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President, Central Ohio HFMA, 
James Monroe

Greetings, HFMA Members.

At the writing of this letter, I cannot believe it is almost November.

It seems like yesterday it was February and we were on the brink of a pandemic.  So much has 
changed since in what seems like a very short amount of time.  As noted in a recent Presidential 
debate, one death is too many when it is the byproduct of anything outside of a long life and natural 
causes.  However, the current global, national, and personal state of affairs are completely outside 
our control.  All we can control is our own personal responsibility and contribution to either the 
problem or the solution.

Central Ohio HFMA leadership has taken that to heart, and we want to be a part of the solution, 
part of making the most and best of a bad situation.  It is our hope we are setting that tone for our 
membership, HFMA as an association, and healthcare as a whole.  Your leadership team is working 
hard to appropriately navigate the shifts we have seen to continue bringing value, quality education, 
engagement, and networking during the challenges of 2020.  Hopefully, you have seen that as we 
progressed through the year.

There will always be good and bad times, ups and downs, with some times being better and some 
being worse, some being shorter and some being longer.  There are also pros and cons during all 
those times.  Some people will thrive and some will suffer.  Some businesses will flourish and some 
will fail.  That said, there will always be a reason to respond well and remain positive.

As President of our great chapter for the 2020-2021 year, I see it as my duty and responsibility to 
promote the positive, encourage such thoughts and actions.  In that regard, I applaud our officers, 
directors, committee chairs and members for juggling more than ever in their personal lives and day 
jobs but still giving all they can to make this the best damn chapter in the land. Our team is staying 
positive and responding accordingly.  They are an inspiration to me, and I hope to give back a little 
bit of what they give me.

To that end, we continue offering educational events, networking opportunities, and social engage-
ment.  Please check out the events we have held throughout the pandemic and the November event 
scheduled for the 17th.  As we look to 2021, we are palnning virtual events, onsite events, and 
possibly hybrid events depending on what shakes out as we move through winter.  Regardless, trust 
that I and all your leadership team are committed to making the most of whatever we are dealt.

We look forward to leading and serving our membership.  If you have any questions, concerns, or 
would like to get more involved, feel free to seek out me or one of us.

Sincerley,

James 
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If you like the Rolling Stones song by the same name, you’ll really appreciate this scary fact, 
Americans are only answering their cell phones 47% of the time according to Hiya, an author-
ity on the subject.  Less than half of all attempts to reach consumers on their cell phones are 
successful and yet statistics show that Americans check their cell phone every 12 minutes or 
80 times each day!

Additionally, it's a catch-22 for agencies when considering leaving a message for consumers 
as they are liable if they do not identify themselves, yet they are also liable if on the off-chance 
someone who is not the consumer overhears your message when they listens to it as this 
would violate the privacy of the individual.  Believe it when we write it - this is only the tip of 
the iceberg in the minefield of arctic ice that is the current state of collections regulations.

So, what can you do to help appease this? First and foremost, you need to educate your pa-
tients and customers that you and your third-party partners will need to be able to reach them 
on their cell phones and you need their permission to do so.  This can be a simple step in your 
intake process that can be logged into their patient and customer records during this process.

Secondly, it’s time to start asking them how they would like to be contacted. Gen-Xers, and 
in particular, Millennials would rather be contacted via email and text message, while Tradi-
tionalists and Boomers will mostly still prefer a phone call.  Let them choose what works best 
for them, and don’t forget to obtain their permission for your organization as well as your 
third-party partners.

To learn more about including your third-party partners while protecting your own interests in 
these consumer records, check out our blog post, Common Sense Prevails.

To read more about American cell phone statistics on AccountsRecovery.net, click here.

To learn more about “From the Owner’s Corner,” click here.

 Can You Hear Me Knocking?

https://nypost.com/2017/11/08/americans-check-their-phones-80-times-a-day-study/
https://www.simonsagency.com/blog/turning-red-to-black/commonsense-prevails-when-consent-is-contractual
https://www.simonsagency.com/blog/turning-red-to-black/commonsense-prevails-when-consent-is-contractual
https://www.simonsagency.com/blog/turning-red-to-black/commonsense-prevails-when-consent-is-contractual
https://www.accountsrecovery.net/2019/12/16/americans-answering-phone-less-especially-if-they-dont-recognize-whos-calling/
https://www.simonsagency.com/news/introducing-from-the-owners-corner


4 the BUCKEYE connectionCOHFMA Newsletter - Fall 2020 



 

5

the BUCKEYE connection

COHFMA Newsletter - Fall 2020 

Smart approaches to top-level decision making

STRATEGIC
FINANCIAL PLANNING

Reprinted from 
Winter 2020

Sponsored by

 Smart approaches to top-level decision-making

www.kaufmanhall.com

Winter 2020

STRATEGIC
FINANCIAL PLANNING hfma.org/sfp

How to use contract testing and analysis 
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regardless of tax status 6

5 ways to drive patient privacy law 
compliance from within your organization 10

Staking a claim in home-centered care: 
A partnership-based strategy 12

Seminars focus on revenue cycle essentials, 
value-based payment and chargemaster 
strategies 15

Physician pay increased but productivity 
remained stagnant in 2018 16

Innovation in hospitals can 
‘turbocharge’ advances
Ed Avis 

Once healthcare leaders learn innovation processes 
and understand the tools used by peers, they can apply 
innovation anywhere in their organizations. 

