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 � Attorney Asela 
Cuervo participates 
in a special report on 
how Medicare can 
save money. See page 
50 for introduction.

NEWS
� Round 2: Bigger than expected? 

PAGE 4

� Provider wants auditor to pay. PAGE 6

� Medi-Cal squeezes providers. PAGE 19

SMART TALK
� This month, our columnists tackle 

repair costs, customer communication, 
vehicle safety and maintaining 
licensure and accreditation. 
PAGES 26-27

COMMENTARY
� “We should support legislation 

that mandates the creation of a 
government issued, multi-page clinical 

guide and stops 
the routine denial of 
DME prescriptions 
by second guessing 
the judgement of 
physicians,” writes 
The Scooter Store’s 
Mark Leita. PAGE 23

� Product Focus: 
This month, we asked manufacturers 
to submit oxygen concentrators 
and related items like this Clip Style 
Fingertip Pulse Oximeter from Drive 
Medical. See pages 68-69.

� Some providers have tried adding 
shopping carts to their websites to 
boost cash sales with mixed results. An 
overwhelming majority say it hasn’t been a 
big sales driver for them. See results on 
page 78.

DEPARTMENTS
PROVIDERS 
� AmeriCare Medical gets ahead 

of curve. PAGE 29

� Consumers price shop. PAGE 29

� Apria employee saves two. PAGE 34

MOBILITY
� Round 2 marries manual, power 

wheelchairs. PAGE 37

� Update: SMS credential. PAGE 37

� NRRTS rethinks communication 
strategy. PAGE 38

RX & SPECIALTY PROVIDERS 
� Support surfaces, NPWT “make 

sense” for bidding. PAGE 45

� What about pricing? PAGE 45

� CPAP2Go opens new location. PAGE 49

VENDORS
�  APAP devices get boost. PAGE 71

� Responsive Respiratory 
creates app. PAGE 71

� An online store made easy. PAGE 75

COMPETITIVE BIDDING

For Round 2: It’s 
‘full-steam ahead’
‘There was a general 
perception that they 
would address some 
of these issues’

BY LIZ BEAULIEU, Editor

BALTIMORE – Any hope that CMS, 
of its own volition, would revise 
competitive bidding for Round 2 
has gone up in smoke.

The agency, in a press release 
announcing the affected zip 
codes and product categories for 
Round 2, bragged about the suc-
cess of Round 1, which it says has 
resulted in 35% less spending, no 
changes in benefi ciary health and 
few complaints.

“It’s disappointing that, even 

with overwhelming evidence 
from bidding experts that this is 
a fundamentally fl awed program, 
CMS is not making any chang-
es,” said Walt Gorski, vice presi-
dent of government affairs for 
AAHomecare. “There was a gen-
eral perception that they would 
address some of these issues.”

One of the biggest issues with 
competitive bidding in its cur-
rent form, according to bidding 
experts, including Prof. Peter 
Cramton, and industry stake-
holders: The bids that provid-
ers submit are not binding.

A CMS official told Inside 
Health Policy that the agency 
didn’t have the authority to make 

ROUND 2 SEE PAGE 24

IN THE SPOTLIGHT
A band of HME providers found themselves in the national spotlight 
Aug. 16, when they demonstrated outside of an economic forum 
attended by President Obama in Peosta, Iowa. Provider Bill 
Kellenberger, owner of  Davenport, Iowa-based Kelly’s Medical 
Equipment was one of those who suddenly found himself on the 
talking end of a reporter’s microphone. SEE STORY PAGE 4.

HME seeks inside track with hospitals
BY THERESA FLAHERTY, Managing Editor

YARMOUTH, Maine – The details on 
accountable care organizations 
(ACOs) are still being ham-
mered out, but savvy providers 
are already piloting new pro-
grams aimed at helping hospi-
tals reduce readmissions.

“There are two pools of folks 
that are going to be able to help 
hospitals: HME providers or 
home health agencies,” said 

provider David Hartley, 
CEO of Indianapolis-
based Home Health 
Depot.

