Grow The Workers’ Compensation
Revenues Within Your Medical
Practice

Background on WC Insurance






Prior to the passage of Workers’ Compensation laws – employees
either weren’t paid if they were injured on the job or were forced to
sue their employer for those job-related injuries.
In 1902, the first Workers’ Compensation laws were put on the
books in the United States. This was a sort of “Grand Bargain” – as
workers now had a recovery source for injuries sustained on the job.
And, employers were (mostly) free from lawsuits for same.
Requirement: all U.S. employers must purchase Workers’
Compensation insurance (or prove they have the financial ability to
self-insure).

What is Workers’ Compensation Insurance?
-Workers’ Compensation insurance provides a benefit for lost
wages & also medical costs from a job-related injury or illness.
-The injured worker does not pay a deductible or co-pay in a
Work Comp claim. Nor do they typically have a long wait before
seeing a physician.

-Work Comp is regulated (mostly) for workers in a state by that
state’s Department of Insurance. Washington D.C. also has a
Department of Insurance. Thus, there are at least 51 different
entities that regulate Work Comp - depending on venue.
Separate mechanisms include, for example, the Jones Act WC
(for US citizens at sea) and Defense Base Act WC, etc….

Why Would Your Medical Practice Want to
Increase Workers’ Compensation Revenues?
-Size: WC estimated to be a $60B market in the United States.
Of that number, approximately 60% represents medical costs
and 40% represents lost wages. (Used to be 40% medical.)
-Reimbursement Rates: depending on the State (and what you
can negotiate with the networks), Workers’ Compensation is
often the best payer in a medical practice.
-And, Work Comp often carries over into other areas (including
referrals by the injured worker to their colleagues or friends and,
separately, potential referrals from the insurer for auto claims).

Who Refers Workers’ Compensation Cases?
The answer is – it depends on several factors.




What state are you in? Some states are “monopolistic” –
meaning the State provides the Workers’ Compensation
insurance market. There are 4 remaining monopolistic states:
North Dakota, Ohio, Washington & Wyoming.

Also, what are the laws in your state? Some states (like New
Jersey) allow the employer (or the insurer) to determine
where the injured worker is referred. Other states allow the
injured worker to select from a “medical panel” and some
states allow the worker to change physicians during a claim.

What are the Five Major Sources of
Workers’ Compensation Referrals?
1.
2.
3.
4.

5.

Fortune 500 Companies
Insurance Industry
Third Party Administrators (TPAs)
Managed Care and Case Management
Companies
Government, Governmental Agencies, and
School Boards

For Example:


Your geographic area has:

◦ Malls and industrial centers loaded with
Fortune 100 companies (Amazon, UPS, etc…)
◦ Garbage, delivery, and transportation companies
◦ Electric, gas, and water companies
◦ Phone, cable, and utility companies
◦ Local, county, state, and federal government
◦ Governmental agencies such as post offices, airports,
ports, bridge commissions, turnpike authorities, etc.
◦ School boards

Top 10 US WC Insurers*












Travelers: $4.2B
Hartford: $3.4B
Berkshire Hathaway: $2.8B
Zurich: $2.7B
AmTrust: $2.6B
ACE/Chubb: $2.5B
Liberty Mutual: $2.5B
State Fund NY: $2.3B
AIG: $1.7B
BCBS Michigan: $1.6B

◦ Source: Business Insurance – 2018 Figures

Top 10 Body Part Injuries*













Multiple Body Parts: 16.04%
Lower Back Area: 13.56%
Shoulder(s): 11.86%
Knee: 7.92%
Ankle: 3.98%
Finger(s): 3.25%
Disc: 3.05%
Lower Leg: 2.78%
Foot: 2.66%
Wrist: 2.57%
◦ *Source: NJ Compensation & Rating Inspection Bureau

Top 10 Classification Codes*













8810:
8742:
8832:
9045:
8868:
9079:
8820:
8803:
8017:
8829:

Clerical Office Employees
Salesperson - Outside
Physician & Clerical
Hospital & Clerical
School: Professional Employees & Clerical
Restaurant
Attorney: Employees & Clerical
Auditor - Traveling
Retail Store
Convalescent or Nursing Home

◦ *Source: NJ Compensation & Rating Inspection Bureau

How Do You Get Started Building a WC Practice?








