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Enhancing Strategic and Tactical Financial 
Performance in Uncertain Times 
In this session, we discuss the current operating environment for health care organizations and offer 
strategic and tactical modeling tools and exercises organizations can implement to enhance 
performance. 

Find additional resources on our event page: https://www.claconnect.com/en/events/2023/enhancing-
strategic-and-tactical-financial-performance-in-uncertain-times 

Here is a transcription of this session: 

Darren McGarvey: Well, good afternoon for most, and good morning to those on the West Coast. 
Thank you for joining us today for our presentation for the topic at hand, 
Enhancing Strategic and Tactical Financial Performance in Uncertain Times. My 
name is Darren McGarvey and I have the privilege to lead our hospital and 
health system practice, and I'm joined today by Matthew Borchardt and Ryan 
Bjerke, who will introduce themselves in a moment, but just a couple of 
housekeeping items to discuss with you. The attorneys always want us to make 
sure that we put a disclaimer in here regarding our general information 
purposes only today related to our presentation. 

 And as we walk through the agenda, I just want to have a couple of other 
housekeeping items to share with you. There will be a Q&A pod at the bottom 
of your screen, and so as questions come up as we talk through the 
presentation today, please feel free to put your question into the Q&A pod. 
We'll do our best to answer those today, time permitting, but if we can't get to 
them today, we'll certainly follow up with you to make sure that we get your 
questions answered. We'll also be having some blind polling taking place today 
that we'll be able to share with you. So this will be a bit more of an interactive 
process with you, so we hope that you enjoy that. 

 But first, I just want to start with a moment of gratitude for you all that are on 
the call today. Certainly the last couple of years in the healthcare field has been 
very challenging, and that's probably the understatement of the year award, 
just in terms of obviously the pandemic and then coming out of the pandemic in 
some regards. We've noticed with organizations that we work with, the 
operating environment continues to be very challenging. And so we thought 
that it would be important to get to the market, get with you all today, and 
really have a discussion about what successful organizations are thinking about, 
what they're doing and how we could potentially help through that process. 
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 And so we're very thankful. We're very grateful that you're able to spend the 
next 45 minutes with us. And with that, I'd like to turn it over to Matt Borchardt 
to introduce himself and then Ryan Bjerke. 

Matt Borchardt: Yeah, thanks Darren. My name's Matt Borchardt and I'm in the healthcare space 
and the digital team, and I focus all my time on really leading the CLA Intuition 
service line and really helping clients really make that complex decision as 
simple as possible to help people just get to where they need to go in the 
future. So folks, a lot of my time on especially rural healthcare and different 
smaller health systems across the country. So I'll toss it to Ryan Bjerke. 

Ryan Bjerke: Thanks Matt. So yes, I'm Ryan Bjerke. I echo appreciation that Darren provided 
to all of you for joining us today. I joined CLA in October 2022 as the Director of 
Strategic Initiatives, partnerships and digital integration. Prior to joining CLA, I 
spent over 20 years on the delivery side of healthcare and many of your seats, 
so within large health systems and medium sized health systems. So in those 
roles, my responsibilities range from operational accountability to systematic 
growth in a wide variety of settings, including hospitals, clinics, ancillaries, 
specialty services, CIN, ACO. 

 And during my most recent seven years, I was in corporate development where 
I focused on evaluating and executing mergers, acquisitions and divestitures. 
And while in those roles, we frequently engaged CLA to help us analyze the 
financial aspects of the strategies we were pursuing. So now that I've 
transitioned to CLA, my passion and purpose really is to get to know you as 
healthcare clients and learn how we can support and help navigate through 
challenges and two opportunities. I'll say that again, through challenges and two 
opportunities that really lie ahead of all of us. 

 So I have a significant interest in aligning digital solutions to creating efficiency 
and effective operational performance that really leads to the long-term 
stability and your success. I truly believe there's simply not enough people 
power to do all that we need to do in healthcare, and I believe digital solutions 
are the less expensive a lot of times and the more sustainable path going 
forward. 