Sponsored by

hfma.org/sfp

 contracting 

How to use contract 
testing and analysis to 
prepare for payment 
changes
Lauree E. Handlon and Laura Jacobson

Two areas that effect the impact of 
contract changes include how payers 
define categories and services and 
hierarchies of payment. 

A substantial provider-payer contract is nearing the 
renewal period. The payer initiates proposed changes to 
current payment terms, but the provider already has in 
mind specific outcomes desired for the upcoming contract 
year. The provider is faced with two choices; accept and 
move forward with the proposed changes or engage in the 
negotiation process. What should the provider choose?

To make an educated next step, it is critical to gain 
specific information. Whether the contract is new or up for 
renewal, a thorough understanding of the financial impli-
cations of changes to provider-payment terms is vital for 
continued operations. Critical steps in the process include 
identifying the sources for contract testing, the approaches 
to analysis and the payment impacts.

Payer proposes payment terms
One approach involves testing the terms and methodol-

ogy proposed by the payer. Through analysis, the provider 
can determine if the offered terms result in alignment 

Continued on page 6
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with the organization’s financial goals. This 
approach seems simple enough, but the 
following elements must be kept  
in mind.

Definitions. How the payer defines payer 
categories and services represents the 
first key consideration. The definition of 
each service must be communicated to the 
provider, so payer and provider are on the 
same page. For example, does the payer 
use a specific set of revenue codes, HCPCS 
codes or a combination to define an emer-
gency visit? Confirming detailed defini-
tions will ensure each service is identified 
accurately in the tests.

Hierarchy of payment. The service cate-
gory deemed primary, secondary and so 
on is another significant consideration. 
Hierarchy of payment involves determining 
how the payer pays a claim when multiple 
services are present. For example, the 
claim represents a patient presenting in the 
emergency department, followed by a sur-
gical service in the OR and concluding with 
the patient being placed under observation. 
In this scenario, how will the payer apply 
payment if the contract includes payment 
categories in all three of these areas? 
Results could be significantly different if 
surgery groups are applied in the test, but 
the payer interprets that observation takes 
precedence in the hierarchy. 

Payment methodology. How the rate is ap-
plied is another consideration when testing 
proposed terms. For example, is the payer 
paying a service at a case-rate level, at the 
unit level or once per day? Application of 
a per unit methodology can produce vastly 
different results than once-per-day pay-
ment methodology.

If testing a proposal provided by the 
payer, the next step will be to apply the 
current contract terms to a set of claims. 
This will determine the base or benchmark 
payment. Next, apply the proposed terms to 
the same set of claims. Using the same set 
of claims in the base and test is critical to 
provide an apples-to-apples comparison of 
terms. From here, the impact of moving to 
the new terms proposed by the payer can be 
determined.

Provider desires specific outcome
Another approach to contract testing is 
more complex. The provider may have an 
idea of a desired outcome (e.g., an overall 
increase of 5% for the payer over the pre-
vious year). In this situation, the provider 
may want to determine the optimal contract 
terms to help reach this goal and then 
present the terms to the payer. While the 
elements in the first approach are appli-
cable here as well, additional key elements 
should be kept in mind for this approach.

Leverage. The first element is determin-
ing how much leverage the provider has 
with the payer. In some cases, the size of 
the hospital and payer may determine the 
negotiation ability of the provider. Knowing 
this up front can save time during the test-
ing process.

Extent of changes. Another aspect is deter-
mining how much of the original contract 
the provider wants to change and the payer 
is willing to change. Any combination of 
changing the rates or the methodology and 
structure can be involved. It is important to 
know what parts and to what extent they can 
be tested as certain terms may already be 
deemed non-negotiable in the contract.

Establishing the base or benchmark pay-
ment is still needed under this approach. 
The testing phase of various terms based 
on the provider desiring a specific outcome 
may take longer, depending on the goals, as 
well as the elements, changing in the tests. 
Consider the following example.

A provider’s current contract includes 
a mix of fixed rates (e.g., per diems, case 
rates) and percent of billed charge pay-
ment. The goal is to increase overall pay-
ment for this contract by 5%. Constraints 
include limited flexibility to adjust only the 
fixed rates, and methodology must be kept 
the same.

The provider must now determine the 
level of increase to the fixed rates neces-
sary to achieve an overall 5% increase. A 
complication arises due to an inpatient 
stop-loss provision and a lesser of provi-
sion applied to inpatient and outpatient 
claims. Increasing the fixed rates will not 

Why initiate contract testing?

Contract testing may originate from a 
variety of sources.

Termination of contract. A provider could 
be faced with the termination of a contract 
and those patients could potentially leave 
the provider’s payer mix entirely. Or the 
contract moving out of network creates a 
shift of patient volume, for example a large 
employer group, to another payer contract 
with di�erent payment terms.  What will 
either adjustment mean to the provider’s 
net revenue?

Changes in legislation. Another foun-
dation for contract testing involves the 
complications associated with changes 
in legislation. An example of this can be 
payment terms adjusting to include a 
provision to cap contracted payment at 
federal program methodology, such as the 
Inpatient Prospective Payment System or 
Outpatient Prospective Payment System. 
Providers also ought to be equipped with 
payment analysis for an adoption or vari-
ation of the “Medicare for All” initiative. 
Can the organization survive under this 
movement?

Modification to current terms. Most com-
monly, the source for initiating contract 
testing and analysis starts from the 
payer or provider desiring to alter current 
payment terms. If either party wishes to 
modify the terms, the relationship has now 
entered into a level of contract negotia-
tions.

