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THANK YOU
for placing your trust in our portfolio of oxygen therapy solutions. 

Your tireless energy in the pursuit of excellence in patient care inspires us every day. 

Working together, we can navigate the road ahead. 
Leverage our complete continuum of care to supply your patients with time-proven, trusted 
portable and stationary oxygen concentrators as they transition from hospital to home care.

We wish you a safe and healthy holiday season. 

www.caireinc.com/providers
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HOME HEALTHCARE/HOSPICE/HOME MEDICAL EQUIPMENT DEALERS 

WE INSURE ORGANIZATIONS WHOSE 
 QUALITY OF CARE HITS HOME WITH US.

Non-Profit/For Profit Human Services  I  Mental Health  I  Substance Abuse  I  Home Health Care  I  Home Medical Equipment

Philadelphia Insurance Companies is the marketing name for the property and casualty insurance operations of Philadelphia Consolidated Holding Corp., a member of Tokio Marine Group.  
All admitted coverages are written by Philadelphia Indemnity Insurance Company.  Coverages are subject to actual policy language.

AM Best A++ Rating
Ward’s Top 50 2001-2020
97.4% Claims Satisfaction
120+ Niche Industries

PHLY protects our Home Healthcare, Hospice & Home Medical Equipment
policyholders so they can continue to provide a high standard of care. 
We offer customizable package policies, superior claims handling 
service, and an extensive spectrum of risk management service tools to
meet their ever changing needs. Helping you deliver high quality 
protection that hits home with us. Think PHLY.

Call 800.873.4552 or visit  
PHLY.com/HumanService
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We want to know what you think and how we can serve you better.  
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keasterling@cahabamedia.com. We’d love to hear from you!

BE HEARD

Dear HomeCare Readers,
 

Normally, this is when I’d sit down and write 
a nice wrap-up of the past year and offer a 
glimpse of what’s to come in January. But this 
is 2020, remember? Nothing is normal. 

We never could have predicted this time 
last year what our last few months would 
look like. But things are looking up: just 
before press time, we’ve gotten good news 
about two potential COVID-19 vaccines, and 
at-home diagnostic tests for the virus have 
just been approved. So while the public health 
emergency may not magically end come New 
Year’s Eve, there may be cause for celebration 
when we ring in 2021. 

Whatever happens, our world and our 
industry will have been forever changed. Check out our cover story, which has great tips 
on how to make sure you’re out front when it comes to adapting, innovating and preparing 
for a post-COVID future; it should be a strong one for homecare. 

Here at HomeCare, we’re also working on some innovations to share with you next year, 
especially on the virtual learning front. And we’re planning out what to bring you in these 
very pages, so if there’s anything you feel you need to know, please don’t hesitate to 
email. Meanwhile, have a wonderful holiday season and a very happy new year! 

 
Thank you for reading,  
 

Hannah Wolfson 



FEDERAL LAW PROHIBITS ANYONE BUT REGISTERED USERS WITH HEARING LOSS FROM USING INTERNET PROTOCOL (IP) CAPTIONED TELEPHONES WITH THE CAPTIONS TURNED ON. IP Captioned Telephone Service may use a 
live operator. The operator generates captions of what the other party to the call says. These captions are then sent to your phone. There is a cost for each minute of captions generated, paid from a federally administered 
fund. To learn more, visit fcc.gov. Third-party charges may apply: the Hamilton CapTel phone requires telephone service and high-speed Internet access. Wi-Fi capable. Third-party trademarks mentioned are the property of 
their respective owners. Copyright © 2020 Hamilton Relay. Hamilton is a registered trademark of Nedelco, Inc. d/b/a/ Hamilton Telecommunications. CapTel is a registered trademark of Ultratec, Inc

103020*Independent third-party professional certification required.

It’s easy to take a simple 

phone conversation for granted until hearing loss makes it an obstacle. A Hamilton®

CapTel® captioned telephone enables healthy, meaningful connections by making it 

possible to understand what’s said to a user on the phone. 

This holiday season, share with home care patients and senior community residents  

how they can qualify for a captioned telephone at no cost* – allowing them to ring in  

the holidays with family and friends!

Engaging for 
a Lifetime

For more information about Hamilton CapTel: 

877-662-4144

HamiltonCapTel.com/HC1220

Hamilton® CapTel® 2400i
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Trilogy Evo

Introducing Trilogy Evo
The only portable life-support ventilator platform designed to stay 
with patients and provide consistent therapy and monitoring as 
they change care environments, and when their condition changes. 

There’s always a way to make life better.

Transition to the future. 
Today.  

Caution: Federal law restricts this device to sale by or on the order of a physician
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INDUSTRY NEWS

Connect America Names New CEO
Connect America, a provider of 
comprehensive telehealth, remote patient 
monitoring (RPM), and personal emergency 
response systems (PERS) announced that 
Janet Dillione has been hired to lead the 
company as its new CEO.

Before joining Connect America, Dillione 
worked in the health care information 
services industry as CEO of Bernoulli 
Enterprise, Inc., and later Siemens 
Healthcare IT and as general manager of 
Nuance Healthcare.

Connect America is known for its medical 
alert PERS that give individuals one-button 
access to 24/7 emergency assistance. The 
company offers a comprehensive telehealth 
platform, including RPM, PERS and 
medication management tools that allow 
patients to manage their health from home. 

“I am excited for the opportunity to 
join an organization on the cutting edge 
of important developments in health care 
technology, and look forward to bringing 
my knowledge and experience to the team,” 
Dillione said. 
connectamerica.com

Spiro Health Acquires Absolute 
Respiratory Care
Spiro Health announced the acquisition of 

Absolute Respiratory Care, a home medical 
equipment provider based in Johnston, 
Rhode Island. Spiro Health has operations in 
the District of Columbia and eight states.

Absolute Respiratory Care offers a full 
range of medical equipment and supplies, 
with an emphasis on providing sleep therapy 
solutions. Since 2005, its ever-adapting 
mindset has allowed them to leverage 
wireless monitoring and create a touchless 
telehealth model for sleep therapy. This 
evolution will help Spiro Health deliver on 
a goal of deploying leading technology 
solutions to provide patients and partners a 
seamless experience when ordering home 
medical equipment and supplies.
absoluterespiratorycare.com, 
spirohealthservices.com

BAYADA & Baptist Health Announce 
Joint Venture
Baptist Health, a health care provider in 
greater Jacksonville, Florida, has announced 
a joint venture with BAYADA Home Health 
Care to expand upon the services provided to 
the community by Baptist Home Health for 
more than 25 years.

The combined organization, Baptist 
Home Health Care by BAYADA, will have the 
capability to serve more patients at home. 
The newly formed entity is designed to serve 
the in-home care needs of residents of  
Northeast Florida.

BAYADA Home Health Care, based in 
Moorestown, New Jersey, is the largest 
nonprofit home health care company in the 
U.S. Baptist Home Health Care by BAYADA 
will begin operations in early 2021, pending 
licensing and regulatory approvals.
bayada.com

Honor Announces Results of  
Series D Funding 
Honor, a United States-based homecare 
company, announced that it has raised $140 
million in Series D funding. The round was 
led by Baillie Gifford and funds and accounts 
advised by T. Rowe Price Associates, Inc., 
with participation from Rock Springs 
and existing investors Prosus Ventures, 
Andreessen Horowitz, Thrive Capital and 

8VC. With this latest round of funding, the 
company has received $255 million of 
investment since its founding in 2014.

Seth Sternberg, co-founder and CEO 
of Honor, said the capital raise will allow 
the company to expand more rapidly into 
new markets and further invest in its care 
delivery platform. 

Honor provides non-medical homecare 
services to older adults in over 1,000 
communities across the U.S. and has 
provided over 5 million hours of care. 
joinhonor.com

Dynatomy Parent Company Receives 
Grant for Face Shields
During the height of the COVID-19 crisis, 
D’Addario, the world’s largest musical 
instrument accessories manufacturer, 
rapidly converted to producing personal 
protective equipment (PPE) face shields. 
Now New York State and the Empire State 
Development Corporation have awarded the 
company a $341,000 grant to expand face 
shield manufacturing operations.

With the grant, D’Addario will build four 
semi-automated “work cells” to improve 
efficiency, lower manufacturing cost, and 
double production capacity. 

When D’Addario was forced to close its 
factory doors in April, a team of engineers, 
worked to develop face shields from the clear 
film used to make the Evans G2 drumhead. 
Because D’Addario had previously produced 
certain physical therapy products through 
its FDA-registered brand Dynatomy, the 
team was able to develop a prototype in just 
three days. 

To date, D’Addario has sold almost 1.5 
million face shields, primarily to hospitals 
and health care equipment distributors. 
daddario.com,  
dynatomyproducts.com

UPCOMING 
EVENTS
We want to make sure our 
readers know about upcoming 
virtual event opportunities.  
Here is what is coming up in the 
next few weeks. Did we miss an 
event? Send info to keasterling@
cahabamedia.com.

DEC 6-10 
ASHP Midyear Clinical Meeting
ashp.org

JAN. 6-9, 2021
CES 2021
ces.tech

GET MORE 
NEWS

Visit homecaremag.com/news for the 
industry info you need to know.



Ready to move beyond your limits? 
Visit us at www.brightree.com/limitless. 

Limitless.  
Sure, you’re focused on maintaining a healthy bottom line, but your biggest  
priority is always patient health. Now more than ever, that’s a tall order.

With the right technology to deliver the right products at the right time and in the right  
way, your patients get a better experience and your business a better bottom line.  
In fact, the outcomes are limitless. 

Check 104 on index.
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GOVERNMENT AFFAIRS

Home Health Emergency 
Access to Telehealth (HEAT) Act
S 4854
By Kristin Easterling

TELEHEALTH STATS 
YOU SHOULD KNOW 

•	 Telehealth visits were up 43% in 
April after the announcement of 
the public health emergency. 

•	 In 2019, 22% of practitioners 
used telemedicine to examine 
patients, versus only 5% in 2015. 

•	 As a result of the pandemic, up 
to $250 billion of U.S. health care 
spending could come from  
virtual medicine.

•	 Telehealth technologies are 
projected to save the U.S. 
health care industry $305 billion 
annually. 

•	 Some 89% of clinicians report 
that telemedicine is at least a 
satisfactory method of follow-up 
care for patients. 

•	 Virtual health care visits were 
regarded by 62.6% of patients 
and 59% of clinicians to be just 
as effective as in-office care. 

The Medicare home health benefit does not currently permit the inclusion 
of telehealth services as a reimbursable service as part of the plan of 
care. Despite this, many home health agencies (HHAs) have found great 
value for their patients in including telehealth as part of care delivery and 
do so despite the lack of reimbursement.

In 2019, as part of its annual rulemaking, the Centers for Medicare & 
Medicaid Services (CMS) permitted HHAs to include telehealth-related 
expenses on their cost reports. This was an important step that will help 
CMS and Congress understand the value and cost of telehealth in home 
health, although advocates said it fell short of meaningful action towards 
providing reimbursement for those services.

The COVID-19 pandemic has accelerated the need for telehealth use in the 
home. In late October, Sens. Ben Cardin (D-Maryland) and Susan Collins 
(R-Maine) introduced the Home Health Emergency Access to Telehealth 
(HEAT) Act to provide a path to reimbursement for telehealth in the home. 
A similar bill was introduced in the House.

LEGISLATION
This bill would:
•	 Allow CMS to issue a waiver providing for reimbursement of telehealth services in 

Medicare home health in the event of a public health emergency,
•	 Provide CMS the discretion to determine equivalency between an in-person visit 

and telehealth visit for purposes of reimbursement.
•	 Provide patient protections, including consent to telehealth services, limitation 

that no more than 50% of visits can be done virtually, and requirement of a 
pre-existing relationship with the attending physician ordering services.

The beneficiary must consent to telehealth services in order for the HHA to receive 
reimbursement.

Track this bill at congress.gov LEARN MORE:

The National Association for Home Care & Hospice projected at press time that the bill likely won’t 
be considered until early December, when a new federal budget package goes up for a vote. This bill’s 
best hope for passage lies in becoming a rider to that budget package.

WHAT 
HAPPENS 
NEXT? ›› 



The Compliance Team offers 
our simplified, comprehensive 
accreditation process that 
makes it easier and less costly 
for you to achieve Home 
Infusion Therapy accreditation.

TheComplianceTeam.org 
215-654-9110

NOTICE
Effective January 1, 2021, 
in order to bill Medicare 
for Home Infusion Therapy 
services, providers must 
be accredited by a CMS 
approved accreditation 
organization.

Learn more about how you can 
become a Medicare appoved 

Home Infusion Therapy provider.

Safe. Simple. Tested.
Home Infusion Therapy Accreditation.

Safe. As part of our COVID-19 safety 
regimen, we offer Real-time-Remote™ virtual 
accreditation.

Simple. Succinct, comprehensive standards 
make our accreditation implementation 
easier and more cost effective.

Tested. We’ve been providing Home 
Infusion Therapy accreditation services for 
nearly 20 years.

Check 111 on index.
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COLUMN

HME: REMOTE PATIENT MONITORING

There’s a lot of buzz in the health care 
industry about the coming 5G wireless 
standard, which promises to bring 
high speed, low latency connections 
to businesses. With 5G, health care 
organizations are able to quickly and 
easily transmit data that requires a high 
bandwidth, such as CT scans and X-rays. 
But it will also have an impact on lower 
bandwidth applications, such as the data 
found in home health care applications.  

The reality is that for most health care 
organizations and the patients they serve, 
5G won’t be available in a broad way for at 
least a few years. However, remote patient 
monitoring (RPM) solutions—which can 
transform seniors’ care by helping them live 
independently—need reliable connectivity 
options to transmit data between the patient 
and the doctor’s office or hospital. 

Patients that benefit most from RPM 
solutions are those who need consistent 
monitoring of vital statistics, including blood 
pressure, oxygen level, weight, temperature 
and other metrics. By being able to take 
these vital signs at home and have them 
delivered to their provider automatically, 
the paradigm of care is shifted from episodic 
to preventative. This allows providers and 
patients to work together in new ways to 
reduce the need for trips to the doctor’s 
office or hospital. RPM solutions should be 
two-way, allowing doctors to communicate 
with patients via voice. Some RPM solutions 
can also track data over time and spot 
abnormalities in readings such as low or 
high blood pressure or oxygen levels, and 
can connect the patient to the doctor to 
explore solutions. 

These type of RPM solutions allows 
patients to get involved with their own care, 
and enable health care providers to:
•	 Assess situations in real time
•	 Speak with a patient who might not be 

feeling well
•	 Proactively care for patients so they 

don’t end up in the emergency room 
unnecessarily 

•	 Intervene in the patient’s care to stabilize 
their health

There are two leading technology 
contenders to connect RPM solutions 
to the internet: Wi-Fi and cellular. Both 
are considered ubiquitous, but are they 
really? Let’s take a look at the benefits and 
challenges of each.

Wi-Fi Connectivity
Wi-Fi has been around for more than 25 
years and has become the de facto home 
connectivity option for many people. In 
many cases, small- to mid-sized businesses 
also use Wi-Fi to connect their workers to 

the internet. In both of these environments, 
Wi-Fi can be beneficial. It is relatively 
inexpensive, upload and download speeds 
have been consistently upgraded by service 
providers, and, in general, it works when 
needed. When it comes to homecare, 
however, there are places where Wi-Fi faces 
significant challenges:
•	 Lack of ubiquity: Although Wi-Fi may 

seem ubiquitous, and many homes and 
businesses do have Wi-Fi connections, 
that number falls off dramatically in more 
rural areas. According to the Pew Research 
Group, in 2019, only 59% of people over 
65 had access to broadband connectivity 
at home. That makes it challenging to 
utilize Wi-Fi in RPM solutions, which 
require a continuously reliable 24/7 data 
connection. 

•	 Limited ease of use: Wi-Fi requires the 
use of strong, multi-variable passwords 
and other configuration steps, which 
some seniors may struggle with. Some 
may also be uncomfortable having a lot of 
equipment in their homes. 

The Best Way to Provide Care  
Over the Air 
Wi-Fi versus cellular for patient monitoring 

By Mark Denissen

percent of Americans who are  
65 and older own a cellphone 
and of those, 53%  
own a smartphone

91% 



Check 105 on index.
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•	 Lack of 24/7 reliability: Wi-Fi signals 
drop frequently, and if equipment failure 
occurs, it could be down for hours or 
longer. If Wi-Fi has a weak signal, loses 
power or goes offline for another reason—
even if it’s infrequently—it impacts the 
ability to deliver consistent patient results 
back to health care professionals. 

To understand how Wi-Fi is an unsuitable 
solution for RPM and other health care tools 
that require 24/7 connectivity, imagine 
trying to use a cellphone in Europe and only 
being able to connect when there is Wi-Fi 
available. Connectivity would be limited 
to areas where there are Wi-Fi hotspots. 
This considerably hampers the types of 
things users can do. Likewise, if only Wi-Fi 
is available as a connectivity option in a 
home health care environment, options are 
limited if the patient can’t complete setup 
or if their service is disrupted. Anyone who 
has ever been in charge of technical support 
for an older family member’s Wi-Fi service 
understands that there are challenges.

Cellular Connectivity
Cellular, on the other hand, is a much more 
reliable option for homecare providers and 
the patients they serve. While there are 
certainly rural areas with poor coverage and 
those that still use 3G wireless, providers 
like AT&T and Verizon have turned up 4G 
everywhere and are turning down 3G. In 
areas with 4G coverage today, it will be 
consistent and reliable going forward. 

Some of the benefits of using cellular 

connectivity include:
•	 Ubiquity: When it comes to people who 

are 65 and older, 91% own a cellphone 
and of those, 53% own a smartphone, 
according to Pew Research Group. With 
that level of connectivity, it’s easy to see 
why an RPM solution based on cellular 
connectivity is a strong option for 
homecare providers and their patients.

•	 Sheer simplicity of setup: For many 
RPM devices, no configuration is needed. 
While some solutions providers retrofit 
tablets for RPM use, making them more 
difficult to use, others have purpose-built, 
out-of-the-box solutions that simply need 
to be turned on to work consistently. Ease 
of use is also critically important to these 
solutions. In a recent pilot with a hospital 
in West Virginia, care was focused on 
high-risk patients in rural settings. The 
expected compliance rate was 15%-20%; 
however, the trial saw greater than 80% 
patient compliance with taking vital signs. 
In addition, patient satisfaction was 4.5 
out of 5.

•	 Consistent real-time data sets: 
With consistent connectivity comes 
consistent data. A robust real-time data 
set developed at regular intervals allows 
health care providers to see trends and 
take preventative action, solving small 
problems before they become larger 
ones. Take, for example, the case of a 
patient with high blood pressure. By 
gathering data over time, RPM solutions 
can spot anomalies in real time, such as 
an unusually high blood pressure reading, 

and contact the health care provider for 
immediate follow up. Solutions can also 
“learn” from the patient’s behavior; for 
example, if a patient does not take their 
medicine at the same time each day, 
reminders can be adjusted and establish 
a time that is better for them. Cellular is a 
stronger fit for this type of application.

•	 An upgrade path to 5G: 5G is on its 
way, and some vendors are building 5G 
capabilities into their devices today to 
prepare for its arrival. When it is more 
widely available, RPM solutions that use 
cellular have a clear path to update to 
high-bandwidth connectivity. 

