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vices unrelated to the 

inpatient admission do 

not apply and may be 

billed separately, thereby 

increasing revenue. 

 

4.  Reduce infections, 

complications and fall 

rates (see Falls article, 

this issue) 

 

Don’t like these tips? 

There are plenty of other 

options.  You can find 

new ways to improve 

profitability by perform-

ing methodical and thor-

ough data analyses.  

Start by assessing the 

profits and losses on 

each of your service 

lines, drilling down to the 

DRG, physician and even 

patient levels while look-

ing for patterns.  Need 

help?  Go to               

enovasis.com/

adhoc.html to see how 

we can support you for 

as little as $100. MHI 

Not even 

health 

care is 

immune 

to cur-

rent eco-

nomic 

conditions.  Hospitals are 

reducing staff to control 

their increasing loses.  

But is this the best strat-

egy? 

Sure it’s a good time to 

reassess staffing levels 

but reducing staff costs 

money and hurts mo-

rale—critical to patient 

satisfaction scores.  So 

what else can be done?  

Some ideas that can save 

at least a few FTEs:  

1.  Make sure Medicare 

is not unnecessarily 

penalizing you with 

transfer DRG payment 

reductions. For example 

CABG patients sent 

home too early and with 

homecare will not earn 

full payment. Be mindful 

of Medicare’s expected 

lengths of stay. 

 

2.  Take steps to ensure 

proper documentation 

of critical criteria for 

DRG assignment and 

avoid DRG downgrad-

ing. For example with 

PTCA patients, docu-

menting the use of drug 

eluting stents or the 

presence of major cardio-

vascular diagnoses is 

imperative to the correct 

DRG assignment.  Con-

sider modifying the phy-

sician operative note to 

include reminders or cre-

ate a new document that 

will trigger proper docu-

mentation.  

 

3. Verify that Medi-

care’s “3-day rule” is 

being implemented cor-

rectly by your auto-

mated billing rules.  Ser-

Trying Times for Hospital Bottom Lines 

Tips for Handling Patient Pay A/R 

Cash flow is the lifeblood 

of any practice. Here are 

five tips to maximize your 

patient pay efforts and 

increase your cash flow.  

1.  Collect Money 

Quickly. Have front desk 

staff become great at col-

lecting co-pays from 

every patient. $20 or $30 

doesn’t seem like a lot of 

money, but it adds up 

quickly. Patients know 

that most practices won’t 

do anything to collect on 

those small balances. 

These balances end up 

hanging out there until 

the patient comes in 

again or the balance is 

written off. 

(Continued on page 2) 
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 www.enovasis.com 
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 Free patient satisfaction 
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Michigan Healthcare Improvement’s 

consultants specialize in improving 

quality and profitability of hospitals 

and physician groups.  Services in-

clude data analysis, outcomes meas-

urement, process evaluation and phy-

sician profiling.  Visit MichiganHealth-

careImprovement.com for more infor-

mation. 

Send topic requests to info@enovasis.com 

Effective Fall Prevention Programs 

Improving health care… 

one organization at a time! 

Increase Patient Satisfaction with Secret Shoppers:  www.enovasis.com/secshopper.html 

Join our LinkedIn Group to 

discuss these articles! 

Go to www.linkedin.com/e/

gis/49109/2A3F2071EAB0 

Handling Patient Pay…(cont.) 

2.  Make Invoicing a Priority- 

Invoice as soon as the work is 

complete. The longer you wait, 

the longer you put your bal-

ance at risk. 

3. Follow-Up! Be the Squeaky 

Wheel. As soon as a statement 

is past due, make a courtesy 

call. That means a bill due on 

day 30 should be contacted on 

day 31. Following-up early 

puts you near the top of their 

bills and most importantly, 

quickly identifies patients who 

need to be moved to the next 

phase of A/R management. 

4.  Know when to fold ’em… 

Know the true price of what it 

costs to send out each patient 

statement. Identify the point 

when continued billing by the 

practice starts to cost the prac-

tice money. 

5.  Use a third Party sooner- If 

you have asked for your money 

more than 3-4 times and have 

not been paid, you probably 

won’t be paid if you continue to 

do the same things. Third party 

contact gets results.  MHI 

 

Subscribe to this free newsletter at  

www.MichiganHealthcareImprovement.com/NewsandTools.html 

having your PTs do a fall risk-

assessment on all new admis-

sions?  Why not use Admis-

sions or ER staff to do a fall 

risk-assessment instead?  

 

 2. Have you implemented a 

program that measures patient 

progress and outcomes both 

objectively and scientifically, 

eliminating human error? 

  

3. Can your existing assess-

ment program increase O/P 

revenues? 

These are good points to con-

sider when establishing a new 

or improved fall prevention 

program at your facility. MHI 

 

Dana Strong is Principal at 

Strong Consulting, LLC.  Reach 

him at 207-883-8790 or visit  

strongconsultingllc.com 

Does 

your facility 

have an effec-

tive fall pre-

vention pro-

gram as re-

quired per 

JCAHO patient 

safety require-

ment 9B?  

 

Is your program an effective 

one in view of the fact that 

Medicare no longer pays for 

"never incidents" such as pa-

tient falls in your facility? 

 

If your facility has an exist-

ing fall prevention program 

that needs improvement, or is 

looking to start a new pro-

gram, here are some impor-

tant points to consider: 

 

1. What is the true cost of 

By Dana Strong, Strong Consulting. LLC  

Jeff Smolen represents GreenFlag Profit Recovery by Transworld 

Systems, which provides A/R solutions to medical practices, clinics 

and hospitals.  Jeff can be reached at 313 -617-7360 or 

jeff.smolen@transworldsystems.com .  

Free Patient 

Satisfaction Solutions 

Measuring patient 

satisfaction and 

loyalty is extremely 

expensive, but 

necessary.   

Survey development, 

maintenance, 

distribution and 

collection all come 

with great cost—not to 

mention postage. 

Our partner, 

WhereToFindCare.com 

provides a free, real-

time solution to 

measure satisfaction.  

To take advantage of 

their free survey tool, 

simply direct patients 

and visitors to 

WhereToFindCare.com 

where they can find 

and rate your 

organization.   

Already have a patient 

satisfaction tool?  

Supplement it with 

non-patient data by 

using this tool.  

Capture data from 

family members and 

visitors who tend to be 

influencers of health 

care choices. 

Custom solutions are 

also available. MHI 

Go to WhereToFindCare.com/

PatientSatisfaction.aspx to learn more. 
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