1\

\%‘CLAIMS 9‘ '~ CLEARER INSIGHT.
P e O STRONGER DECISIONS.
DENIALS W\ - E A HEALTHIER TOMORROW.
‘-‘ i

PAYMENTS ¥, _K_:

| ELIGIBILTY ¥

% 5 ¢ ' ' EXPANDED ACCESS
ADJUSTMENTS iV M. T . N
™ - e . -

HEALTHIER COMMUNITIES | _
= = -
SUSTAINABLE MISSION

— #:p

STRONGER MARGINS

—

-

—
COMMUNITY

. ALTH CENTER
.,,.': el i

‘i w

' | REVENUE INTELLIGENCE

o

Collections Dema!Rate Clean Claim Rate 1] PReEDICT
Trend | ==

| (O e O
'Ill i

WO oPTiMizeE

Days Claim Rate

T 969

Daysin A/R

il SROW

28 10

Taah SUSTAIN

No Margin.

Building a More Predictable Revenue Cycle
Through Data, Prevention, and Continuous Learning

&} SYNERGY BILLING s synergiling com




& SYNERGY BILLING

Table of Contents

Executive Introduction
The Most Valuable Asset Most FQHCs Already Own

The Hidden Cost of Reactive Revenue Cycle Management
Looking Backward Is No Longer Enough

Every Claim Is Trying to Tell You Something
Hidden Lessons Inside Everyday Transactions

From Data Collection to Revenue Intelligence
The Maturity Curve

The Rise of Preventive Revenue Cycle Management
The Cheapest Denial Is the One That Never Happens

Why This Matters for FQHC Leadership
Better Intelligence Creates Better Decisions

No Margin, No Mission
Revenue Intelligence as a Mission Strategy

Building a Learning Revenue Cycle
Organizations That Learn Faster Win

=
o

Conclusion & Next Steps
Turning Information Into Action

=
=

The Synergy Billing Solution
Complimentary Revenue Cycle Analysis

=
N

—_—_—m—

Page 2



& SYNERGY BILLING

Executive Introduction

The Most Valuable Asset Most FQHCs Already Own

Community health centers generate enormous amounts of operational data every day.
e Claims
e Denials
e Payments
e Adjustments
e Eligibility checks
e Patient encounters

Most organizations focus on processing these transactions. Few focus on learning from
them. As a result, valuable information is often discarded after the transaction is
completed.

In manufacturing, this would be called waste. In revenue cycle management, we call it
“data exhaust.”

Data exhaust is the information created by routine business activity that organizations
collect but rarely fully utilize.

For FQHCs facing increasing reimbursement complexity, staffing constraints, and
financial pressure, this overlooked information may be one of the most valuable resources
available.
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The Hidden Cost of Reactive Revenue Cycle
Management

Looking Backward Is No Longer Enough

Traditional revenue cycle reporting focuses on historical performance. Monthly reports tell
leaders:

e What was collected

e What was denied

e Whatis sitting in A/R

e What happened last month

These reports remain important. But they have a limitation. They describe outcomes after
they have already occurred.

By the time leaders see a denial trend, reimbursement has already been affected. By the
time A/R begins increasing, cash flow pressure may already be building. By the time
staffing bottlenecks become visible, productivity may already be suffering.

The future of revenue cycle management requires more than visibility. It requires foresight.

REARVIEW MIRROR WINDSHIELD

Historical Reporting Predictive Intelligence
Reactive Management Proactive Management

CLEARER INSIGHT.
STRONGER DECISIONS.
A HEALTHIER TOMORROW.

Historical Reporting g Predictive Intelligence
Reactive Management Proactive Management
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Every Claim Is Trying to Tell You Something

Hidden Lessons Inside Everyday Transactions

Every revenue cycle transaction contains information.

A clean claim reveals successful workflow execution.

A denialreveals a process failure.

A payment variance may reveal payer behavior changes.

A coding correction may reveal provider education opportunities.

Individually, these events seem operational. Collectively, they create organizational
intelligence.

The challenge is scale. No human team can manually analyze every relationship across
thousands of encounters, payers, procedures, providers, and reimbursement outcomes.
This is where modern data analytics and artificial intelligence create value. Not by
replacing expertise. But by helping organizations recognize patterns faster.

EXECUTIVE PRINCIPLE
Al doesn’t replace billing and coding expertise—it makes that expertise consistent, scalable, and
harder to defeat by complexity.

r
F
\ INSIGHT
ACTION
IMPACT

Every Claim Is
Trying to Tell You
Something. ’

HIDDEN LESSOMNS.
BRIGHTER OPPORTUNITIES.
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From Data Collection to Revenue Intelligence

The Maturity Curve

Many organizations successfully collect data. Fewer convert that data into actionable
intelligence. Revenue cycle maturity typically progresses through four stages:

1 Data Collection Examples: .
What happened? * Claims submitted
» Payments posted
2 Reporting Examples:
Why did it happen? ° [DEmEL FEPerts
» A/R analysis
3 Predictive Insight Examplgs: .
What is likely to happen next? > EMETETE el trgnds
* Cash flow forecasting
4 Revenue Intelligence Examplesi . .
What action should we take now? " Preventive interventions

» Workflow optimization

More than data. A clear path from hindsight to action.

y o Revenue
o ’ - Intelligence
Predictive

What action should
Data

£ | nsight we take now?
Collection Reporting

e What is likely to
J ?
What happened? Why did It happen’ happen next?

