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Decision Brief - ReferralFlow

Y ReferralFlow

THE PROBLEM

Most programs fly blind on business development.

Census problems rarely announce themselves. By the time referral volume
drops, the relationship issues causing it are 30 to 60 days old. Standard CRMs
weren't built for this workflow. Spreadsheets don't scale past two liaisons.

30-60

Day lag

(0) 00

Transition risk

Directional visibility

Between relationship decline
and visible census impact.
You're always managing

yesterday's problem.

You know meetings happened.

You don't know which
accounts matter, or whether
the right ones are being

When a liaison leaves, their
relationship history walks out
with them. No handoff. No
institutional memory.

visited.

The core issue isn't effort—it's signal. Your liaisons are out in the field every day. The question is
whether you can see what they're doing, which accounts are moving, and where to intervene before
something goes sideways. ReferralFlow is built to provide that signal.

Dashboard [

Y ReferralFlow

Good morning Josh
Friday, February 20, 2026
Here's what needs your attention today

Meetings yesterday Meetings this week Accountsin At Risk Accounts Accounts with stage
Target: 0 Target: 0 Conversion (30d) (Conversion+ &=14d change this week
%ot0 target 0.0%to target no contact) 111{90d)

Meeting Trends

v
7d 304 | s0d |4 |a1InsIGHTS

Team Insight
Kaiya Everett is diligently following up with
accounts to foster stronger relationships
and ensure no opportunity is missed.

Contact

10 Risk

Summit Highlands Senior Community is all
set with current providers; discussions are
needed to understand the relationship
change.

0
Feb13  Febid  Febis Febi7 Fepls Feb1s  Feb2o Review

RECENT MEETINGS (yesterday and today)

Opportunity
Corona Valley Medical Pavilion is happy
with our services and continues to provide
referrals.

Filter by Lialson:  c1,occ 2 opiion.

2/20/26 Summit Valley Medical

Converson Pavilion Engage

Manager dashboard — live activity, at-risk accounts, and Al-generated insights in a single view.

referralflow.care 1
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WHAT IT DOES

Five things that change

Y ReferralFlow [@] E @]
how you operate. -
e

Activity

Molly Green
Coaching

1d 7d | ((30d ) [ 90d

1 Account-Level Activity Tracking
Every visit logged records liaison,
account, stage and more. See who is
being visited, who is not, and how long e s i

since last contact. = I

Focus Five - Week's Recommendations

Confidence Level

1.Kaiser Health Network- 0.9 Follow_up_gap  Relationship_risk
1.Dr. Hastings Medical Group- 0.9 Conversion gap ~ Follow_up_gap

2.East Side Medical Pavilion- 0.85 Positive_momentum  Conversion_gap

2 At- RiSk Account Alerts 2.McKinley Family Medical- 0.85 Positiy 1t Foll

Accounts at various stages without -5 dedoCommunkty Medal Carer-08 Pl
contact are automatically flagged for
manager review. Configurable
thresholds by stage.

Liaison Coaching View Team coaching view — per-liaison activity trends, portfolio by
3

stage, and Al insights.
Per-liaison performance metrics,

portfolio health, and trend data. Run 4
coaching sessions from actual

; . No EMR integration required. Works
numbers, not impressions.

alongside your existing clinical systems.
Liaison data stays in ReferralFlow; clinical
data stays in your EMR. No IT project to get

2 Voice-to-Log Note Entry started.

Liaisons record notes by voice in the
field or simple form. Structured
analysis auto-generated for manager
review.

5 Allnsights on Accounts and Team

Surfaces relationship changes and risk
signals from activity patterns—not
manual reporting.

referralflow.care 2
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HOW IT COMPARES PRICING
Built for hospice workflow.  Simple. Per seat. No
Not adapted to it. surprises.
GENERIC
CRM LIAISON MANAGER
Setup Months, often Live in minutes, $100/mo $400/m0
needs admin self-serve
Full mobile Team dashboard,
. . access, voice coaching view,
Account Generic sales Hospice- . . .
ineli ifi text logging, account activity reporting,
stages pipeline spect Icf contex tracking, and Al and Al insights
and logic insights. Per across all liaisons.
active liaison.
Field Typed forms Voice logging,
note mobile-first
entry
At-risk Manual Automatic, by Implementation Timeline
alerts reports stage and days Follow a signup link, configure your liaison team,
since contact and you're operational. Live in Five...minutes.
Seriously. No IT support needed.
Al Limited or Account- and
insights manual liaison-level ‘
narrative ERsterekion (et ] (o]
Accounts
. Activity
Coaching Export to Per-liaison NevsConversions B vz vote s Rik staled Consderaton
tools spreadsheet dashboard, built oet | New Conversions (last 14 days) High Value At Risk
in ““’ e e s
Cost Often $300- $100-
$500+/user + $400/user/mo

referralflow.care

administration,
customization,
add-ons...

Advancing Accounts (past 7 days)

ledical Center
ont:

Valley Gate Medical Center
o contact 2720126

ical Group - Corona
act:

Community Regional Medical Center
2 ontact; 2112126
M

Accounts activity view — new conversions, advancing accounts, at-

Santa Anita Convalescent Center

Stalled Consideration

y Health
5t contact 10526,

Regional Health Group
< 5t contact 106/26.

risk, and stalled in one screen.
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FOR YOUR PROGRAMS

Where this makes an immediate difference.

Multi-program organizations face a specific visibility gap: the person
responsible for growth often has no direct line of sight into what's happening
on the ground in each territory.

MULTI-PROGRAM OVERSIGHT LIAISON TRANSITIONS
Gain visibility across programs. Protect account relationships when staff
turns over.

See activity levels, account health, and

at-risk flags across all your programs. All relationship history stays in the
No more waiting for weekly calls to find system. When a liaison leaves, their
out what's happening. accounts don't go dark—the next
person picks up exactly where they left
off.
COACHING & PERFORMANCE IN-SERVICE FOLLOW-THROUGH
Coach to the data, not the feeling. Verify that in-service work drives actual
engagement.

Per-liaison dashboards show visit

frequency, stage distribution, and Log in-service visits as account

trending accounts. Run 1:1s from the touchpoints, then track whether those

same screen both of you can see. accounts actually advance in stage—
closing the loop from education to
referral.

Worth a brief conversation about a free trial? hello@referralflow.care

. L . referralflow.car
We'll discuss scope, timeline, and success metrics. No sales ererrattiow.care

theater.
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