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The Ziegler CFO HotlineSM survey for August focused on the level of post-acute activity among senior living 
providers as well as observations and predictions of changes in the sector. More than 110 CFOs and finance 
professionals responded to the survey, which asked questions about changes being observed in their healthcare 
units, how providers are responding to healthcare and payment reform, as well as their estimates of competitiveness 
in the future. Roughly 63% of the respondents were from single-site organizations and the remaining 37% 
represented multi-site provider organizations.  
 
The initial question gathered feedback on the amount of overall time that organizations are spending on matters 
related to post-acute activities. As can be seen below, providers estimate that roughly 34% of their time these days is 
being spent on post-acute activities compared to 21% three years ago.  
 
 Today One year ago Three years ago 
What percentage of your time is being 
spent on post-acute activities… 

34% 28% 21% 

 
 
Providers also were asked what their organizations have done in the past two years to better understand and 
navigate the post-acute healthcare space. Providers were most likely to have increased focus on measurement and 
data (69.2%) and were least likely to have partnered with a third-party consultant to navigate the space (22.4%).  
 

 
 

 
Additionally, respondents were asked to give feedback on what their organizations have been experiencing in their 
healthcare settings. These changes likely have been driven by healthcare reform and alternative payment models (e.g. 
bundled payments, etc.). Providers are most likely to be experiencing decreased length of stays (74.3%) and 
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individuals with more acute needs than in the past (61.0%). Roughly a third indicated that more treatment plans 
avoid skilled care altogether.  
 

 
 
About 42% of those who responded to the survey indicated that they are in a bundled payment agreement. Among 
those organizations, about 12% indicated that they have partnered with a “convener” to assist in the bundled 
payment agreement. The two most commonly mentioned conveners were PACN (Post-Acute Care Network) in 
Cincinnati and Remedy Partners, headquartered in Darien, CT.  
 
The final question aimed to assess level of optimism within the organizations. As can be seen below, about 7 out of 
10 indicated they are somewhat or very optimistic about their organization’s ability to effectively compete in the 
post-acute space. There were differences between the multi-site and single-site organizations and their perceptions 
of future success in post-acute. Multi-site organizations were more likely to be somewhat or very optimistic 
compared to single site organizations.  
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Additionally, the survey asked CFOs for any additional comments regarding the topic of post-acute activities. Below is a 
subset of these comments.  

• “We are seeing the market shift in this direction more and more every day.  Our statistics already reflect a reduction in SNF dc's from the 
hospital and increase in home-health discharges.” 

• “Continues to change and evolve almost on a monthly basis.” 
• “Our industry will need to figure out how to provide quality services for less revenue.  We need to market how we add value and save 

overall health care spending.” 
• “Harder every year. We get squeezed on the payment side and more and more is expected from us, the provider. Also harder to collect.” 
• “Reduced reimbursement is making the business very tough.” 
• “We are finding that a greater % of our SNF beds, by occupancy % (80%+) are now for long-term care (Medicaid). We are re-tooling to 

create more attractive post-acute Medicare settings to build a more favorable reimbursement scenario.” 
• “We, along with another area NFP CCRC organization have either been planning or executing the development of Post Acute Care 

Network LLC for 4 to 5 years.” 
• “We are in the process of right-sizing our organization to expand the number of Independent Living Communities as compared to our 

current Skilled Care Facilities.” 
• “ACO integration has been slow but steady.  Keeping pace with shorter stays and much higher volume of activity with higher acuities has 

been the challenge and the focus.” 
• “We are seeing fewer patients, with higher acuity, and shorter authorized stays.  The narrowing of networks in our area does not include 

quality as a component.  The hospitals claim its considered, but being the only 5-star in the area and still being excluded, indicates 
otherwise.” 

• “Working hard to find a niche that sets our organization apart from other providers.” 
 
 
 
 
The senior living organizations’ responses included in this report have been collated without verification of the accuracy of the data/comments therein. 
The results provided do not express an opinion of nor can they be guaranteed by Ziegler. 
 
PREPARED BY: 
LISA MCCRACKEN 

Senior Vice President  
Senior Living Research & Development 
Ziegler  
Investment Banking |Senior Living 
Direct: 312.705.7253   
Toll free: 800.366.8899 e-mail address: lmccracken@ziegler.com 
 