I
[ l I ( @ From Data Collection

& 1 /‘J / = to Revenue Intelligence
ll I More than data. A clear path
_¢i‘ —— from hindsight to action.
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The Rise of Preventive Revenue Cycle Management

The Cheapest Denial Is the One That Never Happens

Historically, revenue cycle teams have focused on fixing problems. Modern organizations are increasingly
focused on preventing them.

Eligibility Risk Detection
Identifying payer issues before services occur.

Documentation Validation
Detecting missing requirements before coding.

Predictive Denial Scoring
Flagging claims likely to be denied before submission.

Workflow Intelligence
Identifying operational bottlenecks before they affect performance.

Payment Trend Analysis
Recognizing reimbursement changes before they impact financial results.

The shift is subtle but powerful. Organizations move from correcting errors to preventing them.

The Cheapest Denial
Is the One That Never Happens.

,0©000,

% PREVENT | PREDICT | OPTIMIZE | SUSTAIN
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Why This Matters for FQHC Leadership

Better Intelligence Creates Better Decisions

Revenue cycle performance affects nearly every leadership priority.

CFO Perspective

* Cash flow predictability
* Revenue forecasting

» Budget confidence

* Financial stability

COO Perspective
 Operational efficiency
» Capacity planning

» Workforce optimization

CEO Perspective Board Perspective

* Organizational sustainability * Financial stewardship
* Strategic growth » Long-term viability

* Mission protection « Community impact

The stronger the intelligence, the stronger the decisions.
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No Margin, No Mission
Revenue Intelligence as a Mission Strategy

Revenue cycle performance affects nearly every leadership priority.

Community health centers exist to improve access and outcomes. But mission requires resources.
Every preventable denial avoided.
Every reimbursement protected.
Every workflow improved.

Every dollar collected accurately and timely.

Creates additional capacity to serve patients. Revenue intelligence is not simply a financial initiative. It is a
mission sustainability initiative.
When leaders improve reimbursement performance, they create:

* Greater access

* Better staffing support

e Expanded services

e Stronger communities

The connection is direct.
NO MARGIN. NO MISSION.
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Building a Learning Revenue Cycle

Organizations That Learn Faster Win

The highest-performing revenue cycle organizations share one common characteristic. They learn
continuously.

e Everydenial becomes feedback.

* Every payment becomes insight.

* Everyclaim becomes an opportunity to improve future performance.
The objective is not simply processing transactions. The objective is building a system that becomes
smarter over time.
Key Questions for Leadership

e What are our top denial reasons teaching us?

e Which trends are emerging before they appear in reports?

e How predictable is our cash flow?

e Where are preventable errors occurring?

e What lessons are we failing to capture today?

Organizations that answer these questions consistently create long-term competitive advantage
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Conclusion & Next Steps

Turning Information Into Action

Every FQHC already possesses an extraordinary amount of operational intelligence. The challenge is not
generating more data. The challenge is extracting more value from the data already being created.
The future of revenue cycle management belongs to organizations that can:

* lLearnfaster

¢ |dentify risks earlier

* [mprove continuously

¢ Protect reimbursement proactively

Make better decisions with greater confidence

Artificial intelligence is not the destination. Revenue intelligence is.

Final Thought
Every claim.

Every denial.
Every payment.

Contains a lesson.

Organizations that capture those lessons will build stronger margins, stronger operations, and
stronger missions.
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The Synergy Billing Solution

Synergy Billing specializes in serving FQHCs, providing tailored RCM solutions that transform
billing activities into clear, positive outcomes. By leveraging our expertise, technology, and
dedicated focus, we help FQHCs overcome their billing challenges.

Synergy Billing’s expertise and dedicated focus on FQHCs ensure that the noise of billing
activities is eliminated, allowing for clear, measurable, and positive outcomes.

Outsourcing billing operations to a trusted RCM company like Synergy Billing can transform the
financial landscape of your community health center, allowing you to focus on the core mission of
providing high-quality healthcare to underserved communities.

Knowledge Center Resources
e Webinars & Whitepapers (live & on-demand)
o FREE Ask the Expert (24-hour chat feature)
e Podcasts
¢ News & Insights
e Tools for Titans (downloadable tools)

COMPLIMENTARY REVENUE CYCLE ANALYSIS
Wondering what your revenue cycle data may be trying to tell you?
Synergy Billing helps Federally Qualified Health Centers uncover hidden revenue opportunities,
identify performance risks, and strengthen financial outcomes through a complimentary Revenue
Cycle Analysis.

Schedule a conversation with our team to discover how data-driven revenue intelligence can support
your mission.

386.675.4709 e synergybilling.com
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