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The information herein has been provided by
CliftonLarsonAllen LLP for general information
purposes only. The presentation and related
materials, if any, do not implicate any client,
advisory, fiduciary, or professional relationship
between you and CliftonLarsonAllen LLP and
neither CliftonLarsonAllen LLP nor any other
person or entity is, in connection with the
presentation and/or materials, engaged in
rendering auditing, accounting, tax, legal,
medical, investment, advisory, consulting, or
any other professional service or advice.
Neither the presentation nor the materials, if
any, should be considered a substitute for your
independent investigation and your sound
technical business judgment. You or your
entity, if applicable, should consult with a
professional advisor familiar with your
particular factual situation for advice or service
concerning any specific matters.

CliftonLarsonAllen LLP is not licensed to
practice law, nor does it practice law. The
presentation and materials, if any, are for
general guidance purposes and not a substitute
for compliance obligations. The presentation
and/or materials may not be applicable to, or
suitable for, your specific circumstances or
needs, and may require consultation with
counsel, consultants, or advisors if any action is
to be contemplated. You should contact your
CliftonLarsonAllen LLP or other professional
prior to taking any action based upon the
information in the presentation or materials
provided. CliftonLarsonAllen LLP assumes no
obligation to inform you of any changes in laws
or other factors that could affect the
information contained herein.
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Agenda

Chargemaster Evaluations and Common
Revenue Cycle Opportunities

Strategic Financial Planning and
Modelling
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Revenue Integrity and
Chargemaster Evaluation
Focus
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“Hospitals are experiencing 4-5% revenue leakage due
to revenue cycle mismanagement.”

-Healthcare Advisory Board
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Revenue Cycle Overview

Scheduling

Insurance
Verification/Treatment
Authorization

Rebilling

Billing Diagnosis Coding
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Revenue Cycle Management Focus Areas

Hospitals are experiencing

Bad Debt Expense

* Increasing levels of bad debt
* Poordata quality

* PoorVendor Agency Mgmt

Staffing Challenges
+ Ineffective staff
* Unfilled positions

+ Organizational structure not supportive of
environment

+ Lack of trained rev cycle professionals

Poor front end data quality
+ Disparate registration points

* Reporting relationships not optimized for best
results

« Technology limitations
* Insurance verification not performed at all sites

Denials and Underpayments
* Increasing levels of denials

+ Underestimation of magnitude of true
denial/rejection volume

* Inability to monitor/control
underpayments

Increased Patient Financial Responsibility

* Increased copayment and deductible
requirements

« Greater numbers of uninsured

+ Lack of appropriate identification of patient
financial responsibility

Existing Backlogs

* Accounts Receivable

+ Credit Balances

* Unbilled accounts —HIS and Billing Scrubber
* Denials Received

—

Billing

+ Lack of insurance verification

+ Claims not submitted timely

+ Difficult claims editing processes

Technology Challenges

+ Underutilizing existing technology
+ Qutdated technology

* Missing key technology bolt-ons

Coding Opportunities
* Reimbursement methodologies
« Outdated charge master
+ ICD-10 challenges

Increased A/R Aging
« Aging over 90 exceeds 15 to 20%
* A/R days increasing

Scheduling Challenges
+ Non integrated scheduling function
+ Control point not maximized

mge Capture Opportunitie

* Increased lost charges
* Delay processing claims

DNFB
* Increased accounts unbilled from HIS
* Un-coded accounts

Excessive cost to collect

* Increasing agency fees

* Increasing staffing

* Increasing technology costs

Clinical Documentation Opportunities

* Documentation not capturing the severity of
services provided

@
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What is a typical chargemaster evaluation?

