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Invacare Celebrates 30 Years

Thir:}' years ago, Invacare was an obscure LLS, player. Taday, we've grown ro become the
global leader in the home medical equipment indusery, Invacare has been your partner
over the luse three decades, with a proven history of innovation and murual success. Invacare
has the right team, the right products and the right services to help you thrive while meeting

the needs of patients and clinicians.

Invacare was there.

We know your past. We know your present. We are your future,
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State of the Industry 2009

Data shows a changing marketplace

s Ilook through this year’s State of the Industry data, one
thing strikes me: The state of the industry is shrinking.
Check out the graph at the bottom of this page.
Specifically, look at the number of
HME providers who billed Medicare for
$300,000 a year or less in 2008. This
number declined a little in 2007, but
not so much that it raised a red flag.
This year the red flag is flying high.

Something is going on, and that
something is consolidation fueled
by Medicare’s 2009 reimbursement
cuts, mandatory accreditation, surety
bond requirement, and other regula-
tory hurdles too high for many small HMEs to clear. National
competitive bidding, if not repealed, will raise the bar even
higher. (Interestingly, the very thought of these changes,
which took effect this year, convinced many providers to call
it quits in 2008.)

You'll find a story on this consolidation in the December
2009 issue of HME News, but the bottom line is this: Medium-
sized and large-sized companies have the economies of scale
needed to maneuver in the current HME market; small com-
panies, for the most part, do not. The chart on this page says

as much, and many industry analysts agree.

If you're a provider and wonder if you have what it takes
to survive in this changing marketplace, turn to pages 8, 9
and 10. That's where you'll find some valuable benchmarks
to measure your company against.

Finally, this year’s State of the Industry report is a little dif-
ferent than in years past. We've still got a ton of Medicare data,
but you won't find the top HME providers in various product
categories, such as oxygen concentrators, power wheelchairs
and blood glucose strips.

That’s always been a fun feature, but the Pricing, Data
Analysis and Coding Contractor (PDAC) has been slow to
process this data for us. The PDAC (Noridian Administrative
Services ) replaced the Statistical Analysis DME Regional
Carrier (SADMERC) in August 2008 as the official repository
of Medicare data. The SADMERC (Palmetto GBA) processed
our annual data requests, which we file in early May, in about
three months. The PDAC has processed and delivered some
of our data, but as of today (Nov. 10), there’s still a bunch
outstanding.

As soon as we receive that data—TI've got my fingers crossed
that it will arrive before Christmas—we’ll post it to the HME
DataBank (www.hmedatabank.com). HmE
- Mike Moran, Executive Editor, HME News

Most DMEPOS suppliers bill Medicare less than $300,000 per year
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Medicare: DME growth by category

— A quick snapshot: 2005 to 2008

b O ), 000

S OO0, eCeD, D00

D1D Wheelchairs
D1E Other DME

100 00, 000

D1A Med/Surg Supplies
D1B Hospital Beds
D1C Oxygen & Supplies

D1G Respiratory Meds

What is a BETOS bucket?

D1A Med/surg supplies .........ccccuveen 177M........ 145M......... 162M....... 176M
D1B Hospital beds..........ccoocvevinneenn 319M......... 306M......... 287M....... 276M
D1C Oxygen and supplies.................. 28B.......... 2.8B........... 2.8B........ 2.8B
D1D Wheelchairs ..o, 1.6B.......... 1.6B........... 1.3B........ 1.5B
D1E Other DME.......cccccooiiiiiiiiieee, 31B.......... 3.1B.... 3.1B........ 3.3B
D1G Respiratory meds..........cccceee... 799M........ 957M......... 900M....... 657M

Total..oooie 88B.......... 89B........... 8.5B........ 8.7B

Allowed Charges

SOURCE: CMS

Simply changing home healthcare.

