
Recognizing the Volunteer in You! 

HFMA Founders Merit Award Program  

The Founders Award program is a personal incentive program designed to 
encourage, monitor, and recognize individual volunteer involvement in HFMA.  
 
It was established in 1960 to recognize the importance of individual members and the contributions they 
make to HFMA, on both the chapter and national levels. Points are accumulated based upon various 
volunteer activities thereby encouraging members to participate at HFMA functions and to hold 
leadership roles within the organization. 

Introducing the awards 

The following awards can be obtained based upon the point system: 

1. The Follmer Bronze Award is awarded to an individual who has earned 25 points. The award is 
named after William G. Follmer, who established the American Association of Hospital Accountants 
(AAHA) (now HFMA). 

2. The Reeves Silver Award is awarded to an individual who has earned 50 points.  This award honors 
Robert H. Reeves, an organizing member of AAHA who was elected its president in 1956.   

3. The Muncie Gold Award honors Fredrick T. Muncie, who was an organizing member of the AAHA 

and the first president of the association (1947-49).  It is presented to a member who has earned 75 
points.   

4. The Founders Medal of Honor was added in 1986 and is conferred by nomination of the member's 
Chapter Board of Directors. This award recognizes individuals who have been involved in the 
association for at least three years after earning the Muncie Gold Award, have provided significant 
service at the chapter and/or national level in at least two of those years, and remain members in 
good standing. 
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The nominees for Best Volunteer areé   

Members can earn points by volunteering on a chapter or 
national committee, writing an article, mentoring a new 
member, participating as an event volunteer, proctoring a 
certification exam, speaking at an event or participating on 
a panel.  The Founders Award Merit Award Program: 
Overview and Points booklet that describes the program 
and how points can be earned in greater detail is available 
on the HFMA web site.  
Members can review their own points by going to 
www.hfma.org.  Click on Membership, Manage My 
Account, log in using user name and password, then click 
on View Founders Points.  It is important to remember that 
although HFMA National and the Chapters track these 
points, members are responsible for reporting points 
earned to the Chapterôs Founders Contact.  Members 
should verify their points with their Founders Contact and 
make sure corrections are made if necessary.    

And the winner isé 

Please join us at the Annual Awards Presentation and 
Installation of Officers at our annual meeting on Thursday, 
March 25, 2010 to find out who won! 
 

Respectfully submitted, 
Kim Hixson, Founders Chair 

   Ä 
 

2010  

Certification Update  

We need 
your help!   
 
As noted in the December Newsletter this issue, we need 

to have 18 exams passed by April 30, 2010.  Through 
January our official count is holding at 6ébut we still need 
you to accomplish our goal. 
 

Testing sites are available across the State for 
your convenience. We just need your 
commitment! 
 
The time investment in becoming certified is less than you 
may think.  Experienced healthcare financial managers will 
need to spend 20 hours or less preparing for the Core 
examination, and 16 hours or less preparing for one of the 
specialty exams.  Study guides are available from chapter 
members (Many of you have them already!). 
 
If you are a certified member already, you can help too!  
Every member is eligible to sit for any of the four specialty 
exam.  So if you have one specialty under your belt, please 
consider tackling another.  The four specialty exams 
available include: 
 
ü Accounting and Finance 
ü Patient Financial Services 
ü Managed Care 
ü Financial Management of Physician Practices 

 
Remember, itôs free!  Thatôs right - members who 
successfully pass the Core and one specialty exam will be 
reimbursed the cost of the exams by the Chapter 
(approximate value is $300).  Additional successful 
specialty exams are reimbursed for as well. 
 
Learn more about the certification process on the Nebraska 
Chapterôs website or contact Brian Green (bgreen@ 
seimjohnson.com ) or any other certified member for more 
information. Ä 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

(HFMA Founders Merit Award Program  continued)  

http://www.hfma.org/
mailto:bgreen@seimjohnson.com
mailto:bgreen@seimjohnson.com
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Presidentôs Message 

By Bryce Betke 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

The results of our FY10 HFMA Chapter Survey are in.  67% of our members who 
responded were very satisfied or extremely satisfied with the Nebraska Chapter 
overall.  This compares with 71% in FY08 and 58% in FY06.  The average for all 
HFMA chapters in FY10 was 54%. 