A few additional benefits that cellular 
connectivity can provide include: 
•	 The use of open standards and existing 

infrastructure
•	 The ability to cover hundreds of  

devices simultaneously, ensuring  
that connectivity is always available 

•	 Long battery life

End-to-end security RPM is expanding 
patients’ health data to include real-time 
and daily readings, extending the access a 
physician or homecare professional has to 
data to better understand their patients’ 
needs. Access to an RPM solution allows 
patients to get involved with their care, 
assess situations in real time and be able to 
speak with a physician when they are not 
feeling well. While RPM solutions are 
becoming increasingly easier to use,  
it’s cellular connectivity that will ensure  
they are available 24/7 to help keep seniors 
safe.  

Mark Denissen serves as the president and chief 
executive officer of Anelto. He has a storied career in the 
technology sector.  Denissen worked more than three 
decades with Texas Instruments (TI), serving in various 
roles before becoming vice president of worldwide 
strategic marketing and being responsible for the startup 
of businesses such as medical devices, LED lighting 
solutions and motor control solutions. He was also 
responsible for the commercialization of breakthrough 
technologies developed in Kilby Labs, TI’s long-range 
research and development center, and worked directly 
with TI’s chief technical officer to move numerous 
projects towards commercialization. He holds a BSEE 
degree from the University of California Los Angeles.



“TeamDME! has 
revolutionized 
our cash flow 
for the good.”
Kathleen
Hope Medical Supply 
(happy customer since 1999)

We Are Now 
A Collections 
Machine!

Call today for a free demo!
888-832-6363
teamdme.com Next-Level Billing Software for DME Providers

• Exclusive to DME space
• Wizards Make Billing Simple, Fast  

& Compliant
• Cloud Based
• Prefill Authorization Documents
• Track Documentation
• Mail Merge Letters
• Send Claims Electronically
• Send Invoices Electronically

Check 110 on index.



14  	 HOMECARE   |   DECEMBER 2020

COLUMN

IN-HOME CARE: RETENTION

Turning clients away, increasing wages, 
waiting for interview no-shows, training 
in COVID-19 safety: These are some of the 
realities of managing a caregiving business 
today. Without enough workers to meet 
demand, the industry is facing a major shift 
in how it must plan and provide services. To 
stem the bleeding, caregiving agencies have 
turned away from seeking clients to focus on 
recruiting and retaining caregivers—and are 
learning new lessons along the way. 

It was no secret that caregivers were in 
short supply even before the pandemic. A 
rapidly aging population and the declining 
labor participation rate in the United States 
has made caregiving a staffing challenge. 
COVID-19 has turned the homecare market 
upside down by further decreasing the 
supply of labor while driving a higher 
demand for services. The availability of 
unemployment benefits plus a need to care 
for children in virtual school have taken 
a sizable number of caregivers out of the 
market. There was even a period when 
caregivers could earn more staying at home 
than working in the field. 

For this article, the owners of three 
growing caregiving agencies shared their 
best practices for recruiting and retention, 
particularly the changes they have made in 
response to COVID-19 that have helped them 
run their businesses. They are: 
•	 Tim Murray of Aware Best Care in the 

greater Raleigh, North Carolina, area; 
•	 Mark Turnbull of ComForCare West Linn in 

Portland, Oregon; and
•	 Benny and Alice Latino of Heavenly Care 

of Austin, Texas. 

Here are nine tips on how best to hold 
onto caregiving staff in difficult times. 

1Pay competitively.
An agency that pays competitively has 

a better chance at securing the higher-
performing caregivers in the market. When 
candidates have numerous job opportunities 
available, the agencies that will be attractive 
to caregivers are those that have always 
been proactive about offering competitive 
pay and benefits. 

Increasing wages, however, can be tough 
for owners. They must decide whether to 
raise client rates or to take a hit on margins. 
A good way to determine whether an agency 
has the flexibility to raise rates is to measure 
how many clients it must turn away during 
a month because of a shortage of caregivers. 
If the number represents more than 10% of 
the current clientele, then increasing client 
rates in order to keep caregivers may be the 
right decision. 

Aware Best Care targets pay to be at 
least in the upper 90th percentile of what 
agencies pay caregivers. 

“Homecare is growing a lot, but we have 
a challenge,” Murray said. “We’ve raised the 
ante. We just sent out letters for the second 
price increase this year. We’ve got to do what 
we’ve got to do to in order to get the talent 
by raising our homecare rates to clients.” 
Murray said no clients have complained 
about the increase. 

2Train to retain.
Training is critical to employee 

retention. According to a Gallup poll, 
only 12% of employees believe that their 
company’s onboarding programs adequately 
trained them for their roles. A study by the 
Society for Human Resource Management 
recently revealed that 69% of employees are 
likely to stay in a role for three years with 
great onboarding.

For Turnbull, training is an investment 
in the agency’s most important asset—
caregivers. His agency has added several 
components to its training program, 
including the assessment of each caregiver’s 

character strengths to target areas to coach 
new employees. 

“Unlike other businesses, the employee 
is the most influential person and has the 
most impact on your business’s bottom 
line,” Turnbull said. 

3Keep a budget for retention & 
spend it.

Having a budget dedicated to retention 
offers a degree of protection during good 
times and bad. It can include surprise 
rewards, such as gift cards or dinners out, 
but also more regular recognitions, such 
as awards for monthly top performers. 
Retention bonuses can also be useful to help 
caregivers focus on long-term development 
goals. In essence, spending money on 
retention sends a message to caregivers 
that management cares enough to take 
something from the bottom line. 

Aware Best Care uses its retention bonus 
for many typical expenses, such as gifts and 
recognitions. They also use it for benefits, 
including 401k matching and health care. 
Murray realized that caregivers were stressed 
about health coverage and sought out a 
way to offer a plan that was affordable and 
met employees’ basic needs. Aware Best 
Care splits the cost of a direct benefit plan 
with caregivers who opt in. As a result, it can 
address a lot of staff concerns about being 
able to receive care if they become ill. 

4Hire recruiters to keep the 
pipeline full.

Although not all agencies can afford to pay 
a full-time recruiter, Benny Latino said that 
should be one of the first administrative 
positions that a company takes on. Latino 
said that having the full focus of a recruiter 
is critical, as an agency needs to be 
recruiting continuously in order to keep up 
with demand.

“A recruiter has to show high sense of 
urgency,” Latino added. “They have a love 
of what they do—to connect with others. 
They are someone who is very organized who 
understands how to use social media and 
virtual meetings to schedule interviews.” 

A Bird in 
the Hand 
9 approaches to 
improving retention 

By David Nelson
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5Monitor & measure retention to 
manage it.

Turnbull says that measuring retention 
with attrition metrics is key to managing 
caregivers. ComForCare tracks 30-day, 90-
day, 180-day and annual retention so that 
aberrations from the average are highlighted 
and addressed. For example, if 30-day 
retention plummets, then recruiting and 
onboarding are likely culprits. If 180-day 
retention falls off, then the problem is more 
likely related to ongoing communications 
between administrators and the caregivers 
or conflicts with clients.

“We are about at 70% retention 
annually,” Turnbull said. “We keep track of 
everyone who comes in and exits. We have 
exit interviews for those who leave.” 

Because his agency focuses so much on 
the right fit on the front end, he said, a large 
number of those caregivers who leave are 
seeking expanded opportunities in care.

“They are inspired as caregivers and want 
to go on and serve as a nurse and further 
their careers,” he said. “They find they had 
innate talent.”

6Promote your brand & culture.
Building a culture within an agency and 

communicating a brand are keys to standing 
out in a crowd. According to Benny Latino, 
differentiation is important when it comes to 
expanding the supply of caregiver labor.

“We’re having to sell (caregivers) on the 
culture of our company in order to reach 
those individuals who weren’t necessarily 
thinking of being caregivers or being in the 
health industry,” Latino said. “You have to 
sell your employees more than your clients. 
We’re having to look at people who don’t 
have the background but can do the job  
with training.”

7Fire clients to retain caregivers.
Caregiving agencies want to be known 

for managing client-caregiver relationships 
effectively. Retention can depend on 
maintaining good relationships between 
caregivers and the clients. Given that a 

caregiver can quickly join another agency 
to escape a bad client, the key for Murray is 
protecting the caregiver if the relationship 
shows signs of stress. 

“We have discharged some major clients 
that were rude or unprofessional to our staff,” 
he said. “If your focus is taking care of your 
people, you need to back it up. When you 
do, the staff gets the message and becomes 
even more vested in the company.” 

“You have to have the mindset of finding 
the right clients,” added Alice Latino. “That’s 
a different mindset [than in many other 
businesses] because it’s easy to say we have 
to do everything we can to satisfy the client. 
Often that’s impossible and it’s not a good 
business decision.” 

8Become a matchmaker.
In addition to selecting clients carefully, 

Turnbull wants his agency to become known 
as “master matchmakers.” His enthusiasm 
for matchmaking stems from observing 
caregivers who quit based on conflicts 
or negative interactions with clients. He 
worked to identify compatibility in caregiver 
assignments. As a result, it has attracted 
both prospective caregivers—who will stick 
around longer for a better client—and 
clients, who know that they will be placed 
with caregivers with the right character 
strengths rather than just the first available.  

His agency uses MiliMatch, an analytical 
application for assessing both client 
relationship needs and caregivers’ strengths 
to identify viable pairings. 

“We were looking for something to help 
us identify the soft skills,” said Turnbull. 
“With MiliMatch, we can measure them and 
predict how they best fit a client’s needs. 
Before, we knew whether they could change 
a brief or feed a client or bathe them, but we 
couldn’t see the interpersonal relationship 
skills that caregivers possessed.” 

With established processes for matchig 
caregivers to clients, ComForCare promotes 
their expertise to both potential clients and 
caregivers. The clients have been receptive 
toward finding the right caregiver, and the 
caregivers, in turn, are surprised to find out 

that the company has an interest in seeking  
good matches.

9Connect caregivers with resources 
& communicate.

Limited income presents a stark reality 
for some caregivers. Add to that the 
unpredictability of client hours and 
government subsidies over the past few 
months, and many have had trouble 
paying bills. Heavenly Care makes a point 
of ensuring that caregivers know what 
support is available, including food, clothing 
and shelter. To keep the list up to date, 
leadership reaches out to various nonprofit 
and municipal organizations. 

 “We were able to connect [caregivers] 
with resources in the local counties to 
provide caregivers with ways to support 
utility bills and with assistance with making 
financial decisions,” Benny Latino said. “We 
leveraged our relationships to get caregivers 
as much information as they could.”

In addition, keeping caregivers engaged 
and feeling appreciated can be just a 
phone call away. Latino said administrative 
staff was assigned several caregivers to 
communicate with regularly, particularly as 
COVID-19 heated up.

“Everyone took four or five caregivers 
and called to check on them every week,” he 
said. “During the height of the pandemic, we 
would call with a list of several questions and 
find out what we could do to help.”

The road ahead 
Agency owners face a difficult challenge 
today—but the pandemic may also  
provide an opportunity. Those who can 
master recruiting and retention by learning 
from others and following disciplined 
practices will be positioned to realize sizable 
growth. 

David Nelson is the chief operating officer of MiliMatch, 
a company focused on recruiting and client matching 
solutions for the in-home caregiving industry. A long-
time technologist with experience in both the software 
and hardware industries, he seeks to use technology to 
improve people interactions and relationships.  
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Online interviewing and virtual job fairs have 
become necessary tools in the recruitment 
and hiring process for many home health 
agencies and home medical equipment 
companies. They have some clear benefits, 
including convenient scheduling when a 
busy hiring manager and job candidates are 
in different locations. 

Yet online-only meetings can hinder your 
ability to make interpersonal connections 
and pick up on subtle cues about a 
candidate’s personality. They can also make 
it harder for a candidate to see what makes 
your business an attractive place to work. 

Before the coronavirus pandemic, some 
organizations started with a phone interview, 
then a video interview, then an in-person 
interview. Now, the in-person interview may 
not happen. 

Given cost considerations and the need 
for many administrative officials to work 
from their homes amid the coronavirus 
pandemic, some homecare operators are 
considering moving to remote operations for 
good. Successful Solutions

Even for those still reporting to work in 
person, physical distancing and infection 
control precautions have made face-to-face 
meetings a riskier proposition. According 
to a 2020 benchmarking study from Home 
Care Pulse, some home-based care agencies 
already have shifted interviews and training 
to online options.

While turnover has made recruiting and 
interviewing a frequent need in home-based 
care for years, the candidate pool could be 
expanding as COVID-19 shutdowns lead 
retail and hospitality industry workers to 
seek new opportunities. To make the most 

of the hiring process in this situation, pay 
attention to these five aspects of virtual 
recruiting and interviewing: 

1Ensure that your business  
stands out. 

To prepare information sheets that will 
inspire and motivate candidates to apply to 
your company, think about what sets your 
company apart. 
•	 What makes you proud of working at your 

organization? 
•	 What benefits do you offer?
•	 What often seems to surprise new 

employees about your organization?
•	 What aspects of your work environment 

do long-time employees praise?
•	 How do you recognize excellence among 

your staff?
•	 What contributions does your company 

make to improve the community?

Once you have a good idea of what you 
should highlight, think about how you will 
draw attention to your business’s attributes 
during a remote interview.

2Observe the subtle signs.
As a LinkedIn study noted, company 

culture is a key factor in attracting 
candidates who will stay with your 
organization, and many different aspects  
of the work environment shed light on  
your culture. 

Remote interviews don’t allow candidates 
to observe the office environment first-hand 
and interact with other team members 
outside the interview. Another downside 
is that video doesn’t allow managers and 

job candidates to see and interpret one 
another’s body language to the same extent. 
Unfortunately, you will miss out on these 
first-person snapshots, which can give you 
both insight into working together. 

Because face-to-face meetings aren’t 
possible, pay close attention to what you do 
notice about candidates, including fidgeting, 
impatience, rudeness, friendliness, quick 
thinking and communication styles. 

3Highlight organizational 
strengths. 

Marketing will play a key role in attracting 
candidates and convincing them to choose 
your business after the interview. Consider 
creating a web page discussing the benefits 
your company offers and include: 
•	 Quotes from supervisors and employees 

explaining why they like working there 
and what makes them proud of the work 
they do. 

•	 Images of people at work (with their 
written permission) wearing authentic 
smiles on their faces. 

•	 Video clips showing nurses, caregivers, 
sales representatives or managers 
talking about their personal stories 
about what makes their work rewarding 
while highlighting some of those specific 
organizational strengths.

To prepare team members who will be 
conducting interviews, supply them with 
talking points that call out key benefits and 
overall strengths.

Keep in mind that health care attracts 
people who want to make a difference in the 
lives of others. With that thought in mind, 

Screening Candidates  
at Arm’s Length 
5 ways to get the most from remote recruiting & interviewing  

By Terrey Hatcher
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you might ask staff who will be meeting 
candidates to think of a personal story they 
could share about the satisfaction their work 
brings and how they’ve made a difference in 
someone’s life.

4Be ready to show & tell. 
Think strategically about how you can 

highlight your leadership approach and your 
company’s selling points during phone and 
video interactions. 

Because of the challenges inherent in 
online-only interviewing, preparation for 
interviews is vital for the hiring manager. 
Some ways recruiters and managers can 
successfully communicate with candidates 
remotely include:
•	 During each conversation, take the time 

to talk with the candidates in a calm and 
professional way.

•	 Outline the interview process when you 
schedule an interview, including how 
many people each candidate will talk with 
and how long the interviewing process is 
likely to last.

•	 Turn video cameras on during interviews. 
Do not just talk over the phone; that 
means you won’t see visual cues. 

•	 Share visual materials that show your 
culture and your people in a good light. 

5Set the right tone during 
interviews.

When you get to the online interview, ask job 
candidates questions designed to explore 
their personalities and how they would fit 
into your culture. Some examples:
•	 Tell me about a time when you disagreed 

with a teacher, manager or customer. 
How did you communicate your 
disagreement? Were you able to move 
past it together? 

•	 What do you see as communication 
challenges on the job? What would you do 
to bridge communication gaps?

•	 Tell me about a time when your team was 
challenged to improve. How did you work 
through the change and motivate one 
another? What did you learn from  
the experience?

Be ready to ask follow-up questions that 
draw out the emotions and motivations 
behind the candidate’s answers and allow 
you to ease into a real conversation with 
natural give and take. 

Moving Beyond the Status Quo
The preparation you have done will help you 
attract and hire good candidates. But your 
work isn’t finished yet. Company cultures 

naturally change over time along with the 
employees hired and with continual shifts in 
the marketplace. 

Since the coronavirus pandemic has 
spread across the United States, some 
things have changed in the way work is 
done and how managers interact with their 
employees. Job candidates’ priorities may 
have shifted, too. Many job seekers now are 
looking for stability and work that makes a 
difference in the world. 

Be ready to share any lessons you’ve 
learned, how your business might change 
over the long term in response to temporary 
COVID-19 adaptations, and how you will 
position your organization for business 
strength in the future. Your culture should 
clearly communicate all of those things: 
stability, continual learning, adaptability 
and foresight.

Those are the keys to attracting 
employees who are engaged and want to 
grow with your organization.  

Terrey Hatcher is a content marketing manager at Relias. 
She has worked in professional development and 
curriculum design organizations for more than 20 years. 
At Relias, she has collaborated with physicians, nurses, 
curriculum designers, writers and other staff members to 
shape health care content designed to improve clinical 
practice, staff expertise and patient outcomes. Hatcher’s 
experience includes sharing best practices in education, 
IT and international business.
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In a recent article in HomeCare, National 
Association for Home Care & Hospice 
President Bill Dombi said: “To thrive in health 
care, and particularly home health care, one 
must be ceaseless in exploring innovation, 
tireless in employing creativity, and willing 
to roll with the punches that inevitably 
come when you challenge institutionalized 
health care powers. That all translates to a 
willingness to not only embrace change, but 
to lead it.”  

I strongly agree with this sentiment. 
The one point I will add is that the concrete 
actions you take based upon what you 
learn from exploring innovation must be 
made judiciously and supported by what 
you understand about industry dynamics. 
Innovation can do wonders for a homecare 
business and its clients, but only if the 
innovation pursued and embraced aligns 
with regulatory, financial, clinical and 
operational trends and developments. 
Misguided efforts around innovation, a lack 
of support for it, or suboptimal execution can 
produce lackluster results with the potential 
to harm or even cripple a home health 
agency (HHA) or home medical equipment 
(HME) provider.

Here are eight of the steps your  
agency should consider taking—if it  
hasn’t already—to further innovate your 
business in order to achieve short- and  
long-term success.

1Explore new services &  
service lines. 

Disruption in the health care delivery system 
opens doors to those businesses willing and 
able to step up and address changing needs 
and demands. Companies that have the 
financial means and resources to expand 

beyond their traditional services and pursue 
new service lines are in a strong position to 
set themselves up for growth. 

For example, some home health agencies 
are developing programs to provide 
staffing support to senior living facilities. 
Others are expanding the types of services 
offered to their clients to include things 
like transportation and shopping. I’m even 
hearing about agencies providing non-health 
care services, with caregivers who help with 

staff screening and take temperatures, as 
well as offer guidance and training on proper 
safety protocols. 

It is difficult to predict how long some 
new services will remain viable. However, 
as long as companies that pursue growth 
opportunities make smart investments in 
technology and remain nimble, there will 
almost always be ways to pivot services 
and personnel to pursue new avenues or 
strengthen core operations and offerings.

