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Leveraging automation to keep up with moving payer targets 
Payers are always a moving target—rules and regulations are constantly changing, and payers are known for 
violating contractual agreements, whether intentionally or not (think underpayments and denials). Denials have 
always been a major RCM pain point, jumping by 23% from 2016 to 2020, and only escalated after the initial 
year of the pandemic. Today, providers must not only proactively spot unfavorable payer behavior and hold them 
accountable, but also equip revenue cycle teams for high-value work. Leading hospital and health systems are 
looking to automation to increase efficiency when managing payers.

As denial workload increases and the workforce shrinks, automation can triage, escalate, and accelerate  
the  claim status checks, help team members determine the likelihood of overturning a denial, and advance the 
claim toward payment by responding to, for example, denials for additional documentation. Such efforts save 
revenue cycle organizations tremendous time and money, enabling employees to focus on value-added work.

Payers have used automation capabilities like AI and machine learning for years to determine when to pay 
versus deny or underpay. Now they need to level up, using automation to stay ahead of the curve. With payers 
and providers operating under greater economic pressures, those who embrace automation and pressure-test 
its capabilities are setting themselves up for a future-ready revenue cycle. In today’s market, those who don’t 
automate may fall behind, giving payers the upper hand.

While there is certainly a push-pull between payers and providers, the solutions to the biggest problems in RCM 
all involve collaboration between parties. Payers have incentive to minimize manual effort on their side—just like 
providers do—so we’re seeing increased acceptance of provider-side automation from the payers. At Cloudmed, 
we work directly with payers on our clients’ behalf and have the advantage of scale to negotiate access to APIs 
or allowing RPA in portals. This can be more of a challenge for individual health systems, but putting automation 
on the table in provider relations or managed care discussions is certainly a way to clear the path to increased 
efficiency and a more collaborative relationship.
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2022 has seen steep inflation hikes across sectors. For healthcare, this has triggered declining revenue margins, 
according to a recent Kaufmann Hall report. While inflation has created unique problems for revenue cycle leaders,  
it highlights another rising trend—automation—that can support a more resilient revenue cycle.

RCM departments investing in automation are shifting their expectations from what can be automated to what 
should be automated, particularly as it relates to addressing workforce challenges and having greater control of 
payer behavior. In the final installation of our three part inflation intel series, our experts share thoughts on how  
to combine RCM leadership and technology to ensure strong outcomes amidst rising financial pressures.

“As denial workload increases and the workforce shrinks, automation can 
triage, escalate, and accelerate the entire follow-up process.”

-John Lynch , VP; General Manager, A/R & Denials Management Services



Cloudmed, an R1 company, helps healthcare systems maximize outcomes in a complex 
financial world. With industry-leading expertise and data-driven technology, we deliver 
actionable insights across the revenue cycle, helping providers boost productivity and 
increase revenue. We are proud to partner with over 3,100 healthcare providers in the 
United States to recover over $1.7 billion of underpaid or unidentified revenue annually.
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For an assessment performed by our expert team, contact connect@cloudmed.com

To learn more strategies to curb inflation from our experts, check out our other intel briefs here. 

Supporting your workforce through automation
The continued labor shortage remains top of mind for RCM leaders. With the perfect 
storm of rising inflation and labor expenses, the healthcare worker shortage is seriously 
impacting hospital margins. Productivity and strategic resource management need to be  
high priorities, and automation can play a critical role.

The concept of automation has triggered concerns that it may eliminate the number of RCM jobs available to 
people over time. But when leveraged strategically, automation supports RCM teams, enabling the adoption of 
financially sustainable tactics and allowing teams to focus on high-value tasks. Recent research we conducted 
with Becker’s Healthcare showed that 68% of RCM teams adopting automation were planning to repurpose staff 
to higher work. In the long run, this can contribute to a more efficient revenue cycle and a more satisfied team.

When teams automate manual processes, it can offload significant administrative burdens so teammates can 
work at the top of their abilities. When fully leveraged, automated systems can clean and analyze large data sets 
to monitor patterns, to recommend the next best operational steps and carry them out. Team members are spared 
from rote tasks and can instead focus their energy on the most high-value tasks—crucial, in an economy where 
every dollar matters.

“With the perfect storm of rising inflation and labor expenses, the healthcare worker 
shortage is seriously impacting hospital margins. Productivity and strategic resource 
management need to be high priorities, and automation can play a critical role.”

-Matt Jarvis, Vice President Automation

The key to successful adoption of automation begins with establishing clear and specific goals, such as plugging 
gaps caused by labor shortages or repurposing staff to higher value work to collect more revenue. With clear 
objectives, teams can set realistic expectations and develop plans to measure success. Too many organizations 
begin down the automation path with only vague expectations of cost reduction but without the specific goals 
that can evolve into organizing principles.

A good automation program ties automation implementation to clear business objectives; a great 
automation program defines those objectives in the first place, measures success against them,  
and continuously optimizes to achieve additional value. RCM leaders who set clear automation goals  
and measure ongoing progress will set themselves up for success.
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