The survey measures memberôs satisfaction with various services offered by our Chapter.  
Educational programs were rated with 67% high satisfaction.  Member communications (our 
newsletter) ranks the highest with 71% high satisfaction.  Networking opportunities and web 
site rated with 63% and 60% high satisfaction, respectively.  All of the Nebraska Chapterôs 
services rated higher than the all chapter ratings.  See Table A below for the complete results 
of the survey. 
 
 

(Continued) 
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Chapter leaders utilize the information to improve our chapter.  Table B1 above shows the services members 
would most like to improve.  Topics addressed at educational programs is the number one service identified for 
improvement.  Programming chairs use program evaluations to measure attendeeôs satisfaction with speakers and 
topics.  The evaluations also offer attendeeôs the opportunity to identify topics for future meetings.  A programming 
subcommittee, consisting of chapter members, is also utilized to select topics for upcoming meetings.  Our goal is 
to provide topics of interest for our members.  During the current year, chapter meetings have provided education 
on various topics of national interest such as, changes in Medicare reimbursement policies, managing productivity 
and costs, and RAC audits.  Upcoming meetings will address healthcare payment reform and accounting and 
financial reporting.  Other topics of local interest were also provided including using benchmarking data, trends 
and outlook for local healthcare industry, Medicaid Integrity Contractor and Medicare Administrative Contractor 
updates, and state legislative and regulatory updates. 
 
Member responses indicate they are satisfied with member communications and the web site.  They would like to 
see improvement in our networking opportunities.  The social committee plans events at each of our main 
meetings to provide opportunities to get to know other members and interact on a professional and social level.  
Break times at meetings also provide opportunities to network with other members and gather new ideas or 
information to help us do our jobs better. 
 

Thank you to the 92 members who responded to the survey.  As leaders, we 
appreciate your input and feedback.  We will use this information in our upcoming 
strategic planning for next year. 
 
Congratulations to Carol Friesen, FHFMA, who was recently appointed to the HFMA National Advisor Council as a 
member beginning June 1, 2010.  Carol is currently finishing her term as HFMA Regional Executive for Region 8.  
It is an honor to be appointed at the National level.  Please join me in congratulating Carol. 
 
If you are interested in getting involved in Chapter activities, please contact myself or Chris Vairo, President-Elect.  
Chris is preparing the leadership roster for next year (beginning June 1, 2010) and could use your help.  Getting 
involved and serving in the chapter is a great way to meet new friends and make professional contacts.  There are 
many different opportunities to serve and use your talents.  Getting involved will be the best decision you will ever 
make! 
 
I look forward to seeing you at the Annual Meeting in March.  Gretchin Heckenlively, Vice President and 
Programming Chair, has a great education agenda planned.  We will also have a vendor fair and past presidentôs 
breakfast.  The awards banquet will be feature Catherine Jacobson, HFMA National Chair, who will install our new 
officers.  Save the dates (March 24-26) on your calendar.  See you there!   
 

Bryce K. Betke 
Nebraska Chapter President Ä 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

(Presidentôs Message continued) 
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You Just Canôt Clone Yourself... 

Effective Communication 

and Optimi zation Across 
the Revenue Cycle  

If you could clone yourself and handle every task across 
your revenue cycle, chances are that you could take each 
of the four questions below and answer them with absolute 
confidenceé 
 

1. Does your entire organization agree on the 
definitions of these terms:  Revenue Cycle, Denial, 
Workflow? 

2. What can the person in charge of denial 
management take, right this very minute, to a 
meeting with the patient access manager, that will 
improve your revenue cycle communication and 
process? 

3. Does everyone involved in your revenue cycle get 
together as frequently as they should? 

4. Are you collecting everything you should? 

 
But there is only one of you, so you might want to think 
about how you would answer these questions, and then 
how others in your organization might respond. 
 

Does your entire organization agree on the 
definitions of these terms:  Revenue Cycle, 
Denial, Workflow? 

It seems pretty simple, doesnôt it?  And yet how we define 
these terms, and others like them, can often affect how we 
function and communicate within our organization. 
 
Revenue Cycle is defined differently in almost every 
organization, and most of the time, the definition doesnôt 
include everything that affects reimbursementébut it 
should.  If itôs not included in your definition, than you might 
not include it in your communications and your meetings, 
even though itôs affecting your revenue.  Many 
organizations donôt consider medical records as part of 
their revenue cycle, for example, but if medical records fails 
to return information in a timely manner that results in a 
missed appeal deadline, revenue is lost. 
 
