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Report Overview (Q1 2026)

Analysis of Q1 2026 reading Captures the shift from survival |dentifies where providers are
behavior across 65,000+ provider mode — performance optimization investing vs delaying decisions
decision-makers mode

Reveals what messaging is Provides actionable campaign

converting—not just engaging strategies for 2026 vendor success
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What Providers Care About in Q1 2026

"Providers in 2026 are no longer stabilizing—they are optimizing for performance, margins, and scalability."
The U.S. provider landscape in Q1 2026 has entered a new phase. After navigating financial instability and workforce crises in 2025,
providers are now transitioning from defensive survival strategies — controlled performance optimization.
However, pressure has not eased—it has evolved.

Providers are now balancing:

Margins Workforce

Margin recovery with long-term sustainability Workforce constraints with automation and productivity
gains

Compliance Technology

Regulatory compliance with operational scalability Technology investments with strict ROl accountability

What Changed from 2025 — Q1 2026

2025 = Survival Mode 2026 = Performance Optimization Mode

Providers focused on weathering financial instability and Providers are now actively seeking solutions that:

workforce crises.

e |mprove financial predictability and margin visibility
e Enable scalable operational efficiency

¢ Reduce dependency on workforce expansion

e Deliver faster ROl with lower implementation risk

[J Vendor Implication: The market has matured. Providers are no longer asking: < "Will this help us survive?" They are

asking: ~ "Will this scale efficiently and improve performance without adding complexity?"

Key Provider Market Signals (Q1 2026)

Margins Stabilizing—But Still Fragile

Hospitals are recovering, but operating margins remain thin and highly sensitive to cost fluctuations.

Workforce Constraints Becoming Structural

Shortages persist, but providers are shifting toward automation-first staffing models instead of hiring.

Automation Investment Accelerating

-

Al, RCM automation, and workflow tools are seeing budget prioritization when ROl is proven.

Revenue Cycle Becoming Strategic Priority

9l

Denials, reimbursement delays, and payer complexity remain top executive concerns.

Compliance Complexity Increasing

New CMS mandates (interop, prior auth) are driving urgent operational adjustments.

Shift to Scalable Efficiency

Providers now prioritize repeatable, system-wide efficiency gains—not one-off improvements.
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Key Provider Market Signals & DistilINFO
Methodology

Operating Margins Under Pressure Workforce Shortages Intensifying

Sustained financial strain forcing cost optimization Clinical staffing gaps driving demand for automation,
and efficiency-driven strategies across health Al, and workflow optimization

systems

12-18% Rise in Operational Costs Efficiency Over Innovation

Labor, infrastructure, and supply chain costs creating Providers prioritizing operational performance,
unprecedented financial pressure clinical outcomes, and ROI over exploratory

transformation

DistilINFO: The Healthcare Provider Industry's Leading
Publication

This report represents the most comprehensive analysis of U.S. healthcare provider attention patterns available in the
market. Unlike surveys that capture what executives say they care about, this analysis measures what they actually
read, when they engage, and how long they spend with content addressing specific topics.

The data comes from DistilINFO's network of specialized healthcare publications reaching over 65,000 senior leaders
across the provider ecosystem, including hospitals, health systems, IDNs, and ambulatory networks. Throughout Q1
2026, we tracked millions of content interactions across hospital operations, clinical workflows, revenue cycle
management, healthcare IT, artificial intelligence, patient experience, and population health.

The methodology combines quantitative engagement metrics with qualitative content analysis to identify themes,
keywords, and topics that consistently capture sustained attention from C-suite executives, vice presidents, clinical
leaders, and directors. We analyzed time-on-page, return visits, social sharing, and email forwarding behavior to
distinguish genuine interest from casual scanning.

