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Letter From the President
On behalf of VGM & Associates, I would like to thank you for downloading 
Industry Insights: How to capitalize on opportunities in post-acute health care.  

This is the second edition in a series of comprehensive resources that highlights 
issues, trends and opportunities facing the durable medical equipment, prosthetics, orthotics and supplies 
(DMEPOS) community in 2018. 

It’s no secret that home medical suppliers of all shapes and sizes continue to cope with a more complex 
business environment, a faster changing marketplace and increasingly demanding customers and 
competitors. 

At VGM, we’re always encouraging each other to think outside of the box and embrace an entrepreneurial 
mindset. To adjust to an ever-changing business climate, I challenged my team to Think Differently. 

One of my goals is to make sure VGM’s content and messaging is always fresh, relevant and informative to 
help our membership community evolve with the industry. Encouraging my team to delve into a new mindset 
helped spark new ideas and increased energy. This playbook is a result of thinking differently. 

This content will help position you to view your business from 30,000 feet above the rooftop. Explore ways 
to view your people, process and technology in a different way. Thinking differently will also require you to 
identify opportunities to expand your line of business to better accommodate not only an aging population, 
but an active one as well.   

I realize that not all of the information in this playbook will apply to your business, so I encourage you to 
review each section, break down the content, and get your team involved. Consider tackling one section per 
month to identify at least one opportunity for your business to evolve. 
  
Providers who will triumph are those that can focus their resources on delivering their core purpose and 
creating value for their customers. Are you ready to think differently?
 
Once again, thank you for taking time to review our second installment of the 2018 series of playbooks. If you 
have any questions or if I can be of any service, please don’t hesitate to contact me directly.

Kindest Regards,

Clint Geffert, President
VGM & Associates

Clint.Geffert@vgm.com
319.874.6990 office
281.734.3391 cell

Follow me on

Clint Geffert

https://www.linkedin.com/in/clint-geffert-3156b97/ 
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The World of Technology: What’s Coming Our Way

Over the next five to seven years, we will see 
technology changing faster than ever before, 

disrupting nearly every industry. Similar to what 
the internet did to our society in the late 1990s in 
the manner that it disrupted several industries, the 
development and progression of Amazon.com has the 
same effect on multiple industries.

[ ]Over the next five to seven years, we 
will see technology changing faster 

than ever before, 

Amazon is currently disrupting many industries. 
Amazon purchasing Whole Foods makes it clear that 
home delivery of groceries will be mainstream before 
we know it. Walmart/Sam’s Club, Toys R Us, Macy’s, 
Sears, K-Mart, JCPenney, and several others closed 
hundreds of stores last year with the majority stating it 
is a result of Amazon.com. These companies all were 
aware of the internet, and all had more money than 
Amazon. Were they afraid to change? Or, was it a 
result of being too big to change?

A similar and commonly used story is Blockbuster 
Video. It is easy to pick on Blockbuster and claim that 
they should have been the ones to invent streaming 
video rental the way Netflix delivers content, which is 
what put them out of business in the end. Blockbuster 
also had more money, and the idea of streaming 
videos was presented, just not acted upon in a timely 
manner to address consumers’ needs. 

The list continues as Uber disrupts cab companies and 
Vacation Rental By Owner (VRBO) and Airbnb disrupts 
hotel chains. In all of these examples the dominant 
leaders, or at least the industry itself, should have 
been the ones to deliver these new technologies, not 
companies outside of their market. 

If we look at our own industry, DMEPOS, and try to 
learn lessons from others, we need to evaluate and 
prepare where we need to be in the coming months 
and years as we will be disrupted. The disruption will 
likely come in the form of 3D printing, self-driving 
vehicles, AI (artificial intelligence), and IoT (Internet of 
Things).

3D Printing – The evolution of 3D printing will likely 
change most industries. Consumers being able to 
download an image file and print a product at home 
will be a game changer. If I think back to the disruption 
of the ability to download music and create CDs or 
media files on MP3 players and the impact it had on 
the recording industry, 3D printing will take this to a 
whole new level. 