Philips Respironics helps improve comfort and compliance for those who suffer from sleep disorders
and chronic respiratory diseases. We are transforming home healthcare through innovative thinking—

pioneering new solutions and improving the quality of life for patients in

PHILIPS
—————
RESPIRONICS

sense and simplicity

the home. www.philips.com/respironics (800) 345-6443
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Medicare: Number of beneficiaries, suppliers, 2008
v E1390 O2 Concentrator v’ EO601 CPAP

Jurisdiction Beneficiaries Suppliers Jurisdiction Beneficiaries Suppliers

v E0260 Hospital Beds v KO738 Portable Gas O2

Jurisdiction Beneficiaries Suppliers Jurisdiction Beneficiaries Suppliers
A 105,643 ...ooiiiiiieeieeeeeen 2,365
...91,845 ... ... 2,633
© nocnmoomnononeonmsnomsonsnononomnson: 224,454 ..o, 6,660
Do 102,255 i 3,089
NBLION™ L. 11,946 NBEION™ . 2,772
v/ KO823 Power Chair v/ KOOO1 Standard Chair
Jurisdiction Beneficiaries Suppliers  Jurisdiction Beneficiaries Suppliers

SOURCE: CMS, VIA FREEDOM OF INFORMATION ACT

*EDITOR’S NOTE: Why doesn’t the number of suppliers from each category equal the total number of suppliers in the nation? Some suppli-
ers work in more than one jurisdiction.

ADVERTISEMENT

Leading HME/DME Business Management Software Products
Annual Market Share Gain/Loss
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THIS CHART DEPICTS MARKET SHARE GAINS AND LOSSES for each of the major business management software
solutions designed for the HME/DME market. Results are based on an independent survey of a statistically valid sample of
providers for each of the years 2006-2009. Each year the survey was sent to a sample of 1,000 providers who were chosen at
random from all HME News magazine subscribers. The results were tabulated and interpreted by Anservitz & Associates.

Projected change in # of customers based on actual survey results (Jan-Jun 2009). Complete survey results at www. brightree.com. HME News name and logo are the property of United Publications Inc.
Product names may be registered trademarks of their owners.

brightree,

A new way. A better way.
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Medicare: Utilization for 2008
Respiratory
Rank HCPCS Product Allowed Charges Allowed Services 2008 Growth
Oxygen Concentrator $2,519,605,965 12,627,424
...Budesonide................ ... $298,307,950 .... 58,206,765....
CPAP DBVICE ....ceeviiiiii et $253,380,910 .cvvevvireieieieenn 2,838,356
Portable Gaseous OXYgen.........coovvveriieiiniiieeniieens $221,819,216 .ocveveiiieieieien, 6,980,149
...Albuterol Ipratropium ... $157,572,568 .... ... 240,614,799....
Stationary Liquid OXygen..........ccceviiiiieniiiiieiinens $133,575,637 cvcveieieieiiieeine 666,393
Dispensing Fee Inhalation ... $121,568,864 ...oeovvvveierirrarnna, 3,686,281 ....eeiiiiieiiiiene -15.14%
Bi-Level CPAP ..o $106,859,463 ....ocvvvveveierreireieeiens 515,800 ..ccciiiiiiiiieiiiens 7.37%
Nasal CPAP MasK .......ccccovviiiieiiiiiieiie e $104,326,007 ..covevverererenrereeen 891,539, 17.97%
...Albuterol Inhalation .. $76,040,142 ...
CPAP HUMIIfIEN ..o $75,279,785

89 E0570..........Nebulizer, With Compressor .

112....... A7037 .........Pos Airway Pressure Tubing .

117 EO471 .ot NPPV e, .
126........ A7035 ......... CPAP Headgear .........ocvieiiiiiiiie e
149....... KO738.......... Portable Gas OXYgEN .....cceevviiiiiiiiiiiieiiieieeeee
1583........ E0434..........Portable Liquid Oxygen ...........c.ccceeueee.

173........ E0463..........Press Support Ventilator w/ Vol Cont.....

