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Objectives

-

. Analyze marketplace data + predictive
analytics to identify growth
opportunities

N

. Gain strategic insight into the impact of
internal metrics on sustainable success

w

. Understand how to leverage data driven
strategies to cultivate purposeful, long-
lasting partnerships

. Identify data that can be utilized to build
your story, driving market expansion

-~
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1 109% | 10.5% | 10% | 7.0%
| | 55.4% | 55.1% | 58.6%"
| 158% | 167% | 169% | 17.2%"

While DC to SNF continues to rebound
slowly, DC to home remains HIGH!

Residentacuities continue to rise across
all care settings, especially to home + HH.

HCC Scores by Care Sefting - Quarterly Trends

HIGH
VERY HIGH
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Active Aging Growth = Opportunity

R
+

IL with
2-5.0%
Growth in 5 years

IL with
.8-8.8%
Growthin 5 years
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65+ Population by County IL
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Where to Go + Where to Grow?

Cross Continuum + At
Home Services

Competency
Based Trainings

Health
Innovative Create Your ) Faciltate
Technology Health Hub I\)plmlml:a\ L],\:g
Revenue Cycle
3 Management StrongIDT
Foundations,
Track Data
-_ % Trends
Upstram Quality + ’ ”””
Downstream Process

Connections,
Drive Occupancy Cross Continuum
Resident Advocacy

—~—
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No Shortage of Data

= Medicare Standard Analytics files .
= Fee For Service Med A Claims Medicare.gov
* Released quarterly by CMS
= Most recent data set available is Q2 2021-Q1 2022
CMS'’s data use agreement mandates that data points less
than 11 may not be reported; as such, will see “10 or fewer”
or “less than 11” results in the data contained in the analytics
in this presentation

W AQVISOIY 4. s peayice
Board 4 "

= Results based on tools developed by the Advisory Board, ’ PROFILITY
Profility, and internal analysis

= Market area varied by analysis + filtered by

= Zip codes "] Treua
WENE HEALTH

= County benchmarks
= State + National benchmarks
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Impact of Data on Internal Operations

Identify Opportunities to Address Foundational

"""" Processes
* Reevaluate Processes: Retire +/or Reestablish
Initiatives.

Compare to Market Competitors
* Set Goals for Marketplace Growth
+ Keep real-time pulse on market needs...where are
LY additional growth opportunities?

o | Analyze Program Efficacy
1 * Are intended effects achieved?
1 « Leveraging EMR
I B Predictive Analytics to Guide Strategic Planning
_ « Specialty Programming + Clinical Differentiators

Competitive SNF Scorecard
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Care Redesign: Value Based Care

Pre-admission with case

management support or Heal(; !|terafcy, Id\seasi management s {{;oer"n‘i rHlt‘?:‘l‘l‘h Eiﬁ"f (;‘a‘tccglevtccr]
directly upon admission teaching of what to do if a problem g , agency, etc.
sici N arises Have a good starting point so these
Physician + nurse rounding Ny S y
based on risk Remove old + expired medications from providers can pick up where you left

process off

48 hour care sease Soft Hand

plan & risk Management, off to next

meeting Medication rec + level of care
management with follow

ups

Virtual or on site early on in the stay
Caregiver assessment + training with
teachback
Written discharge instructions that are easy
to understand

Risk based care planning -
discuss risk + interventions
to transition to the next
level of care
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Competitive SNF Analysis by HCC
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Medicare | 30.Day | 90-Day | 30-Day | %0-Day Healthcare

Encounter Spendper | Readmission | Readmission | Morlalty | Moralfy | AvgHCC [Spend Per 50| Days Per 0.
SNF Name Volume | ALOS | Encounter Rate. Rate Rate. Rate. Risk Score | Day Epi y Epi
Glendora Grand. ine 32 | a1 | soos Va5 35,15 | Lo thon 1 [ owthon 1] &1 sealan 814
Glondora Canyon randtonal 0 307 | w7 | smoms mon EY s 1o7% 35 sessto | ero
Las Cotinas Post Acute 250 | 84 | smaee mon 35.% [ Lowmonti [ lowman 1] 43 S0 w7
Upland Renablitation And Cars Canter 20 | s | s 1% 360% [ losmon 1 [ tesman 1|50 sS4 | ey
Coremont Care Center o | 1 | sieem Laon 5268 [ lesnon i [Lessthon 11 |41 350,71 7
[ boe Glen Core Center s | 05 | sovios nan 1005 [ Lessthon 1 [ esthon 11 |42 575226 753
eritage Park Nursing Center 12 | 23 | siasso 38 s | ssd
timomcer] 17| 26 | smos 58 320 | ess
arvard Creet post Acvie s | w05 | saeom 57 seasis m

