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The information herein has been provided by
CliftonLarsonAllen LLP for general information
purposes only. The presentation and related materials,
if any, do not implicate any client, advisory, fiduciary,
or professional relationship between you and
CliftonLarsonAllen LLP and neither CliftonLarsonAllen
LLP nor any other person or entity is, in connection
with the presentation and/or materials, engaged in
rendering auditing, accounting, tax, legal, medical,
investment, advisory, consulting, or any other
professional service or advice. Neither the presentation
nor the materials, if any, should be considered a
substitute for your independent investigation and your
sound technical business judgment. You or your entity,
if applicable, should consult with a professional advisor
familiar with your particular factual situation for advice
or service concerning any specific matters.

CliftonLarsonAllen LLP is not licensed to practice law,
nor does it practice law. The presentation and
materials, if any, are for general guidance purposes and
not a substitute for compliance obligations. The
presentation and/or materials may not be applicable
to, or suitable for, your specific circumstances or needs,
and may require consultation with counsel,
consultants, or advisors if any action is to be
contemplated. You should contact your
CliftonLarsonAllen LLP or other professional prior to
taking any action based upon the information in the
presentation or materials provided. CliftonLarsonAllen
LLP assumes no obligation to inform you of any changes
in laws or other factors that could affect the
information contained herein.
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Learning Objectives:

|dentify the large number of data sources organizations have
at their fingertips today

Recognize how organizations have transformed their data
into insights

Discuss how to leverage a case study, of how transformed
data was utilized to make strategic decisions

©2023 CliftonLarsonAllen LLP
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The # 1 Problem Keeping Hospital CEOs up at night

— ACHE February 13, 2023

Workforce Challenges (personnel challenges — inflation cost of labor)
Financial Challenges

Behavioral health

Patient Safety and Quality

Governmental Mandates

Access to Care (Length of Stay going up — can’t discharge)
Patient Satisfaction

Physician-hospital relations

www.ache.org/about-ache/news-and-awards/newsreleases/surveyworkforce
challenges-cited-by-ceos-as-top-issues-confronting-hospital-in-2022 issue-
confronting-hospitals-in-2022

&i!A. ©2023 CliftonLarsonAllen LLP
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Health Systems and Insurance Plans

.-.\ 2022 2022 I

50-60% of US Health Systems Health plan Profits
posted losses: Increasing cost

with Decreasing Rev.

Healthcare is Managing People & Stuff:
Staffing Costs

Length of Stay
Access / Capacity
Throughput
Competition
Migration

Payer mix
Cost of capital
Supply chain

Increase Age of eligibility?
Tax increase?
Reduced Payments?

©2023 CliftonLarsonAllen LLP




How are Business Decisions Being Made
In Your Organizations?

Cﬁ::biec"riue

Gut feel DATA
Wind direction of the day Financial Information
Influence Operational KPI's

&IAIA. ©2023 CliftonLarsonAllen LLP
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What is the Cost of Not Getting the Most Out of Your Data?

Problem? Result?

~m ©2023 CliftonLarsonAllen LLP 10



The Power of Data and Digital Transformation

Daily Life

Clinical Applications
Business

Empowers & Guides
Direction

Creates Confidence
Strategy

Operations
Efficiency

©2023 CliftonLarsonAllen LLP
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To Thrive — Systems — Need to Work Together

Business
Intellig-
ence

annin

©2023 CliftonLarsonAllen LLP
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What is Digital?

Using business intelligence, data engineering, and data science to help you make data driven decisions.
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BUSINESS INTELLIGENCE (BI)

Heterogeneous Data Warehouse/
data sources Data Marts

: OLAP/Cubes Dashboards/
Transform Scorecards
&
Load

©2023 CliftonLarsonAllen LLP
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When Does it Make Sense to Explore Enhanced Digital Solutions?

Symptoms:
Building key reports via manual data extraction
Then dumping into Excel or some other Db

Outgrown current systems (accounting, budgeting, scheduling, rev cycle,
etc.)

