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Solution: Sentry DataNext 
Pharmacy Analytics

Boston Medical Center (BMC) is the largest safety net hospital and busiest trauma and emergency 
services center in New England, with approximately 25,000 inpatient discharges and over 
one million outpatient visits per year. BMC also owns and operates a Medicaid MCO covering 
approximately 300,000 beneficiaries in Massachusetts and New Hampshire.

The challenge
Maximizing pharmacy revenue capture

BMC serves a diverse population, including a disproportionate 
share of minority and low-income patients. More than 80 percent 
of its patients are covered through a government payer program, 
while 10 percent are uninsured, and approximately 50 percent 
have annual incomes of less than $20,000. These factors present 
a tremendous challenge for BMC in its quest to remain financially 
viable while maintaining its mission to care for patients both at 
the medical center and across the community. 

BMC aggressively analyzes its revenue stream and assures 
the highest quality of care for its patients, with the pharmacy 
line of business being the most recent area of scrutiny due 
to operational inefficiencies and the potential for increased 
revenue. Last year, the inpatient pharmacy spent $16.5 million 
across its 25,000 discharges and $24 million in its clinics. 
The retail outpatient pharmacy, which is by far BMC’s largest 
pharmacy operation, generated approximately $130 million in 
revenue through roughly one million prescriptions annually, 
with most of that coming from specialty pharmacy. 

Realizing that the medical center’s pharmacy department 
was leaving significant potential revenue on the table from 
medications administered in their clinics, David Twitchell, Vice 
President and Chief Pharmacy Officer, directed his team to focus 
on improving the bottom line.

Given the goal to maximize pharmacy revenue, BMC turned to 
Sentry’s patient data intelligence platform to capitalize on its 
one-of-a kind, real-world data set to help automate revenue 
capture capabilities.

The revolutionary change
Adopting the Sentry solution

Sentry worked collaboratively with Twitchell and Anna 
Simonsen, Pharmacy Revenue Cycle Manager, to implement 
Sentry’s DataNext Pharmacy Analytics solution and quickly 
identified the most impactful reimbursement opportunities. 
In partnership with Sentry’s Senturion analytic consulting arm, 
BMC was able to focus on areas that could immediately generate 
increased revenue. 
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BMC’s 30-day DataNext pilot achieved 
an unprecedented 280 percent ROI, 
resulting in a significant impact on 
bottom line revenue. The process 
involved conducting a deep dive into 
their pharmacy billing practices to 
identify inconsistencies, including 
many instances in which drugs weren’t 
even making it to the charge sheets, 
thereby excluding any revenue 
opportunity for the medical center.

“We worried a significant percent of 
our billable events were either not 
charged or charged in a suboptimal 
way, resulting in lost revenue. This 
lack of transparency into our billing 
practices was contributing to a 
revenue model that was unsustainable. 
At BMC, every dollar counts to support 
our mission,” according to Twitchell.   

Another factor that contributed to the 
solid ROI was DataNext’s ability to drill 
down into the billing practices of BMC’s 
most expensive drugs, as shown by 
these two examples:

•  BMC distributes vaccines in high volumes at all of its clinics. 
According to Twitchell, “We needed a better grasp on the 
cost/charge/reimbursement structure among the multiple 
sites that deliver the vaccines and a method to understand 
discrepancies, in real-time, so that we could bill and be 
reimbursed appropriately. Now that we have DataNext, we’re 
confident that we have both a tool and a methodology to 
ensure consistent, quality assurance in our billing practice, 
which will lead to increased revenue capture far into the 
foreseeable future.”

•  BMC analyzed data by service line and discovered several 
key practice areas, including obstetrics and urology, in which 
revenue will be dramatically increased by using DataNext. 
One case in point is a birth control device, Mirena, which 
demonstrated a revenue underestimation of 76 percent. “It’s 
imperative that we achieve the highest possible revenue 
capture on our drugs, whether they are high-volume/low-cost 
or low-volume/high-cost. Bottom line, we must be able to 
substantiate our metrics and bill accordingly,” said Twitchell.

The next big challenge for BMC — 
and one that DataNext was well-
positioned to tackle — is readmissions. 
According to Twitchell, “Since CMS 
introduced its Readmission Reduction 
Program, we’ve implemented several 
innovative and very successful 
programs to address our readmission 
rate. We’re excited to partner with 
Sentry Data Systems to further our 
commitment to keeping patients 
healthy and out of the hospital. We 
believe their longitudinal patient 
database with near real-time 
capabilities will uncover the real-
world insights we’ve been seeking. 
The fact that this database aggregates 
clinical and claims data as well as 
detailed pharmacy data is unique, and 
we believe is the missing link to help 
us solve the readmissions challenge.”

The collaboration
A clear value proposition

Sentry’s patient data intelligence platform enabled BMC to 
identify opportunities to lower costs, capture additional revenue, 
manage utilization and improve quality. BMC’s results within the 
30-day pilot validated to the leadership team that DataNext is a 
solution that will significantly increase revenue. 

“Achieving a 280 percent ROI is just the tip of the iceberg for 
BMC. We’re excited to apply this solution to many additional 
areas of our organization and are confident the results will 
be commensurate to — or even better than — those we 
discovered through the pilot,” remarked Twitchell. “The 
DataNext value proposition is clear…the money you invest,  
you get back – and you get it back quickly, which I think is a 
very strong selling point.” 

According to Simonsen, “Sentry Data Systems clearly had a direct 
line of sight to a return on the investment of a prescription cost, 
so we knew that whatever we spent on the product would be 
returned in multiples through additional revenue opportunities. 
And going forward, I have no doubt we will leverage this solution 
to benefit the patients we serve and the community at large.”

“ “

Now that we have 
DataNext, we’re 
confident that we 
have both a tool and a 
methodology to ensure 
consistent, quality 
assurance in our billing 
practice, which will lead 
to increased revenue 
capture far into the 
foreseeable future.

David Twitchell 
VP & Chief Pharmacy Officer


