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A Conversation with RadNet on 
Scaling Revenue Cycle Operations 
Through Payment Automation

C U S T O M E R  S P O T L I G H T

As healthcare organizations continue to face staffing shortages, increasing payment 
complexity, and growing transaction volumes, many revenue cycle leaders are asking  
the same question:

How do you continue to grow without adding more people?
During a recent webinar hosted by Availity and MediStreams, Michael LeBlanc, Vice President 
of Revenue Cycle at RadNet, shared how his team answered that question by transforming 
the organization’s payment workflows through automation.
This Customer Spotlight captures highlights from that conversation. To hear the full 
discussion, watch the complete webinar.

How one of the nation’s largest outpatient imaging 
providers achieved 100% remittance automation while 
creating capacity for growth without adding staff.



Customer  Spotlight: A Conversation with RadNet 2Medistreams ©2026

Q: Before we talk about automation, help 
us understand the scale of RadNet’s revenue 
cycle operation.

Michael LeBlanc: Scale is really what drove us 
to rethink how we handled payments.

RadNet is the largest provider of freestanding 
outpatient imaging services in the United 
States, with more than 440 imaging centers 
across the country, a number that’s growing 
almost every month through acquisitions. 
Every new practice brings its own billing 
systems, bank accounts, and operational 
processes.

On an average day, we’re processing nearly  
$10 million in payments, and this year 
we’ll post more than 70 million payment 
transactions while managing approximately 
1.5 million claims every month. That’s an 
incredible amount of activity moving through 
the revenue cycle.

When you operate at that scale, manual 
processes simply don’t keep up. We knew 
we needed a better way to manage payment 
posting and reconciliation as the organization 
continued to grow. 

Q: What was the biggest challenge you were 
trying to solve?

Michael LeBlanc: When I joined RadNet, one 
thing became obvious almost immediately: we 
had an opportunity to rethink how our team 
was spending its time.

We knew we needed a better 
way to manage payment 
posting and reconciliation as the 
organization continued to grow. 
—	Director of System Revenue Cycle, 
	 Large Academic Health System

“
”

Our payment posting staff was spending 
about 80% of their day on repetitive 
manual work: reviewing remittances, printing 
documents, scanning paperwork, rekeying 
information, and confirming that deposits 
matched what was being posted into our 
revenue cycle system.

That wasn’t sustainable.

I wanted our team focused on the work that 
actually requires human expertise, such as 
researching exceptions, resolving issues, 
and improving payment performance, not 
performing the same manual tasks over and 
over again.

Around the same time, we also knew 
significant organizational growth was coming. 
I gave myself a personal challenge: absorb that 
growth without adding staff.

That became one of the primary goals driving 
our automation strategy. 
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Q: How did Availity and MediStreams help 
you accomplish that?

Michael LeBlanc: For us, it wasn’t about 
replacing people. It was about changing the 
type of work people were doing.

Availity provides the electronic remittance 
connectivity that serves as the foundation of 
our payment workflows, while MediStreams 
handles what I call the “last mile”— converting 
paper remittances, matching payments, 
reconciling deposits, and helping us identify 
the true exceptions.

That combination gave us confidence to 
automate much more of our posting process.
Instead of reviewing every payment manually 
before posting, we now know the deposit has 
already been matched to the remittance. If 
something doesn’t match, that’s what our staff 
investigates.

We’re no longer spending our time reviewing 
the rule. We’re spending our time managing 
the exceptions.

That’s a much better use of everyone’s 
expertise. 

Q: What impact has that had on your 
organization?

Michael LeBlanc: The biggest result is 
that we’ve been able to continue growing 
without increasing staffing levels in payment 
operations.

Since beginning this transformation, RadNet 
has grown more than 15%, yet we’ve absorbed 
that additional volume with our existing team. 
In some areas, we’ve actually reduced the 
amount of manual posting work because paper 
remittances are converted into electronic 
transactions that flow directly into our existing 
processes.

Automation also helped improve one of our 
most important financial metrics.

