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Tensions  between Payors and Providers are at all time highs.  
Each party building infrastructure to accommodate complex 
rules and regulations.

For Providers today, the challenge is threefold:
1. Getting actionable data is hard
2. Operationalizing findings is harder
3. Continuous improvement cycles is the hardest



Turning
Data into Results

Every hospital has dashboards — but few have results 
tied directly to them .

The difference isn’t tools or technology — it’s how teams 
align, manage, and execute .

Today we’ll focus on four interconnected pillars of 
performance:

1. Build alignment across Revenue Cycle Teams

2. Transform dashboards into actionable 
improvement projects

3. Continuous execution based on operational 
outcomes

4. Foster a culture were data drives measurable 
excellence



Turning 
Dashboards into 
Action Plans

Dashboards designed for decisions, not 
decoration.

• Pretty does NOT mean better

• Combine financial KPI with operational metrics

• Assign ownership and review cadence of each 
metric

• Dashboards are only powerful when they connect 
data to workflow. When every metric has an 
owner and an action plan, improvement becomes 
continuous

• People -> Process -> Technology needs to be 
replaced with Technology -> Process -> People







Sample Patient Access KPI’s

KPI Name Definition Why Owner

Insurance 

Verification Rate

% of scheduled patients with 

verified insurance before service

Ensures eligibility and reduces 

denials for coverage issues

Patient Access 

Director

Pre-Registration 

Completion Rate

% of patients preregistered prior 

to service

Improves throughput and 

reduces registration errors

Patient Access 

Supervisor

Point-of-Service 

Collection Rate 

POS payments ÷ Total self-pay 

cash collected

Improves cash flow and reduces 

bad debt risk

Financial 

Clearance 

Manager

Authorization 

Denial Rate

% of denials due to 

missing/invalid authorization

Highlights gaps in prior auth 

workflows

Authorization 

Coordinator

Registration Error 

Rate

% of accounts with 

demographic/insurance errors

Directly impacts billing accuracy 

and claim rejections

Registration 

Lead





Sample Revenue Integrity KPI’s

KPI Name Definition Why Owner

Missing Charge 

Capture Rate

Missing Charges Added ÷ Daily 

Charges

Measures quantity and value of 

Revenue Integrity teams case 

review

Director of 

Revenue 

Integrity

Charge Lag Rate
% of Charges posted 3+ days 

post service date

Indicates how timely physicians 

are documenting and signing 

notes

VP of Revenue 

Cycle

Late Charge Rate Late charges ÷ Total charges
Improves charge capture 

accuracy and compliance

Revenue 

Integrity Analyst

Physician Time in 

Clinic

Physician Patient Schedule 

Time ÷ Total Physician Time

Indicator of how much time 

physicians are spending with 

patients

CMIO









Sample Claims/Billing KPI’s

KPI Name Definition Why Owner

Days in DNFB
$ in DNFB ÷ Average Daily Gross 

Revenue
Measures coding/billing timeliness

VP of Revenue 

Cycle

Disrupted 

Balances Rate

% of AR pending Provider vs 

payer

Measures efficiency and 

effectiveness of AR in progress

VP of Revenue 

Cycle

Clean Claim Rate 

(CCR)

% of claims accepted by payer 

on first submission

Core indicator of end-to-end 

revenue cycle quality

Patient 

Accounting 

Director

First Pass Resolution 

Rate (FPRR)

% of claims paid on first 

submission

Measures payer and internal 

efficiency
Billing Director

A/R > 90 Days A/R aged > 90 days ÷ Total A/R Indicates collection timeliness Financial Analyst







Sample Payer/Patient Accounting KPI’s

KPI Name Definition Why Owner

Cash Collections 

as % of Net 

Revenue

Total cash ÷ Net patient service 

revenue

Monitors overall collection 

performance

VP of 

Revenue Cycle

Denial Rate
% of total claims denied by 

payer

Primary indicator of revenue 

leakage
Denials Manager

Top 10 Denial 

Reasons

Ranked list of most frequent 

denial causes

Identifies systemic issues for root 

cause correction
Denial Analyst

Credit Balance % Credit balances ÷ Total A/R
Highlights overpayments and 

posting accuracy

Cash Posting 

Supervisor

Underpayments % Underpayments A/R ÷ Total A/R
Measures payer and internal 

efficiency
Billing Director



From 
Insight to 
Impact

High -performing hospitals use dashboards 
to drive conversations and continuous 
improvement.

DATA DISCUSSION DECISION ACTION
MEASURED 

RESULT



Then & Now January 14 th, 2025May 7 th, 2023

AR 16% 

Disrupted AR 27% 

Denied AR 47% 

Self Pay AR 38% 

Average Balance Age 13% 

AR over 90 27% 



Revenue Cycle Maturity

DO IT 
YOURSELF

LET THE SYSTEM 
HANDLE IT

People do all the work with 
little data or automation.

Human -Led and Reactive
Manual processes dominate. Systems 

are fragmented, analytics are 
minimal, and decisions rely on gut feel 

and human intervention.

LEVEL 0 - 1

AI and data guide execution 
at scale.

AI Drives the Work
Automation handles defined tasks. 

Teams shift to managing exceptions 
and strategy. Task work turns into 

knowledge work.

LEVEL 3

Visibility improves but action 
remains manual.

Insight Without Execution
Dashboards surface issues and 

workflows are partially automated, 
but humans still carry the load.

LEVEL 2

AI and automation handle the 
execution so your people can lead.

Touchless and Self -Optimizing
Workflows are touchless, insights are 
real- time, and your team focuses on 

what matters most -  strategy, design, 
and partnerships.

LEVEL 4



Thank You

Reinvent your revenue cycle by 
transforming data into direction.

www.sparkchange.health

EMAIL

timothybrill@
sparkchange.health

http://www.sparkchange.health/
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