Whatôs a denial?  Is it a zero-pay?  Is it something with a 
denial code?  Is it an initial payer rejection?  Yes, itôs all of 
those, and more.  Any non-contractual adjustment of 
payment is a denial.  Letôs repeat that for emphasiséANY 
NON-CONTRACTUAL ADJUSTMENT OF PAYMENT IS A 
DENIAL.  But itôs often not seen that way.  Far too 

frequently, minor adjustments that are outside the 
contractual amount are just lumped in with the contractual 
write-off because they arenôt that significant.  Start adding 
those up and the numbers might really surprise you. 
 
Workflow.  What is it?  Does it mean taking a piece of 
paper from one desk to another?  Well, thatôs part of it.  But 

the key to workflow is making sure that we accomplish all of 
the steps we need to ensure reimbursement, that we do so 
in a timely manner, and that we learn from mistakes and 
redundancies so we can improve the process in the future.  
Once you begin considering how you work from your new 
definition of workflow, you immediately move from a 
reactive mode to a proactive oneéand the impact of that 
move can be very significant indeed. 
 

What can the person in charge of denial 
management take, right this very minute, to a 
meeting with the patient access manager, that 
will improve your revenue cycle communication 
and process? 

Can your PFS Director (or whomever is in charge of denial 
management), pull up a document on the computer, print it 
out, walk into a meeting with the patient access manager 
and say, ñLast month, we had 11 denials from XYZ payer 
because we failed to get a pre-authorization on ABC 
service?ò  If not, then you need to take a look at how your 
tracking your information and start putting some processes 
in place.  Because itôs almost certain that your business 
office people are aware of problems in patient access, and 
vice-versa, but without data itôs just pointing fingers.  
People accuse, data informs.  And itôs not just your patient 
access and business office teams, itôs your entire revenue 
cycle (once youôve redefined it).  Begin tracking where the 
problems, and the successes are, start communicating 
them, and you can begin to effect positive change. 
 

Does everyone involved in your revenue cycle 
get together as frequently as they should? 

Itôs not realistic to pull your whole team together every time 
thereôs  a problem, but what would happen if you created 
some sort of structure where everyone was able to look at 
the same data together on  a very routine basis so 
everyone was on the same page and issues could be 
addressed quickly.  There are many different approaches 
to this, but one effective method can be a monthly meeting 
where ALL revenue cycle groups are represented, a short 
weekly meeting that CORE revenue cycle players attend, 
and even a daily 5-10 minute morning huddle for revenue 
cycle leaders (such as PFS and PA directors) to just check 
in with one another and cover any hot topics that have 
come up.  Youôd be amazed at what a structure like this 
can do for communication. 
 

Are you collecting everything you should? 

Ultimately, all of the above discussions come down to this 
very simple question.  I can honestly say that in the 
hundreds of revenue cycle leaders Iôve spent time with over 
the years, Iôve never had a single one just answer this 
question with a simple ñYes.ò  Thatôs because, at the end of 
the day, we all know there are flaws in the process, there 
are changing rules and regulations, there are issues of 
productivity and simply not having enough resources, or 
the right resources.  Simply put, the only way to be able to 
answer ñYesò to this question is in the same way you can 
answer all the questions above with confidence ï you need 
to clone yourselféand then you need to do every single 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

(Continued) 
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task to the most detailed degree possible.  Since thatôs 
probably not going to happen any time soon, we need to 
get as close as we canérevenue cycle communication, the 
ability to analyze whatôs happening across your 
organization, and some simple steps to automate and 
improve on your processes probably wonôt allow you to say 
ñYes,ò but the next time someone asks you that question, at 
least youôll be able to say ñNo, but weôre getting closer 
every day!ò 
 
Lincoln Fish is co-founder and VP of Customer Relations at 
Benchmark Revenue Management, a revenue cycle 
solutions company.  He and his colleague, Ted Barduson, 
are frequent speakers at HFMA events and they will be 
leading a workshop titled ñConnecting the DotséEffective 
Communication and Optimization Across the Revenue 
Cycleò at the HFMA Nebraska Chapter Annual Meeting on 
Wednesday, March 24th, in Omaha.  Ä 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

(Effective Communication continued)  

 

To Do List 
 

Hair cut 
Shovel snow 

 

Find a  
new job  

Looking for  
a new challenge? 

Or just plain looking? 
 

Remember to check out 
nehfma.org for the latest 

job postings. 


