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Alabama MGMA Summer Conference

July 1921, 2021

Hilton Sandestin Beach Golf Resort 

Destin, FL

It is not too late to join us for our Summer Conference...Getting Back
in the Game!  The conference is being held July 1921 at the Hilton

Sandestin Beach Golf Resort & Spa in Destin, FL.  We have excellent

speakers planned.  We are excited to kick off the conference with

Siran Stacy, former UA Running Back with his session, You Get Paid
to Finish.  Laurie Guest will join us for a great session on the 10c
Decision: How Small Change Pays Off Big. Author, Teacher and

Professional Speaker, Brad Cohen will close the conference with The
Power of One. We also have excellent breakout sessions on a variety

of hot healthcare topics.

As always, we appreciate our sponsors and exhibitors that continue to

support our conferences. There are lots of prizes to be won for visiting

with our exhibitors. We will also have our popular Beach Party that

includes: dinner, kids games, entertainment and fireworks!

Visit our website to register at: www.almgma.com
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Join us on Social Media

2020/2021 Board of Directors

President  

Jason Biddy, MBA, CMPE

CEO

Urology Centers of Alabama, P.C.

3485 Independence Drive

Homewood, AL  35209

President Elect 

Amy Fisher

Administrator
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121 N. 20th Street, #2
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Vice President
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Chief Executive Officer

Maynor & Mitchell Eye Center
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Secretary/Treasurer

Todd Ledford

Administrator
Adventa Specialized Women’s Care
137 Clinic Drive
Dothan, AL 36303

Past President

Jerry Golden

Chief Administrative Officer

Coastal Neurological Institute

3280 Dauphin Street

Mobile, AL  36606

Past President at Large  

Sherry Johnston, MBA
Practice Administrator
Montgomery Vascular Surgery
2055 East South Blvd., Suite 908
Montgomery, AL  36116

Member at Large North Alabama

Thalia Baker, FACMPE
Administrator
Aventa Specialized Women's Care
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Infirmary Medical Clinics

1725 Springhill Avenue

Mobile, AL  36604
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Letter from the President

I cannot believe we are already halfway through the

year! As the world begins to open more post pandem

ic and our lives get busier, it seems as though time is

going by even faster now than ever before.

This has been quite a unique year to serve as

President of Alabama MGMA. Despite unprecedent

ed challenges this chapter forged ahead and contin

ued to serve its members well with both in person

conferences and virtual events. I do not believe there

is another group in the country that can say that.

I would like to thank the Board for its outstanding guidance this past year.

Greg Hulsey did an excellent job planning the Winter and Summer

Conferences. This fall Jerry Golden and Sherri Johnston will roll off the

Board. We appreciate Sherri for returning for one year as Past President at

Large. Jerry has been a great asset to the Board for the past 7 years, most

recently serving as Immediate Past President. He will be missed. Finally, the

future is bright with Amy Fisher at the helm as our new President.

I would be remiss if I did not mention our Executive Director, Lisa Beard.

Alabama MGMA continues to get National attention as a chapter. As I have

heard her say many times, “Alabama MGMA is my baby.” Lisa continues to

go over and beyond in all she does to ensure Alabama MGMA is one of the

strongest chapters in the country.

In closing, I thought I would share the true impact this Chapter has made on

me. I attended my first Alabama MGMA meeting in 2002. Jimmy Norman

was President. My boss and mentor Jim Isom invited me to attend. Jim had

served as President in 1986. I looked back over the list of Past Presidents

and honored to call many of them friends now. They invested in me, the next

generation. I would encourage you to continue to do the same. That will

ensure this chapter continues to thrive. It has truly been an honor.

Regards,

Jason Biddy, MBA, CMPE

President, Alabama MGMA

Jason Biddy, MBA

CMPE

Alabama MGMA

President

facebook.com/

groups/almgma
linkedin.com/

groups/3154494

@Alabama_MGMA



Healthcare Professional Liability Insurance 

ProAssurance.com

more control
At ProAssurance, we work to protect medical 

professionals and support their patient safety 
efforts with custom healthcare professional 

liability insurance solutions. 