Disparate Software Systems that don't talk to each other

Challenged by the Digital Transformation journey
No Data Strategy in place today

In your everyday work -

©2023 CliftonLarsonAllen LLP 15



Recommendation:
Start with a Digital Readiness Assessment

Determine where you are
Where you'd like to be
Prioritized digital roadmap to
bridge the gap

PROBLEM
SOLVING

Explore

©2023 CliftonLarsonAllen LLP 16
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Courage and Curiosity to Launch the Digital Journey

MOTIVATED INDIVIDUALS

N
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PRODUCT DELIVERY

Feedback Agile

Develop

Release

4 T :
CUSTOMER E AM 13 <
SATISFACTION MULTIDISCIPLINARY F

©2023 CliftonLarsonAllen LLP
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One Organized Step at a Time

Simplify the process

e
\ / a1 Algn on KPrs

Build Dashboards &
Data Driven Tools

Cascade Communication

&

Automate the Process

©2023 CliftonLarsonAllen LLP



Current-State Process =) Future-State Process

Example:

Sales In¢

entive? .

Examples:

«Dynamics 365
*Salesforce
*Netsuite
+Oracle

Examples:

+Excel

“Word

PPT

«Act Directory

Examples:

+EveniBrite

+Ticketing.events
+Custom App

&l

ERP
Application

‘Common Data
Model

Data Connectors
&APIS

[
Event Mgmt /

Ticketing
Application

©2023 CliftonLarsonAllen LLP
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Digital Evolution Scale: Where Does Your Organization Rank?

—+—

1 2 3 4 5
\
Pre Digital Transitional Digital
J
o )
Music Vinyl
Records CD / MP3 Smart Phone N
Google Maps — predictive
Paper Map —  Map Quest >  Music
VHS/Tapes CD’s Videos
J
\

Disjointed / Inefficient :

Seamless / Effective
Siloed Systems

o Integrated Systems

MS Excel combinations Automated Dashboards
Human effort Updated continuously
Static reporting Machine Learning / Al )

©2023 CliftonLarsonAllen LLP



Answers to healthcare Challenges?




Why is Industry Knowledge Important?

The dots on the right are an
example of where returning
planes were getting shot

Do you want to increase
armor on the spots with or
without bullet holes?

©2023 CliftonLarsonAllen LLP
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We Believe...

...the current environment poses great threats and potential
opportunities

...strong financial indicators are becoming more critical by the
day

...understanding where you have been is critical in determining
where you are going

...organizations create their own financial success

©2023 CliftonLarsonAllen LLP 23



Quicker &
Better
Decisions

Ease of
Use

Drive

Consensus

Financial Empowerment

Create a path
to financial

success

Actionable

Financial
Intelligence

©2023 CliftonLarsonAllen LLP
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Why Product Line Analysis?

Transform Data into Insights and Focus of Action!

Organizations either are overwhelmed with too much data
and/or don’t have any actionable data

Goal is to keep internal resources low while providing the
necessary information to integrate with our decision-making tools

Pinpointing gaps in financial performance to focus improvement
efforts

Helping decision makers connect the dots

©2023 CliftonLarsonAllen LLP 25



An Approach to Service Line Analytics
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Pro Forma Costing Breakdown Net Revenue by Payer Net Revenue by Service Code
2021 PayorClass 2021 A service_code 2021
o Other Commercial $31,060,153 General Medicine $16,740,324
% of Net Amount $ Commerciall |  $27,598716 Chemotherapy Series $15,277,172
Medicare $27,227,933 Emergency Room $9,285,591
Net Revenue 100%  $126,021.637 Medicare Replacement |  $21,261,729 Orthopedics $7,514,655
- Direct Expenses 75% $95,076,874 Medicaid HMO $10,893,029 Radiation Oncalogy $5,517,279
. . Other Government | $2,419,364 CV Family Medicine Main $4,350,989
Caplta' Expenses 2% $3’091’219 Self Pay $1,435,735 Surgery $4,065,105
Labor 26% $32,642,1 50 Medicaid | $1,206,791 GYN Surgery $3,452,515
Workers Comp $1,079,316 Same Day Surgery $3,432,871
MD Fees 22% $27,525,087 Auto/Liability | $729,400 CV Internal Medicine $2,855,110
SUpp| ies 25% $31 818,418 Business Self Pay §572,157 OB Delivered $2,770,972
Tricare $393.0M v Physical Therapy $2,634,071
Total $126,021,637 Psych $2,605,701
. . A CV Ophthalmology $2,482,558
Contribution 25%  $30,944,763 Net Revenue by Patient Type By, oo a2 23
Margin patient_type 2021 MRI $2,301,388
op $50 705922 Ophthalmalogy $2,218,706
Clinic Visit $27,618,474 Interventional Radiology | $2.167.663
=l Indirect EX enses 25% $31!7151806 |P Acute £22 046371 Total $126,021,53?
p o046
Capital Expenses 1% $800,485 ED £9,287,270 .
P P Observation $3.322,537 Yield
Other Expenses 25% $30,915,321 Psych $2.605.701
Interpretation by 2672498
Physician
Operating -1% ($771,043) Non Patient 398,544 2021
. On Location Visit $364,310
Margin Total $126,021,637
©2023 CliftonLarsonAllen LLP 27

