
Contract Therapy Providers: 
4 Ways You Can Stand Out in 
the Age of PDGM
Learn how you’re uniquely positioned to help home health 
agencies succeed—you got it, now tell them all about it! 
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The Patient-Driven Groupings Model (PDGM) will transform payment for home health care 
starting in 2020. It’s a huge change for home health agencies because it removes the current 
incentive to over-provide therapy in favor of a value-based payment system that puts the 
needs of the patient first. 
 
As a result, home health agencies that have historically provided disproportionately more  
therapy will likely see their payments reduced versus those who have provided a more   
balanced therapy to nursing ratio.
 
What does this mean for your therapy business? Some agencies you’re working with (or want 
to work with) may have the perception that therapy is “less of a factor,” thus eliminating the 
need to partner with a contract therapy provider. The presumption is that with fewer therapy 
visits, it will be more cost-effective and easier to manage therapy in-house.
 
That couldn’t be further from the truth! Therapy is still an important part of the home health 
benefit, and your contract therapy services are not only valuable, but—in many cases—the  
absolute best option for cost-effectively treating homebound patients under PDGM.   
 
Here’s a look at four ways that you have what it takes to be a key partner for home health 
agencies as they enter the age of value-based care. This is your opportunity to shine—so show 
them what you’ve got! 
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While payment under PDGM is not tied to outcomes, the change in reimbursement structure 
means that outcomes data will be more important than ever. Under PDGM, home health  
agencies will generally see higher reimbursement for patients coming from institutional  
settings compared to community-based referrals. Many of these institutional providers, such as 
hospitals and SNFs, are being penalized for higher-than-expected readmission rates under their 
respective value-based purchasing programs. 

Home health agencies are going to need to have solid, verifiable data that demonstrates how 
they’re improving patient outcomes and lowering readmission rates, so they can target and 
grow their referral sources under PDGM. 

Contract therapy providers understand the value of data. You serve other post-acute care  
settings, such as skilled nursing, and you’re already leveraging advanced business intelligence 
(BI) tools to help SNFs prepare for the new Patient-Driven Payment Model (PDPM). This puts 
you in an excellent position to apply your value-based expertise and insights to support home 
health agencies under PDGM. With a BI tool tailored for the home health environment, you can 
show customers how easy it will be for you to:  

• Identify patient types at a higher risk of hospital readmission.
• Identify patient types by primary diagnosis, comorbidities and clinical pathway  

categories to determine the financial impact of PDGM.
• Analyze therapy programs to track and improve patient outcomes in a consistent 

and predictable manner.
• Leverage PDGM-specific referral data, such as admission source and timing, to  

analyze the patient census and identify opportunities for growth.
• Predict and manage costs under PDGM and provide the right level of care within 

each 30-day payment period.  
• Track LUPA rates per case-mix classification and compare them to visit utilization.

YOU BRING “VALUE-BASED INTELLIGENCE” TO 
DRIVE OUTCOMES AND BOOST REFERRALS 
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Under PDGM’s case-mix classification system, care coordination and management will be 
extremely important. Home health agencies will be under greater pressure to complete  
documentation and provide care within a more compressed time frame due to the change in 
the unit of home health payment from a 60-day episode to a 30-day period.

This means that agencies are going to have to take a more interdisciplinary approach to care 
involving both nursing and therapy staff to ensure the patient is quickly and appropriately 
classified. They’ll need to make sure the appropriate plan of care is in place from the start to 
achieve optimal outcomes and reimbursement under PDGM. 

With the right home health therapy software in place, you should be able to address the  
agency’s concerns and work in complete lock-step with their team to coordinate care. For  
instance, be sure to highlight how:

• Both you and the home health agency have total visibility into therapists’   
schedules—making it easy to change appointments and align therapy visits with the 
nursing schedule.

• Your therapists’ visit details and documentation are always visible to the agency—
and updated in real-time—so there will never be a question of who visited the  
patient, how to reach the therapist, the status of the patient or therapy   
documentation.

• You make it easy for the agency’s team to stay on top of all details about patient  
referrals, patient status, scheduling, visit history, billing information and more via your 
online agency portal, HIPAA-secure messaging and notifications. 

• You can efficiently initiate a patient’s care by identifying the right therapist and/or 
therapy assistant for a newly referred patient—so patients are seen quickly by the 
appropriate therapist.

YOU’RE AN EXTENSION OF THE 
HOME HEALTH AGENCY’S TEAM

#2
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Home health staffing shortages and retention issues, already at crisis levels, show no sign of 
abating as a growing number of Americans need in-home care, and hospitals moving toward 
value-based care models increasingly discharge their patients to lower-cost home health  
settings. The lack of sufficient home health workers not only impacts patient care, it will affect 
the home health agency’s ability to thrive under PDGM.
  
This is yet another area where contract therapy providers offer significant relief. Promote your 
ability to deliver broad-based coverage to fill any “gaps” in therapy care. Instead of home 
health agencies sending out their own therapists, which can be inefficient and costly —  
especially for agencies covering large territories or in rural areas—you can draw from a much 
larger pool of therapists based on geographic location. Your therapy software should allow you 
to scale or reallocate therapists according to demand, across any business line you serve. This 
enables you to fully optimize your therapy resources and drive revenue, while saving time and 
money for the home health agency. It’s a win-win proposition! 

YOU CAN SCALE THERAPY RESOURCES AS NEEDED  
#3
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Finally, it’s important to highlight that as a contract therapy provider serving skilled nursing 
facilities, you have a distinct advantage. You’ve already been dealing with an enormous 
value-based reimbursement change with PDPM, which goes into effect in October 2019.

PDPM has all the same characteristics of PDGM—eliminating payment based on volume of 
therapy, focusing on the patient’s needs, tightly coordinating care with nursing and focusing on 
outcomes. It’s a path you’ve been forging for many months now with your SNF clients. You’ve 
already invested heavily in training therapists on PDPM, and you’re doing the same for PDGM. 
In sum: you’ve been through it all before and know what you’re doing. 
 
Your therapists will be among the most outcomes-focused, value-based clinicians in health-
care! Whether it’s PDPM or PDGM—they’ll be trained on using clinical pathways to develop the 
appropriate plan of care. 

This is a powerful selling point. Home health agencies who choose to go it alone will have to 
invest significant time and money to prepare their therapists for PDGM. By working with you, 
they can focus on the rest of their staff with confidence that the therapists you provide come 
“PDGM-trained and ready” to support their patients.

YOUR THERAPISTS COME TRAINED 
AND READY FOR PDGM

#4

PDGM will have a major impact on every aspect of how a home health agency manages and delivers care. 
While bringing therapy programs in-house may initially seem like a cost-saving move to some agencies, 
there are many more reasons why having a therapy partner like you on board can help them cost-effectively 
deliver better outcomes under PDGM. As you talk to your clients and potential clients, be sure to highlight 
these advantages. You should have all the capabilities mentioned in this tip sheet and more! If not, then now 
is the time to talk with your therapy software provider to find out how they can support you under PDGM. 

To learn how Optima can help you grow your home health therapy business, schedule a demo today or 
watch this demo video. 

http://www.optimahcs.com
https://www.optimahcs.com/request-demo/?Select_Solution=Therapy
https://www.optimahcs.com/resources/optima_therapy_home_health_demo/

