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End-to-End DME GeBBS
Revenue CyCIe Transformatlon HEALTHCARE SOLUTIONS

Forward &gy Thinking

40% 30-35% 98-99%

Overview

A large U.S.-based home medical equipment (HME) provider operating 250+ locations faced growing strain across its
revenue cycle due to rising claim volumes, increasing denials, and limited operational visibility. GeBBS implemented a
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performance.
Opportunities & Challenges Solution
Fragmented processes and resource constraints led to: Phased End-to-End DME RCM Optimization
¢ Growing claims backlog exceeding internal capacity
« Rising denial rates without clear root-cause GeBBS deployed a structured model to align front-end,
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e Documentation errors driving rework and delays e Front-End: Strengthened documentation, eligibility
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consistency e« Mid-Cycle: Standardized order processing, billing
* Limited visibility into performance across locations Ts™MyYcsTi*XAh X JAFfX-™ —A™f@A-Fsh
e Back-End: Implemented denial management, A/R
Outcomes follow-up, and payer coordination

Key Takeaways

Claim Recovery:
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e Upstream accuracy drives downstream revenue
performance ~ R
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(@) 30-35% improvement locations

e Integrated RCM execution reduces rework and

4 Accuracy:
\ 98-99% documentation accuracy ‘ ‘
7 Turnaround Time:
~20% faster _GeBBS brought structure and
consistency to our revenue cycle. What
IrA AR Performance: was once reactive is now predictable
'F Reduced backlog and faster resolution and scalable.

— Executive Leadership, HME Provider
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