By using skilled resources to test changes, 
the provider increases the ability to vali-
date any analysis estimated by the payer 
and develop counter scenarios to meet 
favorable objectives. 

Bottom line, regardless of the cause, pro-
viders should ultimately want to prepare 
for the impact of payment changes. To 
accomplish full preparation or create a 
desired outcome, the various approaches 
to contract testing must be considered.

2 Winter 2020 Strategic Financial Planning Continued on page 8
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HFMA New Members 
Fall 2020 

Sara Alleman
Learning Consultant
OhioHealth

Elizabeth Anderson
Student Member

Jennifer Armstrong
Patient Financial Specialist
Mont Carmel Health System

Kay Ayoko
Assistant Administrator
Otterbein Seniorlife

Tiffianie Baker
A/R Specialist
OhioHealth

Kendra Baker
Charge Capture Auditor
Mount Carmel Health System

Jaluv Bartley
Patient Financial Specialist
Mount Carmel Health System

Jeremie Bates
Director, Finance
Quality Care Partners

Ginny Beatty
Sr. Data Analyst
OhioHealth

Gabriel Becker
Data Integrity Specialist
Mount Carmel Health System

Lisa Bednar
Director, Operations
LucidHealth

Miranda Bevington
Patient Access Services Register
OhioHealth

Sara Bihari
Patient Registration Rep
OhioHealth

Raymond Bock
Supervisor, Patient Financial Ser
OhioHealth

Andrea Boczek
Charge Capture Auditor
OhioHealth

Sean Brenneman
Lead Charge Capture
Mount Carmel Health System

Amanda Bretzinger
Patient Financial Specialist
Diley Ridge Medical Center

Sydney Bridges
Student Member
West Liberty University

Mary Brosnan
Cash Corporate
OhioHealth

Stephanie Brown
HB Refunds Supervisor
OhioHealth

Landenazuia Bruce
Financial Analyst
OhioHealth

Christina Burns
Manager, Billing and Follow Up
Trinity Health

Ruth Bush
Learning Consultant
OhioHealth

Danielle Camba
A/R Specialist
OhioHealth

Ali Casiere
Senior Charge Analyst
OhioHealth

Seth Charlton
Student Member

Anna Chopp
Student Member

Angelina Ciancone
Student Member

Stephanie Clark
Administrative Nurse Manager

Cindy Clark
Treasury Management Advisor
Huntington Bank

Timothy Clouse 
Sr. Clinical Informaticist
OhioHealth

Jodi Coleman
Pre-Planned Services Auth Specialist
Mount Carmel Health System

Lanese Cook
Insurance Billing Representative
Trinity Health

Cody Couch
Student Member

Beverley Cousins
Supervisor, Patient Financial Services
OhioHealth

Brian Cox
Credentialed Trainer II
Trinity Health

Mary Cox
Interim Director
OhioHealth

Kimberley Davidson
Patient Access Supervisor
Mount Carmel Health System

Michael Davis
Student Member

Judy Davis
ETA Analyst
OhioHealth

Tisha Day
Billing Coordinator
OhioHealth

Lori Day
Payment Resolution Specialist I
Trinity Health



Artful 
expertise.
We’re dedicated to understanding your 
craft. Our health care pros can help 
guide you through complex regulatory 
changes and perfect the masterpiece 
that is your organization.

Everyone needs a trusted advisor. 
Who’s yours?

513.621.8300  |  bkd.com/hc
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only increase payment for some claims 
but will also cause movement in and out of 
stop-loss and lesser of claim status, making 
the overall payment more unpredictable.

With charge sensitivity involved, any 
future price increases to the chargemaster 
must be incorporated as well. Comparisons 
to the benchmark payment for each test 
will help determine the new rates that help 
reach the 5% increase goal.

For either approach, a key challenge 
associated with contract testing is utiliz-
ing a comparable base of claims data. The 
data criteria used by the payer to estimate 
impact is often a pitfall when comparing 
results as different claim date ranges may 
have been used for the analysis. A critical 
aspect of accurate testing is using the same 
criteria as the payer to define the data set 
involved, including covering seasonality.

Once the proposed rate impact or new 
rates are formulated, it is time to commu-
nicate the results to the payer.

Communication of testing outcomes
After initial testing is complete, results 
of the contract changes should be avail-
able for quick identification of impact. A 

report providing the impact is a useful way 
to communicate the results. Depending 
on the desired level of change the parties 
want to review, layout of the results can be 
displayed in a few ways. Several types of 
suggested views of results include:

 > Overall impact
 > Patient type impact (inpatient/
outpatient)
 > MS-DRG impact 
 > Service impact

Impact reports compliment the negotia-
tion process by providing a tool to use with 
the payer to discuss outcomes and poten-
tial further testing. This is especially true 
when testing proposed rates provided by 
the payer. If the results are not at the level 
anticipated by the provider, presenting im-
pact reports to the payer may aid in further 
negotiations until both parties are satisfied.

When developing contract terms to meet 
a desired goal, the provider also needs to 
communicate the new rates to the payer. 
Depending on what the payer requires, this 
can be accomplished by a summary letter 
or report of new terms presented with the 
impact reports. Including as much detail as 

possible about any changes made in the test 
ensures both parties are on the same page.

In addition to displaying the testing 
approach results, once again, benchmark 
data for payer-specific payment levels can 
significantly enrich the communication.