 So with that, I will transition to our interactive strategic planning session today. 
So I'll kick that off. So this is really meant to be interactive. The intent is to gain 
insight and shared learning through this online survey that we're going to all 
participate in, and how that'll happen is we will introduce a question and we'll 
ask all of you to please answer the questions as they pop up on your screen. 

 The survey results will be shown as the responses come in and really a dynamic 
way. All the responses will be aggregated, so your individual responses will 
remain confidential. Following the presentation, one of the deliverables to you 
from us will be the results of this survey. So Jenny, let's get started. If you'll 
launch the first question, and our first question is, what do you predict for your 
organization over the next one to three years? Do you expect to be successful 
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and growing with healthy margins, seeking a partner to create synergies to 
better able to survive and thrive, need to make strategic or operational tactical 
modifications to survive the headwinds? Do you believe it'll be stable with very 
few changes that are needed to be successful or you simply don't know? There 
are too many variables at play to predict. 

 All right, looks like C is probably the most, "We'll need to make strategic, 
operational, tactical decisions," few M&A opportunities in there or looking at it. 
Yeah, nice spread here. So it looks like there's things to consider as we're 
looking to predict the next one to three years. 

Matt Borchardt: Yeah, that's kind of, Ryan, what I would've answered too, based off of all the 
different clients we've been talking to a lot in the last six months especially. 

Ryan Bjerke: Absolutely. Well, excellent. Let's move to the next question. What best 
describes your fiscal performance in the last year? So fiscal year 2022. Is your 
net profit between 1% and 5%, net profit over 5%, unfavorable net loss of 1% to 
5% or unfavorable net loss of over 5%? 

Matt Borchardt: This is one of my more curious ones, Ryan, to see how everyone's doing. 

Ryan Bjerke: Me too. And hopefully insightful for all the participants as well. 

Matt Borchardt: Yeah. 

Ryan Bjerke: Okay. It's dynamically changing. Don't be shy. Again, this is confidential. Matt, is 
this what you had anticipated, about 50% so far? 

Matt Borchardt: This was not what I would've anticipated. This is really intriguing. 

Ryan Bjerke: Yep. It's about half, looks to be about a 1% to 5% margin. 25% are seeing a loss 
of 1% to 5% and some over. Well, it's shifting. It's shifting. Brave people are... 

Matt Borchardt: Yeah. I would've thought the bottom half would've been definitely well over 
50%. So that's great to hear that there's people still having a... A good bunch of 
them still having solid years. 

Ryan Bjerke: Excellent. All right, our next question. What best describes your predicted fiscal 
performance in this year that we're in right now, so 2023? You have great 
confidence, you'll have a healthy margin, you'll likely have an unfavorable or 
unsustainable margin, or not able to predict our future due to the multiple 
variables and economic headwinds we are facing? And again, where's that 
crystal ball that we're all looking for, right? Yep. Getting some of the response 
coming in. 

Matt Borchardt: Yep. 
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Ryan Bjerke: Yeah, it looks like a lot of not really sure. Lot of headwinds. 

Matt Borchardt: Yeah. It's one of the tougher environments I've ever been through in my career, 
watching our clients go through this. 

Ryan Bjerke: Very hard to predict. 

Matt Borchardt: Yep. 

Ryan Bjerke: All right. It's looking like 60% roughly are not really sure how to predict their 
future. Probably the least amount have the great confidence they'll have 
healthy margins throughout the year, and some are saying very unfavorable and 
unsustainable. Roughly 25%. So yeah. 