@



Data Model: Patient Encounter Dimensions

Unique Patient Encounter

v
Services (CDM)

CDM Charge #1
CDM Charge #2

CDM Charge #3

CDM Charge #4

Charges
Units
CPT
Dept

v

Patient Dimensions

Provider Info

Ordering, Rendering, Caregiver

Payer / Plan Info
System —

Assigned Service Location
(“Front Door”)

DRG (IP)

Attributed Provider

Data
Driven

Indexed Procedure

Patient Home ZIP (City)

Patient Age

Patient Type

IP, OP, ED, Clinic

Attributed Location

©2023 CliftonLarsonAllen LLP
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Data Model: Net Revenue Data Model

Unique Patient Encounter

Payer Adjudication

(“Net Revenues”)

Services (CDM)
(“Gross Charges”) Linked in Product Line

Allowed Charges on Paid Claims

CDM Charge #1

Contractual Adj on Paid Claims including
bad debt write offs

CDM Charge #2 < Net Revenue Contractual Adj Estimate on Unpaid
Spread based Claims (Based on payer level paid claims)
on % of +
Bad Debt Allowance
CDM Charge #3 < Charges
Back to CDM —
line items

A

CDM Charge #4

Net Revenues per Product Line

©2023 CliftonLarsonAllen LLP



Data Model: Expense Linkages

Linking CDM to Expense Trial Balance

Services (CDM) Expenses
(“Gross Charges”) Linked in Product Line Trial Balance
CDM ltem #1 Bt U Direct Departments
Approach Revenue Producing
CDM Item #2 t’ik\)/iircian/Providers
Supplies & Other
Capital
CDM ltem #3 li :
Ability to Adc Indirect Departments
Specific Direct
Costing All Other Departments
CDM Item #4
All Other

©2023 CliftonLarsonAllen LLP
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Data Model: Additional Statistics

Services (CDM)
(“Gross Charges”)

CDM ltem #1
CDM ltem #2

CDM ltem #3

CDM ltem #4

Linking CDM
S ) Master Departmental
Linked in Product Line Volume
) Based on Units x
CDM Level 0/1 table
Units
X

Master Stat (0/1) Table

WRVUs
CPT WRVU x Units
CLINIC DEPARTMENTS ONLY

CMS WRVU tables by
CPT

©2023 CliftonLarsonAllen LLP
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“Attributed Provider” Logic

Based on CMS logic used for QRURs and Value Modifiers

Applicable Codes
e g Primary Care Professional Charges

Did the beneficiary receive any primary care services from a Step 1 Professional?

Process

Figure 1. T t

Table 3. Healthcare C P d Coding Sy (HCPCS) primary care service codes
Beneficiary attributed to TIN with Step 1 Professionals
accounting for more allowed charges for primary care HCPCS codes Brief description
services than any other TIN.
99201-99205 New patient, office, or other outpatient visit
99211-99215 Established patient, office, or other outpatient visit
Did the beneficiary receive any primary care services from a Step 2 Professional? 99304-99306 New patient, nursing facility care
99315-99316 Established patient, discharge day management service
Beneficiary attributed to TIN with Step 2 Professionals 99318 Established patient, other nursing facility service
accounting for more allowed charges for primary care 99324-99328 New patient, domiciliary or rest home visit
SefVicEN than Any o 99334-99337 Established patient, domiciliary or rest home visit
99330-99340 Established patient, physician supervision of patient (patient not present) in home,
domiciliary, or rest home
- g 3 3 Vi 99341-99345 N tient, h isit
Attributed Provider = All services to individual MRNs ew patient, lome visit
) ) ) ) 99347-99350 Established patient, home visit
assigned to the Rendering provider the most Primary Care 60402 Initial Medicare visit
Professional Charges between 10/1/2018 and 9/30/2020. G0438 Annual wellness visit, initial
G0439 Annual wellness visit, subsequent
GO463 Hospital outpatient clinic visit (Electing Teaching Amendment hospitals only)