Adapt or Die  
8 steps to being out front on business innovation
By Bradley Smith

Disruption in the health care delivery 
system opens doors to those businesses 
willing and able to step up and address 
changing needs and demands. 
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2Be open to a merger  
or acquisition.   

Perhaps the most significant barrier to the 
pursuit of innovation is a lack of capital. A 
desire to invest in something new is vastly 
different from the ability to invest. While 
there are various ways to raise capital, one 
approach that can deliver benefits going 
beyond the issuing of a check is selling  
your company. 

A buyer who is willing to support the 
growth of your business can provide the 
funding you need to make investments. 
The right buyer can also bring a mix of 
knowledge, experience and professional 
contacts that help you make smarter 
decisions about where to invest and how 
to execute a plan to capitalize on how 
and where you innovate. To find a partner 
that will not only pay a fair price for your 
business but can also provide valuable 
expertise during this transitional period, 

engage a merger and acquisition advisor 
that specializes in home health or HME.

3Respond to changing  
client dynamics.  

Despite a turbulent year, homecare 
companies are well-positioned for success—
as long as they put themselves in that 
position. The appeal of home health services 
may be at an all-time high. They represent 
a safe alternative to receiving care at other 
types of facilities (e.g., nursing homes, 
skilled nursing facilities, hospitals). This 
is especially true for elderly clients and 
those with multiple health conditions who 
are more susceptible to COVID-19, and for 
those who may have postponed care due 
to concerns about the novel coronavirus. 
In addition, the aging U.S. population 
and continuing shift toward value-based 
payments all play into the attractiveness of 
these services. 

Home health agencies have an 
opportunity to benefit from the growing 
demand for home services and increasing 
client base. Pivotal to agencies capturing 
this client volume will be increasing 
awareness of services and differentiating 
the home health approach to care. In 
competitive markets, businesses will need 
to go one step further and distinguish 
themselves from competitors, in part by 
playing up investments in innovations 
designed to improve quality, safety and 
security for clients. 

HHAs and HME providers looking to take 
advantage of this window of opportunity 
will want to consider various marketing 
mechanisms to reach and inform prospective 
clients and referral sources, including 
those requiring financial investment (e.g., 
television ads, digital marketing, print 
collateral) and those that predominantly 
require time (e.g., interviews with media, 
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encouraging word-of-mouth referrals from 
past and current clients, social media posts, 
publicizing testimonials).

4Embrace & build mechanisms to 
better support the virtual world. 

While nothing is ever assured, one can 
comfortably assume there are at least 
two emerging trends that are here to stay: 
telehealth and the remote workforce. 
Companies that want to remain competitive 
will need a plan to support the virtual 
demands from and for clients and staff.

A much larger portion of the consumer 
population now has first-hand experience 
with telehealth and various types of 
telehealth delivery systems, such as remote 
physiological monitoring. Fair Health’s 
monthly telehealth tracker shows that 
telehealth claim lines increased more 
than 3,500% from August 2019 to August 
2020, growing from about 0.2% of all 

medical claim lines to about 6%. HHAs were 
permitted to provide even more services 
to beneficiaries via telecommunications 
technology within the 30-day period of care 
thanks to regulatory rule changes. 

In October, lawmakers, recognizing 
the value of home health agencies 
leveraging telehealth to provide care and 
support, introduced the Home Health 
Emergency Access to Telehealth (HEAT) 
Act (see page 8). It’s a bipartisan bill to 
provide Medicare reimbursement for audio 
and video telehealth services furnished 
by home health agencies during this 
health crisis and any future public health 
emergencies. For some home health 
agencies, telehealth was already playing 
an important role in providing continuous 
care to clients prior to the pandemic. Now 
that the benefits of telehealth are better 
understood by consumers, there may soon 
be an expectation for virtual care in a care 

plan. Lawmakers and payers will hopefully 
continue to expand their support of its usage.

On the staffing side, many employees are 
already accustomed to some form of remote 
work, visiting their agencies’ offices only 
for meetings, training and other activities 
requiring face-to-face interactions. The 
pandemic has put a brighter spotlight on 
the value of virtual work, which has helped 
reduce in-person contact between team 
members. In addition, the ability for remote 
staff to leverage telehealth has also reduced 
the number of necessary in-person visits to 
clients. Home health agencies that want to 
keep staff satisfied with their work, better 
attract future employees and help their 
workers more effectively and safely care for 
clients will want to strengthen their virtual 
infrastructure. Investments to consider may 
include secure communications platforms, 
information technology support and staff 
and client training.

Check 115 on index.
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Save the 
Date5Avoid COVID-19 blinders.  

While COVID-19 is receiving the lion’s 
share of attention, and justifiably so, it 
is not the only dynamic driving change 
in this space. As advisable as it is to pay 
close attention to the pandemic and adjust 
operations accordingly, you will also need 
to remain cognizant of and respond to other 
trends, such as the Patient Driven Groupings 
Model (PDGM) and possible regulatory 
changes in response to its challenges; 
changes to the durable medical equipment 
competitive bidding program; the growing 
demand for diversity, equity and inclusion; 
an increasing importance of and potential for 
big data and analytics; continued evolution 
of Medicare Advantage; and the anticipated 
expansion of regulatory oversight. 

You do not want to allow yourself to 
become so consumed with the public health 
emergency that you overlook those forces 
that may also have a significant impact on 
your agency.

6Don’t resist change.  
If you believe that the way you ran your 

company prior to COVID-19 should work  
just as well after the pandemic, you may  
be in for a rude awakening. This is one of 
those pivotal moments when homecare 
owners, like most businesses, must 
reevaluate their operations, determine which 
processes and practices can remain effective 
and which cannot, and assess what changes 
and innovations must be embraced for 
businesses to stay solvent—or even to come 
out of this period with a more solid footing 
than before. 

7Monitor industry trends & 
developments.

The health care delivery system was 
experiencing significant changes before 
the pandemic. COVID-19 kicked those 
changes into overdrive. We came into the 
year expecting competitive bidding, PDGM 
and a phaseout of requests for anticipated 
payment—and how these would affect 
the industry—to be among the dominant 
stories of 2020. You can now add the likes 
of telehealth, surges in transactions and 
consolidation, a potential reshaping of the 
Medicare home health benefit, a remote 
workforce and a slew of other developments 
to that list. And there’s good reason to 
believe that new or evolving disruptors  
will greatly affect homecare companies 
going forward.

Considering the speed that change is 
occurring, prioritize keeping a finger on 
the pulse of the industry and health care 
as a whole. Assess emerging trends and 
developments to determine what should 
necessitate an immediate response or the 
initiation of new plans. If you are considering 
whether to make significant changes to 
your operations, such as exploring whether 
to launch a telehealth program or sell 
your agency, engage with experts—even 
if you don’t anticipate moving forward 
immediately. Experienced advisors can 
answer questions, fill in knowledge gaps 
you didn’t know existed and provide 
recommendations. And by engaging sooner 
than later, you can hit the ground running 
when the time comes to make the change 
rather than starting from scratch.

8Stay current on regulatory 
developments. 

This step is essential for making educated 
and compliant decisions that may transform 
your agency. Since the beginning of the 
pandemic, government has issued numerous 
waivers and rules meant to help businesses 
respond to the novel coronavirus. These 
requirements have touched on a wide range 
of issues, including telehealth, the Stark Law, 
on-site visits, deferment of tax payments, 
payroll expenses and plans of care. 

Owners must ensure that they are closely 
monitoring regulatory developments to 
understand if and when waivers expire, 
future changes to rules, and how to 
appropriately leverage rule changes, 
whether temporary or permanent. Doing 
so is critical to delivering effective care 
in this challenging environment, keeping 
finances sound and identifying worthwhile 
opportunities to pursue innovation. Without 
a strong understanding of how rules may 
affect your company, you run the risk of 
investing at the wrong time or in the  
wrong opportunity. 

Always Be Innovating (Intelligently)
We’re well into this public health crisis and 
are seeing how critical it is for home health 
and HME providers to adapt to the “new 
normal.” Many businesses have undergone 
substantial changes, yet it is likely that they 
will need to do even more to emerge from the 
pandemic in a strong position to thrive in the 
post-COVID-19 era. Innovation has the 
potential to help agencies take small and 
large steps forward, but the decisions 
concerning whether to pursue specific types 
of innovation must supported by research 
and, when available, expert guidance. This 
will better help ensure you can reap the 
rewards of daring to be different.  

Bradley Smith, ATP, CMAA, is a former durable medical 
equipment provider owner, and is currently a managing 
director/partner with the international healthcare M+A 
firm VERTESS. He is a member of HomeCare’s editorial 
advisory board. If you would like to personally discuss 
this article, the value of your health care company/
practice, or how to get the best price when you sell it, you 
can reach Smith directly at (817) 793-3773 or  
bsmith@vertess.com.

Telehealth grew from 
.2% of all claims lines  
in 2019 to 6% in 2020.6% 
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2021 HOMECARE BUYER’S GUIDE LISTINGS
The health care industry is growing and changing every day. Our 2021 Buyer’s Guide is filled with manufacturers 
and contact information to help you find the right mix of products and services for your company. No matter which 
way you plan to steer your business in 2021, we know that products and services are at the heart of it all, and this 
comprehensive guide will help you grow and stay on track throughout the year. You can also easily reach these 
resources online at homecaremag.com/buyers-guide. 
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ACCREDITATION 
ORGANIZATIONS  
DMEPOS
Accreditation Commission for  
Health Care (ACHC)
Cary, NC
(855) 937-2242
achc.org

American Board for Certification in 
Orthotics & Prosthetics (ABCOP)
Alexandria, VA
(703) 836-7114
abcop.org

BOARD OF 
CERTIFICATION/
ACCREDITATION 
(BOC)
Owings Mills, MD
(877) 776-2200
bocusa.org

CARF International
Tucson, AZ
(888) 281-6531
carf.org

Community Health Accreditation 
Program (CHAP)
Washington, DC
(202) 862-3413
chapinc.org

Healthcare Quality Association on 
Accreditation (HQAA)
Waterloo, IA
(866) 909-4722
hqaa.org

National Association of Boards of 
Pharmacy (NABP)
Mount Prospect, IL
(847) 391-4406
nabp.pharmacy

THE COMPLIANCE 
TEAM
Spring House, PA
(215) 654-9110
thecomplianceteam.org

The Joint Commission
Oak Brook, IL
(630) 268-7400
jointcommission.org

ACCREDITATION 
ORGANIZATIONS 
HOME HEALTH
Accreditation Commission for  
Health Care (ACHC)
Cary, NC
(855) 937-2242
achc.org

Community Health Accreditation 
Program (CHAP)
Washington, DC
(202) 862-3413
chapinc.org

The Joint Commission
Oak Brook, IL
(630) 268-7400
jointcommission.org

BEDS
ALCO Sales & Service Co.
Burr Ridge, IL
(800) 323-4282
alcosales.com

American National  
Manufacturing, Inc.
Corona, CA
(951) 273-7888
americannationalmfg.com

ASSURED COMFORT
Bassett, VA
(866) 852-2337
assuredcomfortbed.com

Big Boyz Industries, Inc.
Ivyland, PA
(877) 574-3233
bariatricbeds.com

Compass Health Brands
Middleburg Heights, OH
(800) 376-7263
compasshealthbrands.com

Drive DeVilbiss Healthcare
Port Washington, NY
(877) 224-0946
drivemedical.com

Flex-A-Bed
LaFayette, GA
(800) 648-1256
flexabed.com

GF Health Products, Inc.
Atlanta, GA
(770) 368-4700
grahamfield.com

Great Life Healthcare
Paige, TX
(281) 300-2711
greatlifehealthcare.com

Hill-Rom
Batesville, IN
(800) 833-4291
hillromathome.com

Invacare Corporation
Elyria, OH
(800) 333-6900
invacare.com

KAYSERBETTEN US
Allentown, PA
(800) 574-7880
kayserbettenus.com

Med-Mizer
Batesville, IN
(888) 522-2161
med-mizer.com

Medline
Mundelein, IL
(800) 633-5463
medline.com

Merits Health Products
Cape Coral, FL
(800) 963-7487
meritsusa.com

PARKS HEALTH 
PRODUCTS
Hickory, NC
(828) 838-1775
parkshealth.com

SleepSafe Beds
Bassett, VA
(866) 852-2337
sleepsafebed.com

Span America
Greenville, SC
(800) 888-6752
spanamerica.com

TRANSFER MASTER 
PRODUCTS, INC.
Postville, IA
(877) 445-6233
transfermaster.com

EST.  1993

TM

BILLING/RCM SERVICES 
& CONSULTING 
HME
A Perfect Medical Billing  
Service, Inc.
Fair Acres, NM
(575) 544-0311
aperfectbilling.com

Allegient Billing &  
Consulting, Inc.
Elizabeth, CO
(303) 646-9903
allegientbilling.com

AnCor Healthcare  
Consulting, Inc.
Coral Springs, FL
(954) 757-3121
ancorconsulting.com

Cashflow Billing
Bellevue, NE
(402) 898-2600
cashflowbilling.com
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DavLong Business Solutions
Savannah, GA
(800) 413-7764
davlong.com

HME Billing & Consulting
Santa Teresa, NM
(702) 800-3689
hmebillingandconsulting.com

Lieber Consulting
Sherman Oaks, CA
(818) 789-0670
lieberconsulting.com

Prochant
Charlotte, NC
(888) 349-9015
prochant.com

Rndsoft
Katy, TX
(877) 868-8013
rndsoftech.com

WellSky
Lenexa, KS
(888) 633-4927
wellsky.com

Wonder Worth Solutions, LLC
Wilmington, DE
(302) 613-1356
wonderws.com

BILLING/RCM SERVICES & 
CONSULTING 
HOME HEALTH & HOSPICE & 
PERSONAL CARE
BlackTree Healthcare Consulting
Conshohocken, PA
(610) 537-5028
blacktreehealthcareconsulting.com

Codes Correct
Tyler, TX
(903) 549-2115
codescorrect.com

Decision Health
Gaithersburg, MD
(855) 225-5341
decisionhealth.com

ECS North
Tiffin, OH
(419) 448-5332
ecsbillingnorth.com

Netsmart
Overland Park, KS
(800) 842-1973
ntst.com

OHEN Consulting
Nashville, TN
(629) 999-0608
ohenconsulting.com

OperaCare
Socorro, NM
(916) 343-1164
operacare.com

Precision Medical Billing
Houston, TX
(866) 380-1016
precisionmedicalbilling.com

Quality In Real Time
Floral Park, NY
(855) 485-7478
qirt.com

Simione Healthcare Consultants
Hamden, CT
(844) 215-8823
simione.com

WellSky
Lenexa, KS
(888) 633-4927
wellsky.com

Wonder Worth Solutions, LLC
Wilmington, DE
(302) 613-1356
wonderws.com

BILLING/RCM SOFTWARE/
EHR/EMR SOFTWARE  
HME
ACU-Serve Corp.
Cuyahoga Falls, OH
(800) 887-8965
acuservecorp.com

Allegiance Group, LLC
Overland Park, KS
(913) 338-4790 ext. 202
allegiance-group.com

Argosy Group
Topeka, KS
(785) 250-8128
argosygroup.org

ATLAS ENTERPRISE 
SOFTWARE
Las Vegas, NV
(855) 221-4860
atlas-vue.com

bflow
Palmdale, CA
(661) 750-8012
bflowsolutions.com

BRIGHTREE
Lawrenceville, GA
(844) 438-2783
brightree.com

Computers Unlimited  
(TIMS Software)
Billings, MT
(406) 255-9500
timssoftware.com/medical

DMEWorks, Inc.
Fleming Island, FL
(866) 363-9679
dmeworks.com

NikoHealth
Middletown, NJ
(877) 850-8088
nikohealth.com

Noble House
Deerfield Beach, FL
(800) 749-6700
nobledirect.com

PC Solutions Software  
Development, Inc.
Woodstock, CT
(860) 975-1156
dmefree.com

QS/1
Spartanburg, SC
(800) 231-7776
qs1.com/home-medical

TEAMDME!
Brentwood, TN
(888) 832-6363
teamdme.com

UNIVERSAL 
SOFTWARE 
SOLUTIONS, INC.
Davison, MI
(810) 653-5000
universalss.com

WellSky
Lenexa, KS
(888) 633-4927
wellsky.com

BILLING/RCM SOFTWARE/
EHR/EMR SOFTWARE  
HOME HEALTH  
& HOSPICE
Ability
Minneapolis, MN
(888) 558-0569
abilitynetwork.com

AlayaCare
Toronto, ON Canada
(647) 477-4174
alayacare.com

Alora Healthcare Systems
Atlanta, GA
(800) 954-8250
alorahealth.com

Axxess
Dallas, TX
(214) 575-7711
axxess.com

CareVoyant
Rolling Meadows, IL
(888) 463-6797
carevoyant.com

Casamba
Agoura Hills, CA
(800) 648-2596
casamba.net

Complia Health
Schaumburg, IL
(866) 802-7704
compliahealth.com

Delta Health Technologies
Altoona, PA
(800) 444-1651
deltahealthtech.com

eSolutions
Overland Park, KS
(866) 633-4726
esolutionsinc.com
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HealthWare
Pensacola, FL
(850) 688-9045
healthware.com

Homecare Homebase
Dallas, TX
(877) 853-1492
hchb.com

KanTime Healthcare Software
San Jose, CA
(408) 615-8880
kantime.com

MatrixCare
Bloomington, MN
(800) 869-1322
matrixcare.com

Netsmart
Overland Park, KS
(800) 842-1973
ntst.com

Nursing Oasis Consulting
Glendale, CA
(805) 222-0209
nursingoasisconsulting.com

PointClickCare
Mississauga, ON Canada
(800) 277-5889 x3289
pointclickcare.com

RiverSoft Home Health  
Care Software
Melbourne, FL
(321) 914-0726
riversoft.net

Thornberry Ltd.
Lancaster, PA
(717) 283-0980
ndocsoftware.com

WellSky
Lenexa, KS
(888) 633-4927
wellsky.com

BILLING/RCM SOFTWARE/
EHR/EMR SOFTWARE  
PERSONAL CARE
AlayaCare
Toronto, ON Canada
(647) 477-4174
alayacare.com

