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Disclaimer Statement

This webinar/presentation was current at the time it was published or provided 
via the web and is designed to provide accurate and authoritative information in 
regards to the subject matter covered. The information provided is only intended 
to be a general overview with the understanding that it is the responsibility of 
each facility and provider to remain up to date of the Medicare Program 
requirements. It is not intended to take the place of either the written policies or 
regulations. We encourage participants to review the specific regulations and 
other interpretive materials as necessary.
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At VitalWare, we make the business of healthcare easier through 
intuitive cloud-based technologies and advanced knowledge sharing. 
Our team shapes businesses in the marketplace by delivering best-in-
class products and service for a powerful user experience. We identify 
and simplify challenges in an ever changing and regulated industry, 

making your job easier.
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How VitalWare Supports the Patient Account Journey
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CDM Maintenance supports pricing and hardcoding

±ƛǘŀƭYƴƻǿƭŜŘƎŜ άwŜƎǳƭŀǘƻǊȅ wŜŦŜǊŜƴŎŜέ ƛǎ ƴŜŎŜǎǎŀǊȅ ǘƘǊƻǳƎƘ ƻǳǘ ǘƘŜ ōƛƭƭƛƴƎ ϧ ŎƻŘƛƴƎ ǇǊƻŎŜǎǎ 
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KLAS
In its first year as a KLASÒÁÔÅÄ ÓÏÌÕÔÉÏÎȟ 6ÉÔÁÌ7ÁÒÅȭÓ 6ÉÔÁÌ#$-Ά ÉÓ ÃÕÒÒÅÎÔÌÙ ÓÃÏÒÉÎÇ ÁÔ ÔÈÅ ÔÏÐ ÏÆ ÔÈÅ ÃÁÔÅÇÏÒÙȟ ÎÅÁÒÌÙ ÓÉØ 
points above +,!3ȭsoftware AND chargemaster ÃÁÔÅÇÏÒÙ ÁÖÅÒÁÇÅȢ 6ÉÔÁÌ7ÁÒÅ ÂÅÇÁÎ ÔÈÅ ÐÒÏÃÅÓÓ ÉÎ !ÕÇÕÓÔ Ȭρχ ÁÎÄ ×ÉÌÌ 
learn and share our final published ranking in the next couple of months.

Current KLAS Standing
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The Best Offense is a Great DefenseThe Best Offense is a Great Defense

The Best Offense is a 
Great Defense
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Ensure You Have a Compliant and Defensible CDM

T: Transparent pricing

E: Efficient CDM Processes

A: Accurate Data

M: Management of Appropriate Staff
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WINNING STRATEGY #1

Transparent Pricing



Slide  10 Copyright © 2011-2016 VitalWare, LLC. ɀConfidential ɀAll Rights Reserved.
Slide  10 Copyright © 2011-2016 VitalWare, LLC. ɀConfidential ɀAll Rights Reserved.
Slide  10 Copyright © 2011-2015 VitalWare, LLC. ɀConfidential ɀAll Rights Reserved.
Slide  10 Copyright © 2011-2018 VitalWare, LLC. ɀConfidential ɀAll Rights Reserved.

Winning Strategy #1: Transparent Pricing

FY 2019 IPPS/LTCH PPS Final Rule

ÅPublished August 17, 2018

ÅEffective January 1, 2019

Å(ÏÓÐÉÔÁÌÓ ×ÉÌÌ ÂÅ ÒÅÑÕÉÒÅÄ ÔÏ ȰÍÁËÅ ÁÖÁÉÌÁÂÌÅ Á ÌÉÓÔ ÏÆ ÔÈÅÉÒ ÃÕÒÒÅÎÔ 
standard charges via the Internet in a machine readable format and to 
update this information at least annually, or more often as appropriate. 
This could be in the form of the chargemaster itself or another form of 
ÔÈÅ ÈÏÓÐÉÔÁÌȭÓ ÃÈÏÉÃÅȟ ÁÓ ÌÏÎÇ ÁÓ ÔÈÅ ÉÎÆÏÒÍÁÔÉÏÎ ÉÓ ÉÎ ÍÁÃÈÉÎÅ ÒÅÁÄÁÂÌÅ 
ÆÏÒÍÁÔȢȱ

https://www.federalregister.gov/documents/2018/08/17/2018 -16766/medicare-program-hospital-inpatient-
prospective-payment-systems-for-acute-care-hospitals-and-the

https://www.federalregister.gov/documents/2018/08/17/2018-16766/medicare-program-hospital-inpatient-prospective-payment-systems-for-acute-care-hospitals-and-the
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Winning Strategy #1: Price Transparency

Are your pricing policies:

Defensible?

Consistent?

Logical?

Profitable?

Competitive?
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Winning Strategy #1: Price Transparency

Defensible

ÅCost accounting

ÅAPC Payment

ÅFee Schedule Payment
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Winning Strategy #1: Price Transparency

Consistent

ÅLaterality
Áe.g.  X-ray of left and right arm 

ÅProcedure performed in multiple departments
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Winning Strategy #1: Price Transparency

Logical

ÅPricing of like procedures
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Winning Strategy #1: Price Transparency

Profitable

ÅLesser of charge considerations

ÅCost-to-charge ratio
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Winning Strategy #1: Price Transparency

Competitive

ÅPosition in the marketplace

ÅAmount of competition
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Winning Solution: Peer Pricing Comparison
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WINNING STRATEGY #2

Efficient CDM Processes
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Winning Strategy #2: Efficient CDM Processes
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Winning Strategy #2:  Efficient CDM Processes

Benefits of Automated Workflow

ÅConsistent and efficient process

ÅCommunication of changes

ÅTimely charge capture

ÅReduced number of claims on hold

ÅTracking of progress of CDM change

ÅHistorical recording of changes
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WINNING STRATEGY #3

Accurate Data
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Winning Strategy #3:  Accurate Data

Appropriate reimbursement

Reduced Compliance Risk

Patient-friendly billing

Cost report impact

Proper revenue allocation
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Winning Strategy #3:  Accurate Data

Regulatory Updates

ÅVitalAlerts

ÅVitalKnowledge

Timely CPT/HCPCS code updates

ÅVitalCDM Analysis Reports

ÅVitalCDM Pricing Reports
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Winning Strategy #3:  Accurate Data
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WINNING STRATEGY #4

Management of Appropriate Staff
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Winning Strategy #4: Management of Appropriate Staff