©2023 CliftonLarsonAllen LLP
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Product Line Report Definitions

Direct Expenses

Indirect Expenses

Contribution Margin

Contribution Margin %

Operating Margin

Operating Margin % of Rev

Yield %

Operating expenses in revenue producing cost centers
Allocated from departments to CDM lines based on gross charges

All other operating expenses.
Allocated to direct departments based on Medicare cost report allocation
methods

Net Revenues — Direct Expenses

[Net Revenues — Direct Expenses]
Net Revenues

Net Revenues — Direct Expenses — Indirect Expenses

[Net Revenues — Direct Expenses —Indirect Expenses]
Net Revenues

Net Revenues
Estimated Net Revenues at Medicare FFS Payment Rates

©2023 CliftonLarsonAllen LLP
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Case Study:
Specific Clinic Analysis

©2023 CliftonLarsonAllen LLP. CLA (CliftonLarsonAllen LLP) is an independent network member of CLA Global. See CLAglobal.com/disclaimé
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Overall Profitability

Situation: You are looking for areas of financial improvement
Do you understand where you make money?
Do you know what services are losing money?
Do you understand the magnitude of your subsidies?

©2023 CliftonLarsonAllen LLP
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Overall Profitability

Pro Forma Costing Breakdown

2021
% of Net Amount $
Net Revenue 100% $126,021,637
- Direct Expenses 75%  $95,076,874
Capital Expenses 2% $3,091,219
Labor 26% $32,642,150
MD Fees 22% $27,525,087
Supplies 25% $31,818,418
Contribution 25% $30,944,763
Margin
- Indirect Expenses 25%  $31,715,806
Capital Expenses 1% $800,485
Other Expenses 25% $30,915,321
Operating -1% ($771,043)
Margin

Net Revenue by Payer

PayorClass 2021 ~
Other Commercial $31,060,153
Commerciall $27,598,716
Medicare $27,227,933

Medicare Replacement | $21,261,729

Medicaid HMO 510,893,029
Other Government | $2,419,364
Self Pay $1,435,735
Medicaid | $1,208,791
Workers Comp $1,079,316
Auto/Liability | $729,400
Business Self Pay | $572,157 o
Total $126,021,637
Net Revenue by Patient Type
patient_type 2021

Op §59,705,932
Clinic Visit §27,618474
IP Acute 522,046,371
ED $9,287,270
Observation $3,322 537
Paych $2,605,701
Interpretation by $672,498
Physician

Mon Patient £398,544
On Location Visit $364,310
Total $126,021,637

Net Revenue by Service Code

service_code 2021

General Medicine $16,740,324
Chemaotherapy Series $15,277,172
Emergency Room $9,285,591
Orthopedics $7,514,655
Radiation Oncology $5,517,279
CV Family Medicine Main $4,350,989
Surgery $4,065,105
GYN Surgery $3,452,515
Same Day Surgery $3,432,871
CV Internal Medicine 52,855,110
OB Delivered 52,770,972
Physical Therapy $2,634,071
Psych $2,605,701
CV Ophthalmology $2,482,558
cVv walk In Clinic $2,422,242
MRI $2,301,388
Ophthalmaology $2,218,708
Total $126,021,637
2021

Yield

©2023 CliftonLarsonAllen LLP
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Profitability by Department

service_code

General Medicine
Chemotherapy Series
Emergency Room
Orthopedics
Radiation Oncology
CV Family Medicine Main
Surgery