[iunt son Aot Garders 25T 286 | Sieees | 20 [ susr T30 ]
[ averace uiosne | ;s | s | smaw | wesn | ssen | s | asx | ad | sesw | es

Acuity scores for Facility #10 is significantly lower than the market o
average. 24 | Medum

Are there additional opportunities to re-evaluate clinical capabilities?

Low

Care Redesign + Clinical Competencies

ADMISSIONS CLINICAL INVENTORY

GREENFLAG REDFLAG

Keep up with the needs of the changin;
population

Intentional trainings, return demo,
leadership rounding

Ease + efficiency in admissions process
+ resident selection - word will spread!
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Managed Care Growth e

1 ifi 1 . benefits such as coverage for meal services,
+ DlverSlflcatlon . transportation, nutrition, in-home support services,
Are you Prepared') memory support, etc.
° + MA providers are striving to become healthcare

Total Medicare Advantage Enroliment, 2007-2022

Vedcare Adariage Peneiaton_Wedicare Advatage Envolment

g the Trends
* Plans providing increasingly broad, supplemental

solutions companies, diversifying their services
KFF (and revenue streams) to include pharmacy,
physician acquisition, technology solutions + more.

What Does this Mean for You?

« Partnerships are critical with Medicare
Advantage Plan! - Value based care + outcomes
matter!

* You must have a refined revenue cycle
management process with thorough IDT
understanding of MA contracts.

MOMERT,
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Referral Tracking: The Key to Market
Analysis i A,

* What information is tracked?
« Referrals by hospital + payer
* Number accepted vs. number admitted
* Number declined
* Reason for declines
* Average response time
* Provides insight into real time census
stream trends
* Monitor market share trends +
opportunities
* Proactive communication + strategic
marketing/outreach with upstream and
downstream providers

AT
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Program Check: Understand the Impact

Occupancy, Inquiry + Move

ALOS by Care by Care
In/Out Stats

Falls, Incident + Injury

Setting + PT Risk Info

Metrics

WHY: Showcase impact of WHY: Highlight impact of WHY: Monitor impact of opportunities for strategic,
services on resident services on successful aging + services on occupancy growth collaborative solutions
abilities engaging in place +“closing the back door” HOW: Executive Director +
HOW: Care Coordinator, HOW: Billing Office + HOW: Admissions + Team

Resident Care Director Transitional Care Team Marketing
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Population Health Management:

Recipe for Success

Customized Approach to Holistic Care
Education/Health Literacy

Participation in well-journey + healthcare
plan

Caregiver + family support

Collaboration of Care

Thoughtful + purposeful coordination of
care professionals and offerings

Proactive ID of needs

Enhanced Coordination of Care = Effective
Cost Management
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Consideration of Social
Determinants of Health
Overcome barriers that may
exist: language, socio-economic,
access to healthcare, nutritional
support, environmental,
education

Operation THRIVE

Data analytics/ EMR offerings to drive
support +offerings

Continuous quality improvement
Measure Effectiveness, Revamp Process,
“Rinse + Repeat’

Retain within your ‘Health System’!

[RudingAge
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Quality Measures SCORECARD
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Overall rating

L 8 SARASAS

Belowaverage

+ Lower numbers aro etter

Medicare.gov

stay rosidont days.
+ Lower numbersare better

Quality measures rating

medication
 Lower parcentages ore better

Short-stay quality measures

with major injury.