Next steps
Results are in, and now the provider needs 
to determine if additional testing is needed 
or if both parties are prepared to proceed. 
With the results information gathered and 
benchmark data for payer-specific payment 
levels in hand, providers may decide to 
continue strategizing other scenarios along 
with understanding the impact of each. 
Or the provider may determine the best 
options are already available. By executing 
the knowledge gained through this process, 
providers are equipped to arrive at the table 
knowing minimal, target and optimal pay-
ment-term goals. In addition, this process 
may bring to light any elements of the pay-
ment terms requiring additional attention 
and resolution with the payer. After new 
terms are accepted by both parties, the pro-
vider must now prepare for the upcoming 
effects of executing the payment changes.

Mutual understanding
Once the provider and payer gain a mutual 
understanding of the goals and process 
of contract testing, both parties can move 
forward with more confidence. Arming 
themselves with the proper tools and 
knowledge to accomplish financial goals 
can ensure a smoother negotiation process 
and transition to new contract terms.

Lauree E. Handlon, MHA, RHIA, CRCR, CCS, 
COC, FAHIMA, FHFMA,  
is director, data quality and reimbursement, Cleverley & 
Associates, Worthington, Ohio (lhandlon@cleverleyas-
sociates.com).

Laura Jacobson, RHIA, CSMC,  
is a data quality and reimbursement consultant, Clev-
erley & Associates, Worthington, Ohio (ljacobson@
cleverleyassociates.com).

What to test and how to test it?

Depending on the goals for finalized payment terms, the provider may approach the contract 
testing process in two general ways. 

Payer proposes payment terms. This approach involves testing the terms and methodology 
proposed by the payer. Through analysis, the provider can determine if the o�ered terms result in 
alignment with the organization’s financial goals.

Provider desires specific outcome. This approach to contract testing is more complex than the pay-
er proposal of payment terms. For example, a provider may have an idea of a desired outcome 
(e.g., an overall increase of 5% for the payer over the previous year). In this case, the provider 
determines the optimal contract terms to help reach this goal and then presents the terms to the 
payer.

Either approach could be enhanced by attaining payment-term intelligence involving bench-
mark data. Utilizing existing comparison data for payer-specific payment levels along with either 
of the methods creates powerful information to assist with the testing and analysis process. 
Regardless, with either approach, specific element details are crucial to understand prior to 
initiating testing.
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HFMA New Members 
Fall 2020 (continued) 

 
Valerie DeNero
Patient Access Revenue Cyvle
OhioHealth

Daniel Duemey
Training and Education Coord
OhioHealth

Barbara Dufour
Supervisor, Patient Fin. Services
OhioHealth

Rachel Eaton
Patient Access Supervisor
OhioHealth

Jacque Evans
Director, Revenue Cycle
Licking Memorial Hospital

Rebecca Fajardo
Patient Analyst
Trinity Health

Eric Farmwald
Education and Training Coord
OhioHealth

Kristin Fellure
Financial Analyst
OhioHealth

Kodjo Fiawoo
Phlebotomy Registration Spec.
Mount Carmel Health System

Jessica Finnegan
Patient Financial Specialist
Mount Carmel Health System

Amy Folger
Patient Registrar
OhioHealth

Marcelo Fracchia
Strategic Market Partner
Olive LLP

Jeremy Fridley
Charge Capture Auditor
Mount Carmel Health System

Jesse Fyffe
Senior Financial Analyst
OhioHealth

William Galilei
Student Member

Phyllis Gallicchio
Registered HIM Technician
Grant/Riverside Methodist Hospitals

Rebekah Garrabrant
Supervisor, Corporate Cash Posting
OhioHealth

Jody Greer
ESL Teacher
VIPKid

Kimberly Gerhardt
Charge Capture Auditor
Mount Carmel Health System

Lanita Gibbs
Claims Coordinator
OhioHealth

Debbie Gibson
Patient Access Manager
Mount Carmel Health System

Jennifer Goddard-Graves
Project Manager
OhioHealth

Carla Grant
Learning Consultant
OhioHealth

Danielle Gray
Student Member

Betsy Grayem
PFS I
Trinity Health

Amy Gregg
Director, Revenue Cycle
OhioHealth

Isaiah Griffith
Student Member

Casey Grunden
Patient Financial Services Rep
OhioHealth

Brian Hackman
Operations and EMR Representative
National Church Residences

Anna Halbisen
Project Manager
OhioHealth

Elizabeth Hartsell
Data Integrity Specialist
Mount Carmel Health System

Kimberly Harvey
Charge Capture Analyst
Mount Carmel Health System

Gretchen Heininger
A/R Specialist
OhioHealth

Cherie Hendrickson
Charge Capture Auditor
Mount Carmel Health System

Tamara Highland
Corporate Cash Poster
OhioHealth

Sherry Horn
Customer Service 
OhioHealth

Ikram Jama
Charge Analyst
OhioHealth

Brittany Johnson
Student Member

Lisa Kegler
Charge Capture Auditor
Mount Carmel Health System

Kyndal Kind
Director, Client Engagement
Professional Recovery Consultants Inc.

