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WHERE’S PETEY? 
P.T. Duck (“Petey”) is PREFERRED‟s mascot. Always looking for an adventure, Petey 
would like to join you on vacation this year.  And, as in the past, take a picture of Petey in a 
fun location, and send it to PREFERRED with some details on „where and when‟.         
The best photo gets you a $100.00 gift card! 

Deadline for picture submission:  September 1, 2010 

Call for details and, if you‟re interested in participating, we‟ll send you your very own 
Petey!  1-800-664-5240 
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Insurance Jargon 102 

Hard to keep up with all the insurance lingo these days?  Here‟s the second crash course in the world of HMO 
and PPO jargon!   

Credit for Prior Coverage: This is 
something that may or may not apply 
when you switch employers or insur-
ance plans. A pre-existing condition 
waiting period met under while you 
were under an employer's (qualifying) 
coverage can be honored by your new 
plan, if any interruption in the cover-
age between the two plans meets state 
guidelines. 
 

Managed Care: A medical delivery 
system that attempts to manage the 

quality and cost of medical services that 
individuals receive. Most managed care 
systems offer HMOs and PPOs that 
individuals are encouraged to use for 
their health care services. Some man-
aged care plans attempt to improve 
health quality, by emphasizing preven-
tion of disease. 
 

Maximum Dollar Limit: The maxi-
mum amount of money that an insur-
ance company (or self-insured com-
pany) will pay for claims within a     

specific time period. Maximum dollar 
limits vary greatly. They may be based 
on or specified in terms of types of ill-
nesses or types of services. Sometimes 
they are specified in terms of lifetime, 
sometimes for a year. 
 

Do you have a suggestion for a definition 
to include in our next issue of PNN?  
W e ‟ d  l o v e  t o  h e a r  i t !                            
Email PREFERRED at  
preferred@preferredtherapy.com! 
 

 

Did you know that you can receive a discount off of your next year‟s annual fee if you refer 
a member who subsequently joins?   
 

To be eligible for Member-Get-A-Member credit, it is required that the member 
you referred indicates that you are their referral source on their Initial                
Application under the  “How Did You Learn About PREFERRED?” section to receive 
credit.  If they complete the joining process, you‟ll receive 25% off of your next year‟s 
annual fee!  If you refer two members who join, 50% off, and three...your next year with 
PREFERRED is FREE! 
 

Take advantage of this cost-savings program and refer a new member today! 

MEMBER-GET-A-MEMBER REMINDER 



CONTRACTS CORNER 

By Anne Singer, Contracts Associate 
 
Is there a HealthPlan/PPO that you 

have recently come across and you‟ve 

had to turn away the patient because 

you are not participating with that 

plan? If so, the next time that         

happens, give PREFERRED a call 

with the Healthplan/PPO name and 

allow us to research it for you. You 

never know - your one referral can 

lead to a contract with that plan 

through PREFERRED! 

Send your referral to Anne Singer 

e i t h e r  v i a  e m a i l  a t                                

asinger@preferredtherapy.com 

or by phone: 800.664.5240 ext: 309. 
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As an additional service, a Marketing Manual is avail-
able as part of the Encore Selection for new and     
renewing members.  Here is an example of a market-
ing tip for private practitioners: 
 

“STOP, LOOK AND LISTEN ” 
 

First impression can be a lasting impression, and will 
influence behavior of patients being referred to you 
for care.   Every so often, consider taking a deep 
breath and entering your office through the front 
door, adopting an objective vision of your practice.   
 

Then,  
 

Stop:  Is the overall environment pleasant?  Are the 
magazines and reading materials current and neatly 
stacked?   Is the furniture well maintained?  Does the 
office smell fresh and look clean? 
 

Look:  Is the receptionist desk messy and disorgan-
ized?  Are there files or other documents out in the 
open and easy for others to read?  Are the support 
staff professionally dressed?  Do they greet each     
individual walking through the door in a prompt and 
reassuring manner? 
 