Alora Healthcare Systems
Atlanta, GA
(800) 954-8250
alorahealth.com

AxisCare
Waco, TX
(800) 930-7201
axiscaresales.com

Axxess
Dallas, TX
(214) 575-7711
axxess.com

CareSmartz
Rochester, New York
(844) 588-2771
caresmartz360.com

CareVoyant
Schaumburg, IL
(888) 463-6797
carevoyant.com

ClearCare
San Francisco, CA
(800) 449-0645
clearcareonline.com

Delta Health Technologies
Altoona, PA
(800) 444-1651
deltahealthtech.com

HealthWare
Pensacola, FL
(850) 688-9045
healthware.com

HHAeXchange
Long Island City, NY
(855) 400-4429
hhaexchange.com

MatrixCare
Bloomington, MN
(800) 869-1322
matrixcare.com

Netsmart
Overland Park, KS
(800) 842-1973
ntst.com

BUYING GROUPS
Essentially Women
Waterloo, IA
(800) 988-4484
essentiallywomen.com

Health Mobius, LLC
Burr Ridge, IL
(630) 325-5150
healthmobius.com

IMCO Home Care
Daytona Beach, FL
(386) 258-6393
imcohomecare.com

Intalere
St. Louis, MO
(314) 494-4940
intalere.com

The MED Group
Lubbock, TX
(800) 825-5633
medgroup.com

VGM Group, Inc.
Waterloo, IA
(800) 642-6065
vgm.com

CBD PRODUCTS
ABC Plus Wellness
Ft. Payne, AL
(866) 922-2757
abcpluswellness.com

cbdMD
Charlotte, NC
(800) 910-1925
cbdmd.com

Founder’s Hemp
Asheboro, NC
(888) 334-4367
foundershemp.com

Green River Botanicals
Candler, NC
(828) 348-1900
greenriverbotanicals.com

Green Roads
Deerfield Beach, FL
(844) 747-3367
greenroadswholesale.com

Medterra
Irvine, CA
(800) 203-2575
medterracbd.com

Muscle MX
Midville, UT
(801) 565-4718
musclemx.com

Oliver’s Harvest
Wellington, FL
(866) 634-3134
oliversharvest.com

PūrWell
Boynton Beach, FL
(561) 448-9364
purwell.com

Sana Therapy Products
Carlsbad, CA
(760) 598-3818
sana-cbd.com

COMMERCIAL  
INSURANCE
Chief Insurance Solutions, LLC
Canoga Park, CA
(213) 228-3224
chiefins.com

Glatfelter Healthcare Practice
York, PA
(800) 233-1957
glatfelterhealthcarepractice.com

McNeil & Co. (HOMed)
Cortland, NY
(800) 822-3747
mcneilandcompany.com

PHILADELPHIA 
INSURANCE 
COMPANIES
Bala Cynwyd, PA
(800) 873-4552
phly.com

The Hanover Insurance Group
Worcester, MA
(800) 853-0456
hanover.com

VGM Group, Inc.
Waterloo, IA
(800) 642-6065
vgm.com

COMPRESSION
Advanced Orthopaedics
Harleysville, PA
(800) 270-7074
advanced-orthopaedics.com

Alex Orthopedic, Inc.
Grand Prairie, TX
(800) 544-2539
alexorthopedic.com

AMERX Health Care
Clearwater, FL
(800) 448-9599
amerxhc.com

Bio Compression Systems, Inc.
Moonachie, NJ
(800) 888-0908
biocompression.com

BROWNMED
Spirit Lake, IA
(800) 843-4395
brownmed.com

BSN Medical
Charlotte, NC
(800) 552-1157
bsnmedical.us



28  	 HOMECARE   |   DECEMBER 2020

BUYER’S 
GUIDE2021

DJO (Bell-Horn)
Vista, CA
(800) 226-4799
bell-horn.com

DJO (Dr. Comfort)
Mequon, WI
(800) 556-5572
drcomfort.com

Global Health Connection, Inc.
Marathon, FL
(305) 289-9522
globalhealth 
connectioninc.com

ING Source, Inc.
Hickory, NC
(828) 855-0481
ingsource.com

ITA-MED Co.
Hayward, CA
(888) 948-2633
itamed.com

Juzo
Cuyahoga Falls, OH
(800) 222-4999
juzousa.com

McKesson
Richmond, VA
(888) 822-8111
mckesson.com

medi USA
Whitsett, NC
(800) 633-6334
mediusa.com

NormaTec
Watertown, MA
(800) 335-0960
normatecmedical.com

SAI Therapeutic Brands
Cincinnati, OH
(513) 271-4594
saibrands.com

SIGVARIS
Peachtree City, GA
(800) 322-7744
sigvarisusa.com

Solidea Medical
West Hartford, CT
(888) 841-8834
solideamedical.com

Surgical Appliance Industries
Cincinnati, OH
(800) 888-0458
saibrands.com

Swede-O, Inc.
North Branch, MN
(866) 317-5678
swedeo.com

Synergy
Toronto, ON Canada
(647) 823-9255
synergyfir.com

Therafirm
Kansas City, KS
(866) 842-0984
therafirm.com

ThermoTek
Flower Mound, TX
(972) 874-4949
thermotekusa.com

CPAP CLEANERS
3B Medical, Inc.
Lake Wales, FL
(863) 226-6285
3bproducts.com

Responsive Respiratory
St. Louis, MO
(866) 333-4030
respondo2.com

Sleep 8
Franklin, TN
(888) 549-9799
mysleep8.com

SoClean
Oxford, MA
(866) 501-3705
soclean.com

SUNSET 
HEALTHCARE 
SOLUTIONS
Chicago, IL
(312) 997-9980
sunsethcs.com

Virtuox
Coral Springs, FL
(877) 456-3529
virtuox.net

ZZZ Cleaner
Liberty, MO
(877) 221-0004
zzzcleaner.com

CPAP MACHINES & MASKS
3B Medical, Inc.
Lake Wales, FL
(863) 226-6285
3bproducts.com

AG Industries
St. Louis, MO
(800) 875-3138
agindustries.com

APEX Medical
Brea, CA
(714) 671-3818
apexmedicalcorp.com

Bleep
Chapel Hill, NC
(919) 619-7170
bleepsleep.com

Breas Medical
North Billerica, MA
(855) 436-8724
breas.com

Circadiance
Export, PA
(888) 825-9640
circadiance.com

Compass Health Brands
Middleburg Heights, OH
(800) 376-7263
compasshealthbrands.com

CPAP Supplies Plus/Direct
Orland Park, IL
(877) 791-3195
cpapplus.com

Cryogenic Inventory Solutions (CIS)
Indianapolis, IN
(866) 446-8765
cryogenicsolutions.com

Drive DeVilbiss Healthcare
Port Washington, NY
(877) 224-0946
drivemedical.com

Fisher & Paykel Healthcare
Irvine, CA
(949) 453-4000
fphcare.com

Human Design Medical
Charlottesville, VA
855-HDMUSA9
hdmusa.com

PHILIPS 
RESPIRONICS
Murrysville, PA
(800) 345-6443
respironics.com

ResMed
San Diego, CA
(800) 424-0737
resmed.com

Salter Labs
Lake Forest, IL
(800) 421-0024
salterlabs.com

SUNSET 
HEALTHCARE 
SOLUTIONS
Chicago, IL
(312) 997-9980
sunsethcs.com

Transcend
New Brighton, MN
(877) 621-9626
mytranscend.com

DISTRIBUTOR
AliMed
Dedham, MA
(800) 225-2610
alimed.com

AvaCare Medical
Lakewood, NJ
(877) 813-7799
avacaremedical.com

Briggs Healthcare
DesMoines, IA
(800) 247-2343
briggshealthcare.com

Cardinal Health
Twinsburg, OH
(800) 860-8027
cardinalhealth.com

Health Mobius, LLC
Burr Ridge, IL
(630) 325-5150
healthmobius.com

Lake Court Medical Supplies
Roseville, Michigan
(586) 771-3100
lakecourt.com

McKesson
Richmond, VA
(888) 822-8111
mckesson.com
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Medline
Mundelein, IL
(800) 633-5463
medline.com

MES
Seguin, TX
(800) 423-2215
mymesinc.com

Pharma Supply, Inc.
Wellington, FL
(888) 469-3579
pharmasupply.com

Regency Products International
Commerce, CA
(800) 845-7931
regencyproducts.com

Royal Medical Solutions, Inc.
San Antonio, TX
(855) 342-6230
royalmedsolutions.com

Sb Medical
Miami, FL
(855) 828-1444
sbmedical.com

SUNSET 
HEALTHCARE 
SOLUTIONS
Chicago, IL
(312) 997-9980
sunsethcs.com

Supreme Medical
Mobile, AL
(800) 461-1370
suprememedical.com

Tuffcare
Anaheim, CA
(714) 632-3999
tuffcare.com

FALL PREVENTION
Carex Health Brands
Sioux Falls, SD
(800) 328-2935
carex.com

Compass Health Brands
Middleburg Heights, OH
(800) 376-7263
compasshealthbrands.com

Drive DeVilbiss Healthcare
Port Washington, NY
(877) 224-0946
drivemedical.com

MHI Safe-er-Grip
Wichita, KS
(800) 371-3509
safe-er-grip.com

Proactive Medical Products
Miami, FL
(855) 237-7622
proactivemedical.com

SMART CAREGIVER 
CORPORATION
Petaluma, CA
(800) 650-3637
smartcaregiver.com

STANDER
Logan, UT
(800) 506-9901
stander.com

TFI Healthcare
Petersburg, VA
(800) 526-0178
tfihealthcare.com

HEARING & VISION
Freedom Scientific
St. Petersburg, FL
(800) 444-4443
freedomscientific.com

HAMILTON CAPTEL
Aurora, NE
(877) 662-4144
hamiltoncaptel.com/
seniorliving

LS&S
Buffalo, NY
(800) 468-4789
lssproducts.com

Silent Call Communications
Waterford, MI
(800) 572-5227
silentcall.com

Simpl Technology
Palm Beach, FL
(833) 237-4675
smpltec.com

Sonic Alert
Troy, MI
(248) 577-5400
sonicalert.com

INCONTINENCE 
MANAGEMENT PRODUCTS
Abena North America
Culver City, CA
(844) 223-6248
abena-na.com

AMG Medical
West Chazy, NY
(888) 412-4992
amgmedical.com

Domtar Personal Care/Attends
Greenville, NC
(800) 428-8363
attends.com

Essity/TENA
Philadelphia, PA
(866) 722-6659
tena.us, essity.com

First Quality Products
Great Neck, NY
(800) 227-3551
prevail.com

Griffin Care, LLC
Bridgeton, NJ
(800) 366-6870
griffincare.com

HealthSmart
Waukegan, IL
(800) 526-4753
livehealthsmart.com

Hollister Incorporated
Libertyville, IL
(888) 740-8999
hollister.com

Hygie
Newark, DE
(866) 588-2221
hygie.com

Lavin Lift Straps
Ypsilanti, MI
(888) 545-5438
lavinlift.com

McAirlaid’s/x-top
Rocky Mount, VA
(540) 352-5050
x-top-for-men.com

McKesson
Richmond, VA
(888) 822-8111
mckesson.com

Men’s Liberty
North Largo, FL
(800) 814-3174
mensliberty.com

Pharma Supply, Inc.
Wellington, FL
(888) 469-3579
pharmasupply.com

Presto Absorbent Products, Inc.
Eau Claire, WI
(877) 202-4652
prestoabsorbent.com

PRINCIPLE BUSINESS 
ENTERPRISES
Dunbridge, OH
(800) 467-3224
tranquilityproducts.com

PureWick, Corp.
El Cajon, CA
(619) 660-0734
purewick.com

Triple W
San Diego, CA
(833) 337-3387
dfree.biz
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TZMO USA, INC.
Atlanta, GA
(470) 377-4942
seni-usa.com

UI Medical (QuickChange)
Long Beach, CA
(800) 206-2816
quickchange.com

Unique Wellness
Brooklyn, NY
(888) 936-7770
wellnessbriefs.com

Uro Concepts, Inc.
Fredericksburg, TX
(830) 997-8025
uroconcepts.com

LIFT CHAIRS
Amramp
South Boston, MA
(800) 649-5215
amramp.com

Carex Health Brands
Sioux Falls, SD
(800) 328-2935
carex.com

Golden Technologies
Old Forge, PA
(800) 624-6374
goldentech.com

Med-Lift and Mobility
Calhoun City, MS
(800) 748-9438
medlift.com

Pride Mobility  
Products Corporation
Exeter, PA
(800) 800-8586
pridemobility.com

LIFTS 
STAIRLIFTS
Acorn Stairlifts
Orlando, FL
(866) 873-6574
acornstairlifts.com

Amramp
South Boston, MA
(800) 649-5215
amramp.com

Harmar
Sarasota, FL
(941) 308-7366
harmar.com

Merits Health Products
Cape Coral, FL
(800) 963-7487
meritsusa.com

Savaria
Brampton, ON Canada
(855) 728-2742
savaria.com

Stannah Stairlifts
Franklin, MA
(800) 877-8247
stannah-stairlifts.com

LIFTS 
VERTICAL & INCLINE
Amramp
South Boston, MA
(800) 649-5215
amramp.com

Bruno Independent Living Aids
Oconomowoc, WI
(262) 567-4990
bruno.com

Handicare US
Allentown, PA
(866) 276-5438
handicare.com

EZ-ACCESS
Algona, WA
(800) 451-1903
ezaccess.com

Harmar
Sarasota, FL
(941) 308-7366
harmar.com

MAC’S LIFT 
GATE, INC.
Long Beach, CA
(800) 795-6227
macshomelift.com

Savaria
Brampton, ON Canada
(855) 728-2742
savaria.com

Stiltz Home Elevators
Bethlehem, PA
(610) 443-2282
stiltzlifts.com

Bruno Independent Living Aids
Oconomowoc, WI
(262) 567-4990
bruno.com

MEDICATION 
MANAGEMENT
Carex Health Brands
Sioux Falls, SD
(800) 328-2935
carex.com

Health Enterprises, Inc.
North Attleboro, MA
(800) 633-4243
healthenterprises.com

LifeAssist Technologies, Inc.
San Francisco, CA
(855) 371-3320
reminderrosie.com

MedCenter Systems, LLC
Cincinnati, OH
(866) 600-3244
medcentersystems.com

PillCrush.com
St. Louis, MO
(314) 426-7778
pillcrush.com

Pill Pouch
Detroit, MI
(313) 288-2055
pillpouch.net

OXYGEN  
CONCENTRATORS & TANKS
3B Medical, Inc.
Lake Wales, FL
(863) 226-6285
3bproducts.com

CAIRE
Ball Ground, GA
(800) 482-2473
cairemedical.com

Catalina Cylinders
Garden Grove, CA
(714) 890-0999
catalinacylinders.com

Compass Health Brands
Middleburg Heights, OH
(800) 376-7263
compasshealthbrands.com

Cramer Decker Medical
Santa Ana, CA
(877) 222-0200
cramerdeckermedical.com

Cryogenic Inventory  
Solutions (CIS)
Indianapolis, IN
(866) 446-8765
cryogenicsolutions.com

Dalton Medical Corporation
Carrollton, TX
(800) 347-6182
daltonmedical.com

Drive DeVilbiss Healthcare
Port Washington, NY
(877) 224-0946
drivemedical.com

FWF Medical Products
Elyria, OH
(800) 231-6444
fwfmedicalproducts.com

GCE
Keller, TX
(888) 659-2102
us.gcegroup.com

Glenn Medical Systems, Inc.
Canton, OH
(330) 453-1177
glennmedical.com

Inogen
Goleta, CA
(805) 562-0500
inogen.com
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Invacare Corporation
Elyria, OH
(800) 333-6900
invacare.com

O2 Concepts
Oklahoma City, OK
(877) 867-4008
o2-concepts.com

OxyGo
Westlake, OH
(888) 327-7301
oxygo.life

PHILIPS 
RESPIRONICS
Murrysville, PA
(800) 345-6443
respironics.com

Precision Medical, Inc.
Northampton, PA
(800) 272-7285
precisionmedical.com

ResMed
San Diego, CA
(800) 424-0737
resmed.com

Responsive Respiratory
St. Louis, MO
(866) 333-4030
respondo2.com

Ventec Life Systems
Bothell, WA
(844) 698-6276
venteclife.com

OXYGEN 
PULSE OXIMETERS
Breathe
Kansas City, MO
(816) 960-3510
fastoximetry.com

CMI Health, Inc.
Atlanta, GA
(888) 985-1125
cmihealth.com

Concord Health Supply
Skokie, IL
(847) 285-0007
concordhealthsupply.com

Masimo
Irvine, CA
(949) 297-7000
masimo.com

Maxtec
Salt Lake City, UT
(866) 462-9832
maxtec.com

Nonin Medical, Inc.
Minneapolis, MN
(800) 356-8874
nonin.com/homecare

SUNSET 
HEALTHCARE 
SOLUTIONS
Chicago, IL
(312) 997-9980
sunsethcs.com

Veridian Healthcare
Gurnee, IL
(800) 799-8181
veridianhealthcare.com

Virtuox
Coral Springs, FL
(877) 456.3529
virtuox.net

OXYGEN  
VENTILATORS
Breas Medical
North Billerica, MA
(855) 436-8724
breas.com

Breathe Technologies
Irvine, CA
(949) 988-7700
breathetechnologies.com

Fisher & Paykel Healthcare
Irvine, CA
(949) 453-4000
fphcare.com

Intersurgical Inc.
East Syracuse, NY
(315) 451-2900
intersurgicalinc.com

PHILIPS 
RESPIRONICS
Murrysville, PA
(800) 345-6443
respironics.com

ResMed
San Diego, CA
(800) 424-0737
resmed.com

Trace Medical
Whitmore Lake, MI
(888) 627-0950
tracemedical.com

Ventec Life Systems
Bothell, WA
(844) 698-6276
venteclife.com

PAIN  
MANAGEMENT
AMG Medical
West Chazy, NY
(888) 412-4992
amgmedical.com

Battle Creek Equipment
Battle Creek, MI
(269) 962-6181
battlecreekequipment.com

Bilt-Rite Mastex Health
Croydon, PA
(800) 390-9106
biltriteinc.com

BioMedical Life Systems
Vista, CA
(800) 726-8367
bmls.com

BodyRyzm LifeSciences/ 
Perspectis, Inc.
Toronto, ON Canada
(855) 263-9799
bodyryzm.com

BROWNMED
Spirit Lake, IA
(800) 843-4395
brownmed.com

Bruder Healthcare Company
Alpharetta, GA
(888) 827-8337
bruder.com

Buzzy
Atlanta, GA
(877) 805-2899
buzzyhelps.com

Compass Health Brands
Middleburg Heights, OH
(800) 376-7263
compasshealthbrands.com

Complete Medical Supplies, Inc.
Suffern, NY
(800) 242-2674
completemedical.com

Core Products
Osceola, WI
(877) 249-1251
coreproducts.com

DJO (Fast Freeze)
Vista, CA
(800) 226-4799
djoglobal.com

ExcelHealth
Park City, MT
(406) 672-6066
ireliev.com

FrozenPeaz
Chicago, IL
(312) 286-1562
frozenpeaz.com

Green Roads World
Fort Lauderdale, FL
(833) 462-8922
greenroadsworld.com

KT Tape
Lindon, UT
(801) 224-2717
kttape.com

Medi-Stim, Inc.
Wabasha, MN
(800) 363-7846
medi-stim.com
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3000
3500
3600
3600AB

 tem #

80030
83500
83600
83600AB

 escription

with standard mattress
with 3” safety base mattress
with cell-on-cell mattress
with side air bolsters

• User friendly air flow dial offers custom weight settings.

• 350 lb. weight capacity.

• 18 Month non-prorated warranty.

• Deluxe digital pump offers (4) alternating cycles (10, 15, 20, 25 min.)

• 450 lb. weight capacity.

• 2 Year non-prorated warranty.

• Digital pump with “Auto Compressor Sleep Technology”.

• 400 lb. weight capacity.

• 2 Year non-prorated warranty.

• Lateral turn up to 40° - 10 to 95 minute cycle times.

• (5) Alternating cycle times (10, 15, 20, 25, 30 min.)

• Low air loss reduces moisture and perspiration.

• 660 lb. weight capacity.