O1 02

Monitor 65,000+ Provider Executives Measure Engagement Patterns

Track reading behavior across specialized healthcare Analyze time spent, return visits, content sharing, and
publications targeting hospital IT leaders, clinical attention signals to identify topics generating sustained
executives, operations leaders, and emerging technology interest versus casual scanning across different executive
adopters throughout the year. levels.

03 04

|dentify Emerging Trends Extract 2026 Insights

Detect shifts in topic prioritization, emerging concerns, and Translate behavioral data into actionable intelligence for
changing keyword usage patterns that signal evolving vendors, identifying messaging frameworks, content
challenges and strategic pivots across the provider themes, and campaign strategies that will capture provider
landscape. attention in the coming year.

Audience Composition

8K 12K 45K

C-Suite Leaders VP-Level Directors & Operational
With ultimate budget authority Influencing technology and strategic Leaders
decisions Managing day-to-day execution and

vendor relationships
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Executive Summary: The Buyer Mindset Shift

01. EXECUTIVE SUMMARY

The U.S. healthcare provider landscape underwent a fundamental transformation in 2025, shifting decisively from
innovation-led growth toward operational resilience, cost control, and margin protection. Analysis of reading behavior
from 60,000+ provider decision-makers—including C-suite leaders, clinical executives, IT heads, vice presidents, and
directors—reveals a sector increasingly focused on immediate operational pressures rather than long-term
transformation.

This shift is driven by persistent financial strain, workforce shortages, declining reimbursements, and rising regulatory
complexity. The result is a provider ecosystem operating in survival mode, where investment decisions are governed by
risk reduction, efficiency gains, and measurable financial impact. This represents the most significant shift in provider
buying behavior in the past decade and will shape purchasing priorities throughout 2026.

Key Buyer Mindset Shifts

Shift 3: From Future to
Immediate Operations

Shift 2: From Growth to
Margin Protection

Shift 1: From Innovation to
Stability

Provider priorities moved from
innovation exploration toward
operational stability, focusing on
workforce efficiency, cost control,
and care delivery consistency.

Shift 4: From Exploration to
Compliance & Quality

Regulatory compliance, quality
reporting, and value-based care
requirements became top priorities,
driven by CMS mandates and
reimbursement models.

Focus shifted from expansion and
new service lines to protecting
margins and optimizing existing
revenue streams amid
reimbursement pressures.

Shift 5: From Hype to ROI
Proof

Interest in emerging technologies
declined in favor of solutions
delivering measurable ROI, cost
savings, and rapid operational
impact.

Executives prioritized solving
immediate operational challenges—
staff shortages, patient flow, and
administrative burden—over long-
term transformation.

Shift 6: From Transformation
to Workflow Optimization

Incremental improvements to
existing systems and workflows
took precedence over large-scale
transformation initiatives.

What This Means for 2026 Campaigns

Marketing must move from innovation storytelling to operational and financial impact storytelling. The most successful
vendors in 2026 will be those who understand that provider buyers are no longer asking "What's next?" but rather
"What will help us sustain and stabilize?"

Frame solutions as enablers that improve margins and financial performance, reduce administrative and clinical burden,
and enhance care delivery efficiency and patient outcomes. Provider organizations in 2026 are operating under
sustained operational and financial pressure—your messaging must align with this reality and demonstrate immediate,
measurable value.
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Attention Heatmap: What U.S. Providers Read in

2025

02. ATTENTION HEATMAP

Operational and financial pressures dominated U.S. provider attention throughout 2025, with analysis of millions of

content interactions revealing a decisive shift toward margin protection, compliance readiness, and workforce

stabilization. The most-read topics reflected immediate challenges facing U.S. hospitals and health systems—declining
reimbursements, rising labor costs, regulatory mandates, and administrative burden—rather than forward-looking

innovation narratives.

Top Attention Drivers (U.S. Provider Market)

3

Hospital Margin Pressure

Nearly 50% of hospitals operated at or near negative
margins. Labor costs remained elevated post-pandemic.
Supply chain and drug costs continued to rise. Negative or
low operating margins forced urgent focus on cost control,
efficiency, and financial sustainability.

