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Patient Consumerism Trivia

a 11.5%

b 30.1%

c 23.7%

d 48.3%

Combined premium contributions and deductibles have 
grown to reach ___% of median household income?
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Patient Consumerism Trivia

Answer:

Source: Commonwealth Fund, Trends in Employer Health Care Coverage 2008 -
2018, Nove mb e r 2019.

Combined premium contributions and deductibles have 
grown to reach ___% of median household income?

11.5%
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Patient Consumerism Trivia

a 25%

b 55%

c 34%

d 50%

What percentage of private sector workers are enrolled in high 
deductible health plans?
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Patient Consumerism Trivia

Answer:

Source: Value Pe ng uin analysis of State  He alth Comp are  tool d ata

What percentage of private sector workers are enrolled in high 
deductible health plans?

c 55%
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Patient Consumerism Trivia

a 3%

b 12%

c 23%

d 30%

Prior to the pandemic, what percentage of Americans were just 
covering basic living expenses?
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Patient Consumerism Trivia

Answer:

Source: Transamerica, Retirement Security Amid COVID -19: The  Out look of 
Thre e  Ge ne rat ions, May 2020 .

Prior to the pandemic, what percentage of Americans were just 
covering basic living expenses?

d 30%
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AGENDA

State of Healthcare Debt

Patient Behavior 

Patient Payment Plans

The Problem

The Solution
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HDHPs 
enrollment has 
increased 62% 
since 2012
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Americans Savings
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Delayed Billing
 Long billing process- No patient payments for 3–6 months or longer after discharge

 Patients are many times surprised by a bill in the mail for service many months later

Bottom Line
 Hospitals collect an average of only 15% of total patient liability

 Self-pay after insurance patient collections rates dropped from 76% in 2020 to 55% in 2021
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• Static payment plans without AI, adjustment applied only after statements are complete

• Patients forced to carry balances on high interest credit cards

• Waiting months and then hoping patients pay

• Sending patients to collections

• Suing patients and garnishing wages

Common Attempts
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Patients Want More Options
• Moving towards ease and uncomplicated online self -service

• Simplicity in understanding out -of-pocket expenses

• Immediate and affordable payment options
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What Patients are Seeking

Dignity

Convenience

Equal Access to Credit

Affordability
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Auto-Payment Behavior

Shift Consumer’s Payment Behavior

1 Mortgage / Rent

2 Auto Loan / Lease

3 Utility Bills

4 Auto Payment Plans  - Hospital Bills

5 Credit Cards

6 Department Store Cards

7 Physician Bills

8 Hospital Bills
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The Need For Extended Term Options
Limited In-House payment plan illustrations

12-month term 24-month term
Patient

Balance
Patient’s Monthly

Payment
Relative 

Affordability
Patient’s Monthly

Payment
Relative 

Affordability

$500 $42 Affordable $20.83 Affordable

$1,000 $84 Affordable $41.66 Affordable

$2,500 $208 Less Affordable $104.17 Affordable

$5,000 $417 Unaffordable $208.33 Less Affordable

$10,000 $834 Unaffordable $416.66 Less Affordable

$20,000 $1,667 Unaffordable $666.67 Unaffordable
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Patient Financing Sample Structure
Patient APR Patient Transaction Size

Patient Repayment 
Term

Maximum  
Monthly Payment

0% $250-$3,000 24 Months  (2 Year) $125

0% $3,000-$5,000 36 Months (3 Years) $139

0% $5,000-$8,000 48 Months (4 Years) $167

0% $8,000-$20,000 60 Months (5 Years) $333

Keys to Success

Affordability Significantly 
Improves Patient 

Balance Collections

Patients Cannot Be 
Turned Down For 

Credit

Multiple Charges 
Must Be Combined 

for Single Billing

Enrollment Must Be 
Quick And Easy
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THE Problem
90% of Patient Liability is Lost If Not Secured on or Before Discharge