 All right. Our next question. What are the greatest impacts to your fiscal 
performance? And if we could select all that apply here. So you can click on your 
mouse as many times as you'd like on this one. So what really is impacting your 
performance? Is it staffing challenges and their associated expenses? Supply 
chain, not only the cost, but even access to the right supplies, all things revenue 
cycle, reimbursement challenges, payers, denials, bad debt, physician and APP, 
turnover, recruitment, departures, inability to recruit, and then our lower 
patient care volume. That can be due to limited staffing to meet the demand. 
You might have the demand, but not able to address the care that is desired 
because of the staffing issues. And then loss of market share. 

 Looks like commonality is the staffing challenges, which we predicted. 

Matt Borchardt: Yeah. So far I would say about 80% of the people have voted on staffing 
challenges in total. 

Ryan Bjerke: Yep. Very common theme. More coming in as they're identifying further down 
on the options here that you can select all. Greater distribution. It is a positive 
note, I would say that supply chain seems to be coming around. If we were to 
ask this question a year or two ago or throughout the last two years, that 
probably would've been a much bigger concern. 

Matt Borchardt: Yeah, and it kind of goes show how tough the staffing is when the people have 
been having a lot of revenue cycle changes and the payers have been very tough 
to deal with more than ever. And still, it's about half of them are having that 
issue compared to the staffing challenges. 

Ryan Bjerke: Yep. 

Matt Borchardt: Interesting. 

Ryan Bjerke: All right. Our next question. Are there capital expenditures your organization 
needs to make? And if so, what percentage of your net revenue is that capital 
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expenditure? So the question 1% to 3% of your revenue, 4% to 6%, more than 
7%, I'm not sure. And the other option is our financial position will not allow for 
a significant capital investment in the next few years. So really, this is intended 
to be a question within the one to two years, what are you planning to spend on 
capital and are able to make those investments? And if so, how much? 

 Some people bringing out their calculator and doing the math on net margin to 
how much they're going to have to spend. 

Matt Borchardt: Yeah. And how capital intensive this industry is. The purple answers about not 
being able to allow that significant capital investment is concerning, but it's the 
reality that a lot of our organizations are facing. 

Ryan Bjerke: Yep. Desire to reinvest, but not having the wherewithal to do it. 

Matt Borchardt: Yeah. 

Ryan Bjerke: And also, the stacking up of capital over the years of not able to have time, 
energy, and resources to maybe invest, but especially during COVID. Even if you 
wanted to do some of these major capital investments, it might not have even 
been an option. So there is a leg and a stack up. 

Matt Borchardt: And I'd say typically, especially with the new IT costs at all facilities that are 
having, 4% plus might be close to median. So it just shows that there's a lot of 
people who probably are going to be still a little bit more restrictive with the 
cash going forward here until probably operating performance has improved. 

Ryan Bjerke: Yep. Next question. In the past 24 months, how much time have you spent in 
the strategic planning effort focusing on the next two to five years? How much 
time? So very little time due to the day-to-day challenges, that we must address 
immediate needs, same as any other time in the past about the right balance of 
urgency and strategy. So again, how much time have you spent and strategic 
planning over the last 24 months and planning for the two to five years to 
come? 

 Looks like most are saying very little time due to day-to-day challenges and 
needing to address urgent needs. About the right balance some are saying, 
same as the past. Well, it's good to see here that people are focusing sometime 
on strategic planning. How can we not? But it likely looks different. The things 
we're worrying about today in the last two years are far different than what 
they were in the past. 

 All right. Next question. Do you have strategic planning sessions planned for the 
next 12, sometime in the next 12 months? I'm waiting for responses. Maybe I 
jumped to this slide too quickly. There we go. Oh good. There's roughly 90%, 
85% to 90% are saying that they do have something planned. Strategic planning, 
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some don't. 20%, shifting a bit. It's understandable that if people don't, it's 
probably something we need to focus on as an industry. 

Matt Borchardt: Strategic planning is a little bit different than it was three years ago, that's for 
sure. And time and effort and approaches. 

Ryan Bjerke: And bandwidth, right? 

