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• Answer polls when they are provided
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• Group leader is the person who registered & logged on to the webinar
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• Group leader sign bottom of form
• Submit group attendance form to training@bkd.com within 24 hours of webinar
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certificate within 15 business days of webinar. Due to the large volume of certificates 
of completion issued, requests to reissue lost or misplaced certificates will be 
honored up to 60 days following the webinar
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Introduction
COVID-19 resulted in a year filled with extraordinary challenges – with the pandemic

effectively putting lives on hold & creating unparalleled adversity for the healthcare
industry
Many of the systemic challenges exposed during the pandemic have continued, & it  

is important to understand the ongoing issues as we work toward a return to  
“normal“ 
In this session, we will 

• Identify & develop strategies to assist with census recovery

• Understand the impacts of the public health emergency on our workforce &

• Evaluate the short- & long-term impacts of the COVID public health emergency on our 
operations & the regulatory & operational challenges left in the wake of COVID



COVID-19 Impact on LTC Industry: Rethinking     
Care Delivery/Operational Imperatives

Increased focus on least restrictive environment & comprehensive 
community-based alternatives , e.g., senior housing 

Decreased reliance on in-person contact to enhance both 
resident/staff safety & consumer preference & focus on technology to 
address occupancy, staffing, & managing operations

Development of marketing strategies with an emphasis on 
transparency, to enhance & re-establish public trust/confidence 

Increased participation in available value-based models for delivery of 
comprehensive & improved quality of care



 Optimize long-term viability & position of the organization
• Identify potential areas & opportunities resulting from market shifts &/or 

regulatory changes, including RFP/CON-driven prospects for additional 
models or capacity increases

• Acknowledge the importance of agility in order to react quickly to market 
changes & opportunities

• Recognize & incorporate the likely shift in payor mix into analyses
• Prioritize opportunities for program &/or product line development &/or 

expansion across service lines

Objectives in a Post-COVID Environment



 Identify market opportunities for rebuilding census 
 Relationship building – partnerships

• Hospitals/other referral sources more likely to maintain strong referral relationships with 
high-performing providers 

 Workforce restructuring 
• COVID-19 has dramatically heightened caregiver shortages that were already facing the 

industry
 Communication & technology 

• For resident care delivery & monitoring, resident engagement as an adjunct to in-person 
congregate activities, marketing

 Quality & safety – paramount for both residents & frontline staff
 Financial modeling 

Strategic Priorities Going Forward 



 Gain insight into current organization relative to the market
• Evaluate existing position within the service area

› Understand services needed 

› Be an active listener 

• Recognize competitive pressure to stay at home 
• Identify challenges both internal & external to the organization including but 

not limited to COVID-19, e.g., operational, regulatory, or competitive concerns

Tools for Recovery: Market Awareness



 Rebuilding census
• Identify & utilize key metrics to establish a baseline to evaluate 

historical, current, & ongoing market position, organizational strengths 
& opportunities arising from post-COVID & other shifts in consumer 
preferences

• Look at everything 
• Be intentional & communicate your WHY 
• Be flexible & reset as needed 

Tools for Recovery: Market Awareness



Pulse SNF Dashboard Menu

(1) Non-Specialty Beds Only

Source: Inpatient & SNF Claims, FFS Beneficiaries, Medicare Standard Analytic File



SNF Market Share Comparison

Source: Inpatient & SNF Claims, FFS Beneficiaries, Medicare Standard Analytic File, Q3 2020



HHA Market Share Comparison

Source: Inpatient & SNF Claims, FFS Beneficiaries, Medicare Standard Analytic File, Q1-Q3 2020



SNF 2020 Service Line Comparison

Source: Inpatient & SNF Claims, FFS Beneficiaries, Medicare Standard Analytic File, Q1-Q3 2020



Impact of COVID

Workforce & Census

Staffing shortages across all healthcare organizations

Increase use of agency & overtime to cover vacancies 

Reductions in staff levels in response to decrease in census







Workforce Current Concerns

Other industries are our competition & competitive wages

Many have not returned to work

Vaccinated & nonvaccinated workforce 



Evaluation of Current Status  

Staffing levels, ratios, skills  

Real cost of turnover & contract staff

Comparison with industry standards or competition



Real Strategies to Move Forward

Recruitment of a qualified workforce

Culture, mentoring, & career ladders to retain the best

Pay rates, incentives, & benefits to create a career



Recruitment strategies
• “Coopetition” (cooperation with your competitors)
• Look to churches, synagogues for unemployed/underemployed  
• Look to high schools & vocational/technical schools 
• Partner with local CNA/CMA /EMT programs
• Create your own CNA program
• “Scholarship” CNA school 
• Make applying, interviewing, & onboarding seamless & fast
• Use of software to automate identification of candidates 

Workforce Recruitment



Retention strategies
• Employee orientation/training
• Leadership training for supervisors
• Culture is key to your success
• Explore opportunities for intergenerational experiences/child care
• Develop career ladders/latices 
• System for consistent feedback 
• Develop structured mentorship programs 
• Use technology to communicate regularly with employees

Workforce Engagement



Retention strategies
• Greater flexibility in scheduling

› Four- or six-hour shifts during peak times

› Use of computerized scheduling & filling open shifts

• Use of incentive programs
› $0.25 each pay period up to $2/hour for on-time without call-offs

• Provide cellphone apps that allow employees to get pay advances
• Provide transportation – bus passes, Uber, etc.
• If you don’t offer on-site child care partner with a nearby provider

Workforce Pay & Benefits



Retention strategies
• Advancement opportunities through education & skill enhancement

› Partnering with education institutions
• Real career advancement to LPN, RN, administrator, certified dietary manager, social 

worker, etc.

