
CASE STUDY

Incresing Ptient Conversion:
How Sohr heped Tkitry
Achieve  2% Increse in Funne
Conversion

CLIENT OVERVIEW

Tkitry is  ntion ment heth orgniztion offering ccessibe psychitry nd therpy services

through virtu ppointments. By working in-network with mjor insurers, Tkitry connects ptients to

icensed psychitrists who provide evutions, personized tretment pns, nd mediction

mngement. Tkitryʼs pproch combines technoogy nd  ptient-centered phiosophy to mke high-

quity ment hethcre widey vibe.

Industry: Behvior Heth

800
Empoyees

25MM
Rised

Series C
Orgniztion

RESULTS

By everging Sohrʼs Eigibiity Automtion products, Discovery nd
Verifiction, Tkitry chieved mesurbe improvements in revenue,
opertion efficiency, nd ptient experience. The prtnership eiminted
mnu inefficiencies, enhnced cim ccurcy, nd drove n increse in
benefit verifiction ccurcy to 5% whie cutting opertion costs.

BY THE NUMBERS

2%
improvement in ptient conversion rtes

during intke.

0%
costs ssocited with mnu

opertions tem sved.

8:
ROI reized within 2 months of

impementtion.



CHALLENE

Tkitryʼs insurnce verifiction process hd significnt mnu workfow eding to incresed cim deni

rtes nd ower intke conversion rtes. These issues incresed deys for ptient ppointments, cused

confusion regrding ptient finnci responsibiities, nd contributed to higher ptient cquisition costs. 

SOLUTION

In our converstions with the Tkitry tem, it becme cer tht the right soution to their probems woud

not just crete efficiencies in their front-end RCM process, but must so reduce costs nd positivey ffect

the ptient experience.

TALKIATRY'S OBJECTIVES

Automte nd stremine the benefits verifiction process.

Improve cim cceptnce rtes.

Reduce opertion costs tied to mnu RCM efforts.

Enhnce ptient experience by minimizing deys in the intke funne.

Sohr provides unmtched expertise in hnding behvior heth benefits verifiction. Our robust

understnding of X2 service codes nd pyer-specific nunces enbes ccurte mpping of behvior

heth crve-outs nd Mnged Cre Orgniztions. Sohrʼs sttistic mode pproch to benefits

seection ensures correct benefit informtion upfront, reducing misinterprettions nd errors.

Additiony, our cobortion with digit biing vendor Cndid Heth owed the ingestion of djudicted

cims dt to djust pyer response interprettions dynmicy, improving the ccurcy of Tkitryʼs

checks over time. This eiminted the need for Tkitryʼs engineering tem to mnge integrtions, offering

 semess soution.

PAIN POINTS

Dependence on mnu processes for

benefit verifiction, cusing deys nd

errors.

Extended ed times before new ptients

coud be seen.

Insurnce issues nd finnci misunderstndings with ptients.



IMPLICATIONS

Incresed cim denis, ssocited with

 70% benefits nd eigibiity ccurcy

rte with the mnu insurnce

verifictions tem.

Incresed opertion costs empoying 

mnu insurnce verifictions tem.

KEY PRODUCTS UTILIZED

To meet Tkitryʼs brief, we suggested two products from our Eigibiity Automtion suite, Discovery nd

Verifiction. These products work together to utomte re-time eigibiity nd crete opertion

efficiency.

Discovery
Heps compnies determine  ptientʼs heth

insurnce coverge without sking them to shre their

provider up front.

Verifiction
Reves whether  ptient is eigibe for services nd

verifies the nture of their benefits.

IMPLEMENTATION

The integrtion process invoved high-touch cobortion between Tkitryʼs engineering nd product

tems nd Sohrʼs CTO. Sohr tiored its soutions to ddress Tkitryʼs specifictions, ensuring our

Eigibiity Automtion fow met their requirements.

Despite competing intern priorities t Tkitry, Sohr dpted its pproch, offering fexibiity during the

onbording process. Whie initi ccess ws provided within  dy, the fu system integrtion ws pushed

into production when the benefits dt ccurcy (i.e. copy, coinsurnce) exceeded 0% cross  pyers

nd 5% for the key high voume pyers.

SOLUTION

In our converstions with the Tkitry tem, it becme cer tht the right soution to their probems woud

not just crete efficiencies in their front-end RCM process, but must so reduce costs nd positivey ffect

the ptient experience.

https://soharhealth.webflow.io/use/real-time-eligibility


Iʼve been rey impressed with the Sohr tem. Esy to work with. Deep understnding of

the spce. And most importnty, the resuts spek for themseves. Fst, ccurte

responses men weʼve been be to meningfuy improve our ptient experience nd get
significnty more quified ptients through our intke funne.

Mtt Ivester

SVP, Hed of Product t Tkitry

Prtnering with Sohr owed us to stremine our insurnce verifiction process in

Tkitry's intke fow nd foster improvements to our entire RCM function. With Sohr, we
re be to offer ptients fster nd more ccurte pyer/pn informtion, network sttus

determintions, nd benefits informtion - not to mention  better cim submission

process, with fewer rejections reted to up-front eigibiity nd cost-shring discrepncies.

Chres Coins

SVP, Revenue Cyce t Tkitry

Automting eigibiity through Sohr hs ddressed  business-critic re for Tkitry. By

reducing mnu workfows nd improving the ccurcy of our insurnce verifictions,

we've enhnced ptient conversion rtes, improved opertion efficiency, nd reduced our

cim deni rte— whie chieving n 8 ROI in the first 2 months. From my perspective,
continuing this prtnership is essenti to tcking new chenges nd driving even greter

impct in our RCM processes.

Robert Cryn

CEO of Tkitry