• 2 Year non-prorated warranty.
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4000DX
5000DX
4600DX

4600DXAB
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80040DX
80050DX
84600DX
84600DXAB

 escription

with standard mattress
with 3” safety base mattress
with cell-on-cell mattress
with side air bolsters
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7000-42
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80070-42

 escription
standard mattress 36”

bariatric mattress 42”
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with standard mattress
with 3” safety base mattress
with cell-on-cell mattress
with side air bolsters
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• Digital dual compressors offer greater airflow.

• 660 lb. weight capacity.

• 2 Year non-prorated warranty.

• True low air loss blower system.

• (6) Alternating pressure cycle times (5, 10, 15, 20, 25, 30 min.)

• Pulsation adds gentle stimulation to increase blood flow.

• 1000 lb. weight capacity.

• 2 Year non-prorated warranty.

• “On Demand” side air bolsters mitigate accidental patient roll out.

• Side air bolsters quickly deflate to allow easy exit from mattress.

• (5) Alternating cycle times (10, 15, 20, 25, 30 min.)

• Low air loss reduces moisture and perspiration.

• 660 lb. weight capacity.

• 2 Year non-prorated warranty.

• Top foam layer constructed of “Visco Gel Polymer Technology”.

• 10 interconnected cells continually equalize pressure.

• Optional user-friendly whisper quiet alternating pump.

• 700 lb. weight capacity.

• 5 Year non-prorated warranty.

 tem #

80080
86080AB-42
80085
86080AB-48
80080-54

 escription

bariatric mattress 42”
bariatric mattress w/ side air bolsters 42”
bariatric mattress 48”
bariatric mattress w/ side air bolsters 48”
bariatric mattress 54”

 tem #

81090-36
81090-36AB
81090-42
81090-42AB
81090-48
81090-48AB

 escription
standard mattress 36”
standard mattress w/ side air bolsters 36”
bariatric mattress 42”
bariatric mattress w/ side air bolsters 42”
bariatric mattress 48”
bariatric mattress w/ side air bolsters 48”

 tem #
94001
94003
94004
94001P
94003P
94004P

 escription

non-powered self adjusting 35”
non-powered self adjusting 42”
non-powered self adjusting 48”
powered self adjusting 35”
powered self adjusting 42”
powered self adjusting 48”

 tem #

80089
 escription

standard mattress 36”
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3000
3500
3600
3600AB

 tem #

80030
83500
83600
83600AB

 escription

with standard mattress
with 3” safety base mattress
with cell-on-cell mattress
with side air bolsters

• User friendly air flow dial offers custom weight settings.

• 350 lb. weight capacity.

• 18 Month non-prorated warranty.

• Deluxe digital pump offers (4) alternating cycles (10, 15, 20, 25 min.)

• 450 lb. weight capacity.

• 2 Year non-prorated warranty.

• Digital pump with “Auto Compressor Sleep Technology”.

• 400 lb. weight capacity.

• 2 Year non-prorated warranty.

• Lateral turn up to 40° - 10 to 95 minute cycle times.

• (5) Alternating cycle times (10, 15, 20, 25, 30 min.)

• Low air loss reduces moisture and perspiration.

• 660 lb. weight capacity.

• 2 Year non-prorated warranty.
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4000DX
5000DX
4600DX

4600DXAB

 tem #

80040DX
80050DX
84600DX
84600DXAB

 escription

with standard mattress
with 3” safety base mattress
with cell-on-cell mattress
with side air bolsters

 roduct

7000

7000-42

 tem #
80070

80070-42

 escription
standard mattress 36”

bariatric mattress 42”

 roduct

6400
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with standard mattress
with 3” safety base mattress
with cell-on-cell mattress
with side air bolsters
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• Digital dual compressors offer greater airflow.

• 660 lb. weight capacity.

• 2 Year non-prorated warranty.

• True low air loss blower system.

• (6) Alternating pressure cycle times (5, 10, 15, 20, 25, 30 min.)

• Pulsation adds gentle stimulation to increase blood flow.

• 1000 lb. weight capacity.

• 2 Year non-prorated warranty.

• “On Demand” side air bolsters mitigate accidental patient roll out.

• Side air bolsters quickly deflate to allow easy exit from mattress.

• (5) Alternating cycle times (10, 15, 20, 25, 30 min.)

• Low air loss reduces moisture and perspiration.

• 660 lb. weight capacity.

• 2 Year non-prorated warranty.

• Top foam layer constructed of “Visco Gel Polymer Technology”.

• 10 interconnected cells continually equalize pressure.

• Optional user-friendly whisper quiet alternating pump.

• 700 lb. weight capacity.

• 5 Year non-prorated warranty.

 tem #

80080
86080AB-42
80085
86080AB-48
80080-54

 escription

bariatric mattress 42”
bariatric mattress w/ side air bolsters 42”
bariatric mattress 48”
bariatric mattress w/ side air bolsters 48”
bariatric mattress 54”

 tem #
81090-36
81090-36AB
81090-42
81090-42AB
81090-48
81090-48AB

 escription
standard mattress 36”
standard mattress w/ side air bolsters 36”
bariatric mattress 42”
bariatric mattress w/ side air bolsters 42”
bariatric mattress 48”
bariatric mattress w/ side air bolsters 48”

 tem #
94001
94003
94004
94001P
94003P
94004P

 escription
non-powered self adjusting 35”
non-powered self adjusting 42”
non-powered self adjusting 48”
powered self adjusting 35”
powered self adjusting 42”
powered self adjusting 48”

 tem #

80089
 escription

standard mattress 36”
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 el: 855-237-7622 • www.proactivemedical.com
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Orthozone, Inc.
Blaine, MN
(844) 656-5500
orthozone.com

Pain Management Technologies
Akron, OH
(800) 239-7880
paintechnology.com

Performance Health
Akron, OH
(800) 321-2135
performancehealth.com

Renewal Technologies
Scottsdale, AZ
(480) 588-7887
lasertouchone.com

Smiths Medical
St. Paul, MN
(800) 258-5361
smiths-medical.com

Swede-O, Inc.
North Branch, MN
(866) 317-5678
swedeo.com

Topical Biomedics, Inc
Rhinebeck, NY
(845) 871-4900
topicalbiomedics.com

Veridian Healthcare
Gurnee, IL
(800) 799-8181
veridianhealthcare.com

PERSONAL EMERGENCY 
RESPONSE (PERS)/HOME 
MONITORING 
NON-MEDICAL
Alert Sentry
Lakeville, MA
(877) 253-7899
alertsentry.com

Connect America
Broomall, PA
(800) 893-7000
connectamerica.com

Freeus
Farr West, UT
(888) 924-1026
freeus.com

GrandCare System
West Bend, WI
(262) 338-6147
grandcare.com

GreatCall
San Diego, CA
(800) 576-1779
healthcare.greatcall.com

Independa, Inc.
San Diego, CA
(800) 815-7829
independa.com

LifeStation
Union, NJ
(800) 446-3300
lifestation.com

LogicMark
Louisville, KY
(800) 519-2419
logicmark.com

Medical Guardian
Mid City West, PA
(800) 668-9200
medicalguardian.com

MobileHelp
Boca Raton, FL
(800) 931-7852
mobilehelphealthcare.com

Philips Lifeline
Framingham, MA
(855) 681-5351
lifeline.philips.com

RESPONSENOW 
MEDICAL 
ALERT SYSTEMS
Portland, OR
(866) 795-4321
responsenow.com

 

SafePresence
Lincoln, NE
(855) 553-8003
safepresence.com

Silent Call Communications
Waterford, MI
(800) 572-5227
silentcall.com

Simpl Technology
Palm Beach, FL
(833) 237-4675
smpltec.com

SMART CAREGIVER 
CORPORATION
Petaluma, CA
(800) 650-3637
smartcaregiver.com

Snapfon
Chattanooga, TN
(423) 535-9968
snapfon.com

PERSONAL PROTECTIVE 
EQUIPMENT (PPE)

BROWNMED
Spirit Lake, IA
(800) 843-4395
brownmed.com

Dynatomy (VariGrip)
Farmingdale, NY
(631) 815-3805
dynatomyproducts.com

It’s You Babe, LLC
Lake, MI
(877) 661-9682
itsyoubabe.com

PARKS HEALTH 
PRODUCTS
Hickory, NC
(828) 838-1775
parkshealth.com

TYTON
Bradenton, FL
(941) 713-0115
wehavemasks.com

RAMPS

ACCESS4U, INC.
Pittsburgh, PA
(800) 355-7025
access4uinc.com

ALUMIRAMP
Quincy, MI
(800) 800-3864
alumiramp.com
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AMERICAN ACCESS
Bartlett, TN
(888) 790-9269
aaramps.com

Amramp
South Boston, MA
(800) 649-5215
amramp.com

EZ-ACCESS
Algona, WA
(800) 451-1903
ezaccess.com

Handi-Ramp
Libertyville, IL
(847) 680-7700
handiramp.com

National Ramp
Valley Cottage, NY
(877) 884-7267
nationalramp.com

Prairie View  
Industries, Inc. (PVI)
Fairbury, NE
(800) 554-7267
pviramps.com

Rampit USA
Coldwater, MI
(800) 876-9498
rampitusa.com

Roll-A-Ramp
West Fargo, ND
(866) 883-4722
rollaramp.com

SCOOTERS
Afikim Electric Vehicles
Kibbutz Afikim, Israel
(800) 809-3010
afiscooters.com

Amigo Mobility International
Bridgeport, MI
(800) 692-6446
myamigo.com

Drive DeVilbiss Healthcare
Port Washington, NY
(877) 224-0946
drivemedical.com

EWheels
Phoenix, AZ
(888) 305-0881
ewheelsdealers.com

FreeRider USA
Rancho Cucamonga, CA
(909) 466-7996
freeriderusa.com

Golden Technologies
Old Forge, PA
(800) 624-6374
goldentech.com

McKesson
Richmond, VA
(888) 822-8111
mckesson.com

Merits Health Products
Cape Coral, FL
(800) 963-7487
meritsusa.com

PaceSaver/Leisure-Lift
Kansas City, KS
(800) 255-0285
pacesaver.com

Pride Mobility Products Corporation
Exeter, PA
(800) 800-8586
pridemobility.com

Shoprider
Carson, CA
(800) 743-0772
shoprider.com

Solax Mobility
San Jose, CA
(800) 983-1306
solaxmobility.com

Stars N Stripes Scooters
Beverly Hills, CA
(800) 767-9377
snsscooters.com

SOFTWARE/SAAS – 
CARE MANAGEMENT & 
COORDINATION
Caresmartz
Rochester, New York
(844) 588-2771
caresmartz360.com

CipherHealth
New York, NY
(888) 917-9996
cipherhealth.com

Citus Health
New York, NY
(800) 863-9130
citushealth.com

CMB Solutions
Indianapolis, IN
(888) 959-6785
cmbsolutionsinc.com

Dina
Chicago, IL
(847) 834-0267
dinacare.com

QliqSOFT
Dallas, TX
(866) 295-0451
qliqsoft.com

Total Triage
Saint George, UT
(888) 260-8460
afterhourstriage.com

SOFTWARE/SAAS – CRM, 
CONTACT MANAGEMENT
Caresmartz
Rochester, New York
(844) 588-2771
caresmartz360.com

PlayMaker Health
Franklin, TN
(866) 930-6847
playmakerhealth.com

STAFFING/EMPLOYEE 
RECRUITMENT
All Med Search
San Diego, CA
(858) 509-1464
allmedsearch.com

AMN Healthcare
San Diego, CA
(866) 871-8519
amnhealthcare.com

BlackTree Healthcare Consulting
Conshohocken, PA
(610) 537-5028
blacktreehealthcareconsulting.com

CareerStaff
Irving, TX
(972) 812-3200
careerstaff.com

HealthPRO Heritage
Tulsa, OK
(918) 949-9871
healthpro-heritage.com

Jobalign
Kirkland, WA
(425) 947-2707
jobalign.com

MiliMatch
Cedar Park, TX
(512) 399-6400
milimatch.com

myCNAjobs
Chicago, IL
(312) 566-8520
mycnajobs.com

Simione Healthcare Consultants
Hamden, CT
(844) 215-8823
simione.com

SUPPORT SURFACES & 
MATTRESSES
American National 
Manufacturing, Inc.
Corona, CA
(951) 273-7888
americannationalmfg.com

Aurora Manufacturing, LLC
Mooresville, NC
(704) 490-0691
auroramfg.com

Blue Chip Medical Products, Inc.
Suffern, NY
(800) 795-6115
bluechipmedical.com

Compass Health Brands
Middleburg Heights, OH
(800) 376-7263
compasshealthbrands.com

Dalton Medical Corporation
Carrollton, TX
(800) 347-6182
daltonmedical.com

Drive DeVilbiss Healthcare
Port Washington, NY
(877) 224-0946
drivemedical.com

GF Health Products, Inc.
Atlanta, GA
(770) 368-4700
grahamfield.com

Hill-Rom
Batesville, IN
(800) 833-4291
hillromathome.com

Med-Mizer
Batesville, IN
(888) 522-2161
med-mizer.com

Medline
Mundelein, IL
(800) 633-5463
medline.com
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PROACTIVE 
MEDICAL PRODUCTS
Miami, FL
(855) 237-7622
proactivemedical.com

Span America
Greenville, SC
(800) 888-6752
spanamerica.com

Star Cushion Products, Inc.
Freeburg, IL
(618) 539-7070
starcushion.com

TELEHEALTH/REMOTE 
PATIENT MONITORING
Advanced TeleHealth Solutions
Springfield, MO
(888) 812-0888
advanced-telehealth.com

CareClix
Washington, DC
(855) 227-3259
careclix.com

Clear Arch Health
Boca Raton, FL
(800) 995-1854
cleararchhealth.com

Current Health
Boston, MA
(415) 941-5734
currenthealth.com

HNC Virtual Solutions
Wixom, MI
(800) 737-0045
hncvirtualsolutions.com

IntelliH
Naperville, IL
(630) 853-6837
intellihinc.com

Masimo
Irvine, CA
(949) 297-7000
masimo.com

optimize.health
Seattle, WA
(888) 906-0705
optimize.health

Reliq Health Technologies
Vancouver, BC
(888) 701-6390
reliqhealth.com

Resideo Life Care Solutions
Brookfield, WI
(888) 353-5440
lifecaresolutions.resideo.com

Synzi
Clearwater, FL
(888) 515-5368
synzi.com

WHEELCHAIRS
21st Century Scientific
Coeur d’Alene, ID
(800) 448-3680
wheelchairs.com

Amysystems
Champlain, NY
(888) 453-0311
amysystems.com

Drive DeVilbiss Healthcare
Port Washington, NY
(877) 224-0946
drivemedical.com

EWheels
Phoenix, AZ
(888) 305-0881
ewheelsdealers.com

EZ Lite Cruiser
Chatsworth, CA
(310) 295-4422
ezlitecruiser.com

FreeRider USA
Rancho Cucamonga, CA
(909) 466-7996
freeriderusa.com

Golden Technologies
Old Forge, PA
(800) 624-6374
goldentech.com 

Innovation In Motion
Angola, IN
(800) 327-0681
mobility-usa.com

Invacare Corporation
Elyria, OH
(800) 333-6900
invacare.com

Merits Health Products
Cape Coral, FL
(800) 963-7487
meritsusa.com

PaceSaver/Leisure-Lift
Kansas City, KS
(800) 255-0285
pacesaver.com

Permobil
Lebanon, TN
(800) 736-0925
permobil.com

Pride Mobility  
Products Corporation
Exeter, PA
(800) 800-8586
pridemobility.com

Shoprider
Carson, CA
(800) 743-0772
shoprider.com

TrackMaster
Clearwater, FL
(727) 333-7562
trackmastermobility.com

Whill
San Carlos, CA
(844) 699-4455
whill.us

WOUND CARE
Abena North America
Culver City, CA
(844) 223-6248
abena-na.com

AMERX Health Care
Clearwater, FL
(800) 448-9599
amerxhc.com

AquaShield USA
Grass Valley, CA
(800) 338-8512
aquashieldusa.com

ArmRx
Santa Maria, CA
(877) 379-2278
armrx.com

Bedsore Solutions, LLC
Torrance, CA
(800) 357-2944
bedsoresolutions.com

Coloplast Corp.
Minneapolis, MN
(800) 533-0464
us.coloplast.com
Corstrata

Savannah, GA
(800) 566-1307
corstrata.com

DermaRite Industries
Paterson, NJ
(800) 337-6296
dermarite.com

DeRoyal
Powell, TN
(800) 251-9864
deroyal.com

GEMCO Medical
Hudson, OH
(800) 733-7976
gemcomedical.com

Hollister Incorporated
Libertyville, IL
(888) 740-8999
hollister.com

Limbkeepers
Lyme, CT
(860) 304-3250
limbkeepers.com

McKesson
Richmond, VA
(888) 822-8111
mckesson.com

Medela Healthcare
McHenry, IL
(877) 735-1626
medela.com

PPS Healthcare
Davenport, FL
(863) 421-9400
ppshealthcare.com

Safe n Simple, LLC
Clarkston, MI
(248) 214-4877
sns-medical.com

Swift Medical
Chicago, IL
(888) 755-2565
swiftmedical.com

GET MORE ONLINE 
homecaremag.com

BUYER’S 
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■ 1/11-1/14  
CES
Presented Virtually
ces.tech

■ 1/25-1/28 
Focus: The EW Conference
Presented Virtually
focus.essentiallywomen.com

■ 1/25-2/6  
ATIA 2020 Conference
Presented Virtually
atia.org

■ 1/12-2/2
EDGE Telemedicine Conference
Presented Virtually
americantelemed.org

■ 10/3-10/5
NAHC Annual Meeting 
and Expo
New Orleans, Louisiana
nahc.org

■ 10/6-10/8
MAMES Fall Excellence in 
HME Midwest Conference
Welch, Minnesota
mames.com

■ 10/18-10/20 
Medtrade EAST
Atlanta, Georgia
medtrade.com

■ 10/24-10/27
LeadingAge Annual 
Meeting and EXPO
Atlanta, Georgia
leadingage.org

■ 3/22-3/26  
NHCPO Hospice & Palliative 
Care Leadership and 
Advocacy Conference
Presented Virtually
nhpco.org

■ 6/14-6/16  
VGM Heartland 
Conference
Waterloo, Iowa 
vgmheartland.com

■ 7/7-7/10  
RESNA Annual Conference
Arlington, Virginia
resna.org

■ 9/18-9/22  
NHCPO 
Interdisciplinary Conference
Memphis, Tennesee
nhpco.org

■ No Confirmed 
Conferences

■ 5/26-5/27  
AAHomecare 
Washington 
Legislative 
Conference
Washington, D.C.
aahomecare.org

■ 8/1-8/3  
NAHC Financial 
Management 
Conference
Chicago, Illinois
nahc.org

■ 8/9-8/13  
HIMSS 2021
Las Vegas, Nevada
himssconference.org

■ 4/12-4/14  
Medtrade WEST
Phoenix, Arizona
medtrade.com

■ 4/19-4/21  
LeadingAge Leadership 
Summit
Washington, D.C.
leadingage.org

■ 4/19-4/22  
National Home Infusion 
Association Annual 
Conference
Presented Virtually
nhia.org

■ 4/27-4/29  
MAMES Spring Excellence in 
HME Midwest Conference
Des Moines, Iowa
mames.com

■ 12/5-12/9  
ASHP Midyear Clinical 
Meeting
Orlando, Florida
ashp.org

■ No Confirmed  
Conferences

2021 Industry Calendar

Stay up to date 
on changing 

events in 2021.
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SPECIAL FEATURE

PERS 

The vast majority of seniors prefer to age 
in place in their own homes—and in 2020, 
aging in place became central to their  
very survival.  