If a malpractice claim is made, we listen  
and provide experienced counsel,  

bringing clarity and fair treatment  
to the claims process. 

protectingdoctorsnurses

and more

infectious disease specialists

cardiologists
family physicians

long term care specialists

geriatricianschiropractors

anesthesiologists

epidemiologists

nurse practitioners

emergency physicians
obstetricians & gynecologists

immunologists

internists

pathologists

pulmonologists

general surgeons

allergistshospital administrators

neurosurgeons

orthopaedists radiologists

urologists

practice managers

pediatricians
oncologists

podiatrists
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Winter Conference Pictures
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Winter Conference Pictures



Equals make
THE BEST PARTNERS.
We’re taking the mal out of malpractice insurance. 
As a company founded and led by doctors, we know what keeps you 
up at night. It’s why we partner with practices of all sizes to help 
manage the complexities of today’s healthcare environment and reward 
the practice of good medicine. Because when you have a partner 
who’s also a peer, you have malpractice insurance without the mal. 
Join us at thedoctors.com

COVID-19: A Call for Innovation and Leadership in Healthcare

Across the continuum of care during COVID19 pan

demic, what has changed is not so much the direc

tion of healthcare evolution, but its speed. For the

next decade, we will all be carried along on a jet

stream of change. Those who innovate and lead—

moving their organizations forward as the landscape

continues to change—will succeed, while those

unable to do so will be left behind. Ask yourself a

simple question: will the practice of good medicine in

2030 look the same as good medicine in 2020?

Before the pandemic, we saw the confluence of a

shortage of primary care physicians, the increasing

scope of practice for allied health professionals, the

widespread availability of retail healthcare and

telemedicine, and a massive generational shift in the

demographics of the medical profession. There will

be no unringing this bell. 

For example:

• The pandemic has forced a growing majority

of practices to offer telemedicine services. A study

released by the American Medical Association

(AMA) in February 2020, just before the pandemic hit

the U.S. hard, revealed that telemedicine visits with

physicians had already doubled from 2016 to 2019.

With COVID19, the number of patients reporting vir

tual healthcare visits leapt from 12 to 27 percent in

less than three months, between late March and

midMay.

• As baby boomer physicians retire and med

ical students choose other specialties,3 a shortage

of primary care physicians4 was already looming.

Now, some primary care physicians have had to lay

off staff or close their practices—We’ve seen non

emergency providers and specialties not related to

COVID19 suffer massive economic losses.

Unsurprisingly, some primary care physicians are

considering other professional options.

• The increasing scope of practice for allied

health professionals was an established trend—now

dramatically accelerated by the crush of events. We

can expect this to continue for nurse practitioners,

physician assistants, and others. They will help to fill

gaps in primary care, while primary care physicians

can expect to practice6 at the top of their license

more of the time.

The good news is we already possess much of the

information we need to make adaptive decisions to
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protect patients, healthcare professionals, and

organizations that serve the medical profession.

However, healthcare professionals must seize this

moment to show true innovation and to move for

ward.

True innovation has at least two stages: The first is

generating novel and useful ideas and the second is

applying those ideas. Unless you apply and scale

the idea, it’s just an idea. It’s not an innovation. For

example, researchers in California7 are studying

data from massive pools of volunteers who have

offered their smart watch and smart ring information.

The goal is to spot geographic clusters of people

showing small boosts in heart rate, temperature, and

so on—in an attempt to predict the next cluster of

COVID19 cases before people even know they’re

sick. But it’s one thing to think this is possible, and

another to actually do it. That’s the gap between idea

and innovation.

This pivot from idea to application at scale calls for

leaders to reflect on how their style suits the

moment. Most leaders have a clear style of leader

ship, but good leaders also know that one style can

not be expected to cover all situations. Individuals

who perform well in one job or one decade may not

do well in new leadership roles under different cir

cumstances: Effective leaders must understand what

is required at that particular time, not just what is

comfortable.