Mobility

Rank HCPCS Product Allowed Charges
Mo K0823 ......... Power Wheelchair ..........cccccooivieiiiiiiiiiiccecccen $620,307,154
69...cc. K0004 High Strength, Ltwt Wheelchair ............ccccooiniinne $74,226,627
70 KO0O01 ...Standard Wheelchair ............... . $73,574,511 ...

78 K0003 ...Lightweight Wheelchair..............cc.........

82 i K0822 ...Power Wheelchair Gp 2 Std Seat/Back .
105........ K0825 Power Wheelchair Gr 2 Heavy Duty...........ccccoviinnne
110........ E2365 U-1 Sealed Lead Acid Battery .......cccccovveiiiiieiiinens
135........ E1007 ...Power Seating System Comb Tilt/Recline.

...Wheelchair Access Adj Det Armrest................

181........ K0861 ...Power Wheelchair Gp 3 Std Multiple Power ... .
183........ E1002 Power Seating System Tilt Only..........cccooveviiinicninnnne
189........ KO0856 ......... Power Wheelchair Gp 3 Std Single Power ..................
197........ K0O108.......... Other Component/ACCESSONY ......ceviuivieiiiieeiiiiieeaieeen

Durable Medical Equipment

Rank HCPCS Product Allowed Charges
19 E0260.......... Hospital Bed Semi-Electr w/Matt.............ccocvvvvveeennn $259,935,242
57 i EO277 Powered Pres-Redu Air Mattress.........ccoccvvvveiiinnenns $99,555,125
58 E0143 ...Walker Folding Wheeled .................... .. $90,971,988 ....
83 G0283 ...Electrical Stim Other Than Wound .. $61,535,861 ....
107 ........ EO0163 ...Commode Chair With Fixed Arms . $42,934,122 ...
131........ L8030 Breast Prosthesis Silicone Or Equal...........cccccoovieiine $34,994,482
145........ L7900 Male Vacuum Erection System ........ccccccoevvivviieeciins $30,383,191
1565........ E0730......... TENS DeVICE ......cccvviiriiiiciiiiiiiee . $27,211,169 ....
159........ L.5981..........Lower Extremity Prostheses Flex-Walk . .. $26,493,143 ....
162........ E0630..........Patient Lift Hydraulic Or Mechanical ..... .. $25,366,310 ....
187........ L8000 Breast Prosthesis Mastectomy Bra...........cccccvveeeiinns $21,603,821
198........ L5980.......... Lower Extremity Prostheses Flex FOOt ............c.ccoeie. $20,111,683
199........ L1960..........Ankle Foot Orthosis Custom................. . $20,062,450 ....

200........ L.5987...

...Lower Extremity Prosthesis Shank Foot....

6 DECEMBER 2009

CPAP Full Face MasK ........ccccvvveeeeiiiiiiiieeceecciiiieeen

Cushion Nasal Mask Interface Replacement...............

$65,033,742

.. $57,587,189 ...
.. $40,971,165 ....
. $40,049,348 ...
$36,174,420

$28,668,952

. $27,972,417 ...
. $23,800,959 ...
$20,331,395

.. $65,579,400 ....
. $61,942,712 ...

$44,648,190
$41,680,223

.. $33,370,307 ....
.. $24,604,065 ...
. $22,897,966 ...

$22,398,663
$20,858,593
$20,123,113

. $19,995,223 ...

... 10.74%
...29.24%

.880,193....
. 17,021....

SOURCE: CMS, VIA FREEDOM OF INFORMATION ACT

Allowed Services 2008 Growth

20.67%
...80.13%
31.55%

SOURCE: CMS, VIA FREEDOM OF INFORMATION ACT

Allowed Services 2008 Growth

‘SOURCE: CMS, VIA FREEDOM OF INFORMATION ACT
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Medicare: Utilization for 2008
Diabetes, Infusion & Supplies

Rank HCPCS Product Allowed Charges Allowed Services 2008 Growth
Blood GIUCOSE StrPS...ccvviveeieieiiecieceee e $1,408,091,978
...Enteral Feeding Supply Pump ... $187,448,840 ....
Neg Press Wound Therapy PUMP .....ooovveviiieeninnenns $170,621,407

LaNCets Per BOX.......cceovviiiiiiiiiiiecie e $150,309,734

...Enteral Feeding Nutri Complete Special Metabolic.... $125,273,420 .... ... 100,024,923....