Over the past four years, we’ve reduced 
Days Sales Outstanding (DSO) by 
approximately 20%, moving from 33 days  
to just under 25 days.

Payment automation isn’t the only reason for 
that improvement, but it has absolutely been a 
major contributor by helping us post payments 
faster and more consistently. 
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Q: Was there a particular capability that 
changed the game for your team?

Michael LeBlanc: Financial reconciliation.
Before MediStreams, we manually reviewed 
payment activity to confirm money had 
actually been deposited before it was posted 
into our revenue cycle system.

Today, MediStreams automatically matches 
deposits with remittances and immediately 
highlights only the items that require attention.

That gave us the confidence to enable 
automatic posting within our revenue cycle 
application.

Instead of manually validating every 
transaction, our team focuses only on the small 
percentage of payments that truly require 
investigation.

That’s where we add value.

Q: RadNet has grown rapidly through 
acquisitions. How has automation  
supported that growth?

Michael LeBlanc: Every acquisition is different.

Some organizations come with different 
clearinghouses. Others use different banking 
relationships or practice management systems. 
Sometimes we’re managing legacy accounts 
receivable while transitioning to our standard 
platform.

There’s never a standard playbook.

One of the things I’ve appreciated is that both 
Availity and MediStreams have been flexible 
enough to meet us where we are. Whether we 

need to support multiple billing systems, split 
remittances between platforms, or maintain 
visibility during a transition, they’ve helped us 
solve those challenges.

Without that flexibility, I honestly don’t think 
we could have scaled as effectively as we have. 

Q: You’ve referred to Availity and 
MediStreams as partners rather than 
vendors. Why?

Michael LeBlanc: Because they behave like 
partners.

I joke that it’s my responsibility to help them 
build a better product.

When we identify opportunities for 
improvement, they listen. We’ve worked 
closely with the MediStreams development 
team to enhance capabilities like posting 
management, and those enhancements have 
benefited not only RadNet but other healthcare 
organizations as well.

That’s not a vendor relationship.

That’s a partnership.

They understand healthcare operations, they 
understand where we’re trying to go, and 
they’ve consistently helped us prepare for 
future growth, not just solve today’s problems. 
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Watch the Full Conversation
This Customer Spotlight captures only a portion of the discussion.

To hear Michael LeBlanc’s complete insights, including additional advice 
for healthcare revenue cycle leaders, watch the full webinar.

www.MediStreams.com

About MediStreams
Medistreams is a premier provider of automated revenue management systems for healthcare. Purpose-build 
for the complexity of the remittance data, MediStreams ingests remits from any source (lockbox, pdf, EDI), 
converts them into standardized, posting-ready outputs, and delivers fast, accurate cash application with deep 
operational visibility. Healthcare providers, clearinghouses, and financial institutions choose MediStreams to 
automate manual tasks, expedite reconciliation, and protect margins, all with premium-level customer support. 
Follow us on LinkedIn and learn more at www.MediStreams.com ©2025 MediStreams. All rights reserved.

Q: What advice would you give to other 
revenue cycle leaders considering payment 
automation?

Michael LeBlanc: Start by looking at where 
your staff spends the most time.

Identify the repetitive tasks that don’t require 
critical thinking and ask whether those 
activities can be automated.

Know your baseline performance before 
you begin, because you need to understand 
where you’re starting before you can measure 
improvement.

Most importantly, choose technology partners 
that understand healthcare and are willing to 
grow with you.

The right partner doesn’t simply implement 
software. They help you solve business 
problems.

Looking Ahead
For RadNet, payment automation wasn’t 
simply about eliminating paper or accelerating 
payment posting.

It was about creating a revenue cycle operation 
capable of supporting long-term growth.

By combining Availity’s nationwide connectivity 
with MediStreams’ payment automation and 
reconciliation capabilities, RadNet transformed 
how payments move through the organization, 
freeing staff to focus on higher-value work, 
improving financial performance,  and building 
the operational capacity to support continued 
expansion.

https://availityllc.ondemand.goldcast.io/on-demand/b168e5b4-11e1-4161-8b3f-eeb1eba8ccd3

