RUSH SURGICENTER: NEW REVENUE
CYCLE MANAGEMENT PARTNER
BRINGS OVERNIGHT SUCCESS
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Other metrics that saw noteworthy improvements in the first six
months of the partnership included cash collections, payments
received for cases over 90 days old, days in AR, AR greater than 90,
patient balance AR, and total number of cases in AR.
Measurable improvements achieved in the first six months of the

“They will deliver on
what they promise, and if
there is an issue, they are
committed to resolving it.”

Surgical Notes and Rush SurgiCenter partnership included the
– Wendy Stark-Riemer
Director,
Rush SurgiCenter, LP

following:

»

Days to bill reduced from 10 to 5 days (50% improvement)

»

Days to pay reduced from 52 to 28 days (45% improvement)

»

Payments received for cases over 90 days old increased from
$175,000 per month to $880,000 per month (more than 400%
improvement)

»

don’t experience that with Surgical Notes.
They will deliver on what they promise, and
if there is an issue, they are committed to
resolving it.”

AR greater than 90 days reduced from 41% to 24% (41%
improvement)

The trust that Surgical Notes earned has
encouraged Stark-Riemer to expand their

Partnership Still Going Strong
With the partnership between Rush SurgiCenter and Surgical
Notes now in its third year, Stark-Riemer says she is pleased with
her decision to switch to SNBilling. Performance metrics remain
consistently strong. In addition, the ASC is now able to better predict
patient financial responsibility prior to surgery.
“When patients have transparency into their expenses, it puts them in
better control of their decision-making,” Stark-Riemer says. “We strive

partnership, which has included Surgical
Notes helping Rush SurgiCenter with
staffing. “There was a time when we were
short-staffed with insurance verification. We
came up with an addendum to our contract
that permitted us to bring on someone
at Surgical Notes to pick up insurance
verification responsibilities. They stepped up
and helped us out. It’s great to know that
we can count on Surgical Notes.”

to put the patient first, and this is another way we can do so. From the
business side, this information helps us collect more of the payment
up front since patients are prepared to pay when they come in on the
day of their procedure.”
Another significant contributor to the partnership’s success, StarkRiemer says, is that the Surgical Notes sales team and operations
team are strongly aligned. “This may not seem important, but it is very
frustrating and a significant problem when someone on the sales side
sells you a book of business that its operations team can’t deliver. We
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