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Agenda

 Market Dynamics 

 Automating Healthcare Remittance Processing

 Pulling it all together
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Turmoil in the Client Base

F I G U R E  1  

K e y  I s s u e s  -  P e r c e n t  o f  R e s p o n d e n t s  b y  C o m p a n y  S i z e  

Q .  R a n k  e a c h  o f  t h e  7  i s s u e s  b e l o w  a c c o r d i n g  t o  t h e i r  p r i o r i t y  t o  y o u r  

c o m p a n y .  I n c l u d e s  r e s p o n d e n t s  r a n k i n g  i s s u e  a s  1 s t  o r  2 n d  p r i o r i t y  
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Middle market

Mid-corporate

Large corporate
 

N=230 

Source: Financial Insights Treasury Strategies Key Trends Survey, 2009 

The book of business in 

commercial banking is 

at risk. Risk mitigation 

has trumped financial 

consolidation, resulting 

in steep run-off for 

some institutions. At the 

same time, clients have 

greater financial needs 

than ever.
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Enter Medical Banking…

 Bank transaction volumes are down and clients are no longer loyal

 Commercial clients are shopping their business and looking for 
providers that are safe and can provide the right product set

 But, banks have stalled investment in product innovation, so are not 
well-positioned to respond to the current upheaval in the market

 Banks that can extend current offerings to meet client needs will be 
well-positioned
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The Medical Industry Today

 Healthcare is the largest industry in the US, generating over $2T per 
year (Bearingpoint)

– $2B in claims value

– 4B in claims transactions

 The medical industry is facing it’s own industrial revolution, and 
automated processing is one important component of this revolution

 April 2009 HFMA study – 54% of hospitals were operating in the red

 ARRA provides for funding of healthcare IT projects to promote more 
effective communications between participants

 Payers and providers have an adversarial relationship: it plays out in 
payment processing

– Complexity and lack of transparency hinder provider cash flows (slower 
and lower), increase administrative costs
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The Medical Industry Tomorrow

 Providers cannot plan adequately since future is so uncertain –
healthcare legislation, economic uncertainty, impact of electronic 
health records

 But we can expect

– Administrative costs will be lower

– Payments will be associated with healthcare, not medical procedures

– Government’s role will increase

 Complexity will increase as the industry transitions from current to 
future state
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The “Explanation” of Benefits

 Unstructured data

 Thousands of billing codes

 Varying payment policies by payer, contract, scenario

 Providers can clean up their claims process, but otherwise have little 
control over the process
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Building a Bridge between Paper and Electronic 

Processing

 Although HIPAA requires electronic 835 transactions, not all payers 
can comply

– Only 40% of remittance advises submitted to providers are electronic

 And unfortunately, there is often something lost in the translation as 
codes and descriptions that are clear on paper are standardized and 
converted to EDI

– HIPAA offers guidelines, not requirements for 835 creation

– Paper is often still generated by the payers, and submitted to providers for 
claims denials with additional, non-coded explanations

 Banks have a track record of success in transitioning from paper to 
electronic and can act as skilled intermediaries for their clients
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Medical Banking and Lockbox

 A natural extension of healthcare lockbox

– Convert EOBs to 835 or other formats

– Create posting file

– Archive paper EOB images

– Provide dashboard for adjudication, research, correspondence

 Deliver value to medical clients

– Increase efficiency to adjust to lower staffing levels

– Reduce DSO

– Reduce error rates

– Speed problem resolution
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The Revenue Opportunity

T A B L E  3  

A p p r o a c h e s  P l a n n e d  t o  O p t i m i z e  T r e a s u r y  O p e r a t i o n s  

 Improve 

internal 

processes 

Implement 

technology 

Adopt bank 

products 

Select 

technology 

Align with 

shared svc 

ctrs 

Optimize 

technology 

Adopt non-

bank 

products 

Middle 

market 

49 19 24 11 11 5 6 

Mid-

Corporate 

56 35 28 24 20 21 13 

Large 

Corporate 

40 30 26 8 16 22 16 

Total 136 75 70 44 42 41 29 

Note: multiple responses allowed 

N=194 

Source: Financial Insights Treasury Strategies Key Trends Survey, 2009 

 
Clients are shopping for new providers, unrelated to the need for 

medical banking. But there is a window of opportunity that will slam 

shut.