However, many seniors are wary of having 
visitors in their homes due to the threat of 
COVID-19, meaning care can be limited and 
feelings of isolation can increase. Isolation 
can have dire health consequences: The 
Health Resources & Services Administration 
reported that “poor social relationships were 
associated with a 29% increase in risk of 
coronary heart disease and a 32% rise in the 
risk of stroke.”

Telehealth technologies are becoming 
more prevalent across the care continuum, 
enabling home health personnel to monitor 
patients’ vitals when nurses or caregivers 
cannot physically be present. Hospitals and 
homecare organizations are making great 
strides in implementing this technology to 
do regular video checkups with patients and 
make emergency diagnoses. 

 However, patients also need a way to 
get help quickly in the event of a medical 
emergency when they are alone.

The Need for Emergency Care
One way homecare organizations can offer 
patients fast access to help in an emergency 
is by offering mobile personal emergency 
response system (mPERS) devices, whether 
through a partnership with a personal 
emergency response systems (PERS) 
company or through referrals to home 
medical equipment providers. 

PERS devices have long been the 
standard for seniors to receive help quickly. 
The original in-home medical alert systems 
offered access to help in and around the 
home. However, these devices forced many 
seniors to remain homebound out of fear 
they would not be able to receive help 
because they had to be near the base station 
to place a call.

Mobile medical alerts, on the other hand, 
offer protection anywhere cellular service 
is available, eliminating the need for a base 
station. These mPERS devices enable seniors 
and those with chronic conditions to have 
a more active lifestyle while still providing 
protection in the event of a medical 
emergency. They ensure that patients are 

never truly alone by offering access to 
assistance 24/7. 

Enabling Confidence
With mPERS devices in place, seniors can 
feel confident going to the store, taking a 
walk or visiting friends and family, knowing 
they still have protection in the event of an 
emergency. Mobile medical alert devices 
also provide an option for social interaction: 
Patients can speak with a capable operator 
right through the device around the clock. 

If a patient needs assistance, monitoring 
center operators can locate the patient and 
send home health aides, family members 
or emergency services to the patient, 
depending on what is needed.

Family members can also download 
an app connected to the device to receive 
notifications when the patient requires 
assistance or when the device battery needs 
to be charged, keeping families connected 
even when they’re separated by distance.

Mobile PERS devices act as a seamless 
extension of home health organizations, 
as patient calls can be answered by the 

Help at the Push of  
a Button 
How mPERS can help support both your business & your patients
By Ryan Wall

Offering mPERS to your patients can make 
your home health business a one-stop shop 
for health and safety products. 
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monitoring center using the agency’s name. With mPERS, 
patients feel they have easy access to their homecare provider 
24/7, increasing the value of your organization as their confidence 
in your service grows. The devices also help reduce hospital 
readmission rates because patients can receive help within the 
crucial “golden hour” after an emergency.

Offering mPERS to your patients can make your home health 
business a one-stop shop for health and safety products, and 
mPERS can become a profit center for your home health business 
by providing recurring monthly revenue. They also give home 
health organizations the ability to adapt to changes in the 
marketplace, such as those brought on by COVID-19.

Expect Growth 
Throughout 2020, the mPERS market saw strong growth,  
and 2021 is poised to see that continue as seniors and their  
families continue to seek ways to stay safe while avoiding 
communal living settings. 

Technology is also continuing to evolve and devices are 
becoming smaller and more water-resistant with longer-lasting 
rechargeable batteries. Fall detection, GPS and Wi-Fi location 
technologies are also improving.

Many home health organizations are now offering mPERS 
devices in addition to their usual in-home care to protect their 
patients when they are not there. After all, no hospital, rehab 
center or nursing home would allow a patient to be alone without 
an emergency button. With that in mind, no senior should be 
home or out and about alone without an mPERS. 

TIPS FOR MARKETING MPERS
When starting to offer mobile medical alerts through your 
home health business, there are some steps you can take to 
leverage them as a competitive advantage.  

•	 Set up an mPERS division within your business with staff 
trained for sales and support questions.

•	 Choose mobile medical alert products that are simple for 
you to set up and easy for your patients to use.

•	 Ensure the monitoring center that answers your device 
calls has operators who are experts in PERS calls.

•	 Choose an mPERS supplier who will help you with sales 
tips, marketing materials and support questions.

*See website for more details

FREE DEMO UNIT
See all 5 rollators at

Stander.com/trustcare

Call us now 800.506.9901

Email: sales@stander.com

LIMITED DEMOS AVAILABLE!

ONE OF THE

LIGHTEST ROLLATORS
IN THE WORLD!

WEIGHS ONLY 12.8 lbs!

SUPPORTS UP TO 

350 lbs.
great for bariatric use

Perfect for
Travel!

Let’s Move
TM

Let’s 
Move

TM

SOLUTION:

#1 ROLLATOR COMPLAINT

“IT’S TOO HEAVY!”
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Ryan Wall is the vice president of business development for Freeus, LLC, a wholesale 
provider of mobile medical alerts and personal safety systems.
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Survey: HomeCare 
Readers Report on 
PERS Sales & Referrals 

Falls account for $29 billion in Medicare 
expenses annually. And when a senior falls, 
there is a short period of time for them to 
receive help—called the “golden hour”—

before more serious complications can arise. 
When a fall does occur, independent seniors 
need to be in touch quickly. That’s where 
personal emergency response systems 
(PERS) come in.

More than 5 million Americans will own a 
PERS device by 2024, according to a report 
released at the beginning of 2020 by Parks 
Associates; the report also forceasts that 
revenue from both traditional and mobile 
PERS will hit $1.1 billion in 2024. And the 

COVID-19 pandemic may have accelerated 
that growth: PERS Insider reported that at 
the Medical Alert Monitoring Association’s 
recent conference, 100% of respondents 
queried during a panel said their business 
had increased since the beginning of the 
pandemic. 

HomeCare recently surveyed our readers 
to find out more about how they market and 
refer PERS to their customers and patients. 
Here are the results.

Our Survey
Home medical equipment 
(HME) providers made 
up of 32% of survey 
respondents. Another 
20% were in home health 
care and hospice, while 
22% provide personal 
care.

Do you sell or 
refer PERS devices?  

HME/Pharmacy 
Almost 60% of HME providers and pharmacy 
representatives (both independent and chain 
pharmacies) who responded said they neither 
sell nor refer PERS. Respondents had a number 
of questions about the systems, including about 
the planned sunset for 2G wireless and the cost 
burden for clients.

Yes, I sell 

27%
Yes, I refer 

14%
No 

59%

SPECIAL FEATURE

PERS SURVEY

32%

22%

20%

20%

HME

HHA
PERSONAL 

CARE

MANUFACTURER 
/OTHER

3%
PHARMACY

3%
PT/OT/SLP
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Check 118 on index.

Partnering with a PERS provider can 
be lucrative when a referral is made; 
however, 82% of respondents who 
refer the devices said they receive no 
compensation when a sale is made. 

82% No 

47%
Yes, 

I refer 

40%

Yes, 
I sell

13%

HHA/Hospice/
Personal Care
About 40% of respondents 
working in home health 
care, personal care and 
hospice said they refer 
PERS to their patients or 
clients or their families. 
About 13% said that they 
sell them to clients; most 
of those were personal care 
providers.

Do you sell or refer  
PERS devices?  
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TM

MMooddeellss  aavvaaiillaabbllee  iinn  TTwwiinn  8800,,  FFuullll  8800  aanndd  
QQuueeeenn  ssiizzeess,,  wwiitthh  aaddjjuussttaabbllee  hheeaadd,,  

ffoooott,,    hhii--llooww,,  aanndd  TTrreennddeelleennbbuurrgg,,  aanndd  
rreevveerrssee--TTrreennddeelleennbbuurrgg  ffeeaattuurreess..  

IInncclluuddiinngg  ttwwoo  NNEEWW  
mmoorree--aaffffoorrddaabbllee  HHii--LLooww  mmooddeellss..

Say goodbye to Medicare! EASY CASH SALE!
Call: 877.526.6499  |  supernalsleep.com

HI-LOW BEDS!

Check 119 on index.

How often 
are you asked 
about PERS? 
HME/Pharmacy 
Overall, about 25% of HME 
respondents are asked about 
PERS by patients or customers 
multiple times a week or month, 
reflecting the continued need 
for these products.

8%

17%

22%

23%

30%A FEW TIMES A YEAR

NEVER

MULTIPLE TIMES A MONTH

MULTIPLE TIMES A WEEK

ONCE A MONTH
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Made in USA
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· Hi-Low feature for adjusting mattress heights
· Side safety and assist rails are available
· Quiet remotely-controlled operation
· Twin, full, queen, split-king or custom sizes
· Exclusive headboards and footboards
· All Series may retrofit existing bed surrounds
· Several mattress options. Current mattress may work.

 Call 866-852-2337 or email: sales@AssuredComfortBed.com

 Enjoy many hospital bed features without 
looking like one!  Perfect for your clients 

needing chronic care, allowing more 
comfort during therapy and transfers.

DOWNLOAD MODEL INFORMATION 
AT ASSUREDCOMFORTBED.COM

DEALERS WELCOME!
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Check 112 on index.

How often 
are you 
asked about 
PERS? 

HHA/Hospice/
Personal Care 
About 32% of HHA 
respondents are asked 
about PERS by patients or 
customers multiple times a 
week or month, which shows 
a growing interest among 
seniors aging at home.

40%A FEW TIMES A YEAR

NEVER

MULTIPLE TIMES A MONTH

MULTIPLE TIMES A WEEK

ONCE A MONTH 21.5%

8%

10%

22.5%



44  	 HOMECARE   |   DECEMBER 2020

HME

MEDTRADE REVIEW

After 28 educational sessions over two 
days and eight product demonstrations, 
Medtrade’s first virtual conference finished 
up its Nov. 4–5 run to positive reviews. With 
the COVID-19 pandemic still very much a 
factor in American life, virtual attendees 
watched familiar faces shed light on a wide 
variety of topics.  

And while the educational opportunities 
are fleeting at the usual in-person expo, the 
virtual version is offering on-demand access 
to all sessions, extending Medtrade’s reach 
beyond the week of the show. 

“With a virtual pass price of $79, we 
believe [the conference] offered—and 
continues to offer—a lot of value,” said 
Sarah Varner, senior director of marketing. 
“There were several COVID-specific sessions, 
and fortunately or unfortunately, those 
sessions are still quite relevant here in  
mid-November.” 

In addition to educational sessions, 
eight companies—BREAS, Brightree, CAIRE, 
Fisher & Paykel Healthcare, Invacare, Philips 
Respironics, Sunset Healthcare Solutions, 
and Zopec Medical—showed off their 
wares via online product demonstrations. 
Additional sponsors lent their support to the 
virtual conference. 

“It’s true that the old conundrum of 
conflicting educational sessions at in-person 
events was not a problem at this year’s 
virtual conference,” said York Schwab, 
newly named show director for Medtrade. 
“Presenting the content virtually allowed 
so many more eyes on the material. We 
definitely had several sessions that had a  
lot more participants than they would  
have had in person. That’s great exposure for  
our speakers.”

 Presenters fielded written questions 
during presentations that took place with 
the backdrop of a national election and a 
surprise move by the Centers for Mediare & 
Medicaid Services to not award competitive 
bidding contracts for most categories. 

Cara Bachenheimer’s presentation,  
“Inside the Beltway: What to Expect from 
Capitol Hill,” offered sage advice that still 
resonates regardless of which party ends 
up winning the majority in the Senate after 
Georgia’s January runoffs.  

“When people talk about our industry 
and who’s better—historically it hasn’t 
boiled down to one party or the other,” she 
said. “It really boils down to where we have 
relationships—and hopefully, fostering 
those relationships with the folks in power.”

In “Educating the HME Consumer to Grow 
Your Retail Revenue,” Wayne Grau from  
MK Battery described how cutting-edge 
home medical equipment retailers are 
helping consumers understand different 
products and generating great sales revenue. 

A New Frontier for Medtrade 
Virtual conference focuses on educational sessions
By Greg Thompson

“Presenting the content virtually 
allowed so many more eyes on the 
material . . . That’s great exposure for 
our speakers.” 
—York Schwab, show director 

From left, Ronda Buhrmester, Mark Higley and Craig Douglas, all of VGM Group, present one of the 
virtual panels at Medtrade. 
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HME

MEDTRADE REVIEW

Grau outlined several techniques for 
upselling, while demonstrating how properly 
guiding one uninformed customer garnered 
$428 in retail sales. That same customer 
ended up referring three friends.

Sessions are still available for on-demand 
viewing, and will continue to be available for 
about five months. 

For those itching to get back to in-person 
shows, there is positive news on the vaccine 
front and Medtrade organizers are cautiously 

optimistic that the newly named Medtrade 
West will go ahead as planned in Phoenix, 
Arizona. The show is set for April 12-14, 
2021, at the Phoenix Convention Center.

“With the Medtrade Virtual Conference 
completed, we are setting our sights on 
Arizona in hopes of getting back to in-person 
shows,” Varner said. “The event is five 
months away, and we hope the pandemic 
situation will be manageable. At this point, 
we believe we can convene a safe, productive 

and successful show. People liked the virtual 
experience and our survey results were solid. 
Attendees appreciate that the sessions are 
on demand so they can watch when they 
have time. That said, we sense pent-up 
demand for in-person shows, and we hope to 
get back to it in 2021.” 

The newly branded Medtrade East is 
scheduled for next year in Atlanta at the 
Georgia World Congress Center. Dates for 
that show are Oct 18-20, 2021. 

Greg Thompson is a freelance writer for Medtrade.

GET MORE 
ACCESS

Read our coverage of the virtual 
sessions at homecaremag.com. 

Produced by:

APRIL 12-14, 2021
PHOENIX CONVENTION CENTER • PHOENIX, AZ

PHOENIX, ARIZONA

medtrade.com

Save the 
Date

Check 114 on index.
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STATE ISSUES

The pandemic shifted focus for many 
businesses, including home medical 
equipment (HME) providers. Employees 
started working from home, customers 
stopped coming to stores in person, and 
training and networking events went  
virtual. HME business owners had to adapt 
to the new world. But what didn’t change 
was the need for advocacy at the state and 
federal level. 

HomeCare asked members of the 
American Association for Homecare 
(AAHomecare) State Leaders Council 
and Payer Relations Council to give us a 
geographic look at wins and challenges in 
2020 and where they’ll focus in 2021.   

What has been your association’s 
greatest challenge in 2020, outside of 
the pandemic?
›› I think one of the greatest challenges we 
are all facing is the continued expansion 
of managed care organizations (MCOs). In 
New England we have a multitude of MCO, 
accountable care organization and senior 
care option models that all seem to operate 
by their own rules and often with little to no 
oversight from the state. The end result is 
chaotic reimbursement landscape in which 
providers are unable to get clear answers 
to questions and are often subject to loss 
of revenue as a result. One of our top goals 
in New England is urging the states that 
use these contracted plans to add clear 
guidelines with minimum service and 
reimbursement levels as well as transparent 
oversight that includes feedback from key 
stakeholders such as the providers.
›› Jason Morin
President & CEO, Home Medical Equipment 
and Services Association of New England

›› The greatest challenge is not being able 
to gather in face-to-face settings that 
are so much more effective in producing 
collaboration and networking to aid our 
members in navigating the new durable 
medical equipment (DME) environment we 
now operate in. We have certainly  
been able to put together some  
outstanding virtual meetings; however, the  
struggle is always going to be keeping folks  
engaged and in the moment with so many 
outside distractions, whether they are 
working from home or in a shorter staffed 
in-store environment.
›› Rose Schafhauser 
Vice Chair, State Leaders Council; Executive 
Director, Midwest Association for Medical 
Equipment Services and Southwest Medical 
Equipment Suppliers Association 

What has been your greatest victory 
this year?
›› The increased collaboration with our 
state Medicaid departments, Medicare and 
commercial insurers and other health care 
partners during the pandemic. They now 
have a heightened awareness of our value 
in the care continuum and how we together 
can reduce the spread of the coronavirus. 
Working together going forward with these 
partners will provide better reimbursement 
for our industry and ultimately better 
patient care.
›› John Quinlan 
Chair, Payer Relations Council; President, 
Northeast Medical Equipment Providers 
Association

›› I would have to say that our greatest 
victory this year has been our industry’s 
response to the COVID-19 pandemic. Our 

Navigating Stormy Seas  
Reflecting on 2020 with HME leaders
By Kristin Easterling

WHAT IS THE STATE LEADERS 
COUNCIL? 
The State Leaders Council is a 
collaborative effort between AAHomecare 
and state and regional associations 
across the country. They discuss the latest 
advocacy developments and emerging 
trends, coordinate effective grassroots 
outreach and share state-specific 
developments that could impact others.

The State Leaders Council supports the 
Grassroots Accountability Project (GAP), 
an initiative that educates Capitol Hill 
on federal issues affecting the HME 
community. Under the program, HME 
grassroots advocates for the industry 
volunteer to be a point person for each 
of the 535 federal legislative offices. 
Additional information on GAP may be 
found at hmeadvocacy.com. 

Key council initiatives include efforts 
to address Medicare’s competitive 
bidding program and engage payers on 
issues affecting patient access via policy 
requirements and reimbursement. The 
council was instrumental in helping secure 
over 100 co-signers on a Congressional 
letter to the administration urging the 
delay of the next round of competitive 
bidding and works closely with 
AAHomecare senior leadership on key 
grassroots and grassroots efforts needed 
to affect policy change. 
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providers came together to overcome a lack of personal protective 
equipment, remote workforces, staff reduction and a myriad of 
other challenges and reinvented the way we deliver care to our 
patients—all while demonstrating for all how crucial our small 
segment of the health care industry is. 
›› Jason Morin

What changes have you seen in your work due to  
the pandemic?
›› The recognition from several of our states that HME is an 
important part of continuum of care. Several of our state Medicaid 
programs reached out to MAMES and our members asking 
what they could do to make it easier for their clients to get the 
equipment and supplies they needed.
›› Rose Schafhauser

›› The public health emergency (PHE) has forced us to pursue 
advocacy remotely. This isn’t all bad, though; we are able to have 
back-to-back meetings through virtual platforms with payers and 
stakeholders across the country without navigating the airport. 
While we still believe face-to-face interactions are more effective, 
we are all in this together.  