Currently, a salvage yard stores replacement auto 
parts for years and incurs expenses related to the 
storage and deterioration of the parts over time. It 
is estimated that it costs three times more to print a 
metal part than mold it; however, it is also estimated 
to be three times stronger than traditional molding 
processes. Even though the costs are greater, one 
would only need to spend money on a part they know 
they are going to sell a made-to-order part rather than 
storing all parts until needed.

Is 3D metal printing something that independent 
salvage yards will explore, or will it be done by a techy 
outside their industry? 

Autonomous vehicles – Several well-known 
companies – Uber, Google and Amazon – have logged 
five million or more miles with self-driving cars. The 
majority of these miles have been accident-free with 
the exception of a recent death caused by a manned, 
self-driving Uber vehicle in Arizona. Self-driving 
vehicles are likely to impact all industries. The idea 
that a fleet of drivers could be replaced by vehicles 
that would drive to a patient or caregiver’s home and 
offer the supplies directly to them is likely to happen in 
the near future. 

If we take a step back in time and ask large vehicle 
manufacturers such as Ford or General Motors if they 
ever thought a search engine such as Google would 
be a competitor, they likely would have laughed. 
Today, Google and Uber are likely threats to traditional 
car companies.

And, Amazon is a major force in the consumer 
market. Their use of drones and self-driving vehicles 
with delivery capabilities is a real threat – and an 
opportunity. The impact of self-driving vehicles and 
drones on our industry could be huge. Many providers 

By Jeremy Kauten, CIO, Senior VP of Information Technology, VGM Group, Inc.Focus on People, 
Process and Technology
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could take advantage of this technology to maximize 
their businesses. At the same time, it could be a 
threat of someone not already in our industry trying to 
capitalize on it through the use of new technology.

Artificial Intelligence (AI) – The use of AI is still in 
its infancy; however, products like Amazon Alexa, 
Google Home, Apple Home, and other programs such 
as automated call center functions are getting better 
and better all the time. Millions of dollars are being 
invested in this technology with constant feedback 
from users at all times. Self-driving vehicles have a 
form of AI built into them by nature. They are making 
decisions that humans would normally make, getting 
“smarter” the more they are used. If a certain set 
of roads has constant logjams, the vehicle will be 
rerouted, change speeds, and other things to avoid 
potential delays. In the near future, the use of these 
technologies in health care will alert 911 before a heart 
attack or during, and send the location of the patient to 
the 911 operator. Analytics will continue to predict life-
threatening events through the use of AI.

IoT – The “Internet of Things” is a phrase that 
describes devices connected to the internet. Normally 

the devices being described are items such as 
connected security cameras, baby monitors, smart 
thermostats, smart outlets and light switches, door 
locks, and any other device using the internet for 
remote access and control. It is estimated that there 
are more than 20 billion connected devices today, and 
that number is expected to triple in the next 5-7 years. 

[ ]There are more than 20 billion 
connected devices today, and that 
number is expected to triple in the 

next 5-7 years

The use of IoT in health care is taking off like wildfire, 
and this trend will continue at an exponential pace. 
There are devices to measure patient movement in 
the home, whether they took their medication, mother 
and baby’s vitals, body temperature, and an enormous 
amount of other patient information that will alert a 
provider or caregiver before the patient even knows 
there is a problem. This is a great opportunity for all 
health care providers to either increase their market 
share and revenue or optimize expenses.

By Jeremy Kauten, CIO, Senior VP of Information Technology, VGM Group, Inc.

The World of Technology: What’s Coming Our Way
continued

EMERGING TECHNOLOGY IN THE DMEPOS INDUSTRY
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What Does All This Mean?
There is a common saying within the tech community 
that millennials consider going to work “the place they 
spend eight hours to use old technology.” If we think 
beyond millennials and consider the students currently 
in college or even high school, most students are 
using iPads or Chromebooks as a supplement or even 
as their full replacement of textbooks. Most of these 
devices, even if they are on traditional laptops, are 
using cloud-based technology instead of traditional 
software. What this means is that students are using 
Google Docs, Office365, and Skype or FaceTime as a 
regular part of their learning. 

