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Chapter Profile

Chapter Balance Scorecard (CBSC) & Davis Chapter
Management System (DCMS)
20172018 CBSC Goals compared to 20162017
20172018 DCMS Reporting Requirements and
Dates

Strategic Planning
Review 2017 SWOT Analysis
Update SWOT
Update Strategic Planning Document for final
approval at July 2017 board meeting
Set 3 Year Chapter Goals




Chapter

Demographics

Total membership:

395

GENDER
DATES Gender Frequency Percent
F 187 47.3%
Average Years in HFMA 12 M 189 50.4%
Average Years in Healthcare 25
Average Age 51 DESIGNATION
FORUM MEMBERSHIP Designation Frequency Percent
CHFP 28 7.1%
FORUM Frequency Percent FHFMA 21 53%
MC 20 51% CPA 50 12.7%
PFS H 7.8%
CFO 25 6.3%
co 17 4.3% *data as of June 1, 2016
NEW MEMBERS Total membership
Calendar Year Frequency Percent as of June 1’ 2017: 357
This Year 40 10.1%
Previous Year L 13.7%
Two Years Ago 28 7.1%
Three Years Ago 12 3.0%




Chapter Demographics

JOB LEVELS
Title Frequency Percent
- No code 3 0.8%
& - President/CEQVExecutive Director 20 5.1%
C - Partner, Principal or Owner 21 5.3%
F - CFOWController 40 10.1%
5 - Other Chief Officer Excluding CFO B 2.0%
H - Vice President 58 14.7%
J - Assistant/Associate Vice President Excluding C ] 1.6%
K - Director/Managern'Supervisor 129 32.T%
M - Staff Speciakst or Professional (AnalystAccoun 38 9.6%
P - ProfessorfAcademic 4 1.0%
() - Other Professionals 56 14.2%
R - Attormey 3 0.8%
S - Student 8 2.3%
ORGANIZATION TYPE
Organization Frequency Percent
- No code 2 0.5%
0001 - Hospital or Medical Ctr T8 19.7%
0003 - Home Health Agency, VNA, or Hospice 2 0.5%
0004 - Other Provider or Clinical Service (Lab, Imagin 2 0.5%
0005 - Skilled Nursing, Rehab, or Other Subacute Fa 4 1.0%
0006 - Medical Group or Specialty Practice 15 3.8%
0010 - Health System Headguarers/Corporate Office T8 19.7%
*data as Of J une 1, 2016 0022 - HMO Health Plan or Insurance Company 7 1.8%
0031 - Accounting Firm 13 3.3%
0032 - Collection and AR Recovery Senvice 16 4 1%
0034 - Consulting Firm 57 14.4%
0035 - Managed Services/OutsourcingTemporary St 5 1.3%
0036 - Law Firm 3 0.8%
0038 - GPO/Purchasing Alliance 5 1.3%
0039 - Third Party Administration 2 0.5%
0041 - Educational Institution or Library B 2.0%
@ 0043 - Physician Practice Management Firm 3 0.8%
99599 - Other/Non Provider a5 24 1%




Chapter Snapshot Report
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SNAPSHOT

Membership as of May 31, 2016 Fiscal 16 Fiscal 15 Fiscal 14
Total Members
Mew Members Mew Members as a percent of all members
Mew Mamber Refention (3YR)
Breakout as of May 31, 2016
Students
Student to Member Ratio
Retired o Member Ratio
Age 40 or Under to Member Ratia

Mew Member Recant Graduates
o Studenis Ratio

Femala
Male

All Provider or Health
Hospital/ Other Vendor/Advisor! All Provider or Plan Mot Hospital or
Market Snapshot Setting System Physician Practice  Health Plan Provider Other Health Plan System
Percent of All Members
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Percant of Mew Members
Hospital/ Other Vendor/Advisor!
Engagement By Setting System Physician Practice  Health Plan Provider Other
olunteear Leadar Mix
Membar Get a Memier
Founders Points/Mamb-er
Managed Care/
Financial Accounting! Reimbursement/
Market Snapshot Function Executive Other Executive Rewvenue Cycle  Finance Compliance Oparations
Percent of Members 18.4%
Percent of New Members 2.9%
40 and Under
Membears 40 and Under 19.0%
Wolunteer Leaders (% of Leaders) 33.3%
Physicians