Prior Authorization & CMS Mandates

New CMS interoperability and prior auth requirements
effective January 2026 created urgency around
compliance, automation, and workflow redesign.

W

Value-Based Care & Quality Reporting

CMS programs and reimbursement models increased
focus on outcomes, reporting, and performance
improvement. Providers adapted to Star Ratings and risk-
based reimbursement models.

S

Revenue Cycle & Denials Management

Rising denial rates, delayed reimbursements, and payer
complexity drove demand for RCM optimization and
automation. Topics included claims denials, payer-provider
friction, and Medicare/Medicaid reimbursement pressures.

Q00

Workforce Shortages & Labor Costs

Nursing shortages, burnout, and contract labor expenses
pushed providers toward workforce optimization
strategies. Executives actively sought solutions for staff
optimization, scheduling efficiency, and clinical workflow
redesign.

&

Al & Clinical Workflow Automation

Adoption focused on reducing clinician burden, improving
documentation, and optimizing financial and operational
workflows with measurable ROI. Focus areas: CDI, ambient
Al, revenue cycle automation, and patient throughput
optimization.

What This Means for 2026 Campaigns (U.S. Providers)

Lead With

Margin improvement and revenue recovery

Administrative burden reduction

Workforce efficiency and clinician support

CMS compliance and regulatory readiness
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Position Solutions As

e Immediate operational fixes

e Proven cost-saving tools

o Workflow optimization enablers

U.S. provider organizations in Q2 2026 are not

exploring innovation—they are prioritizing
survival, stability, and measurable outcomes.

[ Avoid positioning solutions as "future
transformation".



Keyword Intelligence: Crisis vs. Transformation

04. KEYWORD INTELLIGENCE

Keyword analysis provides the most unfiltered view of U.S. provider concerns, revealing that hospital and health system
leaders searched for operational survival, financial recovery, and workforce stabilization solutions—not
transformational innovation—throughout Q1 2026. Five distinct keyword clusters emerged, each representing a core
dimension of the defensive, performance-driven mindset now defining U.S. provider decision-making.

Leadership & Workforce Stability

Searches such as "hospital CEO resignation 2025," "nursing shortage solutions US hospitals,” "health
system layoffs 2025," and "clinician burnout reduction strategies" spiked consistently, reflecting provider
executives seeking to stabilize operations in a volatile labor environment.

Regulation, CMS & Compliance

Common queries included "CMS reimbursement changes 2025 hospital," "prior authorization requirements
providers CMS," "value-based care reporting requirements,” and "hospital compliance audit preparation
CMS." These highlight urgency around compliance readiness and regulatory risk mitigation.

Financial Pressure & Revenue Cycle

3 Searches such as "hospital margin recovery strategies," "revenue cycle optimization healthcare," "claims
denial reduction strategies," and "health system financial performance improvement"” demonstrated
executives actively seeking tactical solutions to improve cash flow and stabilize revenue streams.

Cost Drivers & Clinical Expense Management

4 Key search themes included "GLP-T1 cost impact hospitals," "hospital drug cost management strategies,"
"reducing healthcare operational costs providers,” and "supply chain cost optimization healthcare." These
reflect providers actively seeking ways to contain rising clinical and operational expenses.

Technology & Al (ROI-Driven Adoption)

Keywords evolved from "Al in healthcare overview"to "clinical documentation Al ROIl," "revenue cycle

) automation tools healthcare," "ambient Al physician documentation benefits," and "prior authorization
automation providers implementation."” Providers are demanding measurable outcomes and financial
return.

Operational Challenges & Workflow Efficiency

non

6 Common searches included "hospital workflow optimization strategies," "reduce administrative burden
clinicians," "EHR integration challenges hospitals," and "patient flow improvement solutions hospitals."
These highlight a provider ecosystem focused on execution efficiency, not transformation vision.