...Enteral Feeding Nutri Complete W/Intact Nutrients... $115,290,239 .... ... 166,742,005....

...Diabetic Shoe INSert .........ccooveiiiieeiieee e $106,420,227 ..covovveereraranrnn, 1,680,800....

Diabetic Shoe Insert Direct Formed ...........ccccvevinienn $72,010,827 voveviiiiiieian 2,789,245

75 s A5513 Diabetic Shoe Insert Custom Formed ............ccccccveee $70,319,451 1viviiviiieieeais 1,827,415
81 B4197 .........Parenteral Solution 74-100..........c........ v $62,443,904 ...coooiiiiiiieei 220,510.... 16.08%
87 i B4152 .........Enteral Feeding Calorically Dense .. $58,378,827 ... ....101,622,331.... ....18.74%
AN...... A4353 ...Intermittent Urinary Catheter........... v $53,847,027 oo 7,875,324.... ...36.51%
118........ ABO021 ......... Collagen DreSSiNgG ...cecvvveeeiereaiieieaiiieeeniee e nieee e $38,535,110 .voveveeeiecierenns 1,844,112 11.11%
124........ AB550 ......... Neg Press Wound Therapy Drsg Setmp ........ccocveeenee $36,646,733 ..ccvveveieiieieenn 1,335,857 i 19.91%
132........ B4193 .........Parenteral Solution 52-73 .. $33,697,622 .... ... 147,831....
133........ A4258 ......... Spring-Powered Device For Lancet ..........ccccocvevvene. $33,643,242
134........ B4034 ......... Enteral Feeding Supply Kit Syringe Fed Per Day......... $33,584,751
140........ EQ784.......... External Ambulatory Infusion Pump Insulin ................. $31,987,231
141........ B9002 ......... Enteral Nutrition Infusion Pump W/Alarm ............c....... $31,749,442
146........ A4221 .........Infusion Supplies For Maintenance .. $29,560,487 ....
150........ A4222 ......... Infusion Supplies W/PUMP .....cvvveiiiieeiiiees e $28,667,037
154........ E0607 Home Blood Glucose MONItOr ..........ccvvvveeiiiieeiiieens $27,932,095
160........ Ad414 .........Ostomy Skin Barrier ................ .. $26,409,750 ....
165........ B4199 .........Parenteral Solution ...........ccccevviineenne. .. $25,050,999 ....
174....... A4351 .........Intermittent Urinary Cath Straight Tip.... .. $23,643,414 ...
180........ A4407 ......... Ostomy Skin Barrier Ext Wear .........ccccoceeviiiiiinnneenn, $22,954,524
184........ AB212 ......... Foam Dressing Wound Cover............oceiveiieeniennene $22,162,367
192........ EO781.......... Ambulatory Infusion PUMP.........ceviiiiiiiiiiiiieciiiees $20,689,069 ......ccveverrireiiiiiene 94,283t 8.22%

ed
L

Prevail® Adult Incontinence Products
are all the Super Powers you need to
be a Hero!

[zl FirstQuality. | Introducing...

1-800-CARE-551 Prevail.

Copyright © 2009 First Quality Products, Inc. All rights reserved. Made in the U.Sj
W U
m DECEMBER 2009 7



State of the Industry 2009

www.hmenews.com

Performance benchmarks for HME providers

Management Efficiency - Employee Resources

% Revenue per employee is a good measure of productivity and use
of labor resources.

¢ Target should be $165,000 or greater.

& Lincare leads HME publicly traded companies with
a revenue per employee of $156,650 (3Q 2009).

