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Legal Disclaimer

This information is not intended to be legal advice and may not be used as legal advice. Legal advice
must be tailored to the specific circumstances of each case. Every effort has been made to assure this
information is up-to-date. It is not intended to be a full and exhaustive explanation of the law in any
area, however, nor should it be used to replace the advice of your own legal counsel.

The views and opinions expressed herein are solely those of the Compliance Professionals Forum. The
information and any materials provided “as is” and the CPF along with its parent organization expressly
disclaim all warranties, conditions, representations, indemnities and guarantees whether express or
implied, arising by law or custom. In no event will the CPF be held liable for any claim or acgion arising
from or related to your failure to comply with any laws or regulations. Your use of the m hals
constitutes full and sufficient consideration for, and acceptance by you, of the abm@

*

Negotiating Service Contracts: Page | 2 © 2016 insideARM LLC
Revenue Cycle Management Edition



Table of Contents

INEFOAUCTION ..t 4
The Keys to Successful Outsourcing of Medical Debt Collection ........cccceeeeevevnnenn... 4
The Importance of Negotiating the Right Medical Collection Agreement.............. 4
Top 10 Terms to Include in Your Services Agreement.......ccceeevvevvieeeeevevnieeeeeevnnnnnn. 6
1. Protections against HIPAA L|ab|I|ty$ ........... 7
2. Protections against Liability under Other Laws...................... ,@ ................. 8
3. Firm Collection TeChNIQUES ......ccevuuieiieiiiiieeeeeeiieeeeeeeiieee e ape e R e 10
4. Services Firm Will Provide...........ccccoeeiiiiiiiiin, @ ........................... 12
5. Firm’s Obligation to Report Collections InformaQ..& ................................. 13
6. Firm’s Obligation to Report Patient Contacts..\...... 0 ...ooriiiiiieee e, 14
7. How the Firm Will Be Paid.........ccccccuuuunuse % ............................................ 15
8. How Patient Payments Will Be Rem&@... ................................................... 16
9. Client Support Services the Fir (017 1o [T USRI 17
10. Termination of the Agre® .................................................................... 18
APPENDIX A ...cocvvvrnnn N 20O 19
Q
006\
Negotiating Service Contracts: Page | 3 © 2016 insideARM LLC

Revenue Cycle Management Edition



Introduction

“In purity and according to divine law will | carry out my life and art.”

-- From the Hippocratic Oath

Chasing patients to collect medical debts probably wasn’t the “purity” the ancient

Greek physician Hippocrates had in mind when he penned his famous oath back in

the late 5" century BCE. But while Hippocrates didn’t mention debt collectors
explicitly in his oath, he likely didn’t begrudge them the right to be paid either.

2,400 years later, getting patients to pay their medical bills hasn’t gotten any egsie it's"hardly
surprising that so many doctors, hospitals, and other healthcare providers hav o medical debt
collection agencies. These agencies didn’t exist in Hippocrates’ time; but to tent they liberate

doctors from money problems so they can concentrate on their “art,” Hj tes would have probably
welcomed the third-party revenue cycle management firm. {

The Keys to Successful Outsourcing of Medical DeB§ Collection
Of course, one of the driving forces behind outsourcing of ge®ical debt collection is cash flow. Stated
simply, outsourcing medical debt collection improves cofigctior§and enhances efficiency.

At least it has the potential to. \%

While it has proven effective for many healthc®e pPoviders, there’s no guarantee outsourcing will work
for your organization. For the strategy to Jy/ou must:

1. Select the right medical e yCle management firm; and

form a partners e firm as opposed to a vendor/client relationship.

2. Negotiate a mutualQ\ﬂection services agreement with the firm to ensure you are able to

The first installmegimig Wis Series talked about the first challenge. (See A Guide to Selecting a Debt

Collector, H = Bd., How to find collection agencies and the top 10 criteria for evaluating debt

collectors.)fhis IMformation Briefing tackles the contract issues.

The Importance of Negotiating the Right Medical Collection Agreement

Services contracts with your vendors are important no matter what function you’re outsourcing or what
industry you’re in. The terms of the services contract go a long way in determining whether you get the
fair and expected return from your arrangement. Many a creditor has seen the advantages of low
collection fees go up in smoke because the contract was bad.

The right contract is even more important when the debts collected are medical debts.
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