GYN Surgery

Same Day Surgery
CV Internal Medicine
OB Delivered
Physical Therapy
Psych

CV Ophthalmolagy
CV Walk In Clinic
MRI

Cphthalmalogy
Interventional Radiology
Ultrasound

CT Scans

CV Orthopedics
Laboratory Clinic
Podiatry

CV Pediatrics

CV OBGYM

CV Dermatology
Mammagraphy

Total

2021

5$16,740,324
$15,277,172
$0,285,591
$7,514,655
§5,517,279
$4,350,080
4,065,105
$3,452515
3,432,871
2,855,110
§2,770,072
$2,634,071
$2,605,701
$2,482,558
$2,422,243
$2,301,388
$2,218,706
$2,167,663
1,874,860
$1,844,130
§1,774,041
$1,555,936
§1,431476
$1,399726
$1,285.284
$1,143105
§1,132,151

$126,021,637

Fiscal Year
PL Department

2021
Yield % Net Revenue

Cantribution Margin

CM % Net Rev Operating Margin  Op Margin % of Rev

“ Clinics

Pharmacy

*/ Radiology

Operating Rooms

“ Laboratory

Radiation Oncology

* Emergency Rooms
Anesthesiology

I Medical/Surgical Floor
Physical Therapy

“' Psychiatric Unit
OB/Gyn/Pediatrics

' Same Day Surgery
Recovery Rooms

*' Respiratory Care
ICCU

*/ Occupational Therapy
Supplies

* Speech Therapy

T EKG

Hospitalist Program

< MNursery

Cardiac Rehab

=/ 20/20 Optical
Total

117%  $27,525,290
110%  $19,095895
200%  $18,467,020
154%  $12,699,043
185%  $11,277,874
202%  $5569,933
155% 95,207,192
185%  $4,052,887
115% 92,509,892
218%  $2,857,785
149%  $1946630
179%  $1,760,222
247%  $1.637.624
167%  $1,525618
142%  $1,421,070
116%  $1320,712
181% 91,179,308
127%  $1,040.287
216%  $1,022,706

109% $813,209
132% 5654450
114% $631,779
Infinity $422,386
135% $300,452
83% $82,37

144% $126,021,637

$1,442 122
($472,319)
$9,993 315
$5,041048
$3,078,572
$5,560933

$52738
$1,408 466
(8339,222)
$670,956
(360,452)
$207,211
$126,223
$1,176,269
$787,452
(8111,759)
$207,153
$1,040287
$413,570
$477,545
3452916
(§1,822,520)
$251,272
$63,685
(8511,798)
$30,944,763

5.2%
-2.5%
54.1%
46.8%
35.3%
100.0%
1.0%
34.8%
-0.7%
23.5%
-3.1%
16.9%
7.7%
77.1%
55.4%
-8.5%
17.6%
100.0%
40.4%
58.7%
70.7%
-304.3%
59.5%
21.2%
-621.3%
24.6%

(34,258,768)
($3,027,835)
$5,763,835
$3,435,006
$1083,314
5,560,933
($1,241,992)
$758,562
(82,127,120)
($1,065,334)
($1,478,612)
($386,177)
(51,283,282)
$851,090
2428512
($888,725)
($61,552)
$1,040,287
($317,825)
3477,545
3325,705
($3,115,658)
$250,078
($840,818)
($641,131)
($771,043)

-15.5%
-15.9%
31.2%
27.1%
9.6%
100.0%
-23.9%
18.7%
-60.9%
-37.3%
-76.0%
-21.9%
-T5.45%
55.8%
30.2%
-68.0%
-5.2%
100.0%
-31.1%
58.7%
49.8%
-493.2%
59.2%
-279.9%
-778.3%
-0.6%

