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Healthcare

The only market 
where you sign a contract 

and do not know
what will be paid.

James Rubin, M.D.
MPV Founder and President
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Top 10 Challenges Facing Medical Groups
Percent of respondents who rated each of these challenges as “considerable”
or “extreme”

Source: MGMA 2009 “Medical Practice Today: What Members Have to Say” research.
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The Challenge
Payer contracts and patient eligibility determine reimbursement and 
drive practice revenue.

• Are you being paid properly?

• How to increase cash collections from the patients?

• How do you know current benefits and eligibility of your 
patients?

• How do you negotiate better contracts for the practice?
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Do the payers seem to have all the 
leverage?
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The Solution

Product Software and services Include:
• Contract Management - Audits Claims and Payments
• Contract Analysis - “What If”Scenarios
• Patient Portion Pricer - Calculates Patient  Portion
• Chargemaster Monitor - Shows Undercharging
• Eligibility-Front End Benefits Verification
• Payor Alerts- Payor website reimbursement changes

• A partner that can interpret, define and maintain your payor 
contracts, fee schedules, payment rules and payor adjudication 
system logic.
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The Unique Difference 

• Contract definition analysts
• Reimbursement specialists 
• Models all your contracts 
• Applies your complex rules such as: Bundling, 

Carveouts, Modifiers,Add-on procedure rules.
• Claims adjudication system that tracks your payor 

contract performance and compliance.
• Provides SERVICE to keep contracts updated
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How a MPV values a claim
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Average Variance by Dollars in $ category

Average Dollar  Variance Count Average Grouping

$0-$5       210,973 31.46%

Biggest  grouping  of 
lost revenue not seen 
by groups  are in small  
$ underpayments

$5-$10     87,014 12.97%

$10-$20      97,725 14.57%

$20-$50     116,251 17.33% 76.3%

$50-$100    63,340 9.44%

$100-$500    74,739 11.14%

$500-$1000   12,604 1.88%

$1000-$5000 7,723 1.15%

$5000+      298 0.04% 23.7%

670,667 100%
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Screenshot – Contract Management



Confidential © Medical Present Value 2007

Payor allowed 1 units @ 50%
Phynance expects 2 units @ 50%, 50%

• MPV CM recognizes and calculates bilateral reimbursement for codes billed:
• With modifier 50 and 1 or 2 units
• With or without modifier 50 and billed on 2 lines
• Billed with modifiers LT and RT

Orthopaedic

Arthroplasty procedures Bilateral error
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Procedures reduced in error
Spinal procedures

• MPV CM calculates 100% of the fee schedule for each procedure.  Both procedures are  Modifier –51 (Multiple 
Procedures) exempt.  

Payor reduced allowable by 50% 
with a multiple procedure 
calculation
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Sample Appeal Letter
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Patient Portion Pricer

Calculate 
Patient 
Portion

Print/Save 
Invoice
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Using Patient Portion Pricer to collect    
co-payments and deductibles from 
patients upfront has increased our 

average monthly cash collections by 45%.

Twyla Fuertes,
Business Manager,
Texas Orthopedics 
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Compare 2 contracts: 
• UnitedHealthcare 2009
• UnitedHealthcare 2010 (Proposed)

Compare 2 contracts: 
• UnitedHealthcare 2009
• UnitedHealthcare 2010 (Proposed)

Claim Re-AdjudicationClaim Re-Adjudication
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MPV Payer Alerts
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Reporting with the MPV Data Engine
Prompt Payment Penalties Reporting

Prompt Payment Penalties Reporting

Executive Dashboards

Knowledge Based Reporting

Charge Master Monitoring

RVU Reporting

Payer Score Card Analysis

Misc Reports
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Executive Dashboard
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• Questions and Answers

• For more information, visit www.mpv.com or 
contact Sandra Frykman, Regional Director, 
Medical Present Value, Inc. (MPV), 
sfrykman@mpv.com or 415.215.8220

http://www.mpv.com/
mailto:sfrykman@mpv.com
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Credentials and Experience

3.4%
National

underpayment rate

3.4%
National

underpayment rate

21,000+
Payer contracts defined

21,000+
Payer contracts defined

60,000
Physicians for which 

MPV audit claims

60,000
Physicians for which 

MPV audit claims

235+
Physician group clients

235+
Physician group clients

$70 billion 
Charges run through 

system

$70 billion 
Charges run through 

system

Founded 1998
12 years experience

Founded 1998
12 years experience

70,000+
Payer Web pages 

monitored daily

70,000+
Payer Web pages 

monitored daily

39 states
Geography – valued 

claims in

39 states
Geography – valued 

claims in

192 million
Claims audited to date
192 million
Claims audited to date



Confidential © Medical Present Value 2007

Sample Clients
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