What This Means for 2026 Campaigns

Use language that mirrors provider priorities: Revenue, Cost control, Workforce efficiency, Compliance, Automation.
Your messaging must reflect the exact terms hospital and health system leaders are using when searching for solutions.
Position solutions as revenue recovery enablers, cost reduction tools, workflow efficiency drivers, and clinician burden
reducers—not transformation platforms.

U.S. provider buyers are not searching for innovation—they are searching for financial stability, operational efficiency,
workforce relief, and compliance readiness. Speak their language—not yours.
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Al Reality: From Hype to ROI

05. Al REALITY

The conversation around artificial intelligence in the U.S. provider market fundamentally transformed in 2025—shifting
from aspirational innovation narratives to practical investment decisions driven by measurable financial and operational
outcomes.

Provider leaders are no longer asking "What could Al do?"—they are asking: "How quickly will Al improve margins,
reduce clinician burden, and optimize operations?"

Al is now positioned as operational infrastructure for efficiency and cost control, not as a transformation-led innovation
initiative. However, this opportunity is balanced by significantly heightened ROI expectations, with provider buyers
demanding clear, measurable financial impact, 12-18 month payback periods, and proven deployment models within
complex hospital environments.

Al Is No Longer Al Is Now

e [nnovation-led e ROI-driven
e Vision-driven o Efficiency-focused

e Experimentation-focused e Operationally embedded

Core Al Use Cases Driving Provider Adoption

o

Revenue Cycle Automation Clinical Documentation & Ambient Al
Reduce claims denials, accelerate reimbursements, One of the fastest-growing use cases, focused on
and improve coding accuracy—directly impacting cash reducing physician documentation burden, improving
flow and financial performance. coding capture, and enhancing clinician satisfaction.

Prior Authorization & Administrative Predictive Analytics for Financial &
Automation Operational Planning

Al-driven automation streamlining approval workflows, Hospitals leveraging Al for forecasting patient
reducing delays, and lowering administrative overhead volumes, identifying cost drivers, and optimizing
across care delivery processes. resource allocation.

e

Clinical Workflow Optimization Fraud, Waste & Billing Integrity

Al improving patient throughput, care coordination, Advanced analytics helping providers identify billing
and utilization management—enhancing both inaccuracies, prevent revenue leakage, and ensure
operational efficiency and patient outcomes. compliance with payer requirements.

() Solutions that cannot demonstrate direct financial or workflow impact struggle to gain traction. Position Al as a
financial and operational performance driver—not future innovation. Lead with revenue improvement metrics,
cost reduction outcomes, clinician time savings, and implementation timelines (12-18 months).
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Messaging Gap: Vendor Themes vs. Provider
Needs & The 2026 Playbook

06. MESSAGING GAP 07. 2026 PLAYBOOK

A critical disconnect exists between vendor messaging strategies and U.S. provider buying behavior, representing a
major opportunity for competitive differentiation in 2026.

Vendor Messaging Centers Around

o Transformation of care delivery

e Improved patient and clinician experience

e Advanced digital ecosystems
e Cutting-edge innovation

e Long-term strategic vision

Provider Reading & Engagement Focuses On

Revenue cycle optimization

Cost containment strategies

Workforce efficiency and burnout reduction

CMS compliance and reporting

Workflow automation and administrative

simplification

[ Impact on Buyer Journey: Marketing campaigns generate awareness but lack urgency alignment. Sales cycles
stall due to disconnect with operational priorities. Result: High Awareness - Low Conversion

Six Campaign Themes That Win (U.S. Providers) — Q2 2026

Playbook

Winning in 2026 requires a fundamental reset in provider marketing strategy—shifting from transformation-led
narratives to operational, financial, and workforce-driven messaging that reflects the current realities of U.S. hospitals

and health systems.