+ Lower percentages are better

Long-stay quality measures ERAAE Porcentage of long-stay high-risk residents with pressure ulcers 82%

4 Lower prcantages are etter

Number of outpatient emergency department visits per 1000 fong- 1,43

Percentage of long-stay residents who got an antipsychotic 10.2%

Percentago of long-stay residents experiencing one or moro falls 3%

1.80
Nationslaverage: 159
Hinois average: 179

Nationslaverage: 102
Hinois average: 116

Ntionalaverage: 145%

National average: 3.4

inoisaverage: 3.5%

Nationslaverage: 87

inoisaverage: 8.6%

——
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Proactive Monthly IDT Rounding

Resulting in significant improvement in Quality Metrics and LTC CMI Capture/Reimbursement

Advantages:
Proactive patient identification

Fosters holistic, interdisciplinary approach to
resident-centered care

Supportive documentation to mitigate MDS/QM
risks

Ensures patient’s needs are met in real-time

Promotes efficient IDT workflow, replacing
quarterly + annual screens

Reimbursement aligned with resident need vs. MDS
calendar or other artificial schedule

Tlinois
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Leveraging your EMR

Internal + state
requirements

Determine level of care +
service plan

Move in + Annually

Atany time of a change in
function

T PLAN -
SERVICE PLAN OF CARE
Document scheduled tasks

Provide interventionsas
appropriate
Track compliance

'UNSCHEDULED SERVICES

Intervention Planning/ At
risk

Timeline for prior level

Possible change in level of
care & payment

Communication
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POINT OF CARE TASKS
Track service delivery +
completion
Track compliance
Will show insight into
unscheduled
services/tasks

ingAge
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The Power of Predictive Analytics
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IL 65+ Service Line Rates - Expected Use Rates

Are you prepared to accommodate the growing needs ofyour market?
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In House Dialysis Dive

+ Does your area support the need for inhouse dialysis now and in the future?

+ Weare able to make your market as specific as needed down to zip codes.

MENT:
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Create a “Health Hub”

Utilize the data to determine how to meet the needs
of the market.

Consider a model that provides that experience to
patients through strategic channel partnerships.

Greater Ease of Access + Increased Compliance to
Care = Clinical + Operational Excellence.

Transportation » Specialty Physicians (i.e. Cardiology,
Orthopedic, Dermatology) » Pharmacy » Lab » Spa services «
Nutritional support » Holistic Wellness Services » Skilled
Therapies » Dental » Vision » Behavioral Health » Imaging
Remote Patient Monitoring « Telehealth Services « Home Health
Services
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Impact of Data on EXTERNAL Partnerships

Purposeful Partnerships + Market Share
Opportunities

* Hospitals g\ e e
« Community Physicians
« IRF/LTCHs .‘

* SNFs

* Home Health Agencies f

* PACE Programs (

« Affordable Housing \ —_— I
* Nearby Senior Centers

Create a Strategic Marketing Plan

« Audience specific collaterals 1 G
* Purposeful distribution

2023 AL MEETIG 6 X7
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A Mutually Beneficial Partnership

30-day 90-day

Site of Encounter Readmission Readmission

Service Provider HCC Tier Volume LOS Rates Rates
HH -National- Low 1,590,827 14.85 3.94% 8.20%
HH -National- Mid 1,256,420 18.58 11.54% 21.89%
HH -National- High 568,327 20.06 22.23% 39.14%
HH -National- Very High 284,098 21.59 33.12% 54.42%
SNF -Nafional- Low 352,311 27.45 5.31% 12.18%
SNF -National- Mid 710,564 2691 13.88% 26.56%
SNF -National- High 420,956 25.10 26.63% 45.16%
SNF -National- Very High 255,324 23.56 40.40% 62.09%
HH IL Low 70,369 14.19 4.03% 8.49%
HH IL Mid 56,863 17.30 11.96% 23.10%
HH [ High 26,828 18.33 22.34% 40.22%
HH [ Very High 14,114 19.80 34.25% 56.17%
SNF IL Low 16,223 28.30 6.24% 13.64%
SNF IL Mid 33,438 27.28 15.64% 29.16%
SNF IL High 21,008 25.44 28.00% 47 46%
SNF IL Very High 13,589 22.86 43.49% 66.57%

i

Hospital Level Data

219 220 2 2

CMS Pay for Performance (P4P) Final Adjustment

Eatimated Impact
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Physician Collaboration