Matt Borchardt: Yeah. But like you said, it's really great to see how much people are still feeling 
like they're at least getting the right amount of time they need to move that 
forward. 

Ryan Bjerke: Yep. All right. Do you have a fiscal strategic planning tool that is dynamic? So it 
has toggles, switches, I call it Rios stats. You go up and down with the 
assumptions, and are you able to input variables, strategic initiatives and predict 
those outcomes? So do you have a financial planning tool that sits alongside the 
strategic plan, so to speak, so they're more married together? Do you have such 
a tool in your toolbox? 

 Unreal, really, the dynamic nature of it is what I'm kind of asking about here. 
Looks like most don't and I think that Matt, that's kind of what we've been 
sensing in the market as well. Yeah, it takes a lot of time and effort to build and 
keep it up to date, at least if you're doing it in-house. Looks like at least 75% do 
not. Shifting closer to 80%. 

Matt Borchardt: Yeah. That's one thing about the future is you just never know what you're 
going to get. So it's really important to kind of understand basically the 
bookends best case, worst case scenarios. Yeah, for sure. 

Ryan Bjerke: Yep. All right. Next question. What strategic inputs and variables are most 
important within an effective financial modeling tool? And again, this is select all 
that apply, and this isn't a full exhaustive list, but it's a good start on what we've 
seen clients want as part of the strategic modeling tool. And again, you can 
select as many that apply. Tools catching up to responses now. 

 Staffing expense, provider productivity, interest expense. Looks like a lot of 
these are evenly matched in terms of desire to have payer contractual 
adjustments, debt coverage ratio, patient volume, back office overhead, capital 
needs. What I always saw the most about or a lot of value in is... Or the most 
more challenging one I should say, is adding and subtracting strategies. So as a 
strategy were to come up and as an idea, how do you plug it into what we likely 
already have built as a tool to predict our financial future, but how does this one 
thing or this one strategy impact the overall? 

 All right. Good responses. All right, this is our last question. As part of your 
strategic planning, are you evaluating any special projects? And if so, again, you 
can select all, which ones are your priority? And again, it can be all of them, can 
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only be one of them, two of them, whatever. So we're looking at what 
specialists recruitment are you looking at? Departures? Are you looking at 
capital investments, construction, expansion, M&A, affiliation or partnerships? 
So what are you looking at in terms of modeling or special projects in the 
coming year? 

Matt Borchardt: Well, that's encouraging. Capital investments were still an expansion, are still 
high up there. 

Ryan Bjerke: Yep, absolutely. 

Matt Borchardt: Yeah. One thing it seems with all the labor shortages, it's really even starting to 
impact the providers and the providers going in and out deciding to become 
locums. There's been some hospitals had a lot more trouble than others. It's 
been interesting to see how that's been impacting the environment to market. 

Ryan Bjerke: Well, looks like a lot of these are common responses and pretty evenly 
distributed, so having these as part of the tool is very important. All right. So 
shifting gears just a little bit, we wanted to provide some trends and impact of 
financial success that challenges that we've been seeing across the industry, and 
some common themes we are seeing across the industry is that strategic 
planning did take a hiatus. I think at least the last two years it's encouraging to 
see on this survey that others are at least focusing on having a session in the 
coming months over the next 12 months. 

 Also, to no surprise of any of us, the pace of change is at warp speed, especially 
in digital, both on the care delivery side as well as the need for quick access to 
data. So more important decisions can be made with greater confidence. 
There's macroeconomic factors at play, aging populations, populations are 
shifting to different parts of the country, which potentially has changes to 
commercial and governmental payer mix at your facilities. We saw that staffing 
shortages is a big challenge. Inflation is impacting the way we do business, 
provide care is shifting with digital, and investing in necessary capital 
improvements is still a highlight that we need to focus on. 

 So Matt and Darren, anything else to add to the environmental factors facing 
healthcare today and what are you seeing across the states? 

