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At A Glance

July 19 - When it is Proper 
to Re-Start the 36 Month 
Oxygen Rental Period

August 16 - Sales Tax

September 13 - How to 
Properly Utilize Telehealth 
to Provide Cost-Effective 
Services

Webinar Objective
Proper wound care plays an integral role in both preventing further trauma to a wound 
and helping one heal.  DME suppliers serve multiple categories of patients, including the 
elderly (Medicare) and those on the lower end of the socio-economic scale (Medicaid). 
Both the Medicare and Medicaid programs are gravitating towards “managed care.” 

Approximately 40% of Medicare beneficiaries are signed up with Medicare Advantage 
Plans (“MAPs”), while approximately 70% of Medicaid beneficiaries are signed up with 
Medicaid Managed Care Plans (“MMCPs”). These percentages are increasing. MAPs 
and MMCPs work essentially the same way: (i) the government health care program 
contracts with a “Plan” that is owned by an insurance company; (ii) the Plan signs up pa-
tients; (iii) the Plan signs contracts with hospitals, physicians, DME suppliers and other 
providers … these providers/suppliers will take care of the Plan’s patients; and (iv) the 
government program pays the Plan that, in turn, pays the provider/supplier. In order to 
serve MAP and MMCP patients, DME suppliers must sign managed care contracts. In 
so doing, the supplier needs to be careful. Not only must the contract provide sufficient 
reimbursement to the supplier, but the contract will have some “trap” provisions that 
may be harmful to the supplier. 

This program will discuss the most important provisions that are contained in managed 
care contracts. The program will discuss how the supplier can negotiate with Plans; and 
the discussion will point out the provisions that are often non-negotiable and the provi-
sions that are open to negotiation.