With these systems, students are used to having a 
file stored in the cloud, completely accessible by 
their classmates, teachers, and groups. With these 
tools, many people can open and work on the same 
spreadsheet or document, there is revision history, 
auto saving, and nothing is ever “lost” due to a 
computer crash or power outage. It is accessible at 
all times on any computer. These same students are 
primarily communicating via Snapchat, Instagram, and 
text message, where text messaging and email are 
considered slow and archaic to most of them. They 
only use text when needing to talk to old people. Email 
is something you are forced to use at work.

When this group of students is introduced to our 
workplaces, they will need to learn to open a Word 
document, saving it to a file folder structure, and only 
allowing one person to work on the document at a 
time. These same students will need to learn about fax 
machines and dialing 9+1 and enter a code to make a 
long-distance phone call.

[ ]We need not be afraid to introduce 
new technology into our businesses.

As leaders in our industry, we need not be afraid to 
introduce new technology into our businesses. The 
new technology could be adding soft phones, which 
are replacing the traditional physical phone equipment 
with phones that are installed on a computer or smart 
phone allowing employees to use click to dial, be 
mobile around the office, or work remotely without 
being tied to traditional phone.

In short, we need to think differently.

By Jeremy Kauten, CIO, Senior VP of Information Technology, VGM Group, Inc.

The World of Technology: What’s Coming Our Way
continued

ABOUT THE 
AUTHOR

Jeremy Kauten, chief 
information officer and 
senior vice president 
of information 
technology at VGM 
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his entire career in the 
cyber world. He currently focuses on protecting 
computers, networks, programs, and data from 
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Jeremy’s involvement at VGM started in 1997 
where he committed himself to growing VGM 
Forbin and positioning the organization as a 
leader in health care web development and 
online security. He is a regular contributor to the 
trade press and is a frequent technology speaker 
at industry events. Jeremy pursued his Bachelor’s 
degree in Marketing and Business Management 
from Upper Iowa University and Computer 
Information Systems from the University 
of Northern Iowa as well as his AAS in law 
enforcement. Connect with Jeremy on LinkedIn 
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https://www.linkedin.com/in/jeremy-kauten-5a11982/
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It is well documented that demographics for home 
remodeling for the aging in place and mobility 

impaired market will lead to rapid growth. 
With this report we will dive into the 
specifics of the opportunity as we see 
it, and share our thoughts on how to 
capture the potential the opportunity 
provides. 

Here are some key facts about 
home modifications (shown to 
the right):

Clearly our country has a 
problem where this industry 
can provide some great 
assistance. There is great 
opportunity for a company that 
wants to provide appropriate 
ethical solutions and help 
our country provide living 
environments where mature 
adults can happily live out 
their lives as safely and 
independently as possible. 

Revenue Streams
Let’s look at the four major 
revenue streams that this niche 
category has:

1. Medicaid Waiver Program – The federal 
government has recognized that investing in 
safer homes for seniors and the mobility impaired 
is a good investment for low income people. 
They have made funds available for each state 
to administer as they see fit. As with all Medicaid 
funds, for every $2 the Feds spend, the state 
needs to put up $1. This results in vastly different 
benefits from state to state. For example, Ohio 
benefits are robust with $10,000 available annually 
for qualified individuals and homes. In Maine, 
it’s a $3,500 one-time benefit. We envision that 
this funding source will slowly increase as many 
states will see they have no other alternative living 
arrangement for the increasing demand. 

2. Workers’ Compensation – The home modification 
market for injured workers is currently about 8% of 

the market, and we believe that it will be less than 
5% as the cash market grows. This funding source 
is currently stagnate as fewer people own homes 
and fewer blue collar workers are employed in 
this country. However, it is very competitive as 
several companies compete for the claims that do 
exist. The reason the competition is so high for this 
market is that the benefits for an injured worker 
who requires wheeled mobility is very robust. 
However, reimbursement rates tend to be trending 
down as the competition for these claims rise.