Matt Borchardt: Yeah. I think it's real interesting to see what we're seeing across the states. It 
just seems like it's as tough an environment as we've really ever seen. Even 
you're noticing like S&P for example, there's kind of a negative outlook here for 
the future of healthcare, at least for the near term before it kind of turns 
around. They think that non-profits health systems are going to be able to start 
to turn it around. But some of these numbers that have come out in the last six 
months of operating losses and billions of dollars for some of the larger health 
systems have been borderline jaw dropping, but you can see how it happens 
when we've gone through everything that we have. We have staffing shortages, 
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our costs are going through the roof and frankly, all the payers are just kind of 
holding the brakes back. 

 So we have to find some way to improve performance. It's really interesting out 
there. 

Darren McGarvey: Yeah, Matt, I would completely agree with all of that. When we think about 
downward pressure on an income statement, the expenses are higher than 
they've been and increasing at rates that we haven't seen in quite some time 
and the revenue's quite honestly, just not keeping up. Couple on top of that was 
taking place in the markets with the downturn on the investments, especially in 
2022. And it's a recipe for a real tough operating environment. And again, that's 
why we wanted to get to the market today to talk about what we've seen some 
other organizations out there do, at least to help plan and have eyes wide open 
as it relates to the current operating environment. 

Ryan Bjerke: Perfect. Thanks, you guys. We've heard the phrase, "Necessity is the mother of 
all invention," and that's part of the rationale behind the session today, as you 
mentioned Darren. So CLA clients, at least ones we're talking to, are saying they 
need to review and test and modify their strategic initiatives and plans as 
frequently as every six months, if not more frequent to really keep the pace of 
the internal challenges and changes as well as the external. So as for a more 
meaningful marriage, so to speak, between the strategy and the financial piece 
of the forecasting for strategic planning. So clients are asking for a dynamic 
financial model to make more on-the-fly, so to speak, adjustments to more 
clearly identify current state and to modify financial models to predict their 
future states. 

 So with that, now we'll transition to Matt for a demo of the strategic planning 
process and tool. So as we launch into that, Matt, I think we're going to grab 
your screen and all right. So I think you're there. 

Matt Borchardt: Great. 

Ryan Bjerke: Matt, when I was in my previous roles in health systems, we engaged you in this 
planning tool on a variety of initiatives. And since this is a tool that can be 
applied to so many situation scenarios, what are the two or three that you'd like 
to review with us today to really give us an idea of what this tool is and how 
you'd like to review it today? So what are the top two and then we can dig into 
what's on this screen? 

Matt Borchardt: Great. Yeah, thanks Ryan. The top two that I think we're going to try to go over 
are just two pretty typical scenarios that we see. The first one is as we're 
showing here, a rural PPS hospital that's significant size. You can kind of see 
they've had strong operating performance, which has allowed them to keep 
their SAP rating, but their balance sheet's not as strong. They want to do a big, 
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big capital investment. So what was the way that they might have looked 
through that scenario and how they thought about it. 

 The next one is something that we've dealt with way too often lately, but it's 
very important is more of a critical access hospital right now that's having a 
tough time meeting their debt service coverage requirements. So how might 
they think about what they have to do and really helping them solve the gap 
and how big that gap might be to hit the targets that they need to for their bond 
covenants because with this operating environment, we've seen a lot more of 
that recently. 

 So what I have here is really the baseline dashboard. So what we have on the 
right-hand side are financial ratios that are based off of financial statements. So 
we feel that especially with non-financially oriented people, and a lot of times 
that's in your operational aspects and just outside of normally your CFO and 
sometimes your CEO, that they have a lot of really important insight to bring to 
conversations, but it's hard for them to understand the financial implications of 
it. When you can put things graphically like this, now all of a sudden that they 
can become engaged because they can see the implications of the decisions that 
they're really going to have to drive going forward. 