&  American HomePatient lags behind at $112,362
revenue per employee (3Q 2009).

Revenue Per Billing Employee — According to 2004/2005 industry
surveys, on average one A/R staff member was required for every
$717,000 of revenue.

Due to performance improvement measures implemented to
counter the decreases in reimbursement this number has
significantly increased.

In many cases, revenue per billing employee has improved by
as much as 30% compared to previous financial surveys with
larger companies enjoying a higher level due to economies of scale.

Best practice goal - $1 million or greater of revenue per billing employee.

Management Efficiency - Inventory Management

«% Gross Margin is another important measure as it represents the
cost of goods sold relative to net revenue.

&  Gross margin results will depend heavily on
rental to sales ratio (the higher the percentage
of rentals, the higher the gross margin will likely
be) and procurement efficiency/volume will also
drive down COGS (gross margin target: 68%-72%).

¢ Lincare had the highest gross margin among
publicly traded companies at 75.9% and American
HomePatient was significantly lower at 65.8%.

Accounts Performance

+ Days Sales Outstanding/Receivable Turnover.

+ AAHomecare 2005 Financial Performance Survey indicated the average DSO
was 86 days and an A/R turnover of 4.3. Lincare reported a billed DSO of 41 and
an A/R turnover of 8.9 for year-end 2008. Held DSO should run between 5 to 8 days.

« Percentage of A/R over 120 days — Best practice 15% or lower. The 2005
AAHomecare Financial Performance Survey reported that the percentage
of accounts receivable over 120 days was 25%. The percentage of
A/R over 120 days remains a challenge for many companies.

« Denial rate — 5% commonly considered acceptable but goal should be to get
denial rate down to 2% to 3%. Denials use labor resources and extend the time
it takes to receive payment.

«» Bad Debt — Best Practice is 2% to 3%.

Editor’s note: These benchmarks come from Karen Moore, vice president of AnCor Healthcare Consulting. Moore is an expert in revenue

cycle and operations management and business software optimization. She spoke at the 2009 HME News Business Summit.

A
IMIE News

BUSINESS SUMMIT

Watch for details on the 2010 event:
www.hmesummit.com

Presented By:

Sl %w...

To Our 2009
HME News Business Summit Sponsors

Gold Sponsor

Yes, you can.

Bronze Sponsors

Prevail —

" First Quality.

e
RESPIRONICS

simiplicity

brightree.

A new way. A better way. L
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2009 HME News/SRA Financial Survey

— Revenue Growth-Historic
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EDITOR’S NOTE: The 2009 HME News/Steven Richards &
Associates financial survey includes 2008 data gathered
from 173 HME companies. The entire report can be found at
www.hmenews.com.

HVEE \cws

EMPLOYEE EDUCATION | POLICIES & PROCEDURES | ACCREDITATION

COST-SAVING SOLUTIONS

that grow with your business.

-~

Meeting the current requirements placed on your business may not be an issue, but what about
future requirements that government agencies have little, if any, obligation to inform you about?

DMETRAIN and DMEMANUAL offer flexible solutions that allow you to continually remain in
compliance - now, and in the future - with the ever-changing federal, state, and local laws
governing the home medical equipment industry. Let DMETRAIN and DMEMANUAL provide
effective and continual employee education, written policies and procedures, and accreditation
assistance so you can continue to operate your business with confidence and efficiency.

Visit our websites to see how simple it can be.

dmetrain:  DMEMANUAL

employee education experts

877-872-4633 www.dmetrain.com www.dmemanual.com
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Business benchmarks

BY DON DAVIS

here are three publicly traded providers in the HME industry: Lincare,
Rotech and American HomePatient. Their varying performance reflects
the business dynamics in the HME industry, where cost containment,
cash' efﬁcie_ncy and judi_ci_ous debt management are S IO
key ingredients for surviving. ".lm A

Of the three, Lincare is the unquestioned market
leader. Like AHP and Rotech, it has been significantly
impacted by lower reimbursement rates. Even in this
environment, however, Lincare has continued to pay
down debt and slightly reduce capital expenditures
(CAPEX) as a percentage of sales. Lincare’s margins,
cash efficiency and DSO far exceed those of its publicly
traded peers.

