Negotiating Managed Care Contracts for Home Health Reimbursement 

One of the key things to remember when negotiating managed care (or Medicare HMO) contracts is the law of supply and demand. If there are lots of agencies in your area clamoring for their business....you'll have a difficult time negotiating a fair rate (+ $100/visit)...if you are one of the few that will work with them....stick to your guns. 

 

When working with agency owners on this issue, I always ask them....if you owned a retail store...and you had to give every customer that walked in the door $25 dollars in cash AND they wouldn't buy anything....how long would you stay in that business? The answer?...not long. Why do we accept it in home health?

 

For the agencies that tell me "We only take the managed care to maximize the Medicare referrals we get from our referral sources" I say ok....but prove it to me. In other words...break down those referral sources and show me how taking business at a loss of $20-$50 per visit is getting you Medicare patients that you would not otherwise get. If you can..more power to you....if not, reconsider. 

 

Obviously we would love to help every patient that needs care.....but if we help every patient that needs care at a financial loss to our agency.....we soon won't be able to help anyone. Be strong with your MCOs and let them know you're willing to be a solid partner in their quest of providing quality care to their covered lives...but you're not willing to go broke doing it. 

 

Also, be aggressive in renegotiating your contracts (revisit them every 6 months). Just because you signed a contract with an HMO that is valid thru 2009 doesn't mean you lose the right to renegotiate. Again...the more they need you (and the more valuable you are to them) the more flexibility they will have with their rates. 

 

Do they want to send that patient for an ER visit several times over 60 days or would they rather pay you a fair rate to see them 1-2 times per week to prevent that?

 

When we, as an industry, demand fair payment....that's when we'll get it....until then, we'll keep getting $80 per visit proposals.
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