3. Veteran Affairs – Right now there is still a 
significant amount of work in this arena as we 
continue to work with military personnel with 
injuries suffered during the past 16 years of 
conflict. Also, more injured veterans are surviving 
devastating injuries due to enhanced medical 
practices and technology on the battlefield. 

Home Modifications: Take Advantage of a Rapidly 
Growing Market
By Jim Greatorex, VP, VGM Live at Home

Expand Your Business

KEY FACTS 
ABOUT HOME 

MODIFICATIONS

87%
of people over 65 want 
to live in their home for 
their entire life.

63%
of home remodeling 
revenue is spent by 

baby boomers. 

75%
Falls are a huge issue.

of all emergency room and 
quick care visits by people 
over 65 are the result of 
injuries from a fall. 

Home is where family is, and 
grandchildren can be seen 
on a regular basis. It is also 
always the least costly 
environment to live in, even 
if home care is required.

Many want to remodel to 
create a home where they 
can live safely for the rest 
of their lives.

It is the second leading 
cause of death in seniors 

after cancer. In 2015 
Medicare spent more 

than $31 billion on 
fall-related injuries.

2030By there will be almost

as there is now. 

Modern medicine has a�orded many folks to live longer, yet access 
to home environments in which they can safely thrive do not exist.  

For every senior housing development built, there are approximately 
100 homes in inventory that need safety upgrades to meet demand.

twice as many people over 
the age of 80
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The funding is a very mixed bag, however. 
In many cases, the VA has contracted direct 
with manufacturers for many different product 
categories, and they in turn develop their own 
installation network. In other cases there are 
situations where the veteran has control of the 
grant money available, and they hire the home 
modification provider of their choice. The VA also, 
rightfully so, favors veteran-owned companies, so 
if you are veteran-owned, you have an advantage 
in getting work from this source. The companies 
that have figured out the VA system have been 
successful in serving vets in a very rewarding job.

4. Private Pay – This revenue category is clearly 
where the greatest opportunity exists, yet many 
home modification companies, especially those 
with a DMEPOS focus, put more focus on other 
revenue sources. It’s calculated that 10 years from 
now, when the oldest baby boomers will be turning 
83, private pay will be 80% of the revenue source. 
We will spend the rest of this article looking at the 
present and future of the cash aspect of home 
modifications.

Legislative Help?
The Senior Accessibility Act, bill HR 
1780, would allow people over the 
age of 60 to spend up to $30,000 
out of their retirement funds on home 
safety improvements and receive a 
tax credit and no penalties. If this bill 
should pass, it would take this niche 
industry and overnight put it into the 
country’s consciousness. However, 
realistically, it will likely take two-to-
five years for an organized effort 
to be formed, and the industry can 
build the needed infrastructure for 
successful passage.

Another industry that used the tax 
credit was the solar industry. In 2005, 
the solar tax credit, also known as 
the investment tax credit (ITC), was 
enacted. The credit from inception 
up to 2019, allows a solar buyer to 
deduct 30% of the cost from federal 
taxes, resulting in an average of 

$5,000 in 2017. In 2005 global installations were 
under 2,000 annually. It grew annually by about 50% 
until 2010 where sales skyrockets to about 40,000 
installations. By 2015, installations grew to be just 
under 65,000 per year. Tax credits and the realization 
by the buying public that the investment was sound 
took a while to kick in. The growth, however, was 
explosive!  

Longevity Revolution
When I hear speakers talk about how many baby 
boomers are turning 65 every day I wonder what 
does that really mean? Today, there are approximately 
52.5 million people over the age of 65 and 11.5 
million over 80. By 2020, there will be 56 million, of 
which 13 million will be over 80. By 2030, there will 
be 72.8 million people over 65 and 19.8 million over 
80. Modern medicine and healthier living is resulting 
in what we are calling the Longevity Revolution. In 
order for this population to have a fruitful end of life 
experience, we need home environments that allow 
them to independently and comfortably live. Our 
industry has the best answer.