The new normal will evolve in the context of a

decade that was already headed for extraordinarily

rapid change. With a mindset of openness to oppor

tunity and a willingness to accept new challenges,

we can meet the demands for great healthcare. After

all, pressed by COVID19’s cascade of emergen

cies, many healthcare and healthcaresupporting

organizations have assembled people, equipment,

and processes that we would not have imagined

possible even a few months ago. At the same time,

the COVID19 crisis casts a harsh light on some

areas of healthcare that have fallen dramatically

short of the nation’s needs.

It is our collective responsibility to innovate to

advance the practice of good medicine.

The guidelines suggested here are not rules, do not

constitute legal advice, and do not ensure a suc

cessful outcome. The ultimate decision regarding the

appropriateness of any treatment must be made by

each healthcare provider considering the circum

stances of the individual situation and in accordance

with the laws of the jurisdiction in which the care is

rendered.

 Richard E. Anderson, MD, FACP, Chairman and

Chief Executive Officer, The Doctors Company,

and Leader of the TDC Group of Companies

COVID-19: A Call for Innovation and Leadership in Healthcare
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Negotiating with Landlords: 3 Tactics To Be Aware Of

In any sporting event, the objective is clear – to win.

Despite the formalities of shaking hands at the start of

each match, the agenda comes down to making your

presence known both physically and mentally. 

While many tenants are unaware of what is on the line

in negotiations, landlords make a living from under

standing the game, strategy, and how to win. This dis

parity can be greater for healthcare tenants who are

focused on their patients first, their staff second, and

lastly the business side of their practice.

When landlords win, they make more money, which is

why they employ strategies to do everything they can

to gain an advantage. While every negotiation is differ

ent, landlords often approach transactions with one of

three strategies to capitalize and win. 

INTIMIDATE, MANIPULATE AND EVEN LIE 

Landlords employ a myriad of statements to intimidate

the tenant such as “we never do that for any tenant”,

“we can’t lower your lease rate on a renewal”, “we have

another tenant who is going to take your space if you

don’t sign the deal asis…, and it goes on and on. 

Their objective is clear – get the tenant to stop pushing

for the best possible terms and isolate the tenant to

handle the negotiation themselves.  This allows the

landlord to get the tenant to believe whatever they say.

For the landlord, if the tenant believes these state

ments, they just won the negotiation. Imagine you said

something that was subjective and arbitrary. If you said

it with enough authority or intimidation that the other

party would believe it, and you would be rewarded with

a check in the amount of tens to hundreds of thousands

of dollar, you would run that play over and over and

over.

BECOME THE TENANT’S FRIEND

Whether the landlord is your patient, friend, or offers to

take you golfing, their friendship must be filtered

through the competitive landscape of the game itself

and is paused once a negotiation starts. 

In professional sports it is very common for players on

opposing teams to have a great relationship off the

field, but once the whistle blows, that friendship cannot

compromise either side’s strategy or efforts to win. 

In the game of commercial real estate, landlords love to

become patrons, clients, or patients of their tenants. It

provides them an obvious reason to frequent and

inspect their properties and blur the lines of whose side

they are on. 

The landlord’s primary hope is the tenant being too

uncomfortable to bring in an expert advisor who can

help level the playing field for the practice.  

TREAT THE TENANT WITH RESPECT AND COM

PETE FOR THEIR DEAL

While every tenant would prefer this response, 99% of

landlords won’t start at this place unless they know

several things are in place:

• The tenant has professional representation

• The tenant has already been educated on the 

current market

• The tenant has other viable options that have 

been fully vetted

• If the tenant walks away or moves out of the 

space, the landlord will lose a lot of money

When these elements are in place, most landlords will

drop the ‘manipulation and intimidation’ card at the risk

of losing a deal. When a landlord comes to this posi

tion, the tenant often captures back tens to hundreds of

thousands of dollars in their favor.

If you lease an office space from a landlord, you are in

a ‘fullcontact’ game. The landlord is going to try to hit

you hard to give themselves an advantage. Sometimes

their hit is as obvious as the hardest hit in sports and

sometimes it mirrors a subtle pick and roll. You don’t

realize what you are about to run into until it is too late.

An expert agent can level the playing field, save you

time and money, protect your interests, and bring

peace of mind. Your agent can take any hits the land

lord tries to throw at you and they can hit back and

position you to win. In a contest where you only get one

crack at your opponent every 5, or 10 years, make sure

you don’t get knocked on your back.

