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Data	Driven Storytelling
Strategies	for Success

1. Analyze marketplace data + predictive  
analytics to identify growth  
opportunities

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

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

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

Objectives

The Evolution of  
Post Acute Care



2/17/2023

2

Notable	National Trends

While DC to SNF continues to rebound  
slowly, DC to home remainsHIGH!

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

Active	Aging	Growth	= Opportunity

IL with
.2 – 5.0%

Growth in 5 years

IL with
.8 – 8.8%

Growth in 5 years

65+	Population	by	County IL

Current Population 5 Year 65+ Population Growth 10 Year 65+ Population Growth
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Where	to	Go	+	Where	to Grow?

Roles  
Reimagined

Competency  
Based Trainings

Create Your  
Health Hub

Innovative  
Technology

Purposeful  
Upstream +  
Downstream  
Connections,  
Drive Occupancy

Cross Continuum + At
Home Services

Healthcare vs.
Health

Facilitate  
Aspirational Living

Revenue Cycle  
Management Strong IDT 

Foundations,  
Track Data

Trends

Cross Continuum  
Resident Advocacy

Staffing

Partners

Wellness

Quality +		
Process

2023

No	Shortage	of Data
 Medicare Standard Analytics files
 Fee For Service Med A Claims
 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

 Results based on tools developed by the Advisory Board,  
Profility, and internal analysis

 Market area varied by analysis + filtered by
 Zip codes
 County benchmarks
 State + National benchmarks

Data and Analytics

Internal	Data Analysis
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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  

additional growth opportunities?

Analyze	Program Efficacy
• Are intended effects achieved?
• Leveraging EMR

Predictive	Analytics	to	Guide	Strategic Planning
• Specialty Programming + Clinical Differentiators

Impact	of	Data	on	Internal Operations

Competitive	SNF Scorecard

*3	miles of		
facility

Competitive	SNF Scorecard

*15	miles of		
facility
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Care	Redesign:	Value	Based Care

AdmissionRisk		
Assessment	‐
BOOST

48	hour care		
plan	&	risk		
meeting

Disease		
Management,		
Medication	rec+		
management

Home		
Assessment +		
Caregiver		
training

Soft	Hand		
off	to	next		
level	of care		
with	follow		
ups

Pre-admission with case
management support or  
directly upon admission  

Physician + nurse rounding  
based on risk

Health literacy, disease management +  
teaching of what to do if a problem  

arises
Remove old + expired medications from  

process

Home Health, PCP, and Caregiver
(senior living, home, agency, etc.)  

Have a good starting point so these  
providers can pick up where you left  

off

Risk based care planning –
discuss risk + interventions  

to transition to the next  
level of care

Virtual or on site early on in the stay  
Caregiver assessment + training with  

teachback
Written discharge instructions that are easy  

to understand

Competitive	SNF	Analysis	by HCC

Acuity	scores	for Facility	#10	is significantly lower	than	the	market		
average.

Are there additional opportunities to re-evaluate clinical capabilities?

Care	Redesign	+	Clinical Competencies

Keep up with the needs of the changing  
population

Intentional trainings, return demo,  
leadership rounding

Ease + efficiency in admissions process
+ resident selection – word will spread!

Reduce number of lost referrals
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• Plans providing increasingly	broad,	supplemental		
benefits	such as coverage for meal services,  
transportation, nutrition, in-home support services,  
memory support, etc.
• MA providers are striving to become healthcare		
solutions	companies,	diversifying	their	services		
(and	revenue	streams)	to include pharmacy,  
physician acquisition, technology solutions + more.

Managed	Care Growth
+	Diversification:		
Are	you Prepared?

Monitoring the Trends

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.