Jill King
Billing Coordinator
OhioHealth

Christine Knoblock
ETA Specialist
OhioHealth

COHFMA Newsletter - Fall 2020 
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HFMA New Members 
Fall 2020 (continued) 

 
Mike Kramer
CMIO
OhioHealth

Lauren LaFollette
Data Integrity Specialist
Mount Carmel Health System

Brittney Larr
Student Member

Brandi Lemmon
Patient Access Supervisor
OhioHealth

Vicki Lenox
Lead Charge Capture Auditor
Mount Carmel Health System

Christy Leonard
Scheduler
OhioHealth

Holland Lively
Student Member

Jordan Lobel
Student Member

Christopher Logan
Account Resolution Specialist
OhioHealth

Kristen Longworth
Student Member

Dulce Lopez-Ramirez
Patient Financial Specialist I
Mount Carmel Health System

Erica Mabry
Pharmacy Charge Analyst
OhioHealth

Dana Magsig
Sr ETA Specialist
OhioHealth

Heather Malloy
Learning Consultant
OhioHealth

Christina Manley
Director, Health Information TEC
Mariion Technical College

Steve McCallister
Education Coordinator/Trainer
OhioHealth

Ethan McCarty
Director, Medical Imaging
Southern Ohio Medical Center

Theresa McClary
Patient Financial Specialist II
Mount Carmel Health System

Caitlyn McCroskey
Patient Financial Specialist II
Mount Carmel Health System

John McInturf
Staff Accountant
OhioHealth

Joey McQueen
Supervisor
Trinity Health

Britney McSweeney
Training/Deployment Specialist II
Trinity Health

Amber Meno
Patient Financial Specialist II
Mount Carmel Health System

Jeff Metcalf
Senior Vice President
Limbach, Inc

Jenny Millikin
Supervisor, Billing and Follow Up
Trinity Health

Pinal Mistry
Pharmacy Coordinator
OhioHealth

Lori Moore
Revenue Cycle Analyst
Fairfield Medical Center

Stacy Motycka
Student Member

Jennifer Mulholland
Patient Financial Supervisor
Mount Carmel Health System

Crystal Myers
Clinical Charge Auditor
Mount Carmel Health System

Julia Nestor
Senior Accountant
OSUWMC

Pamela Newell
Director, Clinic Operations
Memorial Health System

Crystal Nicholas
Payment Resolutions MGPS
Trinity Health

Iyabo Oseni
ETA Specialist
OhioHealth

Treasa O’Tighearnaigh
Associate
Kaufman, Hall & Associates

Karen Patterson
Registration Team Lead
Mount Carmael Health System

Tracy Peek
Director, Payment Resolution
Trinity Health

Stephanie Pendleton
HIM Accreditation
OhioHealth

Marcia Peterson
VP of Client Engagement
CBCS

Elgin Phillips
Senior Training & Deployment Specialist
Trinity Health

Elizabeth Plank
Marketing
Olive LLP

Julie Pochodylo
Market Partnet
Olive LLP
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HFMA New Members 
Fall 2020 (continued) 

Samantha Pollock
ETA Specialist
OhioHealth

Kelli Price
Education Coordinator
OhioHealth

Michelle Rank
A/R Specialist
OhioHealth

Kara Redoutey
Associate CFO
Southern Ohio Medical Center

Benjamin Reimer
Student Member
 

Duane Remus
Sr. Data Analyst
OhioHealth

Shannon Renner
A/R Specialist
OhioHealth

Heather Ringle
Patient Access Manager
Mount Carmel Health System

Kayla Robinson
Student Member

Lisa Rose
Wheeling Hospital

Veronica Roth
Student Member

Jessica Ruby
Student Member

Ann Rudick
Student Member

Thomas Rush
Vice President, Business Development
First Source Solutions USA LLC

Lynn Russell
PFS I
Mount Carmel Health System

Vickie Rykwalder
Pre Registration Representative
OhioHealth

Kara Scott
Patient Financial Specialist
Mount Carmel Grove City

Chad Selmek
Student Member

Eric Sette
Student Member

Anita Shelton
Team Ldr Patient Registrar
OhioHealth

Christina Shirey
Practice Administrator
Her Health OBGYN

Gabriel Shye-White
Student Member

Jamie Sines
Coder
OhioHealth

Terri Smith
Director
Nationwide Children’s Hospital

Tracie Smith
Manager
OhioHealth

Sally Smith
Pre Registration Representative
Ohio Hospital Association

Paige Snyder
Student Member

Ashlee Solomon
Student Member

Megan Steva
Student Member

Rebecca Stock
Wheeling Hospital

Tiffany Straughter
Program Manager
Bon Secours Mercy Health

Alex Svitnev
Solutions Architect
Olive LLP

Amber Swoyer
Credentialing Coordinator
Wheeling Hospital

Bonnie Tanner
Sr. Medical Records Associate
OhioHealth

Carrie Taylor
Wheeling Hospital

Anna Ter-Saakova
Authorization Specialist
Mount Carmel Health System

Rambabu Thallapaneni
Physician Advisor
Adena Health System

Pippa Tooley
Sr. Training & Deployment Specialist
Trinity Health

Lindy Tucker
Manager, Patient Accounts
OhioHealth

Ryan Tuttle
Director, Solution Engineering
Olive LLP

Rachel VanFossen
Student Member

Cody VanMeter
Manager, Business Operations
OhioHealth

COHFMA Newsletter - Fall 2020 
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HFMA New Members 
Fall 2020 (continued) 

the BUCKEYE connection

 
Bailey Vazquez
Patient Access Representative
OhioHealth

Tracy Walker
Revenue Integrity Nurse Auditor
Mount Carmel Health System

Brent Wallace
Regional Director
ProLink Healthcare

Traci Watson
Team Lead Pre-Registration
OhioHealth

Tyler Wharton
Student Member

Roni Whittington
Managed Medicare Follow-Up
Wheeling Hopital

Allisin Williams
Student Member

Mallory Williams
Quality Assurance Coordinator
OhioHealth

Damon Williams

Peggie Winkler
Sr Charge Analyst-Revenue Integrity
OhioHealth

Pamela Wright
Radiology Scheduler
OhioHealth

Teri Yates
President
Accountable Revenue Cycle 
Solutions LLC

Susan Young 
Patient Accounting
Wheeling Hospital

Terry Zheng
Student Member

Member Spotlight 
 

Name:   Ashlee Solomon

Hometown:  Cincinnati, Ohio

College:  Undergrad- BYU, Graduate (current): OSU - MHA

Current Central Ohio HFMA Position:  Student Leadership              
Committee Chair