Qi

r Line-Item Detail Verification

r Departmental Interactions

r Claims Verification

r Cost Report Alignment Check
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Examples of CDM Opportunities and Risks Located During
Recent Chargemaster Evaluations

Lack of reconciliation
between professional
and technical charges
leading to missed
charge opportunities

Incorrect set up in
EHR link to CDM
resulting in inaccurate
charging

Manual bundling of
charges at the claim
level leading to cost
report misalignment
issues and payment

Trauma activation
charges
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Examples of CDM Opportunities and Risks Located During
Recent Chargemaster Evaluations

Supply and Implant
expense charge Pricing
capture and expense inconsistencies
alignment issues

Accommodation
Lack of front-loaded @ and recovery charge
charges opportunities on the
floor
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Examples of CDM Opportunities and Risks Located During
Recent Chargemaster Evaluations

Pharmacy Unit
Multiplier and CRNA charge
capture 1ssues

Pricing Issues

Reconciliation Cost report
of charges misalignment of

between service revenue codes
lines from the PS&R
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Examples of CDM Opportunities and Risks Located During
Recent Chargemaster Evaluations

Provider based Provider based
split billing set clinic cost
up errors reporting errors

Ambulance
service and more
strategies
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Strategic Financial
Planning and Modelling
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INFORMATION INFORMATION
20 YEARS AGO TODAY
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Bringing it All Together With a
Story




We Believe...

...the current environment poses great threats and potential
opportunities

...strong financial indicators are becoming more critical by the
day

...understanding where you have been is critical in determining
where you are going

...organizations create their own financial success

©2025 CliftonLarsonAllen LLP 19



How are Business Decisions Being Made
In Your Organizations?

o Subjective

E_:vb]ec"riue

Gut feel DATA
Wind direction of the day Financial Information
Influence Operational KPI’s

&E’A ©2025 CliftonLarsonAllen LLP 20



The Vision

Ty 2

ARRANGED

2. - A

PRESENTED
VISUALLY

EXPLAINED
WITH A STORY
L]

The Challenge

Many hospitals struggle to access and organize the
information they need to make timely decisions.

Software Sprawl

Best in breed software, mountains of data, how to take advantage?

Pressure to do more with less

Short staffed, budget constrained, need “good enough” solution

Competition for resources and talent makes digital capability a cost of entry

Everything is Manual

Multiple disparate systems, murky process, requires “reinventing the wheel”
every time anyone needs data

Seemingly endless cycle of manual reporting exhausts staff

17
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rategic vs Tactical Financial Management
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Why we plan

We believe
success 1S

CREATED!

Disclaimer: Goal is not to
actually “predict” the future,
just understands the
possibilities

Success

©2025 CliftonLarsonAllen LLP
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No one ever made
a decision because
of a number. They
need a story.

Daniel Kahneman
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Key Area of Focus For Decisions

Highlight ' Call to
insights ' action

Define your

2 our
audience y

storyline
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A discipline
process at the
right level

“Not too high,
not too low,
just right”
Goldilocks

L’ 0 Leer &a

Not to Scale — No Assurance
Provided

@ ©2025 CliftonLarsonAllen LLP
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Why is a Story Important?

The dots on the right are an
example of where returning
planes were getting shot

Do you want to increase
armor on the spots with
or without bullet holes?

©2025 CliftonLarsonAllen LLP
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We Believe...

...the current environment poses great threats and potential
opportunities

...strong financial indicators are becoming more critical by the
day

...understanding where you have been is critical in determining
where you are going

...organizations create their own financial success

©2025 CliftonLarsonAllen LLP 28



Quicker &
Better
Decisions

Ease of
Use

Drive

Consensus
Create a path

to financial
success

Actionable
Financial
Intelligence

Sensitivity
Testing
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Elements of Successful Long Range Financial Plan

Based on our experience in developing hundreds of long range financial plans, we
believe the following are key elements of a successful long range financial model
development process:

Identify baseline performance drivers and
expected changes

Identify new performance drivers and
. . . aseli f
incorporate potential impacts rasslix Jetomsnce

Engage Planning team in an interactive financial
conversation

C Suite
CLA Intuition®
Key Operators Process
. .. . . and Tools
Identify critical elements of financial “Success” Frinact of Now ngfs‘gﬁ:;"
pIan Per;ormance Performance
rivers

. . . " ” Drivers
Assess risks to financial “success

Track key success metrics
Adjust trajectory and plan as necessary
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How would you project financial
statements???