• 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

Referral	Tracking:	The	Key	to	Market		
Analysis

Program	Check:	Understand	the Impact

Falls,	Incident	+	Injury		
Metrics

WHY:	Showcase impact of  
services on resident  
abilities
HOW:	Care Coordinator,  
Resident Care Director

ALOS	by	Care	by	Care		
Setting	+	PT	Risk Info

WHY:	Highlight impact of  
services on successful aging +  
engaging in place
HOW:	Billing Office +  
Transitional Care Team

Occupancy,	Inquiry	+	Move		
In/Out Stats

WHY:	Monitor impact of  
services on occupancy growth
+ “closing the back door”  
HOW:	Admissions +  
Marketing

Staffing Needs

WHY:	Identify  
opportunities for strategic,  
collaborative solutions  
HOW:	Executive Director +  
Team
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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

Consideration	of Social
Determinants	of Health
Overcome barriers that may  
exist: language, socio-economic,  
access to healthcare, nutritional  
support, environmental,  
education

OperationTHRIVE

Data analytics/ EMRofferings to drive  
support + offerings
Continuous quality improvement
Measure Effectiveness, Revamp Process,  
‘Rinse + Repeat’
Retain within your ‘Health System’!

Quality	Measures SCORECARD

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
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Leveraging	your EMR

ASSESSMENT

Internal + state  
requirements

Determine level of care +  
service plan

Move in + Annually

At any time of a change in  
function

ASSESSMENT	PLAN	–
SERVICE	PLAN	OF CARE

Document scheduled tasks

Provide interventions as  
appropriate

Track compliance

UNSCHEDULEDSERVICES

Intervention Planning/ At  
risk

Timeline for prior level

Possible change in level of  
care & payment

Communication

POINT	OF	CARETASKS

Track service delivery +  
completion

Track compliance

Will show insight into  
unscheduled  

services/tasks

The	Power	of	Predictive Analytics

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?

• We are able to make your market as specific as needed down to zip codes.

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

External Data		
Analysis
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Purposeful	Partnerships	+	Market Share
Opportunities

• Hospitals
• Community Physicians
• IRF/LTCHs
• SNFs
• Home	Health Agencies
• PACE Programs
• Affordable Housing
• Nearby	Senior Centers

Create	a	Strategic	Marketing Plan
• Audience	specific collaterals
• Purposeful distribution

Impact	of	Data	on	EXTERNAL	Partnerships

A	Mutually	Beneficial Partnership

Hospital	Level Data



2/17/2023

11

Hospital		
Discharge		
Trends	by		
Risk Levels

Don’t		
Forget	Your		
Downstrea		
mPartners

Physician Collaboration
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Physician Data

Physician	Specific	– SNF Discharge
Metrics

Physician	Specific	Diagnostic	+	Risk Data
Place of ServicePatient Breakdown
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Physician	Specific‐Discharges	by	Risk +
Payor

Very Low Risk Patients Low Risk Patients Medium Risk Patients High Risk Patients Very High Risk Patients
HCC Score 0-1.02 HCC Score 1.0-31.32 1. HCC Score 1.3-32.12 HCC Score 2.1-22.83 HCC Score 2.83+

Transitional	Care Management

Increased Care  
Coordination

Provider Services  
Revenue Boost

Physician driven
program supported by  

IDT

Consistent Provider  
Involvement

Collaborative  
Discharge Planning

Process
Marketing Tools!

Reduced Hosp  
Readmission Rates

Safe transition  
throughout the  

continuum

+ Moderate & High complexity  
(2 CPT code options)

+ Complexity determines  
Face to Face timeframe  

(14 or 7 days of discharge)

+ Communication with patient  
or caregiver

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

+ Communication with patient  
or caregiver

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

CMS PromotesAdvantages

*TCM	commences	the	day	of	discharge	and	continues	for	the	next	29 days

Strategic,	TargetedMarketing
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Summary	+	Action Items
Tra n s f o r m i n g D at a i nt o I n s i g h t

Identify Growth Opportunities thru Marketplace		
Data	Analysis	+	Predictive Analytics.

Analyze internal metrics to measure
programming	success	+	financial sustainable.

Utilize external data to develop	purposeful	+		
powerful partnerships.

Leverage the Data to TELL	YOUR	STORY	+	Drive		
Market Expansion.

THANK YOU

Megan McCullough
SVP of Operations  

847.343.3830

mmccullough@healthpro-heritage.com

w w w. h e a l t h p ro - h e r i t a g e . c o m

Natalie	Hackett Casey
VP of Strategic Partnerships  

815.370.4581

nhackett@healthpro-heritage.com