Listen:  How is the telephone answered?  Does it 
ring several times prior to someone picking up the 
receiver?  When the new patient is completing paper-
work, are they simply handed the forms, or is     
someone providing assistance and explanations for 
why all the line items must be completed.  If you have     
background music, is it soft and pleasing to the gen-
eral patient population? 
 
Your business is important.  Take pride in its         
excellence. 

PREFERRED: PROUD SPONSOR OF: 

FOUNDATION FOR PHYSICAL THERAPY 

Last year, The Foundation for Physical Therapy honored PREFERRED Therapy Provid-
ers Inc. as the “Premier Partner in Research for 2009.”  The Foundation bestows this 
honor to those who have made a substantial difference by supporting the Foundation and 
its mission. 

“The Foundation for Physical Therapy is the cornerstone for advancement and               
recognition of the profession of physical therapy,” said PREFERRED President Jaxene 
Hillebert.  “Each of us must continue to do our part to ensure that the Foundation       
remains a viable entity to professional growth.”   

This month, PREFERRED will have the privilege of handing this award off to the     
Premier Partner in Research for 2010, and we are proud to say that our partnership with 
the Foundation will continue for years to come. 

STOP, LOOK AND LISTEN 



Tough times can be a springboard for 
creating new revenue streams… 

Billing Company 

Michael Brown, PT, owner of Island 
Rehabilitation Associates in New York 
has been a member of PREFERRED 
for several years.  And, for several 
years, Michael has seen many changes 
in his business, not the least of which 
is the reimbursement in his state. 

While networking with colleagues, he 
discovered that private practitioners in 
his area had a need for assistance in 
billing and collections; expertise that 
went beyond what was available in 
their own clinics.  Having attended 
countless seminars on   Medicare and 
Coding, Michael decided to create 
Rehabilitation Billing Associates 
(RBA), hiring professionals whose 
responsibilities were directed to    

optimizing reimbursement by an    
affordable and expedient process, and 
keeping the „pulse‟ on regulations and 
changes as they occur. 

S p o r t s  E n h a n c e m e n t —
Swingzilla 

Sometimes the desire to try something 
different is the catalyst for an inven-
tive new idea. Bob Bacci, with Bacci & 
Glinn Physical Therapy in California, 
also a member for several years, part-
nered up with Dan Parma to begin 
marketing Swingzilla, a swing speed 
e n h a n c e m e n t  p r o g r a m  f o r 
sports.  Dan had used the Swingzilla 
method when he played collegiate 
baseball, and was looking for some 
help in bringing the idea into a form 
that could be marketed as a sports 
performance enhancement training 
method. Bob and Dan worked with 
Jim Glinn, Sr. to develop the training 

methodology, warm-up exercises and 
training protocol. The Swingzilla 
method was set up for PTs to be able 
to develop an easily implemented 
sports training program in their office 
at minimal cost to the practice and to 
expand relationships with different 
groups of athletes and local coaches so 
the y  ca n  bu i ld  the i r  bu s i -
ness. Ultimately their vision is to be 
an instrumental factor in athletes    
improving their swing speed to im-
prove their game. 

Inventiveness has played a role in both 
of these members‟ success stories, and 
is necessary for all of us to keep grow-
ing in our business lives as well as our 
personal lives.   

Have a great story of your Inventive-
ness? We‟d love to hear it! Email us at 
preferred@preferredtherapy.com to 
share! 
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Enhance your service offering with MetabolicRX     
Therapy: a program designed for therapists which will 
help expand your cash-paying patient base and build addi-
tional referral sources. 
 

The demand for Therapy clinics providing the                 
MetabolicRX Therapy program continues to                   
increase.    Providers who have implemented this program 
have realized not only the significant overall health benefit 
to their patients but also a significant Return on Invest-
ment! 
   

MetabolicRx Therapy provides individuals with an alterna-
tive to weight management that is scientifically proven and 
medically efficacious.  
 

