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Patient no-shows remain a
persistent challenge in healthcare,
leading to significant financial
losses, operational inefficiencies,
and compromised patient care.

$150

billion in annual loses for
healthcare providers.

up to

30%

in average no-show rates
depending on the healthcare
specialty.

$200

on average, per missed
appointment.

Source: PubMed Central |
National Library of Medicine.




The High Cost of No-Shows

The No-Show
Challenge in
Healthcare

Patient no-shows are more than just lost revenue, they
represent missed opportunities for timely medical intervention.
Missed visits lead to delayed care and poorer outcomes. Studies show that when patients miss

appointments, they are less likely to reschedule; in fact, one analysis found patients who no-
show are up to 70% less likely to return within 18 months (Source: PubMed, 2025).
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The High Cost of No-Shows

Strain in Practice Workflows

Physicians and nurses face unpredictable schedules — either wasting time
waiting for absent patients or being overbooked as a compensatory measure.
This volatility can hurt provider productivity and morale.

On the one hand, patient schedulers and front-desk staff must spend extra
effort tracking down no-show patients to rebook them or managing waitlists
and last-minute schedule changes. On the other, patients experience longer
wait times for appointments because slots are effectively lost to no-shows.

According_to MGMA benchmarking, improving no-show rates directly
correlates with better patient access metrics. As practices have reduced their
no-show and late cancellation rates post-pandemic, the average wait time for
new patient appointments (third-next-available) in primary care dropped from
10 days in 2019 to just 5 days in 2022.

Given these high stakes, it's no
surprise that healthcare leaders have
named no-shows as a top
operational concern for the last three
yedars.
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Why Traditional No-Show
Approaches Fall Short

Conventional methods to reduce no-shows include appointment reminders via phone calls, texts, or
emails. While these can be somewhat effective, they often lack personalization and fail to address

underlying reasons for missed appointments.

Generic Messaging

Standardized reminders often lack personalization, making them easy to ignore.
Patients are more likely to disengage when messages feel impersonal or
irrelevant, especially if they don’t clearly convey the importance of the

appointment or address the patient's specific needs.

One-Size-Fits-All Approach
Traditional systems fail to account for social determinants of health such as
transportation challenges, work schedules, childcare responsibilities, or financial

stress, all of which can influence whether a patient shows up for care.

Limited Predictive Capability

Traditional methods operate reactively rather than proactively. They do not incorporate
data analytics or behavioral insights to identify which patients are most at risk of missing
an appointment. As a result, organizations miss opportunities to intervene early with

tailored support.



The Power of

Predictive Modeling

One of the most promising developments in healthcare operations is the use of
predictive machine learning models to foresee which patients are likely to miss
their appointments. Rather than treating no-shows as random, inevitable
events, predictive analytics allows organizations to be proactive.

Through historical appointment data analysis, considering factors like a
patient’s past attendance history, demographics, appointment type, lead time,
time of day, and dozens of other variables, machine learning algorithms can
generate a “no-show risk score” for each upcoming appointment.

Key Advantages of Predictive Models

O

Proactive Intervention

Identifying at-risk patients before a no-
show occurs, enables healthcare teams
can intervene early with personalized
strategies.

Continuous Learning

These models improve over time as
they ingest more data, adapting to
evolving patient behavior and
appointment trends.

il

Data-Driven Decisions

Predictive models support more efficient
scheduling workflows, such as strategically
overbooking slots or allocating care team
resources based on likelihood of attendance.

(@

Scalable & Customizable

Predictive models can be tailored to specific
populations and organizational goals.
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REAL-WORLD EXAMPLES

No-Show Predictive
Model Implementation
in Healthcare

The impact of predictive analytics is showcased in GeBBS’s No-Show Predictive Model implementation for
a U.S.-based healthcare network with 20 locations. Our machine-learning no-show risk model, targeted
interventions for flagged high-risk appointments helped the organization prevent hundreds of missed
appointments by ensuring patients received outreach and showed up, or by identifying open slots in

advance so other patients could be scheduled into them.

Performance Metrics Improvement

Key Performance Indicator Improvement Achieved

70% of predicted no-show

Reduction in potential no-shows _
appointments averted.

Cost savings (6 months, 7 sites) = $300,000+ recovered revenue.

Projected annual savings (20 site ~$2,7Million (full network rollout)

tional pati .
Appointment throughput +59,000 additional patient visits/year
projected

Resource utilization +27% in filled slots.

Not every organization will immediately see a 70% drop in
no-shows, results depend on baseline rates and how
targeted interventions are executed.




Predictive modeling
by itself does not
reduce no-shows.

That’s why an effective model
implementation should go hand in
hand with actionable communication
and patient engagement strategies.

The model is the targeting mechanism to deploy
outreach or overbooking efficiently, rather than
treating all patients the same.

Without a model, centers might blanket all
appointments with costly interventions (or none at
all); with a model, they can zero in on the 10-20%
of visits that carry the highest risk and apply extra
attention to just those.




Effective Communication
and Patient Engagement

Strategies

Preventing no-shows ultimately comes down to patient behavior,
ensuring the patient remembers their appointment, perceives its
importance, and has the ability and willingness to attend.

Healthcare organizations are increasingly incorporating targeted
strategies that encourage patients to keep their appointments (or at
least cancel in advance, which is far preferable to a no-show).