For American HomePatient, the impact of reimburse-
ment cuts and a heavy debt load have negatively impacted
its profit margins. On the plus side, increased attention to DSO and lower bad debt
costs have helped improve overall cash efficiency.

Rotech has seen some margin improvement from prior periods despite lower rev-
enues, but its cash efficiency, DSO and percentage of bad debts, all trail its rivals.

When using this information to assess your own business, the success of
Lincare, despite its size, establishes a worthy benchmark. Whereas all three
publicly traded companies were impacted by reimbursement changes, Lincare
has maintained a steady focus on the cash aspects of its business to ensure maxi-
mum financial flexibility. Despite profit margin declines, Lincare has been able to
maintain a very steady cash efficiency percentage by focusing on industry-best
levels of DSO and bad debt charges while cutting CAPEX to match its revenue.
In your business the same lessons hold true: Managing for cash regardless of
market conditions is always a winning formula.

Consultant Don Davis has 30 years experience as a senior finance executive in
all areas of operations. He spoke at the 2009 HME News Business Summit.

American Home Patient

Lincare Financial Summary

Financial Summa
Through Through
In $ millions 6/30/09 6/30/08 2008 2007
Sales 116.0 133.4 266.9 | 293.0
EBIT 1.1 9.1 21.4 12.6
EBITDA 3.1 11.2 25.5 16.0
Net Income 9.2 (1.6) 0.5 (5.5)
Cash from Operations 21.7 24.2 35.4 32.5
AR 30.3 38.1 39.1 451
Debt 228.8 239.8 234.3| 2444
EBIT Margin 1% 7% 8% 4%
EBITDA Margin 3% 8% 10% 5%
Net Margin -8% -1% 0% 2%
Sales Converted to
Operating Cash 19% 18% 13% 11%
CAPEX to Sales 8% 7% 8% 6%
Bad Debt Expense 1.8% 21% 1.7% 3.2%
Days Sales Outstanding 47 53 51 57

10 DECEMBER 2009

Through Through
In $ millions 6/30/09 6/30/08 2008 2007
Sales 752.0 843.8 1,664.6 | 1,596.0
EBIT 114.5 208.7 398.7| 383.1
EBITDA 173.6 268.3 516.2 | 499.4
Net Income 59.5 118.4 237.2| 226.1
Cash from Operations 149.1 193.9 439.1 406.2
AR 178.7 227.2 176.8| 198.9
Debt 474.9 717.0 556.9 | 838.0
EBIT Margin 15% 25% 24% 24%
EBITDA Margin 23% 32% 31% 31%
Net Margin 8% 14% 14% 14%
Sales Converted to
Operating Cash 20% 23% 26% 25%
CAPEX to Sales 8% 7% 9% 9%
Bad Debt Expense 1.5% 1.5% 1.5% 1.5%
Days Sales Outstanding 43 38 39 45
Through Through
In $ millions 6/30/09 6/30/08 2008 2007

Sales 234.2 282.7 5445 559.4
EBIT* 9.9 0.3 12.4 4.2)
EBITDA* 15.0 7.0 25.0 10.4
Net Income (11.9) (24.1) (246.9) (46.1)
Cash from Operations 11.8 17.9 68.4 47.7
AR 67.3 80.2 61.8 771
Debt 510.9 491.0 500.1  481.0
EBIT Margin 4% 0% 2% -1%
EBITDA Margin 6% 2% 5% 2%
Net Margin -5% -9% -45% -8%
Sales Converted to

Operating Cash 5% 6% 13% 9%
CAPEX to Sales 7% 9% 9% 9%
Bad Debt Expense 3.4% 3.5% 3.5% 3.3%
Days Sales Outstanding 52 50 43 51

*Adjusted for Restructuring Charges and Goodwill Impairment



Joint Commission Accreditation.