The PHE has also given us great opportunity to shine as an 
industry and to emphasize the importance of the HME in the 
health care continuum. This has strengthened our position 
with the commercial payers and the Medicaid programs in 
understanding the value of HME. On top of state legislative 
initiatives, we will also utilize this year to push for regulatory 
changes that impact our industry such as administrative cost 
reduction. The budget constraints [states are facing] create an 
opportunity for these issues to come to the forefront with the 
Medicaid staff.
›› Laura Williard & David Chandler
AAHomecare Payer Relations

What are the biggest concerns that you’re expecting or 
preparing for in your region or your association for 
next year?
›› As an association, we will always be concerned about the 
increasing consolidation of the HME industry. MAMES has strong 
support of several of the larger national HME providers and we  
are blessed to have that support; however, we are always 
concerned about the health of the rural client and ability to 
have access to care in those rural communities. The struggles in 
the rural areas are very real, as suppliers close locations or limit 
delivery areas, and I really worry about access to care for patients 
needing HME, complex rehab technology or supplies should the 
rural relief expire. 
›› Rose Schafhauser
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›› The spread of the national Medicaid managed care insurers and 
their profit-based care versus our patient care and the way that 
could affect our abilities to service our patients
›› John Quinlan

›› Driving the message that HME is part of the solution. States are 
facing serious budget deficits and are making difficult decisions. 
However, our industry’s value is at all-time high. By keeping 
patients in the home and ensuring access to quality HME, states 
and payers can realize massive savings. We are working to refine 
that message and broadcast it widely. Part of this message will 
be ongoing work to define the return on investment through 
the AAHomecare Payer Relations Council data committee. This 
process is currently underway, and we hope to be able to finalize 
this in 2021. 
›› Laura Williard & David Chandler  

Kristin Easterling is managing editor of HomeCare magazine.
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ABOUT THE PAYER RELATIONS TEAM
The Payer Relations team consists of Laura Williard, 
AAHomecare’s vice president of payer relations, and Director 
of Payer Relations David Chandler. Williard and Chandler said 
their highlights for 2020 included:

•	 Working with state associations and state Medicaid 
agencies across the country to relax HME policy 
requirements during the emergency including: prior 
authorization, proof of delivery signatures and medical 
necessity documentation. Thirty-four state Medicaid 
agencies adopted policy recommendations from 
AAHomecare and state associations on these issues.

•	 Doing the same work with all major commercial 
insurance payers and spearheading an industry sign-on 
letter to commercial payers endorsed by 150 suppliers, 
manufacturers and other HME stakeholders.  

•	 Rolling out a legislative and regulatory toolkit for all 
state associations, which includes best practices for 
HME stakeholders to advance initiatives in their states, 
examples of proposed legislative language,and examples 
of successful language. 
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HOME INFUSION

A necessary presence in home infusion 
treatments, nurses provide training and 
support for infusion equipment, both on 
location and remotely, as well as caring 
for and maintaining the vascular site for 
patients. When these nursing services 
weren’t covered by Medicare, HIT providers 
had to account for these expenses as part  
of the overhead of being in the home 
infusion business.    

In 2016, nurses in the home infusion 
therapy (HIT) industry achieved an 
important milestone when Congress signed 
the 21st Century Cures Act into law. As 
part of this wide-reaching law, Medicare 
Part B coverage was amended to include 
professional services, including nursing, for 
HIT reimbursement—and scheduled to take 
effect in January 2021. 

The Bipartisan Budget Act of 2018 also 
funded a transitional period from  
January 2019 to December 2020, which 
allowed qualified HIT pharmacies to bill for 
nursing services. Now, heading into 2021, 
home health agencies (HHAs) can also  
apply to become qualified HIT suppliers  
in order to directly bill professional services 
to Medicare. 

Although this new process may 
be daunting, the change presents an 
opportunity to increase revenue. With a 
proper understanding of how to utilize 
it effectively, HHAs can use the Cures 
Act-triggered changes as an important 

new revenue source and a way to get 
reimbursement for the essential services 
home infusion nurses are already providing. 
To ease the transition, here’s what you need 
to know to take advantage of this portion of 
the Cures Act. 

Certification Highlights
Home health agencies that participated 
indirectly during the transitional period will 
need to note several changes going into the 
permanent period. For the last two years, 
patients with a homebound status continued 
to fall under episodic payments. But if the 

homebound status was not in play, nursing 
services from HHAs were subcontracted and 
billed through home infusion pharmacies. 
From there, they would be billed to one of 
four Durable Medical Equipment Medical 
Administrative Contractors (DME MACs), 
as HIT pharmacies were the only type of 
qualified Medicare Part B home infusion 
therapy supplier under the Budget Act. 

Starting in January 2021, home health 
agencies can choose to become certified as 
a Medicare Part B home infusion therapy 
services supplier (specialty code D6) in 
order to directly bill Medicare for nursing 

How to Get Paid for  
Home Infusion Therapy  
Nursing Services 
What the 21st Century Cures Act means for HIT reimbursements
By Jennifer Keiser
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services provided with qualified HIT drugs. 
The Centers for Medicare & Medicaid 
Services (CMS) website includes complete 
information on the enrollment applications 
and process. 

Agencies interested in going in this 
direction will require certification from 
one of the six CMS-approved accrediting 
organizations:
•	 Accreditation Commission for Health  

Care, Inc. (ACHC)
•	 Community Health Accreditation  

Partner (CHAP)
•	 National Association of Boards of 

Pharmacy (NABP)
•	 The Compliance Team (TCT)
•	 The Joint Commission (TJC)
•	 Utilization Review Accreditation 

Commission (URAC)

What Qualifies for Reimbursement?
There are also specific guidelines for 
which types of HIT visits qualify for 
reimbursement; only therapies that are 
covered under the external infusion pump 
(HCPCS code L33794) local coverage 
determination listed under each region’s 
DME MAC’s website can be billed. 

While some nurses do provide support 
remotely, only visits in which nurses are 
physically on-site on the day that an 
applicable drug is administered—and within 
30 days of the drug being dispensed—can 
be billed for reimbursement. Additionally, 
patients being provided services by an HHA 
under a 60-day home health care episode 
cannot have separate HIT nursing services 
billed to Medicare within that time period. 

This differs from the policy set out in the 
transitional period under the Budget Act.

It’s also worth noting that the 
medications themselves will still be filed 
for reimbursement by the home infusion 
pharmacy, not the HHA. 

How to Bill
During the transitional period, HIT 
pharmacies filed claims for HIT nursing 
services through one of four DME MACs. 
Moving into 2021, all qualified HIT suppliers, 
including HHAs and pharmacies, will need to 
file claims to one of 12 Medicare  
Part A/Part B MACs instead. Professional 
services for qualifying HIT visits are 
billed using one of the six G-codes, which 
determine the amount of reimbursement, 
laid out in Table 1.

The category is determined by the 
medication the patient is receiving. Here is 
how it works: 
1.	To bill for nursing services, you will use 

G-codes (Table 1), with the category 
defined by the type of drug used (Table 
2.1-2.3) and further modified by whether 
a service is an initial or subsequent visit.  
Helpful hint: Only one G-code is allowed 
per day, so if multiple prescriptions 
are being administered during a single 
day, pick the G-code with the highest 
reimbursement (i.e., the highest  
category level).

2.	Along with the G-code, you will also need 
to provide a number of units to represent 
the length of the HIT visit. This number 
is determined by the amount of time a 
nurse has spent on site with the patient, 
as outlined in Table 3.

3.	As you are submitting your own 
claims, you should work with your HIT 

Table 2-1: J-Codes, Category 1

Table 2-2: J-Codes, Category 2

Table 2-3: J-Codes, Category 3

Table 3: Visit Length Units
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pharmacy partner to ensure that they 
have submitted a claim with a qualifying 
J-code for the infusion drug itself, so it is 
incorporated into the common working 
file (CWF). J-codes must be submitted 
within the same 30-day time period as 
the corresponding G-code in order to be 
processed correctly. If a J-code is not 
found in the patient’s CWF record when 
your G-code is submitted, your claim will 
be recycled and brought up again after 
five days, a process done up to three 
times. If no match is found after three 
cycles, your claim will be denied.

Best Practices
For HHAs that want to take advantage of this 
opportunity to increase their revenue but are 
wary of regulatory changes, there are some 
key ways to make sure you are taking full 
advantage of the new framework:
•	 Research the guidelines published by CMS 

and industry trade associations, including:
◊ MLN Matters MM11880 Billing for 

Home Infusion Therapy Services on or 
After January 1, 2021

◊ Complete Guide to Medicare Part B for 
Home Infusion Therapy Services

•	 Keep your employees informed about the 
latest regulatory and operational changes 
by providing them with educational 
webinars and the many online resources 
available from technology providers 
and media outlets. Use internal 
communications programs within your 
agency to make sure all staff are aligned 
to succeed.

•	 Look for a software provider that is 
regularly enhancing its technology to 
reflect the latest regulatory updates 
and offers features such as the ability 
to submit claims in 837P and CMS-1500 
formats, which HHAs may not run 
into frequently.

•	 Establish points of coordination between 
your agency and the home infusion 
pharmacy or pharmacies you work with to 
ensure a smooth billing process, especially 
in this new structure that requires 
pharmacy and nursing reimbursement 
requests to be aligned.

By using the instructions and best 
practices outlined here, your home health 
agency can approach this new framework 
with confidence that you are taking 
advantage of all the Cures Act has to offer 
and maximizing your reimbursement—with 
minimal headaches. 

MES is here for YOU the HOMECARE HERO!

mymesinc.com800-423-2215

Live Customer Service Veteran Owned for 53 Years Same Day Shipping

Check 116 on index.

Jen Keiser is a senior director of pharmacy product 
management at Brightree. She has almost three decades 
of experience in the home health industry developing 
and supporting software applications for home infusion, 
specialty pharmacy, HME and home health providers. She 
has also held previous technology leadership positions at 
CVS Health and Mediware Information Systems. 
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INFECTION CONTROL

The COVID-19 pandemic has put a spotlight 
on the deadly problem of infectious 
diseases. Bacteria and viruses like MRSA, 
influenza and salmonella are everywhere 
and can be transmitted easily. Such harmful 
pathogens thrive especially well on surfaces, 
surviving for long periods of time. For 
example, in some cases E. coli can double in 
colony size every 20 minutes; unchecked, 
that adds up to millions of potential harmful 
microbes on a surface in less than a day. 

Controlling these agents have always 
been important, but the pandemic has 
accelerated new tech innovation and 
protocols to serve the health care industry 
effectively and sustainably.   

Health care continually seeks the highest 
form of infection control to ensure that 
patients and staff are safe everywhere, 
from waiting and emergency rooms to 
operating tables and ambulatory services. 

It’s critical for hospital environments to 
remain disinfected and clean throughout the 
day, given the diverse population of people 
entering and leaving. Unfortunately, the very 
place that people visit to get “healthy” could 
ultimately result in serious complications or 
even death. The Centers for Disease Control 
& Prevention estimates there are 1.7 million 
health care-acquired infections and 99,000 
associated deaths each year in the U.S., 
revealing that there is still work to be done. 

Health care facilities are typically 
equipped with large equipment to combat 
infection. Some include sterilization devices 
to clean stethoscopes and other tools, 
sanitation robots, and ultraviolet (UV) lights. 
While these devices may be suitable for 
hospitals, they are not practical—let alone 
cost-effective—for home settings. 

Home health care also requires 
optimal safety conditions and protocols 

as it traditionally includes those who are 
chronically ill, disabled or elderly—all 
populations susceptible to disease and 
illness. An estimated 12 million Americans 
depend on homecare each year, highlighting 
that a large chunk of the population 
is susceptible to infection in their own 
homes. Even before COVID-19, about 3.5% 
of patients developed infections during 
their home health experience that led to a 
hospitalization. It’s important for homecare 
agencies to take charge in ensuring homes 
have infection-prevention protocols and 
tools in place to protect patients and staff. 

Making Cost-Effective Investments in 
New Technology 
The home is filled with areas that serve 
as ideal breeding grounds for germs, 
from common areas like the kitchen and 
bathroom to more personal areas like the 

Look Into the Light 
One bright option to consider for infection control 
By Colleen Costello

Even before COVID-19, 
about 3.5% of patients 
developed infections 
during their home health 
experience that led to a 
hospitalization.
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bedroom. Implementing different technologies for different rooms 
can be expensive; when tackling infection control and meeting 
sanitation protocols, it can be easy for homecare agencies to get 
carried away with purchasing several types of cleaning solutions, 
costly devices and more. Many companies rely on cleaning crews, 
but with new social distancing regulations, having staff dedicated 
to intermittent cleaning can be inefficient, cosstly and unsafe. 

Technology may provide a better option, but it’s important to 
ensure that the product is easy to install, access and maintain. 
One example is antimicrobial LED technology that continuously 
cleans in the background—saving energy costs and lasting longer 
than traditional bulbs that require replacements. Antimicrobial 
light technology creates environments where microbes can be 
prevented from growing and replicating.

Integrating Safe & Practical Products 
Infection control is crucial, but can be ineffective when facilitated 
improperly. The harsh chemicals commonly used for cleaning 
purposes can degrade and damage plastics, rubber and other 
materials when used on home medical equipment. Additionally, 
exposure to chemicals lingering in the air can harm the lungs, and 
the average home lacks natural ventilation or circulation. 

Another challenge is keeping spaces clean around the 
clock. While UV light can kill harmful germs and bacteria, this 
technology is not safe when used around humans, minimizing the 
window of cleaning time. It can be difficult to find stretches when 
bedridden patients are not present in the room or home, meaning 
UV light cannot continuously sanitize spaces. For patients 
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who need additional support at home, it’s important to reduce 
labor-intensive tasks when nurses are off the clock, especially 
household cleaning. Automated cleaning technology can not only 
eliminate the use of harsh chemicals, but also ensure a 24/7 clean 
environment. 

Independent living at home should be simple and 
comfortable—without the need for strenuous, labor-intensive 
cleaning. The key is seamless integration, which can be 
accomplished through innovative tech solutions like automated 
antimicrobial light. Not only it help the patient, it also reassures 
the caregiver that they are working in a clean environment 
knowing that any area with the antimicrobial light on is being 
cleaned continuously. 

The Impact of Innovative Infection Control
As home health agencies work to ensure that vulnerable patients 
do not come into contact with harmful diseases or germs, it is 
important they seek out cost effective and innovative technology, 
such as simply replacing an existing light with an antimicrobial 
LED light. These new technologies also give health care staff clean 
spaces and a reason to feel safe, comfortable and happy at their 
job. In July 2020, only 24% of nurses felt that their employer was 
providing a safe workplace. Having enhanced technology in place 
throughout homecare settings reassures staff that these spaces 
have enhanced cleaning, leading to overall trust and satisfaction 
within the company.

Home health agencies must consider the new tech innovations 
and investments that combat infection for patients’ and nurses’ 
behalf to create safe home health care environments. Staff in 
home-based care settings are taking care of the most vulnerable 
population in society, increasing the need for infection control. 
With over 412,000 homecare provider businesses in the U.S., it’s 
critical for the home health industry to reevaluate investments 
and make necessary updates to cleaning protocols to keep 
patients and staff safe. 

Colleen Costello co-founded Vyv, an antimicrobial light technology provider (formerly 
Vital Vio), as a biomedical engineering student at Rensselaer Polytechnic Institute (RPI) 
when her grandmother contracted MRSA during a routine hospital stay. Her career 
has spanned clinical research, engineering, biochemistry and product development. 
She has held positions in biochemistry research at Mount Sinai School of Medicine 
and Weill Cornell Medical College, in surgical device design and pre-clinical studies at 
Covidien Surgical Devices, and in tissue engineering research at RPI. 

GET MORE 
INFORMATION 

Visit homecaremag.com/january-2020/fighting-germs-light 
for more on sanitizing with light. 
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PALLIATIVE CARE

Throughout the health care community, 
there is increasing recognition of the 
significant impact of social determinants 
of health (SDoH) on individual health and 
quality of life. COVID-19 has exacerbated 
social isolation and loneliness, limited 
food access, and highlighted financial, 
housing and employment insecurities 
and transportation issues. For people with 
serious illnesses, COVID-19 has a significant 
impact on SDoH. Moreover, social distancing 
measures have created additional social 
barriers to healing for those living at home.  

Fortunately, there are a growing 
number of nonmedical initiatives 
emerging to address the broader social and 
environmental factors that influence health 
that are focused on care in the home. One 
example is the role of home-based palliative 
care (HBPC) to provide support to people with 
serious illness and their caregivers.

A Broader View
Recent studies estimate that health 
behaviors shaped by social and economic 
factors are responsible for up to 80% of 
any health outcome. This explains why 
evaluating patient risk based upon clinical 
factors, comorbidities and claims history 
alone often falls short in effectively 
addressing sentinel events that involve 
nonclinical issues such as SDoH. We need 
an approach that includes individual 

level information about SDoH and 
recommendations tailored for each patient 
to address social and economic needs. 

Palliative care is specialized medical care 
for people living with a serious illness that 
focuses on providing relief from symptoms 
and stress to improve quality of life for both 
the patient and their family. HBPC teams 
take a holistic person-centered approach 
that assesses demographics, SDoH and 
clinical history to develop a plan of care for 
the seriously ill patient and their family. 

This approach aligns with the Department 
of Health & Human Services initiative called 
Healthy People 2030, a directive to address 
the most critical public health priorities and 
challenges in the United States over the 
next decade, which includes—for the first 
time—SDoH.

The Role of HBPC Teams
HBPC providers are in a unique position to 
see first-hand the impact that social barriers 
and behavioral health conditions have on 
the patient experience—specifically those 
coping with serious illness at home. 

Given the complexity of the health 
care and social service systems, and the 
complexity of individuals with SDoH needs, 
there’s a great benefit from the support 
provided by HBPC team members who help 
them manage and coordinate their care and 
serve as advocates when necessary. HBPC 
clinicians develop trusting relationships 
with the patients and their caregivers, 
address their goals and connect them with 
the clinical and social services they need. 
These interventions serve to fill gaps in 

How Home-Based  
Palliative Care Teams Help  
See the Big Picture  
Why tackling social determinants of health can  
improve patient outcomes & quality of life
By Terri Maxwell 

IN-HOME CARE
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care to improve quality of life and health 
outcomes, reduce acute care utilization and 
readmissions, and decrease caregiver stress. 

Interdisciplinary palliative care team 
members are trained to help identify and 
resolve the social, financial, environmental 
and emotional challenges that patients and 
caregivers face, and they have the skills to 
find resources, coordinate care and enhance 
communication among the patient, health 
care provider, case worker and anyone 
involved in the patient’s quality of life.

Critical Factors of SDoH &  
Successful Solutions
Too often, social factors, which vary across 
individuals, populations, social status, life 
expectancy and types of diseases, can lead 
to health inequalities, especially for those 
with low socioeconomic status. One survey 
shows that 68% of patients face at least 
one barrier related to social determinants. 
Of these, 57% have a moderate to high 
risk for financial insecurity, isolation, 
housing insecurity, transportation and/or 
food insecurity. Here are some of the most 
significant factors: 

1Social Isolation or Loneliness 
Without significant social connections, 

people experience a reduced sense of 
well-being, a fact that has been recognized 
around the world as an emerging health 
issue. In fact, multiple indices on world 
happiness suggest that social connection 

plays a significant role in both subjective 
happiness and long-term well-being. 

Nearly 20% of Americans over the age 
of 50 experience social isolation and social 
isolation worsens as people age. The primary 
risk factors for social isolation include having 
a mobility or sensory impairment or caring 
for someone who does. Other contributors 
are living alone, experiencing major life 
transitions and having a low income. While 
the obvious impacts of social isolation 
are psychological, the physical health 
consequences can be staggering. Loneliness 
is increasingly seen as a risk factor for 
multiple negative health outcomes.

Given the further isolation and 
uncertainty created by the COVID-19 
pandemic, seriously ill individuals have even 
greater need for personalized support and 
information from healthcare organizations 
they can trust.

›› Patient Challenge: 
BT is an 84-year-old man who lives alone 
and has no family or close friends. Although 
he meets eligibility for hospice, he is not 
yet ready to enroll. He is frail and ill. His 
HBPC nurse is concerned about him falling 
or declining rapidly while home alone. 
Telephone calls go unanswered because he 
does not like to talk on the phone, stating it 
“tires him out.”