Supervised by a licensed physical therapist and a       
registered dietitian  
Addresses musculoskeletal issues with physical therapy 
along with exercise techniques to maximize results 
Proven successful results with individuals struggling 
with Obesity, Metabolic Syndrome and Diabetes 

Follows guidelines from the American Association of 
Clinical Endocrinology & the Dietetic Association 
May be covered by health insurance with pain related 
issues 
Blood sugars checked pre and post activity 
Blood pressure monitored 
Heart rate monitored 
Body fat measured weekly 
Computerized diagnostic outcome reports 

 

Still wondering about it?  MetabolicRX Therapy and one of 
PREFERRED‟s own network clinics (Professional Ther-
apy Services, in Harvey, Louisiana) were recently profiled 
in the news. Copy and paste the following link into your 
browser to view the clip: http://www.wwltv.com/
home/Weight-loss-coaches-can-make-a-world-of-
difference-92921459.html.  REMEMBER: As a     
PREFERRED member, you are eligible for an exclusive 
Vendor discount!  Be sure to provide your PREFERRED 
member # when you contact MetabolicRX Therapy at       
1-800-413-4840 . 

INVENTIVENESS IN TODAY’S PRIVATE PRACTICES 

VENDOR SPOTLIGHT :  METABOLICRX 



 ON THE ROAD WITH PREFERRED. . .  

Physical Therapy 2010 APTA Annual Convention 
(attending for Premier Partner Award ceremony) 

Boston, MA 
June 16-19, 2010 

CMSA (Case Management Society of America - 
AZ Chapter) 

Phoenix, AZ 
September 10, 2010 

FL PTA Fall Meeting Orlando,  FL 
September 23ï 26, 2010 

LA PTA Fall Meeting Baton Rouge, LA 
September 24ï 26, 2010 

PREFERRED Therapy Providers, Inc. is the largest specialty network of its kind, 

representing private practice physical, occupational and speech therapists throughout 

the country by contracting on their behalf with PPOs, Healthplans and Third Party 

Payors.  Founded in 1992, PREFERRED continues to bring exceptional value to 

both the providers and the payors accessing the networkõs services.   CenterPointe Deer Valley 
23460 N. 19th Avenue, Suite 250 

Phone: 800-664-5240 
Fax: 623-869-9102 

Email: preferred@preferredtherapy.com 
www.preferredtherapy.com  

DID YOU KNOW? 

In an effort to reduce costs to your clinic and free up your fax machine,   
PREFERRED now offers the PREFERRED Network News (PNN) 
via email.  If you would like to receive PNN via email, please contact            
PREFERRED at 1-800-664-5240 or by email at:                                       
preferred@preferredtherapy.com. You can also read PNN by visiting 
www.preferredtherapy.com and clicking on PREFERRED Network 
News! 

PREFERRED Network News is a PREFERRED Therapy Providers, Inc. publication produced for informational purposes and distributed to our providers and other 
members of the business community. Its contents should not be applied as definitive health, legal or business management advice. Readers should consult with their 
professional advisors prior to making any network decisions based on information within PREFERRED News.  For questions and/or comments, please contact     
PREFERRED at 1-800-664-5240. 

PREFERRED VENDOR REMINDER 

Don’t forget to provide your PREFERRED member number 
when trying to obtain a discount through                               

any of our vendors! 

Check out our list of vendors online at 
www.preferredtherapy.com.                                                           

Need your member number? Call us! 

QUOTE OF THE MONTH 

 

We make a living by what we 

get, we make a life by what 

we give.  

 

-Sir  Winston Churchill 

WELCOME 

NEW MEMBERS! 

ARE YOU ON FACEBOOK?   
 

 

Become a Fan of PREFERRED!   
We often find stories about our  

members on the internet and post 
them on our page to give recogni-
tion and publicity to our private 
practices!  Are you one of them? 

Become a fan today! 

 

HAVE A SPORTS ENHANCEMENT/
INJURY PREVENTION PROGRAM? 

  

Call PREFERRED to find out how 
PSPN can help market your prac-

tice!  1-877-360-PSPN (7776) 

 

 

MEMBERS: 

Have an upcoming Sports 
Workshop or Clinic?  

We want to hear about it!  

Send event details to 
jjones@preferredtherapy.com


