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Children’s National Hospital Aces  
Cerner Revenue Cycle Go-live Despite Pandemic

ARTICLE

S&P HELPS LIFT REVENUE CYCLE/IT/ VENDOR REL ATIONSHIPS “TO A WHOLE NEW LEVEL .” 

Keeping a massive go-live on track under any circumstances is an admirable feat. Getting one right, in the middle  
of a global pandemic, required a special mix of experience, dedication, communication skills—and diplomacy. 
 
Children’s National is the leading pediatric hospital in the DC-MD-VA region and is ranked as one of the top 10 pediatric 
hospitals in the country by U.S. News & World Report. Last year, they treated more than 219,000 children from around 
the world.

With a large ambulatory practice network, and a footprint that spans three different payer geographies (Washington DC, 
Maryland, and Virginia—each with their own requirements and practices) the Children’s National revenue cycle team 
faces exponential challenges compared to many other organizations. Also, as a pediatric facility, their patient population 
relies less on Medicare as a payer than many similarly sized healthcare networks.

The Children’s National team began a journey to adopt Cerner’s Clinically Driven Revenue Cycle™ (“CDRC”) in 2017  
but encountered some setbacks during implementation that stalled progress.

In 2018, Children’s National resolved to bring in a third-party consulting resource to try and put the effort back on track. 
Engaging with S&P Consultants, a new dynamic was soon created that restored the team’s conviction that the Cerner 
CDRC was a well-matched solution to the needs of the health system—and that all stakeholders would be ultimately 
pleased with the outcome.

It was a process that was initially aided by S&P’s 25 years of direct Cerner experience, combined with the successful 
completion of multiple recent Cerner/CDRC engagements.

“S&P brought an incredible depth of knowledge to our Revenue Cycle project,” observed Mary Daymont, VP Revenue 
Cycle & Care Management for Children’s National Health System. “[Vendors] aren’t always able to assign senior 
resources to every project and without the S&P team, there would have been a huge gap for us. Working with Cerner, 
they lifted the relationship to a different level.” 
 
 
A PROVEN APPROACH TO ENGAGE CLINICIANS AND WIN CONFIDENCE FROM LEADERSHIP 

Initial discussions with S&P Consultant’s Chief Strategy Officer, Zach Johnson, and the hospital’s board, helped 
establish a higher level of confidence in the renewed effort, with the introduction of concrete milestones and S&P 
InTegrity SM—an implementation framework designed for transparency and accountability.

As the implementation progressed, additional S&P resources were introduced, including several clinicians and  
revenue cycle specialists with “client-side” experience in hospitals and clinical settings.  
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Creating these relationships was especially helpful as Children’s National’s implementation activities were in lockstep 
with the COVID-19 pandemic’s surge.

“It was obviously challenging to plan a go-live during a pandemic,” Daymont says. “[S&P’s clinician consultants] made  
it as painless as possible, with robust communication and hybrid training sessions, in-person and remote, so that the  
go-live came off without a hitch. 

“The feedback from our clinicians and ambulatory network partners was overwhelmingly positive. There wasn’t a single 
complaint—and this was during a time when so many of them were focused on COVID, distracted, fatigued, and 
worried,” she says. 
 
 
THE ABILIT Y TO EXTEND AND TAILOR CERNER’S SOLUTION  

With decades of experience in bringing Cerner’s vast capabilities to fruition under the “real world” conditions of hospitals 
with long-established practices and unique needs, the Children’s National implementation benefited from additional 
attention in coordinating particular workflows with the CDRC solution.

“As a children’s hospital, we have a different payer structure than many other organizations that are more Medicare-
driven,” Daymont explains. “As a result, we have to be very buttoned-up in timely charge submissions, for example. One 
late addition can result in a 100% loss for a claim, with no forgiveness, so the stakes are high. If you look at a 35-day 
stay in the NICU and a single day’s charges are off, the entire claim might be held up. So, obviously, we go to extra 
lengths to coordinate all of the authorizations and ensure that every aspect of the claim is presented in the right format.”

In addition to accuracy gains, Daymont’s team was also looking forward to new capabilities with a patient-centric aim:

“Our revenue and billing people are very excited about some of the new functionality Cerner is providing, like the ability  
to include multiple patients within the same family on a single bill, and to consolidate multiple services on a single bill. 
This is a request that was driven by patients and made possible by Cerner.” 
 
 
EARLY SUCCESS WITH CRITICAL REVENUE KPIs  

Months after go-live, early data are pointing toward some impressive transformations in Children’s National’s revenue 
cycle landscape.

“Our CEO and Board have been incredibly pleased with the ability to see metrics clearly at the macro level—and we 
have reported some great KPIs since implementing the Cerner RevCycle solution,” Daymont says. “Against Cerner’s 
GL mapping benchmark of 85%, we’ve already achieved better than 94%. And in terms of accuracy of charges posted 
in the first month, we exceeded their 80% benchmark and hit rates of 94% there too. Our DNFB metrics are improving 
steadily and have already exceeded benchmarks by far.

“So many doors have been opened to us now in terms of revenue cycle management,” Daymont says. “Moving from an 
over-reliance on paper, to a 21st-century system with optimization options to use natural language processes and AI 
technology for tasks like docu-coding is very exciting.” 
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A WIN-WIN-WIN DYNAMIC  

The engagement has delivered benefits beyond the initial CDRC metrics as well. The trust between Children’s 
National’s IT and clinical teams has been strengthened, Children’s National’s leadership has recognized its 
managers for a job well done, and confidence in Cerner solutions is running high.

“S&P has changed the relationship our revenue group has—both with our own IT department and Cerner. 
They’ve lifted the relationship to a whole new level—and it wasn’t just agreeing with everything we said either,” 
Daymont concludes. “They were very helpful in helping all parties understand the needs, priorities, and practical 
capabilities of the other stakeholders, really serving as a ‘translator’ among the parties. We wouldn’t be where 
we are if it wasn’t for S&P.”