The Affordable Care 
Act of 2010 included a 
provision that provides 
an incentive to hos-
pitals and physicians, 
working together as ACOs, to 
keep patients out of the health-
care system as much as possible. 

HME providers aren’t specifi -

cally included in ACOs, 
but there’s place at the 
table, say stakeholders.

“This is a new oppor-
tunity for (providers) 
to bring cost savings to 
their referral sources,” 
said Alan Morris, direc-
tor of alternate care 

programs for The VGM Group. 
“They have the opportunity to 
help hospitals save money.”

ACOS SEE PAGE 32

Stakeholders 
know the 
score for 
rehab benefi t

BY ELIZABETH DEPREY, Associate Editor

WASHINGTON – Stakeholders now 
have a better idea what it would 
cost to create a separate benefi t 
for complex rehab.

Stakeholders in July received 
a score for their draft bill from 
a Washington, D.C., consulting 
fi rm they hired, and it’s in line 
with their expectations. But for 

SCORE SEE PAGE 19

Alan Morris

Invacare booth salutes HME industry
BY JOHN ANDREWS, Contributing Editor

ELYRIA, OHIO-BASED INVACARE is celebrating 
the “amazing work” HME providers do for 
their clients with a new campaign called “Mak-

ing Life’s Experiences Possible” at Medtrade this year.
By nearly doubling its exhibit space over last 

year, Invacare is primed to introduce compelling 
new products while relating how home medical The theme at this year’s Invacare booth: “Making 

Life’s Experiences Possible.”INVACARE SEE PAGE 61
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By John Andrews, Contributing editor

For ExEtEr, Pa.-based Pride 
Mobility and Quantum 
rehab, every square inch 

of booth 1019 has relevance for 
HME providers, from dazzling 
new products to the introduction 

of retail and financial programs 
designed to boost revenues.

Visually, the Pride and 
Quantum Innovations product 
line-ups will be the most eye-
catching elements of the booth, 
said Kirsten DeLay, executive vice 
president of sales management 

show news
n Invacare’s Cara Bachenheimer gives 

an update on all things legislative. 
page 2

n Competitive Bidding Central tackles 
“game changer.” page 5

n Pavilion acts as incubator for small 
businesses. page 10

n HQAA puts billers to the test. page 12

main  
event

What’s a change that 
you’ve made to your 
business this year that 
has had the most dramatic 
impact? page 2

?Question 
of the day

show daily 2
published by:

commentary
n����Invacare’s Mal Mixon and Lou 

Slangen want to know, what’s in 
a name? page 6

commentary
n����Pride’s Ted Raquet on the three 

essential elements of success. 
page 6

Best of the best
n�����Meet the 2011 HME Excellence 

Award winners. page 2, 8, 9

new products

n����For the latest in durable medical 
equipment, manual wheelchairs 
and pediatrics see the Show 
Products section. pages 12-13
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hungry for information

On with the shOw
Medtrade Show Director Kevin Gaffney; Tyler Wilson, president of AAHomecare; Joel 
Marx, chairman of the AAHomecare board; and Robert Steedley of Barnes Healthcare, 
along with several show supporters and industry leaders, cut the red ribbon at 10 
a.m. Tuesday, signifying the beginning of Medtrade 2011. First day feedback has been 
“positive,” Gaffney said.

pride SEE PAGE 4

WeD. 10/26, 2011

Pride packs booth with products
BOOTH 1019 

Pride’s  booth emphasizes products, 
efficiency.

By John Andrews, Contributing editor

GWCC – the appetite for a sand-
wich-with-a-seminar combo 
platter turned out to be even 
greater than organizers expect-
ed as 175 Medtrade attendees 
showed up for the Lunch & 
Learn program on Monday. 

the strong turnout for the 
roundtable discussions, con-
ducted informally by some of 
the HME industry’s top speak-
ers, surprised and delighted 
organizer Mary Ellen Conway. 

