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Participant Statistics for Chapter Reporting

Before we begin the program, please use the Q&A box to enter in
the names and membership status of additional listeners so that
we may accurately report to National HFMA our attendance
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HFMA Colorado: Patient Estimations — What Providers and
Patients Should Know
Webinar ID: 638-051-926
GoToVVebinar™




Additional webinars are scheduled in coming weeks.

For information on topics and presenters, visit our newly redesigned
HFMA Colorado Website at:

http://www.hfma-co.org/events-webinars.php




HFMA Colorado Chapter
Annual Conference
April 22-24, 2009

Cheyenne Mountain Resort
Colorado Springs, CO

making

conhections

Program Highlights

Impact of the Economic Downturn on Healthcare
Provider Fee Panel

RAC Panel

Colorado Legislative Update

Silent PPOs

Consent orders

Jeanne Scott Matthews will provide perspective on the national healthcare scene and political ieldaced with her great gitical humor.

4/22/09 GOLF TOURNAMENT
4/22/09 COACHING COURSE followed by CERTIFICATION EXAMS
4/22/09 GOLF AWARDS AND DINNERNnference Registrants can attend at no additional charge.)

Room Block Cut Ofvlarch 23¢

If you have any questions, call Hal Prink2@-277-78130r e-mail athalprink@comcast.net 5
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Todayos Sess

All participant lines will be muted
during the session.

If you are listening to the program
over your speakers and a
microphone or telephone and
have a question for the speaker at
any time please use the chat box
to indicate your desire to be
recognized.
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Scheduled Run Time: 90 Minutes

12 noong 1:30pm
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Patient Estimations T What Providers
and Patients Should Know

Presented by:

TravisGentry LeslieRichard
President/COO CorporatePatientAccesdirector
FinanciaHealthcareSystems CenturaHealth

travis@fhscormet LeslieRichard@centu@g
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Speaker Bio

Travis Gentry is President and co-founder of
Financial Healthcare System, LLC (FHS
Corp) located in Denver, CO.

FHS Corp was founded over four years ago
as one of the industry's first national online
price transparency and patient consumerism
solutions. Today, FHS Corp's solutions are
used by hospitals, surgical centers, and
clinics creating combined estimates for both
facilities and physicians.

Travis is a nationally recognized leader in
price transparency and patient
consumerism. He has addressed audiences
for HFMA, NAHAM, World Research Group,
and Marcus Evans.

HEMA'CoIorad o GChapter

Travis Gentry

303-216-0202 x2052
travis@fhscorp.net
www.fhscorp.net




Speaker Bio

Ms. Leslie Richard
Corporate Patient Access Director
Centura Health

With over 21 years in patient access

experience, Leslie provides operational and

strategic support to all of CeaslieRiclratds 11
facilities throughout Colorado.

Leslie is married with two boys and loves to 303-486-5382
spend her time with the family. LeslieRichard@Centura.o
WWW.centura.org
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Patient Estimations

-What are the expectations?
-What is meaningful?
-What is credible and defendable?

c‘.,o FHS CORP

Financial Healthcare Systems
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A Define price transparency and understand what
It means to healthcare providers, payers, and
patients.

A Understand effective elements of transparency
programs and avoid meaningless information.

A Create credible and defendable estimates.
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A new paradigm In healthcare

A Transparency and consumerism are creating
shockwaves of change challenging the way
healthcare operates.

A Transparency and the shift of financial burden
from payers to patients are cornerstones driving
healthcare reform.

A Processes will change. Tools will emerge.
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State of Healthcare 2009

A The economy has created the greatest need to
collect from patients.

A Employers are continuing to cut healthcare
benefits

A Patients owe more for their care than at any time
In the history of healthcare

A Providing a patient with and estimate is NOT .
about collecting! P
A
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The psychology of buying

A Providing a patient with an estimate is about
EDUCATING them about their financial
responsibility.

APatientds need to under :
provider.

A Definition of a contract; offer and acceptance.

A Transform the post-service adversarial -
relationship to a pre-service advocacy for the

patient. g,C’C{.,
\
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Ground Rules

A Better information must flow from the physician
to the facility at the time of scheduling

A Better information is required from the payers

A Registration is now patient access and POS staff
are required to collect

A Patient estimations require change
A
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POS Collections

A The opportunity to collect is greatest at Time of
Service

Taking Advantage of a Captive Audience
Profitability of Securing Funding for Payment

BAD DEBT
ADMISSION DISCHARGE BILLING CYCLE COLLETION

LIKELIHOOD
OF COLLECTING —»

TIME > L

Institute for Health Care Revenue Cycle Research - A Division of Zimmerman, LLC. National Pledge to Reform Uncompensated Care Reform Underway
Adopting Best Practices to Reduce Uncompensated Care and Improve the Patient Experience. a special supplement to PATIENT PAYMENT
BLUEPRI NTE
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Revenue Cycle

Decreased Opportunity to Collect

Diagnosis
&
Treatment
Plan

Pre- Pre- Registranoh Financial
Certification Registration 9 Counseling
. & Charge .
Scheduling & & POS & Captinn Coding
Insurance POS colleenoy POS p
Verification Collections Collections

Claims Payment

X 5 Collections
Processing Processing

Admitting and Registration
(Patient Access)

‘ Service Documentation

Billing and Revenue Collections
(Patient Financial Services)

Increased Cost to Collect
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Transparency vs. Consumerism

A Transparency I Making meaningful information
available to patients about cost and guality

A Consumerismi A pati entds resp
transparent information.