el

Revenue Cycle Optimization
& Financial Recovery

Reducing denials, accelerating
reimbursements, improving coding
accuracy - Direct impact on cash
flow, margin improvement, and
financial stability

Financial Pressure & Cost
Containment

Addressing rising labor costs,
supply chain expenses, drug cost
inflation - Enabling cost control
and operational sustainability

i

£

Regulatory Compliance &
CMS Alignment

Meeting CMS mandates, value-
based care requirements, quality
reporting obligations - Audit
readiness, reimbursement
alignment, compliance risk
reduction

2

Workforce Efficiency &
Clinician Burden Reduction

Reducing clinician burnout,
optimizing staffing models,
improving productivity - Strong
demand for automation, scheduling
optimization, and documentation
efficiency

Strategic Execution Guidance

e Lead with financial and operational outcomes across all touchpoints

=

Prior Authorization &
Administrative Automation

Automating prior auth workflows,
streamlining approvals, improving
payer coordination = Critical for
reducing delays and improving
patient access

B

Clinical & Operational
Workflow Optimization

Improving patient throughput, care
coordination, EHR and system
integration = Driving efficiency,
patient outcomes, and operational
performance

e Align website messaging, campaigns, and sales enablement with provider pain points

e Allocate ~80% of marketing resources to these six themes

e Limit innovation-led messaging to ~20% or less

Executive messaging should focus on margin improvement, workforce relief, operational efficiency, and compliance

readiness—not future-state transformation narratives.
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Action Plan & The Provider Attention Formula

08. ACTION PLAN 09. THE FORMULA

Content Strategy Blueprint (U.S. Providers)

Content performance data throughout Q1 2026 reveals clear patterns in what resonates with U.S. provider audiences.
The highest-performing content consistently delivers actionable, implementation-focused guidance for solving real
operational and financial challenges—not high-level strategy or innovation storytelling.

Regulatory & CMS
Explainers

Translating CMS
reimbursement
changes, value-based
care requirements, and
compliance mandates
- Strong engagement
from finance,
compliance, and
operations leaders

ROI Case Studies

Highlighting revenue
recovery, cost savings,
and workflow
improvements -
Highest engagement
when including dollar
impact, denial
reduction %, and time-
to-value metrics

Prior Authorization & Admin Workflow

Guides

Step-by-step automation strategies, workflow

redesign, and payer-provider coordination - High
engagement due to direct operational impact

Revenue Cycle &
Payment
Optimization

Addressing denial
management, coding
accuracy, and billing
efficiency = Critical for
financial leadership and
RCM teams

Workforce &
Operational
Efficiency

Solutions addressing
staffing shortages,
burnout reduction, and
workflow optimization
- Strong resonance
across clinical and
operational leadership

Operational Benchmarks & Performance

Metrics

Peer comparisons, efficiency benchmarks, and

financial performance indicators - Supports internal
decision-making and budget justification

Content Allocation Framework (Q2 -Q3 2026)

10%

N Revenue Cycle & Financial Performance - 30%

N Cost Containment & Operational Efficiency - 25%
% Administrative Automation (Prior Auth, RCM) - 20%
N Workforce & Staffing Optimization - 15%

Strategic & Market Insights - 10%

[ Regulatory and CMS content should be integrated across all themes, not siloed.
The Provider Attention Formula

Financial Impact + ROI +
Compliance + Workflow
Automation = Provider Attention

This formula distills 60,000+ provider decision-maker interactions throughout Q1 2026 into an actionable framework for
capturing attention across U.S. hospitals and health systems in Q2 2026. It is built from observed engagement across
revenue cycle & reimbursement pressure, workforce shortages & clinician burnout, CMS compliance & value-based care
mandates, cost drivers (labor, drugs, supply chain), Al adoption for operational efficiency, and clinical and administrative
workflow challenges.

