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Packed with breaking news 
and distributed fresh each day 
of the show, the Medtrade 
Show Dailies are the best  
way for exhibitors to grab the 
attention of attendees. Placing 
an ad ensures you’ll reach your 
prospects onsite and drive  
buyers to your booth. 

show news
n Demand for home medical equipment 

is “exploding.” page 2

n Billing Medicare is risky business, so 
document claims properly. page 3

n Trending on Twitter: #ILoveMedtrade. 
page 3

n Shoprider unveils a different kind of 
chair. page 6

SunSet 
cruiSe

With changes to 
reimbursement, what’s 
more important: quality or 
cost? page 2

?Question 
of the day

show daily 2
published by:

commentary
n����The VGM Group’s Mike Mallaro 

says you’re not dead yet and 
neither is your business. page 4

commentary
n����The future is bright for HME 

providers willing to change their 
business model, says The MED 
Group’s Wayne Grau. page 4

best in class
n�����Meet the first place winner for 

the 2013 HME Excellence 
Awards. page 2

new products

n����For the latest innovations in 
home medical equipment, please 
see the Show Products section. 
page 7
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BOOTH 800

By John Andrews, Contributing editor

BOOTH 800 – There is no “can’t” at the Pride Mobility and Quantum 
Rehab booth. Instead, the focus is solely on what mobility providers 
can do to forge ahead and take control of their businesses.

At Medtrade 2013, that can-do attitude can be found everywhere 
at the booth, says Bernie Allen, director of marketing.

“Pride Mobility and Quantum Rehab want to remind our 

Pride forges new opportunities

pride SEE PAGE 5

Pride’s booth has an open layout with 
communal space for visiting.

creDIT: VISIT orLanDo

By Liz BeAuLieu, editor

OCCC – More than 20 manufactur-
ers submitted products for the 
inaugural Innovative HME Retail 
Product Awards at Medtrade, a 
sign that providers aren’t the only 
ones who see promise in retail, 
organizers say.

“We’re seeing a lot of buy-
in from providers, but also 
from manufacturers,” said Rob 
Baumhover, director of retail 
programs for The VGM Group 
and lead architect of the show’s 
Retail Design Center. “There’s 
been more activity. Providers are 
looking for new products to help 

them be pros-
perous and 
profitable, 
and manu-
facturers are 
doing their 
due diligence 
by asking, 
‘What kind of 
products can 
we come up 
with to help 
them?’”

A  j u d g -
ing panel of 
retail experts, 
including 
Baumhover, 
selected five 
winners (see 
box).

The win-
ners are fea-
tured in a 

window display in the Retail 
Design Center and are the cen-
terpiece of a roundtable discus-
sion on Tuesday from 1:30-2:30 
in room W308 A/B led by Jim 
Greatorex, a judge and president 
of Black Bear Medical, which 
does a brisk retail business in 
Portland, Maine.

“A lot of providers, like me, are 
going to the show to find the next 
best retail product, and this is an 
educational way to make them 
aware of the products that we feel 

VENDORS 
‘BUY IN’ 
TO RETAIL

reTail SEE PAGE 6
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By Liz BeAuLieu, editor

OCCC – Things may be a mess on 
Capitol Hill, but the HME industry 
continues to win small victories 
in the fight against competitive 
bidding, AAHomecare officials 
told Medtrade attendees during a 
Washington Update on Tuesday.

Case in point: AAHomecare has 
had great dialogue with the Office 
of Inspector General (OIG) about 
concerns that CMS has awarded 

‘AAHomecare has your back’
contracts to providers that didn’t 
meet licensure requirements in 
four states.

“We had to convince them that 
we were worthy of a meeting,” said 
Kim Brummett, senior director of 
regulatory affairs for AAHomecare. 
“We had about 12 folks from the 
OIG on the phone.”

After the call, the OIG sent a 
follow-up email, saying the infor-
mation they received was valuable 
and that they planned to share it aaH updaTe  SEE PAGE 7

with CMS.
Also working in the industry’s 

favor: the more than 2,000 com-
plaints about competitive bidding 
to a hotline hosted by People for 
Quality Care.

“(CMS) has the gall to tell 
Congress that they’ve received 
few complaints,” said Jay Witter, 
vice president of government 
affairs for AAHomecare. “This is 
a brand new system with seniors 

Show openS

Smaller, but still strategic

THe OPeninG day of medtrade 2013 drew plenty of providers looking 
for innovative products.

By TheresA FLAherTy, Managing editor

OCCC – To no one’s surprise, the 
atmosphere on the first day of  
Medtrade 2013 was reserved. Still, 
show organizers remain optimistic.

“We expected attendance to be 
down, but it’s better than what 
we expected,” said Kevin Gaffney, 
group show director for Medtrade. 
“I think people understand where 
the industry is.”

This year’s show features more 
than 200 educational sessions and 
560 exhibitors.

Floor traffic was heaviest at 
booths where the focus was on 
collecting every dollar. Exhibitor 
HME Recovery, which has devel-
oped software to recover equip-
ment after a patient dies, is making 
its national launch at the show.

“This is where you come,” said 
Paul Helmick, founder. “We’re in 
the back of the bus on the floor 
but it’s been great, great traffic.”

Over at long-time exhibitor 
Nova Ortho-Med’s booth, Sue 
Chen was also happy with traffic, 
but she questions the value of hav-
ing two shows in this day and age.

“Why don’t we do one big show 

and make it amazing?” said Chen, 
president. “I think the climate is 
changing, but I feel good about it.”

Most of the show’s attendees 
seemed to be looking for unique 

sHOw Opens  SEE PAGE 6
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MAKE A BIG IMPACT
Advertise in the Official Show Dailies

2016 PACKAGE OPTIONS:

Show Daily BOGO: 
Get your ad in Days 2 & 3 for the price of one!
 
Show Daily Triple Play:
Advertise in all three days for the price of two! 
PLUS - Receive a free HME Showcase ad 
with lead generation before the show. 
Note: Triple Play space deadline is 10/5!
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