HFMA Experience:  Under advisement from John Ziegler      
and Lauree Handlon, starting the new Student Leadership 
Committee with three other students where we recruit and 
engage students in Central Ohio.

Great HMFA Memory: Mini-LTC because that’s where I met the 
whole leadership team for the first time! Their passion for our 
chapter is contagious!

If someone wrote a biography about you, what do you think 
the title should be? The Eclectic Diabetic: Beginning of a 
Journey filled with Laughs, Tears, and Joy

What do you look forward to the most with working in 
healthcare?  Can I say working to improve the issues within 
healthcare? I am passionate about patient-centered care, cost 
savings, and access to care. These are three pillars that have 
become so central in healthcare and I am thrilled to be joining 
the field while there have been some improvements with so 
many more to come! I am excited to contribute to this 
transformation of care.

Aside from busy school/work schedule, what else keeps you 
busy?  Playing and coaching volleyball (pre-COVID), playing 
board games with friends, and walking my recently adopted 
dog Gus!

What is your favorite vacation spot? Norway, hands down! Best 
hiking, most beautiful scenery, and visiting with friends from 
when I lived there!
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WE ARE HEALTHCARE
ACCOUNTING AND
CONSULTING.

450+ Professionals | 10 Offices | 3 States
blueandco.com | 614.885.2583

In the ever-changing healthcare landscape, you need a firm that can not only solve the 
complex problems of today, but can also help you plan and innovate for the future.

At Blue & Co., LLC, we do just that. Our experienced professionals serve you with a deep and 
comprehensive understanding of the healthcare industry’s administrative, organizational, 
and financial needs.
 
Healthcare is our largest niche. It’s what we’re known for. And that’s why so many providers 
choose Blue & Co.

Assurance Services
We do more than simply audit financial statements. We seek meaningful, practical, and 
profitable solutions.

Consulting Services 
Our experienced healthcare advisors are dedicated exclusively to serving healthcare 
providers in specific, functional areas.

Medical Coding/Billing Services
From revenue optimization and compliance to technology, reporting, and more, we’ve got 
you covered.

Tax Services
Understanding IRS Tax Code, staying abreast of changes, and finding opportunities takes a 
full-time commitment — we have that commitment.
 
Alliant Purchasing - GPO
National materials management services and programs for healthcare providers.
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SIMPLIFY THE 
FINANCIAL EXPERIENCE. 
IGNITE PATIENT LOYALTY.

Visit GoMedAssist.com or contact Tom Roesch, 
VP, Client Developement at 937-902-1460. 

Eligibility verification integrated software tool
Eligibility documentation patient mobile app

Denials resolution including COB
Legacy AR work out

Self-pay early out
Hospital business office outsourcing solutions
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• Victoria McKinley, CRCR, CHFP, CSBI                                    
• Lori Parrish, CRCR, CHFP, CSPPM
• Matt Brinkman, CHFP
• Daniel Gladieux, CHFP

HFMA Certifications

“I chose the certification process with HFMA because it is widely accepted as the 
  gold standard in illustrating competency in the field of healthcare finance.”

J. Travis Dowell, MBA, FACHE, FACMPE, FHFMA
President, Memorial Physician Sevices

Your HFMA Membership comes with many great benefits. Certfications is a major benefit that 
can help lead to higher salaries, greater job fulfillment, and improved organizational 
performance!

What do you want to accomplish in your profession? HFMA certifications can help you reach 
your career goals by enhancing your industry knowledge and proving proficiency to your
colleagues and organization’s leaders.

• Value for individuals: Increase your earning potential and stand out amoung your peers.               
     The job market is highly competitive. Maintain the skills, confidence, and proficiencies
     you need to give yourself an edge in healthcare finance.
• Value for organizational leaders: Build a culture of learning and position your organization
     for success. Increasing your team’s knowledge of industry terminology helps them meet      
     the demands of department leadership and provides the tools they need to exceed the
     expectations of your clients, patients, and partners.     

Click on the certification link to learn more about these programs:

• HFMA’s Certified Healthcare Financial Professional (CHFP)
• Certified Revenue Cycle Representative (CRCR)
• Certified Specialist Accounting and Finance (CSAF)
• Certified Specialist Physician Practice Management (CSPPM)
• Certified Specialist Business Intelligence (CSBI)
• Certified Specialist Managed Care (CSMC)
• Fellow of the Healthcare Financial Management Association®

Congratulations to these members that have received CHFP and/or their FHFMA certifications
on 2020!