©2023 CliftonLarsonAllen LLP



Profitability by DRG

Fiscal Year 2021

drg Yield % Gross Charges Net Revenue Contribution Margin CM % Net Rev  Operating Margin  Op Margin % of Rev
470 127% $5,424,562 $2,249,871 $469,950 20.9% ($46,868) -2.1%
885 142% $4,556,847  $1,704,768 ($131,478) -7.7% ($1,238,147) -72.6%
871 117% $3,963799 51,558,247 §308,381 19.8% ($105,464) -12.5%
177 124% $3682410  $1,790,871 5404845 27.6% $8,532 0.5%
291 a7% $2,013,739 $694,715 §42, 267 6.1% ($236,047) -34.0%
807 147% 51924473 $814,275 $40,050 4.9% (3241,581) -29.7%
788 136% $1,376,743 $573,258 $164,255 28.7% $15,636 2.7%
193 102% $1,090,023 $406,748 $68,031 16.7% ($72,087) -17.7%
433 114% $1,053,968 $380,150 $19,852 5.2% ($77,103) -20.3%
522 105% $934,833 $309,155 $5157 1.7% ($90,361) -29.2%
853 125% £910,643 $429,385 $143 464 33.4% $39,053 9.1%
795 402% $896,773 $357,689 $135437 37.9% $105,122 20.4%
a7z 80% $880,855 $211,034 ($62,038) -29.4% ($170,491) -80.8%
451 102% $815233 §258,484 (582) -0.0% (§92,087) -35.6%
329 135% $795,886 $366,354 $116,148 3.7% $25,709 7.0%
065 88% $784,302 $204,508 $1,718 0.8% ($88,708) -43.4%
280 107% §773,319 $260,823 $20,891 7.7% [§85,655) -31.7%
751 182% £731.414 $376,937 $78,533 20.8% ($102,262) -27.1%
175 99% §721,037 §241,381 $27,500 11.4% [§63,765) -26.4%
208 89% §707,044 $238.115 $1,389 0.6% ($93,858) -39.4%
330 110% $633,090 $224,855 $39,757 17.7% ($28,834) -12.8%
139 122% $576,191 $193,975 $15.227 7.8% ($60,361) -31.1%
378 100% $566,176 §140,860 ($24,508) -17.4% (§93,382) -66.3%
460 79% $564,886 $226,552 $31,291 13.8% ($21,212) -5.4%
064 101% £504,205 $164,255 $32,624 19.9% ($27,180) -16.5%
Total 122% $63,486,387 $524,621461 $4,004,204 16.3% (54,164,668) -16.9%

©2023 CliftonLarsonAllen LLP
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Profitability by Procedure

Index Procedure Summa =i By Service Code
Index Procedure Mame 2021 ~ | Fiscal Year 2021 ~
service_code Yield % Met Revenue Contribution Margin  CM % Net Rev Operating Margin  Op Margin % of Rev
Colonoscopy $2,784K Same Day Surgery 196% £2,502,429 ($14,350) -0.6% ($1,383,589) -55.3%
General Medicine 121% £200456 (83,148) -1.6% ($78,231) -39.0%
Surgery 132% 877928 £9,763 12.5% (312,310 -15.8%
Urology 93% $3,300 (3902) -27.3% ($2,129) -64.5%
CV Family Medicine Main 139% $160 44 27.7% 19 11.8%

Assisted Living
Assisted Living2
Assisted Living3
Barret Care Center
Businesss Charges
Cardiac Rehab

Fiscal Year 2021

PayorClass Yield % Met Revenue Contribution Margin  CM % Net Rev  Operating Margin - Op Margin % of Rev
Other Commercial 358% $1,045,595 $522,273 48.9% $238,758 22.8%
Commerciall 305% $896,730 $364,039 40.6% £75,986 8.5%
Medicare Replacement 87% $384,562 ($333,324) -86.7% ($699,690) -181.9%
Medicare 100% $301,397 ($419,558) -139.2% ($794,8567) -263.7%
Medicaid HMO 76% $92,898 ($116,210) -125.1% ($225,327) -242.6%
Other Government 87% 421,898 (821,654) -08.9% ($44,635) -203.8%
Medicaid 114% $19,205 £729 3.8% (87,387) -38.5%
Self Pay 244% $12,894 £3.145 24.4% (82,229) -17.3%
Tricare 93% $9,092 (88,031) -88.3% ($16,848) -185.3%
Total 185% $2,784,272 ($8,593) -0.3% (51,476,240) -53.0%

©2023 CliftonLarsonAllen LLP
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Profitability by Patient Origin

Contribution Margin By Cit Contribution Margin By Patient Age Charges by Count £ = |z
City 2021 Fiscal Year ® 2021 . ™
— e \ A § ESG .l
Lismore | $14,552K “ LANKEEE
Kanaranzi $405K S5 58.2M
: | .
Adrian $21K SOUTH. DAKOTA S WisC
Rushmore $14K £ - )
o — = b -l
Lecta $0K 5 t6M == .
: = 9 |
Rfaadlng $OK c $4.5M i IOWA
Bigelow $0K = i ]
=2
Wilmont $0K S M NEBRASKA P
Brewster ($3K) = s s el |
o N ... | rmE el e iy
Total $14,989K o« [ i k
$2M FLoM - UNITED STATES
$0.3M T TR D S
- KANSAE : ﬁansagiC\ty ~_
0-18 19-45 46-64 65+ ! I MISSQURI
age_bin &7 Mifrosoft Bigr2022 TomTom, © 2023 Microsoft Corporation. Terms
Contribution Margin By Patient Type
Fiscal Year #2021
$10.6M
£ $10M
2
2 gm
3 52.2M $2.0M
£ $0.8M 50.0M
S SoM
($0.0M) ($0.1M) (50.1M) (30.4M)