 Richard Tidwell, CARR

CARR’s team of experts assist with startups, lease

renewals, expansions, relocations, additional offices, pur

chases, and practice transitions. Healthcare practices

choose CARR to save them a substantial amount of time and

money; while ensuring their interests are always first. Visit

CARR.US to learn more. 

http://carr.us
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The events of 2020, and the normalization of remote

and COVIDsafe care, have in some ways created

innovations that sped up the adoption of telehealth

and simplified care delivery. In many cases, clinicians

still saw patients in person, and, naturally, this

involved challenges. Primary care has especially

been affected, and issues stemming back to before

the pandemic are being exacerbated. 

Average wait times to see a primary care physician

continue trending upward, as only healthy patients

can be seen in the physical office, and those who are

sick or have symptoms must go to urgent care or be

seen at curbside. Separate from COVID19 is

patients’ growing expectations for ondemand care,

reflecting their experiences of instant service and

advice in other sectors of their lives. 

Primary care physicians face increasing complica

tions in meeting patient needs. As always, they have

to cope with their own feelings of burnout, and often,

this burnout is increased by disparate workflows and

noncentralized patient information. More urgently

when dealing with COVID19, it’s essential that physi

cians can easily risk score patients, alerting and prior

itizing conditions in the EHR. They also must be able

to determine which cases to prioritize for inperson

visits, and which they could just as effectively handle

remotely to help manage their daily workloads and

ensure full focus on patients. Managing ongoing treat

ments and prescriptions—as well as tracking health

trends in the local populations—is also critical to suc

cessful primary care delivery, even outside of pan

demic circumstances. 

It is these challenges and key functions that health

care IT vendors must work to address with their pri

mary care clients. We must ensure solutions are truly

enabling practices to see more patients and providing

efficient workflows while supporting the best quality of

care. Beyond fundamental interoperability functions,

the offers of optimal scheduling, integrated telehealth

tools for easy virtual visits and systems that promote

shorter wait times are increasingly critical. 

As an example of optional scheduling, consider the

following: A patient with a chronic condition like hyper

tension calls about an acute concern like pink eye,

but hasn’t actually seen a doctor about the chronic

condition in two years. The EHR should identify all

these characteristics for the physician and adminis

trators. This facilitates appropriate schedule time to

adequately address both issues and prioritize the

patient appropriately. Continued use of optimal

scheduling promotes maximized valuebased care

and effective, longterm health for the patient. 

Primary care providers will especially need health

care IT solutions that support things like practice opti

mization and virtual access as the pandemic contin

ues to pose new challenges and atrisk patients are

less likely to enter the physician’s office. Fully inte

grated EHR, practice management and consumer

engagement technologies, including those that alert

patients for appointments, are also extremely valu

able in prioritizing and scheduling patients for vac

cines. 

Overall, the key lies in facilitating interactions

between patients and providers, utilizing everyday

devices both parties feel comfortable using. Doing so

helps patients actively engage with providers as

needed, eases clinician burden and optimizes prac

tice operations, most urgently in a time of crisis.

Healthcare IT vendors must help primary care physi

cians close care gaps and continue treating all patient

segments to ensure their health and success in value

based care models.

To help navigate these complex and uncertain times,

Allscripts experts identified five key drivers of change

that practices should be on the lookout for this year.

 Leah Jones, Allscripts Senior Vice President

and General Manager 

Download our Key Drivers of Change in 2021 eBook

to learn how Allscripts can help your practice succeed

now and into the future.

What Healthcare IT Companies Must Provide 
to Support the Future of Primary Care

https://info.allscripts.com/providertrends?utm_campaign=Provider%20Trends%20-%20Ebook&utm_source=ppc&utm_medium=MGMA%2013%20Chapters&utm_content=What%20healthcare%20IT%20companies%20must%20provide%20to%20support%20the%20future%20of%20primary%20care
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Upcoming Member Webinar

ABOUT THE WEBINAR:

Need to attract more patients & build your brand online? Come

listen to experienced healthcare CEOs speak about the impor

tance of online reviews & robust Google My Business (GMB)

profiles. Attendees will walk away with action items that will

help your practice dominate online searches for your practice

and providers – making it easy for prospective patients to find

your practice when searching for care in your area. Learn

Search Engine Optimization (SEO) techniques for practice

administrators that will help make your practice the clear choice

among the competition.

