
DME Revenue Cycle 
Transformation & Scaled EBO Partnership

CASE STUDY

Revenue Growth FTEs Scaled237X 745+

Overview

A leading U.S.-based DME and respiratory care provider sought to improve revenue cycle performance after an 
�µ�h�����™�–���™�7�s�™�f�F�h�8�X�Í���h���s�™�X�–�ñ�™�­�h���™�¡�@�F�–�)�X�€�–���™�ñ�­�F�s�h�ñ�]�X�F�h���7�æ���F���h���F���¡�*�X���6�¦�X���ñ���Y�]�s�8�¡�*�X�ñ�h���X�™�F�¡�F�h�8�X���s�¡�­�¡�X�]�F�f�F�­�����X�¡���ñ�]�ñ���F�]�F�­�Ô�X�ñ�h���X
�F�f�–�ñ���­�����X �æ�h�ñ�h���F�ñ�]�X �–���™�7�s�™�f�ñ�h�����)�X �I�������®�X �F�f�–�]���f���h�­�����X �ñ�X �–���™�7�s�™�f�ñ�h�����?���™�F�Í���h�X �¦� �s�X �ñ�h���X �0�Ó�­���h�������X ���µ�¡�F�h���¡�¡�X �€�7�æ�����X
�9�0���€�:�X�f�s�����]�X�­�s�X�¡�­�ñ���F�]�F�ß���X�s�–���™�ñ�­�F�s�h�¡�X�ñ�h���X���h�ñ���]���X�]�s�h�8�?�­���™�f�X�8�™�s�Î�­�@�)

Opportunities & Challenges

�»�@���X�s�™�8�ñ�h�F�ß�ñ�­�F�s�h�X�7�ñ�������X�–���™�¡�F�¡�­���h�­�X���@�ñ�]�]���h�8���¡�+

Solution

Phased RCM Transformation & EBO Model

�I�������®�X �����–�]�s�Ô�����X �ñ�X �¡�­�™�µ���­�µ�™�����X �f�s�����]�X �­�s�X �¡�­�ñ���F�]�F�ß���X �ñ�h���X
�¡���ñ�]���X�s�–���™�ñ�­�F�s�h�¡�+
• Front-End:�X�£�ñ�­�F���h�­�X�F�h�­�ñ�Y���*�X���]�F�8�F���F�]�F�­�Ô�X�Í���™�F�æ���ñ�­�F�s�h�*�X�ñ�h���X

�–�™�F�s�™�X�ñ�µ�­�@�s�™�F�ß�ñ�­�F�s�h
• Mid-Cycle: � �]�ñ�F�f�¡�X �¡�µ���f�F�¡�¡�F�s�h�X �ñ�h���X �Î�s�™�Y�ç�s�Î�X

�¡�­�ñ�h���ñ�™���F�ß�ñ�­�F�s�h
• Back-End:�X�'���h�F�ñ�]�X�f�ñ�h�ñ�8���f���h�­�*�X���6�¦�X�7�s�]�]�s�Î�?�µ�–�*�X�ñ�h���X

�™�����s�Í���™�Ô
The engagement began with a small pilot and scaled into a full 
EBO model, expanding across revenue cycle work�ows and 
patient communication functions. 

• �U�h���7�æ���F���h�­�X�–�™�s�����¡�¡���¡�X�ñ�h���X�8�™�s�Î�F�h�8�X���6�¦�X���ñ���Y�]�s�8
• �i�F�f�F�­�����X�¡���ñ�]�ñ���F�]�F�­�Ô�X�ñ���™�s�¡�¡�X�s�–���™�ñ�­�F�s�h�¡
• �¦�F�¡�F�h�8�X�¡�­�ñ�7�æ�h�8�X�ñ�h���X�­�™�ñ�F�h�F�h�8�X���s�¡�­�¡
• �£�™���¡�¡�µ�™���X�­�s�X�F�f�–�™�s�Í���X���ñ�¡�@�X�ç�s�Î�X�ñ�h���X�™�����µ�����X�����h�F�ñ�]�¡
• �i�ñ���Y�X�s�7�X�f���ñ�¡�µ�™�ñ���]���X�–���™�7�s�™�f�ñ�h�����X�7�™�s�f�X�–�™�F�s�™�X�Í���h���s�™

— Leadership Team, DME Provider

Conclusion
�I�������®�X �­�™�ñ�h�¡�7�s�™�f�����X �ñ�X ���s�h�¡�­�™�ñ�F�h�����X �™���Í���h�µ���X ���Ô���]���X
���h�Í�F�™�s�h�f���h�­�X �F�h�­�s�X �ñ�X �¡���ñ�]�ñ���]���X �0���€�X �f�s�����]�B���h�ñ���]�F�h�8�X
�¡�F�8�h�F�æ���ñ�h�­�X�8�™�s�Î�­�@�*�X�F�f�–�™�s�Í�����X�æ�h�ñ�h���F�ñ�]�X�–���™�7�s�™�f�ñ�h�����*�X�ñ�h���X
sustained operational scale.

Key Takeaways

• Pilot-led engagements enable performance-based 
scaling

• �0���€�X�f�s�����]�¡�X���™�F�Í���X���7�æ���F���h���Ô�X�ñ���™�s�¡�¡�X�­�@���X�™���Í���h�µ���X���Ô���]��
• �®���ñ�]�ñ���]���X ���Ó�����µ�­�F�s�h�X �¡�µ�–�–�s�™�­�¡�X �]�s�h�8�?�­���™�f�X �8�™�s�Î�­�@�X �ñ�h���X

���Ó�–�ñ�h�¡�F�s�h

Outcomes

Revenue Growth: 
237× increase

Denials: 
20% reduction

Scale: 
3 to 745+ FTEs

Collections:
�a�ï�é�s�y�X���6�¦�X�f�ñ�h�ñ�8����

Performance: 
Sustained at enterprise scale  
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20% 

Consistently outperforms expectations 
with speed, accuracy, and reliable 

execution.

Reduction in 
Denials