A process which identifies and
models key financial
performance drivers using
industry insight

oyﬁ R W
~an? "~ .0 "
) |

8
Ya
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Critical Success Factors of Modeling
Strategic Decisions

o Allows “If, if, if...” Scenarios

InteraCtlve « Impactful Real Time Analysis

 Easily Modified
 User Friendly

Easy of Use

. « Insight Instead of Detail
ngh Level « CEO / Board / Management Level

©2025 CliftonLarsonAllen LLP 32



Financial Modeling Basics

From the Process ---> ...to the Financial Model
Understand the Baseline financial inputs
organization Establish baseline
Know key performance assumptions
drivers Estimate future impact
Assess the environment Scope impact of
Determine Strategies strategies

What are two traits you need to succeed in
the futumh ability to deal with ambiguity

+ The ability to calculate and take
risks

&EA ©2025 CliftonLarsonAllen LLP 33



Basics of the Process (¢ ¥ + Vg -+ ¥ )

e Assess Current Performance

Baseline « Scope Inflation & Volume Trend

« Reimbursement Changes

Environment « Demographic Shifts

« What if we change patient access?
e Build a new clinic?

Strategy

©2025 CliftonLarsonAllen LLP
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My Sample CAH

S16.5M Operating Revenues

Performance Indicators
-53.5M Operating Margin
-5300 Total Margin

Liguidity and Reserves
S1M Cash & Reserves
20 Days Cash on Hand

Debt and Capital Structure
No Long Term Debt

©2025 CliftonLarsonAllen LLP
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Key Strategic Opportunities

Acquire Physicians e
Increase Swing Bed Census

Costs Savings

AR Reductions

Hopefully Future Capital Projects

©2025 CliftonLarsonAllen LLP



Baseline (Ostrich - No MGMT
Changes)

Sample County Hospital STRATEGIC DASHBOARD

CLA Intuition™

BASELINE OPERATING PERFORMANCE

il ) Total Margin Mo assurance is provided.
This would be called the Ostrich -1 2024 Baseline Performance 2023 Actual
or “Head in the Sand” scenario
. ) PROVIDER DEVELOPMENT PLAN
with no management action that ] i
highlights the importance of o Provider DevelopmentPlan | | - | | | I . | |
i .
RTENTS th rrance ot == -2.6% -29% -31% -3.5% -3.9% -4.4%
focusing on improving financial =
performance 2024p 2025p 2026P 2027p 2028P 2029P
OTHER GROWTH / REVENUE INITIATIVES Days Cash on Hand and Unrestricted Cash and Investments
T 4  No Change in Swing Bed Days =

OTHER STRATEGIC INITIATIVES
o Strategy A is Not Included In Model $1'0M_ _ _SO-QM ${]_7M SO
# Strategy B is Not Included In Model 18 1'6- T 1-2-' == - t P __san
= Strategy Cis Not Included In Model 2024P 2025P I 2026P I 2027p . 2028P zu-;'l_qP
o Strategy D is Not Included In Model wmDays = Dollars (SM))
PERFORMANCE IMPROVEMENT Debt Service Coverage
r :l Mo Net Labor Performance Improvement :l
~ =1 No Net Non Labor Performance Improvement =
" = NoChangein AR Days = 0.00x 0.00x 0.00x 0.00x 0.00x 0.00x
" 2 NoRevenue Enhancement = ' !
2024pP 2025P =0D22§t Service Covlal]rg?; 2028P 2029P
&l i" ©2025 Cli 38
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Provider Development Plan

BASELINE OPERATING PERFORMANMNCE
=] 2024 Baseline Performance 2023 Actual

PROVIDER DEVELOPMENT PLAN
¥ ——100% Success in Provider Development Plan
jl Median Production Target
i' Median Comp Target

OTHER GROWTH / REVENUE INITIATIVES
~ 4+ No Change in Swing Bed Days
OTHER STRATEGIC INITIATIVES
o Strategy A is Not Included In Model

o Strategy B is Not Included In Model
m Strategy Cis Not Included In Model

Mo assurance is provided.

