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Shift to Value-Based Care, Technology Fuels Mergers

& Acquisitions

By Katy Zillmer

F rom a financial and investment
standpoint, 2018 is poised to deliver
a healthy dose of merger and acquisition
opportunities in the industry.

M&A activity in the healthcare
marketplace was strong in the first half of
2017 and increased significantly compared
to transactions in late 2016, according to
reports from Greenberg Advisors LLC,
an investment bank focused on M&A in
revenue cycle management, healthcare IT,
and related sectors.

At press time, Greenberg Advisors’
data on activity to close out 2017 was still
being tabulated, but the outlook so far
shows transactions will at least keep up
the pace set early last year.

Revenue cycle management
(RCM) and healthcare I'T mergers and
acquisitions exceeded $14.7 billion in
the first half of 2017 across 66 deals,
according to Greenberg Advisors LLC
and its M&A Update for the first half
of 2017.
(bttps:/fwww.greenberg-advisors.com/)

The latest data show that a majority
of transactions in revenue cycle
management and healthcare IT were
under $25 million in enterprise value, but
30 percent of all transactions did exceed
$50 million. This is a notable increase
from the second half of 2016, when 18

percent of all transactions exceeded $50
million, according to the report.

“Healthcare was such an active
segment for completed transactions,”
said Brian Greenberg, CEO of Greenberg
Advisors LLC. “We believe this high
level of interest in healthcare is driven by
changes and uncertainty in the market,
which create a greater level of complexity.
All of this, of course, is a result of the
shift to value-based care, which has
sprouted new needs and new demands
from providers, payers, and patients.”

Value-based care connects payments
to the quality of care provided and
“rewards providers for efficiency
and effectiveness,” according to
RevCyclelntelligence.com.

Examples of value-based care models
for healthcare providers are available from
the Centers for Medicare and Medicaid
Services (http:/lao.cms.gov/1ixyhoF.)

“Value-based care has generated
a tremendous amount of new
opportunities, and where there are
opportunities, there are investors,”
Greenberg said.

Corporate Advisory Solutions,
(corpadvisorysolutions.com) a strategic
partner and provider of outsourced

business services, also notes the influence
of value-based care models on revenue
cycle management.

“In Q3 2017, seven deals worth
$465 million were completed in the
RCM sector,” according to the company’s
third quarter 2017 newsletter. “The
market landscape is endlessly changing
as healthcare providers move towards the
value-based model.”

Michael Lamm, managing partner at
Corporate Advisory Solutions, said overall
he believes mergers and acquisitions in
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the healthcare sector will be robust and
continue to grow in the coming year.
“We’re expecting continued
consolidation from agencies in the
healthcare market who are looking to
expand service lines and geographic
reach, as well as agencies trying to break
into healthcare market for the first time,”
Lamm said. “We are fully anticipating
this trend to continue in 2018 at the
elevated levels we experienced in 2017.”
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revenue cycle management,” it reports

in the third quarter newsletter. “This has
driven RCM vendor consolidation, as
companies look to develop comprehensive
front-end systems that meet the clients’
needs and provide more efficient financial
processes and real-time analytics.”

There is an App for That
Healthcare providers are embracing
technology in patient services in-house or

“We believe this high level of interest in healthcare
is driven by changes and uncertainty in the market,
which create a greater level of complexity.”

— Brian Greenberg

A New Source

Zach Eisenberg, an associate
at Greenberg Advisors LLC, notes
that opportunities in the healthcare
marketplace stem from providers focus
on the business of delivering healthcare.

“They want to outsource the revenue
cycle functions to those that specialize in
those offerings,” Eisenberg said.

Changing payment models and
increasing patient financial responsibility
are part of what makes it difficult for
healthcare providers to keep their revenue
cycle operations in-house, according to
Becker’s Hospital Review.

And, according to a Black
Book™ poll in the article, healthcare
providers that outsource revenue cycle
management services have seen noticeable
improvement to their bottom lines.

For example, according to the poll,
“78 percent of hospitals with fewer
than 200 beds attributed 6.2 percent of
their revenue increases to the decision
to outsource all or most of their RCM
operations.”

Corporate Advisory Solutions reports
similar findings.

“This escalation of out-of-pocket costs
represents a major revenue cycle challenge
for healthcare providers and is the driver of
their interest in front-end and tech enabled
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are choosing to outsource those functions
as well.

“Another factor, which has been
interesting to see, is this technological
revolution occurring in healthcare today,”
Eisenberg said.

Patients can log on to their healthcare
providers’ website, or download an
app, to make an appointment, fill a
prescription, virtually chat with a nurse
and even receive a recommendation to
treat minor symptoms.

On the provider side, a doctor or
nurse can have quick access to patients’
records or an X-ray on the way to an
appointment thanks to mobile devices
and tablets.

“A lot of companies are creating
unique software solutions and
tools, whether they are centered on
patient engagement, scheduling, or
interoperability among other areas,”
Eisenberg said. “We're speaking to
companies in healthcare every day that
are doing things I hadn’t seen even a few
years ago.”

And, those companies are active
among sellers in the healthcare
marketplace.

“Patient engagement and analytics
were the two most prevalent IT offerings
among sellers, as providers focus on

enhancing the patient experience and
leveraging data assets to improve quality
of care and financial metrics,” according
to the Greenberg Advisors M&A Update.
“As for services, consulting firms were
most active among sellers, as providers
seek help to manage the transition to
value-based care, among other things.”

Twenty-eight companies have made
multiple acquisitions in revenue cycle
management and healthcare IT since
the beginning of 2016, according to the
report. The findings for the first half of
2017 also show that 48 percent of sellers
in accounts receivables management
include firms focused on healthcare
receivables or financial institutions.

For the year ahead, Greenberg said
he expects the healthcare marketplace to
continue as a fast-changing market with
opportunities for buyers to invest and
sellers to reap the benefits for their hard
work.

When asked about challenges that
may impact the healthcare marketplace,
Greenberg said the uncertainty at the
Consumer Financial Protection Bureau is
on their radar.

“The main challenge I would note
pertains to uncertainty around the CFPB,
what it believes its purview is in the
post-Cordray environment, and how it
will operate. Challenging as it may be,
however, we've seen many companies find
ways to succeed and I imagine this won't
change.” Greenberg said.

Opverall, stability, if not improvement,
in the healthcare marketplace is expected
this year.

“Simply put, all of the new
complexities have created a healthcare
industry that’s full of nooks and crannies
that represent opportunities to help
healthcare providers improve clinical or
financial efficiencies or improve their
level of care,” Greenberg said. “We have
every reason to think that 2018 will trend
in the same direction based on the deals
we see and conversations we have with
investors, in conjunction with our current
client base and our clients’ goals.”

Katy Zillmer is ACA International’s
Communications Specialist.
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