A very busy ‘Lunch’ rush
“ I t  i s  a n  e n t h u s i a s t i c 

response—I’m very pleased,” 
she said.

the 90-minute program, intro-
duced at Medtrade Spring in 
Las Vegas this year, proved to 
be a popular draw and Conway 
thought holding the luncheon to 
kick off Medtrade 2011 would 
be a great way to “get some buzz 
going” for the show. Among the 
speakers and topics: Miriam 
Lieber on intake; Colette Weil 
on marketing; Louis Feuer on 
sales; richard Davis on Hr best 

practices; Bruce Brothis on A/r 
management; Wayne van Halem 
on compliance; and Denise 
Fletcher, Neil Caesar and Jeff 
Baird on legal issues.

Attendees jumped at the 
chance to discuss their burn-
ing issues while breaking bread 
with the noted speakers. For 
instance, Mike Welborn, direc-
tor of respiratory therapy ser-
vices for odessa, texas-based 
Nurses Unlimited, said he was 
happy to get some quality time 

ConTInuED on paGe 8

By John Andrews, Contributing editor

GWCC – A new study that shows 
how the HME industry can save 
Medicare billions of dollars should 
have CMS, Congress and the gen-
eral public intrigued and excited, 
its chief analyst says. 

Brian Leitten, a Florida-based 
consultant who, with the help of 
VGM Group, spent four months 
compiling data to make “the Case 
For Medicare Investment in DME,” 
told Medtrade attendees tuesday 
that CMS needs to “invest” in home 
medical equipment because it can 
save Medicare billions, along with 
generating handsome roI for the 
program. 

to illustrate his point, Leitten 
presented cost savings figures for 

new study: 
hMe saves 
billions
‘The return is so much 
greater than the dollars 
CMS is trying to save’

By TheresA FlAherTy, Managing editor

GWCC – the overall mood for open-
ing day at Medtrade was upbeat 
and that’s just the way show offi-
cials like it.

“It’s been very positive,” said 
Kevin Gaffney, group show 
director, Medtrade, for Nielsen 
Expositions. “Good vibe, good 
feedback.”

With 150,000 square feet of 
exhibit space, 605 exhibitors and 
128 sessions there was plenty for 
HME providers to see and do. 

First time attendee—and new 
HME provider—tamera riggs 
said she was here for the prod-
ucts, in particular incontinence 

Medtrade starts 
with ‘good vibe’

products, compression stockings 
and bariatrics.

“We have an in-home care busi-
ness and we were always buying 
the products, but we don’t know 
enough about them yet, so we 
thought we’d come learn,” said 
riggs, president and owner of 
Apex Home Medical Supply in 
toledo, ohio.

But provider Bill McWilliams 
is no stranger to the show: He’s 
attending his fourth Medtrade.

“We’re here for products and 
education,” said McWilliams, 
president and owner of Aircare 
Home Medical. “We are specifi-
cally looking at PoCs. We’re in 

ConTInuED on paGe 9

ConTInuED on paGe 12

By John Andrews, Contributing editor

Golden Technologies’ representatives say the 
old Forge, Pa.-based mobility company’s Medtrade 
2010 booth received more critical praise than any 

that came before. Yet that positive response only encour-
ages the leadership team to do even better, says director 
of Marketing Pat o’Brien.

show news
n When it comes to support surfaces, 

“do the right thing.” page 2

n Miriam Lieber asks: Are providers 
understaffed? page 2

n Speaker Spotlight: Bill Mathias page 3

n Feeding and feedback: Lunchtime 
roundtable offers opinions on product 
development. page 6

Oh  
atlanta!

What’s a product or 
program that has most 
impressed you at the 
show this year? page 2

?Question 
Of the day

show daily 3
published by:

commentary
n���The VGM Group’s Van Miller says, 
“Don’t be a Nobody.” page 4

commentary
n����No matter what happens with 

competitive bidding, build a 
better business, says The MED 
Group’s Wayne Grau. page 4

HMe news tV
n����The 10 most interesting people in 

the HME industry. page 5

 
new products

n����For the latest in scooters  
and women’s health, see the 
Show Product section. page 7
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Golden SEE PaGE 3

thurs. 10/27, 2011

Golden strives to top last year

Put your feet uP in one of Golden’s lift chairs.