By Jim Greatorex, VP, VGM Live at Home

Home Modifications: Take Advantage of a Rapidly 
Growing Market continued

Wealthy
3.6 million

Medicaid 
Eligible
7.2 million

9%

22%

36%
15%

18%

WHO’S GOING TO PAY

Innovation and Opportunity Zone

Lower 
Middle
6 million

Middle
14.4 million

Upper 
Middle
8.8 million
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Who’s Going to Pay?
Statistics show that only 18% of the over 65 population 
today lives at the Medicaid eligible level. We also see 
that 15% are lower middle income, it’s likely that this 
group can afford some safety upgrades but will likely 
need to borrow money to pay for it. That leaves 67% 
of the population being middle class. When given the 
alternative between investing in their own home and 
being able to live in it safely much longer or paying 
for an alternative living arrangement, the home 
modification is preferred 87% of the time. 

So, What is the Home Modification Market Value?
A recent MetLife study revealed that demand for 
home modifications among today’s baby boomers has 
created a $64 BILLION market. VGM’s Mark Higley 
examined the 1,000 most populated counties in the 
U.S. (more than 272 million people, or 84% of the 
total U.S. population) to determine the average home 
mod market value for each county. He then adjusted 
each county’s raw value based on the percentage of 
citizens 65 years and older.

Click here to view a spreadsheet listing all 1,000 
counties and their respective market values today.

Now, what would the market value be in 2030…less 
than 12 years from now? To reach our answer, we need 
to combine data we know to be fact based on U.S. 
Census statistics with educated assumptions:

• The first assumption is that H.R. 1780, the Senior 
Accessibility Act will be enacted into law within the 
next five years.

• The next assumption is that older Americans will 
respond to a tax credit for home modifications 
much as their fellow citizens did when solar tax 
credits became law in 2005.

• What we do know is that:
o 87% of those over the age of 55 will choose to 

live at home compared to alternatives.
o Of all the people over the age of 55 today, a 

large percentage of those 75 and older will not 
be with us in 2030.

o 67% of the population will be able to afford 
to pay for modifications, and 67% of them will 
have a chronic health condition necessitating 
the remodel.

o 3.8% of homes in the U.S. are already 
equipped with safety modifications.

When making calculations in counties throughout the 
country using the number above, we’ve determined 
that the average home modification market value is 
2.5 times HIGHER than the values on the spreadsheet. 
Remember, that’s an average. The market value is 
more than 2.5 times higher in some areas of the 
country (for example Florida) and lower in other parts 
of the U.S. (Alaska for example). The variance is based 
on the density of the 55-65 aged population of each 
county.

Where the end result actually will be, will depend 
on how mainstream universal design and home 
modification solutions become.

 

 

By Jim Greatorex, VP, VGM Live at Home

Home Modifications: Take Advantage of a Rapidly 
Growing Market continued
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Final Thoughts

By Lindy Zars, Director of Marketing Strategy and Communication, VGM & Associates

As Clint mentioned in his introductory letter, this 
playbook is the second in a quarterly series we 

launched at the beginning of 2018 for VGM members. 
We’re excited and encouraged by the interest 
and discussion among our members and partners 
regarding the first edition, Industry Snapshots: 
Forecasting 2018, because our goal is to deliver 
content for you that is both relevant and timely. 

We appreciate all of the engagement and feedback, 
which helped us structure this latest playbook as a 
comprehensive how-to business guide identifying the 
opportunities our thought leaders see as critical in the 
post-acute health care environment. We are a resource 
for you, and we have experts in place who you can 
reach out to at any time as you handle both the day-to-
day of your business, as well as plan for the future.

I came to VGM with more than 15 years of corporate 
marketing and communications experience in the 
business-to-business space, including the health care 
vertical. Since I’ve been here, I have experienced the 
closeness of this industry and the difference you all 
make for patients and their families every single day. 
I’ve also seen and heard stories about the impact of 
major industry changes that have, unfortunately, closed 
many DMEPOS provider doors and have affected the 
quality of care you know your patients need. 