›› Solution: 
His nurse shared her concerns with him. He 

now texts her every morning to tell her “Good 
morning! I am okay!” The nurse replies each 
day and asks if he needs a visit. If she is 
unable to reach him, she drives by his home. 
The team is respecting his communication 
preferences and the nurse has formed a 
trusted relationship with Mr. B. that allows 
ongoing monitoring and support.

 

2Food Insecurity
While hunger is not a new issue in the 

United States, the pandemic has provided 
an alarming wake-up call about how fragile 
food security is for millions of Americans. 
According to the U.S. Department of 
Agriculture, 37 million people were living 
in food-insecure households in 2018. Since 
the start of the COVID-19 pandemic, an 
estimated additional 17 million people now 
face food insecurity in 2020—raising the 
total to a staggering 54 million Americans. 

›› Patient Challenge: 
MB is a 69-year-old woman who lives 
alone with amyotrophic lateral sclerosis, a 
progressive motor neuron disease. The HBPC 
care team coordinated service for Meals on 
Wheels to be delivered to her. During the 
pandemic-related lock down, the team also 
called her weekly to monitor her fragile 
health status and assess any new needs. 
During one of these calls, the team learned 
that Meals on Wheels had discontinued 
providing meals due to the pandemic.  

›› Solution: 
MB’s HBPC social worker arranged a family 
meeting over the phone with her and with 
her estranged family to request support to 
obtain groceries and meal delivery. During 
the call, her grandson agreed to pick up 
groceries and drop off food for her. 

 

3Lack of Reliable Transportation
Transportation issues include lack of 

vehicle access, inadequate infrastructure, 
long distances and lengthy times to reach 
needed services, transportation costs and 
adverse policies that affect travel.

Transportation barriers to health care 
access are common—and greater for 

of patients face at least 
one SDoH-related barrier68% 
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vulnerable populations. Transportation access is essential for 
ongoing health care and medication access, particularly for those 
with chronic diseases.

Each year, 3.6 million people in the United States do not obtain 
medical care due to transportation issues, and report things like 
missed or delayed health care appointments, being unable to fill 
a prescription, increased health expenditures and overall poorer 
health outcomes.

›› Patient Challenge: 
RD is a 69-year-old man with chronic obstructive pulmonary 
disease who lives alone. He was set up to receive his medications 
from a local big box store but found himself without transportation 
to pick them up. He was stressed by the situation and began 
“rationing” his medications while struggling without success to 
find someone to drive him to the store. His inability to comply 
with treatment led to an unnecessary emergency room visit and 
long hospital stays. 

›› Solution: 
The HBPC team put a Pill Pak mail delivery service in place for 
home delivery of RD’s medications, which made it easier for him 
to adhere to his medication regimen. 

Addressing SDoH
The best HBPC solutions are designed to motivate patients  
and caregivers to be fully engaged in choosing and implementing 
a plan of care that optimizes their quality of life and results  
in treatment decisions aligned with their goals, preferences  
and values. Assessing and addressing SDoH is a critical part of 
that process. 

Using structured assessments that include screening questions 
for SDoH, HBPC team members can assess the issues, provide 
education and support, initiate referrals to community resources 
and communicate assessment findings and the plan of care 
directly with a patient’s health care team and home health  
care providers. 

of Americans over the age of 50 
experience social isolation 

20% 
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HBPC nurses and social workers who make home and 
telehealth visits are instrumental in proactively managing the 
patient’s condition and symptoms—and helping to avoid the need 
for unplanned care. 

During home visits, these palliative clinicians provide the 
“eyes and ears” to discover what is really going on inside the 
home—ranging from the problems of food inadequacies and 
accessing transportation to housing insufficiencies or identifying 
and addressing other concerns, such as social isolation and 
depression. 

The teams develop a trusting relationship that enables them 
to understand the patient’s physical and mental health and 
spiritual and emotional needs. They provide ongoing psychosocial 
support and help patients and their caregivers understand their 
illness and the goals of care. They arrange for community-based 
resources, such as transportation and meal delivery, assist 
with utility and grocery bills, ensure prescriptions are filled, 
and arrange for in-home equipment; they also provide health 
coaching and care training to help patients remain safe at home 
and reduce caregiver burden. The team also assesses the need 
for skilled nursing services through home health agencies, home 
modifications and home medical equipment to promote safety 
and independence. 

Understanding Environmental Factors
Some of the new population health HBPC programs collaborate 
with health plans to identify and engage members who are living 
at home and struggling with multiple clinical and nonclinical 
issues. As the above patient stories indicate, this approach can 
make a significant difference in the lives of patients by addressing 
their SDoH issues, improving the patient experience and positively 
impacting outcomes. 

For each patient above, these simple solutions prevented 
issues stemming from SDoH from evolving into more costly 
clinical issues, and resulted in more compassionate, affordable 
and sustainable care. HBPC programs not only address SDoH but  
also support advance care planning and reduce acute care 
utilization and overall medical costs.  

The significant unmet needs of this high-need, high-cost 
population and the known health and financial benefits of HBPC 
are likely to spur expansion across the country. During the 
COVID-19 pandemic and beyond, this approach offers 
considerable value for patients and caregivers, as well as the 
practices and payers that offer this level of supportive care. 

Terri Maxwell, Ph.D., APRN, is the chief clinical officer of Turn-Key Health, a CareCentrix 
company.  She is the recent recipient of the University of Pennsylvania School of 
Nursing’s Lillian Sholtis Brunner Award for Innovation.
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1 Compact Kit
FREEDOMWAND
The FreedomWand is more than just a toilet tissue aid, 
it’s a personal hygiene device. The FreedomWand helps 
people who have limited range of motion with toileting, 
bathing, shaving and ointment or lotion application 
needs. Unique from other toilet aids, it offers portability 
and multiple lengths and grasps multiple items, helping 
people gain independence and dignity with more than 
just wiping. The Compact Kit comes with a cloth carry 
bag, one head and one handle and is 14.5 inches long. 
Visit freedomwand.com.
Check 200 on index.

2 Dextra Closed System
CURE MEDICAL
The Cure Dextra Closed System is an ideal choice for 
able-bodied catheter users and those with limited 
dexterity. Proprietary attributes such as a support band, 
gripper arrow and tip-advancing technology make the 
Cure Dextra easy to use. It enables sterile use without 
requiring gloves. Like all Cure Medical catheters, the 
Cure Dextra features polished eyelets for comfort and 
is made of quality materials; it is made without DEHP/
DINP, BPA or NR-Latex. Cure Medical donates 10% of net 
income to research for a cure for spinal cord injuries and 
central nervous system disorders. 
Visit curemedical-dextra.com.
Check 201 on index.

3 Hero Medication  
Management System
HERO HEALTH
Hero is the first in-home, app-connected device that 
intuitively sorts and dispenses medications according to 
a member’s specific regimen. It has audible and digital 
reminders, alerts caregivers when a dose is skipped, and 
automatically sends prescriptions and over-the-counter 
drugs to a member’s door through its optional mail 
order pharmacy program, thereby ensuring members 
stay adherent, healthy and out of the hospital. 
Visit herohealth.com.
Check 202 on index.

4 UPWalker Lite
LIFEWALKER
The UPWalker’s upright design enables users to walk 
with better posture, looking forward with greater dignity 
and improved mobility. The UPWalker Lite is 34% lighter 
than the original UPWalker and is well-suited for indoor 
use. The UPWalker’s patented design addresses the 
deficiencies of conventional walkers, including fall risk, 
slouching and lack of user confidence and comfort. 
The UPWalker Lite’s “balanced center of gravity design” 
positions the user in the center of the unit with body 
weight directed downward inside the wheels. 
Visit lifewalkermobility.com. 
Check 203 on index.

Hand-picked by the editors of 
HomeCare & our team of industry 
experts, these products are the 
newest frontrunners shaping the 
homecare marketplace. Stay tuned 
in every issue for more industry-
leading solutions.

MARKET-LEADING PRODUCTS

NEW ON THE MARKET
1
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MARKET-LEADING PRODUCTS

COMPRESSION

3

1 EXTREMIT-EASE
AMERX
The EXTREMIT-EASE Compression Garment Provides 30-50 
mmHg therapeutic compression. The design combines a zipper 
and bungees with large tabs to make independent application 
and adjustment easy for patients to achieve, even if they 
have dexterity issues. Users will appreciate the lightweight, 
air-permeable fabric, which allows for hours of comfortable 
wear with less sweat, hot spots and pistoning. Available in tall 
and regular lengths from XS-XXL and in tan and black options; 
comes with a mesh laundry bag and garment liner.  
Visit amerxhc.com.
Check 204 on index.

2 IMAK Compression Arthritis Gloves
BROWNMED
Developed by an orthopedic surgeon and arthritis sufferer, 
IMAK Compression Arthritis Gloves have earned the Arthritis 
Foundation’s Ease of Use Commendation. IMAK Compression 
Arthritis Gloves provide mild compression for warmth and to 
help increase circulation, which ultimately reduces pain and 
promotes healing. The gloves are made of soft, breathable 
cotton material, meaning they are comfortable enough to wear 
day and night. The open fingertips allow freedom to feel, touch 
and grip, so users can perform daily tasks without issues. Helps 
relieve aches, pains and stiffness associated with arthritis of the 
hands. Visit brownmed.com.
Check 205 on index. 

3 Core-Spun by Therafirm Gradient 
Compression Socks
KNIT-RITE 
Core-Spun by Therafirm Gradient Compression socks feature 
ultra-stretchy fibers that ensure these socks are easier to put on 
and more comfortable to wear. High-tech CoolMax or X-STATIC 
yarns wick away moisture, creating a drier and more hygienic 
sock environment. Other comfort features include a reinforced 
heel and toe and a nonrestrictive top, which stays in place all 
day. Core-Spun socks come in several fashionable patterns and 
solid colors and are available in four compression levels: light 
(10-15mmHg); mild (15-20mmHg); moderate (20-30mmHg) 
and firm (30-40mmHg). Visit therafirm.com.
Check 206 on index.

4 Patella Support Knee Braces
MCKESSON
McKesson’s patella support knee braces offer relief from mild-
to-moderate ligament joint pain, sprains, strains or patellar 
instabilities. The pull-on knee sleeve, constructed from durable 
neoprene, provides compression, comfort and stability. In 
addition to medial/lateral dual plastic uprights, the sleeve 
features a sewn-in horseshoe buttress cradling the open-patella 
kneecap to strengthen the patellar support. Easy-to-adjust 
thigh and calf straps secure with hook-and-loop closures 
for additional support, secure positioning and enhanced 
compression. McKesson’s unisex knee braces are available in 
multiple sizes. Visit mms.mckesson.com.
Check 207 on index.
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5

1 Infection Control Management Solution
CARESAFELY
COVID-19 exposed deficiencies in how the senior care industry manages 
infection control. CareSafely helps solve this issue by helping homecare 
providers build robust and sustainable infection control programs to protect 
seniors and staff. Includes easy-to-use software and expert content so all 
activities are actively managed and continuously improved. CareSafely’s all-
digital solution enables 24/7 compliance reporting and cuts the administrative 
burden by 50%, eliminating paper audits, illegible checklists, etc.  
Visit caresafely.com.
Check 208 on index.

2 Patient Engagement Services
CMB SOLUTIONS
CMB Solutions provides a robust suite of patient engagement services along 
with intuitive business intelligence for home medical equipment providers. The 
user-friendly dashboard and agile interfaces enable data movement without 
human involvement, affording better accuracy, performance, analytics and 
reporting to increase patient retention and compliance with a demonstrable 
return on investment. CMB’s services are flexible to serve an individual 
campaign or deploy nationally across a comprehensive cohort of patients with 
multiple diseases. Visit cmbsoluitonsinc.com.
Check 209 on index.

3 Patient Connection Software
CAREXM
CareXM rapidly connects patients with health care staff in one minute or less. 
The unique combination of telehealth technology and high-quality clinical 
and nonclinical backup teams transforms the care experience. Patients get 
care faster. Nurses focus care on the patient in front of them instead of juggling 
multiple patients and tasks. Administrators streamline care protocols with help 
from a robust business intelligence platform.  
Visit carexm.com.
Check 210 on index.

4 Virtual Patient Care
CITUS HEALTH
Citus Health offers a virtual patient care platform solution that removes 
barriers to communication and improves your care team, patient and family 
caregiver experience. With secure, HIPAA-compliant features, auto-translated 
multilingual instant messaging, real-time video visits, customizable forms 
and surveys, and an education center, the solution enables real-time 
communication through a computer, tablet or smartphone. And with its auto-
escalation technology, communications are immediately routed to the proper 
clinician, resulting in a prompt response to patient needs.  
Visit citushealth.com.
Check 211 on index.

5 Healthcare at Home
DINA
Dina powers today’s home-based care. The company has an artificial 
intelligence (AI)-backed care coordination platform that helps hospitals and 
health plans upgrade traditional case management capabilities in three 
important ways: 1) staff and coordinate a basket of home-based services; 2) 
use AI to automate care pathways and coach individuals to appropriate next 
steps; and 3) act on timely home-based insights that can lead to nonmedical 
interventions. Visit dinacare.com.
Check 212 on index.

MARKET-LEADING PRODUCTS

CARE MANAGEMENT SOFTWARE
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MARKETPLACE

 ANTIMICROBIAL
 MEDICAL BAGS

570-409-8442  newgearmedical.com

•  Shoulder Bags
•  Laptop Bags
•  Backpacks
•  Rolling Bags
•  Supply Organizers

•  Organizer Belt 
Bags

•  Attache' - Doctor 
Bags

Customized Bag and Logo 
Options Available

Check 133 on index.Check 132 on index.

The new ULTRAGEL RELIEVE™ 
Universal Toilet Commode Gel 
Seat Cushion provides 
body conforming 
comfort for skin 
pressure relief.

www.onlygel.com
877-977-8986

Ohhhh… So Soft
Ultragel Relieve Toilet Seat Cushion

• Easy seat attachment and reattachment
• Secure/stable attachment
• Long term durability. Abuse resistance.
• No leakage if punctured
• Waterproof, spill proof with easy clean-ability
• Resistant to common disinfecting solutions

MADE WELL IN THE USA

Check 131 on index.

Quaternary neutral pH
Safe on all 

water-safe surfaces
 and fabrics.

LEMON SCENT
DISINFECTANT

concentrate
1 GALLON MAKES 64 GALLONS

SHIPP CLEANING SYSTEMS

Kills a broad spectrum of 
bacteria and viruses including

 Coronavirus SARS Assoc., 
Human Coronavirus, as well 

as, H1N1, HIV1, HepB&C, Staph, 
Strep, MRSA, Pseudomonas 

and much more.

1-800-962-1723
sales@cleananything.com

DEALERS WELCOME

Check 130 on index.

THIS IS 
HUBSCRUB

The Medical Equipment 
Clean & Disinfect Solution

Watch It Work!

• Eliminates C-DIFF
• UV Disinfection
• All types of DME
• Internet Connect
• Service-Business 

Opportunity
• 20 Years in 

Business

www.hubscrub.com
877-482-7273

Wash/Rinse/Disinfect in 6 minutes!

Check 134 on index.

MOBILE
CONNECTIONS
ON THE GO
facebook.com/homecaremag

twitter.com/HomeCareMag

linkedin.com/groups/4096925
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If you build it, they will come. This misheard 
phrase from 1989 Kevin Costner baseball 
epic “Field of Dreams” can refer to many 
things. In business, it’s usually used to spur 
creation and push a project forward. And 
for Shannon Wallace, founder and CEO of 
Shannon Wallace LLC and Musical Memory 
Care, the hope that people would reach out 
for her virtual classes on music, movement 
and memory spurred her to start over in the 
midst of the COVID-19 pandemic. 

Wallace owns a marketing firm and is a 
professional jazz singer. That profession led 
her into creating music classes for people 
living with cognitive impairments. She has 
been working in marketing for 25 years—11 
as CEO of her own company—and is now 
able to choose the clients and industries she 
works with, favoring her passions of music 
and senior care. 

“Of course,” she said, “I chose the two 
industries that got wiped out by COVID.”

Starting over from scratch in the middle 
of a global crisis is no easy feat, but since 
Wallace was already providing in-person 
music and memory classes before the 
pandemic, she decided to step out of her 
comfort zone and try adapting her approach 
to the virtual world.

“I had to buy a whole new computer,” 
Wallace said. “I learned what a CPU was and 
1080P versus 720 versus HD 4k. I knew some 
of these things, but not as they applied to 
what I needed in order to have a live stream.”

Wallace now offers both live and on-
demand music classes through her website, 
musicalmemorycare.com. Individuals 
or companies can sign up for a Netflix-
style subscription plan to access the 
content. Corporate members can fill out a 

questionnaire to determine the  
best package.

Getting the word out that her classes 
are available online hasn’t been easy, 
but Wallace persisted. And, she said, she 
discovered that it’s important to reach out 
to a company’s marketing director, not the 
activities director, when trying to get a foot 
in the door. 

“The activities director doesn’t have 
the budget the marketing director does,” 
Wallace explained. 

The singer misses the face-to-face 
interaction of what was once a fun side gig. 
Wallace hopes, like many of us, to return to 
her in-person classes in 2021, but also plans 
to continue the virtual offering. After all, the 
Zoom platform still allows her to interact 
with her audience and receive feedback. 
She asks her class members to keep their 
microphones on so she can hear them sing 
along with her. 

“They tell me how I’m doing. They’ll say 
slow down or faster,” she said. Not only do 
Wallace’s live stream and on-demand 
platforms offer therapeutic benefits for those 
living with all levels of cognitive impairment, 
but they also offer therapeutic and 
emotional benefits to those who care for 
them. For Wallace, that’s a win-win. 

Facing the 
Music   
Shannon Wallace provides 
seniors with music-based 
memory workouts  
By Kristin Easterling

Kristin Easterling is managing editor of HomeCare 
magazine.

SOMEONE YOU SHOULD KNOW
BACK PAGE
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 is what we do.

THANK YOU
for placing your trust in our portfolio of oxygen therapy solutions. 

Your tireless energy in the pursuit of excellence in patient care inspires us every day. 

Working together, we can navigate the road ahead. 
Leverage our complete continuum of care to supply your patients with time-proven, trusted 
portable and stationary oxygen concentrators as they transition from hospital to home care.

We wish you a safe and healthy holiday season. 

www.caireinc.com/providers
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YOUR TRUSTED 
PARTNER IN ACCESS

for over 35 years

THE ORBIT® PATIENT TRANSFER LIFT HAS A UNIQUE, single-post design THAT 
PROVIDES A COST-EFFECTIVE, LOW-PROFILE transferring SOLUTION 

that is ideal for both patient and caregiver.

QUICK, SIMPLE, and 
minimally invasive 
INSTALLATION
• ELIMINATES EXPENSIVE REMODELS 
• Space-saving and non-intrusive design
• Reduced install time with simple 

attachment

The ORBIT ALLOWS FOR 
SAFE PATIENT HANDLING

• stanchion and arm rotate 360 degrees 
allowing for complete flexibility and control

• 5’ arm OFFERS a total of 10’ range of reach

• accommodates ceiling 
heights of 8’-12’ 

• adjustable arm height
• 440 LB. WEIGHT CAPACITY
Check 107 on index.
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