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Agenda
• WellSky Revenue Cycle Services
• Phases of the Revenue Cycle

- Intake
- Documentation
- Billing
- Collections
- Reporting and Analysis

• Metrics to track in each phase
• Key Performance Indicators 
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Learning Objectives
• Describe each phase of facilities revenue cycle
• Identify elements to monitor in each phase
• Evaluate outcomes using top Key Performance Indicators

4



Advisory & Outsourced Services
WellSky Revenue Cycle Services
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AOS Services we offer 
• Full outsourcing of revenue cycle

- Home Infusion
- Durable Medical Equipment
- Home Health
- Hospice
- Facilities

- Long Term Acute Care Hospitals
- Inpatient Rehabilitation Hospitals
- Long Term Care Facilities

• Collections projects
• Operations Consulting 
• Coding for home health and hospice
• CAHPS Home Health/Hospice Survey
• Learning Management System 

(Education)
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Facilities Revenue Cycle
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Facilities Revenue Cycle
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Intake

9



Intake
• Complete referral and order information
• Documentation present, or requested
• Patient documents completed
• Entry into system
• Eligibility and benefit investigation
• Prior Authorization requested
• Patient payment or plan 
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Intake metrics
• Pre-admission screening
• Registration accuracy
• Turnaround time/Throughput
• Volume/Census
• Referrals by source, payer, therapy/service type
• Revenue by referral source
• Track ‘No Go’ referrals with reason
• POS Collections
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Intake- Patient Digital Payment Experience
• 3rd Party vendor 

- Outbound APIs from EMR to vendor
- Inbound APIs from vendor to EMR
- Interactive online patient portal
•Patient charge history
•Make payments
•Set up payment plans
•Receipts
•SMS texting
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Intake- Patient Digital Payment Experience
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Intake- Patient Digital Payment Experience
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Intake- Patient Digital Payment 
Experience Results

•Increased Collections 20% - 30%
•Insurance Discovery
•Patient Satisfaction
•Increased communication
•Bad Address
•Payment Plan monitoring
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Documentation / Pre-Billing
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Documentation / Pre-Billing
• Review payer(s)
• Payer requirements met

- Prior authorization present
- Documentation complete, signed

• Patient documents present
• Utilizing Document Storage Module
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Documentation items to track
• Errors/omissions
• Feedback/training
• Authorization tracking
• LOA log
• Incorrect codes
• Dates
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Billing
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Billing
• All services billed
• Correct codes, pricing and dates
• Required elements
• Payer received (clearinghouse)
• Set a follow-up 
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Billing items to monitor
• Unbilled / revenue on hold -DNFB
• Timely submission
• Claims billed
• Clean claims
• Audit for accuracy
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Collection
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Collection
• Claim follow-up

- Unpaid
- Correspondence
- Short-paid, partially-paid
- Denied

• Payment or denial application
- Set follow-up

• Entry of adjustments and write-offs

• Bill next payer or patient
- Set follow-up

• Monthly patient statement
• Patient collections policy
• Refer to collection agency
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Collection elements to monitor
• Billing notes 
• Follow-ups (un)worked

- Unpaid claims
- Denied claims
- Short-paid or partially-paid claims

• Aging buckets; percentage of total AR
• Aged balances
• Credit balances
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Reporting and Analysis
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Reporting
• Gross & Net Revenue

- By Facility
- By FC
- Payer
- DRG or CMG
- Adjustments and write-offs, by type

• Unbilled and pending revenue (DNFB)
• Cash, aged cash
• Accounts receivable aging
• Denials
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Key Performance Indicators
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Key Performance Indicators
• DSO – Days Sales Outstanding

Accounts Receivable 
=      DSO

Average Daily Revenue

- Three months revenue / # days  =  Average Daily Revenue

- Net AR (less Bad Debt allowance and credit balances) / 
Average Daily Revenue = Net DSO
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Key Performance Indicators
• Cash to Net Ratio = Cash / Net Revenue
• Aged cash
• Bad Debt Rate = Bad Debt / Net Revenue
• Denial Rate = Claims denied / Claims paid
• Denial Write-off Rate = Denials / Net Revenue
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Revenue, Payments & AR KPIs



Net Collection Rates & DSO Trends



Thank you
Contact us:
George Tirlokhi
Director, Revenue Cycle Services - Facilities
george.tirlokhi@WellSky.com

Diane Poole
Vice President of Revenue Cycle Services
diane.poole@wellsky.com



Questions?
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Learn more about
WellSky Revenue Cycle Services

Request a consultation today!

Delivering timely, compliant, and 
accurate billing