 So on the left-hand-side, there are a lot of those different drivers that we might 
have. So this organization is, "Hey, you've got some typical trends for a PPS 
hospital and that's where you got the deterioration of operating margin on an 
annual basis. And why is that?" Well frankly, it's because our Medicare and 
Medicaid, our governmental booking business is not really keeping up with our 
labor costs going forward. And if our labor costs continue to stay out of line, 
here might be what the operating environment might look like. 

 Another way to think about this is there's environmental trends that are 
happening. Our populations are aging, which means we're going to have more 
and more Medicare. And then another lens that we could add on top of this is 
switching from traditional Medicare to Medicare Advantage, which also has a 
negative deterioration on our performance. But what happens over the next 
five years, if we see a 1% a year shift to Medicare, how much would that impact 
our baseline? And now that we have our baseline trends set up, let's look at... 
let's add in a capital project. So we want to spend $250 million on a capital 
project in 2014. 

 Well, now we have a pretty significant negative performance. Our cash on an 
annual basis is going down. So how are we going to solve that gap? One thing 
we're going to do is we're going to create a really a provider development plan. 
And one thing that happens when you recruit new providers is yeah, they can 
bring additional volumes to the game, but it takes them kind of that 24 months 
or so, sometimes quicker, sometimes longer, to really bring in that incremental 
volume and to reach full productivity. So if you're watching these graphs, you 
can kind of see our inward margin gets impacted, but your margin really kind of 
increases due to that ramp up and the additional volume coming through. 



 ©2022 CliftonLarsonAllen LLP  |  10 

 And then you also, any provider development plan is a lot of unknowns in it 
because you only really have signed providers for the next couple years, but you 
might have a plan to bring in some more. So you want to be able to sensitivity 
test what happens if we're more or less successful and in getting to where we 
want to be? But as we add in those different strategies, additional physician 
extenders, so kind of more primary care specialists, what about if we can get 
basically our providers to all be at median productivity. 

 So what this toggle might be doing in this situation is saying, "Okay, all of our 
providers that are above median, we're not going to impact them, but all of 
them that are below median, we're going to get them to the median 
productivity." Well, that for this system might be worth 43,000 work RVUs. To 
do that, we might have to pay them more. So net, net, does that get us to a 
better place? So before all of this, we were at a -3.6. When we get the 
additional revenue and pay for the additional volumes, now we're at a 2.3. So it 
does significantly drive performance. 

 And then trying to think of other initiatives on the revenue cycle and payer 
contracting to see what does this look like? How can we get to that positive 
operating margin? And after you get here, then you might want to say, "Well, 
can we afford a $250,000 project? What about if we have to make it $150 
million for a project? What about if we improve our operating performance a 
little bit by financing some with cash? Our cash goes down, but now our 
operating performances has gone up and where is that sweet spot that helps us 
the most long-term to really keep our bond ratings and things of that nature 
going forward?" So that's really scenario number one that we're thinking of 
going through. 

Ryan Bjerke: Yep. 

Matt Borchardt: Another scenario is more of the critical access hospital side. Now, this is not a 
completely unknown scenario. We've definitely seen quite a few hospitals 
recently that have this type of look to them and what's going on here? Well, our 
operating margins are at such a rate that we're really eating up our cash 
reserve. So if we did what I might call the ostrich and put our head in the sand 
and didn't make any changes, this might be what the future looks like. We're 
not meeting debt service coverage requirements. So what can we do? Well, we 
still in a lot of hospitals, our volumes aren't back to where they were pre-COVID. 
So what happens if we can get there? Okay, well, we can get some volume 
increases, that's moving us in the right direction. 