First, make the decision that you want to grow your Work Comp
revenues. Workers’ Compensation insurance does require extra
paperwork and extra steps vs. health insurance. And, it requires
timely reports. But, it’s typically worth it – with higher
reimbursement rates (vs. health insurance).
Then, educate yourself on Work Comp. Medical Schools usually
don’t provide training on Work Comp. However, there are
numerous resources available online.

Dedicate resources to Work Comp. Hire or train a dedicated
Workers’ Compensation Coordinator at your practice.
And, contract with the various Workers’ Compensation Medical
Networks. These vary by state – but it helps to be in them for
referrals (unless you anticipate getting out-of-network referrals).
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What Tools Can You Use to Grow Your WC
Practice?




Educational In-Services (or “Lunch & Learns”) – schedule these with the local
insurers or case management companies for CE credits. Likewise, contact local
law firms to give an In-Service for CLE credits. Or, contact the CCMC or the CEU
Institute for speaking engagements. These all offer a wonderful opportunity to
meet WC case managers or attorneys (virtually or in-person).
Marketing: reference WC on your website and allow contacting/scheduling and
other Work Comp resources. And, advertise in various ways.



Attend WC conferences and conventions. Get a table. Educate yourself in WC.



Hold an Open House at your practice for WC professionals.

What Other Tools Can You Use to Grow
Your WC Practice?












Subscribe to free industry e-newsletters (Business Insurance Workers’ Compensation section or
Insurance Journal WC, etc…..) And, join WC Groups on LinkedIn to learn & network.
Visit your State’s Dept of Insurance website and/or your State’s Work Comp regulatory body for
information on WC in your state. (For example, www.njcrib.com for New Jersey.)
Review the websites of your competitors. What do they offer on their website for Work Comp
resources?

Contact local insurance brokers – especially those who handle municipalities and school districts, if
applicable.
Contact the hospital where you have privileges and ask them where they refer WC patients…including
their employees.
Ask Case Managers, Attorneys, TPAs, Insurance Companies for input and feedback. Let them know
you are educating yourself in WC and are looking for ways to improve.

How Do I Differentiate Myself Going
Forward?












Set fast appointments when an injured worker is referred
to you.
Write comprehensive (and timely) reports…return them
within 24 hours (48 max) of seeing the injured worker.
Understand the need to take a thorough medical history
at the beginning of a WC claim.
Be available & make sure your staff are providing updates
and responding to inquiries in a timely fashion.
Understand back-to-work protocols and be clear in your
medical directions.
Be polite….the case managers have 40% turnover due to
heavy workloads and, often, intense pressure from clients.

How Do I Track My Progress?








First, establish a baseline of your current Workers’
Compensation revenues as a % of your practice’s total
revenues.
Also, compare your WC revenues by source (insurer/TPA/other
referral source) for the last 3 years. This will help you to
determine trends (positive or negative) and address same.
Next, examine your forms & procedures and ask your
providers/case managers/attorneys for honest feedback as to
your office’s responsiveness, timeliness, effectiveness, etc…
Go online at least once a month to ensure your practice is listed
(and listed correctly) in your various WC medical networks.
Here’s the Travelers portal:
https://www.travelers.com/claims/claim-services.aspx?medical

Summary


The medical practices who thrive in Workers’ Compensation generally exhibit the
following traits:
◦ A commitment to Workers’ Compensation - they know and like Work Comp and understand the
need for timely & comprehensive reports and open channels of communication.
◦ Stick to the injured body part in a Work Comp claim.
◦ Have dedicated Workers’ Compensation staff on hand.
◦ Willing to leave the office to attend conferences, In-Services, networking, etc…
◦ Easy to work with in scheduling, paperwork, communication, responsiveness, etc….

Thank You!
Thank you for your time. We can now take questions.

Please contact us at any time if you have questions or
you would like help on the basics of Workers’
Compensation or educational resources.
Contact: info@wcdoctors.com or 844-304-4367

Thank you!

