven each day by the conviction that every rural community deserves a 
compassionate and quality healthcare delivery system. From Alaska to Maine, we 

partner with healthcare leaders to sustain and strengthen the vital role rural health 
systems play in America.

Stroudwater Associates is a private healthcare consulting firm serving a national healthcare market consisting of government and quasi-government agencies, community-based organizations,
major academic and tertiary centers, rural and community hospitals, physician groups, and provider organizations. We offer, among others, the following services:

ATLANTA | NASHVILLE | PORTLAND, ME

www.stroudwater.com
800-947-5712

• Hospital operational plans
• Quality/Performance Improvement
• Strategic planning
• Master facility planning
• Hospital/RHC/FQHC financial analysis
• Access to capital options analysis
• Post-acute strategies
• Physician practice evaluations and valuations 

• CAH feasibility studies
• Primary care options analysis
• Delivery system integration
• Clinical service planning
• Network development
• Affiliation strategy
• Physician contracting/compensation support
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