All of this validates my decision to enter this industry. 
I grew up in a self-employed family. My parents ran a 
small electrical business in small town Iowa. You might 
appreciate their tagline, “We mend your shorts.” From 
that perspective, it was engrained in me ever since I 
can remember, the importance of service, relationships 
(and a little humor), and always putting your customer 
first. Now, I come to work every day with a purpose 
to put VGM members first so that you can put your 
customers first.

Please reach out to me with thoughts and feedback, 
as well as any ideas you might have for future 
playbooks. This is the best way for us to get better and 
provide you with information and topics that are most 
beneficial to you. The conversations I’ve had with VGM 
members and partners over the past few months have 
been absolutely invaluable to me. I’m excited to keep 
learning about you – your businesses, challenges 
and needs – in order to offer marketing expertise to 

help you continue doing what you do best for your 
customers. 

I look forward to meeting more new faces in the 
months to come. Thank you for being such a 
welcoming group! 

Be on the lookout for our next playbook edition, which 
will launch in the third quarter.
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Four Keys to Follow When Leading People 
Through Change
By Mike Mallaro, CEO, VGM Group, Inc.

10 Tips to Keep Your Staff Engaged and on the 
Right Course Toward Success
By Sara Laures, Senior VP People and Strategy, VGM Group, Inc. 

Setting the Stage: Blood, SWOT and Tears

We hope you enjoyed our sneak peeks! 
Here’s a preview of the content that awaits you in the full version of Industry Insights—
available as a free download to VGM members and vendors.

By Mark Higley, VP, VGM Regulatory Affairs, VGM & Associates

Focus on People, 
Process and Technology

FOCUS ON PEOPLE, PROCESS AND TECHNOLOGY

Mark Higley expands on opportunities for the DMEPOS market and includes some observations relative to the 
pillars within the strengths, weaknesses, opportunities, and threats (SWOT) matrix.

Leadership is a difference-maker – often the margin between success and failure. Investing in leaders in your 
organization is forward-thinking and smart. That investment must also include yourself – devoting time and 
attention to continuous improvement yourself.

An engaged workforce requires participation and effort from both the employee and employer. As leaders, we 
must do what we can to provide a platform for engagement and offer the opportunity for others to participate in 
moving the company forward. After all, disengaged employees cost your company money. 
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Focus on People, 
Process and Technology

FOCUS ON PEOPLE, PROCESS AND TECHNOLOGY

There is no law requiring employers to develop and maintain a written handbook or policy manual. Therefore, 
it’s not surprising that many employers run their businesses and attempt to manage their employees without the 
use of a handbook. 

Concept H.R. is a contracted VGM partner and has solutions to many common human resource issues including 
payroll, benefits, 401(k) and risk management administration unique to the dynamics of a diverse workforce. Visit 
www.concepthr.com to learn more.

When it comes to finding out how people feel about your business, service, etc., you can learn a lot from asking 
a simple, direct question. In this case, “On a scale of 0 to 10, with 10 being the highest, how likely are you to 
recommend our company, service, etc. to a friend or colleague?” The grown-up version of “Do you like me” is 
the fundamental building block of your net promoter score (NPS), and if you’re not currently measuring it for 
yourself, you should be.

Does Your Handbook Keep You Covered? 

From Concept H.R.

Operations, Relationships and the 
Net Promoter Score
By Jim Nygren, VP of Marketing and Business Development, VGM HOMELINK®

How can you maximize your talent so you’re not only talking about how your employees are the greatest asset 
but, you’re also taking the initiative to lead and live by the phrase?

Focus on People, 
Process and Technology

How to Maximize Your Biggest Investment: 
Talent 
By Amy Streeter, VP of Talent Acquisition and Employee Development, VGM Group, Inc.

http://www.concepthr.com
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As the DMEPOS world continues to evolve rapidly and additional regulations are forced on providers, 
businesses may find themselves shopping around for the right insurance. Often, though, they’ll make the 
mistake of equating the most affordable price with the best option. However, the key to protecting your overall 
business, your financial health, and your employees isn’t to find the most affordable insurance—it’s to find the 
right insurance partner.

