
Syneos Update 

Making Site Payments a Positive Experience 

C 
linlcol Investigators and investigative sites 

hove many excellent reasons for joining clinical 

trials. You wont to help develop treatments for 

unmet needs. You intend to give your patients access 

to a promising new therapy. You hope to enhance your 

organization's reputation, as well as harness another 

revenue source to support your operations. 

Unfortunately, many sites quit for one reason: payments. 

Payments ore a known pain point for both sites and 

sponsors. The Clinical Trials Transformation Initiative (CTTI) 

found that up to 40% of sites drop out of studies due to 

lengthy payment deloys.1 Forte conducted a survey to 

better understand the reasons for delayed payments; 

21 % of their respondents blamed the invoicing process. 2 

To make site payments - and clinical research - a 

positive experience, you need to prepare for managing 

the payment process from the very start of the study. 

The suggestions below will help. 

Commit to Driving the Process 

A critical first step Is to assign responsibility for managing 

contracts and payments. Given the skillsets of those on 

your staff, these may be separate Individuals. 

The assigned resources must negotiate the most 

favorable contract for each study. For example, study 

sponsors and contract research organizations (CROs) 

often use a median of reported charges to set costs for 

each protocol-required procedure. You need to know 

what that procedure costs your practice and ensure the 

final contract covers your expenses. Similarly, you must 

thoroughly consider the tasks necessary to initiate and 

close out the study, as well as any administrative or other 

unique requirements that may require time and thus an 

associated cost. Documentation and explanations of 

your estimated costs and fees will increase the likelihood 

and speed of the sponsor's approval. 

Request monthly payments, too. Although 77% of the 

respondents in the SCRS 2018 Site Landscape Survey 

preferred monthly payments, only 39% were contracted 
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to that frequency.3 To best manage your cash flow 

and to raise sponsors' awareness of this issue, ask. 

At the same time, you need to establish communications 

channels up front. Determine your contact for payment
related questions and build a rapport with him or her. 

Get explicit instructions for resolving questions or errors. 

Your internal payments manager will also need to set up 

the infrastructure and processes for invoicing and tracking 

payments. Ask the sponsor/CRO to provide a simple 

Excel tracker and invoice template. If they do not provide 

templates, build your own. The tracker should list billable 

items and the data points that show that the activity hos 

been completed. The invoice template must include all 
necessary details (e.g., correct contact information and 

bank details, a unique invoice number and dote, and the 
protocol or study number) that will allow remittances to 

be set up automatically. 

Documentation and explanations 

of your estimated costs and fees 

will increase the likelihood and 
speed of the sponsor's approval. 

As a side note, inform your payment provider immediately 

of any changes to your banking information. Payments will 

always be sent to the account on file, and you must notify 

your payment team promptly if there ore any changes. 
Missing or incorrect data will delay payments. 

Lastly, your team must monitor Invoices and payments. 

If the sponsor /CRO has on established payment portal. 

use it. Being able to check payment status In real time

and on your schedule-will both save you time and 

improve cash flow. Most Importantly, follow up on 

delayed payments until they ore resolved. 