Learning Objectives

 Understanding the role of online search in the patient’s jour

ney to selecting a doctor or practice. 

 Common pitfalls in reputation management and how to avoid

them at your practice

 How to optimize your online listings and create a stellar online

image for both your practice and individual 

Alabama MGMA Members need to Login,

then go to the Education Tab and Monthly

Webinar Series Page to register

Every stage of your practice growth is important.
We provide the business guidance and resources required for your long-term success.

Our business advisory professionals serve a wide spectrum of needs within the healthcare community. From practice startup and employee 

Tax | Healthcare Advisory | Financial Planning | MSO Services

Birmingham | Auburn | Orange Beach | Baton Rouge              kassouf.com                                                                                                              

Every stage of your practice growth is important
e provide the business guidance and resources required for your long-term success.W

Our business advisory profession

Advisory | Financial Planning | MSO Services

Auburn | Orange Beach | Baton Rouge

ax | HealthcareTTa

Birmingham |            

Every stage of your practice growth is important
e provide the business guidance and resources required for your long-term success.

als serve a wide spectrum of needs within the healthcare Our business advisory profession

Advisory | Financial Planning | MSO Services

Auburn | Orange Beach | Baton Rouge           

Every stage of your practice growth is important.
e provide the business guidance and resources required for your long-term success.

als serve a wide spectrum of needs within the healthcare 

           

e provide the business guidance and resources required for your long-term success.

From practice startup and employee . communityals serve a wide spectrum of needs within the healthcare 

           

From practice startup and employee 

   kassouf.com



Welcome New Alabama MGMA Members

Active Members

Sharon Bohannon

Alabaster Pediatrics, LLC

Alabaster

Amber Brown

Mallette Dermatology

Athens

Robin Brown 

Comprehensive Anesthesia Services

Huntsville

Kirby Butler

Bayside Orthopaedic, Sports

Medicine and Rehab Center

Fairhope

Bradley Gregory

Baptist Health Montgomery Family

Medicine Residency Program

Montgomery

Angel Hall

WP130 Management, LLC

Huntsville

Pamela Harvey

Alabama Heart and Vascular

Medicine

Northport

Robert Keel

Grandview Medical Centre

Birmingham

Kevin Marion

Norwood Clinic

Birmingham

Hope McLean, MD

Mobile OB Gyn, P.C.

Mobile

Candi Nelson

Total Skin & Beauty Dermatology

Birmingham

Amanda Pack

Mallette Dermatology

Athens
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Marie Palmer

Decatur Morgan Hospital

Trinity

Boyd Pugh

The Center for Reproductive

Medicine

Mobile

Perry Lauren Savage, Jr.

Alabama Orthopedic Spine and

Sports Medicine Associates

Trussville 

Ashlee Toomey

Digestive Health Specialists

Mobile

Suzanne Woods

Dothan Hematology & Oncology

Dothan

Affiliate Members

Amy Cope

SSOE

Homewood

Kevin Danylchuk

The CORE Group

Mahwah, NJ

Jonathan Dietz

ALSCO Uniform and Facility

Services

Pell City

Wanda McCaghren

Auburn Bank

Auburn

Adam O’Brien

The HealthMark Group

Sun City Ctr, FL
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P.O. Box  380124

Birmingham, AL  35238

▸ Business Owners Policy (BOP)

▸ Cyber Liability

▸ Employment Practices Liability

▸ Regulatory Risk Protection

▸ Workers’ Compensation 

844-331-6298  • ProAssurance.com/Agency

Professionals have trusted ProAssurance 
for their medical professional liability 
insurance needs for over four decades.

You can get the same superior service  
and quality for your other insurance  
needs through the ProAssurance Agency.

For a no-obligation Total Practice Protection 
quote, contact ProAssurance Agency at 
PRAAgency@ProAssurance.com or  
844-331-6298.

Protect your entire practice with ease.    




