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Technical Denials Report

Review A/R adjustments and write-off reports for which you have more control over (such as 
timely filing, no preauthorization, appeals being denied, etc.)



Account Receivables Detailed Aging

-Insurance balances over 90 days – If balances are high then think of hiring an outside company 
to catch your staff up, and then hold your staff accountable

-Refunds found after 60 days should be refunded immediately



Managing Account Receivables & Impact on Days in A/R

• Invest time upfront in counseling patients as to their financial responsibility

• Spend time researching payment assistance programs on behalf of patients 
to help bridge the financial gap of what is owed for their treatment
– Tools to assist in this process Bobbi Buell’s assistPoint at www.assistpoint.com

– ACCC’s 2017 Patient Assistance and Reimbursement Guide at www.accc-
cancer.org/publications/PatientAssistanceGuide.asp

• Patient balances over 6 months without a payment – Use other billing 
companies to follow up on collections of these balances without actually 
putting them into collections

http://www.assistpoint.com/
http://www.accc-cancer.org/publications/PatientAssistanceGuide.asp


Missed Drug Report for Supportive Care
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Payer Contracting

• New payment methodologies to replace pay-for-service
– Oncology Care Model, Episodes of Care, Accountable Care Organizations

• Tricare can be negotiated

• Negotiating in the hospital versus the private practice setting with payers

• Negotiating with employers

• Private payers
– Focus on the 5 biggest private payers, typically Anthem is the largest

– Focus on the CPT codes that are billed out the most when contracting (In the infusion center focus 
on 96413, 96415, 96367 & 96372) (Office 99204, 99205, 99214 & 99215) (Hospital 99223 & 99233)

– Negotiating drug reimbursement is important but these fees are only going to diminish, which is 
why focusing on the services is extremely important



Contract Negotiation Example



Contract Negotiation Example with Anthem



Signs of Embezzlement

• No matter who you are, embezzlement can happen right under your nose just as it did with me and 
my practice

• Do background checks on your employees before hiring them

• Do credit checks on employees working with money especially those in billing

• Watch for employees who become defensive when asked questions about their areas of responsibility

• Watch for employees who take a long time to get back with answers and information to your questions

• When management or financial/operational issues change, to make things tighter and more in 
compliance watch for any employee that leaves at that time 

• If an employee in the financial/billing part of the practice never takes off time and keeps it all close to 
their chest not allowing others to help or learn, can be a sign of covering up information – Make sure 
there is a backup and require time off to allow backup to fill in and see that everything is working 
smoothly in that position

• Look at monthly bank statements and accounting entries each month for consistency in historical trends



Questions???