Patient Revenue Capture 
Op p ortunity Zone

Hosp ital Billing  Staff
• Se nd s c laims to  Payors
• Ap p lie s EOBs and  Ad justme nts
• Se nd s State me nts to  Pat ie nts
• Calls Pat ie ntsPa
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Pat ie nt  Ep isod e  of Care  and  Financial Time line

DOS – and  Prior b y 1 to  10  Days Date  of Se rvice  Plus 5 Days 30-120 Days afte r DOS 180-360 Days afte r DOS

BAD DEBT

Pat ie nt  Re ve nue  Cap ture  
Failure  Zone

Colle c t ions and  Bad  De b t
• Call Pat ie nts
• Se nd  Le t te rs /  Write  Off

BAD DEBT

* Based  on VestaCare histo rical exp e rience
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STRATEGY – Secure 100% of Known and Unknown Balances
BEFORE Discharge

Patients – How do you do this when you don’t know exactly what the 
patient owes at time of service?

– Patients don’t want to pay on non-final charges

Staff – Not comfortable asking for money particularly on estimates

Hospitals – Forego cash flow and then lose 90% of the total liability

Scheduled Patients
•  Surg e ry
•  Pre -Acce ss
•  Oncolog y

Walk-in Pat ie nts
•  Eme rg e ncy De p artme nt
•  Ancillary Se rvice s

Low  Le ve rag e Hig h Le ve rag e
Hig h Volume Low  Le ve rag e



 100% ESTIMATE – With superior accuracy estimating tools

 THE HUMAN TOUCH – Training Staff on engaging all patients 

HOW DID WE DO IT?
Everything Centers Around Time-of-Service*

 100% ENROLL – All patients with any potential liability

 100% ASK – Every patient to pay today – Consistent Staff Training

*  DYNAMIC BALANCE ADJUSTING AutoPay Plans
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Securing 100% of Patient Liability at TOS
Patient Engagement

Engaging 
Patients via 
Mobile Platform

Identifying 
Treatment 
Cost Estimates

Secure Initial Pymt
Enroll in Dynamic Adj 
Pymt Plan or
Financing

Auto reconcile 
patient pymts and 
adjustments to 
payment plan

PreService Ad mission/ Discharg e Final BillingAd mission/ Discharg e



Need longer to pay your bill?
Click here to enroll for a Line of Credit with 
Commerce Bank.
You will be given 24 months to repay your 
balance at a 0% interest rate and no fees for the 
full term of the loan.
Enrollment is easy and there is no credit check.
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RESULTS: It Works!
 Greg Carda, CFO, Missouri Delta Medical Center

 15% is now 60-70%

 This is accomplished by securing 100% of the KNOWN AND 
UNKNOWN LIABILITY at time of service when you don’t know 
exactly what a patient is going to owe!

 Financial Results are dramatically improved,

 While also improving patient satisfaction.
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RESULTS: It Works!
 Missouri Delta Medical Center

• 144 Beds
• $112 M Total Patient Revenue
• Rural/Agricultural Economy
• Cerner Community Care Platform

 Challenges:
• Staff turn-over
• EMR Cost overruns, serious claims delay 

and financial impact
• Culture of not paying for care
• How to optimize staff engagement with 

patients?

Missouri Delta Medical Center

Cash Net Improvememt ($) %
2017 2,996,668.41 

2018 2,882,780.64 (113,887.77) -3.8%

2019 3,594,583.86 711,803.22 24.7%

2020 3,797,790.32 203,206.46 5.7%

2021 4,383,414.57 585,624.25 15.4%

2022 4,678,999.81 295,585.24 6.7%

Payment plans paying out at 80% vs 11.5%
Carrying about $1m original balances

62.3% growth since introduction of VestaPay



28

Solution Overview

Combining an effective method for 
securing 100% of the patient liability 

at time-of-service with financing 
options that match the specific 

needs of the hospital and patient 
creates a Best of Class winning 

solution
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THANK YOU
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