This repart i intended 1o provide o birds eye wew of chopler measures, camponrlive melrics and opportunities. Eoch chapler foces unigue opporfunities and chalenges ond this i intended fo complement leader experiences, obisnalions,
and additional chapier reports. If there ane any guestions aboul this report, pledse contoct your Chapter relalions regresentolive.
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Comparison
All Chapters All Chapters Peer Group
My Chapter Median 75th Percentile 75th Percentile

Membership Growth 0.0%

Education Hours Per Member 22

Certification 12.1%

Days Cash On Hand 482.5

Satisfaction 54.0%

Board Provider/Health Plan 58.3%

Retention 84.6%
New Member/Total Member 15.4%

New Member Renewal Rate 52.3%

Students T.6%

New Member Recent Graduates
to Students Ratio 66.7%

40 and Under 19.0%
Leaders 40 and Under 33.3%

Provider Mix All Members 4T7.7%
Provider Mix New Members 28.8%
Hospital/System Mix All Members 39.4%
Hospital/System Mix New Members 20.3%
Member Get a Member 23.0%
Founders: Member 3.41
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Chapter Snapshot Report
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OPPORTUNITIES

Accessible Market Opportunity- By Setting My Chapter Accessible
Physician Practice 15 103
Health Plan 10 10
Clinical Department Leader 1 246

75th Percentile Benchmarks
Market Opportunity- By Setting Summary My Chapter All Chapters Peer Group
MNew Provider Mix All Members 28.8% 69.6% 44.3%
New Hospital/System Members 20.3% 58.1% 44.5%

75th Percentile Benchmarks
My Chapter All Chapters Peer Group
Member Get a Member 23.0% 34.9% 29.9%
New Member Renewal 52.3% 62.5% 52.1%
Student Conversion 66.7% 10.1% 28.5%
40 and Under 19.0% 22.6% 20.3%
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This information is intended to provide & relative comparison of potential opportunities.

Definitions are included on a separate page. Opportunity is typically & minimum of one and & maximum of:
= 10% grawth in current measure
* 10% of accessible market
« Achievement of peer benchmark performance




Member Count by County

Provider/Payer Count by
County (Source: ius
Database 5/31/2013)

&) 10to 138 (3 Counties)

@ 5 to 9 (2 Counties)

€ 2 to 4 (3 Counties)

&) 1 (12 Counties)

Member Count by County (Source:
HFMA iMIS Database 5/31/2013)
[ 20 to 255 (3 Counties)

[ 3 to 19 (4 Counties)

[ ]2 (5 counties)

[ ]1 (19 Counties)




Chapter Demographics

Overall Membership Generational Breakdown
FY16

12% 32% 33% 2% 20% Millenial 1980-1998
(zeneration X 1965-1979
Baby Boomers  1946-1964
Traditionalist <1946

GREATER ST. LOUIS CHAPTER

Greater St. Louis

Generation Breakdown
Millenial 13%
Generation X 31%
Baby Boomer 34%
Traditionalist 4%
Blank 18%

Millenial, 13%

Traditionalist, 49
Generation X, 314

Baby Boomer, 344

QZ@ htma



Chapter Balanced Scorecard
(CBSC)

Davis Chapter Management System
(DCMS)




CBSC Goals vs.
DCMS Award Levels

CBSC Goals

DCMS Award Levels

Participation: Required

Participation: Optional

Measures performance and
ensures uniform delivery of
services to chapter members

Stretch goals over and above
CBSC goals designed to
recognize and reward chapter
excellence.

Regional Executive Council
sets and approves

Regional Executive Council
sets and approves

2017 - 2018 CBSC goals
vetted and approved by

Regional Executive Council
Nov. 2016

2017 - 2018 Award levels will be
vetted and approved by

Regional Executive Council Jun.
2017
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Chapter Balanced Scorecard (CBSC)

A Emphasizes key chapter performance
elements

A Aligns with HFMA strategic priorities

A Regional Executive Council sets elements,
goals, weights, and threshold performance
level (TPL)

A What does the CBSC look like?