• C.J. Belden, CHFP                                    
• John Ziegler, CHFP
• Bryan Yenc, CHFP
• Stephanus Saputra, CHFP
• James Seiwert, FHFMA

For more details about these certifications, please contact Patti McFeely at 
patti.mcfeely@caiarm or you can reach out to HFMA National at careerservices@hfma.org

https://www.hfma.org/career-development/certifications/certified-healthcare-financial-professional.html
https://www.hfma.org/courses/certified-revenue-cycle-representative--crcr-.html
https://www.hfma.org/courses/certified-specialist-accounting-and-finance--csaf-.html
https://www.hfma.org/courses/certified-specialist-physician-practice-management--csppm-.html
https://www.hfma.org/courses/certified-specialist-business-intelligence--csbi-.html
https://www.hfma.org/courses/certified-specialist-managed-care--csmc-.html
https://www.hfma.org/career-development/certifications/fellow-of-the-HFMA.html
mailto:patti.mcfeely%40caiarm?subject=
mailto:careerservices%40hfma.org?subject=
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COHFMA Event Recap 

Event Recap: 2020 Leadership Conference 
Over 80 people attended our first ever virtual 2020 Leadership Conference back on August 26th. 
Our theme: When life hands you a pandemic & chaos, stay calm, lead & live well! And it sure was 
a timely topic!
 
We had four sessions, led by three fantastic speakers. Laura Butler who taught us techniques to 
manage through times of unprecedented change and to be resilient. Kevin McCarthy helped 
us crush our blind spots for breakthrough results by cultivating a positive mindset. While Tyler 
Enslin enlightened us all on techniques to remain positive in a time of crisis.
 
It was proof to us that our chapter will be able to continue and deliver content and education to 
our members in a virtual environment. Looking forward to many more!

Call Center Solutions Handled with Care
Communication during a crisis is more important than ever. Our fully automated call center 
can deliver live calls, automated messages, or any other critical communications to your 
patients with compassionate and authentic care.

For more information on our call center solutions, contact Patti McFeely at  
patti.mcfeely@caiarm.com or 330.316.0394
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COHFMA Event Recap 

Event Recap: Tailgate Happy Hour & 
Sock Drive Campaign
On Thursday, October 22nd, Central Ohio HFMA hosted a virtual social happy hour event with 
the theme of Tailgating, right before we opened the Big Ten season against Nebraska. We had 
a great time! Our members showed up, with webcam on and we all shared a few laughs while 
trying to answer some sports-themed trivia questions provided by our leadership team.

On top of all that, the event helped raised $3,270 for our HFMA Gives Back Sock Drive 
campaign! We could not be more excited. All proceeds go to Columbus Relief and the money 
will be used to purchase socks for the homeless population in our community. Thank you, 
members, for all your generous donations. You’re the reason our chapter is so special!



Central Ohio HFMA
Leadership Team 

President: James Monroe 

President-Elect: Christine Aucreman 

Board Members: 
Jamie Cleverley
Jonathan Kelly
Chris Hardgrove
Mary Laile
Brian McCallister

Comments, Suggestions, Articles?

Do you have comments or suggestions re-
garding the Central Ohio HFMA newsletter, 
programming ideas or other chapter matters? 
Have an article you would like to see pub-
lished in a future newsletter? We would love 
to hear from you! Please send all 
correspondence to Stephen Saputra at 
stephen.saputra@ohiohealth.com

Regional Executive: William Sharp
Regional Executive Elect: David McCullough
Regional Executive Elect-Elect: Nadia Vincenti

Find Us Here:

For information regarding 
corporate sponsorship, please 

contact  James Monroe at 
jmonroe@revspringinc.com 

or 330-546-3314

@CentralOhioHFMA

HFMA Vimeo

www.CentralOhioHFMA.org

Central Ohio HFMA

HFMA LinkedIn

Secretary: Lauree Handlon (temp)
Treasurer: Jeffrey Carranza
Board Chair: John Ziegler
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Jackie Nussbaum
Dick Schrock
Dawn Stark
Lynette Vermillion

Programming Chair: Katie Warren, Patti McFeely
Communications Chair: Stephen Saputra, John Ziegler
Membership Chair: Lauree Handlon, Suzanne Griffin
Sponsorship Chair: vacant
Student Leadership Chair: Ashlee Solomon
                   
                  

 

mailto:stephen.saputra%40ohiohealth.com?subject=
mailto:jmonroe%40revspringinc.com%20%20?subject=
https://twitter.com/search?q=centralOhioHFMA&src=typed_query
https://vimeo.com/hfmacentralohio
http://www.CentralOhioHFMA.org
https://www.facebook.com/HFMA-Central-Ohio-Chapter-114988518564759/
https://www.linkedin.com/groups/1967982/
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COHFMA Event Recap 

the BUCKEYE connection

COHFMA New Member Reception – 2020 - RECAP

On Tuesday August 25, Central Ohio HFMA held our first virtual 
New Member Reception! Many thanks to those who could join. 
We had over 40 people register. Our participants were split be-
tween about 50% New Members and 50% Legacy Members.  
We spent the first hour tasting a few wines and learning all about 
wine – questions many always wanted to know! Meghan, from 
Wine on High, led our group as our sommelier.  
Some of the questions asked included:

After the tasting, many stayed on to have a little fun and get to 
know our leadership participants as well as others at the event. 
Our leadership team answered questions about why they joined, 
what was their favorite memory, and funniest thing that happened 
with volunteering.
At our typical new member reception, we have played Network-
ing Bingo in the past. Even though we could not fulfil the true 
Bingo game in our virtual environment, we could still bring some 
of those situations or questions to get some good stories rolling!
So, we presented a statement and if the statement was some-
thing that describes a participant, we asked those to please speak 
up and then tell us a short story about and that statement.  We 
found out things like:
    1. Who has broken more than 2 bones?
    2. Who failed their first drivers test?
    3. Who speaks another language fluently?
    4. Who played a sport in another country?
    5. Who was born in August? Any birthday stories?
We would love to hold another event similar, so if you too were 
curious about these questions with wine and/or networking, bring 
them and any others to our next wine tasting - networking event!
 ***********************************************************
A little about Wine on High… Wine on High was established in 2006 is located 
in the Short North of Columbus and has created a comfortable, approachable 
and fun way to taste a variety of wines in the store (and virtually!). From everyday 
wines to premium finds, their friendly and knowledgeable staff is there to help 
you every step of the way. Whether you are having people over for a socially 
distanced dinner party, celebrating a special occasion, stocking your wine cellar, 
or simply interested in a great bottle of wine at any price point, Wine on High 
has what you’re looking for!  www.wineonhigh.com

Visit rsmus.com/aboutus for more information regarding RSM US LLP and RSM International. 

• Does wine really need to breathe to taste the best?
• Can you give me some tips on how to 
      pretend to be a wine connoisseur?
• When should I send back a bottle of wine in a restaurant?
• What is the best method for tasting the notes in various 

types of wine?
• Is there a difference in value/test if it is a cork-top or screw-

top?

https://www.wineonhigh.com/
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COHFMA
Chapter Calendar

*Tentative Live Events (pending COVID-19 re-opening w/virtual contingency options)

UPCOMING
EVENTS 2020-2021

Nov. 17, 2020
8-5

April 2021

May 2021

Jan. TBD

April 25
2021

May 19-21
2021

Accounting/Auditing Update
GoToWebinar

Future Health Care Leaders 
Student Opportunities Webinar
GoToWebinar

LTC (3 days)
Orlando, FL

All-Ohio Conference (2.5 days)
The Renaissance Westerville

Women in Leadership
The Renaissance Westerville

Mini-LTC
TBD



 

plantemoran.com

Recognized healthcare leaders. 

We’re prepared to help you address any 
challenge and leverage every opportunity.

Jordan Pace, partner
jordan.pace@plantemoran.com

William Sharp, partner
william.sharp@plantemoran.com

Dawn Stark, partner
dawn.stark@plantemoran.com

Make 
the
mark.
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AdviCare’s denial management solution takes a multi-dimensional approach to 
resolution and prevention: 
 

• Staff collaboration – legal, 
clinical, payer, and industry 
experts working for you 

• Payer accountability – holding 
payers to the terms of their 
contracts 

• Data driven approach – change 
occurs when data is analyzed 
and acted upon 

	
To learn more, contact Michele at msudina@myadvicare.com or (863) 267-8008.	

	
	
	
	
	
	
	
	
	
	
	
	
	

	

Denial Resolution and  
Prevention Specialists 
        

	
www.myadvicare.com 

        

Artful 
expertise.
We’re dedicated to understanding your 
craft. Our health care pros can help 
guide you through complex regulatory 
changes and perfect the masterpiece 
that is your organization.

Everyone needs a trusted advisor. 
Who’s yours?

513.621.8300  |  bkd.com/hc

To learn more, contact Michele at msudina@myadvicare.com or (863) 267-8008.
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mailto:msudina%40myadvicare.com?subject=


 

Key.com is a federally registered service mark of KeyCorp.  
©2018 KeyCorp. KeyBank is Member FDIC. 180925-471948

To learn more, visit key.com/healthcare  
or email melissa_ingwersen@keybank.com

Healthy solutions for  
your banking needs.
Use the red key.®

Combining a holistic approach with deep 
industry expertise, Key Healthcare helps 
nearly 10,000 organizations, practices, and 
facilities across the U.S. stay competitive 
while delivering the highest quality care.
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JPR ECOVERY.COM

CONTACT US

Phone:  440.331.2200 
Fax:  440.331.2228
Email:  sales@jprecovery.com
Mail:    JP Recovery Services, Inc 
  Attn: Sales Department 
  20220 Center Ridge Rd  Suite #200  
  Rocky River, OH 44116   

Our nationally licensed team of healthcare 
professionals works with hospital systems, physician 
groups and private practices to achieve optimum 
recovery on any type of account. For over 20 years 
we have shared our client’s vision of excellence when 
working as an extension of their business office  
(early-out), collections, and medical billing. 

All of our revenue cycle solutions are customized to 
provide a seamless and unique product, based on the 
client’s needs. Our company integrates cloud based 
technology, analytical recommendation software, 
and multi-channel communications to assure that we 
are offering the best options to patients. We pride 
ourselves on being a true, all encompassing, revenue 
cycle organization designed to provide our clients  
with a peace of mind. 

Our staff members have extensive experience with IDX, 
AS400, Star Navigator, OAS Gold, Rumba, Envision, 

Soarian, Practice Plus, and the following;

DEDICATION. COMPASSION. PERFORMANCE.

PROVIDING VALUE THROUGH A 
POSITIVE PAYMENT EXPERIENCE

WHY CHOOSE JP RECOVERY ?
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Board Meeting – October 14, 2020 

Central Ohio HFMA Corporate Sponsors 
Platinum Sponsors 

  

 

 

 

 

 

 

Gold Sponsors 

 
 

Silver Sponsors 

 

 
 

Bronze Sponsors 