To remain competitive and continue to grow in today’s
g':'i Wl cal’ahgu marketplace, it's critical for DME businesses to
9 3. differentiate the quality of services they provide.

Achieving accreditation with The Joint Commission,
the industry’s most comprehensive and rigorous
review of patient safety and quality efforts can help
your organization clearly stand out from the rest.

From our proactive patient safety requirements to
the detailed patient “tracer” activities that guide our
on-site survey, our accreditation experience is
uniquely designed to help DME managers more
reliably predict future operational performance and
safeguard the patients they serve.

Achieve The Gold Seal of Approval™

Learn more about the
benefits your business
can gain by becoming
Joint Commission
accredited.

Visit us at www.jointcommission.org/hcinfo
W) The Joint Commission for immediate access to our online
Accreditation informational toolkit. Or call us at
Home Care 630.792.5070 to speak to a member

of our accreditation team.



Tough times. Smart choices.

Home oxygen providers must look for innovative ways to combat tightening

reimbursements and a weakening economy.

The current climate calls for forward-
thinking approaches offering the most
cost-effective and reliable oxygen systems
available. One of the biggest movements
among homecare providers has been
toward more advanced oxygen-generating
devices that eliminate recurrent oxygen
delivery costs and give users the ability to

make oxygen in the home.

Freedom Series to the rescue

The Freedom Series could be the oxygen-
generating solution homecare providers
have been seeking. Kevin Strong, Director
of Operations, Kohll’s Pharmacy and
Homecare, Omaha, Nebraska, says, “With
the reduction in reimbursements, we had
to find ways to be more efficient. For us,
one approach was to reduce delivery and
maintenance costs. Freedom Series fit
these criteria and helped us remain
competitive.” “Freedom Series does not
have the inventory control problems

associated with cylinders — maintenance

costs and labor.WWe didn’t need a driver
solely dedicated to delivering oxygen and
the costs associated with that: gas,
insurance, upkeep on the vehicles and
salary,” explains James Aldridge, Director
of Ochsner DME, New Orleans, Louisiana.

The Freedom Series gives patients an

ideal solution at home and on the go. It
consists of EverFlo, a stationary oxygen
concentrator and EverGo, a lightweight
portable concentrator. Both units offer

patients and providers a host of benefits.

EverFlo is a small, sleek, stationary
concentrator that is field-proven to be
low-maintenance. In terms of quality and
reliability, a majority of providers believes
EverFlo is the best stationary oxygen

concentrator." “As a provider; one of the

biggest benefits is how lightweight the units
are, which makes them a cinch to transport

and deliver;” says James Weber, Operations

Manager, Ochsner DME.

*Airline policies for traveling with an oxygen concentrator vary.

EverGo is a portable concentrator that’s
ideal for patient mobility.With an 8-hour
battery life, it is lightweight, simple to use,
and FAA approved for use on planes.*
Also, an AC-adapter allows EverGo to

make oxygen anywhere.

Freedom Series is backed with a
comprehensive offering of value-added
tools. From financing options to training
and support, providers can be sure they are
getting everything they need to succeed.
“I would absolutely recommend Freedom
Series to anyone,” says Weber.“Fuel is
going back up, labor costs are rising, and
reimbursements are going down.The
long-term cost savings of Freedom Series
just make sense.” Strong adds, “We're
always looking for products that will grow
our business. Freedom Series was one of
those.The start-up costs were significantly
less than home oxygen refilling systems,
and the maintenance costs over the first

year have been practically non-existent.”

Learn how Freedom Series can help
Download our Freedom Series
Calculator today to quickly and easily
compare delivered oxygen systems to
Freedom Series. Simply go to http://
FreedomCalculator.Respironics.com
to download or to request a CD copy of
the Freedom Series Calculator.

Reference: 1. HME Home Oxygen Survey.
2008. Data on file. Philips Respironics.
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