 Then we've recruited providers recently. So what happens if they get fully 
ramped up? Because right now in our current performance, we have that trough 
part, the negative part. So what might that look like if we add that and if we can 
get a new paying management provider in here, what might that look like? With 
critical access hospitals, the 340B implications are pretty significant. So let's add 
in that and then we'll swing bed. We get paid cost based on our swing bed. So 
it's not as easy as saying we're going to get paid our $2,000 a day and we're only 
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going to add $200 worth of cost a day. You have to do a cost report algorithm. 
So in essence, your cost per day isn't that much when you add in a new swing 
bed patient, but what it's really doing is increasing your Medicare utilization so 
you get a higher percentage of the pie, but that has a little bit of an increase. 
And then there's maybe another service line we wanted to add. 

 Well, when you look at this, all those growth aspects were great, but it really did 
not get us on a trend line that we thought was acceptable going forward and 
sustainable going forward. So what do we have to look at? Well, maybe we can 
close our service lines. A lot of hospitals are looking more than a lot recently as 
on the skilled nursing facility side. Just in general, that industry's having a really, 
really tough time. Our firm did an analysis and I think roughly a quarter of them 
are in danger of closing in the next couple years. So it's just a tough industry 
right now to be in just because you can't find the staff, their rates aren't going 
up. 

 And then what about if we close another smaller service line? What's the size 
and scale of these? This still is not getting us to our debt service coverage 
requirements. We have these red lines to say, "Here's where we need to be to 
meet our debt requirements." So then you start saying, "What type of 
performance improvement do we need to get there?" So in this situation, we 
might need a 5% performance improvement on labor and non-labor to get to 
our 1.25 times debt service coverage to meet our covenants. 

 Now, what this helps an organization do is say, "Okay. Well, that is X millions of 
dollars." Now as an operational team, we all now realize that we can't solve this 
based off of growth. We can't solve this based off of closing service lines. We're 
going to have to solve this based off of performance improvements. And if we 
get to a performance improvement of one-and-a-quarter, we're going to have 
to get a 5% improvement. Now how as a team are we going to achieve that? 
What can we do that in essence we can lower our costs and not impact 
revenue? You got to be thinking of both sides. 

 And as a critical access hospital and your cost base reimbursed, it's also really 
important to know that if I lower my cost, I'm lowering my Medicare 
reimbursement at the same time. So those are kind of the two high-level 
scenarios that we were thinking of going over here today, Ryan. 

Ryan Bjerke: Yeah, that's really helpful, Matt. And as you went through those, I think we got 
to see how you manipulated the data. So what people can look at is the 
dashboard itself, the operating margin and EBIDTA, one step lower cash-on-
hand and investments, and then the debt service coverage. So as those things 
move and change, you can create thresholds. But then on the left-hand-side of 
the dashboard is the dynamic nature. So if you have the baseline, what's your 
baseline? And then you can turn on and off strategies, you can change your 
reimbursement levels by payer, plug in your provider development plan, 
different plans, 340B, service line changes, and then performance 
improvements. 
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 So Matt, what are the most common? So you kind of went through the PPS 
hospital and now the critical access hospital, but are these kind of the most 
common variables that you see plugged in on the left-hand-side? Because this 
isn't intended to be financial. Why don't you describe how people use this the 
most effective way? 

Matt Borchardt: Yeah. I would say everybody has different strategies that they're looking for. 
They all have different initiatives that they're doing. It's kind of amazing to see, 
okay, I'm going to do 50 different models and all 50 of those different models 
are going to have different strategies, different drivers that they're doing to 
really move the dial based on what's going on in their environment, who are 
their competitors, things of that nature. 

 So the people that I think find the... and how this is used the most are the non-
financial people. They really lend themselves to this. So the big group here that 
really I think loves the model are boards. So when organizations have to make a 
decision and they have to get their board on board with where they're going, 
this allows basically them to create a story to help bring the board along of, 
"Okay, here's the implications of our decisions that we have to make and here's 
the benefits and the cons of doing those decisions." 