Physician Specalty Physician NP1 Physician Name Sender Sate
Hospitalist 1029238880 SATISH GEDELA N
General & Family Practice [ 1609072115 ANAND RAVI NY
Hospitalist " 1215297882 HAMERTON JEANTY NY
Nephrology. ! 1023047552 EMILE WASSEL NY
Intemal Medicine. " 1518168152 MARISSA KALIL NY
General & Family Practice f 1245253541 SCOTT BREHAUT NY
Nephrology. g 1669602638 'YEKATERINA KASHTANOVA NY
General & Famiy Practce 1851253148 TATIANANONDOM wr
General & Family Practice " 1023008984 ARUL KANNAN NY
General & Family Practice [ 1922495696 NIRAV SHAH NY
General & Family Practice " 1124257886 QUENTIN JOHNSON NY
Hospitalist 7 1437189727 LISETTE ALFARO-BERG NY

Sender County

ONEIDA
ONEIDA
ONEIDA
ONEIDA
ONEDA
ONEDA
ONEIDA
ONEIDA
ONEIDA
ONEIDA
ONEIDA
ONEIDA

Sender Name

"FAXTON-STLUKE' HEALTHCARE

FAXTON-ST LUKE'S HEALTHCARE
FAXTON-STLUKE'S HEALTHCARE
FAXTON-ST LUKE'S HEALTHCARE
FAXTON-ST LUKE'S HEALTHCARE
FAXTON-ST LUKE'S HEALTHCARE
FAXTON-ST LUKE'S HEALTHCARE
FAXTON-ST LUKE'S HEALTHCARE
FAXTON-ST LUKE'S HEALTHCARE
FAXTON-STLUKE'S HEALTHCARE
FAXTON-ST LUKE'S HEALTHCARE
FAXTON-STLUKE'S HEALTHCARE

———

Patient Home
Patient Home
PatentHome
Patient Home
PatentHome
Patient Home
PatentHome
Patent Home
PatentHome
Patient Home
Patent Home
Patient Home

2/17/2023

11



Physician Data

Risk Score
Physician Medicare Patients (Prof) Total Patient Cost (Adjusted)
655 $34,909 :
High
Patient Diagnostic Mix
Skilled Nursing Facility Utilization Home Health Utilization

Patent Coun
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Physician Specific - SNF Discharge
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Physician Specific Diagnostic + Risk Data

Place of Service

0 Vi IO Al Patens . #4 Paints 3 Worths Prio
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HCC Score 2.83+
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STRATEGC PPRONCHFOR SUKCESS
Increased Care. Provider Services
Coordination Revenue Boost

[ttty

Physician driven

progtam supported by | | Comsistent Provider
DT

moiement
TR | RS-
Catboruine . TEL | B
Discharge Planning Marketing Tools! s

Safe transition
throughout the
continuum

Reduced Hosp
Readmission Rates

“TCM commences the day of discharge and continues for the next 29 d

PT code option:
ity determines
Face to Face timeframe
(14 or 7 days of discha

+ Communication w

caregiv
(phone, e-mail or in person)
within 2 business days of DC

mmunication with patient
or caregiver

(phone, e-mail or in person)

within 2 business da

lays

M
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Strategic, Targeted Marketing

The market is SO

LEVERAGE DATA
ANALYTICS

ADDRESS
MARKET NEEDS

Let your data tell a
compeling story.
(Program outcomes,

What is impacting
your community?
Particular diag

Not all materials
are suitable for all

competitivel What recipients.
makes your facility strategic
stand out? distribution is key!

STRATEGIC
DISTRIBUTION

(RudingAge

Tl

UPDATE
REGULARLY

Current data is
always most
impactful. Regular
updates allow for

LOS, % resident Fears related o
improvement, CMs COVID? The best
data, efc)

message is a
perfinent one!

touchpoints.
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Summary + Action Items
Transforming Data into Insight

ﬁ . Identify Growth Opportunities thru Marketplace
‘i\; Data Analysis + Predictive Analytics.

Analyze internal metrics to measure
programming success + financial sustainable.

1 Utilize external data to develop purposeful +
powerful partnerships.

b Leverage the Data to TELL YOUR STORY + Drive
;

Market Expansion.

MENT:

A28 NNIALMEETIG 6 X0

2/17/2023

Natalie Hackett Casey
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