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Medicare 
Advantage – Do I 

Want to be In 
Network?

Melinda A. Gaboury, CEO

info@healthcareprovidersolutions.com

Melinda A. Gaboury, with more than 30 years in home 

care, has over 20 years of executive speaking and 

educating experience, including extensive day to day 

interaction with home care and hospice 

professionals. She routinely conducts Home Care and 

Hospice Reimbursement Workshops and speaks at state 

association meetings throughout the country. Melinda 

has profound experience in Medicare PDGM training, 

billing, collections, case-mix calculations, chart reviews 

and due diligence. UPIC, RA, ADR & TPE appeals with 

all Medicare MACs have become the forefront of 

Melinda’s current impact on the industry. She is currently 

serving as Chair of the NAHC/HHFMA Advisory Board 

and Work Group and is serving on the board of the Home 

Care Association of Florida and the Tennessee 

Association for Home Care. Melinda is also the author of 

the Home Health OASIS Guide to OASIS-E and Home

Health Billing Answers, 2024.

Melinda A. Gaboury, COS-C
Chief Executive Off icer

1

2

mailto:info@healthcareprovidersolutions.com


8/7/2024

2

Staying Informed

Staying Informed

3

4



8/7/2024

3

Staying Informed

Staying Informed

5

6



8/7/2024

4

Staying Informed
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Gathering Data

Trend by 
disease

Average 
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utilization
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that you had 

to deny
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claims were 
accurate
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groups 
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the health 

plans 
referrals are 

from

Gathering Data

Length of 
stay by 
payer

Denials by 
payer

Appeals 
by payer

iQies data
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total 
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payer

Average 
response 
time for 
requests
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Contract Analysis
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Evaluate Contract performance

Evaluate Contract performance
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Offer Value

Offer Value

Quality outcomes: Home health agencies should strive to achieve and maintain high-
quality outcomes, such as low hospital readmission rates, high patient satisfaction scores, 
and positive clinical outcomes. By consistently delivering on quality metrics, agencies can 
demonstrate their effectiveness in managing patient care and reducing healthcare costs.

Care coordination: Home health agencies can play a vital role in care coordination 
by closely collaborating with other healthcare providers involved in a patient’s care, 
such as primary care physicians, specialists, and hospitals. Effective care coordination 
can lead to improved patient outcomes, reduced hospitalizations, and cost savings.
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Offer Value

Preventive care and early intervention:  Identify and address health issues in their early 
stages, agencies can help prevent the need for more costly and intensive care down the line.

Technology and data capabilities: Invest in technology and data capabilities to improve care 
coordination, streamline workflows, and offer real-time insights into patient outcomes and care 

delivery. Managed care companies value agencies that can effectively utilize data to drive 
decision-making and improve care delivery.

Patient engagement and education: Focus on patient engagement and education to 
empower patients to actively participate in their own care. By providing patients with the 

necessary tools, resources, and education, agencies can improve patient outcomes and 
reduce healthcare costs

Offer Value

Flexibility and responsiveness: Demonstrating a willingness to collaborate, 
address concerns, and adjust processes or services to meet the evolving demands 

of managed care plans can help agencies stand out

Strong referral relationships: Building and maintaining strong referral 
relationships with hospitals, physicians, and other healthcare providers can 

increase the perceived value of home health agencies to managed care companies. 
These relationships can help demonstrate a commitment to continuity of care and 

facilitate smooth transitions for patients.
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Understanding Contract Terms

Key Elements 
of a Contract

Network participation: This section defines the 
provider's participation in the MCO's network 
and the types of services they can offer.

HMO and which ones 

PPO

POS

Exclusive Provider

Employer Direct

Medicaid/ CHIP
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Key Elements of a Contract

Covered Services
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Covered Services
551.00

552.00

Skilled Nursing Skilled Nursina

571.00

572.00

Home Health Aide Home Health Aide

561.00

562.00

Medical Social Worker Medical Social 

Worker

421.00

422.00

Physical Therapy Phvsical TheraPv

431.00

432.00

Occupational Therapy Occupational 

Therapy

441.00

442.00

Speech Therapy Speech Therapy

410.00 Respiratorv Theraov

589.00

590.00

Registered Dietitian Reqistered Dietitian

Revenue

Codes

Medicare Procedure

Code

Category

550 G0299 RN Evaluation

551 G0299 RN Visit

552 G0299 RN Per Hour

551 G0162 RN HT Evaluation

551 G0299 HT IV Evaluation

552 G0162 RN HT Per Hour

559 G0494 LPN Visit

559 G0300 LPN Per Hour

571 G0156 Home Health Aide Visit

572 G0156 Home Health Aide Per Hour

560 G0155 MSW Visit

424 G0151 PT Evaluation

420 G0151 PT Visit

434 G0152 OT Evaluation

431 G0152 OT Visit

440 G0153 Speech Therapy (Including

92521-92524)

420 G0157 Physical Therapy Visit provider

by a Physical Therapy Assistant 

(PTA)

431 G0158 Occupational Therapy Visit

provided by an Occupational 

Therapy Assistant (OTA)

Utilization Management 
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Additional Elements

Administrative Process
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Enhance Communication

Manage Cost
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Manage Cost

Manage Cost
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When You Receive the Referral 

Verification
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Authorization

Authorizations
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Authorizations

Continuation of Care for Skilled
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Case Management Pro Tips

Common Missteps
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Common Missteps
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Have any questions?

Scan the QR Code to
schedule a call!

Thank You for
Participating!

Melinda A. Gaboury, COS-C
Chief Executive Officer

Healthcare Provider Solutions, Inc.
402 BNA Drive, Suite 212
Nashville, TN 37217

615.399.7499
info@healthcareprovidersolutions.com

49


	Slide 1: Medicare Advantage – Do I Want to be In Network?
	Slide 2
	Slide 3: Staying Informed
	Slide 4: Staying Informed
	Slide 5: Staying Informed
	Slide 6: Staying Informed
	Slide 7: Staying Informed
	Slide 8: Gathering Data
	Slide 9: Gathering Data
	Slide 10: Gathering Data
	Slide 11: Gathering Data
	Slide 12: Gathering Data
	Slide 13: Gathering Data
	Slide 14: Gathering Data
	Slide 15: Building Relationships
	Slide 16: Building Relationships
	Slide 17: Building Relationships
	Slide 18: Building Relationships
	Slide 19: Building Relationships
	Slide 20: Contract Analysis
	Slide 21: Evaluate Contract performance
	Slide 22: Evaluate Contract performance
	Slide 23: Offer Value
	Slide 24: Offer Value
	Slide 25: Offer Value
	Slide 26: Offer Value
	Slide 27: Understanding Contract Terms
	Slide 28: Key Elements of a Contract
	Slide 29: Key Elements of a Contract
	Slide 30: Covered Services
	Slide 31: Covered Services
	Slide 32: Utilization Management 
	Slide 33: Additional Elements
	Slide 34: Administrative Process
	Slide 35: Enhance Communication
	Slide 36: Manage Cost
	Slide 37: Manage Cost
	Slide 38: Manage Cost
	Slide 39: When You Receive the Referral 
	Slide 40: Verification
	Slide 41: Authorization
	Slide 42: Authorizations
	Slide 43: Authorizations
	Slide 44: Continuation of Care for Skilled
	Slide 45: Case Management Pro Tips
	Slide 46: Common Missteps
	Slide 47: Common Missteps
	Slide 48
	Slide 49