©2023 CliftonLarsonAllen LLP



Case Study:
Payor Contracting
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Analyzing Payor Contracts

Situation: You are in the middle of payor contacting
Do you truly understand your actual payment rates?
Is there disparity between payors?
Do you understand the magnitude of your decisions?
Are the current contracts profitable?

&IA!A. ©2023 CliftonLarsonAllen LLP
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Profitability by Payor

Fiscal Year 2021
PayorClass Yield %2 WRVU (v) Rev per WRVU Gross Charges MNet Revenue  Contribution Margin €M % Met Rev  Operating Margin  Op Margin % of Rev Net Revenue Mcr

* Medicare 101% 94319 S314  §111494499  $29,621,049 (81,131,414) -3.8% (§11,110,922) -27.5% 29,340,096
* Medicare Replacement | 107% 73514 $203  $77,278833  $21,524,083 (840,624) -0.2% ($7,102,544) -33.0% 20,003,695
* Commerciall 233% 40973 $674  $47,105672  $27.598716 $14,619,925 53.0% $10,214,080 37.0% 11,848,104
* other Commercial 269% 38757 $781  $44823666  $30,261,694 $17,898,283 59.1% $13,702,183 45.3% $11,264,978
* Medicaid HMO 99% 38506 $283  $43865033  $10,893,020 ($2,002,255) -19.2% ($6,559,814) -60.2% 511,006,693
* Medicaid 90% 4305 $280 95725306  $1206791 ($390,597) -32.4% ($1,017,519) -24.2% 51,336,866
= self Pay 139% 5535 5250 4,701,199 $1,435,735 $1563,105 11.4% (§241,221) -16.2% 51,032,123
* Workers Comp 268% 1,824 5591 $1,909,753 $1,078,465 $602,901 55.0% $426,505 39.5% 402,990
* Tricare 112% 1,236 <318 41,380,782 $392,071 $17,982 4,6% ($112,272) -28.6% $347,412
* Auto/Liability 610% 511 $1,396 $875,577 $713,394 556,892 78.1% $492,917 69.1% $117,002
282% 657 5842 $789,601 552,963 $319,853 57.8% $237,034 429% $196,125
= Business Self Pay 374% 128 $4,458 $737,674 572,157 §401,246 70.1% $338,264 50.1% $152,042
* QOther 118% 134 5271 219,907 $36,475 (36,680) -18.3% (321,830) -50.8% 530,887
* out of state Medicaid | 187% 181 $512 203,261 92,625 $22.267 24.0% (56,991) -7.5% 549,648
* Other Government 132% 89 1] $119,523 25,247 (82,920) -11.1% ($12,998) -49.5% 519,889
* State Health Plan 226% 28 $340 925,446 $9,444 $6,153 65.1% $4,846 51.3% $4,173
* Medicare B Only 151% 14 5225 $12,135 §3,257 $129 4.0% ($679) -20.8% $2,152
* Hospice 131% 13 5135 $4,940 $2,441 <410 16.8% (s81) -2.3% $1,864

Total 144% 300,730 $419 $341,332,808 $126,021,637 $30,944,763 24.6% ($771,043) -0.6% $87,248,638
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Case Study:
Provider Value
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Understanding Your Providers

Situation: You are looking to update your contracts with your
providers

Do you easily know how many WRVU’s they generate?
What is their current productivity levels?
Are they profitability all in? Professional only?