BootH 1515 

By Liz BeAuLieu, editor

GWCC – What are the lessons learned 
from Round 1 of competitive bid-
ding? Be accurate and be timely, 
says Mark higley, vice president of 
development for The VgM group.

higley outlined tips for provid-
ers in Round 2 in a jam-packed 
session Wednesday.

one tip on how to be accurate: 
get a copy of your 855s form and 
make sure it’s up to date. it sounds 
like a no-brainer, but higley said a 
whopping 40% of providers who 
submitted bids for Round 1 were 
disqualified due to clerical errors 
on the enrollment form—things 
like the wrong name or the wrong 
social security number.

Providers can be timely by 

Front of mind: Round 2
competitive bidding

By Liz BeAuLieu, editor

Booth 714 – With Round 2’s immi-
nent rollout, invacare knows a 
new group of hMe providers is 
scrambling for strategies to deal 
with competitive bidding. That’s 
why it launched a program at 
Medtrade called “Act now, Ask 

invacare urges action

doing things like figuring out who 
will register to submit the bid now, 
even though registration isn’t open 
yet. higley said some providers 
submitted “panic bids” because they 
waited too long to make decisions.

other tips higley shared with the 

audience: download the affected zip 
codes (the metropolitan statistical 
areas and the competitive bid areas 
don’t match up exactly, he said); 
learn the licensing requirements 
in the bid areas (“licensure was a 
killer in the first round, especially 

respiratory licensing,” he said); 
and submit only the required 
financial documentation—noth-
ing more, nothing less (“don’t do 
anything to confuse these poor 
people,” he said).

higley believes cMs will 
announce additional information 
on Round 2 in two to three weeks. 

As for where the Round 2 
single payment amounts will 
fall, higley said he doesn’t think 
there’ll be as big of a reduction 
this time around. The original 
Round 1 came in at 26% below 
the current fee schedule; the re-
bid came in at 32%.

“Will we get to 32% this time?” 
higley said. “i don’t think so. This 
is my opinion only, but i think 
we’ll see 25%.” HMe

Me how.”
Wearing buttons with the pro-

gram’s name, invacare’s Mal Mixon 
and cara Bachenheimer have set 
up shop in the company’s booth at 
the show to discuss how provid-
ers in Round 1 managed to keep 
their businesses intact, despite the 

invaCare SEE PaGE 6

People who know Bryan Anderson as Quantum Rehab 
spokesman have heard parts of his story. But now, 
with the help of authors Bryan and David mack, his 
story is available in book form: “no Turning Back: one 
man’s Inspiring True story of courage, Determination 
and hope.” The book is officially available nov. 1, but 
medtrade attendees had the opportunity to purchase 

advance copies of the mem-
oir wednesday. Anderson was 
awarded a Purple heart for 
service he gave as a sergeant 
in the military police in Iraq 
and is now both the national 
spokesman for Quantum 
Rehab and for UsA cares, a 
nonprofit organization that 
assists post-9/11 veterans in 
times of need. HMe

‘no turning Back’

By eLizABeth deprey, Associate editor

GWCC – After nearly two years of 
effort, the complex rehab separate 
benefit bill now has a sponsor. 

Rep. Joseph crowley, d-n.Y., is 
a member of the Ways and Means 
committee, one of the two com-
mittees with jurisdiction over hMe. 
This makes him a key person to get 
behind the bill, said simon Margolis, 
nRRTs executive director. 

gerry dickerson, vice president 
for rehab technology for Medstar 
surgical and Breathing in college 
Point, n.Y., made the announce-
ment as he was being honored with 
the inaugural david T. Williams 
Advocacy Award at the nRRTs 
luncheon Wednesday. dickerson 
said the announcement was an 

Complex 
rehab 
bill has a 
sponsor

CoNTiNuED oN paGe 6

Stakeholders ‘crack the 
congressional barrier’
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