Financial Impact ROI (Measurable Outcomes)

Providers expect 12-18 month ROI timelines, %
improvements (e.g., 20-30% denial reduction), and

Messaging must include: "Increase net revenue,"
"Reduce denials by X%," "Improve cash flow."
Addresses margin pressure, revenue leakage, denials dollar impact ($1IM+ revenue recovery). Focus on
and reimbursement delays, and rising operational documented cost savings, revenue recovery, and

costs. productivity improvements.

Compliance (CMS & Regulatory) Workflow Automation & Efficiency

Frame solutions as CMS compliance enablers, value- Position technology as operational efficiency

based care support tools, and audit readiness infrastructure. Focus on revenue cycle automation,
platforms. Cover CMS reimbursement changes, quality clinical documentation (ambient Al), scheduling &
reporting, prior authorization workflows, and staffing optimization, and patient flow & throughput.
Emphasize workflow improvement—not digital

transformation.

interoperability mandates.

[ Application Framework: Every campaign, content piece, and sales conversation should incorporate at least 3
of these 4 elements. Campaigns aligning with 3-4 elements outperform others by 5-10x in engagement and
conversion. Solutions that fail to align with at least 3 of the 4 elements struggle to gain traction—regardless of
sophistication or feature depth.
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Strategic Reality & Partner with DistilINFO

10. STRATEGIC REALITY

The evidence from 2025 is clear: Provider attention has shifted from digital transformation, innovation, and future-
state care models — to revenue recovery, cost control, workforce efficiency, compliance, and operational execution.

Option 1: Continue Innovation-Led Messaging Option 2: Align with Provider Reality

Miss provider priorities e Improve conversion rates
Lose engagement e Increase pipeline quality
Waste marketing spend e Drive faster sales cycles

Awareness without action e Stand out and drive measurable engagement

UHERIC IREIE € el Sl elon Shift from innovation-led messaging to outcome-driven
messaging. Lead with financial impact, operational
efficiency, workforce relief, and compliance readiness.
Then support with innovation.

Partner with DistilINFO to Reach the Most Engaged U.S.
Provider Audience

DistilINFO connects you directly with 65,000+ U.S. provider decision-makers actively researching solutions across
hospital systems, health networks, and care delivery organizations. Our platform delivers targeted insights, content, and
engagement opportunities across healthcare IT, operations, clinical workflows, and financial performance—ensuring
your brand reaches providers at the exact moment they are evaluating solutions.

DistilNFO HOSPITAL IT (Weekly) DistilNFO GOV HEALTH (Weekly)

Our flagship provider publication reaching 65K+ Critical for provider compliance and policy
healthcare decision-makers. Focus: Healthcare IT & awareness. Focus: CMS updates & reimbursement
digital infrastructure, Revenue cycle optimization & changes, Medicare & Medicaid policy, Regulatory
automation, Clinical workflow efficiency, Al adoption compliance requirements, Value-based care

in hospitals, Vendor evaluation & technology ROI. mandates.

DistilINFO Health Al (Fortnightly) DistilINFO LIFE SCIENCES (Weekly)

Al adoption and automation trends for providers. Relevant for providers managing clinical and
Focus: Clinical documentation Al, Ambient Al & pharmacy costs. Focus: Drug pricing & specialty
clinician workflow tools, Revenue cycle automation, pharmacy, GLP-1impact on providers, Formulary and
Predictive analytics for hospitals. cost management strategies.

Provider-Focused Advertising Opportunities

> ®

Dedicated eBlast Sponsored Content

Engage 65K+ key decision makers Aligned with hospital priorities

A

Newsletter Banner Ads /In-Line Ads Podcast with former CIO of CMS
Weekly Provider Visibility CXO Thought Leadership

U.S. providers are not browsing—they are actively solving problems. DistilINFO places your brand in front of
decision-makers at the exact moment they are searching for solutions. The U.S. provider market has shifted. Buyers

are not evaluating vision—they are evaluating impact.

ZTS

E. Email & Website

advertise@distilinfo.com www.distilinfo.com
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