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CASE STUDY ON MEDICAL BILLING & ACCOUNTS RECEIVABLES
MANAGEMENT

£ The Customer

] Our customer was an urgent care practice situated in Maryland
5/

. 4 The Challenge

i The customer asked Flatworld solutions to handle their account receivables
* « management. This customer was also facing other problems with billing,

S — T
such as:

+ The billing was never completed within 24 hours

+ There was a sharp decrease in collections

+ The in-house billers were turning out poor quality work
Qur customer was planning on outsourcing all their billing work to us within a 2 months' time frame, if
they were completely satisfied with our capabilities in handling their AR management. The team at

Flatworld successfully carried out the AR management operations and the customer handed all their
billing activities as promised.

We were asked to use a new software called AdvancedMD to carry out the customer's operations. The
team at Flatworld was cross-trained over the phone to use the practice management software.

The Project
+ We were required to provide Full Service Billing

+ We were asked to handle an average of 700 claims per month

The Solution

We took the following initiatives to improve the customer's productivity and collections -

+ We provided the customer with a dedicated team and account manager to handle the customer's
account

+

The team at Flatworld consisted of an AR expert and full time employees for medical ceding and medical
billing

+

We developed an effective AR process and medical billing process to ensure that the customer's billing
was completed within 24 hours

+

We followed up on all the denied claims

+

The Flatworld team addressed issues with the insurance company and got them resolved

+

We maintained a knowledge base of solutions and issues

The Results
Qur customer was able to access the following benefits by outsourcing their medical billing
requirements to Flatworld Solutions -

+

We brought down the average AR days from 34 to 23 within a period of 6 months.

+

We increased the collection percentage from 53% to 61% within a period of 6 months.

+

By increasing the collection ratio, our customer was able to improve their cash flow.

+

Since our customer now had more time and a clutter free office, they were able to concentrate more on
providing better patient care.

+

From the customer's end, there was a decrease in the reliance on their employees and the customer did
not have to face problems of employee turnover and backlogged claims.

+

There was a sharp reduction in administrative costs and an increase in operating efficiency.

Please see the following graphs below -
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Progress since we started 2008 2007
Collections % (rolling 6 months) 61.60% 53.20%
Average A/R Days 26 34

A/R over 90 days as % of total 15 21




