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Crazy

Considering Changing Your Revenue Cycle Solution?
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Next Generation Solutions

Are You Ready?

1. Evaluating Todayôs Revenue Cycle Systems

2. Key Elements of the Next Generation

3. Establishing the Value of Next Generation Solutions

4. Developing Your Next Generation Roadmap



How do you know when itôs time to 
change your system?
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What is Obsolescence?

Definition: Obsolescence occurs when an item is no 

longer wanted because a replacement is available that 

is superior. 

Obsolescence can be functional or technical
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Diagram Source: PricewaterhouseCoopers, 2008.



Technology Advancement
Since Your System Was Built
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World of Bolt-Ons
Where is my contract?
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Knowledge

Gap

The True Cost of the Learning Curve
The Knowledge Gap 
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Todayôs Revenue Cycle 

Challenging and Unknown Environment

Continued 
Rising Costs

Reduced 
Investment 

Income

Falling 
Reimbursement

External Pressures are Driving

Add Healthcare Reform
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Feasibility of New Payment Approaches 
Determined by Extent of Provider and Facility Integration
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SOURCE: The Commonwealth Fund Commission on a High Performance Health System. ñThe Path to a High Performance U.S. 
Health System: A 2020 Vision and the Policies to Pave the Way.ò The Commonwealth Fund February 2009. 
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Todayôs Revenue Cycle

The Technology Question

ƷMedicare recovery audit 

contractors (RACs) 

ƷHIPAA 5010 transition 

Ʒ ICD-10-CM coding 

system 

ƷMedicare severity-

adjusted DRGs 

ƷConsumer-directed health 

care 

ƷPay for performance 

ƷPrice and quality 

transparency 

ƷSubstantial increase in 

the self-pay payor mix

SOURCE: Davis, Michael, ñRevenue Cycle Management: Storm Clouds on the 

Horizon,ò Future Healthcare: The Journal of Medical Innovation, Q3 2007 

Can revenue cycle operations, supported by 
legacy systems from the 80s and 90s, cope with 

todayôs tough environment?
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Next Generation Solutions

Are You Ready?

1. Evaluating Todayôs Revenue Cycle Systems

2. Key Elements of the Next Generation

3. Establishing the Value of Next Generation Solutions

4. Developing Your Next Generation Roadmap



¤ Optimized financial- and clinical-system integration 

¤ Focus on consumerism and price transparency 

¤ Real-time eligibility and benefits capabilities 

SOURCE: Conn, Joseph, ñFollowing the Money,ò Modern Healthcare, July 2/9, 2007

Revenue Cycle ïWhatôs Next?
Follow the Money

In Following the Money, Joseph Conn believes new-

generation revenue cycle systems will have the 

following characteristics



Source: Conn, Joseph, ñFollowing the Money,ò Modern Healthcare, July 2/9, 2007

Revenue Cycle ïWhatôs Next?
Follow the Money

These major thrusts are driven by three parallel forces

1. Payment Legislation - Pay for Performance, HIPAAôs claim-

attachment regulations, and Medicareôs severity-adjusted 

diagnosis related groups (MS-DRGs) 

2. Consumer-driven healthcare cost-shift from insurers to 

patients, and the consequently-increased self-pay collection 

risk 

3. Clinical ïFinancial Systems integration yielding more accurate 

billing and process improvement



Davis thinks new-generation revenue cycle management functions 

will consist of the following capabilities and features 

¤ Web-based architecture 

¤ Improved clinical / financial integration 

¤ Consumer focus 

¤ Rules capability 

¤ Advanced billing capabilities 

¤ Advanced claims capabilities

SOURCE: Davis, Michael, ñRevenue Cycle Management: Storm Clouds on the Horizon,ò Future Healthcare: 

The Journal of Medical Innovation, Q3 2007

Revenue Cycle ïPawn or Pacesetter?
Storm Clouds on the Horizon



¤Built-in ñbolt-onò capability

¤Adaptability and flexibility

¤Workflow rules-driven capability

¤Powerful analytics

¤Consumer-focused features

¤Single-database structures

¤Lower total cost of ownership

Technology ïShopping List
New-Generation System Capabilities

SOURCE: Hammer, David and Debra Franklin, ñBeyond Bolt-Ons ïBreakthroughs in Revenue Cycle 

Information Technology,ò hfm [Cover Story], February 2008 



Game Changers for the Next Generation

Real-Time Information

Exception Based 

WorkflowPersonalized 

Processes & Metrics

Proactive Decision 

Making

Intelligent Charge 

Management

Comprehensive 

Financial Visibility


