
At the same time, issues were bubbling below the surface. While the inefficiency 
wasn’t impacting patient care, payer habits of making charges non-covered by 
“contractualizing” them caused massive headaches for the facility, as the payers 
were denying reimbursable charges.

MAINTAINING EXCELLENCE THROUGH A FOCUS ON EFFICIENCY
Springhill has always maintained high standards with regard to revenue cycle 
workflows. With a focus on excellence ingrained into all revenue cycle activities, 
Elizabeth Kelly, Director of Business Services, took it seriously when she performed 
a review of the hospital’s contract assessment processes and identified potential 
issues.  

The team was finding some success 
evaluating reimbursements, but it 
was an unwieldy process that 
required a variety of reports across 
multiple systems. The job was 
getting done, but results weren’t 

optimized—they were missing the total reimbursement picture since they couldn’t 
incorporate contract terms into their reports. Springhill wanted the ability to 
leverage claim and remit data to validate the accuracy of reimbursement. 
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Springhill had already begun to 
dedicate staff time to the manual and 
time-consuming process of reviewing 
reports to identify variances, but 
ultimately it was hit or miss.

Contract management might not be the first thing that comes to mind when you 
think “family-oriented healthcare,” but for Springhill Medical Center in Mobile, 
Alabama, efficiency and an optimized revenue cycle are key to providing the 
superior patient care they’ve been proud to offer the local community for more than 
40 years. 

The 262-bed facility has been honored for its technological initiatives and 
investment, ranking among the top 200 facilities in the nation for billing accuracy.  
Its commitment to excellence extends to the revenue cycle, especially contract 
management, a major priority for Springhill leadership. That’s why, when they 
realized they were experiencing issues with payer reimbursements, they knew 
things needed to change. 

Springhill Medical Center Gets Big Wins in Variance 
Follow-Up Using SSI’s Contract Management Solution

Springhill has always prided itself on 
maintaining excellence in revenue 
cycle efficiency and workflows.

After realizing key revenue cycle 
processes weren’t at optimal levels, 
the organization decided it was time 
to make a change.

Due in part to their positive ongoing 
partnership with SSI, Springhill 
ultimately selected their Contract 
Director solution.

Springhill has already recovered 
three quarters of a million dollars 
from a single payer using SSI’s 
Contract Director solution for 
contract management.
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Key Points:

Learn how Springhill recovered three 
quarters of a million dollars from 
a single payer using SSI’s 
Contract Director solution for 
contract management. 



Springhill had begun to dedicate resources to the manual 
and time-consuming process of reviewing reports to 
identify variance, but ultimately it was hit or miss. While 
they could have chosen to continue in this manner, they 
knew they would only be shorting themselves in the long 
run, as optimal contract management requires a strong 
understanding of reimbursement patterns to increase cash 
collections overall.  

Once Springhill decided to take action to streamline and 
strengthen their contract management efforts, the choice 
ahead was simple. Given that previous solutions had not 
panned out, they turned to one of their existing, trusted 
vendors. 

SSI has provided Springhill with Claims Director and 
Claims Analytics solutions since 2016. Since they were 
already users of SSI’s billing services, they were able to 
secure single sign-on across all applications, along with 
the ability to link directly back to claims and remits, 
thereby enabling a clean and efficient workflow. Plus, given 
the strength of Springhill’s partnership with SSI, they were 
able to have a voice in the evolution of the solution, and 
were not disappointed by the outcome.

Once they were live on the solution, team members from 
Patient Financial Services, as well as Decision Support, 
began using the application to work payment variances 
and model contracts. Additionally, they plan to share the 
resulting data with their Contracting Manager as a 
valuable resource in future contract negotiations.   

With use of the Contract Director solution, Springhill has 
experienced immediate financial gains.  SSI’s Contract 
Director is a robust solution that automatically reviews for 
payment accuracy and updates, based on rules built into 
the system. Additionally, the system’s forecasting 
capabilities enable providers to foresee the impact of 
proposed contract changes on their revenue.  So 
leveraging data with specific indicators for underpayment 
(e.g., number of covered days, late charge rebills, etc.), 
Springhill first focused on one of their commercial payers.  
In the analysis, large sums were identified that should 
have been paid that were not. Following up with the payer 
accounted for an additional $776K in reimbursements. 
They are currently in the process of vetting other payers, 
much to the credit of SSI’s solution and the problem 
accounts it has helped identify. 

Contract management is often referred to as the “canary in 
the coal mine,”  underscoring the importance of using it to 
understand, at the core, payer behavior, most notably 
surrounding reimbursements. Moving forward, Ms. Kelly 
and her team hope to be able to work with their payers to 
help identify root causes in their revenue cycle processes, 
as well as payer adjudication issues, and encourage them 
to make necessary corrections. More than ever, Springhill 
values SSI as a steadfast partner and appreciates their 
commitment to organizational growth. They look forward 
to enhancing revenue cycle processes even more by 

evaluating 
additional SSI 
solutions in the 
future. 

CHOOSING THE RIGHT PARTNER

BIG RESULTS ON A BIG CONTRACT

FURTHERING THE PARTNERSHIP FOR FUTURE 
OPPORTUNITIES

Springhill has experienced great success in recovering 
revenue. From a one single payer alone, they’ve recovered an 
additional $776K in reimbursements.

    SSI is a partner you can rely on – 
we value their commitment to our 
organization.

There wasn’t a ‘lightbulb’ moment for us – we knew we lacked the proper 
tools to link claim, remit, and contract data in a streamlined manner.    .  

Springhill Medical Center is a full service hospital 
serving southwest Alabama. Their surgical services 
include outpatient, inpatient, open-heart and robotic 
surgery. The hospital is equipped with the latest 
diagnostic equipment, which provides doctors with 
advanced technology to help them quickly determine a 
patient's health problem. Springhill's unique heart center 
offers state-of-the-art services all under one roof. And, 
the campus is also home to primary care physicians, a 
senior residence, sleep center, cancer center, orthopaedic 
surgery center, wound care & hyperbaric center, and an 
emergency department staffed by all board-certified 
emergency medicine physicians.
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