
5 Ways to Increase Your ASC 
Out-of-Network Revenue



Today’s topics:

• Do you really need to do a verification of benefits 
for every case scheduled at the facility?

• How is the best way to collect from the patient up 

front?

• "The insurance has paid, is this all I get?“

• Payment Poster Responsibilities

• Collector Responsibilities. 



• The revenue cycle management process begins at the 
time that the surgeon’s office calls to schedule a surgery 
at your facility. 

• Is the surgeon’s office providing pertinent details 
needed by the facility to make a decision on whether or 
not the case will be profitable? Implants needed, ALL CPT 
codes – the facility should not have to assume what the 
CPT codes are these should be provided by the surgeon. 
Time needed, Insurance info, correct demographics. 



• Benefits should be verified within 24 hours of 
scheduling, this will ensure that the patient is notified in a 
timely manner of their portion due or the surgeon’s office 
is contacted if the case can not be performed at the 
center.

• VOB

• How much does it cost to perform the case?

• Are these resources available for the insurance verifier? 

• Are you collecting from the patient up front? 



• What payment options are given? 

• When you have flexibility in payment options people 
are more likely to pay you the full amount due whether 
it be over a period of time or up front.

• How many patients do you have that cancel due to 
being unable to perform their portion of the surgery?

• Make this assessment to decide if you need to take a 
second look at internal processes/policies. 



VOB- is your process sufficient?

• Obtain in and out of network benefits. 

• Confirm whether there are any daily maximums, ASC 
limitations that apply to the policy

• Methodology used for determining out of network 
allowable

• Is a third party network used for pricing? If yes, which 
one? ( First Health, TRPN) R&C – what percentile? 

• What is the insurance carriers MPR? 



• This is important to know because there are re-pricing 
companies that choose their own MPR – for example 
UHC standard MPR is 100/50/50, however when Viant
has re-priced claims in the past they use an MPR of 
100/25/10. The patient’s policy/the carriers guidelines 
should override the pricing companies. 

• Once information is obtained and the patient portion is 
figured out. Then estimate what the insurance will be 
paying. Do the two combined amounts meet or exceed 
the cost to perform the case at your facility? 



Collectors responsibilities?
• Gather all information on the phone call to get a head 

start on the reconsideration process

• Negotiate

• Use carrier forms when required

• Know carrier time lines for disputes, posting/collections

• Standard collector process 

• Follow up timely on appeals/reconsiderations

• Never accept the first negotiation offer, ask questions, 
review previous data to confirm the allowable as being 
sufficient 





Payment Poster Responsibilities
• Review each EOB/payment in detail. Review the 

collector’s notes

• If you are out of network and there is not set guidelines 
that limit the reimbursement for the out of network 
provider on the patient’s policy, are you capturing 
additional revenue? Is anyone reviewing this 
information? 

• What is your adjustment policy? Who is authorized to 
make adjustments, what has to happen prior to them 
being performed?



Payment Poster Responsibilities

• The EOB can be misleading, payment poster must be 
educated in looking and determining the correct 
allowable. 

• Trend tracking – project for a collector or poster 

• Proper posting/tracking of recoupments



• Is your business office setting you up for failure or 
success?

• Do you know what each type of case costs to perform 
at your ASC? 

• Are you billing for your implants? 

• Are you filing claims timely? 

• Checks and balances on simple items such as 
demographics can save time on the back end. 



Expect an email in a day or so from 
Marketing@MediGain.com with a copy of 

the webinar and some free eBooks.

If you would like a presentation on how 
MediGain can increase your ASC’s 
reimbursement, send an email to 

marketing@MediGain.com
or call 888-244-4754
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