 So then the board can make a really sound judgment based off of what is going 
to be the financial impact of these different routes that we might take in the 
future. And a lot of boards, they like to know that the organization I'm leading 
right now is going to be financially successful for the next five years. Or if they're 
not, just to give them financial statements, it might be hard for them to know 
how much trouble an organization can be in. But when you lay it like this, it 
really helps them understand and grapple with where they are going forward. 

Ryan Bjerke: Matt, that's a great point. When I've used this in the past, it's one thing to look 
at a series of financial statements that with two or three scenarios, best case, 
likely case, worst case. But when we start getting questions from operations 
leaders or board members or whatever, it's really hard to show how you got to 
that level, having a snapshot versus having a dynamic way of identifying, "Well, 
we could try that strategy, let's see what that looks like." So we can gain some 
buy-in along the way too by using some people's thoughts and ideas and seeing 
how that plays out. 

 I think it brings in buy-in, so we even get behind the strategic forecasting or 
planning that we have. So I found that very, very valuable. 

Darren McGarvey: Matt and Ryan, just wanted to chime in here. I see we're close to four minutes 
left and wanted to make sure we spent a little bit of time just with Q&A. And I 
think one question that I know has come up a lot and I've seen here is that 
everything that we see here is great, and the model obviously is very dynamic. It 
makes sense, but how much of my staff's time is needed? My staff are already 
stressed with time. We're just trying to get our monthly financials out the door 
and do some internal analysis to layer on something else on top of what they 
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already have on a day-to-day basis. How much time do you think is usually 
required internally related to going through this process? 

Matt Borchardt: Yeah, that's a great question, Darren. And what we try to do is make this as 
simple on those internal teams as possible. This is the decision-making tool. It's 
meant to be at a decision-making level, not as much as a budgeting level. So 
everything that we ask from you should be stuff that you're already creating. 
You shouldn't have to recreate anything. And then over the course of four 
meetings, maybe three to four meetings where we're going over the model 
interactively like this with you, typically we can make the tool a 100% tailored to 
what strategic decisions are on your mind, what strategic decisions do you have 
to make, and what are the financial implications of those decisions? And create 
that storyboard on that path for our future. 

Darren McGarvey: Oh, that's great. That makes a lot of sense, Matt. There are some other 
questions that we'll certainly get to later on when we send out the materials, 
but certainly want to be respectful of everyone's time today. We said we're 
going to be 45 minutes and we're going to try to hit that today. So first of all, 
just want to again express a big thank you to everyone that joined the webinar 
today. Again, the thought process here was to kind of give a lay of the land what 
we're seeing in the industry, hear from you, what you're experiencing, be able 
to synthesize that, and then be able to talk through a couple of scenarios where 
we've seen organizations either turn the tide or make strategic decisions to 
improve their financial performance. 

 Couple other things before I conclude. Ryan, Matt, anything else from either of 
your perspectives? 

Ryan Bjerke: No, just gratitude for those that participated today. Really appreciate it. 

Matt Borchardt: Yeah. That's my main thought too, Ryan. I just really appreciate you taking time 
on your busy day to just sit here with us. I was really actually interesting to go 
through those questions that we had and see how people are thinking about the 
future. That was great. So thank you. 

Darren McGarvey: Yeah, I couldn't agree more. And just to do a quick plug for a couple of future 
webinars, we will be doing... Hold on your calendar, March 15th from 11:00 to 
noon Central Standard. Well, that might be daylight time central, daylight time 
at that point. Service line profitability tool, getting a little bit more granular in 
terms of what we're seeing organizations look at in terms of specific services, 
specific departments in their organizations and how they can make better 
decisions. And then on June 14th, we'll also be looking at... We talked a lot 
about obviously the expense side of the equation, but we're going to be doing a 
little bit deeper dive on revenue enhancement and reimbursement optimization 
as well. 
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 So be on the lookout for those. We look forward to hopefully continuing to 
provide great insights to our organizations in 2023 and beyond. So thank you 
very much. Have a great rest of your day. Take care. 
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