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We Value and Request Your Feedback

With your help and input we can continue to deliver 
educational content that is the best in the industry! Feedback 
can be collected in 2 ways: 

1. Please complete your session evaluation, handed out 
upon entry of this presentation, and return to the room 

monitor as you exit. 

2. You also have the option to complete your survey form in 
the mobile app. To complete through the app, go to 
conference agenda – locate & select the appropriate 

session - tap on the       to begin.

Your feedback is greatly appreciated and helps provide us 
with first-hand insight that is carefully reviewed as we plan 
future Medtrade Conferences! 

DOWNLOAD THE 
MEDTRADE SHOW 
APP TO COMPLETE 

SURVEY FORM



Session Objective: 
● Pros and Cons of the Product Category: Define 3-5 opportunities and potential 

impediments to success
● Identify the Market Opportunity: How does the product category fit into an existing business 

model
● Discovery: What are the most important considerations for the product category
● Clinical Coverage: Define requirements, cite sources, and provide support resources
● Outline the Order Workflow:  Patient and Referral Engagement: Product education, 

awareness training, benefits, complimentary products/services
● Sales and Marketing: Vendor partnerships, channels, efficacy, value demonstration
● Performance Measures: Product adoption, growth, patient outcomes, revenue, ROI



High margin business that uncapped 

Creates clinical credibility and partnerships with 
providers

Creates more value in your HME

Need for clinical expertise and clinical leadership

Need for clinical sales approach

Ongoing visits needed for FSS

Pros Cons



NIV Market Penetration





COPD:  Treatment Timeline
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Ventilator-based NIVH for COPD-CRF (cont.)



Chronic Respiratory Failure = Home NIV



Outcomes Drives NIV Growth & Revenue

THE FUTURE OF POST-ACUTE RESPIRATORY CARE







NIV Inventory Management Options 
• Capital Acquisition Option - Buy & Maintain your own Fleet

• Rental Option - Partner with an NIV Rental Supplier

• Advantages & Challenges with either Option

• Some Providers choose Both (Blended Model)



NIV Clinical Management Options
Similar to NIV Inventory Management, there are now different 
options:

• FTE Model - Hire & Manage your entire RT Clinical Team

• Outsource Model - Contract with 3rd party service for 
TeleRespiratory NIV Management 

• Blended Model - 3rd party clinical service to augment FTE 
team capacity
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The DME industry has long been challenged by 
having to provide patient management services, for 
no additional revenue, along with equipment 
management.

Vent Management 
(HCPCS code)

Patient Management
(no HCPCS codes)

Sales 
Rep

CSRClinician/RT

The cost of providing the patient management comes 
out of the equipment rental revenue, as there are no 
HCPCS codes for services provided.

Vent 
Management 

Cost

Equipment Rental 
Revenue

Patient
Management

Cost

DME Profit & 
Margin Reduction

RPM for NIV
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RPM for NIV model shifts a significant portion of the patient management services out of the HCPCS 
equipment rental revenue category, and places it under a physician-led, CPT billing category that is 
focused on ventilator adherence and patient outcomes management.  

Pulmonary RPM

Patient Management 
(CPT Billing)

This new, collaborative model ensures both the equipment and patient are managed 
appropriately under specific and distinct billing categories that are better aligned with their 
original purpose.

DME Profit & 
Margin Growth

New DME Revenue Formula 
(HCPCS billing)

RPM Revenue Formula 
(CPT billing)

Patient
Management

Cost

Remote 
Monitoring 

Revenue

Increased ROI centered around 
Patient Outcomes



Organic Growth:
With clinical program vs without clinical program
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Source: Actual Encore Nexus users 2018-2024



Increase length of service for ventilator patients



Increase length of service for ventilator patients





Key Points 

1

Better Together: An AI-Driven, Software-Based, Respiratory Therapist Administered Home COPD 
Management Program Reduces Hospitalizations by 65% in a Home Ventilation Population

Population

• 17,394 home-based 
COPD patients

• Jan 2018-Oct 2023
• Multiple HME 

providers across the 
US

• All using NIV on a 
Ventilator (E0466)

Method

• HME providers 
followed different 
visit schedules

• Ran the same 
software based 
playbook (NEXUS)

Value Based Result

• Reduced 
hospitalizations by 
65%

• Reduced number of 
Hospitalizations by 
34,029 

• Patient had 
improved QOL

Sales Strategy

• If this was your 
HME why would 
Physicians send 
patients to anyone 
else

THE FUTURE OF POST-ACUTE RESPIRATORY CARE



EXPO HALL HOURS
Wednesday, February 19 | 9:00AM – 5:00PM
Thursday, February 20 | 10:00AM – 3:00PM

Consultants Cocktail Hour
Tuesday, February 18 | 5:00PM – 6:15PM

AAHomecare Update
Wednesday, February 19| 2:15PM – 3:15PM

Schedule of Events

DOWNLOAD THE OFFICIAL MEDTRADE 
2025 SHOW APP FOR A FULL SCHEDULE
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