Total Margin

-2.6%

2024p

$1.0M

3.5% -22% -1.8% -22% -2.6%

2025P 2026P 2027pP 2028P 2029P

Days Cash on Hand and Unrestricted Cash and Investments

$0.8M 0.7M 0.7M
18- - —44 - - 2450 _ % 0§M  sogm

2029P

2024p 2025P 2026P Z(T!Z'a"l"‘5 2028P
D = Doll M
m Strategy D is Not Included In Model TRavE otars (SM))
PERFORMANCE IMPROVEMENT Debt Servica Coverage
L j No Net Labor Performance Improvement :I
" = No Net Non Labor Performance Improvement =
" = NoChangein AR Days = 0.00x 0.00x 0.00x 0.00x 0.00x 0.00x
r No Revenue Enhancement = ' '
2024P 2025P 2026P } 2027P 2028P 2029pP
m Debt Service Coverage
”
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Swing Bed Days

BASELINE OPERATING PERFORMANMNCE
=] 2024 Baseline Performance 2023 Actual

Mo assurance is provided.

Total Margin

PROVIDER DEVELOPMENT PLAN 0.6% 1.1% 1.4% 1.2% 0.9% 0.5%
" ——{No Provider Development Plan ' ' ' '
—
-
2024P 2025P 2026P 2027p 2028P 2029P
OTHER GROWTH / REVENUE INITIATIVES Days Cash on Hand and Unrestricted Cash and Investments
“ -+ 2.0ADC Change for Swing Bed Days in 2025 - . -
OTHER STRATEGIC INITIATIVES __S_z_' U..I:'ﬂ -7
o Strategy A is Not Included In Model 3 6 4 5 5 4 60 66

o Strategy B is Not Included In Model

m Strategy Cis Not Included In Model

m Strategy D is Not Included In Model
PERFORMANCE IMPROVEMENT

2025P 2026P

o Days

2028P 2029P

2027P
== Dollars (5M})

Debt Service Coverage

L :’ No Net Labor Performance Improvement :I
" = No Net Non Labor Performance Improvement =
" =1 NoChange in AR Days = 0.00x 0.00x 0.00x 0.00x 0.00x 0.00x
r No Revenue Enhancement = B ' '
2024P 2025P 2026P } 2027P 2028P 2029P
m Debt Service Coverage
I 4
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Performance Savings

BASELINE OPERATING PERFORMANCE Total Mar g in No assurance is provided.
=1 2024 Baseline Performance 2023 Actual
PROVIDER DEVELOPMENT PLAN
" ——{No Provider Development Plan ' ' ' ' '
= 0, 0
ZI -2.6% -OIZAJ -0'4A, -OIB% -019% -1.3%
2024P 2025P 2026P 2027P 2028P 2029P
OTHER GROWTH / REVENUE INITIATIVES Days Cash on Hand and Unrestricted Cash and Investments
~ 4+ No Change in Swing Bed Days - SZ oM $2 1M
OTHER STRATEGIC INITIATIVES $1.5M $1.8M S A .
o Strategy A is Not Included In Model 2" 8_ - 3 1 3 4 35
o Strategy B is Not Included In Model
IIEEEEEEE———" I 2B 0 D
m Strategy Cis Not Included In Model 2026P 2027P 2028P 2029pP
. mmmDays = Dollars (SM))
m Strategy D is Not Included In Model
PERFORMANCE IMPROVEMENT Debt Service Coverage
d j 3.0% Net Labor Performance Improvement in ZDE:,
“ =1 3.0% Net Non Labor Performance Improvement ir=025
" = NoChangein AR Days = 0.00x 0.00x 0.00x 0.00x 0.00x 0.00x
" H NoR Enh t = & ' '
© Revenue Enhancemen 2024P 2025P 2026P } 2027P 2028P 2029P
m Debt Service Coverage
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AR Days Reduction

BASELINE OPERATING PERFORMANCE Total Mar g in No assurance is provided.
=] 2024 Baseline Performance 2023 Actual
PROVIDER DEVELOPMENT PLAN
" ——{No Provider Development Plan ' ' ' ' '
= 0
i -26% -29% -31% -3.4% -3.8% -4.2%
2024p 2025P 2026P 2027pP 2028P 2029P
OTHER GROWTH / REVENUE INITIATIVES Days Cash on Hand and Unrestricted Cash and Investments
~ 4+ No Change in Swing Bed Days -