› Utilize computer-based education programs for skill enhancement

Workforce Pay & Benefits



 Establish your team of trusted associates  

 Assess the current situation

 Define goals 

 Develop an action plan 

 Implement, measure, & refine 

Positioning Your Organization for Success

Current state Define what success 
looks like 

Meet weekly & 
hold team 

accountable 
Communicate 

success & failure

Be agile & be 
willing to make 
changes to your 

plan



Tools for Recovery: 
Partnerships/Relationship Building 

Narrowing networks of providers with need to demonstrate clinical excellence, ability to 
manage complex issues, investment in technology, &  IT sophistication & 
interoperability 

Messaging our value & reassurance of smooth & safe care transitions from hospitals 
are more important than ever post-COVID. Hospitals are seeking to work with facilities 
than can prevent rehospitalization, e.g., reduction in medication errors

Transition to & participation in value-based care – the shift toward increases in clinical 
capabilities & integration is creating opportunities for partnering with primary care 
networks, ACOs, & Medicare Advantage networks



Tools for Recovery: Communication & 
Technology
Develop creative means to facilitate community involvement 

Marketing strategy – “How I will keep you safe”

Ongoing use of technology as adjunct to versus “in place of” in-person communication 

Integration of telehealth & other health-related technologies to facilitate continuity  in 
resident-centered care



Tools for Recovery: Communication & 
Technology
Families will evaluate the ways facilities use technology to maintain communication & 
resident engagement 

Evaluate ability to support new technology

Assist staff, residents, & families on technology adoption 

Assess ways to utilize technology to increase staff efficiency 



COVID: A year of change in regulatory expectations
• Infection control program

› PPE access & utilization 
› Staff screening
› Staff testing
› Resident isolation & quarantine
› Resident COVID testing 

• Visitation
• COVID vaccine administration  

Tools for Recovery: Regulatory Compliance



Focus on Quality & Safety
Expectations for quality of care & quality of life

Achieve expected outcomes of care, including transition to lower level of 
care – home care, assisted living, housing, home 

Prevention of negative outcomes – hospitalizations, falls, infections, wounds 

Client satisfaction – post-admission & discharge surveys  



Financial Modeling
Current state of affairs – key performance indicators, cash flows

Pro forma models – budgets

Identify funding sources

Capital budgets



Revenue

Evaluation of Current Status

Referrals – source & acuity levels 

Occupancy – overall, payors & acuity 

Reimbursement – third-party payors, other patient revenues, & grants 



Expense
Evaluation of Current Status

Staffing – levels, positions, technology  

Agency 

Vendor contracts – review, renegotiate terms, rebid 

Campus services & space



Review, Revise, & Adapt 

Moving Forward 

STEP 1: Identify lessons learned 

STEP 2: Review programs to be modified/retained

STEP 3: Assess programs to be discontinued & impact 

STEP 4: Explore establishment of new program 

STEP 5: Identify impact on existing operations 



Charting the Course
START FINISH

Identify & 
understand 
regulatory 

Outline program 
requirements 
operational, 

staffing, capital 

Submit 
applications for 

establishment or 
licensure 

Monitor & 
transition

Team Development
Internal & external stakeholders 

Consultants as needed 
Architectural, financial, etc.  

Developing Plan 

Plan Refinement 
Improvements to projections 
Adjustments to assumptions 



Operating Budgets 

Stabilized year 

Phase in & out of programs 

Establishment of model – developed with flexibility for updates & 
changes 



 Understand impacts  

 Define goals 

 Develop an action plan 

 Implement & refine 

Positioning Your Organization for Success

Market Factors Physical 
Environment Staffing Quality Financial 



Conclusions
The COVID pandemic continues to be the overarching concern

impacting the healthcare industry as a whole & is causing a re-
evaluation of the way that care is delivered & how it is paid
The industry will continue to see the effects of the pandemic in 

changes to payment systems & licensure/certification requirements, 
as well as the expected mergers, sales, & consolidation of 
healthcare providers
As always, providers should pay close attention to the 

changes proposed & implemented by government 
oversight agencies



John Harned | Director | jharned@bkd.com

Deborah Lynch |  Managing Director | dlynch@bkd.com

Anna Rizzo | Managing Director | arizzo@bkd.com



Continuing Professional Education 
(CPE) Credit

BKD, LLP is registered with the National Association of State Boards of 
Accountancy (NASBA) as a sponsor of continuing professional 
education on the National Registry of CPE Sponsors. State boards of 
accountancy have final authority on the acceptance of individual 
courses for CPE credit. Complaints regarding registered sponsors may 
be submitted to the National Registry of CPE Sponsors through its 
website: www.nasbaregistry.org

The information contained in these slides is presented by professionals for your information only & is 
not to be considered as legal advice. Applying specific information to your situation requires careful 
consideration of facts & circumstances. Consult your BKD advisor or legal counsel before acting on 
any matters covered 

http://www.nasbaregistry.org/


CPE credit may be awarded upon verification of participant 
attendance

For questions, concerns, or comments regarding CPE credit, 
please email the BKD Learning & Development Department at 
training@bkd.com

CPE Credit



bkd.com/hc | @BKDHC

BKD COVID-19 Resources: bkd.com/covid-19-resource-center

https://www.bkd.com/covid-19-resource-center
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