2016-2017 CBSC Elements & Weights

Education
Quality 10 points
Quantity 10 points
Networking 10 points
Innovation
HFMA Strategic Plan or 10 points
Existing CBSC Element 5 points
Membership 20 points
Certification 15 points
Membership Satisfaction 20 points
Days Cash on Hand N/A
DCMS On-time Reporting N/A
Board Provider/Payer Mix 5 points
Total 100 points
___Threshold Performance Level (TPL) N/A
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CBSC Final 2016-2017 Results

201617 Davis Chapter Management Scorecard Year

CBSC Progress Report

For Period 5/1/2016 4/30/2017

CBSC Weight 10 10 10 10 5 20 15 20 5
Total Education Total Educatior] Educatio . . |MemberstiMembersh Certificati| Certificati
Innovation | Innovation . . Member
Hours Hours n ip ip on on
. HFMA Existing . Board
Chap Chapter Name Region Actual Goal Quality Networkin Strategic CBSC | Actual Goal Actual Goal Sa_tlsfac Provider/P Overall
No. g tion . Score
Plan Element ayer Mix
8 Greater St. Louis 8 4681.46 4,644.0 10 10 5 350 387 15.2% 9.1% 63% 66.7% 75
12 Minnesota 8 8880.2 6,996.0 10 10 10 562 583 7.4% 7.0% 63% 50.0% 80
19 lowa 8 10975.15 5,340.0 10 10 10 424 445 16.4% 9.1% 7% 61.5% 80
22 Heart of America 8 4157.3 4,008.0 10 10 10 319 334 8.1% 7.4% 65% 60.0% 80
51 Sunflower (Kansas) 8 8658.63 3,324.0 10 10 10 282 277 10.1% 9.1% 80% 50.0% 100
52 North Dakota 8 3281.98 1,836.0 10 10 10 153 153 9.2% 9.1% 80% 73.3% 100
58 ShowMe of Missouri 8 3794.8 3,420.0 10 10 10 263 285 10.2% 9.1% 65% 66.7% 80
60 Nebraska 8 8029.45 4,140.0 10 10 10 346 345 18.6% 9.1% 91% 41.7% 100
63 South Dakota 8 2917.6 1,920.0 10 10 10 152 160 9.4% 9.1% 85% 83.3% 80




GREATER ST. LOUIS CHAPTER

FIVE YEAR HISTORY
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Education Hours per Member

22.0
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2017-2018 CBSC Elements & Weights

Education 30 Points Total
Quality (Median overall sat 45%) 20
Quantity (12.0 hrs/member) 10

Innovation — HFMA Strategic Plan 25 Points Total
1 program target market or 15

Process improvement(s) 10/15
Communication (link to Chapters 2.0 updates) 10

Networking 25 Points Total
4, 1 hr events

Membership 20 Points Total
Retention (86.6%) 10
Growth (5.6% of new members target market) 10

Total Points 100 Points

Threshold Performance Level — 60 points

P



Membership

Retention Member retention = 86.6% 10

Member retention is equal to the 5 year national
average of 86.6%

Growth

Reflecting growth in Physician, Physician Group and
Health Plans. The metric is equal to the 25th percen
of new members in these target market segments us
F2015 as a baseline.

5.6% of new members from the target market
segment of physicians, physician groups and 10
health plans.

HFMA Membership Retention Rate

Greater St. Louis Chapter 84.9% 85.5% 74.4%

HFMA Target Markets

Greater St. Louis Chapter 26 members 2 more (total 28)




Davis Chapter Management System
DCMS

A Supports the strategic direction of HFMA
A Ensures delivery of services to members
A Sets standards that are fair and attainable

A Recognizes and rewards extraordinary outcomes via
the awards program

DCMS Year (Chapter Program Year): May 1 through April 30
HFMA Fiscal Year: June 1 through May 31

@ htma



DCMS Chapter Requirements

Chapter Leadership Roster

Annual Operating Budget

Chapter Verification Form

Annual Education Program Plan

Founders Award Program
Maintenance

Education Events

Chapter Newsletter

Annual Financial Review

Report chapters leadership team for key
positions

Online data using QuickBooks Program
Website
Bylaws

Board Meetings
Confirm budget entered into QuickBooks

Input using Program Planning Tool (PPT)