OTHER STRATEGIC INITIATIVES

1.2M $1.4M 1.9M
o Strategy A is Not Included In Model 51-0M $ $

el ooV s0.8m
18~~~ 22 25 20~ ~ 14 - _ 30pM

o Strategy B is Not Included In Model

2028P 2029P

m Strategy Cis Not Included In Model 2024p 2025P 2026P 2027P
. mmmDays = Dollars (SM))
m Strategy D is Not Included In Model
PERFORMANCE IMPROVEMENT Debt Servica Coverage
L j No Net Labor Performance Improvement :I
" = No Net Non Labor Performance Improvement =
“ = 15Decrease in AR Days in 2025 = 0.00x 0.00x 0.00x 0.00x 0.00x 0.00x
r No Revenue Enhancement = ' '
2024P 2025P 2026P } 2027P 2028P 2029pP
m Debt Service Coverage
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Chargemaster Revenue Improvement

BASELINE OPERATING PERFORMANCE

< T‘Ota I Ma rg i n Mo assurance is provided.
=] 2024 Baseline Performance 2023 Actual

PROVIDER DEVELOPMENT PLAN

26% -11% -13% -16% -2.0% -2.4%

" ——{No Provider Development Plan

b

2024p 2025P 2026P 2027pP 2028P 2029P

OTHER GROWTH / REVENUE INITIATIVES Days Cash on Hand and Unrestricted Cash and Investments

™ < No Change in Swing Bed Days -

OTHER STRATEGIC INITIATIVES
u Strategy A is Not Included In Model R 20_ - - ..2.-2- - —25 - - - 51_ - - -
o Strategy B is Not Included In Model 18 19
u Strategy Cis Not Included In Model 2024pP 2025P 2026P 2027pP 2028pP 2029pP

mmmDays = Dollars (5M))

m Strategy D is Not Included In Model
PERFORMANCE IMPROVEMENT

C=

Debt Service Coverage

No Net Labor Performance Improvement

=
" = No Net Non Labor Performance Improvement =
" = NoChangein AR Days = 0.00x 0.00x 0.00x 0.00x 0.00x 0.00x
v $300K Net Revenue Enhancement in 2025 = B ' '
2024P 2025P 2026P 2027P 2028P 2029pP

m Debt Service Coverage

43
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All Strategies at 100%

BASELINE OPERATING PERFORMANMNCE
=] 2024 Baseline Performance 2023 Actual

Mo assurance is provided.

Total Margin

4.7% 65% 7.0% 6.8%  6.6%
PROVIDER DEVELOPMENT PLAN 0.6%
¥ ——100% Success in Provider Development Plan ' '
jl Median Production Target
i' Median Comp Target
2024P 2025P 2026P 2027P 2028P 2029P
OTHER GROWTH / REVENUE INITIATIVES $£Nash on Hand and Unrestricted Cash and Investments
“ -+ 2.0ADC Change for Swing Bed Days in 2025 - -
OTHER STRATEGIC INITIATIVES .
® Strategy A is Not Included In Model $1i|\ﬂ' 114 140 165

o Strategy B is Not Included In Model
m Strategy Cis Not Included In Model

87

27 54 _ -

2024p 2025P 2026P 2(32';'1'“s 2028P 2029P
D = Doll M
m Strategy D is Not Included In Model TRavE otars (SM))
PERFORMANCE IMPROVEMENT Debt Servica Coverage
d :’ 3.0% Net Labor Performance Improvement in ZDE:,
“ =1 3.0% Net Non Labor Performance Improvement ir=025
“ = 15Decrease in AR Days in 2025 = 0.00x 0.00x 0.00x 0.00x 0.00x 0.00x
i $300K Net Revenue Enhancement in 2025 = B ' '
2024P 2025P 2026P } 2027P 2028P 2029pP
m Debt Service Coverage
”
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Discussion and Questions

©2025 CliftonLarsonAllen LLP
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Matthew Borchardt
Principal, Health Care
matthew.borchardt@claconnect.com

612-397-3150

Thank you!

Dan Larsen

Principal, Health Care
dan.larsen@CLAconnect.com
(507) 280-2328

m CLAconnect.com
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