Here we outline key tactics in patient outreach and engagement:

Multi-Channel Appointment
Reminders

Standardized reminders often lack personalization,
making them easy to ignore. Patients are more likely to
disengage when messages feel impersonal or
irrelevant, especially if they don't clearly convey the
importance of the appointment or address the patient's
specific needs.

Enable Easy and Immediate
Appointment Management

Patients should be able to confirm, cancel, or
reschedule with minimal friction. Use links in text
messages for one-click confirmations or changes, offer
chatbot support or 24/7 online rescheduling tools and
avoid systems that require long hold times or login
barriers.

Address Barriers Through
Pre-Visit Outreach

For high-risk or underserved patients, identify potential
obstacles and help address them in advance. Offer
support for transportation, childcare, or cost concerns
or use pre-visit surveys or calls to check for potential

issues.

Implement Smart Timing
and Frequency

Timing matters. Messages that come too early are
forgotten, too late are ineffective. Send multiple
reminders (e.g., one week before, then 24-48 hours
prior), try adjusting frequency based on the patient’s
no-show risk level and use behavioral data to optimize
message timing for higher engagement.



Turning Predictions into
Scheduling Decisions

Implementing predictive analytics and enhanced communication tactics is
only half the battle; the other half is turning insights into actions and
operationalizing these within the daily workflow of a healthcare center.

Operational workflow integration means ensuring that predictions lead to
actions, and that staff and systems are aligned to support those actions
smoothly. The experience of early adopters has yielded valuable lessons on
how to successfully integrate no-show reduction strategies without
disrupting clinic operations.

Below are four actionable strategies that clinics and health systems can
implement using no-show risk insights:

Prioritize High-Risk Patients for
Personalized Outreach

Use the no-show risk scores to identify patients most likely to
miss their appointments, then assign staff to conduct proactive
outreach.

e What to do: Call high-risk patients 48-72 hours in advance
to confirm attendance, assess barriers (e.g., transportation or
childcare), and offer support or rescheduling.

Why it works: Personalized outreach increases accountability
and helps uncover—and resolve—issues that automated

reminders can’t.

Customize Reminder
Cadence and Messaging

Adjust the frequency and tone of reminders based on a patient’s
predicted no-show likelihood.

e What to do: Send extra reminders (e.g., 3 days and 1 day
prior) to high-risk patients. For lower-risk patients, maintain
standard reminder schedules. Use empathetic, encouraging
language for patients flagged as high risk.

e Why it works: Targeted communication helps prevent
reminder fatigue and increases relevance, improving

message effectiveness.

Implement Smart
Overbooking Strategies

Use predictive risk levels to determine where strategic
overbooking is safe and beneficial.

e What to do: Overbook slots when one or more patients are
flagged as high no-show risk, especially during high-demand
hours. Adjust overbooking rules based on provider
preferences and historical no-show trends.

Why it works: Overbooking based on data reduces wasted
time and helps maintain clinic productivity without

overwhelming providers.

Offer Flexible Scheduling or Same-
Day Slots for At-Risk Patients

If a patient is likely to miss a future appointment, consider
offering more flexible or short-notice scheduling options.

e What to do: Allow high-risk patients to optinto same-day or
next-day appointments if possible. Offer telehealth as a
backup option when in-person attendance may be
challenging.

e Why it works: Shorter lead times reduce the window for

conflicts to arise and increase the likelihood of follow-through.




The adoption of predictive
analytics for scheduling is
accelerating, though still

far from universal.

As of early 2024, only about 15% of medical groups reported
using predictive analytics to reduce no-shows or optimize

scheduling.

The combined approach of predictive
modeling, targeted engagement, and
workflow integration has a clear payoff:
fewer empty slots, more patients cared
for, and improved financial performance.

From a patient access standpoint, the
improvements are tangible: shorter
wait times for appointments, more
timely follow-ups, and better continuity
of care. When no-show rates drop,
clinics can often double-book less and
offer more same-day or next-day
appointments, since the “buffer” for no-
shows isn’t as needed.

For healthcare leaders considering such
an initiative, the roadmap is becoming
clearer. First, understand your baseline:
measure your no-show rate accurately
and identify patterns (Are certain clinics,
providers, or patient groups driving most
of the no-shows? What is the financial
impact?).

Next, implement or leverage a predictive
analytics tool — whether through your
EHR or a custom model - to flag high-
risk appointments.

Then, design a tiered engagement
protocol: automated reminders for all,
enhanced outreach (texts, calls,
navigator involvement) for the at-risk
subset, and supportive services to
alleviate barriers.

Make sure this protocol is woven into
daily operations — train staff, adjust
scheduling templates for overbooking,
and align your contact center and
policies as discussed. Finally,
continuously monitor outcomes.

Treat no-show reduction as an
ongoing quality improvement
project: analyze data, solicit
feedback from staff and patients,
and refine the model and
processes.
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Maximize Your Healthcare
Center's Efficiency

Our patient no-show predictive model uses cutting-edge
technology to forecast and prevent missed appointments.

About GeBBS Healthcare Solutions

GeBBS is a global revenue cycle management (RCM) company based in Englewood Cliffs, NJ. We have offices in Los
Angeles and Baltimore and over 2,000 employees globally. We provide Multi-Specialty Medical Coding services to

some of the largest hospitals nationwide. We work with clients to seamlessly support their Inpatient and Outpatient
medical coding requirements.
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