Report chapter members activities

Report using On-Line PPT Tool

Report using on-line form in Newsletter
Chair Toolkit

Conflict of Interest
Record Retention Policy
Whistleblower Policy

Due March 1

Due June 1

Due July 1

Due July 1

Due July 1

Aug 10, Nov10,
Febl10, Mayl0

Aug 10, Nov10,
Feb10, Mayl10

Due August 1

P



Chapter Awards

ADCMS: Gold award for Certification
A Yerger Award for Collaboration

A lnnovation funding: $1,000 for
Sponsorship of CHFP Exam‘




Future of Chapter & Strategic Plan

Today, Tomorrow and the future
of Greater St. Louis HFMA

[’Goals’:{l} '

Strategies




Realignment Is Erasing Traditional

Healthcare Boundaries

Driven by demands for care transformation, the healthcare industry is
realigning at an an unprecedented pace.

SHARED GOAL

The IHI Triple Aim

Population Health

Experience of Care Per Capita Cost

The Triple Aim framework was developed by
the Institute for Healthcare Improvement in
Cambridge, Mass. (www.ihi.org).

27



Strategic Planning

Adage: Those who fail to plan, plan to fall.

Definition: strategic planning is a tool for
organizing the present, on the basis of the
projections of the desired future.

CBSC versus Strategic Plan
A Short term versus long term
A Key performance measures vs. GSL specific




Strategic Planning

A goal Is an accomplishment that you are trying to
reach - the outcome

A broad and general in nature - the big picture

Objectives are how the goal will be accomplished
A Specific, clear, and actionable.
A Obijectives state results, not activities.

Strategies define the steps the chapter will take to
achieve Its objectives

A There may be several strategies to achieve one
objective.




GREATER ST. LOUIS CHAPTER

SWOT ANALYSIS
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Greater St. Louis SWOT
Strengths

Committed Chapter
Leadership-continuity &
Initiatives

Solid core of a small group
Location-strong presence
Dedicated team members
Student Outreach Program

Veteran knowledge base-
experience

Solid reputation
Great new, young talent

Engagement
Networking opportunities

Camaraderie among
members

Community outreach
Variety of quality programs
Desire to innovate
Welcoming attitude

Vendor support &
Involvement




Greater St. Louis SWOT
Weaknesses

Low satisfaction scores
Only a small group is highly
engaged

Method of communication
Poor board engagement

Provider Involvement in
education development

Communication

Need more educational
opportunities

Disorganization/unfamiliar
w/duties

Not having the right people in
strategic roles

Provider vs. Vendor ratios
Succession planning

Marketing efforts to aid
membership, programs

Members not held responsible
Website needs upgrading
Few CPE eligible meetings
Social media




Greater St. Louis SWOT
Threats

Low provider turnout

Budget cuts in local healthcare
facilities

Ease of access to education
online/elsewhere

Other chapters in area

Low level of engagement

University students from out of
state traveling home

Burnout of leadership and
volunteers

Apathy

Healthcare professionals doing
more with less-no time

Decreased sponsorship
Succession planning
Communication

Financial stability

Lack of value to providers

Decreased volunteering of
providers

Time commitments & cost

Lack of camaraderie amongst
the leadership




Greater St. Louis SWOT
Opportunities

Synchronized efforts btw
members, programs, social &
sponsorship committees

Improve chapter satisfaction
scores

Relationship with local
universities

Improved communication via
email, website

Video stream programs

Getting more involvement for
members

Provider networking to better
know vendors

Thought leadership for all areas
of healthcare

Millennials beginning to rise in
ranks

Facilitate programs via different
methods

App for members

Working with other associations
Diversify membership
Philanthropy

Learn from other chapter
successes

Engage young
professionals/students




Specific
What, Where
How?

A specificgoalis
distinct & defines
as much of the goal
as possible and

contains no
ambiguous
language

SMART Planning

Measurable

Fromand To
A measurment
gives feedback

and let'sone
know when the

goalis
complete.

Assignable

Who?
Goals mustbe
assignable to
individuals or

groups

Realistic

Feasible?
Realisicgoals
are challenging
yet attainable
within the given
timeframe

Time-Based

When?
Timeframemust
be aggressive
yetrealistic




Greater St. Louis Strategic Plan
Chapter Year 2017-2018




Session Evaluation — Survey Monkey