©2023 CliftonLarsonAllen LLP
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Provider Revenue

Attributed Provider

By Department (Net Revenue Greater Than $100K)

PhysMame

Provider 004
Provider 008
Provider 001
Provider 003
Provider 006
Provider 009
Provider 010
Provider 015
Provider 021
Provider 011
Provider 005
Provider 039
Provider 012
Provider 092
Provider 027
Provider 013
Provider 038
Provider 026
Provider 029
Provider 014
Provider 122
Provider 019
Provider 033
Provider 016
Provider 020
Provider 055
Provider 017

Provider 002

2021

$9,004K

$6,348K
$5,661K
$5,528K
$4,830K
$3,799K
$3,591K
$3,239K
$3,165K
$3,084K
$3,017K
$2,997K
$2,987K
$2,451K
$2,441K
$2,420K
$2,340K
$2,210K
$2,076K
$1,999K
$1,810K
$1,783K
$1,780K
$1,697K
$1,690K
$1,535K
$1,513K
$1.453K

Clinics
Pharmacy

Radiology

Operating Rooms
Laboratory

Radiation Oncology
Emergency Rooms
Anesthesiology
Medical/Surgical Floor
Physical Therapy
Psychiatric Unit
OB/Gy

Same Day Surgery

[Pediatrics

Recovery Rooms
Respiratory Care

ICCU

Occupational Therapy
Supplies

Speech Therapy
(Blank)

EKG

Hospitalist Program
MNursery

Cardiac Rehab

$5,570K
§5,207K
$4,053K
$3,510K
$2,858K

$1,947K
$1,760K
$1,638K
$1,526K
$1,421K
$1,321K
$1,179K
$1,040K
$1,023K
$813K
$654K
$632K
$422K
$300K

$19,096K
$18,467K
$12,699K
$11,278K
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Provider Profitability

By Rendering Provider

PhysMame 2021 ~ Fiscal Year 2021

PL Department Yield % Net Revenue Contribution Margin CM % Net Rev  Operating Margin  Op Margin % of Rev
~ Operating Rooms 152% £3,014,315 $1,128,987 37.5% $537,362 17.8%
Provider 008 $5,660,988 = Clinics 145% $698,112 ($231,430) -33.2% ($422,712) -60.6%
7 Anesthesiology 185% $506,540 $181915 35.9% £102,036 20.1%
Pharmacy 112% $363,815 ($53,753) -14.8% ($108,285) -26.8%
Physical Therapy 236% $332,249 $99,511 30.0% ($85,277) -25.7%
Recovery Rooms 155% $256,046 $194,663 76.0% 3137324 53.6%
Radiology 186% 5149216 $90,960 61.0% 561,883 41.5%
Medical/Surgical Floor 130% $129,460 $14,212 11.0% ($39.621) -30.6%
Laboratory 158% §77,149 $37,886 49.1% $22,312 28.9%

7 Supplies 139% §50,042 $50,042 100.0% $50,042 100.0%
' Occupational Therapy 146% 244 635 57,448 16.7% ($2,830) -6.3%
Hospitalist Program 119% $20,243 [$54,865) -271.0% ($89,948) -444.4%
Respiratory Care 131% £8,687 $5,163 59.8% £3,214 37.0%
1ICCU 422% 54,769 $2,293 48.1% $933 19.6%
Emergency Rooms 101% £1,883 $327 17.4% ($64) -3.4%
EKG 118% $1,663 $1,349 81.1% $£1,123 B67.6%

' OB/Gyn/Pediatrics 63% S685 ($53) -T.7% ($398) -58.1%
“ same Day Surgery 87% $577 ($757) -131.2% ($2,001) -347.0%
* Speech Therapy 100% £456 5148 32.7% ($219) -48.2%
¥ 140% £49 $33 68.2% $33 68.2%
Total 153% 5,660,988 $1,474,111 26.0% $164,906 2.9%
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Questions
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@ We'll get you there.

» CPAs | CONSULTANTS | WEALTH ADVISORS

If you are interested in learning more about our digital services, please contact:

Matthew Borchardt

Principal

(612) 397-3150
matthew.borchardt@CLAconnect.com

Ryan Bjerke

Director

(612) 256-8328
Ryan.bjerke@CLAconnect.com

©2023 CliftonLarsonAllen LLP. CLA (CliftonLarsonAllen LLP) is an independent network member of CLA Global. See CLAglobal.com/disclaimer.
Investment advisory services are offered through CliftonLarsonAllen Wealth Advisors, LLC, an SEC-registered investment advisor.
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