DMEPOS providers can no longer afford outdated solutions that only provide 
billing tools without full integration with the rest of the business. Your business 
may already be experiencing some undetected financial leaks with missing data, 
decreased revenue, lost referral sources, or even angry patients.

Brightree, a wholly owned subsidiary of ResMed, is a long-time contracted VGM partner and a leading provider 
of cloud-based software to improve clinical and business performance of post-acute care companies. For more 
information, visit www.brightree.com. 

When It Comes to Comparing Insurance 
Coverage, It’s About More Than Just Price
By Bill Wilson, VP of Sales and Marketing, VGM Insurance Services

Avoid the Financial Drain of Outdated Technology
4 Ways Your Antiquated Software Throws a Wrench into Business Growth

Source: Brightree

At VGM Fulfillment, we pick, pack, and ship thousands of packages, and when we started looking around at day-
to-day activities for inefficiencies, we didn’t notice just one large pattern. We noticed numerous smaller ones. We 
saw how much time employees spent on small tasks most of us wouldn’t think twice about. It didn’t take long for 
us to realize that just a few tiny tweaks to individual processes could drastically change the way we complete 
our work.

Continuous Improvement Process: 
The Power of Small Changes
By Jeremy Stolz, President, VGM Fulfillment

http://www.brightree.com


There’s room for DMEPOS providers to play a huge role moving forward—but they’ll have to change the way 
they do business. As health care continues to change from a fee-for- service model to pay-for-performance, 
respiratory providers need to have programs that not only create value, but show that value In order to be 
profitable. This can be a difficult task, but it can be done.

Women’s health is different from the general durable medical equipment product lines. Whether it’s a breast 
cancer patient, a lymphedema patient, or a new mom, we hear how rewarding it is to help women with their 
sensitive needs. Women will appreciate those who take the time to understand their needs, and most are willing 
to pay for those items that are not part of a covered benefit plan if it helps make their life easier so they can get 
back to caring for their family.

Many businesses throughout the CRT industry are aware of the changes and disruptions made in the health care 
industry. These resources are intended to make an impact in the market and throughout the entire CRT industry. 
This creates conversations and sets the direction as an industry to improve and move forward.

Expand Your Business

EXPAND YOUR BUSINESS

Rethinking Your Respiratory Program

By Dave Lyman, RRT, VP, VGM Respiratory
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Getting Started with Women’s Health: A Guide to 
Products and Post-mastectomy Business
By Nikki Jensen, VP, Essentially Women

Advancing the Need for Quality CRT Outcomes 
Measuring and Education
By Greg Packer, President, U.S. Rehab®
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In 2016, orthotics and prosthetics was a $4.4 billion market. Baby boomer demographics such as average length 
of life and percentage of who will experience micro-vascular disease are a clear indication that the need for 
O&P care will continue to rise. Expanding into that burgeoning market should be a natural progression for those 
already in the DMEPOS business. The numbers to support that assertion are staggering.

“Retail.” It’s been the hot word in the industry for the last couple years, but what does it mean?

When you hear the word, “retail,” do you think of Walmart and the thousands of items they have on hand? Or, 
maybe you think of CVS, smaller in size, but still a big jump into what you may be currently carrying. If this is 
what you think of when you hear the word retail, then no wonder you might be a little hesitant to get into retail.

Expand Your Business

EXPAND YOUR BUSINESS

Diversifying Into O&P - A Logical Step

By Todd Eagen, President, OPGA

Retail: Opportunity for EXPONENTIAL 
New Revenue

To Gain Access to the Entire Playbook, CONTACT US TODAY 
to Inquire About Becoming a Member.

By Rob Baumhover, Director, VGM Retail Services 

https://www.vgm.com/pages/contact-us
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www.vgm.com

VGM is a leading member services organization for 
the DMEPOS industry, specializing in the post-acute 
health care space. BECOME A MEMBER TODAY to gain 
access to our full complement of resources, including 
this best practices playbook. 

https://www.vgm.com/pages/contact-us

